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			INTRODUCTION:
WHAT THIS BOOK IS ABOUT

			 

			In 2005, I was sitting in a tiny apartment, unemployed, broke, and in debt. I wasn’t sure what I should or could do next. A mortgage business I’d been working so hard to build had been very good to me during its normal boom cycle, but was quickly going bust.

			My income—once up to $20,000 in a month—had evaporated to zero, along with my savings. My credit wasn’t great and I owed thousands of dollars to a friend.

			Having a master’s degree in economics might have helped me find a corporate job, but I’m a born entrepreneur who couldn’t hold a traditional job for more than a few weeks.

			In 2001, I’d gone to Taiwan to teach English for a year and a half—a great experience, and the only stable “job” I’ve ever had—but it wasn’t what I wanted to spend my life doing.

			Having a decent place to live in, a dependable paycheck, and a very stable job were appealing; every time things had gotten bad, my mind tended to wander toward the possibility of going that route again.

			Asian countries—Taiwan, China, Japan, South Korea, and others—have a huge demand for native English speakers to teach English to their kids, teenagers, and businesspeople.

			But somehow I’d turned 34 without losing my love of ideas and creative solutions. I had bought and sold cars and diamonds, operated a 1-900 (pay-per-call) dating service, and even tried my hand at professional sports betting. Sooner or later they’d all flopped, so I’d been reduced to temp jobs such as bookkeeping (glorified data entry).

			At that point, my greatest successes had been as a mortgage loan officer and teaching English in Taiwan. I was forced to admit to myself that both were essentially dead-end careers without long-term benefits for a guy like me.

			Foreign travel was appealing, but ESL teachers as a group weren’t happy about living in a small room in a faraway country while old friends had acquired families, careers, and houses. Most felt unable to ever fit in back home or be fully accepted in an adopted country. 

			So what, exactly, were my options as my time and money steadily disappeared?

			Just then, a friend of mine and newly minted real estate agent happened to buy a house to remodel and resell.

			“I dont have money or great credit, can’t fix or build anything, but want to get involved. What can I do?” I asked him persuasively.

			“Find a house that’s not on the market,” he suggested.

			Where should I look? I asked, and he suggested a couple of areas without explaining how to do it.

			Before you finish reading this book, you’ll know 100 times more than I did after that first conversation.

			Remember that I hadn’t taken any course, attended a seminar, or even read a single book on real estate investing—all of which I strongly encourage you to do, by the way.

			Yet, within a few months of that conversation, I’d somehow managed to earn about $100,000 in real estate!

			How? By starting to ask real estate agents if they knew of any off-market deals (which you’ll soon be able to do too). Within weeks, I had my first deal. 

			Once I’d found a house, all I needed was a buyer—I lacked the money to close on the $975,000 San Francisco Bay-area house myself. Soon I was able to find a buyer, assign them the contract by “wholesaling,” and walk away with a check for $25,000.

			Having never even seen a check that big before, I was on cloud nine. So of course I kept doing it until I was earning around $250,000 to $300,000 a year wholesaling houses.

			I wish that was my happy ending. Unfortunately, that party ended in 2008. The market changed and a worldwide recession started. But that’s no excuse for failure.

			Many people did even better in real estate during the recession. However, by not having built my business properly, I wasn’t one of them.

			I had limited myself in terms of areas, types of properties, the people I was selling to, and how I was investing in real estate. This made my business model very precarious.

			By 2010, I was broke again. With no income coming in, and having just gotten out of a long-term relationship, I escaped for months in Asia on borrowed money and without even a tiny apartment to call my own. I was renting a motel room by the week and owed about $100,000. I didn’t know what to do. Real estate seemed to be another dead end. 

			I didn’t realize that “warehousing” was such a limited type of real estate in terms of area, types of properties, clientele, and how I was investing in real estate. My business model was unsustainable.

