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ACCESSING OTHER PEOPLE’S MONEY TAKES NETWORKING KNOW-HOW



What can I say about the importance of networking as a Real Estate Investor, 

entrepreneur and/or business owner? A lot! 

I don’t care what you do in life, networking skills are going to help you reach the next level. 

As a professional, if you don’t know how to network at different types of events, how to 

introduce yourself, what to say in your elevator pitch and how to act, you won’t go very far. 

As a business owner, you need to understand how to network and express your marketing 

message without being long-winded and putting listeners off. As a Real Estate Investor 

who is seeking the assistance and money of others, you certainly better know how to 

network. I dare say it is one of the most important ways I access other people’s money 

and get involved in some really interesting deals. 

I didn’t always know how to network effectively. It’s something I learned over time from 

watching other people in a room, by asking a lot of questions and by taking critique with 

grace. 

In this area, I didn’t really have a mentor. I learned how to network through trial and error. I 

learned to cut to the chase with my elevator pitch. You’ll learn how that happened in this 

e-book! 

I learned that I couldn’t be a wallflower and succeed as an investor. I had to learn to shake 

hands, smile and be comfortable delivering my message and my vision in a crowd. I even 

became a member of Toastmasters to get over my fear of public speaking! I can’t 

recommend that group highly enough. I can speak in front of large crowds now. It just 

took the right guidance and practice. 

Whether you are interested in becoming the most effective wholesaler, fix ’n’ flipper, buy-

and-hold owner of one rental property, several multi-family properties or especially the 
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largest apartment buildings, you’re going to need the assistance of other people and/or 

their cash and credit. 

If you want to start a business, you’ll need help from other people. You will likely require 

them to invest their money and credit with you to get your deals pushed through. That 

means networking and lots of it. 

In this e-book I give you what few gave me about the importance of networking when I 

was starting out. Guidance! May it give you a leg up toward your goals.

To your continued success,

J. Massey
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By nature, I’m a shy guy. Anyone who really knows me understands that I’d rather be at 
home with my kids or hanging out in smaller, more familiar surroundings, like Starbucks. 
This doesn’t mean that I can’t be social or that I haven’t developed good social skills. It 
simply means that I am shy and have to try a little harder in larger social settings that an 
extrovert would. 

GET INTO THE ROOM!
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I had to embrace networking. I had to 
put myself in situations that would 

directly align me with opportunities. 

STEP ONE



In short, getting into rooms where I know I’ll have to shake hands, converse, share my 
message and do deals through networking is something I’ve had to work on over the past 
few years. Truth is that I’ll keep working on it. Hiding from social events won’t help me 
reach my goals. Embracing the art of networking is the only way I’m going to keep 
growing my net worth and portfolio of properties. 

Obviously I learned to network, which is good news for you. It means you can too!

When I first became a Real Estate Investor, I spent a lot of time putting cards and flyers 
on car windows. That worked to get me phone calls, but I soon realized that I’d have to 
attend a lot of networking events to get myself to the next level in my success. 

At first, I had to push myself to enter a room filled with lots of people. The fact that I knew 
I’d have to actually speak to others produced anxiety. But here’s the deal. I didn’t let my 
emotions stop me from my goals. I had to manage my anxiety and fears. To get to my 
larger goals of being a successful investor – not just in Real Estate but also in business – 
I had to reach my smaller goal of talking to people. Then talking to more and more people. 
Otherwise, how could I get my message out? 

I had to embrace networking. I had to put myself in situations that would directly align me 
with opportunities.  

Networking events where you will be in front of like-minded individuals is absolutely 
necessary to building your network and net worth as an investor. If you have “stage fright” 
or fears around talking with other people, get a handle on it. Get yourself into a calm 
place, breathe, take a minute before entering the room and realize that this is not some 
big, scary event. No! It is exciting. 

You are on a journey and you are going to meet a lot of great people you wouldn’t 
normally get to hang out with. You certainly aren’t going to do it from the sanctity of your 
home or office. Practice will never make perfect, but practice sure will improve your 
networking skills. 

