


Praise for Jim & Jamie Sheils

“My company has invested over $40 million into real estate deals 
with Jim’s Team and has had great success. I also consider him one 
of my top advisors when it comes to living a legendary family life. 
He’s a crowd favorite at our annual event.”

Don Wenner, DLP Capital

“Southern Impression Homes helps White Coat Investors knd 
new construction turnbey homes that they want to invest in. 
There’s a whole lot of di-erent ways to invest in real estate, and 
everyKody’s bind of got to knd their place on the spectrum. Some 
people libe to beep it very, very passive. The nice thing aKout a new 
construction turnbey home is that it’s bind of in the middle of 
the spectrum. It allows people to get all the Kenekts of completely 
owning the home, while beeping the ownership as passive as possix
Kle. Let’s Ke honest doctors are Kusy so a new construction turnbey 
option is a great solution for many of them.”

Jim Dahle, White Coat Investor

“I have bnown and worbed with Jim Sheils for the last eight 
years. He is a talented, hard worbing, successful real estate investor. 
When I krst met him, he was worbing to mabe ends meet. Through 
perseverance, a great partnership, and shrewd investments he is 
successful and still growing. His Kusiness Krings integrity and 
commitment to doing the right thing for the people who invest 
with him. I would Ke happy to communicate further if needed.”

&eith Cunningham, &JC Investments
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“If you pull the trigger now, you can start getting the taG Kenex
kts now and counting appreciation. That’s what we knally did and 
now we’re going to set ourselves up to Ke completely independent 
going forward.”

David N jina Yelson

“Don’t hesitate, Aump in. !ou Aust need to start.”
–mina joodwin

“Jim and Jamie’s Passive Income Playbook has changed our life 
for the Ketter. The real estate investments we’ve made through 
their Kuildxtoxrent program has accelerated our passive income 
to help give us the space to enAoy our family lives to the fullest. 
We’ve participated in their family masterminds. My wife, Camron, 
is part of their realtor referral program. Jamie even helped coach 
her through her last pregnancy. They’ve opened up their immense 
rolodeG of personal and Kusiness contacts to us. –Ksolute game 
changers and some of my favorite people to worb with.”

–dam Hamilton

“I Aust want Koring stu- that doesn’t tabe up my time. Yew 
construction has Keen really good and didn’t create a second AoK 
for me. –nd that’s as important as the knancial returns. It’s a really 
eGciting, Koring investmentR”

Tom Tousignant
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“Jim B I am overwhelmed and grateful for you investing the 
rhythms into my family.  To call it gamexchanging is an understatex
ment. !our teaching and encouragement has impacted my family’s 
life forever. Thanb you.”

John "uhlin

“Jim and Jamie have the Kest actions and principles I have ever 
seen for entrepreneurs with family. Ey Kuilding "hythms into our 
weeb, we now have more time, more connected conversations, and 
a relationship that is Keyond what I ever thought possiKle.  My 
family life is richer than I could have ever dreamed.”

"icb Sapio

2This might sound harsh B Kut I Kelieve our traditional educax
tional system is letting us down. 1ven though my family lives in 
one of the top school districts in the country Kut I truly cannot 
say with conkdence my bids are learning the most important sbills 
for the 'Fst century. Learning from Jim and Jamie, weOve started 
applying bey concepts and ideas in our family to develop deeper 
Konds, connections, and shared values. I highly recommend their 
worb.2

!anib Silver, ?ounder of MavericbF000 and –uthor of 1volved 
1nterprise
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2Jim N Jamie Sheils have Keen regular contriKutors at our ?amx
Kundance ?amily Mastermind events and, each time, they Kring 
deep wisdom and value to our families.  They not only gave us 
the wabe up call we needed aKout how important it is to cherish 
the limited time we have with our family, Kut they provide pracx
tical methods and tools that can Ke immediately implemented for 
meaningful results.”

Mibe McCarthy

“I initially met Jim and Jamie through the worb they were 
doing with entrepreneur families. I was so impressed with their 
EuildxTox"ent venture that I invested in, I ended up douKling 
my investment. I encouraged family memKers to invest in their 
EuildxTox"ent program. @ur returns have Keen eGcellent”

David Phelps, ?reedom ?ounders
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Foreword

I  bought my rset homw nhwa I n2e 3.k 

I n2e nosilag la sw2, wet2twd 2a’ If’ ,w2saw’ waough to iaon 
th2t swatlag voswAws ’l’aft m2iw ewaewk pe 2 youag 2gwatd I 2,eo 
bw,lwAw’ th2t lv I n2e golag to ew,, houewed I ehou,’ Ssob2b,y ona 
oawd took

ctl,,d lt n2e thw blggwet SusTh2ew If’ wAws m2’wd 2a’ I n2e ’olag lt 
2,oawk —o m2iw lt nosid I voua’ 2 S,2Tw nlth 2 b2ewmwat 2S2stmwat 
I Tou,’ swat outk —h2t sw,lwAw’ eomw ov thw SsweeuswFthw b2ewmwat 
moawy tooi thw etlag out ov thw mostg2gwd 2a’ I e,wSt 2 ,ot bwttws 
2e 2 sweu,tk

:os 2 yw2sd th2t n2e Sswtty muTh 2,, lt n2eB eomwoaw la thw 
b2ewmwat hw,Slag S2y thw bl,,ek 

Wy thw vo,,onlag yw2sd I n2e vww,lag mosw Toar’watk jhwa 2 
elml,2s SsoSwsty T2mw oa thw m2siwtd I zumSw’ oa ltk cu’’wa,yd I 
h2’ tno homwe 2a’ thsww twa2atek

—h2tfe nhwa wAwsythlag Th2agw’k jhwa I et2stw’ T2ehlag thoew 
awn swat ThwTied I sw2,l-w’ I n2eaft zuet gwttlag hw,S nlth thw bl,,e 
vsom 2 guy la my b2ewmwat 2aymoswk —h2t swat moawy n2e incomek 
I h2’ 2 business.
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jh2tfe moswd th2t moawy ehonw’ uS wAwsy moathk I n2e 
ra’lag euTTwee 2e 2a 2gwat la thoew w2s,y ’2yed but Tommleeloae 
etl,, nwat uS 2a’ ’onak If’ h2Aw goo’ moathe 2a’ aotPeoPgoo’ 
moathek Wut th2t laTomw ehonw’ uS ,liw T,oTinosik Wwttws etl,,d lt 
ehonw’ uS wAwa lv I ’l’aft.

—h2t n2e nhwa I really ua’wsetoo’ S2eelAw laTomwk pa’ IfAw 
awAws ,ooiw’ b2Tik 

IfAw 2,n2ye bought vos T2eh Jonk I awAws bw,lwAw’ I Tou,’ tw,, 
lv sw2, wet2tw A2,uwe nwsw golag uS os ’ona la thw ehost suak I 
’oaft thlai 2ayoaw T2ak Wut lv thwsw n2e laTomw Tomlag la w2Th 
moathd thw A2,uw ov thw SsoSwsty ’l’aft m2ttws muThk Iv my swat2, 
SsoSwstlwe nwat ’ona la A2,uwd If’ etl,, gwt thw e2mw S2eelAw laTomwk 
—h2t g2Aw mw 2 ewaew ov vsww’om la 2 n2y th2t nosi 2a’ othws 
laAwetmwate ’l’aftk pa’ th2t vsww’om matteredk

V2eelAw laTomw h2e 2,n2ye bwwa 2 mw2ae vos mwd aot 2a wa’k Itfe 
2 too,k Itfe 2,,onw’ mw to ,lAw thw ,lvw I n2at 2a’d moet lmSost2at,yd 
to voTue oa thw sw,2tloaehlSe th2t m2ttws moetk 

Ia th2t n2yd Rlmd R2mlwd 2a’ I 2sw ila’sw’ eSlsltek IfAw Aleltw’ 
thwm 2t thwls homw 2a’ tousw’ thwls SsoSwstlwek IfAw ’slAwa p—Ge 
thsough thw ToaetsuTtloa so2’e ov thwls awnwet ’wAw,oSmwate 2a’ 
eh2sw’ mw2,e 2soua’ thwls t2b,wk Wut nh2t nw eh2sw moet le thw 
bw,lwv th2t people are what matter. xw,2tloaehlSe 2sw thw weewaTw ov 
nh2t lt mw2ae to thslAwk 

—h2t bw,lwv le nh2t ,w’ mw to ToPvoua’ Mobua’2aTwd thw TomP
mualty vos hlghP2ThlwAlag watswSswawused wHwTutlAwed 2a’ thought 
,w2’wsek Itfe iwSt mw ToaawTtw’ to my v2ml,y 2a’ my Swwsek pa’ ltfe 
2,,onw’ mw to ,lAw 2a laTsw’lb,y slTh ,lvw r,,w’ nlth 2’Awatusw 2a’ 
bwet ov 2,,d SwoS,wk
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I n2e vostua2tw to ’leToAws S2eelAw laTomw w2s,yd 2a’ ltfe m2’w 
thw moet lmSost2at thlage la my ,lvw Soeelb,wk Cy hoSw le th2t thle 
booi ’owe thw e2mw vos youk 

ct2y ToaawTtw’d
V2t 2lb2ad 3oP:oua’ws ov Mobua’2aTw





Before we get started…

Hi! 

Before you dive in, we’ve created an entire toolbox of resources 
to help you use our blueprint to generate passive income and build 
your legendary family life.

It’s all free and all yours. 
Just visit jjplaybook.com or scan the code below!
—Jim & Jamie

https://jjplaybook.com/




Introduction

A  few years ago, we loaded our family into an RV the size of a 
small school bus and hit the open road.

For a family of seven, we’ve seen a lot of adventure. Thanks 
to the success of our approach to passive income, we’ve been able 
to travel the world, homeschool our kids, live in the tropics, and 
remain incredibly connected as our children grow into adulthood. 

Still, this trip felt special. We were headed north from our home 
in Florida toward Canada, but we’d planned a special stop along 
the way. I’m an East Coast kid—I grew up in New Jersey. Traveling 
by RV would let us revisit my roots, spending time with one of my 
oldest friends, who had also been the best man at our wedding. 
This wasn’t just a vacation but a chance to connect on multiple 
levels. 

“How the hell…”

We pulled our rolling family sideshow into New Jersey just in 
time for Fourth of July celebrations. It was a beautiful weekend of 
barbecues, slow summer days, and great friends.
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One afternoon, I struck up a conversation with a new acquain-
tance about my age. I’ll call him Alex. 

We stood together, two dads having a beer, watching kids 
scream and run in twenty di(erent directions across the lawn. I 
pointed out ours )four of them at the time, now Hve“. ?e pointed 
out his. 

Then he pointed past the mayhem toward our RV in the dis-
tance. 

”That yoursBM Alex asked.
”We drove up from Florida,M I said.
”Nice way to spend a week,M he replied.
I opened my mouth—and then I closed it again.
The truth was we weren’t out for a week. We’d already spent a 

week in the Outer Yanks. From here, we were headed north into 
:aine, then on to Nova Scotia for another month. All told, we’d 
be gone for a good chunk of the summer.

I realized he was waiting for me to speak. 
”This is week two of six,M I admitted. 
This time, he was the one who opened his mouth—and then 

closed it again. I could tell he was surprised, but in the beautiful 
chaos of a family picnic, we never Hnished our conversation. 

I had forgotten the moment until I overheard Alex talking to my 
childhood friend the next day. 

”What does that guy doBM Alex sounded incredulous. ”?ow the 
hell can he take a six-week RV trip with his familyBM



INTRODUCTION 9

A wave of emotion moved through me. We had dedicated our-
selves to building what we had come to call a legendary family life. 
?is question validated so much of our approach, and I felt both 
grateful and proud.

Yut what I felt most was curiosity. Alex sounded almost resent-
ful. Yut whyB ?e was successful—a trip like ours wasn’t Hnancially 
out of reach. •et here he was, asking how do you do it all?

That question would follow me from New Jersey north to 
Canada and then all the way back home again. 

Eventually, it would lead to this book.

When Winning Becomes Losing

In our years of helping families build lasting bonds, we’ve met a lot 
of people like Alex. They share a set of characteristics/

#Through good luck and hard work, they’ve reached a level of 
Hnancial comfort and professional success.

#The more success they Hnd, however, the harder it seems to be 
to make time for the most important things in life—in particular, 
family relationships. 

#Their e(orts to change that, often through real estate or other 
seemingly passive investments, have failed to deliver or turned out 
to be second jobs. 

#They’ve woken up to realize that life is passing. Their time with 
their kids—what we call the 18 Summers—is disappearing faster 
than they ever thought possible.
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All of that is one scary combination—the stu( that wakes you up 
in the middle of the night, wondering why does all this winning feel 
like losingB It’s a paradox that plagues almost everyone at a certain 
point.

At the heart of this winning1losing paradox is a sense that time 
and money are connected like a see-saw—more of one seems to 
leave less of the other.

 
#:ake a great living for your familyB Sure. But you won’t have 

time for them.
#:ake time for family adventureB Sure. But you’ll be broke. 

Alex, like so many people, was feeling that dilemma. Time and 
money in his world were inversely related. Our life, for him, didn’t 
add up.

At some point during that RV trip, I realized that while I was 
incredibly proud of how we gave people the tools and strategies to 
put family Hrst, we’d never really answered Alex’s question.

?ow did we do it allB
This book is the answer.

Walking the Talk

:y wife Jamie and I are best known as the authors of The Family 
Board Meeting. When the book landed at 30 on the Wall Street 
Journal bestseller list, it conHrmed what we had heard for years/ 
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successful entrepreneurs and busy professionals need a way to connect 
deeply with family before time runs out. 

That book and our equally powerful way for spouses to con-
nect )Date Night With a Question) form the core of what we call a 
legendary family life—a process and a set of values to deeply and 
permanently connect families. Some DPP,PPP people now use our 
simple tools and systems to create their own legendary family lives. 

:ore important, I like to think we walk our talk. In just the last 
few years, I’ve/

#Taken several four-to-six-week family adventures to places 
around the world

#&onated a kidney to my father and provided the Hnancial 
resources to help make it happen

#?elped retire my parents and provided a monthly stipend to 
support their lifestyle

#?elped start an alternative middle school for my sons to at-
tend, including buying the building to house it 

#Lerformed service work in three countries and supported sev-
eral charities

#Wrote a bestselling book ! created a family education 
company

#?elped hundreds of thousands of entrepreneurial families 
worldwide through our retreats and workshops

#Fostered two young children through the pandemic
#Cived in Costa Rica for four months annually
#?ad a date night with my wife almost every week for many 

years
#?it the beach almost every morning )I’m still surHngD“
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What we’ve never done, however, is share how we pay for all of this.

The Three Challenges You’re Facing

This book is for one very speciHc group of people/ those who want 
the time and Hnancial freedom to lead legendary family lives.

If that’s you, then my guess is you’re facing these three chal-
lenges/

1.You want to buy back your time. The most common 
sentiment I’ve heard from the many thousands of people we’ve 
spoken to is that time has become scarcer than money. •ou likely still 
see the value in your professional life, but your goals are changing. 
You don’t want to stop working. You want to stop missing out.

2.You don’t want more work. •ou need to disconnect time 
and money in your life in a way that doesn’t feel like you’re making 
things worse. You don’t want a second job. You want a second chance.

3.You’re interested in real estate but don’t want to get 
burned (again). Anyone seeking passive income usually Hnds 
their way to real estate. Yut they often Hnd their way to heartache, 
too. The reality television shows make it look easy, but it almost 
never is. You don’t need a reality show. You need a real solution.

If those challenges resonate, then you’ve come to the right book.
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The Road Ahead: How vs. How Much

I’ve never forgotten my conversation with Alex. It led to this book, 
but it also Hnally drove home for me the idea that our approach to 
Hnancial and time abundance works. It really is possible to create 
wealth and remain deeply connected. It’s possible to lead a leg-
endary family life—one in which winning Hnancially doesn’t come 
at the cost of your health, happiness, and relationships.

Yut I also know that it takes intention and it takes a plan.
Our goal is to give you both of those. 
We’ve learned )the hard way, as you’ll see“ that the secret to 

living a rich, connected life isn’t what most people think it is. 
Legendary family lives are built on how money is gener-

ated, not on how much.
If you feel like you’ve made a living for your family, but you’re 

not quite sure if you’re done making a life…then this book is for 
you. 

To your legendary family life,
- Jim ! Jamie









CHAPTER ONE

The First 2 Laws of Passive 
Income

W hy There Never Seems to Be Enough Time.

When I was a kid growing up in New Jersey, my mother kept 
a greeting card on the corner of her dresser. On the front, an 
attractive couple dressed in white walked the sand of a beautiful 
beach in the Virgin Islands. 

My dad gave that card to my mom. Inside, he had written:

This will be us someday. 
We’ll travel to these places 

and spend time together as a family.

The world, however, had other plans. 
My dad worked hard. He was always the salesman. But he 

never seemed to catch a break. He sold electric typewriters—just as 
computers were on the rise. He worked commission sales—just as 
the recession hit. He started a business—just as the products went 
out of style. 
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Through it all, he struggled with money. 
Over time, the card on my mom’s dresser faded, and the dream 

did, too. We never took that trip to the Virgin Islands, spending 
most of the long winters in New Jersey instead. My parents never 
dressed in white linen or walked that beach. 

It wasn’t for lack of desire. My dad was a kind man, and I know 
he meant those words. I respected him deeply. What held him back 
was the lack of freedom and “nancial resources to bring the words 
to life.

I watched my father miss out, but I was determined to live the 
way that he only dreamed of. If we only get one shot at this life, I 
was going to live ”someday? today.

But how9
My dad had always encouraged me to run my own business. To 

go my own way. But I’d watched him fail trying to do just that. 
How was I going to avoid following in his footsteps9

The 5 Ways Real Estate Makes Money

I had learned that the three ways to become a millionaire were to 
own stocks, to own a business, or to own real estate. The more I 
read, the more people I spoke to, the more often real estate seemed 
to come up as the best of the three.

I had heard that 0%R of millionaires made their money in real 
estate, and it seemed to crack the code I was trying to decipher. It 
was a way to run your own business like my dad suggested, but it 
also oFered a way to live the life my parents never could. 
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Ueal estate, I was learning, made money in a lot of ways. (ive of 
them, by my count:

1.Appreciation. Ueal estate was an asset that rose in value over 
time.

2.Leverage. )nlike most other assets, like stocks, you could 
buy a lot of real estate for very little money.

3.Debt paydown. Over time, someone else Da tenantx could 
pay oF that real estate.

4.Tax beneCts. -epreciation, interest deduction on debt, e!$
changes—there were a lot of ta! advantages that were speci“c to 
real estate.

5.Fash …ow. Ueal estate could put money in your pocket every 
month2

The previous year, I’d made about 4L…,%%%, and every dollar 
felt like a grind. The idea of more money—no matter how it 
arrived—seemed like a win to me. (ive ways of making money just 
had to be better than one.

That’s when the seeds of my real estate dream were planted. If I 
could just buy one property, I thought, wouldn’t that be something?

Aater that year, I found my opportunity. It was a triple! not far 
from where I lived. I knew the area well, but I was sweating buckets 
when I put in the oFer. It was almost seven times my salary2 I’d 
never seen that much money, never mind spent it. When the oFer 
was accepted, I had a small moment of panic1 then I dove in. 

zlmost right away, it was a huge success. znd just like that, I 
was making money in real estate2
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Naturally, my dream began to grow. What if I could buy three 
properties ne!t year9

Three, of course, was a lot for a guy with no money. I began to 
look at foreclosures, which were a lot cheaper and the sellers more 
motivated. 

I found someone to help “nance the deals with just P%R down. 
I’d ask the seller to pay the closing costs and roll it all into the price 
and mortgage. That meant we’d only need to come up with a few 
thousand dollars to buy a house. We could buy a property, qip it, 
and make ten thousand dollars. 

We bought three that year, just as I’d hoped.
I started to think, what if I could buy one every month?
znd so on. 

IlipmIlop

zt that point, it was clear I was starting to make money. In the back 
of my mind was that greeting card on my mother’s dresser. That 
unrealiCed dream. I’m going to do it differently, I thought.

znd I was. But I was also working hard. (lipping was a grind. 
Over and over, I’d hustle to buy and sell a property. Then, I’d watch 
the new owner put tenants in the house and start collecting rent 
every month. 

Wait a minute, I thought. zll those qips I had done—where 
was that money9 What did I have to show for it9 

I looked back at the “ve ways real estate makes money. That’s 
when it hit me: they only worked if you held the properties.
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1.Appreciation. We weren’t holding long enough for the mar$
ket to rise. zny appreciation I got was from all the eFort that went 
into the qip.

