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FOREWORD 

 

 
“Strategy precedes implementation!”  

Darren Hardy 

 

 

I first met David in a real estate mastermind for top investors around 

the country. He was managing a company flipping three hundred houses 

a year in Indiana. THREE HUNDRED transactions in a single year! 

That is a number hard to imagine for most. I had just given a 

presentation about “solving people problems in business” and David 

wanted to know more. A couple days later we jumped on a call and dug 

into the weeds of his day to day operation. David’s office was bursting 

at the seams. There were desks in the basement and staff in the closets. 

Seriously, full-time employees in coat closets in the mud room.  

Through our conversations, the objective was simple but daunting; 

to increase the number of transactions while decreasing the number of 

employees. Normally, this would be an impossible mission. A dream 

you cast into the wishing well with that worn out penny. Not with 

David. We started with the ultimate end goal of building an efficient 

platform that could scale. That meant completing a comprehensive 

strategy, then building the systems and processes for implementation. 

Not the other way around.  
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Too many times I see investors make the same fatal flaw. Jumping 

into the deep end without a plan. David is one of the most strategic 

thinkers I have ever met. Within a couple weeks we designed, built, and 

implemented a system to analyze over two thousand properties a week. 

We took the workload of twenty individuals down to two. A massive 

first step towards building a sustainable business. Over the next several 

months we methodically restructured the entire business to a profitable 

platform. A huge win for David professionally, and a huge win for me 

personally as I gained a lifelong friend.  

A couple years later, David and I would flip roles. I was managing 

nearly a thousand employees and contractors and my systems were 

failing. I knew that I needed to make changes if I was ever going to have 

a business that worked for my lifestyle, goals, and dreams. Not a 

business that enslaved me and ate all my time. David walked into my 

office and asked bluntly, “I learned a long time ago my friend, strategy 

precedes implementation. Do you want the easy path, or are you ready 

to make the right decisions for your business?” I was ready to create the 

business of my dreams; a sustainable platform that would allow me to 

spend my time with whom I want, when I want, where I want.  

My vision was to change the world through better business. I am 

thrilled to say we are able to do that every day thanks to David’s vision. 

Today I am able to manage thousands of people leveraging the tools 

and processes created by David and his team. I would have never made 

it here without David and his unique ability to see the end goal first. I 

am so excited for you to be taking control of your outcomes with 
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David’s guidance. Whatever your dreams are, I know David will help 

you get there faster than you can imagine. David changed my life, and I 

have no doubt he will do the same for you.  

 

Robert Nickell  

Founder and CEO of Rocket Station, rocketstation.com. 
   



 

vi 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

vii 

 

 CONTENTS 
 

 Introduction ix 

1 Mindset 3 

2 Less Stress in Your Business 7 

3 How to Practically Clean Up Your Books & 

Know Your Numbers 

13 

4 Profit Unlocks Your “Why” 23 

5 Behaving Your Way to More Profit 29 

6 Automate Your Profit 37 

7 The Magic Chapter 45 

8 Questions to Ask 47 

9 The End…or Is It? 53 

 

   
 

 

 



 

viii 

 

 

 

 

 

 

 

 

 

 



 

ix 

INTRODUCTION 
 

 

Real estate investors are among the smartest, hardest-working, most-

problem-solving groups of entrepreneurs out there. There are so many 

facets of your business that make up who you are as an entrepreneur. If 

you are a successful real estate investor, you are likely also a master (or 

have hired masters) of marketing, acquisitions, sales, closings, 

operations, project management, property management, finance, and a 

host of other duties that are necessary for success.  

I have personally worked as a real estate investor with my own 

rentals. I have also worked with companies that have done more than 

30 deals a month (buying and selling) and more than 300 deals a year 

with exit strategies such as wholesaling, fix and flipping, renting, lease 

optioning, wholetailing, seller financing, and basically any other exit 

strategy you can think of. I have been on the leadership team of that 

same company when we had more than 30 employees and participated 

in more than 800 deals in the five years I was with that company. I have 

sat in almost every seat in the real estate investing world, including 

helping with marketing, acquisitions, sales, closings, property 

management, project management, and accounting. Throughout my life 

in real estate, I have been part of more than 1,000 deals. I don’t say all 

this to impress you. I say all this to tell you that I have sat where you are 

sitting now. I have been through the grind and worked the day to day. I 

tell you this to let you know one thing.  
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Before I get to that one thing, though, I want to tell you that I was 

also part of a “smaller” real estate company that did anywhere from one 

to five deals a month. Although that part might not sound impressive 

to you, the truth is, the smaller company I worked with was significantly 

more profitable than the business that did 30 deals a month. I know 

you’re probably sitting there and questioning that logic. However, some 

of you might know where I’m going with this.  

How was that smaller company – the company doing only one deal 

to five deals a month – more profitable than the company doing 30-plus 

deals a month? This correlates directly with the “one thing” I hinted at 

in the above paragraph. The one thing that separated the smaller 

company from the bigger company was its focus on NET profit and 

not on the number of deals and the size of its business. 

If you are a serious real estate investor (meaning you have done, at 

the very least, one deal of some sort in your life and have not just 

thought about doing a deal), you have probably gone to a real estate 

meeting attended by people who have done a lot of deals and who are 

talking about them. Maybe you are the one in that room who has done 

a lot of deals. Do you ever sit in those meetings and say, “Man, I’m 

doing a lot of deals, but I don’t really know my numbers. I don’t know 

why I’m not profitable”? Maybe sometimes you even beat your chest 

and talk about the number of deals you’re doing and you don’t even 

know if you’re profitable; you hope to God that someone doesn’t ask 

you about your net profit from last year or last quarter. Are you scared 

you might be a fraud and have imposter syndrome? Profit (real profit, 
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as in profit you can safely take out of the bank and still be okay in life 

and business) is king, but is this a foreign concept to you? 

