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INTRODUCTION

			
TAKE CONTROL OF YOUR FINANCIAL FUTURE

			Would you like to get out of the rat race? Are you ready to start cashing checks for $25,000, $50,000, or more? If you follow my step-by-step action plan, you can do just that as a successful real estate investor. This is not a get-rich-quick scheme, and I’m not promising something for nothing. To be successful in real estate, you will have to work, study, and learn the systems that I present here, but you don’t need to be a genius or have a big bank account. All you need is persistence, hard work, and a desire to learn. I am so confident that anyone who learns my systems and applies them will be cashing big checks that I will give a $100,000 guarantee.

			My Guarantee

			I guarantee that if you follow the systems in this book, even on a part-time basis while working your regular job, you will make a minimum of $100,000 over the next twelve months. If you don’t, I’ll refund the purchase price of this book, plus the cost of shipping and handling.

			Now that I’ve gotten that out of the way, I should tell you that writing is not what I do. I am a full-time real estate investor. I have been investing in real estate since 1994, but I didn’t always do it full time. I dabbled in real estate for many years, wasted lots of time, and made many mistakes before I hit on the winning strategies I present here. I wish I’d had a book like this starting out—or even some years into my real estate career. It would have saved me an immense amount of time and money. I am writing this book so that you can learn from my mistakes and eventual success and take the fastest possible route to making money in real estate. This applies equally to young entrepreneurs just starting out and older folks trying to correct what they’ve done wrong for the last forty years.

			Since the age of sixteen, I have read hundreds of books about business and real estate, and though I learned a lot, none of them presented the complete picture that I’ll give you in these pages. In fact, what you are about to learn goes against the principles most books promote. The reason is simple: the truth is not sexy and doesn’t sell nearly as well as the latest thirty-day plan to making millions. Instead of a scheme like that, I’m offering you reality, the reality that I wish I had grasped from day one. I have tried other approaches, and the conventional ones that promise easy money fail—partly because they dupe you into seeing money as the goal. It’s not. The goal is freedom. Money is merely the ticket to freedom. Real estate happens to be my chosen means of making money, but to be truly successful—and happy—we must keep the real goal in our sights, continually adjusting our approach to aim for it and not simply for more money.

			Most of the people out there teaching get-rich-quick schemes and running investment seminars are not really investors. The high roller who travels the country fifty-one weeks a year telling people that he buys houses every day probably makes his money selling courses, not doing deals. Some of these guys probably haven’t done a deal in so long that their only knowledge of the rapidly changing market comes from what they see on television. I, on the other hand, invest full time. What does this mean? Well, when I wake up in the morning, I go to my office and spend my day looking for new deals and working on the ones I have in progress. This book teaches you the same exact techniques for investing that I use day in and day out. It is, I believe, the best starting point for budding entrepreneurs, as well as for old pros who want some new tips and insights, because it offers a big-picture view of investing.

			If you’re serious about making money as a real estate investor, I recommend that you also take advantage of my course, the Master Investor Academy, at www.MasterInvestorAcademy.com. While this book will give the most comprehensive overview of real estate investing available, books are static. The online course is a good complement because it offers extensive videos on guerrilla marketing, phone scripts, the three-step buying process, and much more. The course video trainings are constantly updated, and joining the Academy gives you access to all future trainings for free. You also receive access to all my forms and contracts, as well as to limited coaching through the Master Investor Academy forum. I’ll personally answer your questions in that forum and even help you work out the details of specific deals. This book provides you with the confidence and the knowledge base you need to become a real estate investor, and the Master Investor Academy course supplies many of the tools you’ll need to get deals done, while keeping your techniques fresh.

