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Lifetime CashFlow 

Through 

Multifamily Properties 

Author of How to Create Lifetime CashFlow Through 
Multifamily Properties  

Host of the #1 ranked Real Estate Podcast on iTunes: 
Lifetime CashFlow Through Real Estate Investing 

 

Thank you for 
investing in your 

future! 

You’re about to begin the 
most comprehensive 
multifamily investment course 
on the market. You’ll find in 
this course all the tools you 
need to be successful, but 
only when you take action.  

Many people buy courses and 
never use them, but you’re 
different! 
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Creating Consistent  

Off-Market Deal Flow 

In order to succeed in multifamily real estate investing, you need a 
consistent flow of deals crossing your desk. My team and I sometimes 
look at up to 100-200 deals before we end up closing on one. 

In this module we’ll take a look at several ways to create that consistent 
deal flow. 

 

Acting “As If” 

As a new real estate investor, you’ll see that it’s hard to be taken 
seriously by brokers, bankers, and other professionals you’ll be dealing 
with. That’s why you need to learn to embody an attitude of success. 

Already you’ve decided on your goals. You’ve made your 
vision boards and started visualizing your life after you’ve 
accomplished those goals. You’ve put gratitude and emotion 
into your visualization. 

Now we’re going to take all that to the next level by acting “as if”. 

• Declaring a skill or status enhances your reputation. 

• Act as if you’re the greatest at what you want to be. 

• The rich get richer and the poor get poorer because they’re each 
acting as if they are rich or poor. 

• What you focus on is your life. 

So if you want to influence people, act as if you know exactly what you’re 
doing. It helps people take you seriously. Your mind won’t know the 
difference because you’ll feel the success of what you’re embodying in 
your emotions. 

What are you acting as if? Is it what you want to be? Make sure it is, and 
before long you won’t be acting. It will be real. 

Key Points 

• Establish your credibility and strengthen your 
confidence by “acting as if”. 

• Build strong relationships with your broker to hear 
about “pocket deals”. 

• Learn how to use websites to find deals. 

• Dig deeper than other people do to find deals by 
doing things like direct mail, cold calling, and 
newspaper ads. 

• Recognize and deal with fear to make progress 
toward your goals. 

“As you say it so shall it be.”  

~Numbers 14:28 
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When someone asks, “How are you doing?” tell them you’re “fantastic,” 
“extraordinary,” “unbelievable!” Words like that will help you feel that way. 

Where will you be 10 years from now? Own that feeling of success. You’ll 
get there faster than you can imagine. 

Utilizing Brokers and 

Creating “Pocket Listing” 

Deal Flow 

 

Your commercial real estate broker is one of the most important members 
of your team. They can often refer you to other team members too. 

Tips for Finding a Broker 

• Focus only on multifamily brokers 

• Look for any of these designations behind their names. 

o CCIM – Certified Commercial Investment Member, experts 
at analyzing properties 

o IREM – The Institute of Real Estate Management 

o BOMA – Building Owners and Managers Association  

o NMHC – National Multifamily Housing Council 

• Look on LoopNet.com to find a broker who has several properties 
for sale 

Call some brokers. There’s a sample script in your course materials you 
can use to plan what to say. Download and edit it to suit your needs.  

Following Up 

It’s crucial to follow up after they send you deals.  Brokers get 
irritated because most people never do.  

When you make your follow up call: 

• Say why the deal didn’t work for you 

• Refresh their memory on your exact investment criteria 

• Show gratitude and respect the broker’s time 

  

Remember: One good broker can make you wealthy. 
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Things to Remember About Brokers 

Brokers only get paid when you close on a deal. So respect their time. 

Until you close a deal, the best ones won’t take you seriously. Other 
investors before you have fallen through on deals, so don’t take a 
broker’s lack of enthusiasm for you personally. They need to see a closed 
deal to respect you. So make sure your due diligence is thorough before 
your closing date. 

If you’re in a hot market where brokers have plenty of deals, it’ll be 
tougher for you to connect with a broker. Stay at it. Be a squeaky wheel.  

In slow markets the brokers will be calling you. 

Multifamily investing is a tight knit community and smaller than you think. 
Be careful not to burn a bridge! 

Consistent Communication 

• Every few months email or call your broker. 

• Value your relationship. Take him out to lunch. 

• Maintaining your broker relationship is key. It will lead to off-
market deals.  

Online Sites and  

Buying from Banks 

• LoopNet.com has been called the place where deals go to die. A 
lot of listings there are overpriced and have been there long time.  