I want to end those fears once and for all. If you are a serious real 

estate investor as described above, you have probably heard of the three 

pillars or major functions of a business. In Gino Wickman’s book, 

Traction (which I highly recommend reading), he states that the three 

major functions of a business are Sales and Marketing, Operations, and 

Finance. Many real estate investors know that they need a system for 

their Sales and Marketing, or they don’t have business. More recently, a 

lot of real estate investors have also jumped on board and made their 

Operations run on systems rather than on the investors themselves. 

Most real estate investors, if asked whether they have a system for their 

Sales, Marketing, and Operations, would have a ready answer about 

what they are using or to which group they belong that helps them with 

those key areas. However, when asked whether they have a system for 

their Finances, those same real estate investors would just give you a 

blank stare and have no idea what that even means or how it would help 

them. In this book, I want to focus on the third pillar or major function 

of your business: your Finances. This is the function that most investors 

hand over to an hourly bookkeeper or highly paid CPA. Then they think 

that everything is just fine and don’t give it any more thought (until they 

can’t cover payroll or until they have to go out of business).  

I say that if you are hustling and grinding every day to get your deals, 

systematizing your business to run without you, and doing everything 

you possibly can to make it work, you OWE it to your family, your 
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business, your employees, AND yourself to be less stressed, have 

confidence in your finances, and harness a system that not only MAKES 

you more profitable but also helps you KEEP that profit. This is the 

hard-earned money in your bank account that comes in after you have 

worked your fool head off making deals. 

I am on a mission to bring massive value to entrepreneurs by helping 

them be confident in their finances and be more profitable. That is the 

whole point of this book. I want to bring simplicity, clarity, and 

systematization to your Profit and Finances.  

I sincerely thank you for picking up this book and reading it. I truly 

hope that, within these pages, you find massive value and a few ways to 

make your life better, more fulfilling, and less stressful. 

If you find value in these pages, please go to 

http://bit.ly/simplecfowins and tell me how it helped you. 
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Part 1: Less Stress 
 

I call this section “Less Stress” because before we dive into how you 

can make and keep more profit, I believe that you need a few 

foundational keys. If you want to skip this part, you can go straight to 

the “More Profit” section in this book. I guarantee, though, that you 

will need these lessons to keep more of the profit you are making.  
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CHAPTER 1  

 MINDSET 
 

 

Where are you now? 

Some of the worst days of your life usually hit you out of nowhere. You 

don’t see them coming. My introduction to real estate actually took place 

as I was growing up, and I didn’t even realize it. My dad managed a high-

rise apartment building in the Hyde Park area of Chicago. The building 

had two towers and, combined, contained more than 1,000 units. My 

dad had started as a security guard, though for the last 10 years of his 

working life there, he was the manager of the managers of both those 

buildings. Basically, he reported directly to the owner of the building. 

He was a great employee and earned his way up the ranks. The original 

owner of the building loved the building and loved my dad (I’m thinking 

a lot of it was that my dad was a PROFITABLE employee, but more 

on that later in the book). However, the owner eventually sold the 

buildings. The group that bought the buildings kept everyone on board, 

but five years later, the group sold the buildings. This time, the new 

owners brought in their own management. As my dad likes to say: “Easy 

come, easy go.” After giving his blood, sweat, and tears to a job for 24 

years, he was let go, just like that.  

This all happened while I was in college. At the same time this was 

happening, a friend of mine, Tim Heck, gave me a book titled Rich Dad 
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Poor Dad. I think Someone was trying to tell me something because I 

was realizing that no job is ever really secure. Robert Kiyosaki’s book, 

and the end of my dad’s job, really jolted my mindset from “I have to 

get a good job to make a good living to retire when I’m older” to “I 

have to learn all I can now to create the opportunities I want, so I don’t 

have to depend on others for my well-being.” 

You might be sitting there thinking, ‘What does this have to do with 

me? I’m already an entrepreneur and taking risks myself. I have my own 

company.’ My point is, though you are past that hurdle of being your 

own boss, are you willing to do what it takes to make your ENTIRE 

business run on systems and be profitable? You will have to learn and 

grow more, and you have to make sure you WANT to do this. 

 

Do you want to grow? 

One of the best character traits of entrepreneurs is that they constantly 

and incessantly seek ways to grow. If you have lost that fire, or if it has 

diminished, you need to pick up some good books that will motivate 

you, or be around people who will re-light that fire under you. Here is a 

list of books that have impacted me throughout the course of my life: 

https://www.goodreads.com/review/list/40357213-david-

richter?shelf=books-that-impacted-me.  

If you truly want to have a more profitable business, you will have to 

learn some things that may not be in your area of expertise. I am NOT 

saying that you have to become a bookkeeper or an accountant; 

however, you may need to know how to read reports or how to interpret 
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what your numbers are telling you. Many real estate investors I have 

worked with focus very little on the finance/numbers part of their 

business, for a couple of reasons: 

1. They don’t enjoy that side and find it confusing. 

2. They want to focus on SALES (which I am 1,000% for) at the 

cost of not focusing on anything else. 

I am here to tell you that you should ALWAYS be focused on selling 

and generating revenue and income. However, if you are making a ton 

of sales but have nothing to show for it (or, worse, you have to close 

shop at the end of the day), you’ll wish you had paid a bit more attention 

to what your numbers were telling you. I want to ask you this question: 

Do you want to grow, or are you happy with where you are? 

 

Are you happy with where you are? 

If you are happy with where you are financially and if you know your 

numbers, maybe you simply need a system that ensures you are keeping 

your profits (jump to the “More Profit” section). On the other hand, if 

you aren’t happy with where you are financially, don’t know your 

numbers, are living month to month (or paycheck to paycheck) in your 

business, and are stressed about your business finances, please keep 

reading. You’ll see that there is a way out of this financial rat race in 

which you are running. 