			Some of my eye-opening experiences from 2010 will be discussed later. But as I sat in a motel room, I only knew that I was broke, in debt, and had no money coming in. So I told my parents about my struggles, and asked for money. My hardworking, middle-class parents had always been conservative and frugal financially, but I hadn’t followed that example.

			Being broke in your 20s is pretty much the norm. It is expected. Being broke in your 30s isn’t great, but you’re still young. After 40, it’s just depressing.

			When we reach rock bottom in an area of life, we have two choices: Stay there or use it as a motivator and a springboard to bigger and better things.

			I try to do the latter in life, and suggest you do the same.

			Now nearly 40, I had to beg my parents for money to survive. I vowed I’d never put myself in this position again.

			I learned from real estate agents that there were still tremendous opportunities in real estate—there always have been, and always will be.

			But I had gotten lazy. I stopped the marketing and networking I should have been doing. I never went beyond “wholesaling” and never owned or closed on a single property in my own name.

			On top of these big mistakes, I hadn’t been very smart with my money, and simply lost focus.

			Who could have imagined, in 2010, when I was at such a low point financially and emotionally, that within a few years I’d be earning more than $1 million a year, buying a million-dollar house in cash, meeting the love of my life, and having a lifestyle most people only dream of? I did it all through real estate, and I have only barely scratched the surface of what’s possible.

			But don’t confuse this with another book on real estate investing or house flipping. This is a book about lifestyle, about making money, but also having the freedom to live a more fulfilled and meaningful life. It’s a book about having freedom to pursue your passions and interests, whether that’s playing golf, spending all day at the movies, volunteering at an animal shelter, spending more time with your family, or traveling the world.

			Studies show that having more money actually does make people happier, but mainly when we use it for experiences and to help others. It makes us less happy when we use it to buy things. Maybe that’s why, although I love to travel and give back, I don’t drive a Lamborghini.

			I owe a debt of gratitude to all those who taught and encouraged me along the way. To real estate, and to the United States of America, which is still the land of opportunity.

			Last but not least, to human resilience. We each have within us the power to turn our lives around at any moment. So let’s get started!

		


		
			1
OPEN LETTER TO A YOUNG PERSON

			 

			Note: Although this is intended primarily to be read by someone aged 15-30, it can benefit anyone. Having reached the ripe old age of 43, I was reflecting on all the mistakes I made in my youth, and what I would tell myself, or someone in that same age group, if I could travel back in time. Here it is:

			First of all: Congratulations! On what, you may ask? On possessing something that all the money in the world can’t buy, and that millionaires and billionaires would envy you for and would probably be glad to trade places with you for: youth, and, presumably, health.

			You are truly in the prime of your life. These are the best years. Decades from now, you’ll look back longingly, as you’ll miss this time and the youth which can never be regained. We all become nostalgic as we get older—some more than others. My hope for you is that you will not look back with regret. That’s why I’m sharing this advice.

			The good news is, these are the best years of your life. The bad news is, you are a fool, and will probably squander them. Hold on! Don’t be so easily offended! I only mean that you don’t yet have the wisdom and judgment that comes from age and experience, which you’ll gain over time. In fact, your naiveté and ignorance may even serve you well at times, as the old can be too cautious.

			But this is a letter to a young person, so let’s not waste any of that precious time.

			Shakespeare was right when he wrote, “To thine own self be true.” Make this your guiding principle in all that you do. What does it mean exactly? Be sure that all your actions, large or small, are consistent with the person you are and want to be. More misery comes from not following this than from anything else. If you are true to yourself, you’ll discover an occupation that suits your personality, pick a partner who suits you, act in a way that’s consistent with your morals or ethics, and so forth. 

			It may sound obvious, but believe me, so many people take actions that are not consistent with who they are at the core—they pick the wrong job or partner, and act in ways they’ll later regret. We have all done this at times, and usually regretted the consequences. So let “to thine own self be true” be your guiding principle in all that you do.

			I will break down my advice into three broad categories: career and money, relationships, and “other.”

			First, let’s talk about . . . 

