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How to Make Money 
Flipping Houses
Sometimes the real estate market is hotter than other 
times but people need houses all the time.

Want to make some serious money 
this year? While there are plenty of 
ways to achieve that goal, flipping 
houses is one surefire way of earn-
ing cash. And quickly. The problem? 
Most people have pre-conceived no-
tions. They think that in order to flip 
a house you need plenty of capital or 
great credit. Well, you don’t need ei-
ther. And I’ll tell you exactly why and 
how you can pull this off even if you 
only have a few hundred dollars to 
your name and a poor credit score.

Clearly, if you’re hurting for cash, you 
can still make money online, while 
you sleep or do it fast when you’re in 
a bind. Yes, it depends on your skillset. 
It’s true. We do live in a virtual world. 
Yet people overlook one of the most 
viable and lucrative endeavors for 
making money. Why? It takes some 
legwork. Sweat equity, if you will. But 
the best part? Making money flipping 
houses isn’t just a viable option, it’s a 
lucrative endeavor when you know 
what you’re doing.

The problem? Most people live with a 
scarcity mindset. They think that there 
isn’t enough money to go around. 
But not just money. Time. Resources. 
Connections. Credit. And anything 
else for that matter. Well, not only are 
people making incredible amounts 
of money in real estate, they’re quite 
literally crushing it by flipping houses. 
But not just flipping houses in the 
traditional sense. I’m not talking about 
buying a home and upgrading the 
kitchens and bathrooms. Not about 
replacing the flooring or pipes.

No. Not at all. I’m talking about mak-
ing money, not just by flipping hous-
es, but by flipping the contracts them-
selves. We’re talking about arbitrage. 
Buy low, sell high. Merchants do this 
every single day. They’ll buy low in 
one market, then turn around and 
sell it in another market for a higher 
price. Think import-export business. 
The beauty of this? You can replicate 
this in the real estate market simply by 
bringing a motivated seller and a cash 
buyer together. That’s it.



Investors have made a fortune with 
this specific method. And if you 
don’t believe me that you can do 
this without cash or credit, just look 
at the story of Kent Clothier. Clothier 
has built a proverbial empire out of 
flipping houses. No. Scratch that. 
By flipping the underlying contracts. 
He arbitrages his way forward to 
the tune of nearly 1,000 contracts 
flipped each and every single year.

But Clothier didn’t start out success-
ful. In the very beginning, he was 
broke. Close to bankruptcy, in fact. 
Credit, shot. At the end of his rope. 
18 months prior, he had left a suc-
cessful grocery business. And he was 
down to his last $4,000 in his bank 
account. While he understood arbi-
trage in the grocery business, he was 
nearly destitute when he saw a late-
night infomercial about real estate. 
That “system” cost him $1,000. It was 
25% of his net worth at the time.

Fast forward to today and Cloth-
ier’s family now owns and operates 
Memphis Invest. A behemoth in 
rental property management. With 
roughly 5,000 properties under 
management, not only is Clothier 
well-versed in flipping real estate 
contracts, but also in managing 
properties themselves. He also hosts 
an annual event that helps educate 
entrepreneurs on how to implement 
this specific strategy.

As one of the largest aggregators 
of MLS data in the United States, 
Clothier organizes, cleanses and 
desiminates all the relevant data-
points for people using the platform. 
And it’s fairly epic. The best part? 
Clothier’s Real Estate Worldwide 
has developed a SaaS platform for 
people looking to specifically do this. 
That platform is used by over 60,000 
real estate entrepreneurs across the 
country. It provides instant, real-time 
access to every dataset you’d possi-
bly need to flip contracts.

But from the outside looking in, it 
seems a bit bewildering. How can 

you possibly making money in real 
estate simply by flipping the under-
lying contracts? It’s just a matter of 
finding the right sellers in the right 
neighborhoods and bringing them 
together with the right buyers. That’s 
it. Easier said than done? Maybe. First 
and foremost, you need to under-
stand how to analyze and extrapolate 
the data to make the right decisions.

How to Make Money Flipping 
Houses
Here’s exactly what you need to do 
to make money flipping houses. First, 
a lay of the land. Understand the 
market forces and the playing field, 
and you can capitalize on it. Your 
goal? Find a distressed seller on one 
end. On the other, a cash buyer. Why 
a cash buyer? Because you want 
the transaction to close quickly and 
be able to turn around and sell your 
interest in a property fast. And, of 
course, you want to profit in the end. 

How do you do that quickly? Find 
the right cash buyers. In other 
words, you need investors. If you 
know rich people or you’re friends 
with people who’re already invest-
ing in the real estate market, then 
great. If not, scour the web. There 
are several marketing methods you 
can use to ensure that you find the 
right buyers. You could build a full 
sales funnel devoted to that end. You 
could run Facebook ads. You could 
even do a webinar. 