 

 



 

6 

Home life 

Before we take the dive into the second chapter, consider this: Are your 

business finances a sore spot for you in your home life? Does your 

spouse wonder where all the money you make goes? Do your children 

get to see their parent’s hard work pay off? Is everyone in your 

household on board with what you are doing? Do they even know the 

hard work that you put in? Is there something tangible that they can see 

as the result of your hard work? 

You want to make sure that you have a system in place that allows 

you to easily and clearly communicate your business finances to your 

significant other, your children, and anyone else with whom you discuss 

your finances. If you can easily make the important people in your life 

understand your financial picture, you will know that the system really 

is working and is simple. Consequently, you’ll have more peace of mind 

at home with those you love. 

I also want to convey that the principles and practical applications in 

this book can apply to your personal finances. I apply all these principles 

to my business and personal finances, and I am telling you that having 

a system for your finances really takes a lot of pressure off you and your 

business. It gives you that peace of mind that entrepreneurs desperately 

seek. 

Oh, and the story about my dad does have a happy ending. He went 

on to work with a local real estate investor for about eight years, buying 

and selling houses. Now he is working with a local property manager, 

helping him grow his property management company.  
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CHAPTER 2  

LESS STRESS IN YOUR BUSINESS 
 

 

One of the reasons most businesses fail 

If any business fails, it most likely ran out of cash and had to close up 

shop. This happens to businesses at all stages and must be carefully 

guarded by you, the owner, at all times. You might say, “I have plenty 

of money in my account; I have nothing to worry about.” However, do 

you know whether the money in your account is yours? Or is it lenders’ 

funds that you really shouldn’t touch except for the purposes for which 

it was given?  

You are responsible for your marketing and sales. Maybe your 

employees are taking care of those duties for you, but if you want to stay 

in business, you are ultimately responsible for bringing money through 

the door. If you want to read a great book on taking responsibility, I 

highly recommend Extreme Ownership: How U.S. Navy Seals Lead and 

Win by Jocko Willink and Leif Babin. 

Here’s the scary part: You and you ALONE are responsible for 

making sure the company does not run out of money and does not fold. 

If you have to tell your employees that the company is shutting down 

because you failed to make sure you are profitable or because you used 

your money foolishly, that is 100% on you. If this scenario happens to 

you, while your employees will be sad and upset, they will ultimately go 
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out and find other jobs. However, you will have to make a major change 

and either start a new business or go to work yourself. If the thought of 

taking orders from a boss doesn’t scare you, then I don’t think you’re a 

real entrepreneur. On the other hand, if this scene is out of your worst 

nightmares and you want to make sure it never happens to you, you 

must safeguard every single penny that comes into your business.  

Now that I’ve scared the living daylights out of you to make sure you 

see the ramifications of not safeguarding the hard-earned money in your 

bank account, let's dive into some practical steps to making sure you 

know your numbers 

 

Do you know your numbers? 

How do you safeguard your business from going under? The first big 

step is to know the numbers of your business inside and out. Let me ask 

you this: Do you even know what numbers you should know? 

Do you hate numbers? Do the phrases P&L, balance sheet, data, 

KPIs, bookkeeping, CPA, accounting, reports, etc. make you want to 

run away and go sell something so that you don’t have to think about 

numbers? Many entrepreneurs feel this way so do NOT worry that you 

are different or that no one has been in the same boat.  

One of the worst feelings in the world is the feeling of being 

unprepared. Maybe you are giving a speech at your REIA or creating a 

pitch for a lending opportunity, and you have a sinking feeling because 

you are not adequately prepared for the speech or the pitch. Thus, when 
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you actually give the speech and pitch, you are not at peak performance. 

However, if you are adequately prepared and have a system for giving a 

speech or creating a lending opportunity, I imagine you are a lot more 

confident and perform a lot better than you would if you weren’t 

prepared. Not knowing your numbers is equivalent to giving a speech 

that you have never once thought about. You’d be standing up there 

stammering and stuttering or making something up without any idea of 

what you are saying. 

Not knowing your numbers creates confusion, which disables action. 

On the other hand, confidence enables action. Knowing the numbers 

in your business gives you the confidence and clarity to make faster and 

better decisions.  

 

Benefits of knowing your numbers 

1. You will have peace of mind and less stress. 

If you know your numbers, you can sleep better at night because even 

if things aren’t exactly where you want them to be, the knowledge of 

where you are will steer you in the direction you need to go to be more 

profitable. You can also have the peace of mind of knowing that your 

books are being taken care of and that everything is up to date. 

2. You’ve created a system for knowing your numbers. 

Knowing your numbers doesn’t happen by accident. You don’t just 

wake up and say, “Today I’m going to know my numbers!” If you know 

your numbers, you have a system in place to gather those numbers and 
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have them spit out to you in a timely fashion and in a way that allows 

you to interpret them. That system will be of great benefit to you. 

3. Knowing your numbers is a path to wealth. 

Dan Kennedy, the marketing genius and mentor to millionaires, has this 

to say about numbers in his book No B.S. Ruthless Management of People 

and Profits:  

“...here’s a fact from my 30+ years of doing marketing consulting with business 

owners: those making the most money, especially those growing businesses from small 

to big and getting rich by doing so, know their numbers inside and out, thoroughly, 

completely, and just can’t be stumped by a numbers question. Those who can be easily 

stumped are usually poor or headed there.  

The fact is, in 30 years, with well over 1,000 clients, those who’ve made the most 

money and gotten wealthiest are the ones who know their numbers inside out, upside 

down, backward and forward, minute by minute, day by day.” 