A good place to get over your stage fright is with group like Toastmasters, which has a 
focus of helping people improve their public speaking skills. I attended for more than a 
year. I got over my stage fright!
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REVIEW QUESTIONS

1. Can you be shy and still be a good networker? Why or why not?

2. To be good at Real Estate Investing, will you have to get comfortable in speaking to 
other individuals? Why or why not?

3. Why would you want to participate in networking events?
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NOTES



You’re in the room. There are lots of people 
milling around. Now what? Stop looking down 
at your shoes. It’s time to make eye contact, 
shake hands and break out your well-
practiced elevator pitch. This is a short 
message to listeners that tells them in about 
30 seconds who you are, what you do and 
what you want. 

In your pitch, you are also targeting those who 
you will want to talk to and with whom you 
could do business. When you get to the 
conversation part of the event, you’ll practice 
the 70/30 rule. I’ll get to that in Step 4. 

I have different elevator pitches for the various 
areas of investing in which I participate. For 
example, when I was doing a lot of 
wholesaling, this is what I would say as my 
introduction:

“My name is J. Massey. I am a wholesaler. That means I buy real estate at a discount and I 
sell real estate at a discount. I want to talk to you about any properties you have to sell or 
buy.” 

Often, this pitch took place briefly in front of the room as I was introduced to the 
attendees (for example, at local real estate investor events). When I got to the true 
networking portion of events, people were there to talk about the properties they were 
trying to buy and sell, and they wanted to talk to me. 

KEEP YOUR 
INTRODUCTION SHORT

STEP T WO
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“I am a wholesaler. That means I 
buy real estate at a discount and 
 I sell real estate at a discount...”



Today, my pitch is a little different because I participate in larger and larger deals. One of 
them could be…

“My name is J. Massey. I’m an active Real Estate Investor, entrepreneur and business 
owner. I am the founder of Cash Flow Diary online and I help people in a variety of ways. I 
solve problems. I show people how they can use their self-directed retirement accounts 
to invest in real estate and I’m looking for investors in a very special project in Belize.” 

This, of course, is only one alternative to what I could say, but my point is that I tell people 
who I am, I give them a quick insight into what I do and then I tell them what I can help 
them with and what I need. Jot your elevator pitch down using this formula and practice it 
in a mirror or with other people who are willing to help you.

REVEIW QUESTIONS

1. As an investor, do you need to develop a short elevator pitch? Why or why not?

2. What should your short pitch tell others about you?

3. Do you have to stick to just one pitch? Explain briefly. 
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NOTES



There is never any reason to be rude, and this 
is especially true when networking. Put the 
power of positive thinking to work when 
speaking with others. Smile, maintain eye 
contact, listen well and ask good questions. 
Don’t have a hidden agenda playing through 
your head while the other person is talking. 
Don’t be ready to jump in with your next 
question without actually giving thought to 
what the other person just said. Be polite. 
Don’t ever cut people off when they’re talking. 
That only shows them you have no interest in 
what they’re saying. You can direct a 
conversation easily if you are paying attention 
to what people are saying. 

On the side of being polite, don’t abruptly end 
your conversation with the person you’re 
chatting with because you happen to see 

someone you know across the room. That person will be there in a few minutes. 
Acknowledge that person briefly with a quick wave and a nod. They see you. They’ll wait, 
or they’ll walk over to you. If you have to exit your conversation with the person you are 
currently engaging, do so politely. Never make the individual you’re chatting with feel 
unimportant. Truly, they should feel like the focal point of your attention. 

Make everyone feel good about talking to you. Your full attention achieves this effect. And 
be genuinely interested. People can smell a fake, so don’t be one. 

To give you an example of what not to do, I was standing in a room full of investors. There 
was a lot of talking and laughing. People were having a great time. I was speaking to a 

STEP THREE
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Emergency responders are 
imperative to have on your team.

BE YOURSELF AND PUT YOUR 
BEST FOOT FORWARD



guest who happened to also have been a speaker at this small event. He asked me how I 
was doing and what I was up to. He may never know, because he suddenly saw someone 
across the room that he needed to speak to (or obviously wanted to talk to more than he 
wanted to stand a second longer to chat with me). That person took this man’s interest 
rather abruptly. 

Instead of acting with decorum and tact, this man put his hand on my shoulder, 
interrupting me mid-sentence, and said, “We’ll have to catch up later. It was nice seeing 
you again.” 

