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Let’s Get Started!
DO ANY OF THESE SOUND FAMILIAR?

How do I find Joint Venture

Can I buy income property

(JV) Partners?

with 5% down payment?

How do I buy property with

Should I use a Mortgage

Do I need to create

none of my own money?

Broker or a Bank?

a Business Plan?

How do I analyze
Properties?

How do people use their
RRSP & TFSA's to invest in
Real Estate?
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The World of
Real Estate
It’s time to discover why building a portfolio of real estate investment properties is a great way to create wealth.
Let’s dive into some of the most commonly held views and best kept secrets known to real estate investors.
Most often, we find people are curious about one of the following:
Â Wondering how people buy properties with none of their own money?
Â Curious about the ways people find Joint Venture Partners?
Â Want to learn the strategies people have used to build an income property portfolio that enables the option
to leave their job?
Let’s start with a few facts:
Â Yes, some people have portfolios of over a hundred properties they’ve accumulated in less than a year.
Â It’s true that you don’t need to own real estate to make money in real estate.
Â Yes, you can buy a property with none of your own money.
Â Yes, the property does increase in value over time.
Â Yes, there are many different strategies to build a portfolio.
Â It’s true you do not need the banks to own income properties.
Â Yes, many of the world’s multi-millionaires invest in real estate.
Have you heard someone mention how great real estate investing is? Maybe you’ve heard some information about
this unique world, and it intrigues you.
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Remember: There is RISK that comes with REWARD.
This is not a get rich quick solution to create wealth.
The reality is that most people discover that real estate investing just isn’t the right
ft for them, and that’s okay... for others, they find out real estate investing
is a great solution.

Here are some things you may want to know about the dark side or risks of real estate:
9 Banks can pull out of a deal prior to closing.
9 Tenants can decide not to pay rent.
9 Property damages will and do occur.
9 Property can lose its value.
9 Not all banks are the same when it comes to lending—banks have different qualification criteria
and offers when it comes to lending.
9 It can destroy friendships.
9 You can over-leverage yourself with income properties, causing financial difficulty.

The good news is
there are ways
to mitigate all
of these risks.

We have created this guide to help provide
you with a glimpse into the world of Real
Estate and highlight some of the things
that should be considered as you venture
into this unique world.
There are take-aways and some additional
materials such as sample spreadsheets and
examples you can use to analyze properties.
Plus we have included materials help with
your journey to attract co-venture
partnerships.
.
.
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Here's a great way to
align your thoughts about
becoming an Income
Property Entrepreneur
Take some time to answer
the following questions
Keep a copy of your
answers

uncomp licate
R E A L E S T AT E

What is your biggest fear as it relates to Real Estate?
_________________________________________________
_________________________________________________
What is your reason for researching real estate ?
_________________________________________________
_________________________________________________
What are the 'TWO' most important things you would
like to know about getting started .
1. ________________________________________________
_________________________________________________
2. ________________________________________________
_________________________________________________
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What would you like to accomplish in the first year ?
_________________________________________________
_________________________________________________
_________________________________________________
If you could ask someone who has successfully built a
Real Estate portfolio questions; they would be...
_________________________________________________
_________________________________________________
_________________________________________________
_________________________________________________
_________________________________________________
_________________________________________________
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Why Real Estate?
WELCOME TO THE WORLD OF REAL
E S T AT E I N V E S T I N G .

Real estate has piqued your curiosity, and now you want to know more. This guide
is intended to help you evaluate and make a more informed decision. If you are
just exploring, we are confdent the world of real estate Investing will
intrigue and open your mind to new possibilities.
We invite you to try out some of the sample spreadsheets.
We've emailed you the first analysis sheet which is a basic
template along with a 'how to use' video. We will be sending
more complex analysis sheets to your inbox in the near future,

Don't worry if you get stuck just reach out to us:
No enticing hooks or gimmicks to attract you to the point of purchase

Ð

We believe relationships are built through trust and transparency.

Ð

We have lots of knowledge to share at no expense to you.

Ð

You can reach out to us at any time to ask questions.

9
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In this guide, we will share some of our insight, premised upon many years' worth
of experience. Expose some of the lesser known strategies used to create
wealth, highlight the steps you can take and reveal various ways to overcome the
limitations created by mindset.
We also cover the details behind specific strategies and marketing yourself as an
Income Property Entrepreneur.

YOU SHOULD TAKE TIME TO NETWORK WITH OTHER
INCOME PROPERTY ENTREPRENEURS.
GO ON SITE TOURS:
Visit projects in the midst of renovations
Look for our emails and social media posts where we share stories
from the trenches and real life experiences.

10
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Who Are We and Why You Can
Rely on Our Experience

Our journey started much like everyone’s. We heard you could build wealth with real estate, and then we jumped in,
assuming it would be easy. We weren’t sure where to start and wondered how we would be able to do all this stuff
while we still worked a full-time job. It wasn’t long after getting started that we discovered how many mistakes you
can make when you don’t learn the basics and reach out to people for guidance.
We were tired of our JOBS, frustrated with the limited time available and making just enough money to get by… It felt
like we would be stuck working our 9-5 and never get ahead.

If you are still
wondering if you
can do this, the
answer is YES. You
have already made
a huge decision by
geting this far
into the guide.

It got even worse as we tried to build
our income property portfolio—endless
hours of
networking, talking on the phone and
struggling to fnd joint venture
partners. Meanwhile, trying to qualify
for mortgages was overwhelming us.
Once we discovered a system and the
value of mentors, everything changed,
and this can happen for you too.
We are a group that has a desire to help
educate and empower newer real estate
investors with the knowledge and insight we
have gained over the past 20+ years.
We have a wide variety of experience
covering ...

11

uncomp licate
R E A L E S T AT E

... Creative Finance, Co-venture partnering, Rent to Own, Flipping, Student
rentals, Air BnB, Buy & Hold, Mixed-Use and Commercial
We've done a wide variety of renovations, spanning everything from a small duplex
conversions and flips, to larger mixed use buildings.
Our experience with Real Estate's creative finance space covers everything from
private Mortgages, Joint Venture Partnerships,Vendor Take Backs, Private
agreements of sale (non-realtor transactions),RRSP & TFSA Mortgage financing and
Bare Trustee agreements along with many other creative finance strategies.
Don't worry about HOW to get to the point where you OWN multiple properties.
Just begin with the basics, and this will guide you towards fulfilling your
aspirations. The goal of this guide is to provide you with some insight and help
enable you to make a more informed decisions about Rel Estate Investing

IT MAY FEEL OVERWHEALMING AT TIMES!
TO ACHIEVE YOUR GOALS...
YOU MUST OVERCOME DOUBT AND EMPOWER
POSSIBILTY.

12
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If your are unsure of your WHY, we can help provide some guidance.
On the other hand if your thoughts go to FREEDOM, MORE TIME WITH FAMILY,
MONEY & WEALTH, you're not alone. To be honest most people don't associate
Real Estate investing with Wealth and Freedom; they see it as complex,
stressful and time consuming with greedy landlords, bad tenants and
lost of other challenges.
They are right.. It is complex and there are some bad landlords & tenants , amongst
other challenges.
But there is another side, and if you take the time to go through this guide you'll
discover processes that help overcome the stigma associated to with becoming a Real
Estate Entrepreneur.
If your this far in to the guide your on a pathway to success. It means you're ready to
take action but you also understand there is a strategic path forward.
Real Estate can create an attractive appeal through images showing Wealth and
Freedom. It's beneficial to create a visions enabling you to envision where you want
to be and to set your sights on achieving that goal. Creating a VISION BOARD offers a
way to establish a visual reinforcement and helps people focus on goal setting.

uncomp licate
R E A L E S T AT E

Visualisation is one of the most powerful mind exercises you can do.
According to the popular book The Secret, "The law of attraction is
forming your entire life experience and it is doing that through your
thoughts. When you are visualising, you are emitting a powerful
frequency out into the Universe."
What do you put on a vision board
Anything that inspires and motivates you. The purpose of your vision board
is to bring everything on it to life. First, think about what your goals
are in the following areas: relationships, career and finances, home,
travel, personal growth (including spirituality, social life, education)
and health.

