[bookmark: _GoBack]Now let's talk about building your team. And when I speak about building your team is, as it relates to this conversation, it's not so much your mentors, your potential sponsors to help you do a deal or partners, it's really outside resources. The first one I want to talk about is commercial real estate brokers. Guys, value these relationships, seek out these relationships, take very good care of these relationships because they can make you a ton of money, okay? And, you know, it's, and I'm gonna get into a whole bunch more detail about that, but you want brokers that basically work real estate full-time, full-time multifamily real estate full-time. That's what you want. You want people that, brokers that focus on multifamily real estate and the type of property that you're interested in. So once you figure out what your investment criteria is, size wise, area wise, that's when you seek out a broker, and I will tell you, right now, I'll get into more detail in one of the other modules, and that is, the markets hot right now. So, any brokers that are really doing well, kicking butt, probably won't give you, if you're new, the time of day, okay? And that's okay. And what you're find out is that real estate brokers don't get paid unless the property closes and everybody that's done it, every broker that's done it for a while has been burned, and by burned I mean, they've had a newbie come in, think they want a property, tie it up for a couple of months, only not to be able to close or not just, not follow through and that's a waste of people's time, it ruins a relationship between the broker and the seller, so until you've proven yourself, the big hitters aren't gonna take you seriously, but there are always new brokers that you can approach and, frankly, you can find a new broker in a market that you know you're gonna do a lot of businesses and you can business in and you can grow together, okay? It's very common. And again, I'm gonna go into this in a lot more detail, but, yeah, the youngest and most motivated they'll help you, and if the market slows down, then you can pretty much get everybody's attention but when it's hot, you know, and it's understandable so don't get discouraged if, you know, you reach out to somebody and they don't call you back or, you know, they don't send you deals but we're gonna get into that a lot more detail but you want brokers on your team in any market that you're interested in, okay? Yeah, and again, it'll be tough to gain their respect now I recommend you go to LoopNet, loopnet.com and you look up the type of properties that you think you're gonna be interested in and you see who's listing most of them and that's where you call and see if you can get in with them, buy them lunch, don't take it, you know, give them up, bring them a cup of coffee or go have a cup of coffee with them, go have a beer with them, whatever get to know them, build a relationship and I'm gonna teach you how to track them and build that relationship in another module and I teach you some systems but very-very important relationship and remember, one good broker can make you wealthy and I don't say that lightly, okay? They can because, you know, typically in a real estate transaction, there's a broker that lists the property and there's a, typically, a broker that sells the property. Now, if you're the broker that lists the property and you actually end up selling it, you get double the commission. So you can see the benefit to selling your own listings, okay? And so, if a broker very often will hold a listing in their pocket and, they call it a pocket listing, and they will approach the people that they know that have the ability to close and try to get them to write an offer first, so they get both sides of the transaction and I recommend that you use a broker that sends you an off-market deal, they're called off market, it hasn't hit LoopNet yet or it hasn't gone in the MLS system so nobody knows about it except the people that broker contacted, and I will tell you, if a broker contacts you with one of those, you let him write the offer. You don't bring in somebody else that you've developed a relationship with because what's the benefit to them if someone else writes this, you know, writes the sales contract so. But anyway, you're gonna go in a lot more detail about that later but value those relationships. Then you need a good real estate attorney and I would recommend that you get a real estate attorney that specializes in commercial real estate, ideally, multifamily. I even recommend that you get somebody that's litigated real estate in the past because that'll give them more knowledge base and there gonna be somebody that's very good with contracts. Guys, don't ever write your own real estate contracts, okay? I've been in the business 40 years and I don't write my own contracts when it comes to commercial real estate. I can write single-family houses, no problem, but commercial real estate, you let a real estate attorney write the contract every time, okay? Please don't scrimp on that one because it will be to your peril. And, ideally, find one that owns their own real estate themselves because they understand what it's like to be an investor, they understand what, you know, commercial real estate ownership is all about. So real estate attorney. You need one on your team. You can start making phone calls. Now I will tell you the best way to find these, some of these people for your team is to find a great broker and ask them for referrals. Who do you know that's a great real estate attorney? Then we'll go into the next one, commercial lender. Who do, you know, who's loaning money right now? Who do you know? Can you give me an introduction? All of these people can give you referrals to the other team members but you want the ones