			This book is called Work Just Gets in the Way of Making Money because I can’t count the number of times people have told me that the reason they can’t invest or make better lives for themselves is that they’re too busy working. All too often, when I am teaching people how to invest, they respond, “That’s easy for you, you don’t have a job. I’m too busy at work for this stuff.” I wish they could hear themselves. It’s precisely because they’re busy at work—usually at jobs they don’t like—that they should learn to invest. I love convincing friends and acquaintances of this and helping them break the chains that tie them to joyless jobs, but teaching people to become successful investors takes an enormous amount of time. I spent so much time helping friends and acquaintances, it eventually got in the way of my own investing. That’s why I decided to write this book.

			The techniques I show you here are simple. They don’t require much money or risk. The strategies are basic, but you will have to put some time into learning the system. Education is vital to your success. You will have to learn everything you can about this business, and then learn some more. Never stop learning. The market is continually changing—that’s one of the exciting things about real estate—so it’s vital to think of yourself as a lifelong learner. I have spent tens of thousands of dollars on courses and seminars—I still do—and have never regretted it. This, again, is the advantage of my course, the Master Investor Academy—it’s constantly updated and improved—but whether or not you take advantage of that course or choose others, it’s important to keep honing your skills and building your strategies.

			You are probably reading this book because you’re sick and tired of your job. Perhaps you work harder than your bosses. You might be smarter than they are, too, but somehow they’re the ones cashing big checks. If you have diplomas on the wall, those haven’t helped, because even with the education that seemed like such a good investment at the time, you just squeak by. Or maybe you’re already an investor but could be doing better; you’re looking for new ways to profit. Whichever of these scenarios describes you, I will take you to the goal step by step. You can end all of the struggling and scraping right now if you’re willing to commit. I am not recommending that you quit your job (not yet anyway) but rather offering you a way to begin investing immediately—this week, tomorrow, or even today if you like.

			Does that sound too soon? Not ready to take the plunge? Well, there’s the problem. I will teach you concrete investing strategies here, but even more important, I will teach you a new way of thinking. You need to learn that you have the ability to go out and make serious money. You are in control, and the only thing holding you back—no offense—is you. You can’t just sit around until Friday and hope that there’s enough money to cover your bills or pray that your job will be there next week. I am going to show you how to make an average check of $25,000 (some will be much larger). Mustering the will and determination to do your first deal is key, not because of the money, but because once you cash that check you will have taken the biggest step in changing the way you think. You can only do this in your spare time? You can only do deals three or four times a year? Great. That’s more than enough to change your life forever.

			If you’re like me, you’ll get addicted the day you cash that first check. You will never look at money the same way again. When your boss offers you a fifteen-cent-an-hour raise or a $15,000 annual salary boost, you’ll laugh and want to leave that dead-end job. It will be time to take complete control of your economic future and break the last chains limiting your earnings. Until then, I suggest you suck it up at work and begin by investing in real estate on evenings and weekends, whatever time you have off. That will be plenty. The checks will start coming in, and you’ll realize that the upside potential is like nothing you’ve ever seen.

			Much of what I’ll discuss involves taking control of your own earnings and time. I still work hard, but when I wake up in the morning, I decide what my day will look like. If it’s sunny out, I might decide to jet ski all day or sit by the pool. Whenever I sleep late, I tell my wife, “It’s a good thing I don’t have a job—I’d be fired within a week.” Sad but true.

			I didn’t achieve this lifestyle or a sizeable income overnight. There are two ways to learn: from your own experiences and from others’. Let me tell you as someone who knows, learning from your own experiences becomes extremely costly and time consuming. Unfortunately, that’s the route I took. I wish I hadn’t. I wish that I’d known enough back then to know that I didn’t know anything. For years, I struggled in challenging businesses of all sorts and dabbled in real estate. I didn’t have any formal education, so I had to learn everything the hard way. Even within real estate, it took years of trial and error before I hit on the strategies that offer the highest profit for the lowest risk—with the fewest headaches. What I am offering you here is the benefit of all of my experiments and mistakes, countless wasted dollars, and many years in the school of hard knocks. This book will save you untold time and money and show you the fastest route to financial success. 