2.Leverage. We were leveraged, but qipping was uncertain. We 
were never sure if I’d gotten it right until we sold. Every ounce of 
leverage meant more stress.

3.Debt paydown. There was no tenant paying our mort$
gage—we were paying it out of pocket until we could get the 
property sold.

4.Tax beneCts. Most ta! advantages really only stacked up in 
the long run.

5.Fash …ow. zll of our properties were under renovation from 
day one. We had negative cash qow, and then we sold them for a 
one$time payout.

I couldn’t believe it. Not only was I missing out on almost all the 
bene“ts of real estate, but every time I sold a house, I was starting 
over2

The Active fncoPe Trap

Work, flip, repeat. I was making more money, yes, but I was grind$
ing. I wasn’t walking the beach any time soon.

Uehabbing and qipping houses, I was learning, was active in$
come. It was another way to trade time for money. If I stopped 
hustling, stopped renovating, stopped looking for deals—the 
money stopped, too. zll the money was coming from what was, 
in eFect, a second job. 
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That moment was more than a lightbulb coming on. It was 
like a bucket of cold water. This is why my dad never reached his 
dreams. Even when he tried to make his own way, my father had 
been stuck in an active income trap. To make more money, he 
always needed more time. 

znd to make enough money to live out the dream on the card 
he’d given my mother9 That would always take more time than he 
had.

If I followed my dad’s path, there would never be enough time.

The Two Laws o’ 0assive fncoPe

Instead of active income, I realiCed I needed passive income. •assive 
income oFered freedom through two key characteristics:

1.ft takes very little e-ort. If you have to show up to get paid, 
it’s not passive. If income reEuires ongoing work on your part, it’s 
active income, not passive. Ueal estate typically generates passive 
income in the form of rental income. 

2.ftHs predictable. •assive income is also stable income. If an 
income source varies wildly from month to month, two things 
happen. (irst, you start to worry about it. Second, you begin to 
work to maintain it. Worry and work are for active income, not 
passive. Ueal estate is an e!cellent way to build predictable cash 
qow. 
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Passive income must meet two key criteria
zs long as it didn’t break those rules, income became passive, 

giving it a near$magical ability to disconnect time from money. It 
was a way to break out of the cycle my dad had always been stuck 
in.

(inally, I understood why every mentor had been telling me 
to hold real estate. Holding properties instead of selling them 
unlocked the full range of real estate bene“ts. It would give me 
income each month that reEuired less eFort and was more pre$
dictable than qipping.

I, of course, was doing the opposite. 
My current real estate strategy took a lot of eFort, and it was 

unpredictable. It was worse than a second job. If I changed my 
approach, I could not only replace the income from my job, but 
I could count on that money. It would come in whether I showed 
up at work or not. 
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That was the turning point. That was how I would live the way 
my dad had dreamed of. It was how I would get the beach, and the 
freedom, and the family time. True passive income was my ticket 
to a legendary family life. 

The 1uuK1o2se Mission

I now had a new mission. I was staying in real estate, but I was 
going to change my approach. Instead of qipping, we’d hold prop$
erties. 

The “rst task was to learn how to be an investor, not a qipper. I 
was always keen to learn, and I loved to study how other people had 
become successful. I kept hearing about something called ”The 
P%% House Flub.? If you could get 100 properties, the idea went, 
you were set for life. The passive income would pay your way, and 
over time, you’d become wealthy. 

I became “!ated on the idea. Just get 100 houses. Just get 100 
houses. That was my mantra.

The trick, however, was that the market was becoming compet$
itive. Buyers were showing up in my part of Falifornia from San 
(rancisco and A.z. and bidding homes up to well over value. They 
were closing with no conditions. The high prices meant there was 
no cash qow. No cash qow meant no passive income. 

zt that rate, I’d either never get P%% houses, or they’d bankrupt 
me, so I started looking out of state. 

Someone suggested northeast (lorida. I’d always liked the East 
Foast. I grew up there, and we’d gone to -isney as a kid. I decided 
to check it out. 
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It was much better than Falifornia. Houses were cheap. To my 
P%%$house mind, it was the promised land.

I got to work. One hundred houses, and I’d have all the passive 
income I needed. I’d bring my family to that beach, just like my 
dad had always promised. I was going to have a legendary family 
life.

What I didn’t have was context.
No one told me that passive income was more complicated than 

it sounded in the books. znd certainly, no one told me, ”Hey, 
passive income can also destroy your life.?

So I kept going. I was chasing those P%% houses. No matter 
what.

Then, the conte!t arrived.
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Fhapter 1 3ey 0oints

GUeal estate makes money in “ve ways: appreciation, lever-
age, debt paydown, tax benefits, and cash flow.

GTo access all those bene“ts, you need to hold properties, 
not qip them. 

GOtherwise, real estate is active income, not passive. It’s a 
second job. 

G•assive income has two key characteristics: it takes little 
effort and is predictable.

GTrue passive income is what opens the door to a legendary 
family life.



CHAPTER TWO

The Third Law of Passive 
Income

H ow Passive Stays Passive

By 2007, I had well surpassed my 100-house goal.
I had left California feeling successful, but I arrived in Florida 

feeling like I’d found the land of real estate plenty! Here was a 
place with low prices, friendly tax and real estate laws, and eMortless 
…nancing. zy 100-house mission felt almostTeasy.

Too easy, I now realiAe. Rhe arrival of the subprime mortgage 
crisis made the 6aw in my plan abundantly clear. 

%s the market tightened, money dried up, the economy began 
to buckle, and things began to fray. Property values were declin-
ing. People stopped paying rent because incomes were dropping. 
3e…nancing became harder and harder. It was getting more and 
more dijcult to maintain the business I’d built.

Ro stay a6oat, I began selling some of the properties I still had 
in California. But values were dropping up to E08. 3ents were 
going down by $08. I went from expecting checks every month 
to writing checks. I was paying money 4ust to sell things!
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Lverything began to unravel. I was slowly, inexorably, losing it 
all. 

By 200:, I was over three million dollars in debt. zy net worth 
was deeply negative. I moved back in with my parents. Rhat year, 
I paid myself W—000. For the year. Rhat’s how broke I was. 

?ater that same year, I wrote an entry in my 4ournalU Down to 
$78.04. 

Lither something was going to change, or I was going bankrupt.

Back to the Grind

Rhat was one of the hardest periods of my life. Dhat made it 
harder was a single idea growing inside meU somehow, my drive to 
accumulate properties had caused this. 

zy 100-house dream had gone from being a boat sur…ng a 
rising tide to an anchor dragging me under. I knew that hard times 
are when the best lessons are learned, but I still didn’t understand 
where I’d gone wrong. %nd I was too concerned with survival to 
…gure it out.

Rhe next …ve years were …lled with a lot of pain.
I knew that the only way to stay alive was to keep doing deals. 

I had to grow my way out. Dhile we held on for dear life to our 
properties and protected our investors, I started hustling.

Rhe foreclosure market in Florida was growing in the wake 
of the subprime crisis, and I began buying foreclosed properties. 
%gain.
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Soon, I was buying ten to twelve foreclosures a month in part-
nership with brokers and private money. De’d close in a week for 
cash and renovate the homes.

Rhis time, however, I’d learned my lesson. Instead of selling all 
the homes, we’d sell half of them and keep the other half to rent 
for passive income. 

Lven as I write this, I can see how it might sound great on paper. 
Buying a doAen remarkably cheap properties a month with 1008 
…nancing“who doesn’t want that” 

%nyone who wants to have a happy and stable life, that’s who. 

The Third Law of Passive Income

Buying all those inexpensive properties might sound sexy, but it 
was hard. I was dealing with problematic contractors. (nexpected 
costs. )ijcult tenants. High turnover. 

Lventually, I stabiliAed our …nancial life, but I realiAed I was 
heading right back down the •100 doors at any costJ road. zy 
passive income was starting to feel very active. zy phone rang 
almost constantly. Rhere was a never-ending stream of issues to 
resolve. Rhis didn’t feel like the legendary family life I’d imagined.

I was still certain that real estate was the path to the life I wanted, 
but I knew something was wrong. Rhere had to be a better way. 

Rhe problem, I realiAed, wasn’t as simple as a mortgage crisis 
or a recession. Rhe economy would always be out of my control. 
Somehow, this wasn’t working. 

Ro truly understand where things went wrong, I had to go back 
to the basics. ?ike all the way back. 
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I remembered the two laws that de…ne passive incomeU

1. It takes little eMort. NRhat’s the passive part.q
2. It’s predictable. NRhat’s the income part.q

Break either of those rules, and passive income stops being passive. 
It either becomes active income, or it stops being income, period.

Dith that in mind, I went back and looked at all the hard parts 
of the crash through the passive income lensU

1.Dhy did my properties start taking so much eMort”
2.Dhy did the income become unpredictable”

Problem by problem, house by house, I dug for answers. %nd 
problem by problem, house by house, the answers were always the 
sameU my properties sucked. 

It wasn’t the most elegant discovery. %nd I didn’t like the way 
it felt in my gut. But it was true. 

I had bought a lot of bad properties in bad areas. I didn’t 
realiAe it, but they were. Dhen things started to get tough, those 
properties kicked oM a cascade of problemsU

V%s the economy shut down, people stopped paying rent, and 
vacancies began to rise.

Vzortgages didn’t care about the economy“there were still 
payments to make. 

Vzeanwhile, my cheap properties kept aging and needed more 
and more repairs. 
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VDith less rent coming in, there was less money to cover those 
costs.

V%s cash 6ow tightened, I had to do more and more work 
myself. Ouggling all the demands of many properties became an 
ever-increasing part of my day.

In other words, my passive income fell apart. Lventually, what 
I had was a second job that paid very poorly. %nd I had only been 
making it worse by buying more foreclosures.

Qot all of my properties were bad ones, mind you, and those 
told a diMerent story. Rhe few high-Iuality properties I had in good 
areas performed entirely diMerentlyU

VRhe tenants were less susceptible to sudden economic change. 
Rhey continued to pay rent, and there were fewer vacancies.

VRhe properties were in better condition and needed less main-
tenance.  

VRhe expenses I did have were more predictable. I knew exactly 
when the HJ%C would need repairs or a roof would need replac-
ing. 

VRhe end result was that the income reIuired less eMort and 
remained more predictable. 

Lven in a recession, my higher-Iuality properties maintained 
their passive income and much of their value.

Rhe real insight, I realiAed, was thisU
The key to passive real estate income is quality.
Passive income, I realiAed, stopped being passive when it wasn’t 

combined with quality. Passive income and Iuality were like con-
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4oined twins. Rhey need each other to survive and thrive. In all 
my education and study, no one had ever told me that without 
quality, I would eventually break the •rst two laws of passive 
income. 

Qo Iuality meantU

-LowQquality passive income eventually becomes active 
income. ?ow-level buildings, tenants, and neighborhoods reIuire 
high-level maintenance. Rhey take more time, more money, and 
more peace of mind. ?ow-Iuality income is active income. %nd 
active income is another way of saying job. If you’re like most 
successful people I know, another 4ob is not what you’re looking 
for. 

-LowQquality passive income eventually becomes unpreQ
dictable. Rhe low Iuality of the structures, tenants, and neigh-
borhoods makes them less resilient to changes in the economy, 
changes in regulation, changes in climate, changes in everything. 
Lvery hiccup threatens the cash 6ow or increases expenses. %t some 
point, low-Iuality income destabiliAes and simply stops being in-
come. 

Rhat’s when I understood. Quality was what unlocked passive in-
come. 

Rhe problem wasn’t that I was in real estate. 
It was that I was in the wrong kind of real estate.
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The Three Euality Alements

I had learned that Iuality is what keeps passive income passive. 
How, I wondered, could I improve the Iuality of my properties 
and income”

I began to break down the problems I was having and realiAed 
they fell into three Iuality areasU

1. Property. Rhe age and build Iuality of the home itself.

2. !rea. Rhe appeal and Iuality of the neighborhood the 
home was in. 

$. Tenant. Rhe stability and reliability of the people renting 
the home. 

Lvery problem I had was related to one or more of those Iuality 
elements.

Rhose cheap properties meant my turnover and vacancy rates 
were higher. 3ent payments were less predictable. Rhere were 
more issues with property damage and complaints. zaintenance 
costs and hassles were higher.

zy …rst thought was, •I can …x this.J Surely, I could improve 
the homes or screen my tenants more diligently.

But the more I thought about those three problems, the more 
I realiAed they were connected. 
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Kn my Iuest for 100 houses, I had bought the cheapest homes 
I could aMord.

VCheap houses cost more to run.
VCheap houses were often in less desirable neighborhoods. 
VCheap houses in bad areas attracted dijcult tenants.
%s long as I owned an eighty-year-old home, it was going to cost 

me more, no matter how much I worked on it. %nd I couldn’t re-
ally change the neighborhoods. %nd that meant I couldn’t attract 
diMerent tenants.

Rhose three Iuality elements, I realiAed, formed a three-legged 
stool. %s long as all three were present, a pro4ect could stand on 
its own three legs and deliver low-maintenance and reliable passive 
income.

But take away any single element, and passive income would 
falter.



THE THIRD LAW OF PASSIVE INCOME 35

High-quality passive income happens when all three elements 
meet.

Rhere was no way to solve 4ust one problem. I needed to solve 
all the problems. 

!n IdeaC

Rhat was the lightbulb moment. 
If I wanted true passive income“income that was both low-ef-

fort and stable“I needed to attach it to Iuality. Rhat was how 
I’d build an income that gave me both the time and the …nancial 
resources to lead a legendary family life. 

But if I truly wanted quality“in property, area, and ten-
ant“then I couldn’t keep focusing on old …xer-uppers. I needed 
something better.

From that moment on, when I wasn’t living the nightmare 
of terrible properties in terrible areas, I was dreaming of better 
ones. I imagined having a new property. Qo surprises. Predictable 
maintenance. High-Iuality tenants who stayed for years. zodern 
materials and modern building standards. Lnergy ejciency. Rhe 
list went on. 

Rhe more I lived out the drama of owning old homes, the more 
I began to dream of new ones. 

Imagine, I thought, building something specifically for renting. 
Qot buying some old home and converting it, but starting the 
way we intended to finish. Purpose-built. High Iuality. %ppealing 
homes in appealing areas.
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I had a building partner that we’d been working on and oM with 
for a few years“we’d sold them a few properties or vice versa. But 
we’d never really built anything together. Kne day, he came to me 
with an idea.

Dhat if we built our own”
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2hapter K )ey Points

VPassive income only stays passive if it’s connected to qual-
ity.

VLuality in real estate has three elementsU property, area, 
and tenant.

VRhe highest Iuality passive income is generated where all 
three elements meet.

VRhe best way to guarantee all three elements is in new 
construction.





CHAPTER THREE

The Power of New

R eal Estate 2.0 and the Build-To-Rent Revolution

It’s not as if I had never thought of building something 
new. 

Trust me, when you own lousy properties, you dream of shiny 
new buildings with perfect plumbing, kawless wiring, and roofs 
that don’t leaY. zou fantasiUe about unpluggable toilets and rooms 
where the walls actually meet at right angles. 

Pntil now, however, that had been nothing more than fantasy. 
Buying cheap properties was what I Ynew. Nrice was my big moti-
vation.

qow, I felt liYe I was seeing things through a new lens. Instead 
of simply seeing “uality as ”better buildings,• I began to see new 
construction as a better investment. qew construction, I realiUed, 
could solve the “uality issue at all three levels.

W:e could build new with materials and sYills we trusted.
W:e could choose the neighborhoods we built in.
W:e could attract great tenants who wanted a long-term rela-

tionship.
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That, in turn, solved the real problem1 creating true passive 
income. Income that was both low e5ort and reliable. 

That would let me create the legendary family life that my father 
had wanted but never found.

Real Estate 2.0

I was also starting to suspect that new construction might solve 
another challenge.

By 20—8, most of the foreclosure inventoryDall the homes that 
had been lost in the 200F crashDhad been bought. :e still wanted 
to Yeep growing, but we were struggling to Vnd properties. :hen I 
spoYe to other investors, the story was the same. Heals were getting 
harder to come by. Each dollar was buying less house and less rental 
income. 

But I felt there was something deeper at worY. jor a long time, 
real estate was a way of investing reserved for the risY-taYers and 
the wealthy. It had always been a powerful tool, but liYe stocYs, it 
hadn’t always been popular. :hen I started out, there were no TA 
shows or inkuencers teaching the world to buy rental homes. 

qow, it seemed liYe everyone wanted to be a kipper or a land-
lord. Things were simply more competitive. :hat had, at Vrst, 
felt liYe an economic problem was starting to seem liYe more of a 
seismic shift. 

I began to thinY of this as a new playing Veld. It was ”Real Estate 
2.0,• and it was deVned by a new set of rules1
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•More capital than properties. There were a lot of buyers 
with a lot of money chasing fewer homes. That was driving prices 
up.

•Smaller cash woUs. Naying more for properties meant mar-
gins were down. Returns were lower.

•dnprebictaYle conbitions. (ousing legislation, economic 
shifts, and interest rates were all unYnown factors. Pncertainty 
wasn’t new in real estate, but with smaller margins and higher 
prices, those risYs were harder to manage.

:hen I looYed at those changes, I started to see how building 
new properties could help. Building from scratch meant we were 
creating our own supply and would not be as sub!ect to supply 
issues. :e could also picY states that were landlord-friendly and ar-
eas that were attractive to great tenants. :e could create well-built 
homes with predictable costs. )nd in jlorida, where we were fo-
cused, we could build homes that were incredibly hurricane-resis-
tant. :e could choose higher ground, and build to higher stan-
dards. x) strategy that would be successful tested before long%?

:e could, I realiUed, even control interest rates to an eLtent by 
developing in-house Vnancing with rates up to 2S lower than most 
mortgage companies. 

In Real Estate 2.0, we could control quality at every level. )nd 
that meant we could control passive income.

,eahu Y…tT

Hespite all those reasons to try things di5erently, I was sYeptical.
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)ctually, I was more than sYepticalDI was completely against 
the idea% It seems craUy in hindsight, but at the time, I thought 
it was !ust too eLpensive to build. I was still in the ”get it cheap• 
mindset.

Hevelopment fees, for eLampleDcharges by a municipality for 
new constructionDfelt liYe throwing away money. ”:hy would 
we do thatM• I argued. ”Get’s get a place that someone else has 
already paid those fees on. Nlus, do you Ynow how eLpensive new 
materials areM•

I was using the same philosophy you might use to buy a car1 Vnd 
a used one that someone has already taYen the hit on. 

But that was the wrong philosophy. :hen you’re trying to 
build a fleet of cars, you don’t want a whole pile of crappy old 
sedansDyou want “uality you can build a business on. :hen 
you’re trying to build passive real estate income, you don’t want 
crappy old propertiesDyou want “uality you can build a life on. 

I should have realiUed that sooner. Instead, I !ust saw new con-
struction as too eLpensive.

jortunately, I was dead wrong.

Bime to -…ilb

Eventually, I agreed that we should build one rental property from 
scratch. The allure of a shiny new, well-built home was too attrac-
tive not to try.

Co we did it. 
)ndDit didn’t go that well. 
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The costs ran higher than eLpected. :e were used to patching 
up VLer-uppers with glue and string, not building a “uality dupleL 
from scratch. :e also made some bad choices with tenants. :e 
were used to renting older homes to less-than-ideal customers, not 
choosing long-term relationships carefully.

Ctill, we could see this build-from-scratch thing had legs.
I Ynew if we could scaleDdo moreDwe could get good at all 

the parts beyond !ust building. :e could create systems for tenants 
and maintenance and rent and all the other details of property 
management. 

4oreover, I thought we could VL the numbers. If we were 
building a lot of homes, we could buy windows by the thousands 
instead of by the doUen. :e’d save a pile of money on material costs. 
If we built houses the same, we’d be able to do more, faster, less 
eLpensively, and get the same or better “uality. 

Hoing all of that, of course, meant building a lot more homes. 
)nd building a lot more meant we needed cash. :e decided to 
start selling o5 the painful, low-“uality properties and using the 
proceeds to fund new construction.

Bhe -…ilbvtovRent Refol…tion

:e didn’t invent the idea of building new rental units, of course. 
Neople have always built apartment buildings and other mul-
ti-family properties. 

But we weren’t the only people discovering the Real Estate 2.0 
shift. 
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In the waYe the Qreat Recession, foreclosures had sYyrocYet-
ed. Nrivate and institutional investors could, perhaps for the Vrst 
time, buy residential homes at scale. jrom around 20—0, investors 
bought nearly a “uarter of a million single-family homes and 
turned them into rentals.

