
 
 

 
 

A Re-Introduction…by Sean Brooks 
I’ve been told my whole life I wasn’t big enough, smart enough or fast enough 

 
 

 

I grew up with one dream and one dream only- to 

play professional soccer.  But all my coaches wanted 
me to be “realistic”.  Slender 5’7” guys who aren’t 
physical specimens rarely make it far in the sports 
world, they told me. 

But I learned early on- if you’re the smallest, you 
better be the toughest. Fearless.  Immune to 
naysayers and doubters telling you all the reasons 
you’ll fail. 

Against all odds, I earned a soccer scholarship to 
West Virginia University, one of the top Division I 
programs in the country.  Almost immediately, I was 
playing an important role on the team, which had 
several future soccer Olympians from across the 
world. Not bad for a guy who’d been told for years to 
give up. 

At the end of my senior season, something changed. 
I’d been studying real estate investing in my spare 
time.  And I felt my passion for soccer get transferred 
to real estate, as I just got burned out from the sport 
by the end of my college career.  This transition 
happened during the financial crisis of 2008-9 and my 

 
 

parents had fallen on hard times. 
 

My Dad’s business filed for bankruptcy and the 
family finances were in major trouble. 

For the first time, I saw a chink in their armor. 
 

The memorable moment when you first see 
your parents as “real” people- with their 
own flaws, failures and shortcomings. 

I was devastated watching them sell everything, 
including the family house where my sister and I 
grew up.  They’d sacrificed so much to lift me up 
over the years and now that they were struggling, I 
was powerless to help them. 

Because of my recent studies, I believed that real 
estate was the answer. So, three days after I 
graduated from WVU, I moved down to Myrtle 
Beach, and put all my energy into learning real estate 
investing. 

EVERYONE told me to “get a real job” (even my 
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parents).  But I knew a “real job” wouldn’t allow me 
to help my Mom and Dad. The odds were stacked 
against me, but at least I was used to it! 

So I spent the next 18 months devouring every shred 
of real estate education I could find.  Constantly 
studying, and implementing.  Laser focused on my 
mission. 

Over the next 4 years, I did the impossible (once 
again).  I built a successful real estate investing 
business, just like I always knew I would.  I founded 
an organization of local real estate investors.  I helped 
dozens of investors across the country start their own 
real estate businesses.  And established a great 
reputation in the community. 

I also partnered up with another “young gun” in the 
real estate world- a guy named Doug Van Buskirk out 
of Charleston. 

But despite all that, something was missing. 
 

“Success” felt hollow.  I was burned out from my 
crazy work schedule.  Plus, I didn’t know much about 
managing business finances. So even though my 
business was making money, I still wasn’t in a 
position to help my parents, which was my #1 goal 
from the start. 

I was at a crossroads and, as it turned out, so was my 
partner Doug.  So we attended a business seminar, 
looking for some answers and direction. 

The main speaker wove astounding tales of wealth, 
power and influence, all of which could be ours if we 
worked with him, he told us. 

As I sat in my seat, I thought about my parents’ 
struggles.  I imagined myself paying off their 
mortgage, sending them a check every month so they 
never worried about anything ever again. 

The price tag for working with him, though? 
 

Me in my "more fit" soccer years at West Virginia 

University. 
 

 
 

Me in my "more fit" soccer years at West Virginia 
University. 

 
 

$35,000.  Cash.  Eeeek.  I didn’t have that kind of 
money.  Neither did Doug.  So this speaker convinced 
us how “easy” it would be borrow all that money to 
pay him, which we did. 

The results were…underwhelming, at best, which left 
us in dire straits financially. A miserable 12-month 
period went by, as I still wasn’t able to help my 
parents and now had my own money problems to 
worry about. 

I was ashamed and embarrassed.  How could we be 
so stupid?  I withdrew from friends and social events, 
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mostly because I couldn’t afford to leave the house. 
 

I truly felt like a failure and for the first time in my 
life, I started to question myself. 