As you can see, knowing your numbers is really the difference in 

creating the business you always dreamed of and wanted versus ending 

up like every other entrepreneur who is struggling, stressed, 

overworked, and underpaid. You are not in business simply to survive 

another day. You are in business to THRIVE. Knowing your numbers 

puts you on the path to being a thriving entrepreneur. 

Your numbers tell a story. If you don’t know your numbers, you 

don’t know your own story. You don’t know whether your story will 

win an Oscar or a Razzie (i.e., the opposite of the Oscars, in which the 

worst actors, movies, etc. get picked; if you want a good laugh look this 
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up on the internet sometime). A savvy investor can look at the numbers 

in your business and see whether you are a healthy, profitable company 

or whether you are another entrepreneur barely keeping his/her head 

above water. Know your story so that you can either change it or add to 

it with purpose. 
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CHAPTER 3 

HOW TO PRACTICALLY CLEAN UP YOUR BOOKS 

AND KNOW YOUR NUMBERS 
 

 

So far, we’ve covered your mindset and whether you want to embark 

on a journey to wealth and less stress. Now I want to give you some 

practical applications for knowing your numbers and cleaning up your 

books. 

 

Are your books up to date, clean, and spitting out the numbers 

you need? 

First, I want to present some questions to get you thinking for the rest 

of this chapter. How are you managing your business finances right 

now? Are you using QuickBooks, Xero, a spreadsheet, a napkin, 

anything? If you are using software, do you know whether every single 

purchase or sale your company makes is being recorded? If yes, how 

often are they being recorded? Is it done daily, weekly, monthly, 

quarterly? Do you know whether your books are being reconciled every 

month? Do you know the different reports you should be looking at 

throughout the month? If you ask for a certain report, can someone put 

it into your hand? Are you confident in the numbers in that report? 

I know that was a lot of questions, but as you can see, when it comes 
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to your books, you (as the business owner) have some very important 

factors to consider. One of the best ways to ensure you have clean books 

is to work with a PROFITABLE bookkeeper and CPA. The key word 

here is “profitable.” What do I mean by profitable? Here are some 

questions to think about when working with a bookkeeper and CPA 

(even if they are W2 employees on your team). 

● Is your bookkeeper’s mindset profitability and keeping that in 

front of you? 

○ Bookkeepers can be the people on the team who make sure you 

focus on your profitability, as they will be the ones in your books 

every day. 

● Is your bookkeeper keeping your books without hassle? 

○ You should not have to make a lot of decisions for the 

bookkeeper. He/she may have questions from time to time, but 

the bookkeeper should not be taking up a lot of your time unless 

it’s to make you more profitable or to prevent you from making 

a grievous error. 

● Is your bookkeeper keeping your books up to date? 

○ If you want your books to be up to date daily (as long as that is 

reasonable), the bookkeeper should do that. If it’s not 

reasonable, be sure to clarify which interval is acceptable to you 

(e.g., every 48 hours, weekly, monthly, etc.). 

● Is your bookkeeper generating the reports necessary for you to 

make important decisions? 
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○ Generating the reports you need is crucial to your success; 

however, the bookkeeper should not only be generating them 

but also giving them to you in a way such that you understand 

them and can make profitable decisions based on them. 

● Is your bookkeeper taking items off your plate so that you can 

focus on higher-dollar-per-hour tasks? 

○ This might go without saying, but the bookkeeper should focus 

on your transactions so that you can go out and handle the 

higher-dollar-per-hour tasks that you should be doing as an 

entrepreneur. If you are constantly being sucked into the lower-

dollar-per-hour tasks, it’s time to look for a new bookkeeper. 

● Is your CPA doing all he/she can to reduce your tax liability and 

keep you out of trouble? 

○ Is your CPA keeping up on the tax laws and understanding how 

to keep more money in your pocket while making sure you don’t 

end up wearing an orange jumpsuit?  

● Is your CPA talking over you so that you’re not able to 

understand him/her? 

○ You want to make sure your CPA isn’t always talking over your 

head and that you understand what he/she is saying. I’m not 

saying you have to understand every single word, but when it 

comes to your business, you both should be on the same page. 

● Is your CPA a crucial part of your team? 
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○ A good CPA will free you to work on your business and will 

even provide valuable insight. 

Hopefully, if you are currently working with a bookkeeper or CPA, 

these questions will help you determine whether that person is 

profitable for you. They are both crucial components of your team, so 

you want to ensure that you know the questions to ask yourself about 

working with them. 

Before we dive into another section, I want to list the five most 

important benefits of clean books. 

1. Decrease your chances of being audited, or at least help if you 

ever get audited. 

2. Increase your knowledge of your business. 

3. Allow you to make faster, better decisions. 

4. Decrease your day-to-day stress because you know how healthy 

your business is. 

5. Increase your profitability by helping you see where you have 

chances to improve your revenue. 

 

Knowing your numbers and reporting 

How do you really know your numbers?  

1. You must know which numbers you need to track. 

2. You must be confident in those numbers once they are tracked. 
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3. You need reports that give you those numbers at a moment’s 

notice. 

What I am talking about in this book relates specifically to the 

Finance pillar of your business. However, tracking your numbers across 

your company is what will bring true wealth. On the finance side, you 

should know several key points: 

1. Is your revenue number growing? 

- Most likely, in your real estate business, this will be either the 

sale amount of the houses or the rental revenue you are bringing 

in.  

- A growing number means more sales are taking place or you’re 

collecting more rent. Up is always the positive trend you’re 

looking for here. 

2. What is the monthly expense amount you must cover to run 

your business?  

- Obviously, you want to drive down your costs but do you know, 

right now, what it takes to keep your company operational? 

3. What is your net profit amount, and is your company healthy? 

- Your net profit is what really matters in your business. Are you 

getting that number in front of you on a regular basis? 