			I have provided a comprehensive overview of real estate investing here, and unlike many books, this one gives practical step-by-step advice to get you started right away (exactly what to say to buyers, how to approach sellers, how to calculate offers, etc.). As far as a return on your investment, it’s much more valuable than a college degree. But if all you do is learn, then this education—like so many college degrees these days—will be useless. You must take action, plunge in, and do a deal. I will return to this theme again and again. If you wait until everything seems perfect, you’ll never make a buck. You must do something every day that brings you closer to your goals. Watching American Idol doesn’t count. This business is simple, but it’s not easy. Learning and applying my systems will take time. That’s why my guarantee says that you must follow the systems in the book and not just read about them. By buying this book, you have taken the first step. If you also can believe in yourself and act, you’ll soon be enjoying a world where work just gets in the way.
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CHAPTER 1

			
REAL ESTATE SCOTT’S WAY

			Before I impart my systems for real estate investing, I’d like to share with you a little bit about myself, how I got into real estate, and how my strategies evolved over many years. I was born in 1973 on Long Island in New York, the fourth of six children. Some people develop into entrepreneurs—I was born one. By the age of five, I had detailed plans for opening a restaurant, including professionally printed signs and menus (my father was a printer). Later, I made $20 to $30 a day selling candy in school—good money for a kid, though it came at the expense of learning in class. My brother and I mowed lawns during summer and shoveled snow all winter. I loved the snow, which taught me one of my first lessons about supply and demand, as well as how to build customer lists. Though shoveling was hard work, it often snowed again the day after I’d made my rounds. I could go right back to the same customers—skipping all the people that said no—and make my fee all over again. The work wasn’t steady, but in a snowy week I could easily make $200 a day. 

			At the age of fifteen, I started my first legitimate business, a vending-machine route. I bought machines from BJ’s Wholesale Club and placed them in local pizza shops. After building the business up, I eventually sold all the machines to the shop owners at a profit. I also worked at the kinds of businesses most teenagers do—gas station, stationery store, Orange Julius, shoe store. It was at one of these, a little hotdog stand in the mall, that I first saw a real entrepreneur at work, at close enough range to learn some valuable lessons. My boss owned several hot dog stands, but he did other things, too, whenever he saw an opportunity. At Christmastime, for instance, he set up kiosks in the mall to sell those premade cheese gift baskets. He always had his eye on the next angle. I loved his energy and resourcefulness, and fortunately he didn’t mind teaching others.

			One day at an employee party, admiring his massive house and full-sized arcade games (a big deal then), I saw that his sort of ingenuity and hustle could make for a pretty nice life. He was, I realized, the wealthiest guy I knew. The interesting thing to me was that all his wealth came from selling hot dogs. Not exactly a glamorous profession but apparently quite a profitable one, at least as he went at it. I was about seventeen then and working every hour I could. School did not interest me, but business sure did. 

			In 1990, a recruiter at the mall where I worked explained to me that you could join the army at seventeen with your parents’ consent. Hungry to get out of the classroom and into the real world, I quit school in the eleventh grade and joined up. I served my time and returned eager for adventure and a way to make money. I quickly hit on one of the best hustles ever. My brother and I walked the beach, carrying a cooler and selling sodas. If you have ever been to Jones Beach in New York, you know why this was so profitable. The walk from the shoreline to anyplace you can buy a soda is enormous, so if you don’t pack one, you’ll happily pay $2 a can. The same can cost me twenty-five cents, so our profit margins were huge, about $200 a day on average. I was making money and having a great time doing it. Unfortunately, the more established entrepreneurs selling sodas on the beach weren’t too happy about my new business. After several heated exchanges with other angry freelancers, I gave it up.

			In 1992, I moved to Virginia Beach, hoping to sell sodas on the beaches there, but I quickly learned that legal vendors and nearby stores had the market covered. Instead, I began selling merchandise at local flea markets. I would buy faux name-brand sunglasses for $13 a dozen and sell them for $10 a pair. I bought all sorts of products in New York—pocketbooks, watches, DVDs, CDs, clothes—to stay ahead of the competition, who shipped in their merch. I drove mine back and had a great time selling it. The business thrived.