)s the supply of homes tightened, large investors went through 
the  same  process  as  we  did,  eventually  realiUing  that  rather 
than picYing over old properties that needed worY, they could 
build  properties.  Come chose to build entire communities  of 
build-to-rent homes and get the beneVt of scale. 

Coon, a new category was born, Build-To-Rent xBTR?, deVned 
loosely by1

W6hoosing single-family homes, dupleLes, or other designs with 
ground-level access

WHesigning smaller, median-siUed homes to Vll a growing need 
in the marYet

WBuilding homes in carefully selected communities to create a 
healthy balance of owners and renters 

W6onstructing at scale when possible, buying numerous inVll 
lots in great communities, or even building entire developments

By 2020, the BTR marYet had some of the lowest vacancy rates 
in the industry, and was a legitimate asset class in its own right.—
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Bhe -enegts oA a Barxeteb -BR Fpproach

W StaYle fal…ations. :e build median-siUed propertiesDtypically 
—O00 s“uare feet or less. They not only Vll an enormous demand in 
the marYet, but median properties tend to hold their value better 
during marYet changes. :e used to protect ourselves by buying 
cheap properties on sale. jor years, I thought I was building a 
moat of safety. Instead, it almost sanY me. qow, our safety moat 
is high-“uality construction around the median.

•More prebictaYle e8penses. In tough times, the mainte-
nance costs on older properties Yilled our cash kow. It always 
seemed liYe those properties were cash cows at Vrst. But when the 
marYet is going sideways, and you’re paying out of pocYet or taYing 
on debt to replace a roof, etc., things can go badly very “uicYly. 
Building and buying “uality stabiliUes cash kows more predictably. 
zou get fewer surprises in tough times. zou can prepare for future 
maintenance with a high level of conVdence. 

•More staYle income. 4edian-siUed, high-“uality homes sup-
port stable tenants who pay rent consistently. Gower “uality has 
high turnover, and tenants are less liYely to pay rent in tough 
times. (igher-end properties are often short-term rentals or vaca-
tion propertiesDthey’re optional, and vacancies sYyrocYet during 
marYet cycles.

• More appreciation in the xoob times. 4edian properties 
are also Ynown for appreciating well when the marYet is strong. 
That means you build even more safety during the good times, 
which gives you more cushion in a downturn.
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•%eUer heabaches. Guality construction, great tenants, and 
eLcellent locations maYe property management a dream. There 
are fewer surprises. Neople are happier. Everyone involvedDfrom 
the tenants to the investors to the management teamDsleeps a lot 
better at night.

:hat do you get when you combine all those beneVtsM True 
passive income. Income that taYes little e5ort and is predictable. 

That  lets  us  focus  on  the why  behind  the  passive  in-
comeDbuilding a legendary family life.

-…rninx -ribxes anb -…ilbvtovRent

:hen we decided to try our Vrst build-to-rent eLperiment, we 
owned about —F0 properties. I had blown past my —00-house goal 
and was all in on real estate. 

4ost of those properties were low “uality, and that cost me 
dearlyDin time, money, and peace of mind. It nearly sanY us.

Cince then, my entire real estate philosophy has shifted. The 
year after that Vrst eLperimental BTR, we did H0 brand-new 
properties built speciVcally to rentDmostly smaller, single-family 
homes, the odd dupleL, or “uad.

The following year, we did 2H0.
)nd everything has changed. 
Iur new approach not only Vts a new Real Estate 2.0 world, 

but it also Vts us. It lets us focus on our family and our values. jor 
us, that’s what matters most. 
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The philosophy is as simple as it is powerful1

Own less real estate of higher quality.

:e now1

W6hoose “uality over “uantity 
WIwn fewer homes but in better areas
W6hoose more life, less leverage

It’s a philosophy that Vts us. But it’s also a philosophy that I can, 
with an open heart and clear conscience, recommend to anyone, 
from a stranger at a party to my own family. 

Since that grst -BR ho…seu Ue noU oUn q0y fewer propv
erties. Fnb Ue hafe more eC…it3 anb more cash woU than 
efer.

That cash kow is passive in the true sense of the word. By 
focusing on “uality at every level, the income is both low-e5ort and 
very reliable. 

It’s that income that powers our family and allows us to live in 
alignment with our values. I feel liYe I’m Vnally living the life my 
dad dreamed of.

:e have now ”burned our bridges• in terms of older, low-
er-“uality properties. :e only do new construction. Qood areas. 
Qreat tenants. ELcellent homes. :e are Ynown as the BTR people, 
building “uality houses that great families can a5ord to rent. 

)nd we couldn’t be happier.
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)fter twenty years, I’ve come to a place where I Ynow there’s a 
new way to do things. ) better way. But that !ourney has also taught 
me there’s a wrong way to do things, too. 

In Nart II, we’re going to looY at bothDthe Yeys to success in 
BTR but also the pitfalls.
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Khapter P 0e3 1oints

WReal estate as an investment has become more popular 
and more competitive.

WThe new real estate playing Veld is deVned by higher 
prices, lower returns, and higher risY.

WBuild-to-rent helps in this new environment by o5ering 
more stable valuations, predictable eLpenses, steady income, 
greater appreciation in uncertain times, and fewer headaches.









CHAPTER FOUR

The 5 Success Indicators

F inding the Best Market for Your BTR Investment

Adam Hamilton grew up in Virginia, the son of a steel-
worker, in a family where money was a challenge. “We never owned 
our primary residence,” he recalled. “My parents just did every-
thing wrong bnancially.”

His grandfather owned a farm, and that ’ecame the work 
Adam knew ’est. Yet, while it earned him some cash, his ’iggest 
lesson was, in his words, “Therexs gotta ’e a ’etter way.”

Adam wasnxt sure what that way was, ’ut after heading west 
to college, he decided some kind of bnancial sales would pay ’est. 
If nothing else, a good income would su’stitute for the bnancial 
education he never had at home. 

He eventually landed in the mortgage ’usiness, which ePposed 
him for the brst time to the world of real estate ownership. “qretty 
Suickly, I knew that I wanted to own some kind of rental real 
estate,” he said, “’ut I didnxt have any mentors or understanding 
of it. It took me a while ’efore I even ’ought my brst home.”
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2till, ’y age 7L, Adam and his wife had purchased a house in 
2alt Cake Uity, Dtah. Adam told her that one day, it would ’ecome 
their brst rental property. 

When they ’ought a new home, that vision came to life. Al-
though it didnxt make a lot of money, that brst rental put Adam in 
the real estate ’usiness. He was on his way.

The arrival of the mortgage crisis was stressful, ’ut for Adam, 
it also felt like an opportunity to ePpand. Eespite trying times for 
the mortgage industry, he set a goal to ’uy bve more properties in 
the 2alt Cake Uity area.

:ventually, Adam found his bve properties in 2alt Cake. But he 
also found himself at a crossroads ’ased on two challenges1

z. As mortgage rates dropped in the years following the crash, 
home prices ’egan to rise in the 2alt Cake area. It got harder and 
harder to make the num’ers work as an investor.

7.Adam was self-managing his properties while working a de-
manding full-time jo’. :ven if he could bnd homes to ’uy, there 
was no ’reathing space left in his schedule to manage them.

Adam was ’eginning to see the brst cracks appear in his passive 
income strategy. What he didnxt reali•e at the time was that hexd 
just ’umped up against two pro’lems that ’uild-to-rent was per-
fectly poised to solve. 
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Where, oh, Where?

Cetxs take a step ’ack and recap our journey so far1

Oqassive income, debned ’y low e…ort and high predicta’ility, 
is a powerful way to create more time and energy for your most 
important relationships. 

O(ne of the most e…ective tools in history for creating passive 
income is real estate. 

•But?real estate can also do the opposite. The wrong kind of 
real estate can destroy passive income.

OThe key lies in quality properties. Without Suality, passive 
income eventually fails. 

OThere are three Suality factors in real estate1 building, tenant, 
and location.

(f the three Suality factors that determine passive real estate 
income, location is one that is most overlooked. GIronic, given the 
old saying location, location, location.)

There is no way to bP a ’ad neigh’orhood with a nicer ’uilding 
or ’etter tenants. The right location is the ’edrock on which all 
real estate income is ’uilt. 

The Suestion now is, what determines the best location? We 
know wexre going to ’uild a new, Suality income property. That 
will ena’le us to attract great tenants. Those two things alone will 
almost ensure our passive income. But where should we ’uild it3
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We use bve success indicators to help choose locations and new 
markets1

z.:conomic 4rowth
7.qopulation 4rowth
5.A…orda’ility
&.Eesira’ility
—.2upply J Eemand

:ach one contri’utes to location Suality. Cocation Suality, in 
turn, contri’utes to the bve ways in which real estate makes mon-
ey0including making sure that your passive income stays passive. 
Find a market with all bve of the success indicators, and, as an 
investor, youxll have the wind at your ’ack.

In 2alt Cake, Adam was facing a location pro’lem. To grow, he 
needed to bnd a new market that bt all bve success indicators. Cetxs 
look at each in turn.

Success Indicator #1: Economic Growth

:conomic growth in a market means, in a word, jobs. 4ood em-
ployment means sta’le tenants who can care for properties and pay 
rent relia’ly. That, in turn, means Suality passive income. 

To bnd markets with solid economic growth, we research and 
track jo’-related factors like employment levels, industry types, 
and median family income. 

Anywhere you see economic growth, youxll also see growth in 
the nePt success indicator?
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Success Indicator #2: Population Growth

Between 8anuary 7%z7 and 8une 7%7z, some z7.5 million Amer-
ican households were formed. :ach one of those households, ’y 
debnition, needs a “house”0an address. 

We also know that the D.2. population grew ’y a’out 7% mil-
lion people over the same time period.

Those num’ers ’oth point to growth0and thatxs a good thing 
if youxre in the ’usiness of ’uilding homes. But when wexre trying 
to answer the Suestion of where to focus your ’uild-to-rent e…orts, 
we need to know which states all of those people are moving to. 
qopulation growth num’ers ’y state are readily availa’le0look 
for states with rising levels.

Success Indicator #3: Abordayilit4

In the Dnited 2tates, not enough homes are ’eing ’uilt, and those 
that are ’eing ’uilt are not the right homes. 2ince 7%%Z, the num-
’er of newly ’uilt homes under z,&%% sSuare feet has declined to 
a’out ZN of ’uilds.7  )oning is making small homes more di'cult 
to ’uild, and many ’uilders simply donxt want to ’uild smaller 
homes. 

We focus our BTR e…orts on areas where we can ’uild medi-
an-sized homes. Theyxre always in demand, ’ut they need to ’e 
a…orda’le. Home a…orda’ility num’ers are easy to bnd online 
’y state and ’y metropolitan area, and they are one of our most 
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important criteria. If the average family canxt a…ord the average 
house, itxs an uphill ’attle for everyone, including BTR investors. 

Success Indicator #D: 5esirayilit4

2ometimes,  you bnd an area  that  meets  the  brst  three  indi-
cators0economic growth, population growth, and a…orda’ili-
ty0’ut you also bnd the area simply isnxt that attractive. It may ’e 
that amenities havenxt caught up with the growth or the growth, 
itself, is causing additional challenges.

We always look for areas that have some com’ination of desir-
a’le characteristics, including1

OCifestyle factors like walka’ility and recreation
OKatural appeal like ’eaches, forests, water, and weather
OCower crime
OBetter schools
OA miP of homeowners and renters
OFor our investors, landlord-friendly laws and regulations
 
A growing, a…orda’le area thatxs also desira’le3 Thatxs a place 

to put down a foundation.

Success Indicator #T: Suppl4 and 5emand

The brst four success indicators point to one thing1 a demand for 
homes in a particular area. If an area is thriving, growing, a…ord-
a’le, and desira’le, there will ’e demand. Ko Suestion. 
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In isolation, all  that demand might seem like a recipe for 
’uild-to-rent success. 

But demand never ePists in a vacuum. Eemandxs twin is supply. 
We might bnd an ePcellent BTR area, ’ut if there are already a 
num’er of permits out and homes in construction, that may ’e 
enough to meet the demand. 

In other words, wexre looking for a place where we can ’uild 
supply to meet rising demand. 

Fortunately for BTR investors, household formation is out-
pacing home’uilding. What does that mean for you, the investor3 
When demand for a product is greater than its supply, the price 
rises. We are millions of homes short in the Dnited 2tates0espe-
cially in hu’ markets like Florida. Thatxs like a ’linking neon sign 
saying Investors Wanted!

Ohe Sweet Spot

What wexre trying to bnd, then, is where all bve success indicators 
overlap:



PASSIVE INCOME PLAYBOOK60

The best BTR meets all 5 success indicators
Eo you have to hit all the success indicators3 Kot necessarily. 

8ust remem’er that anytime you miss one, you risk the Suality of 
your passive income. The more ’oPes you tick, the closer you get 
to guaranteed success.

Meeting all bve success indicators might seem like a tall order, 
’ut itxs more than possi’le. Wexve done it over and over. The 
“secret” is to escape the mindset of the typical real estate investor. 
That was something Adam was on his way to uncovering. 

fut oY Cour ZomYort •one

Kot every market works. 
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In fact, most of them donxt. The odds of your local area meeting 
the bve criteria are relatively small. Cike many of our clients, you 
may ’e discovering you canxt make real estate work in your ’ack-
yard anymore. 

Adam had found that 2alt Cake Uity was no longer hitting all 
bve success indicators. (r, to put it another way, 2alt Cake had 
’ecome so attractive to other investors and home ’uyers that it had 
’ecome?unattractive. This is a common challenge for investors, 
and often what ’rings them to us. Many of our out-of-state and 
international investors are bnding properties are priced at a third of 
what they are in their home markets. G2ee the AppendiP for more 
international BTR insights.L

To grow his passive income and freedom, Adam had to do 
something that most real estate investors shy away from1 he had to 
leave the comfort of his home state. 

(ne of the greatest ’arriers to hitting all bve BTR success in-
dicators isnxt finding a market that meets them all0those markets 
are out there. The challenge is opening your mind to the idea of 
investing out-of-state. 

To create quality passive income, you may need to leave the 
perceived safety of your home ’ase. There are two main ways to 
do this1

.5ICF You a’solutely can do this all yourself. Find a good 
out-of-state market, and ’uy excellent quality real estate, or have 
it ’uilt for you. Hire property management to run it. 

.PartnerF Find a BTR developer that you can trust to manage 
the entire process, from bnding the right location to ’uilding the 
home, then bnding the tenants and managing the property.
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Adam, in fact, did a little of ’oth. 
His out-of-state ePploration eventually led him to Florida. It 

met all bve success indicators and added a ’onus for his family1 
he could com’ine a great vacation with a chance to visit income 
properties. “Eetroit was another area I looked into,” Adam said, 
“’ut I didnxt want to go to Eetroit for vacation.”

That same ePploration also led him to ’uild-to-rent. “It was 
kind of new at the time, and I was intrigued ’y it,” he recalled. 

After settling in Florida, Adam went on to ’uy some ePisting 
properties ’ut then moved steadily into ’uild-to-rent.

vi=e IndicatorsKfne Passi=e Income 
Success

When we spoke to Adam, he had just set up a new tenant in one 
of his older ePisting rentals in 2alt Cake Uity.

“I pro’a’ly put bfteen hours of time into setting up a listing 
and getting tenants in. (f course, the brst three days, theyMre also 
bnding all the pro’lems in the house that I still need to bP.” 

Adamxs older homes continue to take more time to manage 
than he would like.

His ’uild-to-rent properties, however, are an entirely di…erent 
story. They pass ’oth tests of passive income with Nying colors. “I 
’et I spend an hour a month,” he said, “and that is just checking 
to ’e sure I got paid. I donxt even have to do that every month.”

The bve success indicators arenxt complicated. Itxs ePecuting 
on them thatxs hard. It takes time and e…ort to properly analy•e a 
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market. And it takes a little ePtra courage to go outside your home 
state. 

(ur argument has always ’een simple1 your family is worth the 
effort. The pay’ack for looking harder, further, and more deli’-
erately for the right place to invest is passive income you can rely 
on0income that delivers time and bnancial a’undance so you can 
focus on what matters most.

As Adam said, “I give the same advice all the time to people. You 
can ’e afraid of going out of state, ’ut IMm more afraid of ’uying 
a rental that doesnMt cash Now.” 

Uhoosing the right market isnxt the only thing you need to get 
right. (nce you bnd the sweet spot where all bve success indicators 
overlap, youxll need to avoid a few landmines on the way to creating 
your ’uild-to-rent investment future.



PASSIVE INCOME PLAYBOOK64

Zhapter D 1e4 Points

O(f the three Suality factors that determine passive real 
estate income, location is the most overlooked.

OCocation Suality is determined ’y bve success indicators1 
economic growth, population growth, a…orda’ility, desir-
a’ility, and supply J demand.

OTo meet all bve success indicators, you may need to leave 
the comfort •one of your home state.



CHAPTER FIVE

The 5 Traps

W here BTR Goes Wrong

Two years into our brst luid-,to,rent eIortsc m ha- 
bnaddy po.e to un-erstan- the ponneption letween read estate an- 
redationshiksq 

m vnew that fuadity read estate preate- true kassiSe inpo.eq True 
kassiSe inpo.ec in turnc was the lase Mor the legendary family life 
m wante-q

Etiddc diMe was Mar Mro. kerMeptq mnteddeptuaddyc it add .a-e sensec 
lut in .y heartc halitsc an- .in-setc m stidd ha- so.e growing to 
-oq 

m ha- skent the kreSious seSen years dooving oSer .y shoud-erc 
adways weevs away Mro. running out oM .oneyc weevs away Mro. 
bnanpiad -isasterq m was runningc adways runningq jy khone rang 
ponstantdyq (Sery ti.e m sodSe- one krolde.c two .ore woud- 
skring ukq 

Things were so har- in those eardy -ays oM BTR that m Medt dive 
our degen-ary Ma.idy diMe .ight le in )eokar-yq m vnew that our diMe 
was suIering a sdow -eath ly a thousan- putsc an- m vnew it ha- to 
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stokq But m ha- gotten .ysedM into a -iApudt skot ’nu.ler bSe on 
the dist that Moddows:q

Dn- m wasnxt sure how to get outq 

The Five Traps

jany keokde haSe a read estate story that ephoes the krolde.s m 
Mape-q The story goes dive this! I wanted to build wealth. I was 
told real estate was the tool for the job. But I tried it, and it was a 
nightmare. I’m out. Never again.

mM that Meeds dive your storyc you haSe ad.ost pertaindy Madden into 
at deast one oM the bSe traks that Moddowq 

These kitMadds arenxt skepibp to luid-,to,rentq 1one rightc BTR 
is -esigne- to hedk avoid the.q But .ave no .istavec you pan Madd 
into the. )ust the sa.eq Dn- m pan tedd you Mro. e2kerienpe itxs far 
easier to aSoi- the. than to get out oM the.3

The bSe traks are!