If you can answer these questions from the numbers you are getting, 

you are already way ahead of the pack. If you can answer these questions 

positively, you are well on your way to having the business you have 
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always dreamed about. 

You may be thinking, ‘How do I answer these questions if I don’t 

know the answers?’ The answer to this question is “reporting.” The right 

reports, put in front of you in a way that enables you to understand 

them, will very simply give you the answers to these questions. You want 

the reports to be simple and clean, and you want to be confident in the 

numbers in those reports.  

A great way to ensure you have what you need is to hold a monthly 

meeting during which you review all your numbers. I go into this more 

in-depth in Section II: More Profit. 

I want to stress here that simplicity is key. You want your bookkeeper 

to enter every transaction and to make sure the reports you receive are 

as easy to understand as possible. Make sure you know the numbers you 

want to see on the reports and make it clear that you want those 

numbers every month (or whatever interval you choose). Your 

bookkeeper should be making it as easy as possible for you to 

understand and should be doing whatever it takes to get you simple, 

clean reports. Your CPA, too, needs to make things as simple as possible 

for you without talking over you. I cannot stress this enough. 

I want to add one more area that might be a pain point for you: your 

cash flow. Knowing your numbers will really help you know where you 

stand cash-wise. I know this is truly an epidemic because I hear a 

statement like this from real estate investors all the time: “My 

bookkeeper/CPA said I made over $100,000 this month/year in profit, 
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but I have only $5,000 in my account. Where is all my profit?” This is 

the power that knowing your numbers unlocks.  

I’ll use a personal story to help illustrate this point. I was working 

with a client who was in this exact same boat. He was making money 

hand over fist, but his bank account was not reflecting this at all. We 

had already cleaned up his books, so it was easy for me to dive into them 

and figure out where all his money had gone. This particular investor 

did not have enough money lent to him versus the money he had put 

into the property. For example, let’s say he bought a house for $50,000 

and put $50,000 into it. He was “into” this house for $100,000, but he 

had a loan of only $80,000 on it. This meant that $20,000 of his own 

cash was tied up in this property. The good thing about this was that on 

a house like the one in this example, the ARV was $166,000. This meant 

he was “into” the property at only 60% of what it was worth and had a 

loan on that same property for only about 50% of what it was worth. 

He was covering that 10% spread with the profit he made from other 

deals. Therefore, though he was making money, he was unknowingly 

taking profit from his sales and putting it toward houses that weren’t 

fully covered by loans. This was where his money was going.  

Let’s be honest: What real estate investor doesn’t go over on his/her 

rehab budget from time to time (or maybe all the time...but that’s a 

whole other book) and then not get the extra funding needed to cover 

that overage? In this particular investor’s case, not having enough loans 

to cover the purchase price and repairs was a common-enough situation 

that we were able to find almost $500,000-$1,000,000 in equity that he 
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could take out right away and still have a total portfolio of properties 

funded at 75% of the full ARV of the entire package. This was life-

changing – and believe me, this wasn’t the only case of this happening. 

However, it was one of the biggest finds I have ever made for a client. 

Could you be sitting on something similar right at this moment?  

As a shameless plug, I have a company that takes care of 

bookkeeping and that makes sure to abide by the philosophies I have 

described on the previous pages. You can set up an appointment with 

me if you want me or another person on my leadership team to look at 

your books and make sure they are clean and up to date, and that you 

know which numbers you must have in front of you. We also act as an 

interpreter between you, your bookkeeper, and your CPA to make sure 

you are all on the same page. Go to http://bit.ly/simplecfobook if you 

are interested in talking to someone on our team about opportunities to 

work with us. 
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Part 2: More Profit 

 

 

Having clean books is freeing and a great confidence booster. 

However, what if you’re still not profitable after all that? It won’t 

matter if you have the cleanest books in the world, the best marketing 

system, the best sales system, or the best people. If you are not 

profitable and cannot manage your cash flow, your business will be 

doomed to failure. Another great Dan Kennedy quote is, “The only 

absolutely certain death blow for a troubled business is running out of 

cash. There’s little else that’s irreversible.” Basically, you can have 

failing systems, people, and processes, but you can always turn those 

around. However, you cannot reverse the fact that you ran out of cash. 

In this section of the book, I want to laser-focus on your profitability 

and on how you can create a system that ensures you are prioritizing 

your profit. 
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CHAPTER 4 

PROFIT UNLOCKS YOUR “WHY” 
 

 

Before we dive into the nitty-gritty of a system for automating your 

profit, I want to make sure you have a reason for doing this. In the 

circles in which I run, there is a big emphasis on this concept (which is 

why I love my circles). A lot of entrepreneurs focus on the “How” and 

“What” of their businesses but don’t focus on “Why” they are doing it. 

If you have not read Simon Sinek’s book Start With Why, I strongly 

suggest reading it. 

I’d also like to present my thoughts on your Why. I believe your Why 

changes throughout your life. You might be saying, “What do you mean, 

it changes? Once I discover my Why, isn’t it always my Why?” I’d like 

to contend that in different seasons of life and business, your Why will 

evolve, develop, and mature. For example, your Why before you have 

children might be different from your Why after you have children. 

You must actively think about and search for your Why. A great sign 

that you’ve found the Why for your current season of life is that you 

cannot stop thinking about it. It gets you up in the morning and is the 

last thing you think about at night. Sometimes your Why is a “Who.” 

Maybe you are driven to get up because you have little children at home 

who adore you and whom you adore and you want to give them the best 

life possible. Or you have a parent who is sick and you want to make 
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sure you are there to help them; in this case, you get up early and stay 

up late to accomplish your Why. 

I’ll be very honest: For a long time, I struggled with the concept of 

my Why. I would sit in a lot of meetings during which the participants 

talked about finding your Why and told us that we had to have a Why. 