• But if you dig in, and look for what others have missed, you can 
find great deals. 

• When you’re analyzing properties on LoopNet, see if you can 
increase income or decrease expenses. 

• What expenses are high and could be reduced?  

• Could utilities be billed to tenants? 

• Is the management overpriced? 

• Are rents at the current market rate? Raising rents will elevate 
income and value. 

• What’s the area’s vacancy percentage? If the nearby market has a 
low vacancy, you may be able to increase the building’s 
occupancy. 
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A LoopNet Deal Example 

We found a 24-unit building near Tampa, FL, that had been listed on 
LoopNet for almost 3 years. It was being sold as a 6 Cap, which is low for 
a 24 unit. There was hardly any information in the listing, not even rent 
amounts!  

After some digging we found out the sellers were in their 90’s – low tech 
pen and paper people. They were charging rents $150 below the market 
rate and their expenses were very high because their landscapers and 
maintenance company were ripping them off. 

Other investors ignored this property, but it was a great deal. 

Other Online Sites 

Not all deals are listed on LoopNet, so it’s worth checking the following 
sites too. Many people overlook them, but there are plenty of listings 
there. 

 

• City Feet (cityfeet.com) 

• NAI Global (naiglobal.com) 

• The Commercial Investment Multiple Listing Service (cimls.com) 

Broker sites that have a high volume of properties 

• Marcus & Millichap (marcusmillichap.com) 

• CBRE (cbre.us) 

• Cushman and Wakefield (cushmanwakefield.com) 

• Coldwell Banker Commercial (cbcworldwide.com) 

Screen Share Demos 

Don’t miss the screen share demonstrations included in this module. 
You’ll see exactly how we use these sites to find and analyze deals. 

You’ll see things like: 

• The right links to click 

• How to sort 

• How to set up alerts 

• And more 

Caution: Big players list on these sites based on pro 

forma. That’s what a property can do vs. what it’s 

actually doing. You need to buy based on what a 

property is actually doing. 
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Buying from Banks 

When property owners default on their mortgages, the lender often ends 
up owning the real estate. These properties, known as “real estate 
owned” (REO), are a problem for banks. They don’t want REOs on their 
books.  They’re not in the real estate management business. 

This gives you an opportunity to become their problem solver! 

When you become their go-to guy, you can get some phenomenal deals. 
So it’s a good idea to set up relationships with local bankers and let them 
marinate over time. 
 
To help you start these relationships, we’ve provided a phone script in 
your course materials. It’s in Word so you can personalize it.  

Once you’re off to a good start, cultivate the relationship by going to meet 
them. Invite them to lunch. Make sure you dress well and show them 
you’re respectable and trustworthy. 

Finding Deals Via Auctions 

You can find some great deals at auctions, but they’re not for the faint of 
heart. It moves fast and mistakes at auctions can be costly. 

Properties on the auction block are always listed significantly below the 
market value and usually below the replacement value. This is by design 
to generate interest and entice bidding to drive up the price.  

A Few Things About Real Estate Auctions 

• Properties are sold “as is”. 

• It’s easy for sellers to hide defects. The process is fast. 

• There are no contingencies. 

• Your deposit is forfeit if you don’t close. 

• Due diligence has to be done up front. 

• All your financing and equity should be lined-up before the 
auction. 

Biggest US Auction Houses 

• Auction.com / Ten-X   www.ten-x.com 

• Tranzon   www.tranzon.com 

• United States Treasury   www.treasury.gov/auctions 

• Williams and Williams    www.williamsauction.com 

• Hudson and Marshall   www.hudsonandmarshall.com 

• Albert Burney    www.albertburney.com 

• Bill Fair & Company   www.billfair.com 

• J.P. King    www.jpking.com 

• Joe Roebuck    www.roebuckauctions.com 

http://www.ten-x.com/
http://www.tranzon.com/
http://www.treasury.gov/auctions
http://www.williamsauction.com/
http://www.hudsonandmarshall.com/
http://www.albertburney.com/
http://www.billfair.com/
http://www.jpking.com/
http://www.roebuckauctions.com/
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Auction Tips and Tricks Screen Share Video 

Make sure you see this screen share video where we walk you through 
the two top real estate auction websites.  

• www.ten-x.com  auctions for commercial properties with 5+ units 

• www.auction.com  auctions for houses, but you can find 
multiplexes there if you know how to look, which we show you in 
the video. 

Auction Tips 

Sign up for accounts on these auction house websites and set up alerts. 
They’ll bombard you with all sorts of offers, so I recommend that you 
make a separate email for these. 