CqEhort,ter. thinving
4q1o,it,yoursedM
5qLhasing pheak
0qjis-irepte- pharity
'qWrong kartners

Hetxs doov at eaph in turnq



THE 5 TRAPS 67

Trap #1: Short-Term Thinking

D Mew years agoc m traSede- to mredan- to unpoSer .y rootsq m po.e 
Mro. an mrish Lathodip Ma.idyc an- that .eans lig Ma.idies an- -eek 
roots3

The trik was a reSedationq m stoo- at .y great,gran-.otherxs 
graSeq m sat with .y od-est diSing redatiSec who ha- oSer 4FF yearsO 
worth oM dettersc -opu.entsc an- khotos oM .y Ma.idy historyq m saw 
the sourpe oM .y entrekreneuriad skirit in .y great,gran-Matherxs 
dittde mrish pountry storeq

That trikc an- the sedM,insight that pa.e with itc was .a-e 
kossilde ly our read estate inSest.entsq 

What surkrise- .e .ostc howeSerc was what m dearne- alout 
read estate itsedMq mn mredan-c m saw the house .y great,gran-Mather 
an- gran-Mather grew uk inq —e ha- the house luidt Mor a Mew 
hun-re- -oddars ad.ost C'F years agoc an- it’s still in the familyq 
mtxs gone Mro. Eheids to Eheids to Eheids to Eheidsq 7ro. jiphaed to 
(--ie to PdiSer to jiphaedq jy sepon- pousin stidd owns itq Thatxs 
a C04,year luy,an-,hod-3

m thinv we add Meed the addure oM the short,ter. winq But stan-,
ing in mredan- in Mront oM a pentury an- a hadM oM history in one 
houseYthat was the .ost kowerMud dong,ter. sy.lod mx- eSer 
seenq jy eardy -ays oM “ikking toov ti.ingc risvc an- struggdeq —ere 
was an inpre-ilde win Mor .y Ma.idyc an- add it toov was the kassage 
oM ti.eq
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mM you lought an inSest.ent krokerty the -ay leMore the prash 
in 4FFzc you woud- haSe lought on what argualdy was the worst 
-ay to luy in the dast penturyq

Dn- yetc ly si.kdy hod-ing the krokertyc you’d have more than 
doubled your money by now. ”dusc youx- haSe the ta2 a-Santagesc 
-elt re-uptionc an- pash “ow whide you waite-3

jany keokde stidd try to kday the od- Read (state CqF ga.eq They 
luy the pheakest krokerty they pan bn- so they pan .ave .oney 
to.orrow instea- oM inSesting in fuadity that dasts an- generates 
true kassiSe inpo.e Mor the dong runq 

The donger you hod- goo- krokertiesc the letter an- letter 
things getq Nour dupv gets letterq Nour saMety .argins get liggerq 
Nour weadth growsq Ehort,ter. is )ust the okkositeq

Hive .y mrish anpestorsc we aSoi- the short,ter. thinving trakq 
We kdant see-s Mor the dong ter. so that we pan harSest Mor gener,
ationsq

Trap #2. Do-It-Yourself

Dn inSestor Mrien- repounte- to .e how rekairs on his brst krok,
erty ad.ost -roSe hi. out oM read estate Mor goo-q 

…The water .eter un-er the house MroJe in the .i--de oM winter 
an- legan “oo-ing the prawd skapec% he repadde-q …m day on .y lapv 
in a kood oM sdushc ipe,pod- water skraying oSer .ec trying to rekair 
itq Within a Mew .inutesc m was so pod- m dost add the Meeding in .y 
ar.s an- degs an- poud- laredy prawd lapv outq% 
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The worst kartc he sai-c is that he was -oing it to aSoi- kaying 
an aSaidalde kdu.lerq …m poud- haSe staye- war. an- -ryYan- got 
the )ol -one krokerdyYwith one khone paddq%

mt got worseq 
…EeSen .onths daterc% he sai-c …m was dying in the sa.e prawd 

skapec this ti.e in raw sewagec trying to rekdape .ore kdu.lingq 
Ddd to saSe a Mew lupvsq%

•othing -riSes keokde out oM read estate Master than 1mNq
The khone padds -uring Ma.idy Sapationsq The weeven-s skent 

kouring your ti.e an- energy into od- luid-ingsq The ti.e skent 
bn-ing great tenantsYan- the eSen greater ti.e skent getting ri- 
oM la- ones an- repoSering aMterwar-q

mM youxre trying to Mopus on Ma.idyc you -onxt want any oM thatq 
Nou -onxt want the )ol oM phepving pre-itq 1oing renosq Dn,
swering the khoneq 7i2ing kdu.ling in the .i--de oM winterYor 
su..erq 

Dd.ost  eSery  read  estate  inSestor  reaphes  a  koint  where 
sedM,.anaging their krokerties no donger .aves senseYnot Mor 
the.c their tenantsc an- pertaindy not their Ma.idiesq 

jy Mrien- dearne- that the har- wayq …•owc% he tod- .ec …the 
ondy tood mx. addowe- to use is .y khoneq%

Trap #3: Chasing Cheap

m skent years dooving Mor ine2kensiSe krokerties that m poud- luy Mor 
as dittde .oney as kossildeq Dn- det .e tedd you! when youxre goo- 
at bn-ing -eadsc an- you readdy Mopus on bn-ing pheak kdapesc they 
are out thereq
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There are kdapes so pheak you -onxt eSen nee- a doanq The re,
turn see.s a.aJingq Lheak houses pash “ow dive praJyFon kakerq 
mn readityc m -ispoSere- .any oM those houses were ad.ost as “i.sy 
as actual kakerq 

mtxs the greatest …spa.% in read estateq mtxs a si.kde kitph! Buy 
dowc .ave easy .oneyq mM it soun-s too goo- to le truec itxs le,
pause it isq When the .ortgage prisis arriSe-c m was su--endy an 
oSerwhed.e- s.add bsh in a Sery lig an- e2kensiSe kon-q 

mt toov .e oSer a -epa-e to get out oM those la- krokertiesq Het 
.e .ave sure that sinvs in! it took me from the 2008 crash until the 
2020 pandemic to undo all the painful real estate investments I’d 
made by chasing cheap.

With the lenebt oM hin-sightc m pan now see what all oM .y 
kainMud dessons in kassiSe inpo.e ha- in po..on! they were 
dow,fuadity krokerties in la- areasq m was luying as .uph pheak 
as m poud- aIor-q 

mt shoud- haSe po.e as no surkriseq Lhasing pheak always dea-s 
to a sapribpe in one or .ore oM the three fuadity ede.ents oM do,
pationc krokertyc or tenantq mt pan dea- you to states that arenxt 
dan-dor-,Mrien-dyc to koordy luidt ho.esc or to tenants that are 
har- to Mor. dong,ter. redationshiks withq Dn- they widd add tave 
Mro. your Ma.idy in so.e wayq 

Lheak is pheak Mor a reasonq 

Trap #4. Misdirected Charity

When m brst .a-e the transition Mro. “ikking ho.es to aptuaddy 
hod-ing the. an- renting the.c m was -oing ad.ost eSerything 
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.ysedMq That inpdu-e- spreening tenantsYa tasv m ha- no e2keri,
enpe inq m was )ust .aving it uk as m went adong3 

With the brst Mour oM bSe tenantsc m legan to hear e2pusesYsto,
ries alout why the rent was datec or ondy hadM kai-c or not kai- at addq 
m adways wante- to see the lest in keokdec an- m Moun- it har- not to 
get -rawn into the -ra.aq m Moun- .ysedM getting too e.otionaddy 
pdoseq m starte- detting keokde get lehin-q (Sentuaddyc hadM oM .y 
s.add kortModio wasnxt kaying rent3 mt kut .y lusiness at risvc an- 
m -i-nxt haSe the -eek kopvets to sukkort itq

Wex- try to preate great skapes Mor keokde who we thought nee-,
e- hedkq But in the en-c it neSer worve-q The hedk neSer see.e- 
toFhedkq mneSitaldyc eSen the tenants en-e- uk worse oI Mor our 
eIortsq 

mt was pharityc with none oM the goo- Meedingsq mt was the .ost 
-isheartening Mor. oM pharity mxSe eSer e2kerienpe-c an- worse stiddc 
it interMere- with us giSing to the pauses we .ost pare- aloutq

mnstea-c we Mopus on generating fuadity kassiSe brst an- then 
using that inpo.e to giSe lapvq 

Trap #5. Wrong Partners

m dive to thinv that .ost things in diMe are dessonsq 
The tough ti.es m haSe ha- in read estate were adso dearning 

okkortunitiesq Thatxs where m gaine- wis-o.q We woud-nxt le 
where we are to-ay without those .o.entsc an- giSen the phanpec 
m woud-nxt phange the.q 

There is one e2pektionq 
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mxSe ha- kartners Mor ad.ost add oM .y )ourneyYGa.ie leing 
the .ost i.kortantq m haSe adways Medt that addowing keokde to diSe 
in their pore geniusc to Mopus on what they -o lestc is a kowerMud 
way to okerateq Dn- that taves kartnershiksq —igh,fuadity kassiSe 
inpo.ec mxSe -ispoSere-c is a tea. skortq

But kartnershiks arenxt adways easyq DMter a nu.ler oM years 
togetherc m wante- to sekarate Mro. .y lusiness kartner at the 
ti.eq The redationshik ha- lepo.e to2ip an- unkro-uptiSec an- 
m vnew our kartnershik ha- run its pourseq jy .entor eSen “ew 
in to sken- a -ay bguring out how to -o itq

Net m was in that kartnershik Mor .ore than a -oJen .ore years 
leMore m bnaddy en-e- itq

mM there is one thing mx- phangec giSen the phanpec it woud- le to 
haSe sekarate- when m brst repogniJe- the krolde.q m vnow now 
)ust how i.kortant it is to phoose the right kartnersc to -ead with 
the. with integrityc an- to .ave sure that your Sadues are adigne-q 
D lusiness kartner isnxt that -iIerent Mro. a diMe kartner in that 
wayYyou nee- to haSe a si.idar .orad po.kassq Nou nee- to share 
loth ledieMs an- a why that kowers your diMeq mt was Ga.ie who 
bnaddy taught .e that dessonc an- giSen the phanpec mx- tave her an- 
that desson lapv in ti.e with .eq

•owc we no donger aptiSedy kursue okkortunities with in,
SestorsYwe pursue relationships with people who resonate with our 
valuesq We doov Mor keokde who want to krosker Mor the sa.e reason 
we -oYto preate degen-ary Ma.idy diSesq That veeks us on the sa.e 
kageq mt veeks us add in our pore geniusc -oing what we -o lest an- 
sken-ing our ti.e in the way that .atters .ostq Dn- itxs why z'H 
oM our pdients neSer see their krokerties in kersonq They si.kdy 
-onxt need to lepause theyxSe phosen the right kartnerq
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Euppess isnxt a dottery where you )ust veek luying ran-o. tipv,
ets an- hoke to winq Euppess is alout .aving the lest phoipesq 
Goo- things haSe po.e out oM .y la- kartnershik phoipesc lut we 
pertaindy poud- haSe Moun- goo- things without those .istavesq 
Better not to haSe .a-e the. in the brst kdapeq

Price of Everything, Value of Nothing

mM youxre dive .ec then you haSe an eye Mor opportunityq Nouxre 
seeving Sadue out there in the word-q Ddthough wexSe …lurne- our 
lri-ge% to Read (state CqFc m panxt -eny there is stidd the oppasionad 
te.ktation to go lapv to the od- waysq To luy that …great -ead% on 
the b2er,ukkerq

What mxSe dearne- is that Sadue an- kripe are not the sa.e thingq 
•ot eSen pdoseq Dn- at ti.esc theyxre okkositesq 

The bSe traks are guar-raids to veek you kointe- towar- value. 
Towar- what is trudy i.kortant in inSestingq Dn- in -oing soc they 
hedk koint you towar- what is i.kortant in lifeq

mx. stidd te.kte- to go to the oApe an- worv dong hours le,
pause thatxs the .o-ed m was taughtq m was tod- that was how you 
preate valueq But m readiJe- that wasnxt trueq Dnyone who has Moun- 
so.e suppess in diMe has reaphe- a koint where they can’t preate 
.ore Sadue ly grin-ingq mM youxSe adrea-y Moun- so.e suppessc 
then grin-ing is a priceq Grin-ing is luying a pheak house in a 
dousy neighlorhoo-q Pr thinving short,ter.q Pr -oing eSerything 
yoursedMq mtxs leing se-upe- ly a story that no donger bts the kdape 
youxSe reaphe- in diMeq 
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mtxs ti.e to stok shokking lase- on the kripe tags in diMeq mtxs 
ti.e to start seeing your diMe through the dens oM valueq 

(aph trak pan le reMra.e- as a choice—a -epision to phange the 
way you akkroaph BTR!

1.Think long-term. Re.e.lerc youxre preating fuadity kas,
siSe an- long-term inpo.e to sukkort a degen-ary Ma.idy diMeq  

2.Delegate. 1onxt waste ti.e -oing things that you arenxt 
goo- at an- -onxt en)oyq 1onxt sapribpe Ma.idy ti.e to saSe .oneyq 
HeSerage the re.arvalde svidds an- kassions oM other keokdeq

3.Choose value over price. Lheak isnxt pheakq Lheak is 
kutting oI the read kripe untid dater when your Ma.idy widd haSe to 
kay it in dost ti.e an- ponneptionq 

4.Let your business fund your charity. 1onxt det it be your 
pharityq

5.Choose relationships based on values. Eeev redationshiks 
Mor lifec not to try to turn a fuipv lupv nowq

When you phoose wisedyc you diSe a diMe outsi-e the traksq
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Chapter 5 Key Points

IHive  any  read  estate  inSest.entc  BTR has  kitMadds  to 
aSoi-q There are bSe signibpant traks! short,ter. thinvingc 
-o,it,yoursedMc phasing pheakc .is-irepte- pharityc an- wrong 
kartnersq

I(aph trak pan le rekositione- as a rude Mor BTR suppess!

Cq Thinv dong,ter.q 
4q 1edegateq 
5q Lhoose Sadue oSer kripeq 
0q Het your lusiness Mun- your pharityq 
'q Lhoose redationshiks lase- on Saduesq





CHAPTER SIX

The BTR Storyline

T he Journey from Build…to Rent

When I srgt aot into re,l egt,tep the formul, geemed 
gim:lex you snd , hougep you s. it u:p you gell itc 

I goon digvowered the wery re,l dobngide to th,t formul,c It b,g 
gim:lep ’ut it didnqt le,d to “u,lity :,ggiwe invomec Th,tp in turnp 
didnqt gu::ort , leaend,ry f,mily lifec 

When be gt,rted ’uildina neb homeg for rentp I gtill h,d th,t 
gim:le ,::ro,vh in mindc I thouahtp L'et”g aet , :ieve of l,ndp :ut 
, houge on itp ,nd rent itc- In my mindp it b,g gtill , threekgte: 
:roveggx Buyc Buildc Rentc  

Boyp did I aet ,n eduv,tionc 
I h,d no ide, of the g!illgp sneggep ,nd e.:ertige it t,!eg to do 

BTR riahtp to do it ,t gv,lep ,nd to do it in , b,y th,t bould m,!e 
ne,rly , thoug,nd inwegtorg h,::yM

Iqwe ginve le,rned from :eo:le bho do !nobc j,ny homeg ,nd 
m,ny h,::y ten,ntg ,nd inwegtorg l,terp I v,n do , much ’etter 
Oo’ of e.:l,inina the :rovegg of hob , BTR ide, ’evomeg , h,::y 
f,mily liwina in , are,t home ’,v!ed ’y deliahted inwegtorgc 
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The gewenkgte: :rovegg th,t follobg too! ug ye,rg to resnep 
’ut be v,n nob re:liv,te it in multi:le lov,tiong ,nd evonomiv 
m,r!etgp for inwegtorg bho b,nt true :,ggiwe invomec

Step #1: Acquire

—ne truigm in BTRA,nd , lot of re,l egt,teAig th,t you make 
your money when you buy the landc Th,tqg our ghorth,nd for rek
mem’erina th,t v,reful gelevtion ,nd neaoti,tion e,rly on vre,te 
are,t returng for our vlientgc Gnd itqg bhy ewery BTR :roOevt gt,rtg 
bith ,n ,v“uigition gtr,teayc

In our e.:erienvep mogt :ro:ertieg on the m,r!et ,re owerk
:rivedc If you”re tryina to ’uild in , b,y th,t gerweg ten,ntg ’ut ,lgo 
vre,teg , rent,l yield for inwegtorgp thoge :u’liv de,lg :ut you ,t , 
dig,dw,nt,ae riaht ,b,yc 

—ur golution ig to snd :ro:erty th,tqg not ligtedc We h,we , 
dediv,ted te,m th,t gvourg SIz m,:g ,nd :u’liv revordgc Their Oo’ 
ig to loo! for g:evisv,lly gi(ed :,rvelg in our t,raet ,re,g C’,ged on 
the :rinvi:leg in 4h,:ter )Nc

When be snd w,v,nt :,rvelg th,t meet our re“uirementgp be 
tr,v! dobn the obnergc Th,t inform,tion ig then :,gged to our 
•eaoti,tion Te,mc They”re the oneg bho vonnevt bith the ,vtu,l 
l,ndobnerg to digvuggx

HIf theyqre billina to gell the l,nd
HGt bh,t :rive
H#ob muvh time be v,n h,we to ew,lu,te the :ro:erty

Czte: 2PN
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Sener,llyp ’uildina , houge vogtg the g,me rea,rdlegg of hob 
muvh be :,y for the l,ndc The b,y be vre,te w,lue ,nd aener,te 
’etter returng ig to do the h,rd bor! nevegg,ry to snd are,t de,lg 
on the l,nd itgelfc 

When be do th,tp it doegnqt me,n beqwe :urvh,ged the :ro:k
ertyc It me,ng be h,we it under contractAbe h,we ,n o:tion to 
:urvh,ge itc But ’efore be do th,tp be need to dia in for gome 
ne.tklewel due diliaenvec

Step #2: Evaluate

Buildina , houge m,y geem vom:liv,tedc But vongtruvtion ig relk
,tiwely gtr,iahtforb,rd vom:,red to the vh,llenae of tryina to dek
vide if we should even build the house at all.

Gfter be aet , :ro:erty under vontr,vtp be gt,rt ,n inkde:th due 
diliaenve :roveggc Thig ig bhere I truly digvowered hob muvh v,re 
,nd e.:ertige ig inwegted ’efore money vh,naeg h,ndg or ghowelg 
hit the aroundc In thig :h,gep be loo! ,t hundredg of det,ilgp ink
vludinax

H/ro:erty (onina ,nd re“uirementg for re(onina
HInfr,gtruvture re“uirementg for b,terp geberp retention :ondgp 

lift gt,tiongp ,nd :ober
H•,tur,l vh,llenaeg li!e Food:l,ingp betl,ndgp gin!holegp or 

:rotevted h,’it,tDg:evieg
HGrvheoloaiv,l or other im:ort,ntD:rotevted vultur,l vonverng
HTo.iv vhemiv,lgp a,g t,n!gp or other :rewioug indugtri,l ugeg
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HThe num’er of lotg th,t v,n ’e re,ligtiv,lly vre,ted
HVin,nvina im:liv,tiongp :roOevt timelinegp ,nd ,vvegg to v,:it,l

1urina thig lona :h,gep be bor! bith lov,l aowernment ,nd 
(onina vommiggiongp meet bith vommunity mem’ergp t,!e goil 
g,m:legp e.:lore the :ro:ertyp ,nd bor! bith e.:ertg in ewery seldp 
from enwironment,l :rotevtion to viwil enaineerinac

Gll thig timep the :ro:erty obner gtill obng the l,nd ,nd b,itg 
:,tiently for ug to vom:lete our due diliaenvec Itqg bhy be loo! for 
l,ndobnerg bho gee ug ,g partnersc They h,we the l,ndp ,nd beqre 
the e.:ertg bho v,n ,n,ly(e ewery det,il to aet the :ro:erty re,dy 
for , ginale homeAor ,n entire vommunityc 

zometimegp be digvower be v,n ’uy the :ro:erty ,t ,n ,ttr,vtiwe 
:rivep ’ut it bill vogt ,n enormoug ,mount to re(one it ,nd de,l 
bith infr,gtruvturec In thoge v,gegp the :ro:erty m,y ’evome too 
e.:engiwe ’efore be ’uild , ginale homec In gome dewelo:mentgp 
beqwe g:ent milliong of doll,rg to do ewerythina from ’uildina 
enormoug lift gt,tiong for b,ter to vre,tina vy:regg a,rdeng ,nd 
:rotevtina tortoigegM

When the num’erg bor! ,nd ewerythina lineg u:p be v,n mowe 
to the ne.t gte:x /urvh,gec

Step #3: Purchase

When beqre ’uildina ,n entire vommunityp ,fter , :eriod of m,ny 
monthgp beqll h,we vre,ted , planc It t,!eg into ,vvount eweryk
thina from (onina to ro,dg to b,ter to geber to o:en g:,vec Th,t 
:l,nAin eggenvep , gerieg of wery det,iledp wery e.:engiwe enaineerk
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ina dr,binagAig gent to the munivi:,lityc Gfter gome ’,v! ,nd 
forthp be aet the o5vi,l gt,m: of ,::row,l on the dewelo:mentc 
Gfter ,ll th,t bor!p itqg time to ,vtu,lly buy the l,ndM

Thig ugu,lly h,::eng bithin ,’out sfteen d,ygc We do ,nother 
title ge,rvhp then vloge on the :ro:ertyc joney vh,naeg h,ndgp title 
vh,naeg h,ndgp ,nd beqre ,lmogt re,dy to gt,rt dewelo:mentc 

1urina the ’rief :eriod ’etbeen ,::rowed :l,ng ,nd vloginap 
beqre ,’le to t,!e ,nother im:ort,nt gte:c —ur 1ewelo:ment zerk
wiveg Te,m h,g ,lre,dy done their obn egtim,te of bh,t it bill vogt 
to ’uild the vommunityc •obp they gend the ,::rowed :l,ng out 
to , gerieg of gite vontr,vtorgc 

Thoge wendorg vome ’,v! bith their obn gvo:e of bor! ,nd 
:rivinac We v,n then m,!e gure their num’erg line u: ,nd th,t the 
vontr,vtor h,g the riaht regourveg ,nd e.:erienve for the Oo’c

zoon enouahp be h,we , m,aiv,l trifevt,x , :l,np , :,rvel of l,ndp 
,nd , vontr,vtor to gt,rt bor!M