With that he turned and left me standing in the middle of the floor in the middle of my 
response to his question. Obviously he did not really care what my answer was going to 
be. 

What this person didn’t know is that others were watching him. They were waiting to 
speak to me, but had kept their distance. One woman who had watched the event take 
place stepped closer to me and introduced herself. “He’s rude,” she said, nodding the 
man’s way. 

I didn’t want to say, “Yeah. He sure is.” Instead I made an excuse for him about how he’d 
been waiting to speak to the other person. The woman nodded, but we both knew the 
truth. He did act rude. He’s not a bad guy, but his social graces could use a little sprucing 
up. The woman and I continued chatting and guess what? She is an investor. She was 
there looking for interesting deals. Good for me. Very good for me. So I guess one day I 
might have to thank the guy who walked away. 

The point here is that I don’t want you to be that guy. There is never a need to leave 
someone hanging. If a conversation is becoming painful, there are tactful ways to exit. It 
ends with a handshake, a smile and a polite good bye and thanks for their time.
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REVIEW QUESTIONS

1. What are three really good things to do when greeting other people?

2. How important is developing really good listening skills? Explain briefly.

3. Is there a proper way to exit a conversation? Explain briefly. 
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Have you ever heard of the 70/30 rule? 
Simply put, you should listen 70 percent of 
the time and speak 30 percent of the time. 
Listening is an awesome tool in business, and 
you are in the business of investing. 

If you want people to be interested in what 
you have to say, make the conversations more 
about them. They’ll walk away thinking you are 
the best thing since sliced bread! Plus, you 
will have a learned a great deal about how you 
can help them. You’ll know their pain points, 
their problems and what they’re looking for as 
possible solutions. 

This listening skill is something I had to learn 
the hard way… or in a way that somewhat 
embarrassed me. Here’s what I mean.

Early in my investor journey, I met a man at an event and decided I was going to tell him all 
about me. I rambled on about the wonders of investing, the benefits, my passion for being 
an investor, etc. He listened very politely. He didn’t say a word, but then how could he? I 
barely took a breath. I eventually came to the end of what I thought was a fabulous “pitch.” 
The man then said something I will never forget. It was so simple, so to the point and 
something for which there could be no argument. He was absolutely right!

He said, “You have something to sell? Speak less; listen more.” He then politely bid me 
farewell, leaving me to ponder my new insight. That’s the day I embraced the short and to-
the-point elevator pitch, and vowed to better my listening skills. 

LISTEN MORE              
THAN YOU SPEAK

STEP FOUR
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You have something to sell?  
Speak less; listen more.



Today, I know that a good conversation means asking good questions and actually 
listening with intent to the answers. 

In the answers you will find the other person’s problems and how you can help provide 
solutions. I’ll share a script with you in the next step that I can use literally anywhere at any 
time in any event, large or small. I dare say that I use the script just about every day. And it 
doesn’t only apply to investing. I’ve been told by associates in different professions that 
the script works brilliantly in almost any social or professional one-on-one experience. It all 
boils down to two little words.

REVIEW QUESTIONS

1. What is the 70/30 rule and why should you care?

2. What is the rule I learned early on that continues to make me a better networker and 
that gives me greater ability to raise private capital?

3. When really listening to another person, do you concentrate more on what’s playing in 
your head or what the other person is actually saying so you can ask better 
questions? 

16



NOTES

17



I don’t intend to beat this into the ground, but 
listening really is the key in determining the 
problems other people may have for which 
you can provide really good solutions. That’s 
what networking is all about. Getting to know 
people so you can figure out ways to solve 
their problems. This is particularly true in the 
investing world. However, I had to figure this 
out over time. And then I developed a very 
simple script. 

You might think, uh, oh… I’m going to have to 
remember a long script. I can’t do that. Calm 
yourself. I’m pretty sure you can remember this 
script. It involves two words: “Really” and 
“why.” Actually these are two questions: 
“Really? Why?” 

Let’s take a conversation you’re having with 
someone who may or may not be interested in investing his/her money into real estate or 
a business. You are attending a Real Estate networking event. You are in the crowd, 
chatting with different people and you come upon this individual who is ready to talk 
about your deal. 