Two Categories of Auctions 

Reserve auctions are the most common. A minimum bid amount must 
be met or the seller does not have to sell the property. 

In absolute auctions, the property will sell for whatever the highest bid is 
– even if it’s only $1. The highest bidder always wins. 

The Auction Process 

• When you go to an auction, you’ll get a bidder’s package on a 
property you’re interested in. This is similar to the property 
package you’d get from brokers, but it will usually be missing a lot 
of crucial information. 

• They may try to rush you through so you don’t find defects. Be 
careful. 

• Expect to pay more than your bid. A buyers’ premium as high as 
10% will be tacked on to the price.  

• Remember to factor in capital expenditures, like a new roof or 
renovations, and leave a cushion in your budget for that. 

• Set a ceiling and don’t bid on adrenaline and emotions. 

• All bidders need proof of funds or a cashier’s check for the down 
payment which can be from 5% to 25% of the price. This money is 
nonrefundable if you win the bid. 

• You typically have 30 days to close. So you always want to have 
your financing, both debt and equity, lined up ahead of time. 

• Attend some auctions to get a feel for how the process works. 

 

 

http://www.ten-x.com/
http://www.auction.com/
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Direct Mail and Cold Calling 

These are the best ways to get mom and pop deals, which are especially 
good for creative financing opportunities. And it’s the most successful 
method for finding deals yourself. 

When you’re reaching out to potential sellers this way, you’re looking for 
people who are motivated to sell their real estate for reasons like:  

• They inherited the property and would rather have their cash. 

• They’re elderly and no longer want to deal with tenants. 

• The property is part of a divorce settlement. 

• They’re retiring and downsizing. 

• They’re tired of owning out-of-state property. 

• They’re in pre-foreclosure. 

• Their health is poor. 

Direct Mail 

Direct mail works best when you send your letter to a targeted list. But 
where to do you get this list? 

Companies That Sell Lists of  

Multifamily Property Owners 

• First American www.firstam.com 

• Dunhill International List Co. www.dunhills.com 

• Experian www.experian.com 

• List Source www.listsource.com 

• DM Database www.dmdatabases.com 

• US Lead List www.usleadlist.com 

Build Your Own List 

You can build your own list by visiting county assessors’ websites. 

At www.netronline.com you’ll find every county assessor’s website and 
you can search on property sizes. Click on “Public Records Online” to get 
started. 

You can also use PARLAY 2.0 (www.reportallusa.com/products/parlay/). 
There is a charge for this one, but it’s worth its weight in gold. 

You’ll see a lot of LLCs and Corporations on the lists of property owners. 
They’re titled this way for asset protection. To develop your mailing list 
then, you’ll want to drill down further than just the list from county. 

The next step is to visit the Secretary of State’s website and locate the 
online business search to find the Articles of Organization of each LLC. 

http://www.firstam.com/
http://www.dunhills.com/
http://www.experian.com/
http://www.listsource.com/
http://www.dmdatabases.com/
http://www.usleadlist.com/
http://www.netronline.com/
http://www.reportallusa.com/products/parlay/
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Look for the names and addresses of the managing members. It’s all 
public record. You have a better shot at reaching the owner if you mail to 
their home address, which you can also look up online using sites like 
White Pages. The extra effort is worth it. 

The Direct Mail Letter 

Once you have a mailing list, you’re ready to write your letter. Of course it 
should always be typed and it’s best to use a word processing program 
so you can tap into the mail merge features to personalize the letter with 
the owners’ names and addresses. Create a field to put the property 
address in the first paragraph too.  

Keep it all to one page, and here’s an extra tip: add a picture of you and 
your spouse. It increases response rates. 

You might also say you’ve seen the property, which you can do with 
Google Earth if you’re not close enough to see it in person. 

Here’s a technique from direct response copywriters’. Start the letter off 
with a catchy headline. Here are some examples, but you can look up 
headline formulas online for more ideas. 

• Investor Needs to Purchase the Property within 30 Days 

• Looking to Buy Multifamily in “City Name”  

• Is Now a Good Time To Sell Your Out of State Property? 

• We Can Save You Hundreds of Thousands in Real Estate Taxes 

You’ll find sample letters, which you can edit, in the course materials. 

The envelope is just as important as the letter, because your letter won’t 
do any good if it’s not opened. Hand written addresses send a message 
that this is a personal letter and not a mass mailing.  

How will you handwrite hundreds of envelopes? Run an ad on Craigslist 
to hire a stay-at-home-mom. 