Step #4: Develop

Grmed bith , are,t te,mp , are,t :l,np ,nd , :ieve of l,nd :urk
vh,ged for , are,t :rivep itqg time to gt,rt diaainaM

Gg goon ,g be gt,rtp of vourgep vh,llenaeg :o: u:c There ,re 
,lb,yg gur:rigegAewerythina from thoug,ndg of ’uried tireg to 
une.:evted ,rvh,eoloaiv,l gitegc Th,tqg norm,lp ,nd ,lthouah it 
v,n ’e gtreggfulp be h,we vontinaenvieg in the ’udaetc We !nob 
there bill ’e hivvu:gp ,nd beqre :re:,redc

We gt,rt bith b,terp geberp ro,dgp :oberp ,nd other infr,gtruvk
turec If youqwe ewer driwen :,gt ,n o:en seld bith :,wed gtreetg 
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,nd :i:eg gtiv!ina out of the aroundp youqwe geen , vommunity in 
dewelo:mentc 

je,nbhilep ’ehind the gvenegp the 1ewelo:ment zerwiveg Te,m 
ig doina ,ll the :,:erbor!c They tr,v! :roareggp u:d,ted :l,ng 
bhen re“uiredp ,nd vommuniv,te bith the munivi:,lityc We ,lgo 
h,we to aet , plot ,::rowedp bhivh revoani(eg e,vh neb indiwidu,l 
,ddregg ,t the munivi:,l lewelc Wh,t gt,rted ,g L’uy l,ndp ’uild , 
houge- ig , lot more vom:liv,ted th,n it goundgM 

—nve the :lot ig revordedp our :ermittina de:,rtment needg to 
,::ly for :ermitg for e,vh indiwidu,l hougec To do th,tp be need 
indiwidu,l gurweyg ,nd gite :l,ng for e,vh lotc Thoge :l,ng need to 
t,!e into ,vvount get’,v!g ,nd other regtrivtiongc Weqll ,lgo need 
gtruvtur,l enaineerina :l,ng for the houge itgelf ,nd eneray :l,ng 
go be v,n v,lvul,te the #0G4 re“uirementgc 

We ’rina ,ll th,t to the munivi:,lityc —nve the :ermitg ,re 
,::rowedp be v,n gt,rt ’uildina hougegc

Step #5: Build

There ig , m,aiv moment bhen be ,vtu,lly :our the vonvrete 
gl,’ for the found,tion of , homec Gfter monthg ,nd monthg of 
:re:,r,tionp beqre really ’uildina , hougec 

'e,dina u: to thig momentp our /urvh,gina Te,m h,g ’een 
gourvina m,teri,lgp ,ggianina wendorgp ,nd igguina :urvh,ge ordergc 
There miaht ’e Y9% diEerent /—g on one homeM zometimegp thoge 
:urvh,ge orderg ,renqt ,vve:tedp ,nd be h,we to ,dOugt or snd neb 
wendorgc 
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If thinag ao gmoothly ,nd there ,re no gu::ly igguegp be v,n 
’uild , houge in Y%% d,yg in gome ,re,gc In other ,re,gp it m,y t,!e 
gi. to gewen monthgc

4oordin,tina ,ll the w,rioug wendorg ,nd tr,deg ,nd !ee:ina 
ewerythina on tr,v! ig , ’ia Oo’c We h,we , full te,m of gu:erk
intendentg in the seld bhoge Oo’ ig to !ee: wendorg on t,g! ,nd 
!ee: the :roOevt mowinac Gt the g,me timep they ,lgo h,we the 
reg:ongi’ility of !ee:ina are,t rel,tionghi:g bith themc •othina 
hel:g ug more th,n bor!ina bith are,t te,mg throuah the entire 
:roveggc The gu:erintendentg !ee: the :roOevtg mowina ’ut ,lgo 
!ee: our :,rtnerg h,::yc  

Thig ig :,rtivul,rly triv!y ,g be aet into the snighina gt,aeg of 
, :roOevtc There ,re go m,ny gm,ll det,ilg to snigh , are,t homec 
Gg one :ergon degvri’ed itp LQouqre 3%? donec Qou Ougt h,we 9%? 
more to doc-

Uwentu,llyp hobewerp be h,we , hougec Gnd th,t houge ig ,’out 
to ’evome , homec

Step #6: Rent

Gg the snighina touvheg ,nd giankoEg h,::enp , neb te,m ,rriweg 
on the gvenex our 'e,gina 1e:,rtmentc Their Oo’ ig to m,!e gure 
the :ro:erty ig truly re,dy to ’e rented ,nd to snd , are,t ten,nt 
for the homec 

1urina the sn,l gt,aegp be ingt,ll ,n elevtroniv de,d’olt gygtem 
th,t vonnevtg to our :ro:erty m,n,aement gygtemc Th,t ,llobg ug 
to :rek,::rowe :rog:evtiwe ten,ntg onlinep reveiwe :roof of idenk
tityp ,nd gend , lov! vode go they v,n gee the houge on their obnc 
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Itqg , are,t b,y to aiwe :eo:le the g:,ve they need to wieb , home 
bith no :reggurec

juvh li!e , ’,n!p our le,gina de:,rtment h,g vriteri, for tenk
,ntgc •o felonieg or ewivtiongc 4ert,in e,rnina re“uirementgc We 
le,rned e,rly on th,t :ro:er gvreenina t,!eg time ’ut ,vtu,lly 
g:eedg u: the :rovegg ,nd aetg returng to our inwegtorg f,gterc 

Vindina the riaht ten,nt ,nd !ee:ina them h,::y ig go im:ork
t,nt th,t be ,vtu,lly h,we ,g m,ny :eo:le in le,gina ,nd m,n,aek
ment ,g be do in ,ll of the other gte:g vom’inedM —nve be snd 
, are,t ten,nt ,nd theyqre ,::rowedp be gian , le,gec The ten,nt 
m,!eg , de:ogitp their mowekin d,te ig o5vi,lp ,nd the :rovegg ig 
h,nded oE to our /ortfolio j,n,aement Te,mc

Step #7: Manage

If ’uyina l,nd ig bh,t engureg , aood returnp our /ortfolio j,nk
,aement Te,m ig bh,t !ee:g th,t return lobkeEort ,nd :redivt,’le 
for our inwegtorgc Theyqre the :eo:le bho m,!e the bhole :rovegg 
truly :,ggiwe for our inwegtorg go th,t they v,n fovug on their f,mk
iliegc 

The /ortfolio j,n,aement Te,m de,lg bith ,ll the d,yktokd,y 
o:er,tiong until , ten,nt moweg outp ,nd be gt,rt the vyvle ,ll ower 
,a,inc Vrom vloaaed dr,ing to b,rr,nty vl,imgp ar,gg vuttina to rent 
vollevtionp they do it ,llc

Bev,uge be h,we , gigter vom:,ny on the ’uild gidep b,rr,nk
ty iggueg ,re e,gyc Uwery neb houge needg , little ,ttentionp ,nd 
be newer h,we to borry ,’out vh,gina dobn , wendorc /ortfolio 
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j,n,aement t,!eg v,re of ,ll of itp !ee:g the ten,ntg h,::yp ,ndp 
’ev,uge of th,tp !ee:g inwegtorg h,::yp tooc

We le,rned the h,rd b,y th,t , :ro:erty m,n,aement te,m v,n 
’e Lgtuv!- ’etbeen , ten,nt bho needg gomethina donep ,nd , 
l,ndlord bho doegnqt b,nt to :,yc Itqg , touah g:otc 

Weqwe golwed th,t ’y v,reful gelevtion on ’oth endgc In the 
’eainninap be h,d to :,rt b,yg bith m,ny l,ndlordg bho didnqt st 
our gt,nd,rdgc •obp be bor! bith v,rina inwegtorgp ,nd e.vellent 
lonakterm ten,ntgc Better gtillp beqre the ’uilderM $u,lity vongtruvk
tion ,nd reli,’le b,rr,nty gerwive ,re ’uilt riaht inc 

Th,t wertiv,l intear,tion ig vruvi,l for youp the inwegtorc The 
only b,y to !nob your inwegtment ignqt aoina to ’evome , gevond 
Oo’ ig to h,we e.ve:tion,l :ro:erty m,n,aementc Th,tqg ewen more 
vritiv,l bhen you ao out of gt,tep or intern,tion,lc 

We”re in ower , do(en m,r!etg nob in Vlorid, ,lonec Before be 
’uild in , m,r!etp be ,lb,yg get u: :ortfolio m,n,aement srgtc I 
le,rned the h,rd b,y th,t you v,n ’uy , houge for 9% ventg on the 
doll,rp ’ut if you h,we no m,n,aement in :l,vep you v,n gtill loge 
moneyc 

We h,we vontinued to u:lewel  our  :ro:erty  m,n,aement 
:rovegg ,nd auidelineg ower the ye,rgc Weqwe re,lly gt,Eed u: thig 
te,mc If thereqg , :ro’lemp be h,we gomeone for itM Vor ewery m,rk
!et be ’uild inp be h,we m,n,aement get u: ’efore be ewen gt,rtc 
Itqg one of the ,re,g Iqm mogt :roud ofp ,nd itqg , huae re,gon our 
ten,ntg ,nd inwegtorg gt,y for the lona termc
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The Investor Journey

The ro,d to dewelo:ment v,n ’e bindinap ’ut be ewentu,lly aet 
therec We re,vh our ao,l of vre,tina , are,t home for , are,t f,mily 
go be v,n gt,rt deliwerina are,t returng to inwegtorgc 

I !nob m,ny indiwidu,l inwegtorg bho h,we the e.:erienve ,nd 
g!illg to do , ginale BTR :roOevtc They h,we , vongtruvtion or 
dewelo:ment ’,v!around ,nd h,we the v,:it,l ,nd e.:erienve to 
gee , :roOevt throuahc They follob the g,me gte:g ,g be do for , 
l,rae :roOevtp ’ut mogt of the gte:g ,re f,r legg vom:le.p h,::en 
f,gterp ,nd re“uire legg owerhe,dc 

Th,t v,n geem ,::e,linaA,nd for the riaht :ergonp it igc But 
there ,re gome dobngidegc

•Time. Bev,uge beqre bor!ina ,t gv,lep be ,lb,yg h,we , home 
th,tqg re,dy to rentp or vloge to re,dyp for ,n inwegtor to inwegt 
inc Buildina on your obn v,n me,n b,itina , ye,rAfre“uently 
moreAto sn,lly mowe in , ten,nt ,nd gt,rt the Lrent- :,rt of BTR 
inwegtinac 

•Capital. Timep of vourgep ig ,lgo moneyc Th,t lona gtretvh of 
dewelo:ment ig , time of lotg of money outp bith no money inc Qou 
need the sn,nvi,l runb,y to gee the :roOevt throuahc Weqre ,’le to 
ghorten the timeline ’ev,uge beqre ’uildina ,t gv,lec In ,dditionp ,g 
interegt r,teg h,we invre,gedp beqwe vre,ted inkhouge sn,nvina o:k
tiong for our inwegtorg th,t v,n ’e Pk8? ’elob tr,dition,l morta,ae 
vom:,ny r,tegc

•Return. Uwen for :eo:le bith the g!illgp ’uildina , ginalep 
’r,ndkneb home for rent ig h,rdc We ’uild ,t gv,lec We ’uy bink
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dobg ’y the thoug,ndgc 1oorg ’y the hundredgc Wood ’y the tonc 
Th,t aiweg ug , gianisv,nt ,dw,nt,ae on the vogt gide go be v,n 
deliwer ’etter returngc

•Passivity. Uwen neb :ro:ertieg need m,n,aementp ,nd thig 
ig ,nother ,re, bhere l,raer BTR vom:,nieg ghinec —ur m,n,aek
ment ig to:knotvh ,nd engureg th,t inwegtorg aet :,ggiwe invomep 
not , gevond Oo’c

The leggon7 6nlegg you h,we the relew,nt e.:erienve ,nd ,’unk
d,nt v,:it,lp mogt inwegtorg ,re ’etter oE sndina ,n e.vellent BTR 
:,rtner bith , :rowen tr,v! revordc

The BTR DiOerence

Reventlyp I aot , megg,ae from ,n inwegtor th,t hig ingur,nve on 
, :ro:erty h,d g!yrov!eted ,t reneb,lc Within , feb minuteg our 
te,m h,d vonnevted him bith one of our :referred wendorgc Th,t 
g,me d,yp he h,d , “uote th,t g,wed him &9p%%%c

Th,tqg the w,lue of h,wina ,n e.:erienved te,m bith ,n e.tenk
giwe netbor!c 

Qegp there ,re other b,yg to :,ggiwely inwegt in re,l egt,tec Vundgp 
gyndiv,tionp RUITgp fr,vtion,l obnerghi:Athey ,ll :rowide e.:ok
gure to the g,me indugtryc j,ny ,re are,t b,yg to ,vvom:ligh the 
g,me ao,lc 

In our e.:erienvep theyqre gim:ly not as are,t for tbo re,gongx

1.wQnership. 1irevt :ro:erty obnerghi: ig one of the mogt 
:rowen b,yg for lonakterm be,lth vre,tion in re,l egt,tec j,ny of 
the ,::ro,vheg ,’owe oEer gh,redp littlep or no direvt obnerghi:c
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2.Fuality. jogt of the timep bhen you he,r ,’out Lturnk!ey 
re,l egt,tep- youqre he,rina ,’out old :ro:ertiegc Thoge :ro:ertieg 
h,we vh,llenaegc We fovug on neb ’uildg bith b,rr,ntieg ’ev,uge 
be !nob “u,lity le,dg to true :,ggiwe invomec Weqre , dediv,ted 
te,mp bith , dediv,ted :ur:ogec

Ig it ,ll borth it7 If youqre gtill bonderinap letqg vom:,re three 
o:tiongc

,ive years agof i$ you invested 025&f&&& in:

•The SHP 5&&p your ,wer,ae return bould ’e Y%c)39? e,rnina 
you &Y8YpYQRc9% ower 9 ye,rg

•A per$orming real estate $undp your ,wer,ae return bould 
’e Y8c9? e,rnina you &YSQpR9% ower 9 ye,rg

#obewerp if you h,d t,!en th,t g,me &P9%p %%% ,nd inwegted it 
in ,  Southern Impression bomes neQ construction rental 
property in J,v!gonwillep Vlorid,p your average return Qould %e 
264.2&K earning you 066&f5&&.

CB,ged on 9 zinalekV,mily Rent,lg bith e“uity arobth T Y%? 
v,gh Fob arobth ,nnu,llycN

Thoge num’erg ,renqt ewen vlogec —nve a,inp itqg re,l egt,te for 
the binc

It”g ’een , lona ro,d to re,vh , :l,ve bhere be”re fully wertiv,lly 
intear,ted ,nd v,n h,ndle ,ll the mowina :,rtg of , are,t BTR 
inwegtmentc We v,n snd the l,ndp be v,n dewelo: itp be v,n m,n,ae 
the :ro:ertyp ,nd be v,n sn,nve it for inwegtorgc If it goundg :,ggiwe 
for our inwegtorgp itqg ’ev,uge it igc
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Chapter 6 9ey Points

HThere ,re gewen gt,aeg in , BTR :roOevtAbhether itqg 
, ginale insll lot or ,n entire vommunityx ,v“uirep ew,lu,tep 
:urvh,gep dewelo:p ’uildp rentp ,nd m,n,aec

HU,vh gte: ig v,refully degianed to ,vvom:ligh the end ao,l 
of , are,t f,mily in , are,t homep :rowidina are,t :,ggiwe rek
turng to inwegtorgc

H4om:,red to L1IQ- BTRp ,n egt,’lighed srm oEerg timep 
v,:it,lp returnp ,nd :,ggiwity ,dw,nt,aegc

H6nli!e gyndiv,tionp RUITgp BTR h,g the ,dw,nt,ae of 
direvt obnerghi: ,nd hiahk“u,lity neb vongtruvtionc





CHAPTER SEVEN

Build to Live

F rom BTR to a Legendary Family

“I always had a knack for planning ahead,” David Phelps 
wrote. “I had laid out my entire life in advance. Failure was not 
an option.” An aspiring dentist, David was determined to have it 
all—a perfect career, a perfect family, a perfect life. 

As a senior in college, he took an interest in wealth-building, 
reading books about the stock market and real estate investing. 
Real estate won hands down, and in his Mrst year of college, David 
convinced his father to partner on a two-story brick rental in Dal-
las. It was the worst house in a good neighborhood.

Weanwhile, David waited tables through college and planned 
his dentistry future. zhen he and his father sold the property and 
split the gains, David reali’ed heqd made ten times more from that 
one transaction than he had in all his long nights and weekends 
waiting tables.

The lightbulb came on. “zhy should I work for money all of 
my life,” he asked, “when I could ac?uire good capital assets that 
would work for me whether I worked or not:”
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That became the planx zhile David built his practice, he would 
continue to invest in real estate. And for nearly twenty years, thatqs 
eGactly what he did. Jood real estate. Ac?uired carefully. Financed 
correctly. Wanaged properly. 

Planning ahead. Davidqs specialty.

The Epiphany

But not everything can be planned. 
That became apparent when Davidqs daughter, Henna, faced a 

series of health crises. Sigh-risk leukemia at age two. 3ei’ures from 
age eight to twelve. And now, while David sat on a bench in a 
hospital room, Henna lay beside him, recovering from siG hours of 
challenging transplant surgery to replace her failed liver and save 
her life. As he later wrotex 

“Disconnected from the rest of the world, nothing else mattered. 
All of the daily “stuff” that had seemed so paramount wasn't even a 
blip on my radar.

All of my education, wisdom, and experience; even all of the 
money I could earn – none of it mattered. None of it could make a 
difference.

I could only hope.
Hope and pray that Jenna would recover and I would get a second 

chance. A second chance to be a father – a real father who would be 
present, not absent. Not preoccupied with “stuff.”

Would there be a “someday?” A day in the future when I could 
spend quality time with Jenna?”E
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“I loved what I did,” David said, “but the epiphany was that 
there was more to my life. I was giving up all this time to build 
some imaginary fortress—Mnancial security for my family. But I 
couldnqt do anything about my daughterqs health situation. All the 
money in the world, all the real estate, wasnqt going to buy her back 
if something happened.”

“I had come to the reali’ation,” he said, “that I was putting oO 
that time to some distant future that might never come.”

The Big Lie

As entrepreneurs and successful professionals, we tell ourselves a 
story. Itqs a story about how weqre providing. Sow weqre growing 
a business for our family. Building wealth for our family. zorking 
long hours for our family.

But at a certain level of abundance and accomplishment, the 
“Iqm providing” story no longer holds up. 

This is what I call the Big Lie of Xntrepreneurship. Itqs a lie 
that tells us that one day, it will all be diOerent. Yne day, if we get 
the business to j or our investments to ‘, then everything will be 
perfect. Then, and only then, weqll have time to focus on things like 
our health and our hearts.

Yf course, that day never comes. And over time, the Big Lie 
steals from us. The business takes us from our family. Yur work 
slowly chips away at the limited time we have on the planet with 
the people who matter most. 
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The Big Lie works by giving us permission. It gives us the lat-
itude to put Mnances before family. To put business before rela-
tionships, work before kids. 

But there are moments when the lie is revealed. Times when we 
see past it and we reali’e that time is running out. In the hospital 
at his daughterqs bedside, David had his moment. And in it, he 
made a choicex he would leave private practice. David was done 
with dentistry.

Fresh Permission

Real estate gave David the opportunity to leave his work and focus 
on his family. It was the Plan B that became Plan A. Passive income 
meant he could do what many families could not. 

But for David, it wasnqt Nust a ?uestion of math. Se recalls 
that time in the hospital as giving him permission to look at life 
differently. Se had spent almost two decades telling himself, “Iqm 
a doctor. I have to grind. I have to be there. Xverybody needs me. 
If Iqm not there, Iqm not making any money.” 

3itting beside his daughter, David began to ?uestion those as-
sumptions.

“I had to sit in the hospital and go, 'Ykay, David, how much 
is enough: Sow much is enough for me to actually take the time 
that I want so badly right now to invest in my daughter and not 
have to feel guilty about it:q”

Passive income gave Mnancial freedom to David, but it was his 
daughter Henna who gave him the emotional freedom to put it to 
use.
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Like David, you may need to grant yourself permission, too. To 
decide I no longer have permission to put my family second. To know 
that what you do have is the permission to put your precious time 
where it matters most.