But if you want to save yourself some 
time and aggravation, all you need to 
do is comb through county records. 
That’s where you’ll find a gold mine 
of data. A treasure trove of informa-
tion is just waiting to be hand-picked. 
All you need to do is to analyze coun-
ty records for all the cash transac-
tions, and locate the relevant buyers. 
Sure, it takes some effort. But it’s the 
easiest way to find the money.

It would be futile to identify dis-
tressed and motivated sellers with-
out having cash buyers lined up. The 
only way you can flip the contracts is 

if you have both parties at the ready. 
That’s what it takes. But that’s not all. 
There’s an entire 5-step process for 
you to execute this strategy. Yes, you 
can make money flipping houses, 
but you need to ensure you execute 
each and every single step metic-
ulously. Once the systems are in 
place, just automate. That’s it.

1. Identify the right markets
First and foremost, you need to identi-
fy the right markets. Maybe your local 
market isn’t the hot market right now. 
Maybe it’s a market in another coun-
ty or state even. Search for the right 
market. The goal? Figure out where 
cash buyers are putting their money. 
That’s the key. While you don’t need 
a system to help you identify the right 
markets, it certainly helps.

But at the end of the day, the right 
markets are crucial. It could make the 
difference between flipping a con-
tract and being caught holding the 
bag. Why? At the end of the day, if 
you take on a contract to purchase a 
house, and you can’t flip that contract 
to a cash buyer, you could end up 
being liable. Clothier says you have 
to be careful and know what you’re 
doing. One quick way to solve that 
issue is to tackle the right markets.

2. Identify the right price
Not only do you need to find the 
right market, but you need to identify 
the right price. We’re talking about 
the price that not only you’re going 
to pay for the property. But also, 
the price that someone is going 
to be willing to pay to buy it from 
you. What’s the right price? There 
are proven algorithms in place that 
will help you identify and justify this. 
Clothier explains it like this. 

Take the last 30 days of transactions 
that were all cash for a particular 
neighborhood or block where you’re 
looking to buy a property.
Punch in those addresses into Zillow, 
Trulia, RedFin or any other website 
online for estimating the retail price. 
Get the difference.



Now, take the average of all those 
differences. You’ve just identified the 
gap. That gap is the average markup 
(or markdown) from retail for any 
given property in that market. 

When you find a listing, use the av-
erage gap to estimate the price that 
a cash buyer would be willing to pay 
for that property. 

Ensure that whatever home you 
secure as a contract, that it’s lower 
than that gap. How do you do this? 
You’ll have to ensure you have a mo-
tivated seller and an all-cash offer. 
That’s it. 

3. Identify the right property
Now that you’ve identified that gap, 
you need to find the right property. 
Scour the MLS. Or, search online 
through retail channels. Look for 
distressed homes. Vacant homes. 
Possibly homes that are on the verge 
of falling into repossession or short 
sales. Going about this isn’t a sim-
ple task. Again, it’s easier to have a 
system to do this. But even without 
one, you can learn. You just have to 
start somewhere. 

However, it isn’t always about using 
retail channels. Talk to real estate 
agents. Ask friends or neighbors. Go 
to local bake sales or PTA meetings 
and simply talk to people. Once you 
put your intentions out there, you’ll 
be surprised at just who comes out 
of the so-called woodwork.

4. Identify the right buyers
You need to line up your buyers. 
Keep in mind, that when you secure 
a contract to purchase a home, you 
usually have about 30 days to close 
on it. You’ll need buyers lined up 
that you can flip those contracts to. 
Without cash buyers at the ready, 
you’ll need to do all the legwork 
once you’ve secured the contract, 
and that could turn into a major has-
sle for you. Clothier says you don’t 
want to be scrambling to find those 
buyers when it comes to crunch 
time.

Here’s how you do it. Send out let-
ters to every single cash buyer you 
can find in the past 30 to 60 days. 
You can usually locate their address-
es from county records. Introduce 
yourself. Tell them who you are and 
what you intend to do. Try to sched-
ule a call and figure out what they’re 
looking for. Develop a relationship. 
Find a way you can add value to the 
exchange.

5. Identify the right sellers
Clothier says that this is a bit more 
tricky. You have to identify the right 
sellers. Finding a vacant home isn’t 
always simple as 1-2-3. How do you 
go about doing this? What about 
homes that are near or close to en-
tering into foreclosure? Clothier says 
that there are a few ways to do this. 

Look for key terms in the listing 
description. For example, you might 
find something like “must sell” or 
“for immediate possession” or even 
“below market value.” 

Look for liens on the property. Liens 
can come in the form of tax liens. 
They could also be from judgments 
or other creditors. 