			I had always been interested in real estate, but like most people, I thought I didn’t have the kind of money, credit, or job necessary to buy property. I was nineteen and renting a townhouse with my sister for $675 a month when my brother brought me a flyer that changed my life. The page he’d found stuck in his front door advertised a townhouse for sale nearby. Anyone could buy this house for $5,000 down, according to the flyer. No credit, no job? No problem! This was a nonqualifying assumable mortgage. These arrangements disappeared in the late eighties, but they allowed anyone to take over a mortgage with no qualifying whatsoever—a great proposition for investors.

			I made an appointment to see the house and tucked $5,000 in cash in my pocket. The owner gave me a tour, and I pretended to understand what I saw, when in reality everything I knew about real estate fit on that flyer.

			After about five minutes of careful consideration, during which I tried to look as thoughtful and wise as a nineteen-year-old can, I pulled out my five grand and said, “I’ll take it.” I figured I would hand her the money, and she would turn over the keys.

			“Hold on,” she said, no doubt suppressing a smile. “We need to write a contract and have a closing.”

			This was my first lesson in real estate. The second lesson was that “$5,000 down” isn’t actually $5,000. After closing costs, insurance, title policy, and other expenses, my total came to about $7,000. I scrounged up the money and closed on my first house. The payment was about the same as my $675 rent, only now I was an owner. (I still own that house, and today it rents for $1,275.)

			My flea market business was doing well. Unfortunately, like selling sodas on the beach, this endeavor wasn’t strictly legal. After some run-ins with the law, I decided to make a change. For my first legitimate business in Virginia, I turned to the same field that so many entrepreneurs do early in their careers—landscaping. The start-up costs are next to nothing, and demand is always present, which is why, I think, so many budding businesspeople give this a go early on. To this day, I constantly refer to my landscaping days whenever someone complains about not having money or a job. Grab a lawnmower and knock on some doors, I tell them, and you can easily make a hundred bucks a day. I charged just $10 to mow townhouse lawns—not a fortune, but they were small and easy to cut. 

			As I drove my landscaping route, I called the number on every sign I saw advertising a home for sale. I was curious to see if I’d gotten a good deal on my house, since I hadn’t done any research before buying it—and I was curious about the real estate industry in general. Calling on for-sale signs is a great habit even if you have no intention of buying. It gives you a feel for values and what’s happening in your market. The Internet is an incredible tool for real estate, but there’s no substitute for seeing a house in person.

			One day, I called the number of a for-sale sign on my block, and the owner told me that I could have it for $2,000 down if I took over her mortgage. This house was identical to mine and in the same location—another nonqualifying mortgage assumption. The price ticked me off. I must have overpaid for mine, I thought, because this one cost only $2,000 down, less than half the $5,000 I’d shelled out. Pretty soon, though, I was contemplating a purchase. I must be crazy for even considering this, I thought. I had no money and just paying for the house I lived in was a struggle.

			Before long, though, I’d scraped the money together and bought my second house, reasoning that if I averaged the down payments on the two properties, I’d be doing pretty well. By that logic, it seemed foolish not to buy. I was starting to think like an investor—a completely naïve and inexperienced one, but still, I’d been bitten hard by the real estate bug. That second house triggered dreams of empire. I loved the idea that I could borrow money and tenants would pay it back. Genius! If I kept acquiring houses, I’d be filthy rich in time, with dozens of properties.

			I quickly found a tenant for the second house. I would barely break even on the rent, but so what? I could tread water, and the house would pay for itself over time. That same year, I bought another house, this one for only $500 down. The owner, who lived out of town, couldn’t do the deal until she removed the homeless guy squatting in the house, so I offered to help. With no knowledge of the law or the Landlord Tenant Act, I put his belongings on the driveway, changed the locks, and left a note on the door. I had no idea what I was I doing, but I’d learned how to scout an area, find a house I could buy, purchase it, and rent it out. What more did I need to know?