			 

			CAREER AND MONEY

			 

			Before you choose a career, do some serious soul-searching. Many people change careers several times over the course of their lives, but it’s not an easy thing to do.

			Begin with this fundamental question: Do you want to work for yourself or for someone else? Make a decision based on your personality and preferences. Do you need lots of structure? How important is stability to you? Do you crave camaraderie? If you answered “yes,” you should seek a job working for someone else. 

			Conversely, ask yourself: Can you handle income uncertainty? Is freedom very important to you? Are you self-motivated? Are you creative? If you answered “yes,” you should work for yourself.

			“But what should I do?” you ask.

			Let’s start with anyone who prefers to work for others. Realize that there are few positions in the job market with much job security. Even traditionally secure jobs like teachers, police officers, and government workers have experienced waves of layoffs. If you prefer to work for others (which is not my preference) for heaven’s sake, at least make sure the job is secure. 

			As I mentioned, there are only a handful of secure jobs, with very low unemployment or attrition rate. Currently, these include: medical doctors, nurses, math and science teachers, government attorneys, software engineers, teaching English overseas (been there, done that), and a few others. As these change over time, be ready to do your own research and find a job that pays well and is secure.

			Keep reading, though. I have some financial tips for you too.

			For anybody who prefers to be self-employed, it’s a wise choice that I can thoroughly relate to. But before you pat yourself on the back, prepare to face many years of struggle, sacrifice, and poverty before you finally “make it.” That’s because you are not as smart as you think you are. 

			Of course, you think you’re smart. And maybe you are. But you still lack the judgment and experience needed to make the right decisions, and you’ll still fail time and again until you get it right.

			Let me make a two-word suggestion: real estate. I tried more businesses than I care to remember throughout my 20s and early 30s—Internet marketing and selling cars and selling diamonds among them—until I finally discovered real estate at age 34. I’ve made more money in a short time than with all those other businesses combined. There is nothing like it, unless you are exceptionally brilliant and lucky and have a knack for technology, and are the next Sergey Brin (Google) or Mark Zuckerberg (Facebook). 

			And, realistically, what are the chances of following in their footsteps? For every success story there are hundreds, if not thousands, or even hundreds of thousands, of failures. So many variables have to fall into place, and everything has to work perfectly, to make it happen. And technology, competition, or legal changes can wipe out any business in the wink of an eye. 

			Twenty years ago, travel agencies were a good business. Fifteen years ago, pay phones were a good business. And 10 years ago, bookstores were a good business. What will be the next to go? 

			Real estate has remained, and will always remain. The advantages of real estate are boundless. And no capital of one’s own is needed to get started in real estate—something I wish I’d understood many years ago.

			For those who want to work in a job or are interested in another business, I still recommend real estate as an investment, if not a full-time business. It has created more millionaires than any other activity when they bought properties as a side business, either flipping them, or holding them as long-term rentals. So at least start educating yourself on real estate by buying a few good books on investing. James Lumley’s and Robert Shemin’s books are excellent primers.

			When it comes to money, always live at least a little below your means, and save! Following this advice would have spared me a lot of heartache and struggle during some tough times. And try to accumulate assets, not only cash, by creating multiple streams of income if possible. These could be interest from bonds, dividends on stocks, other business income, or rental income from real estate holdings.

			Do your best to own your own home, without overleveraging yourself to do so. Make a large down payment or buy it with cash.

			Finally, for the artists and the dreamers: You do not want a “job.” Nor do you want to be an entrepreneur. Therefore, you deserve a category of your own. You are following your passion and your dreams of being a musician, writer, actor, stand-up comedian, or painter. Just be honest enough to admit that the odds against your success are probably 1,000 to 1, whatever your level of talent. 

			Too many talented people must work as waitresses and bartenders, dreaming of their big break. Visit L.A. sometime and talk to some of them as they refill your drink. 

			It is very important, as I’ve said, to live a life without regrets, so do pursue your dreams. But put an expiration date on them: three years, five years (probably ideal), or longer. And work it 110% for those years. Then, if you don’t “make it” by then, be practical and pursue a more realistic occupation with which you can support yourself and have a solid future.