The Silver Lining… 
 

But sitting on my back patio on a beautiful Myrtle 
Beach fall night in 2014, worn out from a long day, it 
hit me- “I’m a fighter.  I thrive on challenge.  And 
fear.  And uncertainty.  I’ve never thrown in the towel 
and I sure as hell don’t plan on starting now”. 

I thought of my parents and the life I’m determined to 
give them.  I knew that real estate was still the best 
way to do that.  Because of market shifts, Doug and I 
decided to focus on Real Estate Brokering, rather than 
investing. 

I’ll be honest.  I’ve always been turned off by real 
estate agents.  I’d seen a lot firsthand as an investor. 
The overaggressive networking.  The hard-selling. 
The mismanagement of and disregard for clients. 

It all reminded us so much of the salesman we 
encountered at that business seminar.  Uggh. 

So we built Linx Realty Group on a different 
foundation. 

Whereas typical agents cold call, beg for referrals, 
door knock and otherwise harass the public, we 
believed in treating people like we want to be treated. 

Whereas unethical agents disregard client interest for 
the sake of higher commission, our mission was to 
fight fiercely to protect our clients by any means 
necessary. 

Whereas many agents only focus on business profit, 
we decided to focus on community impact through 
things like our First-Responders Only Program.  

A lifelong underdog myself, I get great satisfaction 
supporting others who are up against the odds. 

As business grows, I’ll finally be in a position to help 
my parents, as I set out to do from the start. 

 
 

 
 

My parents and I at our annual Hilton Head family 
vacation. 
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It All Started With a Trip Down 
Under… 

 

by Doug Van Buskirk 
 

I’ve never been one to blindly follow the status quo. But it wasn’t until my early 20s that I saw how important this 
would be. It’s 2010 in Chicago.  Two years out of college, I was on pace to make over 6-figures at a booming start- 
up company.  The “dream job” by most every measure. But there was a hole inside me. Overworked. Overstressed. 

Just floating through life with no real purpose.  The money didn’t matter to me. 
 
 

Each day, it became more obvious that I wasn’t meant 
to follow the standard career path, up the corporate 
ladder. 

I’ve never felt the need to be like everyone else.  In 
fact, I think it’s better that I’m not. 

My girlfriend (and now my wife) Jen and I both had 
the travel itch. And we were both crazy enough to 
follow our hearts. 

So we quit our jobs, sold our stuff and moved 
halfway across the world to Australia for a year of 
adventure. 

The Conversation That Changed My Life 
Forever… 

 
Jen and I were as free as we had ever been- traveling, 
moving from city to city, working, exploring and 
making friends from every corner of the world.  It 
was validation that I could trust my instincts and 
blaze my own path in life. 

Seven months later, we landed jobs working on the 

estate of an Australian mega-entrepreneur and mining 
tycoon named Nik, worth upwards of $500M. 

We spent two months working on his sprawling 
estate, which consisted of rental properties, horse and 
sheep farms, orchards and the main family 
compound. 

The entire family embraced us.  We went to their 
family get-togethers and often spent time at the main 
house chatting after work. 

I remember one day in April, sitting on the deck, Nik 
was talking to his brother about building a housing 
development.  I listened, totally enraptured, as they 
went over the numbers and strategy. 

All the sudden, something clicked. THIS is what I 
wanted. 

Real estate was the way I could play by my own rules 
AND give myself and my family a better life.  After 
all, I couldn’t travel the world forever 

 
 

 
 

 

 
 A Piece of New Year’s Wisdom 

 
We spend January 1st walking through our lives, room by room, drawing up a list of work to be done, cracks to be 
patched.  Maybe this year, to balance the list, we ought to walk through the rooms of our lives…not looking for flaws, 
but for potential.  –Ellen Goodman 
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Where the desert meets the Indian Ocean on a 

roadtrip through Western Australia. 