You can also drive through neigh-
borhoods and inspect the homes. 
Look for telltale signs of vacant 
properties. For example, uncut or 
unkempt lawn and garden or a full 
mailbox. 
Talk to neighbors located around 
the property and ask them about the 
home to figure out what’s the histo-
ry and what’s been going on there. 
Talk to real estate agents who might 
have some inside knowledge on a 
particular property and specialize in 
that area or neighborhood. 
Keep in mind that the right seller 
is key. They need to be motivated. 
Without the proper motivation, 
there’s no desire for them to enter 
into a below-market-value purchase 
contract with you. Yes, there are a 
lot of variables to consider. But if 
you want to make real money in real 
estate, this is how you do it.

Keep in mind  
that the right seller 
is key. They need 
to be motivated. 
Without the proper 
motivation, there’s 
no desire for them 
to enter into a 
below-market-value 
purchase contract 
with you. 



ExcEptional REal 
EstatE agEnt

The government cannot save you or 
your family, or ensure your financial 
freedom. Set your mind right about 
earning money. More cash = more 
freedom! Money itself won’t make you 
happy, but it will give you the ability to 
provide a better life for yourself and 
your loved ones. You must invest with 
income streams that give you positive 
cash flow, learn to leverage your debt, 
learn to handle inflation and take con-
trol of your physical assets.

Do you currently have commercial 
real estate assets in your investment 
portfolio? Are you scared to have your 
money in the stock market (like I am) 
but also fed up with almost no return 
on investment with your money at the 
bank? Do you instinctively like the idea 
of being invested in income producing 
real estate with results you can see?

Here are eight reasons why investing 
income producing real estate is an 
excellent choice for protecting and 
growing your wealth:

1. Positive cash flow
One of the biggest benefits to income 
producing real estate investments is 
that leases generally secure the assets. 
This provides a regular income stream 

that is significantly higher than the 
typical stock dividend yields.

2. Using leverage to multiply asset 
value
Another important characteristic of 
commercial real estate investing is 
the ability to place debt on the asset, 
which is several times the original equi-
ty. This allows you to buy more assets 
with less money and significantly mul-
tiply asset value and increase equity as 
the loans are paid down.

3. Low-cost debt leveraged to multi-
ply cash flow
Placing “positive leverage” on an asset 
allows for investors to effectively in-
crease positive cash flow from opera-
tions by borrowing money at a lower 
cost than the property pays out. For 
example, if a property generating a 6 
percent cash-on-cash return were to 
have debt placed on it at 4 percent, the 
investors would be paid 6 percent on 
the equity portion and approximately 
2 percent on the money borrowed, 
thereby leveraging debt.

4. Hedge on inflation
For each dollar that is created, there is 
a corresponding liability. Real estate in-
vestments have historically shown the 

Inflation is defined as, “a general increase in prices and fall in the purchasing 
value of money.” Your money doesn’t go as far -- simple. The $30k you made at 
your job 10 years ago and lived comfortably with barely gets you by now. You 
can’t control inflation (the Federal Reserve does that) and the government has 
doubled their debt since 2008. It’s now at $18.3 trillion and grows every day.

As countries 
around the world 
continue to print 

money to spur 
economic growth, 

it is important 
to recognize 

the benefits of 
owning income 
producing real 

estate as a hedge 
against inflation. 



highest correlation to inflation when 
compared to other asset classes, 
such as the S&P 500, 10-year Treasury 
notes and corporate bonds.

As countries around the world contin-
ue to print money to spur economic 
growth, it is important to recognize 
the benefits of owning income pro-
ducing real estate as a hedge against 
inflation. Generally speaking, when in-
flation occurs, the price of real estate, 
particularly multi-tenant assets that 
have a high ratio of labor and replace-
ment costs, will also rise.

5. Capitalize on the physical assets
Income-producing real estate is one 
of the few investment classes that, as 
a hard asset, has meaningful value. 
The property’s land has value, as does 
the structure itself, and the income it 
produces has value to future inves-
tors. Income producing real estate in-

vestments do not have red and green 
days, as does the stock market.

6. Maximizing tax benefits
The US Tax Code benefits real es-
tate owners in a number of ways, 
including unlimited mortgage interest 
deductions and depreciation acceler-
ations that can shield a portion of the 
positive cash flow generated and paid 
out to investors. At the time of sale, 
IRS allows investors a 1031 provision, 
allowing investors to exchange into 
a like-kind instrument and defer all 
taxable gains into the future. (See your 
tax advisor for full explanation.)

7. Asset value appreciation
Over time, more and more inflation 
has made it into the economy, dras-
tically reducing purchasing power. 
However, income producing real 
estate investments have historically 
provided excellent appreciation in 

value that meet and exceed other in-
vestment types. Properties historically 
increase in value as the net operating 
income of the property improves 
through rent increases and more 
effective management of the asset.