For the sake of argument, let’s say it’s a big apartment building and that you need 
investors for this deal. You don’t have the cash or credit to do the deal on your own, so 
you need OPM (Other People’s Money). I talk about this in my Raising Private Capital e-
book. You can download it for free from www.learninvestingnow.com.  I have a cool video 

STEP F IVE
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The two “magic” words  
of “Really? Why?”

DETERMINE PROBLEMS    
SO YOU CAN PROVIDE 

SOLUTIONS

http://www.learninvestingnow.com
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course you can take to learn how to Raise Private Capital, too. I hope you’ll check it out. 
But here’s a quick start. 

Here’s what that conversation might look like:

Me: Have you ever considered investing in real estate?

The person will answer. It doesn’t matter what that answer is. You are listening to his/her 
response with laser focus. However you only respond with two words. 

Me: Really? Why?

The person will then tell you the reasons. Don’t interject. Just listen. Just because the 
person goes quiet for a few seconds doesn’t mean it’s time for you to jump in. You smile 
and show the person you are still listening. This allows the other person to gather his/her 
thoughts and continue. Only when he/she has come to the end of the response will you 
respond. Guess what the words will be…

Me: Really? Why?

You will do this until you see the person is ready for you to speak freely. This will usually 
be indicated by the individual looking at you and perhaps asking, “What do you think?”

This is your invitation to educate the person on the variety of ways you can help him/her 
with the problem at hand. Maybe you learn that a woman is in an abusive relationship and 
she wants to get out, but has a home that she needs to sell first and that she only needs 
$12K to get out. Perhaps you can be her hero. You don’t have the $12K, but if you can 
find the $12K, you can take over the house and you’ll have plenty of options with that 
property to make a whole lot more than $12K. 

This happened to me and through networking I knew I already had a person with $12K in 
credit I could access. He handed that to me to use in this deal, the woman got out of her 
terrible situation, I solved her problem and felt great doing it. I made minor improvements 
to the house and made a great return on the $12K investment not just for the man who 
loaned me the credit, but also for me! The full story is in my book, which you can order on 
www.cashflowdiary.com/book. (I’m happy to say it’s in e-book, print and audio book 
format.)
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Now let’s say you’re speaking with a retired person who has limited understanding of 
investing in Real Estate. The conversation would be different, right? No, it wouldn’t. The 
two “magic” words of “Really? Why?” apply here, too. The difference is that you will 
educate the individual in a different way. You will talk to him/her about the P.A.Q. (Profit 
Analysis Quadrant™) and which quadrants will bring the greatest long-terms returns for 
his/her investment. I touch on that in great depth in my Raising Private Capital e-book and 
video course.

REVIEW QUESTIONS

1. What is the key to determining the problems other people may have so you can come 
up with good solutions?

2. What are the two words I use in all my initial investor conversations?

3. Would my response to what the investor says be different when I’m chatting with a 
retired person about investing and chatting with someone who has never considered 
investing in real estate? Why or why not?
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No one likes a Negative Nelly. Don’t be one. 
Practice the three P’s of interpersonal 
communication: Be polite, be positive and act 
with personal integrity. 

Positive people who are open and genuinely 
interested in what other people have to say 
are remembered and referred. While one 
person you’re chatting with may not have the 
financial resources to help you or work with 
you in a deal, that doesn’t mean you strike 
them off the list and move to another area of 
the room. No! This individual knows other 
people, has relatives and friends, and works 
with other people. 

If you are clear in your message, if you use 
your best social skills, if you listen more than 
you speak and if you show the passion you 
have in reaching your vision, it’s a safe bet 
your message and what you do as an investor 
will be remembered. 

The next thing that can happen is that this nice man you’ve been conversing with at a 
networking event will be in another social or business event, maybe even a family dinner. 
When the topic comes up about Real Estate, business, entrepreneurialism or whatever 
you discussed with him/her, your name is going to pop up. The person can then pass your 
card or name onto to others. At the very least, he/she can refer people to your website. 

In my case, I’m sure to tell people I’m the founder of Cash Flow Diary online. That’s easy 
to remember. I invite people to friend me on Facebook and listen to my podcast. That can 
be done in a positive, non-pushy way. It’s an invitation. 

PRACTICE THE THREE P’S!