Real estate may be historyqs greatest wealth-building tool. But 
itqs still a tool. Itqs a means to a legendary family life, but itqs not 
the end. As David says, “Real estate is Nust the vehicle.” 

zhere you drive it is up to you.

Build to Live

David did leave private practice. And he would go on to start 
a business that helps dentists like him use the power of passive 
income to create family freedom. 

Henna, however, still had a diCcult road ahead. 3he had already 
undergone intense chemotherapy for leukemia. 3he had suOered 
through the epileptic sei’ures for four years. 9ow, the liver trans-
plant left her facing yet another long recovery. 

It had taken a toll. At the age of siGteen, Henna was still reading 
and writing at a second-grade level. But she was, and is, a Mghter. 
3he would go on to rise above the challenges to become a college 
graduate, a published author, and a speaker. 

And David: Seqs found perspective.
“People think thereqs some mountain peak they have to hit,” he 

said. “But every time you hit a mountain peak, thereqs a neGt one 
to hit. Thereqs another. Yh, thereqs another.”

Sis real estate portfolio now includes build-to-rent—a decision 
that aligns with his perspective. 
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“Build-To-Rent is a model that has so many built-in safety nets 
for more sustainable, predictable income,” he said. “‘ouqve got 
warranties. It attracts the right tenants. ‘ou have less turnover 
and lower maintenance costs. ‘ouqre not going to have any ma-
Nor mechanical, roof, structure, foundations, plumbing, sewer, or 
electrical problems.

“I want sustainable, predictable,” he said. “I don0t want the ups 
and downs, ups and downs. And that0s what that build-to-rent 
model gives.” In a life Mlled with ups and downs, David, perhaps, 
knows the value of a stable income better than anyone. 

‘ou could call Henna lucky. David and his wife, too. They not 
only faced an eGtraordinarily diCcult set of challenges but were 
given the wake-up call that set them on course for their legendary 
family life. 

I  think  David  would  say  that  luck  isnqt  a  plan.  And  he 
would never wish upon anyone the circumstances that led to his 
epiphany. But you donqt have to face a life-or-death situation to 
commit to change. ‘ou do, however, have to decidex zhat comes 
Mrst—your family or your business:

Our Legendary Family is Born

As I wound my way through the challenges of growing a business, I 
repeatedly saw the power of real estate to change lives for the better. 
But I often saw things I didnqt like, too. 

I saw people who were successful by every Mnancial measure 
but whose relationships were a disaster or whose health was failing. 
These were people I admired, and their lives were in shambles.
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zhen I met Hamie, something changed in me. 3he was divorced 
with full custody of two beautiful little boys. 3uddenly, there were 
a little seven-year-old and a Mve-year-old looking for a father Mgure. 
I was running two real estate businesses and Nust coming out of 
near-eGtinction. All I could think was I don’t want to mess this up. 

zhen we added two more children to our family, that feeling 
only escalated. As our family grew, my fatherqs story felt relevant 
in a way it never had before. I wanted to be there for them. Like 
David and so many others, I knew I had a decision to make. zas I 
going to be there for them, or was I going to let work and business 
take all of me:

Yne year at •hristmas, I took the most tangible step I could 
think of to make what I felt realx I gave the boys ?uality time 
coupons. There was one for every @A days. ze called them “Him 
Day” coupons. I told the boys they could cash in a coupon, and 
the day would be theirs. Iqd do anything they wanted. Wy phone 
would be oO. They would get my complete attention. 

The kids were used to me having appointments for work, so I 
used that language to make it feel as important as I could. “Itqs our 
big meeting,” I told them. “An important board meeting.“

That was the genesis moment. As our family grew from two to 
Mve kids, our Family Board Weeting practice would become the 
keystone rhythm of our family. ze would go on to improve it 
with each year, striving to make it more meaningful and using it 
to create deeper, lasting connections with our kids.

And then we would bring it to the wider world. 
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‘ou can think of this book as asking and answering two ?uestions.
The Mrst is how can I create true passive income using real estate? 
The answer, we believe, lies in the power of build-to-rent.
The second ?uestion is, how do I use that to create a legendary 

family life?
In Part III, weqre going to answer that ?uestion by showing you 

the eGact strategies and tools that we use—including the Family 
Board Weeting that started it all. They are the same ones weqve 
passed on to thousands of families. Theyqre tried, theyqre tested, 
and they work.

All the money in the world wonqt create a legendary family. It 
wonqt let you live forever, and it wonqt turn back the clock. 

But you can use the abundance around you to change the 
rhythm of your life. And in doing so, you can create connections 
that last.

Sereqs how.
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Chapter 7 Key Points

BThe Big Lie of entrepreneurship gives us permission to 
overwork and to put oO our most important relationships to 
“someday.”

BReal estate may be the greatest wealth-building tool in 
history, but itqs only a tool. ‘ou get to choose how to use it.

BPassive income can provide Mnancial freedom. Itqs up to 
you to give yourself the emotional freedom to use it wisely.

Bzhat comes Mrst—your family or your business:









CHAPTER EIGHT

The Legendary Family 
Elements

T he Ingredients for Lasting Bonds

Years ago, I went to an addiction treatment center to help 
a friend going through detox. On the last day of the program, most 
people brought a family member with them for support. Those 
family members were, more often than not, parents. 

As the day progressed, I realized those parents had something in 
common. Beyond the painful challenge of a child struggling with 
addiction, they were all very successful. 

Every parent in the room was an accomplished entrepreneur or 
established professional. They had all found ’nancial success. But 
they had also paid a price. Theyqd sacri’ced :uality time for wealth, 
and their families had sukered horribly. 

As I wrote in The Family Board MeetingJ
“That day, I watched successful grown men and women sobbing 

at the clear knowledge they hadn't been there for their children when 
it was most important. It was enough to change me forever. That 
day, I learned there was something more important than money, 
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more important than fancy private schools and more important than 
empty gifts. That's something that's called quality time.

I  sat  in  that  room listening to  the  devastating stories  and 
the heart-wrenching regret of each parent as a hundred different 
threads wound themselves together in my mind. The disconnected 
entrepreneurs and corporate warriors I'd met over the years, the 
disconnected parents in the support group, the memory of my friend's 
disconnected upbringing. It was like a slap in the face, an abrupt 
shock that left me wondering, what happened to these families?”

LiFe many entrepreneurs, I drew strength from my ability to 
worF hard. I Fnew I had hustle. I Fnew I could grind. I could put 
my head down and maFe things happen. By the time I met Mamie 
and adopted my two older sons, I was running two businesses and 
putting those strengths to worF. 

But in the bacF of my mind, a voice Fept reminding me of 
those families in pain. All of them successful, all of them running 
businesses. All of them running. That was when I began to realize 
my strengths could also be my downfall.

4orbes 9agazine% found that Americaqs richest billionaires get 
divorced around %?H of the time. The surpriseG That statistic is 
roughly the same as it is for all marriages.

Raving boatloads of money doesnqt create happiness. It doesnqt 
shelter you from hard times, challenging emotions, or family crises. 
Srind, hustle, and wealth wonqt maFe your family stronger.

This chapter will tell you what does. In it, weqll show you 
exactly how your BTW passive income can fuel the strong bonds 
that build legendary families.
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The Four Elements

-uccess can create legendary families, or it can destroy them. Thatqs 
the truth I witnessed at the treatment center, and it was a di—cult 
pill to swallow. 

Over the years, Iqve come to understand a deeper truthJ it’s 
easier to be a good entrepreneur than a parent. Itqs easier to worF 
hard professionally than it is to truly show up as a mom or a dad.

But you need to show up. You need to build a business around 
your life, not the other way around. As Mamie says, scaling our 
business will never come before the foundation of our marriage, 
our family, or our friendships.

-till, as any dedicated professional will tell you, thatqs much 
easier to say than to do.

“hat follows is a set of principles that drive deep family conD
nection. If youqre wearing your business hat, thinF of them as a 
strategic plan for your most important relationships. “e call these 
principles the four elements of a legendary familyJ time, adventure, 
connection, and value.

Element #1: Time

A friend of mine owned a large healthcare practice, and he was 
going through a rough patch. Business had gone poorly. Reqd been 
through a contentious divorce. Ris ego had taFen a beating, and he 
had two twin girls who he wanted to stay connected to more than 
anything.
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Re was in one of our mastermind groups and made a decision 
to embrace 4amily Board 9eetings as a way to foster that connecD
tionja strategy youqll learn more about in the next chapter.

9y friend committed to an undistracted day, oneDonDone, with 
each of his twin daughters. “hen I checFed in with him, he deD
scribed how each daughter, independently, had told him the same 
thingJ ”Kad, we donqt care about the business. “e Nust want you.Q

”That moment,Q he said, ”was an absolute a-ha. It changed 
me.Q 

(nowing that his value as a father wasnqt about his professional 
success became a source of comfort. It gave him new con’dence. 
It shifted the way he saw his worF and changed how he rebuilt his 
business. LiFe Kavid in the previous chapter, it gave him permisD
sion to thinF dikerently about his life.

Rereqs the taFeawayJ that a-ha moment was only made possible 
by time. 

#ot Nust any time. Quality time. Kedicated oneDonDone time 
with his children that okered the space and emotional room for 
deep connection.

If the term feels vague, thatqs fair. Letqs pin it down. 1uality 
time is not driving around with your Fid in the bacF seat while you 
taFe calls. 1uality time isnqt being home but spending all day in 
your home o—ce. 

1uality time is intentional. Itqs planned. Itqs strategic. You preD
pare for :uality time liFe itqs as important as a Fey business meetD
ing. 

Because it is.
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Of the four, time is the ”master element.Q “ithout it, itqs very 
di—cult to share adventures, create solid connections, or teach 
values. 

Row do you Fnow if youqre giving :uality time to your FidsG 
You answer a single :uestionjthe :uestion we consider ”the most 
important :uestion in the world.Q

When was the last time you spent a half-day or more, one-on-one 
with your child, with no electronics?

If your answer is ”I donqt Fnow,Q then the next :uestion youqll 
want to asF yourself is why?

Element #2: Adventure

You could substitute the word fun here. After all, thatqs what weqre 
driving at. If you give time to your family, but that time isnqt 
enNoyable, then no one will want more of it. 

“e prefer the word adventure. “hen we hear it, we thinF of 
excitement and exploration and being in the moment. If you say, 
”Letqs have an adventure,Q we can thinF of ten ideas. If you say, 
”Letqs have fun,Q it feels a little vague. 

Adventure doesnqt have to be a weeF on a tropical island. AdD
ventures are everywhere, from your bacFyard to the local parF. 
Adventures can be free, and they can be ekortless. 9ost of all, they 
can be fun.

Adventure is a way of taFing the time youqre creating for your 
family )element !5… and maFing it enNoyable. That means youqll 
Feep doing it6

But thereqs more here.
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Emotions change us. Our memories of emotional events are 
often more vivid, accurate, and easier to remember.7 If you can 
recall in great detail your ’rst Fiss or your wedding day or the 
day your child was born, youqve experienced this. Those moments 
were infused with emotion, so they stay with you.

That is what youqre trying to do with timejto add emotional 
power to the things you do so that they become more memorable. 
Because when your moments as a family become more memorable, 
you get our next elementP.

Element #3: Connection

“hen you taFe the ’rst element of time and multiply it by the 
power of adventure, something magical begins to happenJ you 
connect. You might thinF of it as a legendary family formulaJ 

Time x Adventure=Connection
4or much of human history, being connected to others meant 

survival. -ocial connection is deeply wired into our evolution. 
That legacy is still with us. Wesearch has shown that a lacF of 

social connection is worse for your health than obesity, smoFing, 
and high blood pressure6•

“hen we share emotional moments, we connect. “hen we 
connect, we become healthier and happier. A connected family is 
bonded by trust, respect, and loyalty. That lays the groundworF 
for what might be the most important Nob in modern familiesJ 
teaching and sharing values.
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Element #4: Values

There seem to be endless stories of lottery players who win millions 
and lose it all. )And then some.C… 3assive income, it turns out, 
needs guardrails. If you hit the NacFpot, it doesnqt mean anything 
if that NacFpot pushes you ok a clik. 

In the case of a legendary family life, these guardrails are values. 
They act as a ’lter through which you maFe decisions. They are 
the core principles that determine how you see the world, choose 
what is most important, and taFe action. “hen people say money 
makes you more of what you already are, thatqs what they meanJ 
money magni’es your true values.

“e did a core values exercise with our Fids where we were 
encouraged as a family to come up with the things that matter most 
to us and then to draw them. 

In the end, we came up with a drawing of a huge surfboard 
surrounded by sticF ’gures for all of our family members, each 
sur’ng a wave. )And one mermaid, Mamie.…

“ritten on the surfboard were the family values weqd listed as 
most importantJ

0Love
0Loyalty
0$reativity
0Abundance
0-ervice
0Rumor
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0Realth
0-obriety
0Adventure
04aith
04reedom

I sometimes refer to these values as a spaghetti strainer. Theyqre the 
’lter that we pass our decisions through, big or small. “hat sticFs 
to the values stays in our lives. The rest we let go.

“e have always led with our family values. Others used to thinF 
it was a little unorthodox or wonFy. But it has made all the dikerD
ence. 

#ow, weqre privileged to help other families lead in the same 
way. “hen we get a message liFe, ”ThanFs to you, Iqm on a boat 
with my teenagers this weeF having a remarFable family vacation,Q 
I thinF that’s values at work. 

Elemental Flow

The four elements of a legendary family life donqt operate in a 
vacuum. Thereqs a natural 'ow.

•Time. The great enabler. “ithout time, all relationships evenD
tually fray. To maFe time enNoyable, we addP

•Adventure. It maFes the time fun, so you want to do more of 
it, and adds the emotional Nuice that allows forP
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•Connection. “hat we truly crave. A truly close and happy 
family lets us shareP

•Values. The core beliefs and principles on which we raise chilD
dren and build strong families and communities.

  
Each element serves the next. Together, they build the base for 

legendary families.

The Money Talk: Managing the Impact of 
Money on Legendary Families

Even with good intentions and all four elements, prosperous famD
ilies face a challenge that many donqt. Itqs a good problem to have, 
but itqs a problem nonethelessJ how to manage the impact of 
wealth.

That day at the addiction treatment center was a cautionary tale 
for me. Every person in that room was the child of an entrepreneur 
or a successful professional. But they were also exposed to money 
at a young age. I began to wonderjcould money itself be a probD
lemG

I decided that if we were going to have money, we needed to also 
give our Fids the tools they needed to manage it in a healthy way.

At the age of 5•, our son Alden approached us with a goal. Re 
wanted to be a millionaire before the age of 28.  

“e never pushed Aldenjor any of our Fidsjto follow us. “e 
tried to provide lessons in ’nancial intelligence along the way, and 
we watched his drive and initiative grow as he experimented.

#ow, he wanted more. It was time for a talF. 
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“eqve all heard of the ”sex talF,Q but most of us shy from what 
might be a far more critical conversationjwhat I call the ”money 
talF.Q

9y friend Kon “enner Fnows his share about these conversaD
tions. Ris investment company has entrusted over N%8 million into 
housing proNects with us, and has been ranFed on the Inc. 7888 
list of ”4astest Srowing 3rivate $ompanies in AmericaQ for ten 
consecutive years. Konqs a dedicated husband and  father of three 
boys. Re described to me once why these conversations matter so 
muchJ

“People think it's bad investment decisions, or they didn't have the 
appropriate estate planning. It's rarely those reasons. It's a parenting 
crisis, not a financial planning crisis.

The first generation wealth creators—the business owners, en-
trepreneurs, executives—that wealth typically is lost, if not by their 
children, then their grandchildren."

The money talF is a critical step in avoiding this generational 
crisis. Konqt shy away from it. 

Our money talF began with a disclaimer Alden had heard many 
timesJ “e support your talents and drive, and we want to provide 
opportunities we didnOt have. But we wonqt do the worF for you, 
and we wonqt hand you anything. 

I reminded him that our family ’nances are tied to our core 
values. $hoosing a path that strays from these values, such as 
addiction, means we canqt provide those opportunities. 

9y son Fnows me well, and he Fnew there was no wiggle room 
in that statement. I wonqt budge. I love him too much to even 
consider it.
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Our 9oney TalF tooF place in the mastermind room at my 
o—ce. On a whiteboard, I outlined our dikerent businesses, real 
estate, and other assets. I explained how each worFed and how they 
maFe money )or sometimes lose it…. I told him the pros and the 
cons. It was a simple but complete looF at our ’nancial life.

I explained to Alden how, as a young man, I had the same goal 
he did. And that I did indeed become a millionaire by age PQ. Then 
a multiDmillionaire by 28. 

I could tell that excited him. But liFe sex talFs, money talFs 
arenqt Nust about the fun parts. I told Alden how, after Nust two 
years, I almost lost everything. At 2P, I was a negative millionaire 
and had to start again. I shared with him what I did right, and what 
I did wrong, and where it had led us to in the present. 

On a second whiteboard, we connected his goals with a simple 
plan that would let him accomplish his dreams while still enNoying 
his life. This was entirely based on a path he chose. Ris dreams were 
about his interests, not mine. 

-ince Alden left traditional school almost ’ve years earlier, I had 
always encouraged him to be on the looFout for three thingsJ

0“hat do you enNoyG
0“hat are naturally good atG
0“hat does the world needG

It was a simple formula taught to me by a mentor when I was 
in my 28s, and one I wished Iqd Fnown at Aldenqs age.

“here those :uestions intersect for Alden is in the ocean. 
Ris goal was to have his own charter ’shing businesses. Re loves 

being on the water, and ’shing lights him up. Re has a natural gift 
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for it. And in beautiful areas liFe the 4lorida (eys, the world is in 
great need of these services and pays well for them. 

In our money talF, I showed him how he could invest the 
earnings from doing what he loves into a simple retirement plan, 
side hustle business, and investment properties. I told him how we 
could help, but also reminded him that the heavy lifting was his. It 
was his business to build, and his goal to reach. 

“e both left the meeting with a smile, a feeling of excitement 
and a greater respect for one another. Re must have said thanF you 
a halfDdozen times, and was ’lled with my own gratitude for being 
able to have a money talF with my Fids that my parents were never 
able to have with me. 

“ealth is Nust a tool. 9any wealthy people donOt establish valD
ues in their family. They donOt thinF about what they want their 
wealth to do or to the traps they want to avoid. 

Thatqs a recipe for disappointment and destruction. Konqt sFip 
the sex talF. But maFe sure you add the money talF to your family6

Is It a REAL Priority?

You can sum up all four elements in one ideaJ A legendary life is 
about putting your family first.

In over a dozen years of helping thousands of families build 
legendary lives, Iqve found that the people who are able to put 
family ’rst are almost always happier. They thrive. 

$onversely, when you build your life so that your family gets 
what is left over after worFG “ell, thereqs usually not much left.
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Everyone says, ”9y family is my top priority.Q “hat else would 
you sayG But talF is cheap. You have to do more than tell your 
family theyqre your priority. You have to show them. And thatqs 
where things get tricFy.

-howing is hard because showing up is hard. Life can be unD
predictable. If you have found yourself struggling to maFe family a 
priority, you are not alone. “eqve all been there. “eqve all felt the tug 
of war between the desires of our personal lives and the demands 
of our worF. Itqs not easy.

But we can help maFe it easier. 
In the next chapter, weqre going to give you a toolbox for actu-

ally putting your family ’rst. 4our family rhythms that will add 
more time, connection, adventure, and values to your legendary 
life.
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Chapter 8 Key Points

0“ealth doesnqt shelter your family from di—culties, chalD
lenging emotions, or family crises.

0-uccess can help create legendary families, or it can destroy 
them.

0There are four elements to a legendary familyJ time, ad-
venture, connection, and value.

0A legendary life is about putting your family ’rst.