8. Feeling the pride of ownership
The right property in the right location 
with the right tenants and ownership 
mindset can produce a tremendous 
pride of ownership factor that is high-
est among all asset classes. Home-
ownership is out of reach for most 
people. Imagine owning thousands of 
multi-family housing units instead?

No one can ensure the future of rent-
al of income properties’ values, but 
this asset class seems positioned to 
continue to benefit from many other 
socio-economic issues that I will save 
for another time.



Tai Lopez
1. Start small.
Although I’m a businessman first, I’ve 
always been a part-time real-estate 
investor. You can do both, too. Have 
a business or career that creates 
positive cash flow, which you can 
diversify into part-time real estate 
investing. I’ve done it for many years.

If you’ve never invested in real estate, 
start small and don’t use all your 
money. No one’s ever looked back 
and said, “My first deal was my best.” 
You’ve got to learn how to read the 
contracts, build your network of 
specialists—for example, lawyers and 
realtors—and develop a good eye for 
it. This only comes from experience.

The beauty of real estate is that you 
can learn the ropes while starting 
small: find some cheap properties, 
like single-family homes, renovate-
and-flips, multi units, or commercial 
properties. Try to commit as little 
as possible while you get some 
notches under your belt. Joel Salatin, 
my mentor, always said, “Make your 
mistakes as small as possible without 
catastrophic consequences.”

If you have zero cash, maybe do 
wholesale deals. A business partner, 
Cole Hatter, and I created a real-
estate program teaching you how to 
put a property under contract for very 

little money down, sometimes less 
than $1,000; you sell that contract 
to another buyer before the contract 
expires. Worst case: you just lose 
under a grand. Best case: you make 
$5,000-15,000 positive cash flow 
that can be reinvested in long-term 
holdings. —Tai Lopez, investor and 
advisor to many multimillion-dollar 
businesses, who has built an eight-
figure online empire; connect with 
Tai on Facebook or Snapchat

Grant Cardone
2. Think big.
It’s easy to give up on the real-estate 
game because you don’t have any 
money, but it’s the deal that matters, 
not how much money you have. 
Chase the deal, not your budget.

I know a guy who saved $50,000 and 
started chasing $200,000 deals. First 
of all, you can’t buy more than four 
units with that budget. The problem 
with four units is that each can only 
produce maybe $1,000 or $2,000 
per month. And that’s only after 
you’ve done thousands of dollars in 
work around the units to make them 
rentable in the first place. That math 
isn’t difficult—there’s just not enough 
money to make it worthwhile.

That’s why you’ve got to go big from 
the start—with 16 units, minimum. 
Don’t buy less. Without 16 units, 

6 Amazing Tips on  
Turning Real Estate Into  
a Real Fortune
At least 30 U.S. billionaires made their money from real estate; some say 
that it’s the greatest way to create real wealth and financial freedom.
These six tycoons and members of The Oracles suggest how you can 
invest $100,000 or start with nothing.

Educate yourself, hustle, 
and create value. Take 
massive, determined 
action daily. Talk to 
brokers, call contractors, 
view open houses, and 
go to meetups. 



you can’t have a manager, and if you 
can’t have a manager, you’re going to 
either dedicate all your attention to 
the property or to your full-time job. 
To get 16 units, you will need to wait 
and save more money or use other 
people’s money (but you’ll need to 
learn how to sell). —Grant Cardone, 
top sales expert who has built a 
$500-million real estate empire, 
and NYT-bestselling author of “Be 
Obsessed or Be Average”; follow 
Grant on Facebook or YouTube

Phil Pustejovsky
3. Understand the economics, 
then find a mentor.
The real-estate deals that look the 
prettiest and are easiest to find—such 
as buying a property that has a tenant 
and management in place, joining a 
crowdfunding website, or buying into a 
publicly-traded real estate investment 
trust—yield the lowest returns. The 
most profitable opportunities are the 
ones no one else knows about, which 
you find and create.

Due to a strong economy, high 
consumer confidence, historically 
low inventory levels, and extremely 
low interest rates, it’s the best time to 
flip houses in the past 40 years.

High consumer confidence and a 
strong economy give retail buyers 

the feeling that “now is a good time 
to buy” rather than retreat in fear 
and continue renting. Low interest 
rates allow retail buyers to purchase 
more of a home than if the rates were 
at historical average levels, like 6 
percent. Low inventory levels create 
bidding wars by retail buyers, which 
increase the prices that investors sell 
their flipped houses for.

So, if you can find the deals before 
the competition, you can transform 
a little bit of money into a whole lot 
in a relatively short period by flipping 
houses.