"Your brain will work tirelessly to achieve the
statements you give your subconscious mind. And when
those statements are the affirmations and images of
your goals, you are destined to achieve theme!"
–
15

Jack Canfield
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Here are the Factors that Determine Real
Estate’s Actual Value:
Let’s start with some fundamental terms that are used to define why a property can be seen as an asset.
a Instant Equity
Instant Equity occurs when a property is purchased under market value. For example, if the home’s
market value is $350,000 and it is purchased for $325,000, there is approximately $25,000 of
instant equity. There are strategies used to find motivated sellers willing to sell their home for less
than its market value.
a Market Appreciation
Market Appreciation is the end value of property over time. It is the founding principle upon which
nearly every investment strategy rests. Keep in mind that a property may not appreciate every year
and, in some cases, may depreciate. However, to realise the benefits of appreciation, the investment
asset must be sold. This is generally considered a taxable event, meaning taxes will be due on some or
all of the gains. The gain is typically the difference between your purchase and selling price.
a Cash Flow
Cash Flow should be the #1 priority for every investor. Any asset should eventually generate cash
to pay back the capital that the investor has invested. Cash flow refers to the amount of money you
take home after all expenses and debts.
Ð

The value of any asset can be determined in three steps:
I.

Estimate future cash flow (ie. rents) that the asset will generate.

II. Pick an appropriate discount rate (ie. mortgage, insurance, tax, utilities, vacancy, etc.) to
account for the risk you're assuming by investing in the assets.
III. Calculate the present value of the cash flow from (I) by discounting (II)
Ð

It is important to note; having a temporary negative cash flow is not always a bad thing. If a
company is spending more cash than it earns because it is building a more efficient manufacturing
plant, for example, the investment should pay off later when the plant generates products that are
turned into cash. On the other hand, if a company has negative cash flow because it’s overpaid for
acquisitions or made other poor investments, the long-term benefits may never materialise.

16
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a Forced Appreciation
There are a few ways you can achieve a lift in property value, ultimately this equates to a lift in equity.
This is perhaps one of the most powerful tools a real estate entrepreneur can use to improve value.
Ð

Large multi-family valuation is based primarily on the property’s Net Operating Income (NOI).
Therefore, anytime you increase a property’s NOI, you directly increase the value of the property.

Ð

Smaller single or multi-family homes can be renovated to increase property value. Such as adding
a basement apartment which will also increase your monthly cash flow.

a Mortgage Pay Down
Mortgage Pay Down when you pay down the principal portion of the mortgage, and by utilizing
various strategies, you can implement ways to pay down your mortgage quicker with stargazes such
as additional payments, bulk payments, variable versus fixed rates. It is vital to determine your overall
strategy as a real estate investor upfront so that when you sit with your mortgage broker, they will be
able to provide you with the best strategy to pay down mortgages. For example, if you need to create
equity sooner, you may want to use some of your cash flow to accelerate paying down your mortgage.
Backed by a Solid Piece of Property
Backed by a Solid Piece of Property, meaning the ability to leverage the property’s value and enable the
owner to do more lending while providing the opportunity to leverage that assets (equity) to lend more
money against the asset. Usually, the assets used as leverage are a line of credit or unsecured equity in
the property. However, some additional strategies utilize real property to profit through a contractual
agreement between yourself, the seller and a third-party buyer.
a Depreciation
Depreciation to deduct the costs of buying and improving a property over time and to lowing your
taxable income in the process. This is something you need to discuss with your accountant as there
are advantages and disadvantages based on the overall strategy you choose.
a Re-investment
Re-investment is the ability to invest funds available through the sale of an income property or by
accessing unused equity and reinvesting. This is a great way to grow your portfolio.

17
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Chapter

Becoming a
Real Estate
Investor
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Can you guess what the biggest obstacle
or roadblock is for most people?
Mindset
Unfortunately, many people grow up discovering hurdles to moving forward ‘limitations’ and never overcome them.
This is known as limiting beliefs and results in a roadblock ‘holding’ you back from uncovering your full potential.
However, if you push past your limiting beliefs, accept failure and aspire to learn and gain knowledge, you usually
discover you are far more capable of achieving success than you realize.
Take this image (mountain). Initially, you see a pathway to the top, but as you look closer, you see cliffs and massive
drops, and you start to envision how difficult the task can be to reach the summit, and you stop. You have decided
to stop—no one else, just you. Although it may have been a challenging path to follow, you will never achieve what
you set out to do because you created a limitation driven by fear, uncertainty and doubt

There are ways to overcome fear, uncertainty and doubt. But it means you must be willing to push
yourself beyond your comfort level and open yourself to learning; you must move past and overcome
your current beliefs and discover more from those with the knowledge you desire. Take Action!

19
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Understanding more about yourself will empower your potential and help create clarity and guidance in the pursuit of
your goals. where do you see yourself in the chart below?

Try this personality test

Courtesy of 16personalities.com.

17
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An acronym we use is KINGDOM

OUR FOUNDATION FOR BUILDING A LEGACY

17
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Real Estate Business Plan and How to
Create One
Now it’s time to think about your objectives and goals. A plan will help you focus on what you want to
accomplish. Writing it down will solidify and sharpen the goals you want to achieve. There are many books,
blogs, talks etc. on how to set goals and why you should set goals. We are here to tell you that setting
objectives is a great starting point and something you should consider reviewing regularly.
The first thing we recommend is that you decide on your FFN (Financial Freedom Number). This is when
monthly passive income is higher than your monthly expenses. Let's say that your monthly expenses are
$7,500.
(this can include things you are saving for like retirement or education for your kids); for you to leave your job
(if that is your goal), you would need your real estate portfolio to exceed $7,500 per month in cash fow. There
is no set amount; it could even be a goal of $10,000 per month in passive income. Once you have that in
mind, you can work backwards to fgure out, based on your strategy, approximately how many properties you
will need to achieve your FFN.
From this point , you will know how many deals and co-venture partners you will require to accomplish your
goal. It is essential to have a ROADMAP; If your not sure how to build one, reach out to us and ask for help.
To get started, here are some items you need to consider including in your plan;
A Mission Statement:
Once you have determined your goals, you will create a mission statement. This is your elevator
speech; the 90 seconds you have in an elevator to tell someone what you do. This should be a clear
and concise statement of the benefits and purpose that your business provides. Make sure you do
some research to have a solid sounding mission statement.
Goals:
These should follow the SMART rule. Specific Measurable Achievable Relevant Time-based. It’s
worth spending the time to build out one, two, five, and ten-year plans. Your goals may change over
time, but it is essential to write them down and discuss them with an investor. We are passionate
about helping people reach their financial goals, so ask us for help.

22
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Strategy
There are many ways to make money in real estate, as you will discover in this guide. The good news
is you don’t need to know all of them to succeed in real estate. Find one or two strategies that fit
with your current situation. When you have more experience, you can entertain another strategy to
add to your portfolio. The point is to find a strategy and get started.
Timeline
This is covered in the goals section as well. When do you want to achieve your financial goal? This
will help you determine what you need to do and when. It will help you decide what strategies you
will employ, how much money you need, how many investor partners you may have, etc.
Target Market
What does your market look like? What areas are you going to focus on? What type of property are
you looking for (i.e. SFH, Multi-unit, commercial, mixed-use)? As a new investor, you should stay
close to home, maybe within a 30-minute drive. Once you have more experience, you can look
further away. This will help you become a local expert and help you analyze deals and opportunities.
If you do your research correctly, you will understand who the players are in your area and potentially
help you find partners and more opportunities.
Criteria
Based on your goals and strategies, you will form more specific criteria of precisely what you are
looking for. This means defining your loan to value, max purchase price, renovation budget, timeline,
cash flow requirements, to name just a few. By having these defined, you will walk away from deals
that don’t fit your criteria. New investors can make the mistake of letting their emotions get in the
way and increase the risk of not making money on the deal. You need to take out the emotion when
looking at a deal. There are plenty of deals available when you have the patience to wait for deals
that fit your criteria.
Adaptability:
You may not find enough deals even though you have been patient, so you may need to change your
market and/or strategy. Stick to your goals but change your plan. Once again, keep your emotions
out of a deal.
Marketing Plan
How are you going to attract motivated sellers? Are you going to use MLS, direct mail, email friends
and relatives, use agents or other ways? We cover some of those options on this guide.