			My McDonald’s Plan was born. This was what I called my real estate investing system, which was the kind of strategy only a high school dropout could dream up. My first couple of houses were worth about $65,000 (about $169,000 today). If I bought a million dollars’ worth of property (about fifteen houses), I reasoned, then I could get a job at McDonald’s if I wanted and simply wait. This is no sleight against McDonald’s, which has a great business model. The point is, it wouldn’t matter how big my checks were or where I worked. I’d be paying off those fifteen mortgages year after year, and in time, I’d be a millionaire.

			While keeping an eye out for houses, I continued landscaping for more than two years until it wore me out. When that point finally came, I sold the business for a whopping $5,000. I used that money as the down payment on a limousine. I didn’t know anything about limos except that I liked them and driving one seemed like much cleaner work than landscaping. If you’re sensing a pattern here, you’ve got the young Scott Jelinek pegged. I was ambitious, energetic, fearless, and thoroughly green. I believed in leaping first and looking later, and I knew of only one way to learn—the hard way (this book presents a much easier method).

			At first, I just parked the limo in my driveway and answered incoming calls on my cell phone. My payment on the vehicle came to just $333 a month. The car was older, but I charged less than my competitors. I only advertised with business cards, flyers, and the occasional classified ad, but the business went well enough that I bought a second car and parked it at home, too. My brother and brother-in-law drove for me, and the money rolled in. I used some of it to put an ad in the Yellow Pages. My phone started ringing the second the phonebook came out and didn’t stop for years. Soon, I had an office, six limos, full-time advertising campaign, secretary, phone lines, fax lines, and credit card machines. For the first time, I had all the trappings of a serious business, but the work was no longer fun. I brought in more money than ever, around $40,000 a month, and didn’t make a dime. I was spinning my wheels—pun intended—with all of that overhead, the car payments, and insurance.

			This was my first taste of a lesson that took many years to sink in, one I’ll emphasize again and again in this book. Success in business isn’t measured by the size of the operation, the volume of dollars changing hands, the number of limos you put on the road, or the number of rental homes you control. The amount of money coming in must be larger than the amount going out. Period. Lots of successful people in business, especially these days, have no office at all and little or no overhead. Others with impressive offices and sizable portfolios are barely scraping by. Another lesson I learned from the limo business involved how little I knew when I started out. After two years running the operation, I bought a book on how to start a limousine company from Entrepreneur magazine. It maintained that the minimum capital required to start such a business was $250,000. 

			I was counting more headaches than profits and wasn’t sure what to do next when one of my drivers offered me $150,000 for the business. Sold. Paying off my debts left only about $50,000 from the proceeds, but at least I was out. 

			Next, I bought a tanning salon—a terrible business, with long hours, frequent problems, and low profit potential. Of course, I also discovered all of this the hard way. While painting the place prior to opening, I stumbled onto a nearby sub sandwich shop that the owner offered to sell me for $2,500. I couldn’t believe it. It turned out he had just built a new store nearby in a brand new shopping center. He wanted to close this location but was tied to the lease. I told my mother about the offer, expecting her to talk some sense into me, but instead she said, “You have to take it at that price. It’s a score!” I ran the sub shop for about three months before selling it for $25,000.

			I sold the tanning salon shortly after that. Running these establishments was tough—much tougher than I remembered my first attempts at business as a kid. The whole time I was starting, buying, and selling various small businesses, I worked real estate on the side, but it never occurred to me that I might have less risk, fewer headaches, and bigger profits if I made that my main business. My tunnel vision stemmed from the fact that I didn’t have a strategy beyond the McDonald’s Plan: buy a home, rent it out at a price that covered the mortgage (barely), and act as a traditional landlord. The payoff from these real estate deals would take thirty years, but I was well on my way.