If you’re seeking tax-advantaged 
passive income, thanks to the rise of 
the sharing economy and services 
like Airbnb and HomeAway, short-
term renting of residential properties 
is producing the highest returns. (It’s 
not uncommon to obtain more than 
a 20 percent return on very nice 
properties in beautiful areas.) The 
majority of my real-estate holdings 
are now in short-term rentals.

Unfortunately, real estate is full of 
pitfalls. Getting educated through 
reputable online sources can help, 
but an article, book, or how-to video 
will be of little assistance in answering 
the most important questions you’ll 
have in the heat of a deal. That’s 
where the right real estate mentor 
becomes an invaluable resource. —
Phil Pustejovsky, founder of Freedom 
Mentor, bestselling author of “How 
to be a Real Estate Investor”, and 
#1 YouTube channel on real estate 
investing with nearly 20 million views

Mark Bloom
4. Learn, then earn.
Before throwing money away on the 
HGTV pipe dream, educate yourself! 
Don’t spend thousands of dollars on 
coaches and seminars. No matter 
how shiny they make it or how much 
you’re told you need an expensive 
education, you don’t. Information is 
inexpensive and plentiful. Find it or 
someone specializing in investment 
real estate, like me.

Holding assets is the way to build 
wealth through real estate. Shelter is a 
basic need. Dirt, in and around major 
metro areas, is a finite resource, and 
demand is constantly increasing. By 
owning a rental on that dirt, you have 
a small business that works to pay 
off your mortgage. Flipping is over 
glamorized, in my opinion. Rent and 
hold for the win.

Boomers and millennials want small-
er housing, closer to cities. Addition-
ally, real-estate investors commod-
itizing American suburbs and re-gen-
trification has pushed lower income 
families out. Because of this, Ameri-
ca’s suburbs have seen a 57 percent 
increase of people living below the 
poverty level in the last 15 years. Buy 
your cities.

Don’t blow your budget. Most 
projects have surprises or overruns; 
it’s just part of the business. Keep a 
cushion for the unexpected. Lever 
your funds to increase returns and 
reduce risk. Start with one project. 
Get your model set, tweak, then buy 
two. Continue and progress until you 
build a solid portfolio.

Educate yourself, hustle, and create 
value. Take massive, determined 
action daily. Talk to brokers, call 
contractors, view open houses, and 
go to meetups. Learn! And when 
you’re ready, door knock! The best 
deal is the one that isn’t for sale. 
Find it, then find someone like me 
and close it down. —Mark Bloom, 
President at NetWorth Realty

Com Mirza
5. Start today.
In building over $100 million in real 
estate, I’ve personally used three 
strategies many times.

One: Purchase a low-income property, 
typically for $35,000 to $55,000. Costs 
are low but yields are consistent. Hand 
over all management to a third-party 
company, and collect your monthly 
rent passively, bringing in annual re-
turns of 8 percent to 10 percent. If you 



purchase two to three properties like 
this per year, you will have a portfolio 
of 20 to 30 in a decade.

5 Ways Startups Can Help Time-
Tested, Traditional Industries 
Evolve
Two: If you can fix things yourself, do 
a “live-in flip.” Buy a house that needs 
a little work at a great deal; live in it for 
one or two years while you rehab it. 
Then flip the house for an appreciated 
value and profit. Doing this five times 
in 10 years could generate $300,000 
to $500,000 net profit. That would 
let you buy your own house in cash! 
Or reinvest into rental properties, 
which would cover your cost of living 
anywhere in the world.

Three: Joint venture on a deal. People 
have money; they just need the right 
opportunity. Find a good deal and tie 
up the property with a contractual 
clause, pending financing approval 
within 30 days. Then find another 
investor to partner on the flip with 
you. Explain that you secured the 
property and just need the funds for 
a specific period, and the return will 
be split between you both.

Make enough calls, and you’ll find 
a joint venture partner easily. 
Just ensure you correctly 
calculate the cost of rehab 
and expected sale price. 
Most people mistakenly 
underestimate the rehab cost 
and overestimate the sale price, 
killing their margins. — Com Mirza, 
“The $500 Million Man” and CEO 
of Mirza Holdings; failed in eight 
companies back to back and today, 
runs a nine-figure empire with over 
600 employees

Roy McDonald
6. Profit is in the purchase.
Source transactions that contain 
some core elements: they take the 
shortest amount of time to complete, 
and provide the maximum amount of 
profit while minimizing risk and the 
amount of cash you invest initially.

Before really embarking, solidify your 
A Team (advisors whose opinions you 
trust) and B Team (associates who 
turn the gears).

Once you have a plan, pull the 
trigger. Don’t just have a backup 
plan—ensure that even the most 
airtight scheme has at least five exit 
strategies. Experience has taught 
me that the winds of a favorable real 
estate market can shift rapidly; the 
last thing you want is to be anchored 
to a dozen unsellable investments.