23
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Funding Deals
Where are you getting the funding for your deals? Are you going to use conventional loans, private
lending, hard money, seller financing, lease options or some other creative method? We touch on
these in this guide. If you are not sure, then ask us how we have financed some of our deals.
How are you going to profit from your deals
What plan are you going to use to turn a purchase of property into a profitable one? How are you
going to analyze the deals you want in your portfolio? Have well thought out steps. Know your
income and expenses, and be prepared for the unexpected. Have several exit strategies available
to you as things may not go as planned, especially with your first one. Being prepared will give you
options in case things don’t go as well as planned.
Team and Systems
You will need to have a team in place when you start your real estate career, and you will need to
develop your system and educate your team on what your system, strategy and goals are.
Exit strategy and backup plans
The exit strategy is a term used to encapsulate what the real estate investor will do with the
investment property.

Are you ACTIVE or PASSIVE?
One of the areas that can create a roadblock for a newer investor
Figuring out how YOU get started...
Once you have a general understanding of real estate and assuming you’ve done some research you will discover that
most people begin as either an Active or Passive investor.
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DESCRIPTION

CATEGORY 1

CATEGORY 2

CATEGORY 3

Property Manager



Lend Secured Funds (RRSP, TSFA, LOC)
Quality for Mortgage




Lend Home Equity



Find Properties ( Motivated Sellers )



Assign properties ( Investors )



Find Tenants



Own Property ( Partner with Someone )
Provide Funds and/or Partner with Someone




Offer your time (sweat equity)



Assignment for sale



You can use the chart above to determine which category best fits your current
situation. Once you have selected the category that best fits your interest
refer to the chart below to determine what best suites your current
situation.
This initial step will help guide you towards specific strategies
and help you align your
goals and objectives with your business plan.
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Building your
Real Estate
Business
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Why Would You Want to Build a Team to Buy Real Estate? We Would Ask, “Why Would You Want to Be A
Lone Wolf?”
One of the things you will quickly realize in this industry is the willingness of most individuals to help you. Take the
following example as a reference point to some of the key individuals who play a role in your success as a real estate
investor.
Your team will look something like this

When building your team, you will eventually need to work with all these types of services. Some you will use
frequently which is your inner circle and some you will need for support.

28
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This plays a vital role because there are so many people involved and moving parts such as contracts
and negotiations. Selecting the right people to help you will ensure you avoid some pitfalls that occur
with real estate investors.

Here are a few guidelines:
Â Reach out and ask other investors who they recommend for your power team.
Â Interview various people before you decide who will be on your power team.
Â Here is a sample list of interview questions for your Power Team prospects
Ð

Do you own any income properties? Can you elaborate?

Ð

How long have you owned income properties?

Ð

How long have you been in the industry?

Ð

Can you provide an example of a situation that was going wrong, and you found a solution?

Ð

What are the key things you feel a real estate investor should be aware of related to your industry?

Ð

What do you feel are the main things I should be prepared for as it relates to real estate investing?

Mentor
One of the best decisions you can make is to find someone who has achieved what you desire and learn from that
person. This step can save you time and money. Although a misconception is that spending money on a coach or
mentor is too expensive, the reverse is true. By learning from a mentor, you move ahead quickly and avoid costly
mistakes, saving you time and money.

How to find a mentor:
Ask other investors who they know, like and trust.
Â Research on social media and Google.
Â Search for most followers, likes or high-ranking websites related to real estate investing.
Â Reach out and ask questions on other people’s social media sites.
Â Follow the top influencers.
Â Read reviews.
Â Reach out and ask them questions.
Â Find out when influencers are doing webcasts or have done recorded web interview or watch their videos.
Â Read and ask questions in forums.

29
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What not to do:
After you have found a coach and/or mentor. A typically mistake is finding a real estate agent and
asking them to find a property. Then they start looking for a lawyer and try to figure out if the banks
will offer financing and so on… Although a realtor is a crucial part of your power team it’s not the right
choice as your first step towards owning an income property.

What you should do first and foremost
Now that you done some preliminary research and networking....

Build A relationship with a Mortgage professional
Build a relationship with a mortgage professional.
The ideal person should have experience with real estate Investors, own income property and have a
clear picture of your goals such as how many properties you would like to own and what your timeline is
to get there. Another mistake is to reach out to your bank and work with the first person you feel can
help you get a mortgage. The challenge that can occur with this method may create limitations for you
concerning how many properties you can qualify on title before moving into something called the private
mortgage space.
Once you have built a relationship with a mortgage professional, you will have a much better idea of the
amount of mortgage funding available.
The next step is to build a relationship with a real estate agent who understands real estate investors.
This means you are looking for an agent who works with investors and owns income properties
themselves and has closed deals for real estate investors. As an example, if you are looking for
multi-unit properties, you want to work with a realtor who has currently or has worked with real estate
investors who have bought or sold these types of properties. If you want to convert a single-family home
into a multi-unit, you will want to work with a realtor who understands and has worked with investors
who have done this before. Just imagine you work with a realtor who helps you purchase a single-family
home to convert it to a duplex and then discover the zoning won’t allow for this type of property.
Lawyers are a key component when it comes to real estate investing. You will want a seasoned lawyer
who works with investors. This is a crucial part of your team and can save you from making massive
errors as you move closer to closing your income property. A lawyer who understands investing will
provide guidance and help you concerning the terms and conditions you should include in your offers.
Also, they will spot items you may not catch and guide you through things such as liens registered on
the title of a property you intend to purchase.