So I started studying everything I could get my hands 
on involving real estate (the birth of my now massive 
book collection).  Scouring the internet.  Plotting my 
future. 

In June 2011, I flew home to America.  Within 12 
months, I’d started my own real estate investing 
company in Charleston, SC.  I caught my stride and 
my business grew rapidly over the follow 12 months. 

That was right about the time I partnered up with a 
successful young entrepreneur from Myrtle Beach 
named Sean Brooks.   Sean’s background was 
impressive and I loved his passion and drive.  I knew 
we’d do big things together. 

Life was good.  And I assumed it would only get 
better, forever. 

But I was in for a devastating surprise… 

It was a sunny weekend in New Jersey in the Spring 
of 2013.  Sean and I had gone to a 3-day business 
seminar.  It was a pump-up, motivational event that 
was really making a huge positive impact on 
us…until, not understanding the magnitude of the 
situation, the leader of the event sold us a $35,000 
business consulting package that promised us an 
incredible array of wealth and success. 

Here’s the problem- we didn’t have $35,000!!  But 
we were strongly encouraged by the event leader to 
borrow it (at heavy interest), which we did.  

I shouldn’t have to tell you that the riches we were 
promised in the sales pitch didn’t materialize.  Lots of 
sizzle, very little steak. 

Don’t get me wrong.  No one put a gun to our heads.   

We were excited, and expertly manipulated into 
seeing this as a great decision, which we voluntarily 
agreed to.  Not until later would I see the parallels 
between these tactics and what goes on in the real 
estate industry.   

Eventually, we saw through the BS, but the damage 
had been done. 

My finances were a disaster. The debt halted my real 
estate business, and turned my life upside down.  At 
one point, I was paying for rent on credit cards and 
pulling money off of one card to make payments on 
another.. 

I picked up the pieces and established myself in 
several different industries over the next 18 months- 
real estate training, copywriting, and digital marketing.   

And, most importantly, in May 2015 Jen and I got 
married and started a beautiful life together that seems 
to get better with each passing day of support, 
encouragement and inspiration we share with each 
other. 

But I’ve never forgotten the sleepless nights.  The 
embarrassment of knowing I’d been taken to the 
cleaners by a slick-talking salesman. 

As it turns out… 

That Hardship Gave Me Clarity 

Because what Sean and I experience that weekend 
largely shaped the way we approach our real estate 
business. 

Now, there’s NOTHING I detest more than slick-
talking salesmen who overpromise and under-deliver to 
honest hardworking folks like you and me.  Nothing 
fires me up more than seeing a shady salesman sell their 
client down the river, if it means an extra couple 
hundred bucks in commission.
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I didn’t come to these realizations right away, but 
looking back, that seminar ultimately drove me to make 
a difference in the real estate industry, notorious for 
incompetent, unethical agents. 
 
Fast forward to the end of 2014.  After a lot of soul-
searching, Sean and I knew it was time dive headfirst 
back into real estate the real estate business. 
Because the market had shifted, we decided to focus on 
real estate brokering rather than investing, as we’d done 
earlier in our careers.   
 
We started Linx Realty Group in January 2015.  Sean 
and I agreed, before we ever began, that this company 
needed to break the mold.  After all, we weren’t the 
door-knocking, cold-calling, put our faces on the 
billboard type of guys. 
 
We said NO to the ‘always be closing’, hard-selling, 
Glengarry Glen Ross “status quo” predator approach to 
sales.  We refused to follow the herd of agents 
pressuring and badgering good people into submission. 
 
And we were just crazy enough to think that 
philanthropy and innovation were better focuses for our 
business than simply bottom line profit.  So we’ve 
made philanthropic work a pillar of our business with 
initiatives like our First Responders Only Program.

 
Cutting the wedding cake with my beautiful bride, Jen. 

I feel like this break from the status quo has once 
again been validated, as “our way” of doing business 
has led to deeper relationships, and a happier life 
where everyday I can see my impact on the 
community. 
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