Finally, know the difference between 
buying, holding, and trading. Buying 
is a no brainer, but it’s what you do 
with a property that determines 
your success. My primary strategy 
has been holding onto commercial 
real estate for the long term and 
trading out residential pretty quickly. 
Know your market. —Roy McDonald, 
founder and CEO of OneLife

Buying is a no 
brainer, but it’s 
what you do with 
a property that 
determines your 
success.



The Rich AThleTe Guide 
To SUCCESS  BRokE To 
MILLIonaIRE SToRy
He Went From Being Broke to Selling More Than 
$1 Million a Day in Real Estate

‘Million Dollar Listing Los Angeles’ star 
Josh Altman and his brother Matt built 
a real estate business that has sold 
more than $3 billion in properties. It 
wasn’t easy.

If you like business lessons, real estate 
porn and a little drama, chances are 
you watch Bravo’s Million Dollar List-
ing Los Angeles. Going into its 10th 
season on Nov. 2, the series follows 
the highs and lows of agents racing 
around L.A. to make big commissions 
on monster deals.

Entrepreneur caught up with one of 
the stars of the show, Josh Altman, 
to talk about his rise and fall and rise 

again in the real estate game.

“I’ve had the opportunity to travel the 
world and share what I’ve learned with 
the entrepreneurial and sales commu-
nity,” he says. “It feels like I’m giving 
back and has been amazing.”

Here are Altman’s lessons for achieving 
-- and maintaining -- business success.

1. You can’t predict where your next 
big idea will come from.
“I moved out to L.A. and started in the 
mailroom of a music management 
company called The Firm. I would put 
half of my paycheck away and use the 
other half to take out the managers to 

pick their brains. I found out that they 
were all making extra money on the 
side in real estate. So I looked into it 
and found out that there was some-
thing called ‘100 percent financing’ 
that would let you buy a fucking house 
with 100 percent financing, which 
was crazy! This was around 2003. My 
brother and I had no money -- we paid 
someone to live on the couch in a fra-
ternity house. But we got qualified for 
a loan and bought a $400,000 condo. 
We did some minor renovations and in 
six weeks flipped it for $600,000. We 
thought we were fucking millionaires!

2. Flipping can flip you out.
“We started buying and flipping nic-
er and nicer places. We were killing it 
and really knew nothing about what we 
were doing. I decided to get my real 
estate license, and I failed twice. The 
third time was a charm! Then I decided 
I would stop paying other people and 
opened up my own mortgage compa-
ny. I got this huge space in L.A. and I 
hired all of my friends and it was it was 
insane. You could just give mortgages 
away at that time. And as fast as we 
were making money, we were spend-
ing it. It’s embarrassing to talk about 
it now, but we never thought that it 
would stop. And then it did. The econ-



omy collapsed. Our business com-
pletely collapsed. We very quickly went 
from becoming millionaires at the age 
of 26 to being flat broke within a year.”

3. Remember what you love to do. 
“I couldn’t get out of bed for eight 
months, but I’m lucky enough to have 
my brother. We motivated each other. 
We found ourselves on the weekends 
driving around to check out houses 
just because it was free. And it was like, 
‘Look, why don’t we just become real-
tors again? We love this!’ So we started 
doing that and slowly worked our way 
out of our hole. We sold about $12 mil-
lion, then the next year sold $38 million, 
then $88 million and kept building. In a 
24-month period, we sold about $500 
million residential real estate. We built 
the business now up to you know sell-
ing over a million dollars a day.”

4. Ready, fire, aim!
“That’s my brother’s and my mentality. 
Yes, that is not the normal order. It’s 
all about being able to recognize an 
opportunity when it’s in front of you 
and just take a shot before it passes. 
I see it all the time when I talk to en-
trepreneurs -- there is too much time 
spent trying to perfect the potential of 
a business rather than just going for it.”

5. Put your customers on repeat.
“We’re in the customer business. 
Everything we do revolves around 
the people that we sell houses to. Be-
cause you know what? They’ve got a 
lot of wealthy friends who probably 
want to buy or sell houses, too. I like 
to think that we were one of the first 
people who turned our real estate 
business into a concierge real estate 
business. We realized that it wasn’t 
just about helping people find their 
dream house. We’re the guys that our 
customers can come to for anything 
they need: getting reservations at the 
hottest restaurants, getting them at 
the front of the line for a new watch 
that nobody can get, whatever they 
want. We have cultivated all kinds of 
relationships around L.A. with different 
people over the years, and those put 
us in positions to help our clients out.”

6. Time is money.
“The worst thing you can do to a 
wealthy person is waste their time. 
You can only get so far with ‘fake it ‘til 
you make it’ like we did. At some point, 
you’ve got to become an expert. We 
pride ourselves in knowing everything 
about the L.A. market. I study nonstop. 
I am on MLS (Multiple Listing Service) 
all day, every day. Wealthy people val-
ue smart people and they keep com-
ing back for more as well. Once you 
make somebody’s money, you are on 
their speed dial for life.”