30
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How does your power team ‘align’ with you getting started?
Mortgage Professional
The key to financing is to build a relationship with the right mortgage financing person. This is
typically a mortgage professional such as a broker as opposed to the banks. What you may not
know is most banks have a limitation of how many properties they will allow you to acquire and
carry limited mortgage finance products. In contrast, a broker will have access to numerous lenders
in the range of 50 or more, offering everything from bank financing to private investors. A broker
will understand how to help you achieve your real estate objectives because they have access to
multiple lenders and products.
Realtors
Believe it or not, you will only want to work with certain types of realtors. It is best to find a realtor
who has experience with real estate investing to help you navigate through the challenges presented
as you look for your ideal income property. Once they understand what you are looking for, they will
find deals for you.
Accountant
When you build your portfolio of properties, it will quickly become apparent that keeping a good
record of all income and expenses is one of the most critical responsibilities. An accountant will help
you stay on track and keep you apprised of changes and information to save money. Accounting and
bookkeeping are tied to one another and help ensure your goals are aligned as you grow your income
property portfolio. Tracking all expenditures and knowing how to align these costs into categories
that may benefit you financially requires a specific skill set.
Inspector
This is often overlooked as an integral aspect of real estate investing. A good inspector can save you
thousands of dollars, not only catching issues that could arise over time, but also identifying things
that may help you leverage a reduced price offer. They are needed when you need an appraisal for
refinancing or getting access to equity in your portfolio.
Insurance
Knowing what companies work with real estate investors will help you not only save money but
protect you against some of the less common issues that may arise from owning income properties.
It is wise to shop around for the best service provided to rental property owners as opposed to
shopping for the best rates.
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Lawyer
Your lawyer will go through contracts and know the legalities concerning the purchasing and selling
of property. This is a valuable team member who you want to help ensure you understand the
aspects of the sale agreement and what may or may not be missing from such an agreement. They
are an essential part of your success as an investor and play a role in not only purchasing and selling
but also to those who lend money privately to individuals.
Property Manager
It may seem easier to manage your properties on your own, but if you own more than a few, it is
far more beneficial to hire a property manager. They oversee most aspects of the property’s routine
issues, from tenant management to maintenance.
Handyman
It may take time, and services may be more than you would like to pay, but you are advised to have a
handyman dispensable to you for any maintenance calls, even if it means you pay slightly more than
you would for a one-time emergency call. If you can build a relationship with a handyperson, they
not only become available to you for maintenance; they can also keep you updated on the tenants’
living arrangements and make routine calls to inspect your properties. Until you are at a point that
you have a property manager, a handyperson is your last line of defence against some of the more
disastrous issues that can arise with income properties.
Contractor
Contractors and tradespeople are typically the most challenging team members to secure as part of
your power team. It can be challenging to have them available at your required timeframe; therefore,
it is best to have multiple contacts for each trade. If your portfolio supports keeping them busy five
days per week, they too must earn a living, and it should not be assumed they available anytime you
desire.
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Networking
Networking is probably the most effective way to learn about real estate investing.
We have found that real estate investors are some of the friendliest people, and because there are
plenty of deals to be found, you can find investors willing to share and discuss their deals, especially if
you bring something to offer as well. Information sharing is a smart way to grow your portfolio. Perhaps
you have heard the saying, “It’s not what you know, but who you know!” Well, that’s not entirely true
because it’s not just who you know, but how well you know them or get to know them. One of the first
places you will look (or should look) is your circle of friends. You can do this by looking at your Facebook
and LinkedIn connections. You could know hundreds or even thousands of people, but how many of
them do you know well? Understanding this will help you decide who you can reach out to first and with
whom you may need to build relationships.
When you are networking, you need to have a plan. You need to know what strategy you will use
and, therefore, what information you will want to give. More importantly, you do not want to come
across sales-ey. The best attitude is to let them ask you what you do and be prepared to answer it.
Have an “elevator speech” ready to go. By knowing what to say and making it sound like you have
something they want or you can solve a problem for them, you will attract more potential investors.
Ask them questions like “What types of investments do you like to look at?” “What kind of return on
investment year after year would make you happy?” Be creative, and make sure you don’t put them
on the defensive. Avoid criticizing their current investment. Remember: they made their choices
based on what they know to be true.

Education
There are many ways to get your real estate education. Let’s go through some of them.
Books
Have you ever heard of the saying, “Leaders are readers”? Books are one of the best ways to get real
estate education. Every year there are thousands of books published on real estate. You would be
amazed at how fast you can get through a book even if you only read for 15-20 minutes every day.
If reading is not your thing, then you can go to audible.ca and sign up for their program, and listen
anywhere you go. This is great to get through books while you are driving around. In our opinion, this
is a must to get a big chunk of your real estate education.

33

uncomp licate
R E A L E S T AT E

Blogs
Many real estate investors share their knowledge by writing blogs. These are an excellent way to
keep up to date on new strategies that they may be using. Find Investors that work in the same
approach you are thinking of using and follow them. Go back and read previous posts as well. You
will be able to go back to them and search for topics as required.
Social Media
This is another opportunity to find out what people are doing. Follow real estate investing pages to
see how people are marketing to find JV Partners or how they are listing for investment properties.
You may be able to find deals there as well. Follow other real estate investors on Facebook, Instagram
and Twitter for tips.
Podcasts
This is a great way to keep informed on what is happening with real estate and the economy. These
are like a radio program and are usually interviews or talks between two or three people. You can
listen to these programs anywhere, and there are many platforms to get podcasts; start listening
now. Ask us which podcasts we listen to regularly.
Coaches
These are people you can hire who will keep you accountable and have experience with the area you
want to learn and grow. This is usually a short-term program (6 months to a year).
Mentors
I saved the best for last. Having a mentor can save you many years of experience and potentially
thousands of dollars from mistakes. Some mentors charge money, but you may be able to find a real
estate investor who will mentor you for free. You may meet a mentor at a networking event or if you
take a real estate course. It is essential to think about what you can bring to the table when looking
for a mentor. It may not need to be something substantial, but you should bring something. It could
be as simple as working for them for free on one of their projects. If you haven’t read Rich Dad Poor
Dad, then read that, and you will understand why I suggest it. Don’t forget to take as many notes as
you can. This will help you learn the lingo.
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When we first started investing in real estate, it was a daunting task to move forward. We tried to jump in without any
prior knowledge and quickly realized how much we didn’t know.
Real estate offers many strategies; from the more commonly known single-family rentals and BRRR (Buy, Renovate,
Rent, Refinance) to far more elaborate style of real estate investing that encompass everything from lease options to
mixed-use properties. The key to getting started is to pick a strategy and stay with it until you’re comfortable and then
work towards other strategies. Knowing something about each of the options has its benefits and drawbacks, and is
essential in determining which suits you best.
A common term heard is BRRR. In reality, this is more of a tactic then a strategy and can be applied to many of the
strategies listed on the next few pages. It’s core benefit is utlizing 'forced' appreciation. Therefore, to understand the
real benefit of this strategy, it’s best to refer to our forced appreciation section on page 14
In the upcoming pages, we will provide you with an overview of the various types of real estate investing with a note on
its level of complexity from beginner through intermediate to advanced strategies.

Singe Family Rental
This is a strategy where a tenant rents your entire home. Typically, the tenant pays a set monthly amount in rent that
covers your mortgage, property tax, insurance, utilities and still ensures you have an additional amount of cash flow
remaining after these expenses.

DRAWBACKS
2 High loss of income when vacancies
experienced
2 Repairs and maintenance have a more
significant impact on income with this
strategy because there is only one rental
income source instead of multiple rental
incomes

36

ADVANTAGE
9 Fewer complications with managing
single-tenant and
property
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Air BnB
This strategy enables you to charge for guests to rent a portion of your home as a short-term living
space similar to a hotel room or separate living unit(s). The guest (renter) pays a set hourly rate to
live in the unit anywhere from one day to upwards of 30 days or longer. The set amount you charge
should cover the mortgage, property tax, insurance, utilities and still ensure you have an additional
amount of cash flow remaining after these expenses

DRAWBACKS
2 High loss of income when vacancies
experienced
2 Repairs and maintenance have a more

ADVANTAGE
9 Fewer challenges to deal with than
a typical rental due to the flexibility
around the LTB – tenant guidelines

significant impact on income with this

9 Higher cash flow opportunity

strategy

9 Management system hosted by

2 Frequent property cleaning (costs can be
recouped through Airbnb)

Airbnb enables ease of use and fluid
communication with guests

2 Higher possibility of calls in respect to
users maintenance or general how-to
issues
2 More time-consuming to manage Airbnb
due to communication and coordinating
bookings with guests
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Multi-unit
This strategy offers you the ability to own a property with two or more living units. Each unit has
a set amount charged to the tenant to rent the space. The rent amounts in total should cover the
cost of a mortgage, property tax, insurance, utilities and still ensure you have an additional amount
of cash flow remaining after these expenses. The other consideration is regarding common area
expenses as they should be factored into your property financial analysis to ensure the property
cash flows.

DRAWBACKS
2 More time associated with property and
tenant management

ADVANTAGE
9 Higher cash flow opportunity
9 Loss of income is not as great as a
single-family since additional tenants
offset some of the loss of income.
9 You can live in one unit and rent the
remaining units, which is beneficial
if you’re purchasing your principal
residence. The amount down payment
required is typically less than if you’re
purchasing as the property with the
intent not to live ion one of the units.
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Flips
An investor will renovate and improve the value of a property then sell the property. This strategy is
used by investors who acquire properties that require improvements while renovating; you carry all
expenses until the property is sold.