CHAPTER NINE

The 4 Rhythms

H ow Legendary Families Come Alive

One busy day, I came home from work to Mnd my 
daughter .aggie brimming with energyS phe was Mve and at a 
beautiful age when she loved to “lay with her dadS I was ha““y to 
obligeS

D’addy,  let”s  go on the tram“oline,j she said,  “ractically 
bouncing o— the tile -oorS

A few minutes later, we were Tum“ing and laughing togetherS I 
was com“letely in the momentS It was like I was Mve, tooBcarefree 
and soaking u“ a beautiful sunny dayS

And then I heard a soundS 
puddenly, I wasn”t Mve anymoreS I was a grownYu“S I wasn”t 

Tum“ing on the tram“olineS I was standing still, distractedS It was 
like the sound had -i““ed a switch in my brainS 

qhe sound was my “honeS I”d accidentally left it in my “ocketS 
I knew better, but in the chaos of the day”s end, I”d forgottenS And 
now it was calling to meS 

I tried to ignore it, but the damage was doneS qhe message 
could have been about any one of the ten di—erent challenges that 
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day, but once the s“ell was broken, it didn”t matter which one it 
wasS I couldn”t seem to let it goS 

And so I took my “hone outS qhe message was about a small 
detail on a “ro“erty closingBa sim“le title issue I had dealt with 
hundreds of timesS In the big scheme of things, it was meaninglessS 

Wut it had interru“ted the momentS qhe s“ell was broken, and 
the damage was doneS

The Four Rhythms

zou can have “assive income and still be a ghost in your familyS 
qhat was the a-ha moment for me on the tram“olineS For all 

our success, knowledge, and years hel“ing families connect, it only 
took one “hone call to derail a “erfect moment with my daughterS

I know that Euality family time mattersS :e literally wrote the 
book on itS I know that time, connection, adventure, and values 
create legendary familiesS 

Wut that doesn”t mean that “rioriti1ing these elements is easyS 
qo make your family a “riority, you need to do more than Tust 

talk about itS zou need strategies that kee“ your family resilient in 
the face of the uncertainties of everyday lifeS Life is going to kee“ 
being demandingByou need tools to deal with itS zou need to Mnd 
ways to ensure that you don”t succeed at work, but fail at homeS

2nter the four rhythmsS
Over the years, we”ve develo“ed a tool kit for reinforcing the 

four legendary family elementsS qhe tool kit is an easyYtoYfollow 
set of “ractices that make it easier to “ut family MrstS qhey”re 
funS qhey”re sim“leS And best of all, they workS qhey make sure 
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that magical moments with your children ha““en and remain 
uns“oiledS 

:e know from hel“ing thousands of families that legendary 
families are a discipline. qhe elements of the “revious cha“ter are 
the blue“rint for the family we want to build, but the rhythms are 
the toolkit for actually doing it. qhey areN

QSFamily Woard .eetings
3S’ate 4ight with a xuestion
?SFamily .asterminds
8Spunday ’inner

Rhythm# 1: Family Board Meetings
:hen we Mrst began to develo“ our blue“rint for Euality time, 

we didn”t know what to call our a““roachS 
I love surMngS :hen surfers talk about having a Dboard meetY

ing,j they”re not in the boardroomS qhey”re out on their surfY
boardsS Our family always “rioriti1ed time on the beach, and we 
began to call our Euality time a family board meeting, mi/ing the 
idea of an im“ortant business meeting with the fun of being out 
on our boardsS

qhe name stuckS Over time, we took the idea and built more 
structure around itS It”s very sim“le, and anyone can im“lement itS 

qhere are Tust three rulesN

•One-on-one. In a legendary family life, you strengthen the 
whole by se“arating and investing in the “artsS Once “er Euarter, 
“lan at least a half day of one-onYone time with each child, doing an 
activity that they choseS
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•No electronics. pim“le, yesS Wut don”t fool yourselfS Like me, 
it”s easy to forget to turn your “hone o— or to Dsneak a “eekj at 
your messages and ruin a “erfect momentS ’on”t do itS 

•Focused re2ection. qo solidify the e/“erience into real conY
nection, ask a gentle, intentional Euestion before the day ends, like, 
D:hat was your favorite “art of todayJj

qhat”s itS It”s dece“tively sim“le, but the combination of the three 
is what I call an Dunfair advantagej for creating a dee“er and more 
meaningful connection with your childrenS 

zou can learn more about family board meetings in our book 
or by visiting QKsummersScom! S

Rhythm #D: wate Night Qith a Suestion

qhe single greatest threat to your Mnancial abundance and “assive 
income isn”t the economyS It”s not your incomeS It”s divorceS WreakY
ing u“ a committed relationshi“ can instantly cut each “artner”s 
net worth in half while doubling their cost of livingS And that”s 
Tust the mathS qhe emotional toll is much higher and touches every 
“art of your lifeS 

Like every family, Ramie and I faced our share of challenges as 
we grew our life and businessS As we wrote about it in the most 
recent edition of The Family Board Meeting:

The next few years would challenge us. We were in the process 
of growing our family from two kids to five, and that journey 
wasn’t easy. There were miscarriages, disappointments, and a lot 
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of heartache. Along the way, the 2008 real estate meltdown would 
threaten everything we’d built.

It was seriousS It was hardS Wut we were determined to not let 
the world break usS

Wy then, we already had Family Woard .eetings in “lace, and 
they had been so e—ective in connecting us with our kidsS :e 
thought, why not use this in our relationshipJ 

Ramie and I decided we would have a regular date nightBlike a 
Family Woard .eeting, but every weekS It took a few embarrassing 
failed attem“ts to Mgure out how to make a date night really work, 
but we eventually created a rhythm that works every timeS

Like a board meeting, ’ate 4ight with a xuestion follows a 
similar threeY“art strategyN

1.3et the rhythm. ’ate night must go on the calendar, “referY
ably at the same time and day each weekS Ours is every :ednesdayS

D.witch the distractions. pilence those devicesS Pee“ them 
out of sightS If you need to be reached, use the do not disturb 
feature on your “honeS

q.Bring a fuestion. :e bring a Euestion to date night and 
take turns “resenting it to each otherBthings like, D:ho was your 
most in-uential teacherJj or DCan you tell me a time when you felt 
most close to meJj

zour relationshi“ might be newS It might be decades oldS Wut 
no matter how long you”ve been together, rememberN never sto“ 
dating your s“ouseU

Note: you can find a big list of free date night questions at 18S
ummers.com/Bonus-Downloads.
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Rhythm #q: Family Masterminds

Woard meetings and date nights are rhythms that draw their value 
from consistencyS :e re“eat them regularly because we know that 
over time, they connect usS 

Family masterminds are di—erentS qhey”re based on “robY
lemYsolvingS (ather than being dictated by a schedule, they”re an 
DonYdemandj family meeting to solve a “roblem or make decisions 
as a grou“S :e”ve used them to do everything from “lanning family 
vacations to dealing with di)cult health issuesS 

:hen someone in our family needs su““ort or in“ut, we rally as 
a teamS :e sit around a table, and we talk it outS :e might “ull out 
a whiteboard, or we might call another friend in our network for 
hel“S qhe kids bring their friends, tooS :e”ve covered everything 
from money to education to relationshi“s to business, but the 
“hiloso“hy is always the sameN we’re a team, and this is how we help 
each other. 

https://www.18summers.com/Bonus-Downloads
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Family masterminds have no hard rulesS Wut they do have three 
“rinci“les that hel“ make them e—ectiveN

•3ape sAace. Any to“ic is welcomeS 4o “roblem is too smallS 
O“en discussion is key, and it only works if the kids feel like they 
can tell the truthS 4othing shuts a kid down faster than being 
critici1ed for sharing their strugglesS .asterminds aren”t for TudgY
ingS qhey”re for listening, su““orting, and taking action when 
necessaryS

•bccounta4ility. pim“ly listening without Tudgment goes a 
long wayS Wut families need to take action, tooS Holding “eo“le 
accountable is a “owerful tool, and it goes both waysS :e hold the 
kids accountable in masterminds, and they hold us accountable, 
tooS 

•Fun. 4o one needs more boring meetings in their life, es“eY
cially kidsS :e”ve used masterminds to “lay games like Cash-owS 
It”s a fun way to teach “rinci“les of wealthS :e”ve also read books as 
a family and then come together to talk about themS .asterminds 
aren”t Tust about gathering for damage controlS qhey”re about 
Toining u“ to su““ort each other and grow togetherS

:orriedJ Call a family mastermindS •lanning a tri“J Call a masterY
mindS Feeling disconnectedJ ze“BmastermindS Enlike the other 
scheduled rhythms, a mastermind can be called at any timeS It”s a 
critical onYtheY-y tool for any legendary familyS
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Rhythm #&: 3unday winner

I read that si/ty years ago, the average dinner time was Tust over 
ninety minutesS 4ow, it”s in the neighborhood of twelveS

:hen I read that, I couldn”t get it out of my mindS po much lost 
family timeU For me, mealtimes re“resent a uniEue o““ortunity for 
families to connect while enToying something everyone lovesN great 
foodS 

:hen I really got honest, however, I reali1ed a lot of our mealY
times were being lost to the chaos of a busy weekS Around the same 
time, the boys had begun to make comments about how they never 
really knew when I was traveling for workS It bothered them to 
have me come and go, seemingly at randomS

It hit meN these two “roblems were one o““ortunityS
I began to wonder how we could solve our family logistics 

challenge and, at the same time, turn meals into something more 
signiMcantBsomething closer to what they might have been when 
my “arents were kidsS

qhe starting “oint for that was punday dinnerS qhere wasn”t 
anything “articularly magical about pundayBe/ce“t for us, there 
wasS Like most families, punday was the one night of the week 
we were most likely to all be together with the time to connectS 
qhe rest of the week might be a hurricane of work and s“orts and 
a““ointments and commitments, but pundays seemed to o—er a 
window of relative calm in the stormS 

:e began to use punday dinners to draw out the meal a little 
longer and leverage the o““ortunity we had togetherS Our punday 
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meals Ffor us, it”s as many in a week as we can, but we start with 
pundaysG work best by kee“ing three things in mindN

•No tech. :e have a no electronics “olicy not Tust at the dinner 
table but for the time leading u“ to and following the mealS qhat 
not only kee“s us in the moment while we eat, but it also allows 
the kids to more easily hel“ with dinner “re“ and clean u“S

•Best L Qeirdest. qhis is the family version of an icebreakerS 
:e go around the table, and everyone says the best thing and the 
strangest thing that ha““ened to them that day!weekS It sounds 
sim“le, but it leads to lots of laughs and gratitudeBand everyone 
gets to “artici“ateS 

•kogistics. Finally, the punday meeting gets everyone in the 
same “lace to discuss “lans for the following weekS :ho needs to 
be where and whenJ :ho”s workingJ :ho needs hel“ studying 
for a testJ :ho”s got a doctor”s a““ointment or a baseball gameJ 
In a family with Mve kids, logistics matterS Wut they also mean more 
than schedulingS Figuring out the week gets kids talking, and it also 
shows them how much they matterS

’on”t let this overwhelm youS qhe habit of the meal matters far 
more than the number “er weekS zou don”t need to do punday, 
and you don”t need to do it every dayS Aim for one day a week to 
startS If you can do more, that”s greatS Wut take consistency over 
EuantityS
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The Rhythm MaCes the Music

4othing ha““ens in the dark in our familyS 
I started our real estate Tourney alone, but it became clear early 

on that I could no longer be an islandS qhis wasn”t my real estate 
businessBit was oursS It wasn”t my “assive income or my legendary 
familyBthese things were ours to build and shareS 

qhat shift deMnes our familyS :e aren”t Tust relating together, 
we”re creating together.

Ramie began attending accounting meetings because she was 
Tust as valuable a stakeholder as I wasS :e had seen too many 
relationshi“s where each “artner was a siloS qhat was a reci“e for 
eventual misunderstanding, resentment, and, for some families, 
dece“tionS qhose things are anything but legendaryS 

Ramie now has a huge role in managing not Tust our family but 
the vacation rental side of our business, our worksho“s, books, and 
moreS phe”s “art of the entire “icture at a high levelS

qhe same a““lies to our kidsS qhey come to meetings, tooS 
:hen we were working to write this book, the kids sat down to 
be interviewedS qhey had in“ut on everything from the title and 
cover to the dee“est themesS qhey are as wired into the fabric of 
this book as they are into our family lifeS

As with music, rhythm is what we feel most dee“lyS It”s what 
moves us mostS qhe four rhythms don”t Tust create time togetherS 
qhey integrate your familyS qhey connect threads between all the 
“eo“le and “arts of your lifeS qhey bring out the best and hel“ 
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avoid the worstS qhey are the disci“line that turns a grou“ of 
individual “ersonalities, ho“es, and dreams into a familyS



PASSIVE INCOME PLAYBOOK128

9haAter K Pey 2oints

Hzou can have “assive income and still be a ghost in your 
familyS

Hqo build connections and reinforce the core elements of 
legendary families, you need sim“le “ractices that are easy to 
follow, enToyable, and re“eatableS

Hqhe four rhythms are Family Board Meetings, Date Night 
with a Question, Family Masterminds, and Sunday Dinner

HLegendary families don”t Tust relateBthey createS



CHAPTER TEN

The Passive Income Playbook

T he Hidden Upsides of BTR

You might say real estate is in Tom Tousignant’s blood. 
His grandfather started a real estate company that survived the 

Great Depression and World War II. Both Tom’s father and wve of 
his uncles folloAed a similar path.

When Tom left the Fir ,orce and Aas later laid o— from his 
commercial airline positionL he turned to real estateL tookin his 
caseL the mortgage business. 

5i8e his family before himL real estate served him Aell. By the 
age of -xL Tom Aas ready to retire. ,or TomL hoAeverL tradition”
al investingkthings li8e stoc8s and bondsL for e“amplekcreated 
emotional complications in retirement. 

'You go to a traditional wnancial plannerL' he saidL :and they(re 
all about building up this buc8et of money. Fnd you’re going to 
draA doAn this buc8et. DraAing doAn a buc8et of money is pretty 
depressing.'

Tom Aas touching on one of the great unspo8en advantages 
of real estate for older investors) it provides cash PoA Aithout 
:draAing doAn the buc8et.' 4In factL the buc8et groAs.0
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:1eople can(t wgure out hoA to turn a K‘EN into cashPoAL' 
Tom saidL :and so they thin8L CI don(t 8noA if I have enough 
moneyL so I(m going to Aor8 for one more year.’'

That year becomes a second year. ThenL a third year. Fnd so on.

BTR and Uncertainty Management

The trap is uncertainty. Retirees Aorry about mar8etsL lifespanL 
and healthcare costskand they have no Aay to predict any of it. 

BTR changes this emotional trap in three meaningful Aays)

 
1. Stable Cash Flow
$ven Aith a generous alloAance for maintenanceL Tom 8noAs 

e“actly Ahat Aill be left at the end of every month. This is partic”
ularly true Aith his BTR investments. 

5i8e many older propertiesL Tom’s cash PoAed Aell for a short 
period. %oAL it(s  routine for him to have a surprise tAo” or 
three”thousand”dollar e“pense every other monthL ma8ing the in”
come less reliable.

Mompare that to one of his BTR properties. Ft the wve”year 
mar8L there Aas a tenant changeover. The only cost Aas to Aash 
the Poors and touch up the paint. It cost Sx‘‘. 

Tom’s real estate creates reliable passive income Aithout the fear 
of sloAly shrin8ing his asset base. 

2. Equity Growth
With income real estateL you’re not forced to draA doAn the 

buc8et. You’re not forced to sell assets. In factkyour assets grow.
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Tom’s e“isting older homes have all gone up some -‘q in wve 
or si“ years. His BTR investments have done even better. :Jy neA 
homes have pretty much all doubled in valueL' he said.

BTR o—ers a steady stream of golden eggs Aithout pressure to 
eat the goose itself. 

3. Tax Advantages
The traditional retirement model focuses on deferring ta“es to 

a time Ahen you can live on less. Ft that pointL you sloAly sell your 
assets 4draA doAn the buc8et0 and pay less ta“ on income because 
your income is loAer.

%ot everyoneL hoAeverL Aants to live a smaller life in retire”
ment. Fdd to that the uncertainties of mar8ets and health and 
lifespanL and many people 8eep Aor8ing Ahen they’d li8e to retire 
and spend more time Aith family. 6imilarlyL not everyone Aants to 
be forced to sell their assetsL Ahich ta“”deferred accounts rejuire.

Income real estate o—ers a unijue approach) simply rewnance 
propertiesL ta8e that money ta“”freeL and have someone else 4the 
tenants0 pay it bac8.

Fll toldL these build”to”rent advantages grant older investors a 
unijue gift) peace of mind.

:I(m really grateful that Ahat Ae have is going to be enoughL' 
Tom said. :It’s given me more time to ma8e better decisions. I(m 
much better positioned for Ahatever happens. When I Aas Aor8”
ing si“ty hours a Aee8 in the mortgage businessL I didn(t have time 
to thin8 about that.'

%oAL Tom’s passive income supports a passion he’s had since he 
Aas young. He spends much of his free time Aith airplaneskPying 
them or loo8ing at buying and selling them. Jore importantL it’s 
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connected him to his oAn legendary family life. :zust this yearL' 
he saidL :I hi8ed in Wyoming Aith my son in the Grand Tetons. 
I Aent s8ydiving Aith my daughter in 6an Diego. I Aent s8iing in 
Molorado Aith my other son. I get to travel Aith my Aife.'

Tom’s !‘th birthday is approaching. RecentlyL he found a pic”
ture ta8en at the beach on his forty”wrst birthday. He shoAed it to 
his Aife. 6he saidL :You loo8 a lot better noA.'

:There’s a noticeable di—erenceL' Tom agreed. :I Aas getting a 
lot more aches and pains Ahen I Aasn’t in shape.'

More than Your Bank Account

Tom’s ?ourney into passive income and eventually to BTR illus”
trates something people don’t immediately see Ahen they thin8 of 
real estate. 

It’s not about the accounting. 
It’s not ?ust about returns and appraised values and cash PoA 

or amortiOation. YesL those are real. YesL those matter. 
But they are not the why.
The why of real estatekand of this boo8kis that it enables 

more important things. Tom’s real estate let him retire earlyL travel 
to spend time Aith every one of his 8idsL spend time Aith his AifeL 
pursue his passion for PightL and feel and loo8 younger at si“ty than 
he did almost tAo decades earlier3

That is Ahy passive income matters.
But there’s more to the story. Ffter allL BTR isn’t the only Aay 

to generate passive income. 
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You couldL after allL put all your money in the stoc8 mar8et. 
That’s very passive. $T,s. Inde“ funds. R$ITs. Bonds. 1rivate 
ejuity. 1rivate credit. There are all 8inds of Aays to invest. 

Mouldn’t Tom ?ust do that instead9 Fnd use the proceeds to 
fund a legendary family life9

The ansAer is yes. 7f courseL he could. 
The argument for going the BTR route instead is tAofold. The 

wrst reason to choose real estate goes all the Aay bac8 to Mhapter E 
and the wve Aays real estate ma8es money)

1.Appreciation. Real estate is an asset that rises in value over 
time.

2.Leverage. Unli8e most other assetsL li8e stoc8sL you can buy 
a lot of real estate for very little money.

3.Debt paydown. 7ver timeL someone else 4a tenant0 pays for 
that real estate.

4.Tax benest5. There are many ta“ advantages speciwc to real 
estateL li8e depreciationL interest deduction on debtL and E‘ZE 
e“changes. 

C.Ia5h low. Real estate can put money in your poc8et every 
month3

Tom got every single one of those benewts. That’s tough to dupli”
cate in the ejuity mar8et. Jost passive income investments hit tAo 
or perhaps three of those advantages. Mertainly not all wve. 

But there’s a secondL less obvious reasonL and it mattersL too.



PASSIVE INCOME PLAYBOOK134

Your Enve5tment Ihoice5 Matter

We used to build houses people could a—ord.
In the E•K‘sL the drive for home oAnership Aas underAay. The 

Aar had endedL the GI bill Aas in full sAingL and the baby boom 
Aas beginning. Fmericans Aere hungry to oAn their oAn homesL 
and the builders of the nation Aere happy to oblige. 

F 'starter home'klet’s call that a tAo” or three”bedroom house 
under EK‘‘ sjuare feetkAas something that an average family 
could a—ord. Bac8 thenL almost 2‘q of homes wt that dewnition. 
F middle”class family could e“pect to save and buy a cheap and 
cheerful home that they could build ejuity in over time. It Aould 
shelter themL nurture their familiesL and give them a source of 
security in their golden years.

Things have changed. The number of neA homes under ELK‘‘ 
sjuare feet has steadily declined for years. 1arado“icallyL the num”
ber of people in the giant neA homes that replaced them is also 
shrin8ing. $—ectivelyL Ae have half as many people living in houses 
tAice as large3

There are many reasons for this. Rising land costs. Building re”
strictions. Increased construction costs. Mar oAnership. Mhanging 
Aants. It’s not hard to see Ahy it happened. 

What’s important to note is that it’s changing again. The 
boomers are doAnsiOing. The Jillennials and Gen N”ers Aant a 
piece of the same dream. 

But there’s a challenge. Ft the time of this AritingL the gap be”
tAeen the cost of oAning and renting a home is Aider than in more 
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than wfteen years. Rising interest rates and increasing demand have 
increased home prices Ahile rents have lagged.x

There are tAo stories here.
The wrst is that people still want homes. The dream of living in 

a houseL having a yardL having an accessible neighborhoodkthat 
dream is still alive. But it’s being challenged by economics.