Here are some websites for direct mail services too: 

www.Click2Mail.com 

www.ITIDirectMail.com 

www.Lob.com 

Repeat Your Mailings 

There’s no once-and-done in sales or direct mail. People have to see 
your message more than once. So resend your letter every three months. 
That gives you a better chance to catch them in moment of motivation.  

http://www.click2mail.com/
http://www.itidirectmail.com/
http://www.lob.com/
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If you need convincing, check out these statistics from the National Sales 
Executive Association 

 

Split Testing 

You can find out how small changes to your letter affect your results by 
using a technique called split testing. You send a batch of letters set up in 
one way and another batch with a change, and then compare the number 
of responses you get. You can test all kinds of aspects. Here are some 
examples: 

• Different headlines 

• With or without a picture 

• Different colors of fonts or paper 

• Different envelope colors or sizes 

• Postcard or letter with envelope 

Cold Calling 

Here’s another case of “doing what others aren’t willing to do” potentially 
making you a lot of money. 

By calling property owners you may just reach them at the moment 
they’re looking for somebody to solve their real estate problem. It works 
better after sending them a letter. Hire a stay-at-home mom on Craigslist 
to set appointments for your calls. 

Check your course materials for a sample phone script to help you make 
your cold calls. 
 

Sales Statistics 

48% of salespeople never follow up with prospect 

25% of salespeople make a second contact and stop 

12% of salespeople only make three contacts and stop 

Only 10% of salespeople make more than three contacts 

2% of sales are made on the first contact 

3% of sales are made on the second contact 

5% of sales are made on the third contact 

10% of sales are made on the fourth contact 

2% of sales are made on the first contact 

80% of sales are made on the fifth-twelfth contact 
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Driving for Dollars, 

Craigslist, and Other Great 

Methods for Finding Deals  

Driving for Dollars 

Sometimes a great deal is in plain sight. Keep your eyes open while 
you’re driving around your area. Here are some things to look for: 

• Boarded up windows 

• Poor landscaping 

• Dirty with signs of vacancy 

• No cars or cars that have been parked a long time 

Jot down the address and look up the owner’s name on the county 
assessor’s website. Get his phone number and give him a call to ask if 
he’s ever thought about selling the property. 

Craigslist 

Craigslist is another resource that few people use, but there are many 
good deals there. 

Three methods 

• Call about properties listed in the “for sale” section. 

• Call people who listed properties “for rent”, and ask if they’ve ever 
thought about selling it? 

• Post ads saying you buy multifamily real estate in that area. 

Other Methods for Finding Deals 

Newspapers 

Believe it or not, there are still lots of people who are not very computer 
literate and some of them own properties they may want to sell. These 
folks read newspapers. So if you’re the only investor in your area who’s 
placing ads in the local newspaper, you could be the one person they call. 

Check the classified section too because these same people will likely 
advertise their properties for sale only in print. 
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Meetings 

Attend meetings of real estate investment clubs or organizations. 
Primarily the members will be single family investors, but it’s still good to 
network with them and see what’s going on in the area. They can also 
connect you with their wholesalers and “birddogs” (people who find 
deals).  

Meetups are another way to make contacts who can lead you to deals. 
Check www.meetup.com to find a gathering near you. Look for specific 
ones like: 

• Rich Dad’s Cash Flow Game 

• Multifamily Investors 

• Apartment investors 

• Commercial Lenders 

• Commercial Brokers 

If you don’t see any meetups that fit your needs, you can easily set one 
up yourself on the Meetup website. Maybe somebody out there is just 
waiting for you to do that. If you live in a less densely populated area, you 
may become the go-to person for real estate investing. 

Make sure to watch the screen share video for a demonstration of   
Meetup.com.  

Service Companies and Contractors 

When you see your pool guy, landscaper, or other contractor, ask them if 
they know of anyone who might be selling soon. When sellers hire 
contractors they often say “I’m going to sell soon, so we’ve got to make 
the place look better.” You can even offer a finder’s fee to contractors to 
let you know when they hear of properties about to go up for sale. 

Frustrated Owners  

Frustrated owners are motivated sellers. Here are some places to find 
them: 

• Eviction Court: Owners are frustrated when they have to evict 
tenants. 

• Foreclosures: People need help to save their credit. 

• Code Violations 

• Attorneys: They’ll know of divorce cases and estates where 
property may be available. 

• CPA’s 

• Property Management Companies 

  

http://www.meetup.com/
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Dealing With and Taking 

Action Against Fear 

 

Dealing with Fear 

The biggest hurdle in life is conquering fear and developing a habit of 
building courage. Feeling the emotion of fear causes us the most stress. 