			I had gotten up to ten houses when I sold the tanning salon and sub shop, and around the same time I hit three major snags: repairs, repairs, and repairs. With ten houses to take care of, it seemed that someone called me with a problem nearly every day. Sometimes I only had to fix a small leak under a sink, and sometimes I had to replace a heating system or an entire roof. I was barely breaking even on the rents and had no cash left over for repairs or vacancies. My dream of doing nothing for thirty years, besides watching equity grow, was fading fast. Before long, the repairs took so much time, energy, and money that I considered getting out of real estate altogether.

			I was close to quitting when I had lunch with a friend who also invested in real estate. That lunch became another life changer (here’s part of why I encourage you to hang around with other investors, advice I’ll return to later). My friend introduced me to lease options, a simple concept but one I’d never heard of. A lease option allows you to lease a house to an end user, who has the option to buy it within a certain time frame. The odds are quite good that the people leasing won’t buy, but—and here is the part that changed my life—the tenants are responsible for repairs while they’re in the house. This one change eliminated a massive number of headaches and opened up a world of opportunity. Now, I could buy as many properties as I wanted. The McDonald’s Plan moved to a fast track!

			Of course, the McDonald’s Plan required another business to pay the bills, and one always seemed to fall in my path. The next opportunity popped up when the woman I’d bought the tanning salon from called me about the bar she was working at, a place in the same shopping center. Its three owners were feuding, and one, who owned half the business, wanted to sell. I met with him, and before I knew it, I was in the bar business. The seller didn’t mention our transaction to his partners, so let’s just say that introducing myself to them was more than a little awkward. Within three months, though, I’d bought them out and was the sole owner of Krossroads, a cozy local tavern in Virginia Beach.

			Running a bar is another world, and as usual, I had to learn a lot in a short period of time. I didn’t have enough experience to make sure that the corporation was clean, so discovering that I was now responsible for a bunch of old debts and unpaid taxes came as a shock—more tuition paid to the school of hard knocks. Still, I rolled up my sleeves and learned yet another difficult business. In fact, I started dreaming about a national chain and during the next eighteen months acquired two more bars. 

			Operating this business, however, didn’t just prove difficult—it changed who I was. Did I have fun? Of course, but I also hung out in a bar every day and drank and smoked every day—and that came to seem perfectly normal. Here I learned yet another lesson at the school of hard knocks, one I touched on previously and will return to later in the book. You’ve probably heard the saying that you are the average of the five people you hang out with most. This adage is absolutely true. If you want to become a successful real estate investor, you must start hanging around other real estate investors. At the bar, I socialized with people who drank every day. They had working class jobs and spent $30 to $50 a day drinking but couldn’t afford basic needs or to keep their homes out of foreclosure. They wouldn’t dream of skipping the bar. After two years of making this my circle, I’d had enough.

			After I sold the bars, I owned and ran many more businesses—a barter company (which I sold for five times my purchase price), a hot dog shop, several local newspapers, a property management company, a large vending route, an oceanfront gift shop, several restaurants, and others. Each year, though, I also learned more about real estate—all of it the hard way—and expanded my property holdings. I read books, attended seminars, bought and sold homes, experimented. The three common principles all the gurus seemed to agree on were: leverage, leverage, and leverage. This, they said, was the key to getting ahead in real estate, and I became such an avid disciple that I altered the McDonald’s Plan. I refinanced my properties and used all of the proceeds to purchase more houses. It seemed like a great idea at the time. I amassed eighty-four properties on the way to my new goal of one hundred, and I had nearly $1 million in cash. I was doing exactly what the experts recommended, and it was working.

			Until it wasn’t.

			In 2007, as the real estate market was crashing hard, my income suddenly dried up. Overnight, I lost millions in equity. Everything I’d learned in all those books and at endless seminars went up in smoke, along with my plans. Gradually, I spent every dime I had in the struggle of my life, just trying to hold on. The money ran out, and I fell behind on mortgage payments. The disaster was compounded during the Great Recession because not only was my business floundering but so were most of my tenants’ incomes. I had more defaults and delinquent payers than ever, just when I could least afford them. Some of my houses went into foreclosure. It’s difficult to convey just how hard this was. I was the guy who stopped foreclosures and bought houses—but now I was on the other side of the equation.