DRAWBACKS
2 Renovating costs can easily exceed your
original projections.
2 Large sum of money is put out initially
and not returned until the project is sold.
2 The longer you hold the property, the

ADVANTAGE
9 There are no tenants to manage.
9 Typically a high-profit opportunity
9 Once you have a team in place, flips
will become easier to manage and more
efficient.

higher your expenses.
2 Takes time to manage a team and build
relationships with trade’s people
2 Harder to finance as a conventional
mortgage
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Mixed-Use
This is a property that has a mix of residential and commercial units. It is a strategy used by a more
experienced level of investor where they acquire properties for the purpose of long terms holds with
the intent to increase the value over time.

DRAWBACKS
2 More time associated with property and
tenant management.
2 Repair and maintenance costs can build
up quickly if not managed and monitored.
2 Commercial units take longer to fill than
residential.
2 Lengthy closing process

ADVANTAGE
9 Great cash flow opportunity by
increasing income
9 Less impact on income when vacancies
are experienced due to the offset of
additional commercial units
9 Mortgage qualifying criteria focus more
on the property than personal
9 Commercial tenants typically sign longer
leases, i.e. five years as opposed to 1
year.
9 Commercial tenant usually pays all costs
to renovate and build out their space.
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Wholesale
This is one of a few more creative strategies in which an investor finds property at a discounted price,
typically a motivated seller wishing to get rid of their property. The investor then arranges for a
third-party buyer (i.e. another investor) to purchase the property and acts as a point of contact who is
typically ontitle for a very short period between the buyer and seller.

DRAWBACKS
2 Must be structured correctly to avoid
legal issues.
2 The buyer or seller may back out of the
deal.
2 Finding motivated sellers can be timeconsuming.

ADVANTAGE
9 Great opportunity to profit on an
opportunity with little if any money put
out by you
9 Great way to start with no money and
at the same time learn how to look for
and negotiate deals
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Student Rentals
A property is rented out by room, typically in one-year intervals. The rent amounts in total should
cover the cost of a mortgage, property tax, insurance, utilities and still ensure you have an additional
amount of cash flow remaining after these expenses. The other consideration is regarding utilities
and common area expenses as they should be factored into your property financial analysis to ensure
the property cash flows.

DRAWBACKS
2 Multiple renters to manage
2 Students may find it more difficult to pay
rent.
2 Younger renters may tend to create
challenges as it relates to property
management due to parties and noise.
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ADVANTAGE
9 Higher monthly income due to each
room being rented
9 Co-signatures. Student’s parents usually
co-sign the rental agreement on behalf
of the student
9 Typically short term (one year) leases
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Rent to Own
This strategy enables investors to create home ownership opportunities for individuals who cannot
qualify for a mortgage by enabling them to rent a home while building up their down payment over
some time, typically 2-5 years. The amount charged to the tenants typically covers mortgage,
property tax, insurance, utilities, plus the amount the tenant is savings towards their down payment.
It is also essential to ensure you have an additional amount of cash flow remaining after these
expenses

DRAWBACKS
2 Renter may not qualify at the end of the
term, leaving you with the decision to
extend the term or forfeit on the money
they saved (or a portion of that money)

ADVANTAGE
9 Higher monthly cashflow amount due to
additional fee to build down payment.
9 The tenant pays all maintenance and
repairs.

towards the down payment.
2 Tenant may decide to quit the program,
leaving you with the decision to sell or
keep the property.
2 Property value may increase or decrease
with the potential to impact the
contractual agreement you have with the
tenant.
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Commercial
This is a strategy typically used by more seasoned investors. The property is leased to businesses,
and there are no residential tenants. Each commercial space typically is built out and renovated by
the business leasing the unit with all costs incurred by the commercial tenant.

DRAWBACKS
2 Commercial units take longer to fill than
residential.
2 Lengthy closing process
2 Longer time to carry the property with
vacant units

ADVANTAGE
9 Great cash flow opportunity by
increasing income
9 Mortgage qualifying criteria focus more
on the property than personal.
9 Tenants carry all costs to renovate and
build out units.
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Land Development
In an economic context, land development sometimes is advertised as land improvement or land
amelioration. It refers to investments making land more usable by humans. For accounting purposes,
it refers to any variety of projects that increase the value of the property. Most are depreciable, but
some land improvements are not able to be depreciated because a “useful life” cannot be determined.
Raw land development is the process of purchasing a parcel of land with the intent of either developing
or building on it or holding onto it for long-term appreciation

DRAWBACKS
2 Typically, you hold the land for an
extended period (years) before it is
developed for use.
2 Process to get permits and approvals can

ADVANTAGE
9 Costs to hold the land are less than if
you hold property.
9 Greater opportunity for financial gain
once land use and development occur

be lengthy.
2 There are some ongoing costs.
2 Less opportunity for depreciation while
land sits unused
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Power of Sale
When a homeowner defaults with their mortgage payments, a lender can rely upon a power of sale
provision in their standard charge document to lease or sell the property on default. If there is no
provision in the “charge document”, the lender may rely on the Mortgages Act, which authorizes
Power of Sale.

DRAWBACKS
2 Sold by the bank as is.
2 May not be able to negotiate the price
based on repairs that need to be done.
2 Offer process may take longer as your
dealing with a bank approval process.
2 Bank may reserve the right to cancel the
deal before it closes.
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ADVANTAGE
9 Can findgood deals if carefully executed
because banks want to recover their
money so it could be sold
market value
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Your ideal income property can create challenges for even the most seasoned investors. However, there are some
guidelines to follow which will help you select properties. One of the first steps is to decide what strategy you will
use to streamline the process and reduce the timeframe associated with choosing your ideal property.
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Next, you should be comfortable with the role you will play in the investment: are you going on the title, bringing in
funds, property managing or finding deals and wholesaling them. If you are going on the title, you will want to know
your max qualifying amount for a mortgage. If you’re bringing in funds, you will want to know how much is required
and for how long, and if you’re property managing, you will want to learn more about the requirements. If you’re
wholesaling, you’ll want an idea of your target customers’ (buyers) requirements.

You will want to investigate
9 Vacancy rates
9 Average sale price for the type of property you’re looking at
9 It is also advisable to drive around in the areas that interest you.
Once you are comfortable with the type of property and area, it would be beneficial to view some local
listing sites such as realtor.ca to view the type of home and currently available properties. Look at
many listings and read what is included in the write-up such as:
9 Asking price
9 Property tax
9 Rental income
9 Utilities and fees
9 Age of home
9 Total rental units
Once you have an idea of the average asking price and details, you can reference some additional
information to gain a greater insight such as:
Zoning - most cities will provide information about the various zoning and permits that apply for it’s
desired use.
CMHC - offers lots of insight about every city across Canada: including rental vacancies, usage, age,
income etc.
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Once you have a comfort with the general details of the market you are interested in and the property criteria, it is
time to go view properties. It is highly recommended you look at a lot of properties to get a sense of what is
considered good condition versus poor condition. It is also helpful to learn more about the condition of income
properties, as you may tend when you first view homes to look at them as though you would be living in the house.
This can create a misguided judgement call on your behalf as you may set aside the finical aspects and end up making
a less informed decision.
Here are some things you should be prepared to ask yourself:
9 Does the property cash flow?
9 How much will it cost to repair, maintain or bring it up in value?
9 Does it need new windows, doors, walls, ceilings, flooring, etc.?
9 What is the neighbourhood like?
9 How much will it cost to insure the property?
9 What type of mortgage is best suited for the property?
9 Are the other houses in the area similar in condition?
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Below is the process that is typically followed to acquire properties:

Â When presenting an offer give your realtor enough information from your perspective, to enable them to
negotiate in your best interest.

If you wish to offer a lower price than asking, provide the seller with a qualified reason such as;
Â Roof needs repair, furnace is old, interior is dated and will need upgrades, basement leaks, etc.

.