			At least three of my close friends have all done this. They pursued creative careers and failed, and now have other jobs and are in their early 40s.

			Whichever category you fall into, be true to yourself, and carefully consider something which utilizes your talents, interests, and skills, without neglecting practical considerations such as success and income potential and job stability. Weigh the emotional against practical considerations.

			 

			RELATIONSHIPS

			 

			In general, you should discover exactly what and who you want without getting married young. The longer you wait, the more likely you are to become a person who knows what you want from life—and from a partner specifically. 

			Why not spend your 20s and into your 30s dating different people? If you want children, though, don’t wait too long! Mid- to late 30s would be the time to get married, in that case. Once past 40, your stamina and energy levels inevitably decline. Do you really want to be raising children into your 60s? Think about that.

			If you’re in a committed relationship, do your best to make it work. Treat him or her right. Talk nicely to them. Men, bring her flowers occasionally. Take her to a nice dinner or a play sometimes. Tell her you love her. Be kind to her. Compromise. The more love you give, the more love you’ll get back. Love him or her with all your heart, and have a happy life. Don’t jump ship at the first sign of trouble. Try to work things through. Apologize when you need to. A person who is shown love and appreciation and kindness on a regular basis is much less likely to stray or walk away.

			 

			LIFESTYLE CHOICES

			 

			Travel the world. Spend some time living and working in a foreign country. For Americans and other native English speakers, there are plenty of jobs abroad teaching English or doing various things. You’ll experience many eye-opening adventures. You might spend a summer volunteering abroad through Volunteers For Peace (vfp.org) or a similar organization. Look into it.

			Formal education, generally speaking, is somewhat overrated—unless you get the right degree from the right school. A Yale law degree, Stanford engineering degree, or Harvard business degree will open many doors. A bachelor’s in psychology from Chico State? Not so much. 

			This book is also about making smart and practical choices, if you don’t plan to be an entrepreneur. Be sure you go to the right schools and get the right degrees for the right professions. 

			College can be a great social experience, so I do encourage you to go and at least get a bachelor’s, if you can afford it, even if you do plan to be an entrepreneur. It didn’t benefit me in any direct way, but was a nice experience. I made some friends, and liked being “educated.”

			Try to do some volunteer work, and if you have a few extra bucks, donate to those less fortunate. Help out at a soup kitchen, or a nursing home or at a shelter for battered women, or a hospice for children with terminal illness. You will gain better perspective on life and realize how blessed you are.

			Good friends are hard to find. The word “friends” is used very loosely. For example, I now have more than 700 Facebook friends, the majority of whom I have never met in person. Many others I haven’t seen in years, although we live less than 50 miles apart. And yet, we call these people “friends.” 

			Don’t forget what real friendship is. Real friends will be there for you through thick and thin. They’ll help you through hard times and celebrate your good times. They will visit you in the hospital and lend you money if you ever need it. They share in your sorrows and joys, and give you advice when you ask (if not always good advice, at least well-intentioned). Anyone with two or more friends like this is very lucky. If you have more than 10 such friends, we are not using the word “true friend” the same way.

			And read! Always strive to learn something new. Read for pleasure, too—about the world, other ways of thinking, or anything of interest. Formal education may be overrated, but informal education is seriously underrated.

			Think critically and independently. Even if you belong to a political or religious or social organization with strong principles, don’t lose your sense of self. Remember that no one is always right. Think for yourself.

			Have at least one hobby. Life is not all work. It’s good to have a few outside interests, whether it’s tennis, bowling, or knitting.

			Appreciate your health! This is almost certainly the healthiest you will ever be. Don’t take it for granted. Health problems will become bigger issues and concerns every year after about 40. Take care of yourself as much as possible. Without telling you to eat right and exercise when I am not always doing that myself, I hope you don’t take good health for granted.