7. Don’t let small things spike big deals.
“I tell everybody in any business to al-
ways look at the big picture. Don’t be 
small-minded. I see deals get killed all 
the time over small stupid stuff. A deal 
with a $200,000 commission dies 
over $25,000. You’re going to have 
these people for life and you’ll have 
the potential to do 10 more deals in 
the years to come. Don’t worry about 
making a little less money right now.”

8. Learn when to say no.
“In the beginning of your career, you 
have to take whatever listing or client 
comes your way. But as I’ve become 
more established, there’s nothing 
worse to me than having someone 
bring bad energy to the table. It just 
puts me in a shitty mood. I always say 
this to my agents: You’ve got to make 
money, you’ve got to eat, but at some 
point, you’re going to get to a point 
in your career where you can start to 
avoid these shitheads. I find myself 
saying that a lot more lately now that 
I have a six-month-old daughter at 
home.”

9. There are odd consequences of 
being on TV.
“I’m on a TV show where you see 
us making money and counting our 
commissions and all that shit. But you 
have no idea how many people a day 
come up to me and pitch me their 
products. They think I’m on fucking 
Shark Tank. So you know I’m friends 
with some of those guys, but it’s a dif-
ferent show!”

You’ve got to 
make money, 
you’ve got to 
eat, but at some 
point, you’re 
going to get to 
a point in your 
career where 
you can start 
to avoid these 
shitheads.



NAME OF YOUR COMPANY
1. Berkshire Hathaway 
HomeServices

YEARS IN BUSINESS
2. Las Vegas Real Estate 
since 2005- 13 years and 
Chicago Real Estate since 
1996 -22 years. A total of 35 
years in the residential real 
estate market. 

NAME SOME OF YOUR BEST 
DEALS
3.  I have had to pleasure 
of serving many families 
including first time home 
buyers, military, casino 
workers and construction 
workers, however, my 
most exciting transactions 
have been my celebrity 
clientele.  I sold one of 
Smokey Robinson’s fabulous 
estates in Vegas including 
all furnishings for $1.2mil  
and I sold a beautiful home 
to Floyd Mayweather, Sr., 
and my most recent deal 
involved radio personality 
Michael Baisden.  It’s always 
a joy to serve Nevada 
families one home at a time.

LOCATION OF OFFICE
4.  Berkshire Hathaway 
HomeServices (BHHS) has 
offices all over the world and 
here in Vegas all over the 
valley including Henderson 
and Summerlin.  

GIVE 2 MARKETING TIPS 
THAT YOU FEEL HAVE 
MADE YOU SUCCESSFUL
5.  My best marketing tips are 
to network and build your 
brand.  It is important to feel 
confident in my business’s 

DEBORAH DIXON
REALTOR & CERTIFIED SPORTS AND ENTERTAINMENT SPECIALIST

current trends and strategies.  
Specifically, in the forever 
changing real estate market, 
I need to keep an eye on 
what’s coming next so that 
I can stay competitive and 
ahead of the rest.  Social 
media marketing and visual 
strategies are areas that 
require my utmost attention 
to detail.  Engaging my 
audience with live-streaming 
events that highlight me, the 
real estate market and living 
in the entertainment capital 
of the world. Over the years 
my marketing strategies have 
included: door knocking, 
networking events, seminars, 
webinars, billboards, radio 
shows, bus stop ads, direct 
mailings, free competitive 
market analysis and real 
estate 101 classes.  My next 
campaign will be to focus 
on a Podcast and Facebook 
Ads. You have to set yourself 
apart from the competition.  
A QUOTE THAT YOU LIVE 
AND WORK BY

6.  I not only sell the dream, 
I am living it!

FOCUS FOR 2018
7.  My focus for 2018 is to 
stay focused on this Real 
Estate market.  Leading 
indicators point to a stronger 
real estate outlook with 
foreclosures down and low 
mortgage rates.  Existing 
home sales are higher 
although inventory is limited.  
As the economy continues 
to strengthen and investors 
increasingly look for 
alternatives to low yielding 
assets, real estate will benefit 

as housing becomes a 
focus of interest for long 
term investors and first-time 
home buyers.  Additionally, 
Las Vegas was named the 
hottest real estate market 
for 2018.  This was based 
on price, amount of existing 
homes, new construction 
and local economic trends.  
It’s a great time to live and 
own a home in Las Vegas.  If 
you or anyone you know is 
looking to buy or sell, please 
do not hesitate to contact 
me by calling ALSEG Real 
Estate Division 702-789-
0749

MOST POPULAR CLIENT
8.  All of my clients are 
popular and special to me.  
I treat them all the same 
with the upmost respect 
and honor.  