Â Ensure you are able to qualify for a mortgage before you waive the finance condition.
Â Source quotes for insurance before you waive all conditions.
Â Try to arrange for more than one property inspection and include a third inspection after you have
waived conditions.
Â Check comparable properties in the area to ensure you know if the asking price is ideal. Your realtor
should provide a comp sheet.
Â If you are tenanting the property after closing avoid arranging for them to live in the unit on the same day
you close. Give yourself at least a week before they are placed in the property.
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Assuming after you take possession of a property that
you can charge more rent because you like the way the
property looks is not a good decisions making process.
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Why Analyze More than a Few
Properties?
At this point, you may be ready to analyze a property to determine if it meets your criteria. There are a few ways to
do this. When you are starting out, we recommended that you do a quick analysis, and if that property meets your
ideal threshold, do a more in-depth analysis.
However, some of you will discover something called Analysis Paralysis
which means you will analyze many properties, and then re analyze properties and NOT take action!
There definitely is value in analyzing; however, you will never find the perfect property, so let’s help you get started
with some of the tools we use.

QUICK ANALYSIS SHEET
Click here to access your quick analysis sheet & video tutorial plus
more great downloads

54

uncomp licate
R E A L E S T AT E

How to Analyze Market/Area
Selecting an area becomes a crucial piece of the puzzle once you have decided on a strategy and understand what
role you will play in the investment. There are some key parameters to keep in mind when looking for properties:
If this is your first income property or you have a small portfolio, you may want to look for homes that are no further
than a few miles from you.
Keep the following in mind:
9 Find out the population of the City (less than 45,000) can create challenges , even for
more seasoned investors.
9 Is there access to shopping, groceries, schools and banking.
9 Current rents in the area versus market rents.
9 Average income of families in the area.
9 Tyeps of industry and employers in the area
9 Are there any new home builds occurring or planned for the area.
9 Other types of new developments planned for the area (commercial or residential)

Convenience is a key element in choosing properties.
The following resources are available.
CMHC site ( https://www.cmhc-schl.gc.ca/ )
Realtor.ca - Search for properties to get a sense of asking price
Google Maps
Local Real Estate Agents & Mortgage professionals
experience with Real Estate investors

–

Look for contacts that have

Local City Hall (planning and development)
Ask other Real Estate Investors if they know anyone with properties in your area of interest
Facebook / Kijiji to research actual rents in the area
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How to Calculate and Analyze Properties.
ROI, Cap Rate, Net Value etc.

Real estate works best when you know how to analyze a property and create value to produce a great return. You
have probably heard of some of these terms but may not understand their true meaning. If math is not your thing,
don’t worry; we have sample spreadsheets available to help calculate the numbers for you. The good thing is that
the math needed to calculate most of what you need to determine a good investment will only require elementary
math; it will be easy to understand.
Below are some important numbers you will want to learn.
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ROI (Return On Investment)
This is what investors base most of their analysis on when determining the value of an investment
property. This means any money I invest needs to return more than I invest. The additional cash is
your return on investment.
The formula is:
C0 = Investment beginning balance
C1 = Investment ending balance
ROI = (C1 – C0) / C0
Example:
A simple example would be an investment of $100,000 that grows to $115,000 one year later. Your
ROI would be as follows:
ROI = ($155,000 - $100,000) / $100,000 = .15 (or 15%)
Cash flow
This calculation is a little simpler than the previous one because there is no division. You have heard
the saying “Cash is King”. Well, that is very true with real estate. Your goal should always be to buy
real estate that will generate cash flow.
Cash flow = Income – expenses
Income will come from tenants in your rental property. As an example
Rent
Parking
Total Income

$1,000
$25
$1,025

Expenses are the costs you have to own that rental property. Things like a loan for the property of $500,
maintenance fees of $100, property tax of $150. Total expenses would be:
Mortgage

$500

Maintenance Fee

$100

Property Tax

$150

Total Expenses

$750

Cash flow would simply be Total Income - Total Expenses.
$1,025 - $750 = $275
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CAP (Capitalization) RATE
The primary purpose of this ratio is to evaluate the property for income potential. It is expressed as
a ratio of the property’s net income to its purchase price.
You will need Gross Income, Net Income, and Original purchase price.
Let’s use an example to help understand how this is calculated.
Gross Income – Assume you have five units, each paying $1,000/month, which would equal $5,000
per month x 12 months = $60,000 per year.
Net Income might be as follows:
Gross Income

$60,000

Less: Property Management

$6,000

Less: Maintenance

$3,000

Less: Property Taxes

$5,000

Less: Insurance

$4,500

Net Income

$41,500

CAP RATE is calculated as Net Income / Purchase Price
$41,500 / $300,000 = 0.138 or 13.8% cap rate

How to You Qualify For a Mortgage?
There are a few ways to finance a deal. In this section, we will take about qualifying for a mortgage. As a real estate
investor, we recommend going to a mortgage broker/agent who works with and is an investor. They will help you
walk through the process and develop a strategy to build your portfolio.
As you may have read in an earlier section, qualifying for a mortgage should start much earlier in the process than
you may realize. One of the things that are typically overlooked by most new investors is the lending cap, which
basically means many lenders will not allow you to go on title of more than a certain number of properties (as an
example, four total rental properties). However, if you approach this from a real estate investor mindset, you would
find a mortgage broker/agent instead of a bank and share your investment goals with the broker /agent. They
will establish a plan and help you overcome the lending cap (barrier). This is possible because mortgage brokers/
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agents typically work with not only the banks but also many other lenders so they can establish a plan that helps
you overcome the lending cap. Most people only think of getting the best rates when it comes to mortgages, and
brokers/agents can help you get that; however, there are many other things to consider, like collateral, exit strategy
and mortgage termination fees, to name a few.

A M I S N O M E R A B O U T M O R T G A G E B R O K E R S /A G E N T S :
T H E B A N K S G E T B E T T E R R AT E S .
This is not always true; in fact, you may discover some secrets that the banks aren’t telling you if you work with the
right mortgage professional.

Wondering how much mortgage you qualify for?
OUR GIFT TO YOU
TDS / GDS Analysis Tool
Try the Debt Service TDS / GDS sheet and video guide..
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Each Person Has a Unique Set of
Financials.
Here is a high-level glimpse:
Income
Household income is any verifiable income, a letter of employment, Notice of Assessment (NOA) or
T4 slips. Some lending institutions will accept rental income or a portion of rental income.

Debts
The lender will analyze what debt service you currently have. This will be obtained from your credit
report along with your credit score.

GDS
Gross Debt Service is a calculation to determine your Gross Debt Ratio. This helps determine if the
potential borrower can afford the proposed mortgage payment based on their income.
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Industry Standard = 32%
The formula is as follows:
[(PITH + ½ condo maintenance fees) / Gross Income] / 100
PI = Principle and Interest; in other words, the mortgage payment
T = Property Taxes
H = Heating costs (use actual or a reasonable monthly estimate)