			Eventually I lost about fifty of my properties to foreclosure, but I never quit. I never gave up, and today I have rebuilt a portfolio of nearly seventy rentals—only this time I’m playing a very different ball game. I do not follow the leverage model anymore. The housing crash created a new world, and I responded with a new way of doing real estate. As awful as the Great Recession was, I wouldn’t trade the experience for anything. It completely changed my way of thinking and helped me to rebuild my business on an unshakable foundation. Chicago became a better city after the Great Chicago Fire, and to this day it has some of the toughest fire codes in the country. Architects in San Francisco design with earthquakes in mind, and their structures are better because of past disasters. 

			I reengineered my business in the same way, to eliminate as much risk as possible, and I’ll share this hard-won strategy with you in the coming chapters. My systems will differ significantly from the strategies of other “experts,” who still preach the gospel of leverage. How short their memories are. Here is the plain, boring, commonsense truth about my experience in the housing crash. Before the boom, I had around twenty good rentals. If I hadn’t gotten caught up in the boom and hadn’t listened to the language of leverage, I would have had those properties free and clear. All I had to do was . . . nothing.

			Perhaps now you can see why so many gurus still tout leverage as the way to make a large amount of money in a small amount of time. Their approach is sexy. It conjures images of fancy cars, lavish mansions, and a fast track to millions. My strategy, which insists that you keep debt to a minimum and repay loans as quickly as you can, is much less flashy. People want to hear that they can immediately start living the lifestyle they’ve always dreamed of, and many will happily pay for any book or seminar that makes that sort of promise. Parts of the gospel according to Scott are much less palatable—for example: you must live within your means to achieve financial success, and it’s better to have a beater that’s paid for than a Beamer that the bank owns. 

			Don’t get me wrong—there is a serious upside here. Remember my guarantee: if you learn and follow my systems, you can make at least $100,000 in the next year by investing in real estate part time. But I’ll teach you to minimize your risk as you invest, rather than encourage you to expose yourself while striving for a million bucks right out of the gate. I’ll remind you of the unsexy truth that earning $100,000 in the next twelve months will be meaningless if you spend $105,000. 

			I have bought, sold, and run endless businesses. Some of them did very well, and some flopped. I spent considerable space in this chapter detailing my vast and varied business ventures to make this point: after all of the things I’ve tried, there’s nothing I would rather do than invest in real estate. I believe that no business is easier to enter or has a better upside, lower risk, or fewer headaches than real estate the way I do it. It took me many years to realize that this is my avocation, and it took many more to hit on the strategies that get the best results and are effective in any market. It is partly because my learning curve was so long and partly because I didn’t have much formal education that I felt inspired to write this book. I grabbed every scrap of knowledge I could over the years from various books, seminars, and courses, as well as from friends and associates. Those sources proved invaluable, and I still think of myself as a student. I’m always buying real estate books, and I attend a seminar at least once a year.

			Assembling the knowledge I now have, however, was difficult. One good book that provided both the big picture of real estate investing and the nitty-gritty detail of how to get deals done would have saved me massive amounts of time, stress, and money. I did it the hard way, and I wrote this book so that you won’t have to.

			
[image: ]
CHAPTER 2

			
GET A LIFE

			I named this book Work Just Gets in the Way of Making Money, but I could have called it Work Just Gets in the Way of Having a Life. I didn’t think anyone would read the second title, so I stuck with the first. When I ask people why they want to invest in real estate, inevitably the answer is “money.” That used to be my first answer as well, but in reality, money is a deception, an illusion composed of abstract numbers and worthless scraps of paper. It has no intrinsic value, no value at all until we assign it one. In truth, we don’t want money; we want what money can buy. And once you’ve had all the fancy cars and trinkets that money can buy, you’ll realize they’re not all that valuable either. For most, the true value of money lies in freedom.
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