STEP S IX
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Networking done right leads to 
long-term relationships that are 

mutually beneficial.



You want other’s people’s feedback and input. They’d be doing you a favor if they gave 
your podcast a listen and let you know what they think about your website or whatever 
you have to share with them. Let them know they can ask you questions via email. Take 
the conversation further by creating that extra social link. Networking done right leads to 
long-term relationships that are mutually beneficial. 

People love to share their opinions. Give them a chance. Give them a polite call to action. 
Tell them what you need them to do and how to do it. Chances are they will. 

Follow up with them from time to time to see how they’re doing. I’ll tell you more about 
follow up in Step 9.

REVIEW QUESTIONS

1. What are the three P’s of interpersonal communication?

2. You meet someone in daily life or at a networking event who isn’t interested in 
investing in real estate. What can happen if you are polite and informative to that 
individual even though he cannot or will not work with you right now?

3. Do people love to share their opinions? How can you help them do that in a way that 
also benefits your end goals?
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For the longest time I didn’t have business 
cards. Now people ask me for them a lot. My 
team includes them in media kits and, of 
course, now I have something to leave in the 
fish bowls at different restaurants. Hey, I like a 
free lunch just like the next guy. It’s fun to 
“win” that lunch. 

Seriously, you need a business card. But 
more important, you need to collect other 
people’s cards and carry a good pen so you 
can make notes on the backs of their cards. 
That’s right. Get in the practice of jotting 
down personal notes of interest on the backs 
of other people’s cards. Don’t write things 
down as you are talking to them. Be polite and 
wait till the conversation has ended and you 
have moved to a different area of the room. 

Why do you jot down notes? Because our memories can be faulty, especially when we 
meet a lot of people. By writing something down from your conversation with the other 
person, like something they mention that is important to them during your conversation, 
you can ask about that point when you follow up with them. It means a lot. It can make a 
difference in their decision to do business with you or not. 

Even if you don’t take physical business cards, but instead choose to take a picture of the 
cards (like I do these days), it’s important to make note of something about the people 
you meet. Smart phones and even smarter software make this part pretty easy. But in a 
pinch a little notepad will suffice. 

I learned this from a stylist. He said he wrote notes in his appointment book so he would 
remember to ask the client about whatever it was she was doing or having difficulty with 

EXCHANGE INFORMATION

STEP SEVEN
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It’s fun to “win” that lunch.



in her life or business. He did this politely, without being intrusive and without acting. He 
sincerely asked about them. For example, one of his clients was having her hair done 
because she was heading back to her hometown to visit her sisters. The stylist called to 
follow up with her a few days after her hair appointment to see how she liked her hair, but 
added a question about how she was enjoying her visit with her sisters. With that simple 
question the stylist showed the client he actually bothered to remember her for real, and 
she became a client for life. Again, I’ll go more into the follow-up in Step 9.

REVIEW QUESTIONS

1. Is it better to give or receive business cards? Explain briefly.

2. What’s a good way to remember things about different conversations you have with 
the people you meet at events or on the street?

3. How can you use personal notes during follow-up calls to further your relationship-
building efforts? 

26



27

NOTES



Parting is such sweet sorrow, or so they say. I 
say that you need to make parting as 
memorable as your greetings and interactions 
are. Sure, you can just rush out the door when 
a networking event ends. You don’t have to 
say goodbye. You can dine and dash with 
business cards in hand like a squirrel in a 
hurry to store his acorns, but why would you 
do that? 

Before the networking event officially ends, 
seek out the individuals with whom you’ve 
made contact. If at all possible, get their 
attention, shake their hands and let them know 
it was truly a pleasure making their 
acquaintance. 

Tell them you have to leave the event and that 
you will contact them soon. Be sure to convey 

how honored you are to have met them, and that you look forward to getting to know 
them better and speaking more in-depth with them. You don’t have to announce anything 
about his or her particular problem, because maybe it’s something they don’t want to 
make public and share with everyone else who is standing nearby. Practice integrity and 
be a good confidant. This develops trust and furthers the relationship you are trying to 
build. 