			As for religion: No advice here, except it seems to be important to so many people, and surveys show that it usually makes people happier. Follow your heart, but don’t forget your mind. Live a balanced life. If you need a spiritual component, discover what works for you. I personally don’t believe everyone needs to be spiritual or religious to be balanced. Conversely, many religious or spiritual people are very unbalanced or immoral. As I said, find what fills your heart in this sphere.

			Don’t hold grudges and be judgmental. Think about reaching out to someone you haven’t spoken to in years. Don’t let anger weigh down your heart. Move on to a new chapter. It’s never too late.

			 

			AND REMEMBER

			 

			Live without regrets! Always, “To thine own self be true.”

			Best wishes in creating the life of your dreams. Don’t forget to enjoy the present moment. These will soon be the “good old days.”

			Be grateful for what you do have! Some of the happiest people I’ve met were among the world’s poorest in Ghana, West Africa. Some of the most miserable were wealthy people I met in my business. 

			However old you are, if you are still breathing, remember—it’s not too late to change your life, and start living the dream!

			All the best to you!

		


		
			2
 REAL ESTATE

			 

			JASON BUZI’S 10 RULES FOR SUCCESS IN REAL ESTATE:

			1. 	Positive attitude is a must. I could dwell on all the deals that didn’t work out and all the challenges of being self-employed. But instead, I focus on opportunity and possibility. There has been a lot of doom and gloom recently. However, this is still the land of opportunity.

			2. 	Focus! This is even more important than hard work. I’m lazy. I spend most days at the park, at cafes, at movies, and elsewhere. But I have put systems into place to generate potential deals on a regular basis. And when there’s a deal, I’m like a shark, like a bulldog. I bite and don’t let go without a fight. If there is a way to make it work, I make it work!

			3. 	Don’t deal with flakes. Associate (in business) only with people who are successful or have the right attitudes to become successful. (Also beware those who overpromise and under-deliver. But I guess that’s about flakiness too).

			4. 	Use multiple strategies for getting deals.

			5. 	Use massive and consistent effort. Don’t expect meek and weak efforts, or occasional efforts, to yield any impressive results on a regular basis.

			6. 	Become an expert in your market, and learn to adapt to changing markets and different market and property types.

			7. 	Be smart greedy, not dumb greedy. Smart greedy = trying to maximize your profit on each deal through negotiation (the most profitable activity known to mankind), deal structuring, cost controls, and so forth. Stupid greedy = taking foolish risks, cutting corners that shouldn’t be cut, destroying relationships for short term gain, and so forth.

			8. 	If any one deal, agent, client, investor, et cetera, can make you or break you, you’ve put yourself in an overly vulnerable position. Don’t put all your eggs in one basket.

			9. 	Business, like life, is filled with ups and downs. Try not to let either affect you too much. That said, do reevaluate and readjust as needed if you are not getting the results you desire. First review one through eight, and ask which you could be doing better.

			10. 	Always aim higher! Demand and expect more from yourself than anyone else would.

			 

			Recently, I attended a real estate seminar in Las Vegas. The main topic of the real estate conference was cash flow. Cash flow investors are focused on generating as much money per month as possible for every dollar invested, and often try to use creative strategies to achieve it. They’re not as interested in making a quick $100,000 (or $500,000) by flipping a house, as I am.

			I also think cash flow is important. This is why I own rental properties, where the money comes in every month like clockwork. It’s a beautiful thing. But I am not going to pass up quickly wholesaling, double closing, or rehabbing a property and earn from $50,000 to $500,000—usually in a month or less.

			So, at this cash flow conference, I ended up meeting someone from the Bay Area. I noticed on his name badge, he’s from an upscale small town adjacent to me. Since people at the conference were from all over the country, I felt it gave us some connection.

			I introduced myself, and told him we were neighbors. He told me he lends money to a guy in Pennsylvania, and invests everywhere else because “there are no deals in the Bay Area.” 

			Now, I agree that cash-flowing properties is much harder in the Bay Area, but I proceeded to tell him about a house I just sold a couple days earlier, one I rehabbed and made $120,000 on, less than five miles from where he lives.