TOUGHEST DEAL
9.  My toughest deal was 
losing one of my own 
properties when the market 
crashed.  I tried my best to 
hold on but Vegas was no 
joke back in 2008 when 
we were number 1 in 
unemployment, foreclosures, 
bankruptcies and divorces. 

 My toughest 
deal was losing 
one of my own 

properties when 
the market 

crashed.



NAME OF YOUR COMPANY: 
My Luxury Group with The Real Estate 
Collective

YEARS IN BUSINESS:
I have been in the customer service 
industry for over 26 years. Running 
and managing a general construction 
business for over 20 years. 
I also have been mastering 
sales and marketing since 
I was 14. I flipped my first 
home over 20 years ago 
and it has been a great ride 
since then. I have been 
practicing in the niche of 
luxury real estate sales and 
marketing for 5 years now 
working and networking 
with top producing real 
estate agents throughout 
the United States

NAME SOME OF YOUR 
BEST DEALS
In our community a home listed and 
selling for $450,000 is considered 
luxury according to the formulas. 
We start seeing changes in features 
at the price point of $600,000. My 
first deal in real estate was in a gated 
community that is highly coveted for 
$799,000. I work with investors as 
well, running ROI. I take pride when 
I can find the deal for my investors 

allow them to rent the home out and 
advise then when the time is to sell to 
get the best return.

LOCATION OF OFFICE
I work at an office in the heart of St. 
George, UT. The Palms Springs of 
Utah. Although, I can and do service 

the entire state including 
Park City.

GIVE 2 MARKETING TIPS 
THAT YOU FEEL HAVE MADE 
YOU SUCCESSFUL
Using social media makes 
this point even bigger as it 
is important to be in visual 
to your prospective clients. 
Which led me to writing, 
producing and hosting a 
local TV show called Zion 
Home. Spot lighting my 
community with vlogs called 
Desert Pulses edition of Eat, 

Stay, Play St. George, UT and doing FB 
live tours and videos.

Another marketing tip is being 
consistent. People like routine. If you 
host a show every day at 11 AM you 
will get more followers. If you do a FB 
live tour every Thursday people will 
watch it. If you show up at a certain 
event every year others will come just 
because you are there.

A QUOTE THAT YOU LIVE AND 
WORK BY
I have this quote on my wall above 
my desk. “It is easy to be an expert in 
your field using the power of media 
to close more sales.”

FOCUS FOR 2018
My big focus for 2018 is giving back 
to the real estate community by 
giving sales and marketing advice for 
free on my Facebook and You Tube 
page. I am also focusing on building 
a referral network of high end realtors 
across the nation. My New Year 
resolution is to speak at the Inman 
Luxury Connect in Hollywood at 
their annual conference in October 
about being a celebrity in your field, 
marketing and promoting others.

MOST POPULAR CLIENT
I have worked as a Buyers Agent for 
a “higher up” for the World Wide Web 
and NASA

TOUGHEST DEAL
I am currently working with a former 
financial manager for Universal on 
a bed and breakfast in Ogden Utah 
valued over $3M. We are working 
hard to find one more investor 
and pulling ROI, Profit margin and 
punching numbers to make sure the 
deal will work

MELInDa  
GooDWIn
REaLToR & CERTIFIED SPoRTS anD 
EnTERTaInMEnT SPECIaLIST

I have worked  
as a Buyers Agent 
for a “higher up” 

for the World 
Wide Web and 

NASA



NAME OF YOUR COMPANY
HomeSmart NCG

YEARS IN BUSINESS
In Real Estate investing 10 years, licensed 
Realtor 5 years.

NAME SOME OF YOUR BEST DEALS
My best deal is one that came from a retired 
veteran, after serving his country and renting 
for 20 years he felt home ownership was not 
for him or his family. After educating him on 
VA Process and the value of home ownership, 
I am proud to say he is now a homeowner and 
changed the cycle for his family as now his 
son is also a homeowner! Due to great equity, 
they are both currently looking for investment 
property.  Number of transactions or size of 
the deal has never been important to me but 
coaching folks on investments and financial 
freedom through homeownership has always 
been my TOP priority.  

LOCATION OF OFFICE
Valencia, CA.

GIVE 2 MARKETING TIPS THAT YOU FEEL 
HAVE MADE YOU SUCCESSFUL
Social media, networking & hired a full-time 
marketer to my team.

A QUOTE THAT YOU LIVE AND WORK BY
“Difficult Takes a day, Impossible a week”

FOCUS FOR 2018
Help as many people take advantage of this 
great market.

Difficult takes a Day, 
impossible a week

REnE  
EnRIQUEZ
REaLToR & CERTIFIED SPoRTS anD 
EnTERTaInMEnT SPECIaLIST