The reason I struggled is that I thought my Whys were too generic – 

e.g., “I want to provide for my family” or “I want to make a difference.” 

Remember, this is just my personal philosophy, but I believe that you 

unlock your Why by being disciplined and doing what you’re supposed 

to do. You are not going to find your Why if you are not doing what 

you’re supposed to be doing or if you are doing things that aren’t as 

important (watching TV all the time, playing video games, surfing the 

internet, being on social media non-stop, etc.). I’m not saying you 

cannot do those things, but I am saying that if you can discipline 

yourself, you will bring clarity to your life. Consequently, your Why will 

be that much easier to grab on to.  

I found my Why when I married the Who of my life to the What of 

my life. Let me explain. The Who in my life is my family, specifically, 

my wife and my daughter. I want to provide for them and give them the 

best life possible. The What in my life, for a long time, was real estate 

investing. After spending over 10,000 hours of my life on that What, I 

wanted to give back and bring value to many real estate investors. The 

Who and What, when blended together in my life, are stated as my Why 

as follows: I want to help stressed-out entrepreneurs who are frustrated 

about not knowing their numbers and not making profit by cleaning up 
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their books, interpreting their numbers for them, and implementing a 

system to increase and prioritize their profits so that they can be less 

stressed and more confident in their numbers, as well as make the profit 

they need to accomplish their vision and provide for their family to have 

the best life possible. This is what gets me up in the morning and keeps 

me up at night. This is what keeps me going when situations and 

circumstances get difficult. This is what helps me keep growing when I 

want to relax. This is what helps me learn a new system to protect and 

grow my profit. 

 

Can you reach your Why if you are stressed or unprofitable?  

In your business or personal life, if you are stressed, anxious, and afraid, 

are you as prone to action? Of course not. What I am trying to get across 

here was best said by the legend, Forrest Gump: “Lieutenant Dan got 

me invested in some kind of fruit company. So then I got a call from 

him, saying we don't have to worry about money no more. And I said, 

that's good! One less thing.” I don’t want one of your big worries and 

fears in life to be that the business you’ve worked hard to build and 

create is not profitable and is not able to stay open. I want to make this 

the “one less thing” you have to worry about.  

If you truly want to reach your Why and stay on the journey that 

leads you to it, you will need to remove as many barriers and obstacles 

on that path as possible. One of the biggest obstacles is not being a 

profitable business. Profit really does unlock your Why. Your profit 
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gives you the keys to focus on what you really want to focus on. If you’re 

always worried and stressed about your cash flow and your profitability, 

I think it’s a safe bet that you’re not thinking about your Why (except 

for being discouraged that you’re not doing a good job of reaching for 

your Why).  

The power of profit and knowing your numbers helps you laser in 

on the things in your life that truly matter. If you don’t have to worry 

about your profit, you can focus on your family, the parts of your 

business that need attention, growing yourself, and not worrying about 

whether you’ll still be in business the following Monday. Before we close 

this chapter, I want to ask you one more question. 

 

Why did you start your business?  

Take a moment right now to sit and think about the days or weeks 

before you opened your doors for business. Many people jump right 

into business because they think they have a great idea or they want to 

make more money or they don’t want to be lorded over by a boss. You 

may have started your real estate business to provide passive income but 

then quickly realized that a lot of it is not passive at all. I bet you didn’t 

start your business to feed the cash-eating, time-sucking monster it has 

become.  

To stay in business and beat the odds in terms of the percentages (we 

all know about the long-term viability of a small business), you must 

take control of your business finances. You must treat them seriously. 
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To stay in business and thrive, you must take action and be proactive – 

not reactive. You started your business to make money and accomplish 

your Why. You deserve to know where your money is going, to manage 

it as competently as possible, and to make more money than you 

dreamed of, even when starting your business. You deserve to achieve 

your Why and your passion. You deserve to not be stressed and 

confused. 

You will have to commit to being more profitable and keeping your 

profit a priority throughout the course of your business life. You will 

have to change your mindset and implement systems for your profit. In 

the end, it will be worth it because growing and learning and 

implementing good change always yields good results in some form, In 

this case, I want that form to be more profit in your bank account so 

you can achieve the big goals and dreams you set out to achieve at the 

start of your business journey. 
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CHAPTER 5  

BEHAVING YOUR WAY TO MORE PROFIT 
 

 

Behavioral changes 

I get that the title of this chapter makes it sound like you must be this 

obedient, subservient person in order to make more profit. That 

couldn’t be further from the truth. I have found that if you can do what 

you’re already doing and leverage what you’re doing to form behaviors 

that are more conducive to making and keeping profit, you will be more 

likely to retain those behaviors and actions over the long haul. 

Let me give you a personal example. In about a year’s time in 2018, 

I lost 30 pounds. Before I lost that weight, I was the heaviest I had ever 

been. I felt slow and sluggish; I didn’t like how I looked in the mirror 

and I didn’t have the energy I wanted. I knew something had to change. 

However, I also knew that a lot of diets don’t work because they are not 

sustainable for the long term. I wanted to do something that could fit in 

with my daily routine. I said I had to be at around 1,800 calories a day 

to lose weight over a period of time, so for 2018 I kept track of my 

calories for about a month. After that month, I basically knew what 

“1,800 calories per day” looked like. The biggest trick was that I was still 

eating the food I loved! In my head, I had tricked myself into thinking 

I hadn’t made a huge, drastic change. I ate the food I loved, but I just 

had smaller portions, and I didn’t snack all day, every day. This helped 
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me lose the weight I wanted to lose. Today I have maintained my weight 

on a more normal calorie intake during the day. I have also added 

exercise to my weekly regimen by taking up Kung Fu, which has helped 

me even further. 