Once you’ve made your quick rounds, you are free to leave. Take all the cards you 
collected and put them somewhere safe. Hopefully you have a system for follow-up calls. I 
don’t care if it is a set of folders that you keep in your desk; you need a system to keep 
things a little more organized. Believe me… this will make life as an investor a whole lot 

PRACTICE POLITE 
PARTING WORDS

STEP E IGHT
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Practice integrity  
and be a good confidant.



easier. That’s something I learned over time, too. I had gathered so many contacts that I 
couldn’t effectively follow up with them, because I didn’t have any type of system. I do 
now. You can bet I do! Now contacts don’t grow cold, which is what happens if you don’t 
follow up with them.

REVIEW QUESTIONS

1. A networking event you’re attending has come to a close. Do you just dash out the 
door? Explain briefly.

2. What is the point of seeking out those you’ve met at an event to say good-bye before 
you leave?

3. Do you need to be organized as an investor? What is one simple thing you can do 
after gathering contacts that can help you immensely?
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You can collect thousands of cards from cool 
people you meet at events and across all 
areas of life, but if you don’t follow up with 
them what is the point? You’re just gathering 
cards to gather dust. 

If you don’t have some sort of system in place 
for that follow up process, you’re sunk. Again, 
maybe it’s just a three-file folder system with 
headings for your different categories of 
leads. One could be for “buyers” and another 
could be “sellers.” One could be “single-family 
homes,” and another for “multi-family 
dwellings.” You’ll figure out what’s best for 
you. Maybe a 12-file system, one for each 
month of events, would work for you. A 
thirteenth file could be for “results” or 
“OPM.” (That would be a very important file 
filled with active investors whom you’ve 
connected with and who want to help you!)

This is the part that a lot of business owners, entrepreneurs and investors fall down on. 
They don’t effectively follow up with people they meet because they don’t have a good 
system. If you collected the cards and made the contacts, you need to take the next very 
important step in following up with them. Because you act with integrity and you said you 
would follow up with the people you met at the event you need to be true to your word. 
Call them. And don’t wait too long. According to your conversation, you know how quickly 
follow up needs to occur. I work quickly. In fact, often I will schedule a follow-up call at the 
end of my initial conversations at networking events. 

FOLLOW UP!

STEP NINE
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Close the conversation by inviting 
them to meet for coffee.



You may not have a solution for their problem yet, but people will be blown away by your 
actually following up with them. I have to go back to what I said about that personal note 
that you jotted down on their card about something they said in your conversation at the 
event. Call to ask how they’re doing with that thing. But don’t just jump to it. Re-introduce 
yourself and remind them of where they met you. Tell them you are following up like you 
said you would, and then mention something personal. 

Let them speak. Give them the floor. Be friendly and positive. Be more interested in what 
they have to say than in your agenda. Remember that your goal is to help them solve a 
problem. Smile while you speak and don’t remain seated. Walk around while you speak 
into the receiver. This raises your energy, and I assure you that the listener can tell. 

Close the conversation by inviting them to meet for coffee. Maybe you invited them to 
meet with you when you chatted with them at the event and they declined. That’s because 
they don’t know you YET. If they didn’t accept your invitation at the event, now’s the time 
to politely invite them to coffee again. 

Make it pleasant. Add, “My treat.”

If they come back with a clever comment, for example, like, “What about a pastry, too?” 
Your response will be pleasant and say, “Of course!” And then ask them when they’d like 
to meet. Choose a place that is easy to find. I meet my contacts at Starbucks. I’m at 
Starbucks a lot. It’s a great place to network! It’s also a great place to create networking 
opportunities, for example, playing the Cashflow 101 game. 
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REVIEW QUESTIONS

1. How important is following up with leads? Explain briefly. 

2. What is one area in which business owners, entrepreneurs and investors fall down 
frequently?

3. When making follow-up calls, what is one thing you can do to bring your level of 
enthusiasm and energy up?
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I just told you that I hang out at Starbucks a 
lot, because it’s a wonderful place to meet 
people and network. I do a lot of business in 
that coffee shop! But then I’ve created 
networking opportunities, too. I play the 
Cashflow 101 board game there, which gets 
people interested in what I’m doing. Or rather 
interested in what the group that I’m playing 
the game with is doing. Ultimately, other 
Starbucks guests watch us play and wander 
over to ask us what we are doing. That’s my 
chance to give an elevator pitch about the 
game and what we’re learning and how I do 
this in real life, but that I really enjoy playing 
the game and teaching others how to play. I 
invite onlookers to join us. 