TDS
Total Debt Service is calculated to determine if the borrower can afford the mortgage payment, including
other debts.
Industry Standard = 40%
This formula is calculated as follows:
[(PITH + Other Debts) / Income] x 100
LTV
Loan To Value is a calculation you will become very familiar with during your investing career. This is
a ratio calculation of the loan as a percentage of the value of the property.
As an example, the property is appraised at $400,000; total loan (or lean) on the property of $300,000,
then the LTV would be calculated as follows:
Total Loans / property value
$300,000 / $400,0000 = .75 or 75%
Investors must put a down payment of 20% of the purchase price, which will create an LTV of 80%.
Until you sit with a broker/agent, you will not understand your real financial picture to take advantage
of the money available to you. Banks are set up to take care of residential mortgages, and most will
not understand and recommend good strategies for real estate investors. They will work within limits
they have at their particular bank.
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What is an Insured Versus Uninsured
Mortgage?
What may not be clear when you get started in real estate is the lending criteria. Meaning how much mortgage can
you qualify for? How much down payment you need? How much will your interest rate be? And how much will you
pay per month? These questions go even deeper… such as how much principal and interest am I paying off each
year? Can I change the amortization? Is it better to lock into a five year fixed or go variable?
It’s best at this stage to ensure you have an understanding of a few basic things, such as why some people can buy
a property with 5% down while others must have 20% or even more for a down payment. Also, what TDS and GDS
refer to and why is credit so important.
Insured mortgages
Insured mortgages make up a considerable portion of the mortgage market, and the rules governing
insured mortgages generally have a significant impact on buying power.
To qualify for an insured mortgage, you need to have a minimum 5% down payment, and less than a
You will typically have a minimum down payment starting at 5%. For a purchase price of
20% $500,000
down payment,
thethe
property
must
be valued
at more
than
$xxxxx
less than
$1ismillion,
or less,
minimum
down
payment
is 5%.
When
the and
purchase
price
aboveand
$500,000,
the
minimum
down
payment
is
5%
for
the
first
$500,000
and
10%
for
a maximum amortization of 25-years. It can be an owned occupied property with rental the
units (no
remaining portion.
more than four units per property).
On top of that, you need to pass a stress test, ensuring you can afford the mortgage if interest rates
rise. If you’re applying for a fixed mortgage with a term of five years or more, you need to qualify for
the Bank of Canada’s posted rate, which is almost always higher than the rate homeowners apply for.
An insurable mortgage
An insurable mortgage is similar to an insured mortgage except that the borrower has saved up more
than 20% for a down payment. The property must be valued at less than $1 million, the maximum
amortization period is 25-years, and it cannot be a rental property.
You might have diligently saved up a sizeable down payment, but that does not mean the big banks
will reward you for that. The interest rate on insurable mortgages is slightly higher than the insured
rates.
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Mortgage Insurance
When traditional lenders receive applications from those looking for a mortgage, who have a down
payment of less than 20%, they must get high-ratio mortgage-default insurance.
In Canada, mortgage loan insurance for insurable and insured mortgages are provided by the Canada
Mortgage and Housing Corporation (CMHC—which is owned and run by the Canadian government),
Genworth, and Canada Guaranty (both of which are privately run).
But nothing is free when it comes to banking and mortgages. The mortgage lender pays the policy,
but the cost is passed down to you, the home buyer.
The insurance premium is a percentage of the home’s purchase price; however, it is determined by
the size of the down payment. The average rate ranges between 1.7% and 4.0%.

Why Having a Job is a Good Thing
You have a full-time job, and you are excited to start your real estate investing career.

You may ask yourself,
“Do I need to be full-time in real estate to make this work?”
The answer is No. You can keep your full-time job and still start a real estate investing career.

We often see new investors just starting out with huge aspirations and a desire to leave their job. This is not a bad
thing, but taking the leap and leaving your job requires some foresight and certain considerations.
Some things you should consider before you leave your:
Â How will you qualify for mortgages?
Â How will you make money?
Â How much money did you need to live comfortably?
Do you know your Financial Freedom Number ?
REFER
ReferTO
toCHAPTER
Chapter2
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These are the reasons why we emphasize you need a plan. The strategies we have listed include details as to how
they may align with these questions. Choose the kind of real estate you want to hold in your portfolio and what
approach you want to use to achieve your goals.
The truth is, there are many ways to make money in real estate. Some of these techniques may require forty hours per
week while others may only require forty hours per year. The amount of time needed will depend on the strategy you
choose, your skill level, your knowledge, your timeline and the team you can put together.
Do I need to be committed full time in real estate to create wealth?
You can reach your goals by investing in real estate hands-free without being a full-time real estate investor. Just
have an open-mind to learn all the strategies available and then choose how you want to begin.
By having a full-time job, you will keep some options open if down the road you want to qualify to borrow money
to purchase a property.
Real estate can build significant wealth, but it does not happen overnight. It takes time to build up a portfolio that
will help you leave your job one day and never look back. It’s all about picking a strategy and having a plan that will
create wealth over time.
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Ever heard the saying:

It wasn't on SOCIAL MEDIA,
did it really happen?

61

uncomp licate
R E A L E S T AT E

If your goal is to build a portfolio with many properties, you will quickly discover the following limitations:
Â Lenders will only allow you to go on title of a few properties before you have to look for private financing
Â You will run out of funds to provide down payments for property purchases
So, you may be asking what this has to do with marketing!
Â The solution to the limitations noted above is to partner with other people on projects. How to partner
requires some key steps:
Ð

The first step is being knowledge and understanding of how partnerships work and what type is
best suited for you.

Ð

The second is learning how to attract partners. This challenge can be solved by letting people
know what you do and by building relationships.

If you want to build a relationship, there are some key things to keep in mind:
Ð

Identify your ideal partner (reference attractive character).

Ð

Attract your ideal partner.

Ð

Build a relationship with your ideal partner.

Â There are many different ways to tell the world about what you do:
Ð

Website

Ð

Blogs

Ð

Video

Ð

Social media

At this point, you may be wondering how difficult this can be.
Attracting your ideal partner takes some forethought. It’s best to create a chart that goes through the things you feel
are the desires, needs and wants of your ideal partner to ensure you tell a story that appeals to someone. You want
to be seen as someone that is appealing, trusted, genuine and knowledgeable.

Design
your ideal partner guide
DESIGN YOUR IDEAL JV PARTNER
Click the button to access your Ideal Joint Venture Guide
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An example of this is as follows:
What doesn’t work ?
Telling people you have a property available that will make great double digit returns and expect
someone to jump up and say I'M IN!!!
Why this does not work?
A. People don’t know who you are; why would they trust you.
B. FSRA (Ontario’s financial watchdog) does not like people quoting returns. It is imperative you
understand the guidelines concerning what you are allowed to say when you post about
returns, etc.
More on this shortly.
What does work?
You want to build interest and trust, let people get to know you and then build trust... Example
Social Media Post: I’m in the middle of completing my next project and just found out I need to fix a
leak in the basement. We always run into unforeseen things, but that’s the life of an income
property owner. Do you have any stories to share?

BELOW ARE SOME EXAMPLES OF MARKETING IDEAS.
> Mail We Buy Houses to mailboxes (known as Yellow Letters)
> Mail Postcards to homeowners asking if they'll sell
> Market Ads for motivated sellers
> Network and ask if anyone knows people selling
> Knock on doors and speak to homeowners
> Call or email the contact of 'for rent ads' (ie. Kijiji) ask if they owner would be willing to sell
> Drive around and look for properties in need of TLC and contact the homeowner
> Provide a referral fee to people if they find sellers ( ie. mail delivery people)
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Finding joint venture partners can often seem like the elusive white unicorn.

When you get started in real estate, you hear about other people creating partnerships on real estate projects. It
almost seems easy to do, and it can be a very appealing strategy until you start to search for partners.

We were once in the same positioning, wondering why we couldn’t find partners, thinking other
people do this, so why don’t people respond to our deals?

The secret we discovered was to follow some simple guidelines:
Â Building Relationships, Build Trust
.
Â Show people your value

.