that are doing a lot of business for that so, you definitely want, by the way, I'm not saying that these guys are doing a lot of business won't talk to you, they just probably won't send you off market deal so you can still talk to them and just say, listen, I'm new and I know you're probably not going to give me the time of day to day but maybe you could at least refer me to a good attorney or a good lender and I'd like to at least start the relationship with you and once I've proven myself then maybe we can do business, and that's a real honest way to start that broker relationship, okay? But anyway, lenders you want to create relationships with lenders. Remember the example I gave you earlier about the kid that that bought that property $5,000 down because they had a relationship with a with his bank and they allowed the seller to carry a second because the property was strong enough and they knew this kid, that's a homerun relationship guys. And so, you wanna develop relationships with your local banks, you know, if there's a regional or local bank that you find out does commercial lending in a market that you're interested in. Start open an account there. They love to have banking relationships with their customers. Open an account there even if you just put a little bit of money in there but, then you've got a relationship started. Take them to lunch, they, you know, they love it when a customer or client takes them to lunch, do it. Have a cup of coffee with them, get to know them and I will tell you, the other reason that this banking relationships are so potentially lucrative, not just the fact that, you know, they'll help you get financing or maybe you'll be able to structure a creative deal, but at some point you might be their go-to guy when they have a problem loan and you can pick up fantastic deals. I've purchased deals where the banks have financed them or gotten fantastic purchase prices is because I had a relationship and they came to me as a problem solver, okay? So, very important relationships. Now, if you're gonna do the smaller complexes, you're gonna want local and regional banks, okay? So, like, you probably don't want the Bank of America's of the world because they're just too big to deal with. You want the local smaller ones. They're, typically, easier to deal with. That's my personal experience. Other members that you're gonna want on your team, you're gonna want a bookkeeper, okay? And what's great is, and I was actually gonna get into this business, there are virtual bookkeepers out there and you can hire someone for a few hours a month, it's really typically all you need is your getting started even if you've got 40 to 100 units, you can outsource the bookkeeping and it's very reasonable and I recommend you do that and there are a lot of reputable companies that, you know, check out, obviously, check them out. Certainly you could hire your own. I had my own for, you know, 40 years. I have one now but just getting started, outsource it. No problem. You're gonna need an accountant, okay? And you're gonna want an accountant or CPA that is familiar with cost segregation. Now just remember that we're gonna get into that in great detail but I'll just tell you high level, it's basically your ability to accelerate the depreciation on a property. The tax benefits of a property so that you can really massively front-load the tax write-offs when you buy a property, okay? And, basically, it involves segregating all the different components of a property, the windows, the electrical, the plumbing, the, everything, every piece of a property gets separated into its natural lifespan or expected economic lifespan and, again, you greatly accelerate depreciation. I'm gonna leave it at that because I'm gonna spend a lot more time on it later, but you want an accountant that's familiar with cost segregation, so remember that. You need a good insurance agent or broker. Every property has to have insurance. So, again, get referrals from the brokers or the real estate attorney for, you know, brokers that have good insurance products, reasonably priced shop them. You're gonna wanna shop them but you're gonna wanna develop a relationship, at some point, you get big enough, like I got, you could have global blanket policies that are considerably less than individual policies per property. Now, property management company. Again, those of you that are new, I recommend developing a relationship with a property management company and utilizing them initially, okay? You may want to utilize them long term, I personally don't, but you could. But, you'll learn the business when you do, okay? And that's very-very important and, frankly, these relationships, these property management relationships, I know lots of heavy-duty brokers, I'm sorry, heavy duty investors, you know, long-term successful investors that get referrals of deals from their property management company. So, that's an argument for utilizing property management companies but we're gonna go into this again in more detail. You have to manage the property management company but important relationship to have when you get started, so you understand the business. Shop them. You want to find property management companies that deal in the properties that you're interested in. You don't want a giant company that manages three, four hundred unit complexes, unless that's what you're gonna go for right away. You want, you know, more of a mid-sized company. You don't want a real small one either because they really, many times don't have their act together. You want a mid-sized company with several employees and shop them and I'm gonna go through all the questions you have to ask them in another module so don't sweat that yet. Okay, that's the end of this video. Click on the next video to continue this module. 