The second story is that investors like you can help. There’s an 
opportunity here to help people wnd homes that wt those dreams. 

We build the homes people Aant. The homes are neAL Aith high 
building standards and Aarranties. But most importantlyL they are 
median-sized. They’re homes that wll a huge need in the mar8et. 
They’re the homes Ahere dreams can start. 

When Ae bring BTR to a communityL Ae elevate the communi”
ty. We’re increasing the supply of rental homes in places that need 
it most. 7ur tenants stay for the long”termL Ahich increases both 
their securityL and the stability of the community. 

Fs an investorL you can use BTR not ?ust to fuel your oAn 
legendary family life but to help others start the ?ourney to their 
oAn. That’s a benewt that’s unijue to BTR.

The ReaJ in ReaJ ’5tate

There is also a real estate story that lies beneath the surface of rentsL 
mortgagesL and cash PoA. 

Real estate can ma8e you AealthyL deliver incomeL and help you 
create a truly astonishing life of abundance and ?oy for you and 
your family. 

7r it can do the opposite. 
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7nce Ae got our real estate in placeL I could ta8e adventures 
Aith my family. I could be there to give a 8idney to my dad. We 
could give to charityL retire my parents. Real estate made that 
happen. 

But before thatL I Aas running. FlAays running. Fnd it felt li8e 
running in place. 

I can’t imagine my life if Ae had stayed the course in those old 
houses. The Pips and the bad tenants. The contractor scams and 
the diOcult surprises. I Aould almost certainly have been able to 
build Aealth had I continued on that routekand many people 
dokbut it Aould have destroyed my family life. 

Pu5t becau5e 5omething i5 good at creating a Jiving doe5n-t 
mean it-5 good at creating a life.

7nce you 8noA Ahat you 8noAL it’s hard to go bac8. Fnd I 
can’t un”8noA that there’s a better Aay to do real estate. 

The .a55ive Encome .Jaybook

I used to say that I rarely considered my net Aorth.
That Aasn’t juite true. The truth Aas that I Aas often afraid 

to loo8 at my net Aorth. During the subprime mortgage crisisL it 
plummeted from about SK million to negative $3 million. That 
period Aas so hard that it Aas easier to stop thin8ing about it 
altogether. I Aas ?ust focused on surviving.

I imagine my dad had those momentsL too. Jy parents never 
made more than S2‘L‘‘‘ a year combined. They still had a homeL 
and they raised a family. 5ife Aas wne. But money Aas a concernL 
and they never reached the level that my dad dreamed of. 
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Build”to”rent didn’t e“ist Ahen my dad Aas in his prime. He 
never had the opportunity I did. ,ortunatelyL he benewtted from 
it through me. It too8 a generation longer than my dad had hopedL 
but eventuallyL Ae found our legendary family life.

6o Ahere have Ae arrived9 In a nutshell)

PReal estate is a poAerful Aealth”creation tool. But it’s also 
changing. The old Real $state E.‘ model of old houses and Pips 
simply doesn’t generate quality passive income 4loA e—ort and 
predictable0 the Aay it used to.

PBuild”to”rent can solve the E.‘ problems and open the door to 
true passive income.

PThat incomeL in turnL can be used to do the most important 
?ob in your life) strengthen your relationships.

It’s a compelling argument. Here’s the simple roadmap Ae recom”
mend you use to put it to Aor8)

E.6tart by investing in a build”to”rent property Aith a trustedL 
established company. Your goal is to get to Z”- properties.

Q.$nsure that each deal meets the wve success principles for 
passive income and avoids the wve BTR traps.

Z.$very Z”- yearsL roll the ejuity in those properties into neA 
deals.

K.Rewnance over timeL and let the rental income pay for your 
lifestylekta“”free.

-.Use the four rhythms of legendary families to create lasting 
bonds Aith the people you love most. 
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Fnd then9 RepeatL and live out your legendary life. 

The .a55ive Encome BJueprint

E.6tart by investing in a build”to”rent property Aith a trustedL 
established company. Your goal is to get to Z”- properties.

Q.$nsure that each deal meets the wve success principles for 
passive income and avoids the - BTR traps.

Z.$very Z”- yearsL roll the ejuity in those properties into neA 
deals.

K.Rewnance over timeL and let the rental income pay for your 
lifestylekta“”free.

-.Use the four rhythms of legendary families to create lasting 
bonds Aith the people you love most.



CHAPTER ELEVEN

Legendary

P utting the Real in Real Estate

Remember Adam Hamilton? In Chapter  4,  we met 
Adam as he discovered that his home area of Salt Lake City was 
becoming an increasingly challenging investment location.

Adam would eventually Bnd his way to TFR in -lorida. Fhe 
locations he chose met all Bve success indicators for passive income. 
And it truly was passive—the diOerence was obvious in how little 
time Adam spent on his TFR investments versus the older prop’
erties he still owned.

Fhat, however, is not the whole story. 
Wn the surface, this is a real estate book. Tut itjs really a book 

about your most important relationships. Itjs about reaching a 
place in your life, looking at your family, and knowing you did the 
best with the time you have.

In essence, this book is about living a life that oOers you the 
great gift of no regrets. “e ”ust disguised it as a real estate book.

“hich brings us back to Adam. 
Adam found investment returns in TFR in another state. And 

he found fewer hassles, more predictability, and more freedom.
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Tut itjs what he did with those things that matters most.

The True Power of Real Estate

M“hen we started this ”ourney,x Adam recalled, MI had a pretty 
intense ”ob. I worked an unreasonable amount for years. Vy oldest 
has memories of that.

MFhe passive income allowed me to walk away from a pretty 
high’paying ”ob. Itjs allowed me to live ne't to family. I coach all 
three of my boys in every sport they want to do. Ijm here when 
they leave for school. Ijm here when they come home.x

Fhanks to passive income, Adam and his wife could home’
school during the pandemic. Fhey took a si'’week RY tour to visit 
Civil “ar historical sites. MFhe kids bring it up all the time,x Adam 
said. MFhereNs no way I wouldNve been able to do that without that 
residual income.x

Here, Adam paused in recounting the impact of TFR on his 
life.

MHad we not gone down the path of buying rental properties, 
speciBcally build’to’rent, which is probably the bulk of our port’
folio,x he paused again, Mthen we probably wouldnNt have had our 
fourth child.x

Itjs hard to overstate this. “e know the Hamiltons. “e know 
their kids. And right now, there is a beautiful small human who 
exists because of their real estate choices.

Fhis matters. Real estate matters. Passive income matters. It 
brings people together. It changes lives. 

And in Adamjs case, it made new life possible. 
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MVy dad was a boilermaker,x he said, Mand I was taught you go 
out, you get a ”ob, and you ”ust do everything they tell you. qou 
hope you get a pay raise and hope that by the time youNre my age, 
you can have half a million dollars stashed away so that you can 
make it until you die.x

MI remember thinking, really, is that the goal?x
:o. It isnjt. 
Tut we know what is.

The Goal

“hen we began this book ”ourney, we started with a —uestionz who 
are our favorite, most successful BTR investors?

“e wanted to know what they had in common. After allDif 
we knew what brought them to us, and why they were thriving, it 
would help us reach more people like them. 

“e came up with a doJen names. Fhey were all people who, 
after investing in their Brst TFR property, came right back to do 
the process again. Fhey were happy and prosperous. 

Fhat made them great clients. Tut when we looked at the list, 
we realiJed something elsez 11 out of 12 were involved in our family 
programs.

Fhese were people who came to our retreats. Fhey used The 
Family Board Meeting. Fhey had date nights. 

Fhey were, we realiJed, people who shared our values.
Fhat insight has powered the writing of this book at a deep 

level.
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I love Tuild’Fo’Rent. I love what it oOers. As an investing ap’
proach, itjs brought us an incredible amount of ”oy and freedom. 

Tut we are a values’driven family, and we are a values’driven 
team. That’s what matters most.

“e wouldnjt have it any other way.
Adamjs story, and the ones like it, are why we do this. I will never, 

ever tire of messages like this onez
Fhanks to you, Ijm on a boat with my teenagers this week, 

having a remarkable family vacation.
“e receive many. Each one is a gift. Fhe investors, professionals, 

and entrepreneurs who write to us are discovering a new value to 
money. Fhey are realiJing that money is a tool, and the goal isnjt 
simply more. Fhe goal is to connect and strengthen what matters 
most in life. 

Fhey are also discovering one other thing that wejd be remiss 
not to mentionz Fheyjre learning that there is no perfect family.

qou may be nodding at that right now, thinking, yes, there is no 
perfect family.

Tut hear mez There is no perfect family. 
If youjre like me or the millions of others who have worked hard 

to Bnd professional success and Bnancial abundance, youjve spent 
a lifetime trying to get things as right as possible. “hich is a nice 
way of saying trying to be perfect.

Let that go. 
Legendary family life isnjt about perfection. Itjs about bridging 

our imperfections. Itjs about making the most of the precious time 
we have with the most important people in our world. 

&onjt put the pressure of perfection on yourself or your family. 
“hen you take that pressure away, something miraculous hap’
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pensz you begin to love being together. And in a way, thatjs all that 
matters. Fhatjs the goal.

Ijve met and worked with thousands of families.
:one of them are perfect. All of them are beautiful. 
And they can all be legendary.
Fhey ”ust need a little time. Your time.
Are you willing to give it?
qour legendary family life awaits. “e hope, with all our hearts, 

that you choose it.
’ <im = <amie





Epilogue

B ecoming Legendary

It’s one of those tropical nights. The kind where the air 
is the same temperature as your skin, and you hardly know where 
your body ends and the world begins. 

I park the car and walk through a grove of trees. There’s just 
enough breeze to carry the smell of salt air. Through the palm 
leaves, a warm glow spread across the sky.

Red skies at night, sailor’s delight. 
It’s an ancient mariner’s expression, but it comes to life before 

me as I emerge from the trees to see the sunset blaze across the 
ocean.

To my right, a string of lights slopes lazily from one palm tree 
to another. In the distance, I can hear waves. It’s a sound I love. 

Beyond that is a sound I love even more: laughter.
I follow the string of lights, and the laughter grows. I hear 

murmurs of conversation. Then I emerge into a clearing. 
In the center of the clearing, surrounded by palms, is a beauti-

fully lit table with food and drink. Behind it is the beach and the 
deep red ocean, holding the last of the sunset. 

Red skies at night.
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Sitting at the table is my family. My brilliant and beautiful wife, 
Jamie. Our qve kids, each uniAue and wondrous, each never failing 
to surprise me. 

Sailor’s delight.
Clong with them are members of our team, some of our chil-

dren’s best friends, and local friends from Rosta Hica, too. It’s 
a beautiful blend of all the parts of our life, everyone gathered 
around one table, breaking bread. Cll laughing, smiling, nodding. 

Cs I walk toward the table to join them, I am acutely aware of 
how remarkable this is. Wow extraordinary.

But there’s a paradox here. Because I truly don’t believe we are 
extraordinary. 'e’re happy, yes. 'e’ve been fortunate, of course. 
But we’ve also done one thing, over and over: lived life according to 
a set of values that we believe in. 'e never chose to sacriqce family 
for qnances. 'e never chose valuation over values. 'e refused to 
take revenue over relationships. 

That’s something everyone can aspire to. 
Our legendary family life is, in this moment, what we dreamed 

it could be. Cs I reach the table and my waiting family, I think back 
to my father—s unfulqlled promise, and it hits me. I am living that 
promise. 

Just  this  morning,  I  walked  a  beautiful  sand beach with 
Jamie0just like the couple on the card on my mother’s dresser. 

'e had the same dream, my father and I. I was blessed to be able 
to take the torch and carry it.

The legendary family life my father dreamed of is here. Hight 
now. 

I could not be more grateful. Thank you for reading and joining 
us on this beautiful journey called life.



Before you go

One last thing.
We’ve been fortunate to bring build-to-rent to some of the top 

real estate experts, podcasts, and investor groups in the world. You 
probably recognize some of them:

GoBundance
EO (Entrepreneurs Org)
YPO
WCI – WhiteCoat
Jason Hartman/Empowered Investor
Get Rich Education
Real Estate Radio Guys
Real Wealth Network
Norada Real Estate
Yee Real Estate Network
Rock Star Inner Circle
Real Estate Rockstars
DLP
Family OTces
Ahe West Experience(Maron West)
22A – 2astermind Aalks
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Freedom Founders
Bigger Pockets
Passive Income 2D
Jake and Gino
Ahe Redux Group
Rent to Retirement
BuildqRent

Ahese groups and their content are a great way to learn. If you 
want to dive deeper into build-to-rent investing, you can book a 
free discovery call with us. We’ll answer all your !uestions. 

Just scan the code below:
—Jim & Jamie



Appendix A: The BTR Investor 
Process

N ote: We’re going to walk you through the BTR expe-
rience from the perspective of an investor. If you have 

questions, reach out anytime at 1-904-831-8019. 
Like many of our investors, Dave had some real estate experience. 

He’d done some fixer-uppers but found them time-consuming. As a 
dentist, he didn’t want to spend his weekends working on his rental 
properties—he wanted real estate as a passive income investment, not 
a job. 

That’s where we came in!
- J & J

Step 1. Connection
Dave found us through my guest appearance on the Bigger-

Pockets podcast. As is often the case when investors brst hear a,out 
itl ,uijd-to-rent Hust seemed di’erent to Dave. TeRd had some 
chajjenges with his two previous propertiesl and BJx seemed jike 
a sojution. 
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Jhat jed him to one of our speciaj reportsl where he conbrmed 
his brst impressions and set up a discovery cajj with one of our head 
property consujtantsl zennifer.

Step 2. Discovery Call
Jhe brst thing Dave wanted to knowl naturajjyl was whether 

BJx was reajjy going to ,e di’erent than his bSer-uppers.
zennifer has ,een with us for more than a doqen years. Che 

knows her stu’. But sheRs ajso had her own eSperience with reha,s. 
Che knows personajjy how new construction di’ers and answered 
ajj of DaveRs —uestions a,out new ,uijds and how passive the 
investment reajjy is.

Step 3. Due Diligence
(onvinced that BJx wasnRt going to ,e a second Ho,l Dave 

asked to see some num,ers. zennifer sent over what we cajj pro 
formas!documents that we use to show bnanciaj proHections to 
investors so they can make good decisions. Dave reviewed them 
with his wifel Bar,ara. Bar,ara had seen the pressure he was under 
at workl andl jike Davel she was concerned this woujd create a 
second )or thirdOW Ho,. 

Jhis is one of the ,iggest concerns with our cjientsl ,ut itRs ajso 
the pro,jem that BJx is ,est a,je to sojve. zennifer sent over a few 
supporting videos comparing the time investment in BJx versus 
ojder properties. 

Dave and Bar,ara were now conbdent that BJx was a via,je 
path to true passive income. Jhey arranged a video cajj with zen-
nifer to jook at more detaijed performance num,ers for a sampje 
dupjeSl incjuding bve-year proHections with cash Fow. 
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Step 4. Financing Part 1
Ine thing Bar,ara noted was that the mortgage interest rate we 

jisted seemed to ,e a jot jower than what they were ,eing —uoted 
,y their ,ank. 

zennifer  eSpjained  we  o’er  in-house  bnancing  where  we 
pre-,uy mortgages at much jower rates than those avaija,je to 
the pu,jic. Jhe jender gets our sta,ijity and vojume of ,usiness 
in eSchange for jow rates. Ue get to pass that on to investors to 
improve cash Fow right from the start. 

Step 5. Model & Location Choice
By the fojjowing weekl Dave and Bar,ara were ready to move 

ahead. 1rom our assortment of singjesl dupjeSesl and —uad modejsl 
they chose a dupjeS in Icaja for its injand jocation and eScejjent 
num,ers. 0t was ajready under construction and cjose to compje-
tion.

1rom therel they were pjeasantjy surprised ,y how cjear the 
neSt steps were. %njike many reaj estate deajsl our BJx process has 
,een honed ,y thousands of ,uijds and transactionsl with a sta’ 
that wajks the investor through every step and does ajj the heavy 
jifting.

Step 6. Financing Part 2
Ince they chose their propertyl two things happened. 1irstl 

they cajjed to ,e pre-—uajibed with the preferred jender who o’ers 
our discounted rates. Jhat took a whoje ten minutesO zennifer sent 
out a standard reaj estate agreement. Jhey signed it digitajjy from 
their home and wired their 6NM deposit the neSt day. (josing was 
onjy a,out “N days o’.
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Step 7. Closing
”eStl Dave and Bar,ara jearned a,out our dedicated property 

management team and process. Jhey spoke with a jeasing spe-
ciajist who eSpjained eSactjy how the team woujd screen and bnd 
the ,est possi,je tenant. :eanwhijel zennifer jined up the home 
inspection. Jhe inspector noted one smajj iteml which the ,uijder 
immediatejy bSed. 

zennifer ajso arranged for an appraiser to visit the site. Jhe 
appraisaj actuajjy came in a jittje ,it over the sajes price that we had 
agreed onO 

zennifer stayed in direct contact with Dave and Bar,ara right up 
to the cjosing and answered a few jast —uestionsl incjuding every 
5what if= scenario that came to mind. 

As the ,ig day approachedl Dave and Bar,ara received the cjos-
ing statement estimatel which zennifer reviewed with them.  At 
cjosingl they sent over the bnaj wire. Ue sent them our congratu-
jations and a gift package. 

And we ajso sent more good news> weRd ajready found a great 
tenantO 

Step 8. The Passive Income Blueprint
Dave and Bar,araRs new Icaja income property was rented 

within two and a hajf weeks of the cjosing. 
As a coupjel they now spend 6N-6? minutes a month reviewing 

their statement. 0f they have —uestionsl they cajj their assigned 
portfojio managerl who knows theml the homel and the tenant.

”owl Dave and Bar,ara are jooking for their second BJx 
property. Jhey pjan to fojjow the Passive 0ncome Bjueprintl 
rojjing the e—uity in their properties into new deajs every three to 
bve years. JheyRjj rebnance over time and jet the rentaj income pay 
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for their jifestyjel taS-free. Jhenl theyRjj use that freedom to ,uijd 
their own jegendary famijy jife.





Appendix B: International 
Investors

M ore and more investors are not only crossing state lines to 
invest but international borders, too. Most of them are 

doing it for these reasons:
Affordability. The U.S. still has exceptional investment 

opportunities where investors can find both cash flow and 
appreciation. 

Legislation. Landlord-friendly states make it easier to 
both collect and increase rents.

Availability. BTR is still relatively new in most of the 
world, especially outside of the U.K. and U.S. 

U.S. dollar exposure. Having part of their portfolio con-
nected to the world’s reserve currency is a huge bonus for our 
international investors. 

Every country has different rules, but there are some common 
steps when choosing to invest in the United States. What follows are 
the broad strokes for most international investors. 
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Every country is different—simply reach out if you have ques-
tions, and we’ll connect you with the right professional. 

- J & J

Step 1: Connect
Our team works with U.S. lenders who specialize in gnancinf 

vor international inbestors and habe the ’est rates weybe seen vor 
voreifn ’uAers. ,s ov this writinfq Aou do not need U.S. income or 
credit historA to YualivA.

Step 2: Professional Support
xouyll need to habe taF status in the U.S. to open a ’ank account 

and o’tain gnancinf here. Tor thatq Aouyll want to use a U.S. 
accountant with eFperience. Ihis process will fet Aou the taF D( 
NDID# )j Aouyll need to open a U.S. ’ank account in the neFt step.

xou maA still ’e reYuired to gle taFes in Aour home countrA. 
xour domestic accountant will interact with Aour U.S. accountant 
to ensure the !o’ is completed correctlA Nand that Aouyre not paAinf 
taFes twiceWj.

Step 3: Open a U.S. Bank Account
2ith the taF D( created in Step Hq Aou can open a U.S. account 

to manafe the transaction and onfoinf income. 
Step 4: Choose your Property
2ork with Southern Dmpression -omes to choose what loca1

tion Aouyd like Aour inbestment propertA in and which propertA 
stAleW 

Step 5: Sign and fund.
Sifn an afreement to purchase and vund Aour U.S. ’ank ac1

count. IApicallAq Aouyll need closinf costsq the down paAmentq and 
3H months ov reserbes in the ’ank account 0C daAs prior to closinf. 



APPENDIX B: INTERNATIONAL INVESTORS 157

Step 6: Inspect and Appraise
—omplete inspection and appraisal processPthis clears the waA 

vor gnal gnancinf and the close. 
Step 7: Close
On’oard with MropertA 8anafementq complete the closinfq 

and take possession ov Aour income propertAW
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