Â Then... invite people to the opportunity.
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Getting started requires a lot more patience than you may realize. The key is to learn the fundamentals and how
to apply them and be prepared to showcase your value add. You will find that having patience and sticking to your
journey will give you many happy returns.
Fundamentals
Â Who is your ideal partner?
Â Make connections.
Â Build relationships.
Â Share stories and experience with real estate (not the deal and numbers).
Â Invite the opportunity.
The key is to build relationships; this typically takes time.
Since you’re not only getting to know a potential partner but you’re also building trust and confidence, you will have
to nurture the relationship over time.
There are strategic ways to reduce the timelines that attract a partner to a deal; however, it requires a little more
advanced marketing and strategic thinking. You may see deals posted on social sites showing some property info
returns and assume that’s all you need to do; this is not correct. If you do not follow some simple guidelines, you
can get yourself into trouble.
There are some fundamental rules you should follow to avoid the potential of running into legal issues with something
called the FSRA (Financial Securities Regulation Authority). Unless you are a licensed broker, agent or exempt market
dealer, it is highly advisable to avoid doing the following
Â Do not state or guarantee returns, interest rates, percentages or how much money someone will make.
Â Do not post opportunities or deals (properties) you do not own to attract investors.
Here’s a guideline.
Advertising to find investors or joint venture partners requires a license to sell or trade. However, if you are seeking
networking and meeting potential partners, you can discuss an opportunity with them once you have built a relationship
with them.
So, build relationships and get to know people first!
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Various Types of Partnerships
Promissory note
Promissory note is a financial instrument that contains a written promise by one party (the note’s
issuer or maker) to pay another party (the note’s payee) a definite sum of money, either on-demand
or at a specified future date.
Title holder
Title holder is a person or company with a right to enforce a mortgage loan agreement. The mortgage
loan may consist of security interest and/or a promissory note, which is the actual mortgage or, in
some cases, additional documentation such as partnership agreements, declaration of trust, etc. The
mortgage holder is the person with the legal right to enforce repayment under the notes or power of
sale under the security interest.
Joint Venture
An entity created by two or more parties, generally characterized by shared ownership, shared
returns and risks, and shared governance. Companies typically pursue joint ventures for one of four
reasons: (a) to access a new market, particularly emerging markets; (b) to gain scale efficiencies by
combining assets and operations; (c) to share risk for significant investments or projects, or (d) to
access skills and capabilities.
When two or more entities come together to an understanding of a specific action or purpose, then
it is known as a joint venture. When that purpose is completed, the said joint venture shall end as
it is temporary. In contrast, the partnership is an understanding amongst its partners for a common
goal and has a separate status, which is more permanent.
Private mortgage
Private mortgage is a short-term loan that uses your home as collateral. Generally, the term on
a private mortgage usually ranges from 1 to 3 years. Private mortgages can be a good option for
homeowners, especially if you don’t qualify with conventional lenders.
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Co-venture partnerships
Co-venture partnerships in a business project or enterprise are undertaken jointly by two or more
companies, each sharing in the capitalization and any profits or losses.
You may be wondering if equity RRSP and TFSA’s can be utilized for a partnership. It’s a great question and requires a
comfort with the various ways deals can be structured,
Here are a few basic starting points you need to understand.
Dead Equity.
This is the equity available in a property that is not being used. As an example, a Home Equity Line of Credit (HELOC)
provides access to equity and can be invested to create a partnership with and generate exceptional returns.
RRSP/TFSA
This is a great alternative to create partnerships with people. It creates safe secure and predictable returns
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I’m sure some of you have heard horror stories about tenants not paying rent or leaving a property with thousands
of dollars in damages.

What’s important to remember is that knowledge and learning from others will help you overcome some of the
challenges already experienced by more seasoned investors.
What makes a good tenant is not a trick question, and there is a system you can use to select your ideal tenants.
The process requires guidance and an understanding of credit and key indicators. Just because someone has gone
through bankruptcy or consumer proposal doesn’t mean they are a bad tenant. Similarly, assuming that someone
who drives a high-end vehicle and has a great credit score does not necessarily make a good tenant either.
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The key is to use a guideline and follow a known process to select your ideal tenant. There are various ways of
choosing a tenant and many different opinions on this topic. We intend to inform and help guide you to make an
informed decision on the process you will use to select tenants.
There are two fundamental decisions:
Â Property manager
Â Owner operated
If you decide to use a property manager,
you will want to research known property mangers in your area and ask other investors who they use. It also
advisable to interview property managers to get a sense of their process and ensure they align their business
with your values.
,
If you decide to be an Owner Operator use a process,
it is best to do some research and implement known steps that have worked for other investors. To help
provide some guidance, we have included a starter package.

Ideal Tenant Starter Package
CLICK THE BUTTON TO ACCES YOUR STARTER GUIDE
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It’s a Great Deal, I’ll Just Buy It?

One of the most important aspects of the property purchasing phase is understanding why you’re buying a property
and what you intend to do with it. When you have a good grasp of your exit strategy, it helps you determine what
type of property is best suited. An exit strategy essentially is what you intend to do with a property when you sell it.
Do you want to …
Â Make money quick? Then wholesale or a flip may be the right strategy.
Â Hold for long term benefits and monthly cash flow? A multi-unit may be best.
Â Live in it and pay down the mortgage? A duplex or triplex where you live in one unit may be best.
Â Help someone with home ownership? Rent-to-own property may be ideal.
Â Build a partnership and renovate? A renovation project may be the better match.
These are just a sample of the various exit strategies.
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The exit strategy is a term used to encapsulate what the real estate investor will do with the investment property.
Some wise advice is to plan an exit strategy before even purchasing an investment property.

Things that can cause chaos:
9 Remember to update your insurance provider when you make improvements to your property.
Imagine renovating and improving a property lifting its value $200,000 or greater. You forget to
update the insurance company; there’s a fire, and you want to claim the new value… good luck.
9 Always check zoning before purchasing a property to ensure it can be converted to the type of
property you desire. In some cases, people may list a multi-unit building for sale; however, they
may not be legally zoned for that type of use. In this situation, you can apply to the city, but that
does not guarantee they will allow that type of property. Example – Purchased a triplex, but did
not verify the zoning, and discovers that the appraisal shows zoning for a duplex when the owner
applies for refinancing
9 Don’t go into a deal assuming you are qualified for a mortgage based on pre-approval, and waive
finance conditions. Ensure you have a formal commitment letter from your lender before waiving
the condition on financing. At the very least, have a condition for obtaining financing within five
business days. Be sure that your mortgage broker knows everything about your financial situation
– there cannot be any surprises that may kill the deal. If there is an issue, it is better to find out
upfront (if you have a good broker, they will ask all the right questions).
9 Be sure your calculations are correct. Ask for verification from the seller of things like property
taxes, utilities, zoning, building permits, rents and insurance when you’re planning to put an
offer on a property.
9 It is imperative to keep a reserve of funds in case of emergencies. As an example, here are some
items that may occur: vacancies, furnace and water heater repairs, and flooding and roof repairs.
It is advisable to keep at least three months’ worth of rent in reserve if you need to deal with the
unknown. There are always surprises, so be sure you have room in the budget to handle them and
still make your property cash flow.
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So What’s Next?
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If your ready to take action, visit our site and join in with the conversation, meet other like-minded individuals
and ask questions.
:

FIND US ON SOCIAL

Keep in mind we have more information available to help you get started. Access the materials we
reference in this guide and move towards buying your next income property.

- THEY ARE ALL FREE .

Fast track your approach and generate results

LEARN MORE ABOUT US

We wish you great success in your future endeavors,
whether it is real estate or otherwise.
www.sentryrei.ca
info@sentrypropertygroup.ca,
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Disclaimer for Sentry Property Group Inc.>
If you require any more information or have any questions about our site's disclaimer, please feel free to
contact us by email at info@sentrypropertygroup.ca.
Disclaimer for Sentry Property Group Inc.
All the information on this eBook - is published in good faith and for general information purpose only. Sentry
Property Group Inc. does not make any warranties about the completeness, reliability and accuracy of this
information. Any action you take upon the information you find in this eBook (Sentry Property Group Inc.), is
strictly at your own risk. Sentry Property Group Inc. will not be liable for any losses and/or damages in
connection with the use of this eBook.
The links to other websites do not imply a recommendation for all the content found on these sites. Site
owners and content may change without notice and may occur before we have the opportunity to remove a
link which may have gone 'bad'.
Please be also aware that when you leave our eBook, other sites may have different privacy policies and
terms which are beyond our control. Please be sure to check the Privacy Policies of these sites as well as
their "Terms of Service" before engaging in any business or uploading any information.
Consent
By using our eBook, you hereby consent to our disclaimer and agree to its terms.
Update
Should we update, amend or make any changes to this document, those changes will be prominently posted
here.
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