I tell them that I host games frequently and 
invite them to attend a game. It is very non-

threatening. The game is fun and if someone is interested in playing, that tells me that they 
are interested in investing, may have money to invest and may know other investors. I go 
more into this networking tool in my Raising Private Capital e-book. It’s free and you can 
download it from www.learninvestingnow.com. I actively teach the game and teach others 
to be game leaders, too. 

The Cashflow game is just one way to create networking opportunities. You might host a 
neighborhood block party, educational event in your home or club house, or create a 
regular Meetup event for investors and those interested in learning more about Real 

CREATE NETWORKING 
OPPORTUNITIES

STEP TEN
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This is how I ended up with my  
72-unit apartment building.
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Estate. The Meetup can be whatever you want it to be. Just be sure to offer a memorable 
networking experience for all. Keep it professional and friendly. 

If you don’t want to start a Meetup group, there are plenty of existing groups in your neck 
of the woods. I figure you can easily find a Cashflow game-centric Meetup close by. All it 
takes is a quick search online. 

REVIEW QUESTIONS

1. Where do I hang out a lot, where I meet people and even play a board game?

2. What can playing the Cashflow 101 board game do for you as a Real Estate Investor? 
Explain briefly.

3. Should you host Cashflow games? Why or why not?
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Step 1: Get into the room! 

1. Can you be shy and still be a good networker? Why or why not?  
 
Yes, you can be shy, but you still have to get out there and network. You will only 
overcome your shyness one way… by practicing.

2. To be good at Real Estate Investing, will you have to get comfortable in speaking to 
other individuals? Why or why not? 
 
Yes! You have to get comfortable in sharing your vision with others if you want them to 
help you get to your goals. No one gets anywhere alone when we are reaching for 
success!

3. Why would you want to participate in networking events? 
 
To participate with like-minded people. Whether that’s Real Estate because you are 
interested in doing deals, or it’s a specific area of business, involving yourself in 
conversations with others who share your interests will get you to your goals faster. 

Step 2: Keep your introduction short. 

1. As an investor, do ou need to develop a short elevator pitch? Why or why not?  
 
YES! If you don’t develop a short elevator pitch, how will you convey your vision to 
others without boring them?

ANSWER KEY
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2. What should your short pitch tell others about you? 
 
Who you are, what you do and what you seek. But you have to keep it brief and 
practice a lot!

3. Do you have to stick to just one pitch? Explain briefly.  
 
No. For example, if you participate in different areas of Real Estate Investing, your 
pitch will have to change your pitch up to match the audience. 

Step 3: Be yourself and put your best foot forward. 

1. What are three really good things to do when greeting other people?  
 
Smile, make eye contact and listen.

2. How important is developing really good listening skills? Explain briefly.  
 
REALLY important! If you don’t develop your listening skills, you won’t be able to ask 
great questions. The better listener you become the more your relationship-building 
efforts will bring!

3. Is there a proper way to exit a conversation? Explain briefly.  
 
Absolutely. There is never a reason to be rude or to leave a conversation abruptly. 
Practice patience. Be polite. Don’t make the person you are talking to feel less 
important than someone you’ve spotted across the room, no matter how much you 
want to speak to that other person. 
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Step 4: Listen more than you speak. 

1. What is the 70/30 rule and why should you care? 
 
Listen 70% of the time and speak 30% of the time! If you make the conversation more 
about the other person than whatever you have to say, you will be remembered and 
you will gain a following. You will be known as someone who cares and solves 
problems, because you bothered to listen and get to really know the problems you 
need to solve.  

2. What is the rule I learned early on that continues to make me a better networker and 
that gives me greater ability to raise private capital?  
 
Speak less; listen more. 

3. When really listening to another person, do you concentrate more on what’s playing in 
your head or what the other person is actually saying so you can ask better 
questions? 
 
The latter. You listen to the other person. We all have dialogue running in our heads, 
but you can learn to quiet it and pay closer attention to those individuals you are 
supposed to be listening to!!

Step 5: Determine problems so you can provide solutions. 