Many entrepreneurs have it in their heads that they must do a lot of 

work themselves and that they don’t have time to delegate and offload 

their tasks. Have you ever been with someone like that, who says there’s 

no way they can find the time or money to hire, train, and delegate 

responsibilities? Maybe you have said that yourself. That really is a 

crock. First, as in the example above, you must ensure that the training 

and behaviors fit into what you’re already doing. Second, you don’t have 

the most streamlined, efficient, and productive system for hiring, 

training, and delegating responsibilities. With the right system, you can 

do all of these things. That system will allow your business to build the 

habit of making sure you aren’t changing drastically and doing 

something you struggle to sustain. There is a caveat, though. If you are 

not doing the right things or if your behaviors are way out of whack, 

you might need to make a drastic change that becomes your new 

normal. If that’s the case for you, all those drastic changes will help your 

business become the business you always wanted it to be. The right 

behaviors and system for your profitability will give you and your 

business the much-needed boost and stability you are craving in your 

day-to-day business life. 

I say all this at the beginning of this chapter because you might need 

to change the way you think before you can change the behaviors those 
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thoughts are controlling. To be more profitable, you don’t necessarily 

have to do all the work if you have a great team surrounding you and if 

you are a great leader. You can take these concepts and practicalities on 

behavior and apply them to yourself. However, the true power is to 

apply them to your business in general to truly transform your business 

life (and, by extension, your personal life).  

John Maxwell wrote a great article for Success Magazine, entitled 

“Six Steps to Changing Your Life.” The steps, as listed in the article, are: 

Step 1: When you change your thinking, you change your beliefs. 

Step 2: When you change your beliefs, you change your expectations. 

Step 3: When you change your expectations, you change your attitude. 

Step 4: When you change your attitude, you change your behavior. 

Step 5: When you change your behavior, you change your performance. 

Step 6: When you change your performance, you change your life. 

By John C. Maxwell | January 20, 2015 | 1  

Source: https://www.success.com/john-c-maxwell-it-only-takes-6-

steps-to-change-your-life/ 

The thoughts you think don’t just influence what you do; they are 

the catalyst for your actions. Your thoughts are the first domino that 

must be in line and fall correctly for the resulting correct actions to take 

place in your life.  

How does all this apply to your business? You must behave your way 
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to more profit. You must think the thoughts by reading, studying, 

copying, modeling, and being around the people who are where you 

want to be. Your behaviors are predicated on what you know and what 

you’ve done. You may love numbers or you may hate them. However, 

your behavior toward your numbers and your profit must align with the 

profit you really want to be making. If you are not where you want to 

be in your business, you probably have not been behaving in a manner 

consistent with focusing on your profit and ensuring that your business 

is truly healthy. 

Many real estate investors are that type “A” personality, or are a high 

“D” (Dominance, if you’re using the DISC profile [see 

tonyrobbins.com/disc/]). They make decisions quickly, want answers 

yesterday, and want to always be taking action (even if it’s the wrong 

action). I understand this entrepreneur type because, on the DISC 

profile, I score 99 on the “D” factor. This is the highest score you can 

get. I am very results-oriented and I want things done right and done 

yesterday. A great strength of entrepreneurs like this is that they are 

taking action. However, a weakness is that they might roll over someone 

or something to get results. They don’t want to analyze things to death; 

they just want to make the decision and move on. Sometimes you have 

to take a step back (as I have realized) and take stock of what has 

happened so you can make those decisions better and, ultimately, faster. 

If you know your numbers, you will much more easily be able to make 

profitability-related decisions.  

If you are not that type “A” personality and are more analytical or 



 

33 

are great with people rather than dominant, this all still applies to you. 

You may tend to look more often at the numbers, but you still need to 

take action on those numbers or have a great implementer in your 

business who is pushing to take action on what the numbers are telling 

you.  

No matter what personality type you are, the best catalyst for being 

more profitable is this one principle. It is a principle you have heard 

over and over and over again. It’s the principle of paying yourself first. 

 

Pay yourself first applied to business 

If you have never read George Clason’s book, The Richest Man in 

Babylon, you need to go to Amazon or Audible or whatever your go-to 

book reading site/app is, then get this book and read it. It was written 

in the early 1900s and is full of sound financial principles. The first 

principle that Clason gives is “A Part of All You Earn Is Yours to 

Keep.” This is the pay-yourself-first principle. You have probably heard 

it at some point in your life, but like most people, you said, “This is such 

a great idea, I really SHOULD do this.” And like most people, you went 

on your merry way, not learning or putting into practice a system that 

will allow you to pay yourself first. I’m going to give you the simple 

answer before I provide more examples, so that you can start thinking 

about it or actually implement it right away. You need to sit down and 

write down a percentage of what you are going to pay yourself first, then 

commit to doing that in your paychecks or draws each time moving 
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forward. There it is. Plain and simple. And that’s exactly what it’s 

supposed to be: plain and simple. If it weren’t, you wouldn’t do it, and 

you especially wouldn’t do it long-term.  

Robert Kiyosaki, author of Rich Dad Poor Dad and many other 

financial and business books, tells the story in several of his books that 

he would always pay himself from any gain he got, no matter what. He 

would even not pay bills if he didn’t have money left over after paying 

himself. He says that people were yelling at him and telling him that he 

had to pay his bills. He got calls from collectors, but he wanted to 

ingrain, down to his core, the principle of paying himself first. I am 

NOT advocating that you should not pay your bills. Rather, I am 

advocating that you should do what it takes to ingrain, in yourself, a 

principle that is solid and foundational to your success. 