			By the way, I also competed against five other investors for that house, including a HomeVestors franchisee. It never went on MLS (multiple listing service), but they called the people who sent letters. I asked if the agent would represent me and she wouldn’t, so I did the next best thing: I had her best friend represent me. I did a quick, 30-day, $55,000 rehab and walked away with $120,000 profit, more than many people earn in a year.

			It always astounds me how otherwise intelligent people say “there are no deals” in a certain area. Really? My deal was in the next town over from him. This guy had just sold his house for $3 million, so he couldn’t be that stupid. But he insisted: “There are no deals in the Bay Area.”

			When I gave him the full details of my deal, his only reply was, “Well, if the market had gone down, that house wouldn’t cash flow.” In other words: assuming one put 20% down, the rent would not cover the mortgage.

			Maybe not, but it would probably be pretty close, and should I pass up $120,000 on the small chance that the market will crash during my 30-day holding period? It made no sense. But he was so fixated on “cash flow investing” that he claimed “there are no deals in the Bay Area,” despite the fact that myself and many others made millions there. He was attending conferences in Las Vegas, and investing for peanuts in Pennsylvania, but had no interest in making six figures per deal in his own backyard. It’s fine with me, one less competitor. But it really makes no sense.

			Recently, I met some remarkable people who are doing real estate in a way that has led me to reevaluate how I run my business. One gentleman I befriended lives in San Francisco, because he thinks it’s the greatest city in the world (he may be right), and wholesales houses in Memphis, TN—a market 2,000 miles away.

			Every time I look at Facebook, he is traveling with his family in Croatia, Puerto Rico, Japan, etc. He recently quit his full-time job, and his wife is about to quit hers. He makes about $50,000 a month wholesaling, and the remarkable thing is that it is all virtual. He has two virtual assistants in the Philippines making offers for him, and he has a lady on the East Coast talking to sellers (he tried having someone in the Philippines do that too, but sellers responded better to a fellow American).

			The only part of the business he handles is selling the property once it is under contract. The offers, conversations with agents and sellers, and visits to the property are all outsourced to other people. He could even outsource selling the property, but he has chosen to do this himself. 

			Last month, he assigned seven properties and made about $7,500 each, on average. He makes in a month what many people earn in a year, and doesn’t risk any money, and has lots of free time.

			In February 2016, I went to Arizona and sat in a mastermind group with some of the biggest coaches in wholesaling: Sean Terry, Justin Colby and Kent Clothier. They are some of the biggest names in their fields. They have written books and host seminars and popular podcasts. They have built seven-figure businesses wholesaling real estate “virtually,” using acquisition specialists to negotiate with sellers (doing either outbound calls or inbound calls from their marketing pieces), disposition specialists to help sell the properties to investors, and so on.

			I also went to Florida to meet with Mark Evans, DM (“The Deal Maker”), one of the most successful “turnkey” operators in the country. He works in multiple markets across the Midwest and South, buys cheap houses, fixes them up, puts a tenant in, and sells them to “cash flow” investors, looking for monthly income. He has people specializing in talking to sellers and negotiating to buy their homes, repair crews and property managers in each market, and people who specialize in selling the properties to investors. He runs everything from Florida, and is often yachting in the Caribbean or traveling the world while his business continues to bring in millions a year in profits.

			What my new friends have shown me is something that sounds like a fantasy. You can make millions in real estate and have it be a totally virtual business. You do not have to be physically present to meet and negotiate with sellers, agents, or buyers, or view any properties yourself. This is not how I run my business now (I do meet with sellers, agents, buyers, and view every house before I make an offer), but it’s definitely possible to do. 

			Real estate can get you anything you could ever want or need financially. Just be careful to choose the right property and process. Broadly speaking, there are three financial objectives that real estate can satisfy. These are the three financial needs of any person. Of course, there is plenty of potential for overlap, but there are three financial objectives:
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