I have a sign on my desk that says, “What would I do if I knew I could not 
fail?” What would you do? 

My mentor Tony Robbins says that every human being has two primary 
fears: the fear that they won’t be enough and the fear that they won’t be 
loved. I’ve found that most other fears relate back to those two. 

We all face obstacles and feel fear. The only people who don’t are six feet 
under. You’re not alone. The most successful, happiest, wealthiest people 
have all experienced problems and fear throughout their lives. 

Recognizing that problems and fear are going to happen and not allowing 
it to debilitate us separates the happy ones from the unhappy. 

We’re all conditioned from childhood to fear certain things. When I first 
immigrated to the US from Holland, I didn’t speak English. Naturally I was 
teased in school and it impacted me. Everybody has something like this in 
their memory. 

These fears can paralyze you and hold you back from taking action 
toward your dreams and goals. You can get paralyzed in indecision and 
justify your lack of action and procrastination by blaming your 
circumstances. 

It’s very important to break free of that by recognizing it 
as fear. Then you can stare it down and deal with it. 

Lack of knowledge about what scares you can make 
anyone fearful. So educate yourself. Learning new skills 
builds confidence and competence. 

By the end of my first year in real estate, I had earned $10,000. In my 
second year I made $15,000. But in my third year, I made $100,000. The 
only difference between those years was the time I had put into 
voraciously studying real estate and analyzing deals. 

Knowing more reduced my fear and increased my ability to influence 
others. 

Everybody experiences fear, but successful people master it. 

We’re all afraid. You’re not special in that. So ask, “How do I deal with my 
fears?” 

Find the video in Module 4, video 7 

 

“The only thing we have 
to fear is fear itself.” 

~Franklin Roosevelt 

 

“Courage is resistance to fear, 
mastery of fear, not absence of fear.” 

~Mark Twain 
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Push forward regardless of feeling fear. You’ll see the result is reduction 
of fear. When you tackle your fears your self-confidence and self-esteem 
improve. If you avoid what you fear, your confidence, self-esteem and 
self-respect are lowered.  

Focus on things that are in your control. The Serenity Prayer can help you 
do this. 

              

Tips to Conquer Fear 

• Stay positive. 

• Focus on your purpose in life.  

• Look at pictures of your goals and “whys”. 

• Build a support network and find mentors. Your health and 
longevity are affected by the people you spend time with.  

• Walks in nature can quickly help you deal with fear and stress. 

• Exercise gives you clarity and mitigates fear. 

The future belongs to people who are willing to take risks. It may seem 
ironic, but the more you seek security the less you have. If go after your 
dreams and goals, you will have more security. 

The most important kind of courage is taking the first 
step, which you’re doing right now. Learn and study 
this field, but don’t get caught in analysis paralysis. 
Take action! 

That’s how you build courage. Focus on what you 
want not on what you don’t want. 

When You’re Overwhelmed 

How do you eat a whale? One bite at a time.  

Thinking of the ultimate outcome sometimes prevents any action. So just 
focus on the next step. You can drive across the entire US at night with 
your headlights illuminating only 30-50 feet ahead of you.  

Small steps are important. Happiness comes from progress not the 
outcome. Making any progress makes you happy. 

 

 

God grant me the serenity 

to accept the things I cannot change; 

courage to change the things I can; 

and wisdom to know the difference. 

 

“Every time your fear is 
invited up, every time you 
recognize it and smile at it, 
your fear will lose some of 
its strength.” 

~Thich Nhat Hanh 

 

“The quality of your life is in direct 
proportion to the amount of uncertainty 
you can comfortably live with.” 

~Tony Robbins 
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Taking massive action is one of the best ways I know to eliminate fear. It 
builds confidence. When you’re in action you learn new skills and achieve 
goals. So set big exciting goals! 

In the face of gratitude fear flees. It’s impossible to feel fearful if you’re 
feeling grateful. 

Module 4 Most Common Mistakes 

• Not following up with brokers 

• Ignoring LoopNet because “It’s the place deals go to die.” 

• Not building strong relationships with bankers 

• Sending direct mail once or twice and giving up. Repetition is key! 

• Not keeping an organized property database 

• Not updating your property database 

• Fear of picking up the phone and cold calling 

• Putting “all your eggs in one basket” in regards to marketing 

• Avoiding Craigslist because it’s “outdated” 

• Not networking at Meetups 

• Disregarding deal sources such as the newspaper 

Thinking will not overcome fear but action will.  

~W. Clement Stone 