1. What is the key to determining the problems other people may have so you can come 
up with good solutions? 
 
Listening really well.
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2. What are the two words I use in all my initial investor conversations? 
 
“Really? Why?”

3. Would my response to what the investor says be different when I’m chatting with a 
retired person about investing and chatting with someone who has never considered 
investing in real estate? Why or why not?  
 
No! No matter what story a person is sharing, the two words, “Really? Why?” will get 
them to share more with you and explain their reasoning so you can serve them. 

Step 6: Practice the three P’s!

1. What are the three P’s of interpersonal communication?  
 
Be polite, be positive and act with personal integrity.

2. You meet someone in daily life or at a networking event who isn’t interested in 
investing in real estate. What can happen if you are polite and informative to that 
individual even though he cannot or will not work with you right now? 
 
He is quite likely to remember you and what you do, so that when he is speaking with 
someone else later who might need your services or would be a good partner for a 
deal you are doing, he will refer that person to you! He can, in fact, become an 
excellent referral source.

3. Do people love to share their opinions? How can you help them do that in a way that 
also benefits your end goals? 
 
Yes, people love sharing their opinions. Give them the opportunity. Ask them to share 
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on your social media pages and other public ways. Getting them involved in what you 
are doing online is a great way to build your network online and in the real world.  

Step 7: Exchange information. 

1. Is it better to give or receive business cards? Explain briefly.  
 
It is good to hand out your business cards at events, but it is far better to collect 
cards, so you can follow up with people you’ve met. 

2. What’s a good way to remember things about different conversations you have with 
the people you meet at events or on the street? 
 
Take notes. Short notes on business cards when there is room is an excellent way to 
remember little things. Or you can carry a small notebook. 

3. How can you use personal notes during follow-up calls to further your relationship-
building efforts?  
 
By making notes about what people mention during your initial conversation, you can 
ask them about things they mentioned. I give a great example in Step 7. If you can’t 
remember, go back and read it again.

Step 8: Practice polite parting words.  

1. A networking event you’re attending has come to a close. Do you just dash out the 
door? Explain briefly. 
 
Um, no! You take a few minutes to seek out those you’ve met and shake their hands. 
Tell them you have to leave and say good-bye if at all possible. 
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2. What is the point of seeking out those you’ve met at an event to say good-bye before 
you leave? 
 
It is the polite thing to do, and it makes you memorable. You will stand out as a person 
with integrity when you bother to take that small extra step.

3. Do you need to be organized as an investor? What is one simple thing you can do 
after gathering contacts that can help you immensely?  
 
Being organized in your real estate BUSINESS is always helpful. Even if it is 
something minor, like creating a folder or small set of folders to keep track of people 
you meet at events and whether you followed up with them or not, and what the 
outcome is, helps you keep leads organized and warm. Nothing is worse than a lead 
gone cold!

Step 9: Follow up! 

1. How important is following up with leads? Explain briefly.  
 
You cannot let leads go cold. You have to stay in front of the people you meet. It is 
called relationship-building for a reason. You are attempting to build and maintain a 
relationship with like-minded others.

2. What is one area in which business owners, entrepreneurs and investors fall down 
frequently? 
 
Following up, especially with warm leads that have either worked with the business or 
has expressed interest. Sometimes we get so busy getting leads that we forget to 
keep in touch.
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3. When making follow-up calls, what is one thing you can do to bring your level of 
enthusiasm and energy up?  
 
Smile and walk around. Top sales people tend to pace when talking on the phone! 
Some are known to place a mirror in front of their workspace to remind them to smile.

Step 10: Create networking opportunities. 

1. Where do I hang out a lot, where I meet people and even play a board game?  
 
Starbucks!

2. What can playing the Cashflow 101 board game do for you as a Real Estate Investor? 
Explain briefly. 
 
The game helps you teach others what you do as an investor and show them that they 
can do what they do in the game in real life. 

3. Should you host Cashflow games? Why or why not? 
 
YES! Frequently. It doesn’t matter where you host the game (your home, your 
clubhouse, a public space where you have received permission to do so by the 
management), but hosting the game makes you a better teacher who can share 
objectives in investing with others. How do you think I became a master facilitator of 
the game? By playing it time and time again. I still do!
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