You say, “This won’t work. My business is different. I can’t pay 

myself first. I can’t do this or that. I can’t change the way I’m doing 

things now.” If you are thinking that, either this book might not be good 

for you or it might just change your life. If this is your thought process 

now, I have a surprise for you: You have just learned that you are NOT 

different and that you CAN pay yourself first. How the finances are 

managed is not some magical secret formula. It’s a basic principle that 

most people know but do not practice. C’mon, you’re a real estate 

investor, a maverick entrepreneur, and you’re telling me that you want 

to be like everybody else who thinks they can’t do something? This kind 

of thinking should make you shake down to your boots.  

If, on the other hand, you are thinking, ‘Yes, I can do this, but I just 
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don’t have the time or experience to practically apply it to my business 

right now,’ I want to counter this thinking, to get out in front of it 

because I contend that you don’t NOT have the time to do this, and 

you can always beg, borrow, copy, or pay for experience. I mean, c’mon, 

we’re not talking about a newfangled CRM or some shiny object for you 

to chase. We’re talking about the hard-earned money that YOU are 

making and that you have made and that needs a master. It will control 

you if you do not control it. That hard-earned money is probably already 

controlling you, which is why you have picked up this book and are still 

reading it. I want to tell you that there is a better way and that you can 

have victory over your finances. 

Let me leave you with one last question in this chapter. With where 

you are currently, could you handle another economic meltdown and 

real estate bubble burst like we had in the late 2000s? This topic is 

brought up in many of the masterminds and meetings I attend, and 

everyone says that another recession is anywhere from 12-36 months 

away. Is your business recession-proof? Do you have the cash and 

systems in place to handle any type of economic environment? If you 

do not and if you think you don’t have the time and bandwidth to do 

something about it, when the next downturn comes, you will probably 

be looking for a job yourself or letting go of a lot of good people who 

work with you. However, you can prevent this if you have cash in your 

account and a system to manage your profit. It gives you the peace of 

mind that you can weather the economic storms that are sure to come. 

Your employees, your business, and your family will thank you profusely 
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when they know that you are set up to take care of them no matter what 

may come. 
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CHAPTER 6  

AUTOMATE YOUR PROFIT 
 

 

For a few years, I had a company that built custom CRMs for real estate 

investors, hard money lenders, and virtual assistant companies. That 

company’s sole purpose was to help save entrepreneurs time and 

money. We would go into a company for a week to get all their 

processes, their ideas, and what they wanted to see. Then, over that 

week, we would build a custom system for them. Our goal for that 

system was that it would be easy to use so that the entrepreneurs and 

the team they worked with would actually use the system to save 

themselves time and money. One of the most depressing situations in 

that business was when an owner, who hired us and loved the system 

we created, didn’t use it over the long term because that owner got busy 

or distracted and stuck back in the rat race of his/her business. My 

whole point is that to get the results you want, you must use systems 

(and use them consistently) to achieve those results as automatically as 

possible. 

Personally, in my business, I am always thinking, ‘How can I 

automate this or replace myself?’ I believe that this is a key thought that 

has allowed me to keep my sanity, grow my business without working 

80-100 hours a week, and create the business lifestyle I want while still 

providing massive value to entrepreneurs. Having been in the real estate 

world for a while, I had heard of systems for Sales and Marketing that 
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could be implemented or outsourced. I had also heard of systems for 

the Operational portion of business, such as Gino Wickman’s EOS 

system from his book Traction (another book I highly recommend 

reading) or Verne Harnish’s Scaling Up. However, I had never heard of 

a system for the Finance portion of one’s business. Sure, I had heard of 

using bookkeepers and CPAs to keep track of my books and to do my 

taxes, but I had never heard of a system to actually manage the money 

that came into my business or a system to keep more and grow the 

profitability. Looking back now, I find that it makes total sense that 

having a system for this portion of my business would be just as crucial 

as the other parts of my business. I mean, the number one reason a 

business folds up shop is that it runs out of money, and running out of 

money really isn’t reversible. To be predictably profitable and not lose 

your sanity in terms of the Finance pillar of your business, you need a 

system that tells you what your money has done (knowing your numbers 

to give you clarity and the ability to make faster, better decisions), tells 

you what your money will do once received, and boosts the amount of 

money coming into your business.  

 

Implementing a simple system to keep, manage, & grow your 

profit 

I’m a big fan of Dan Kennedy and his No B.S. series of business books. 

In one of his books, he states, “All wealth is based on systems.” That 

statement is worth its weight in gold. In the book, Cashflow Quadrant, 

Robert Kiyosaki explains that to shift from the left side of the quadrant 
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(which houses the employee and self-employed) to the right side of the 

quadrant (which houses the business owner and investor), one must 

have systems in place. The difference between a self-employed person 

and a business owner is that the self-employed person has created a JOB 

for himself/herself while the business owner has systems that operate 

his/her business. To be an investor in the last and best quadrant, you 

must have a system for your money. Again, “All wealth is based on 

systems.” - Dan Kennedy 

Let’s start with the system for managing the money that is already in 

your account. We talked about it a lot in the “Less Stress” section of 

this book and, more specifically, in the “Knowing Your Numbers and 

Reporting” subsection. The system I am referring to here is a system for 

tracking your numbers and making sure you are confident that they are 

right. I really cannot stress it enough that this first system is crucial 

because you must know what your business has done in the past, with 

hard numbers, to see and predict what your business will do in the 

future.  

This system might actually be the easiest to run because what you 

really need is the combination of a great bookkeeper and CPA. This is 

what most businesses think of when they think of finances: “I just need 

a good bookkeeper and CPA and all will be well.” As one of my business 

partners always used to say: “yes and no.” Having a good bookkeeper 

and CPA is one part of the secret to your success in terms of the finance 

side of your business. You must ensure that you cover this part, but the 

system does not end there. Also, let me say that you need bookkeepers 
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and CPAs who specifically know real estate, as well as how to enter the 

data and spit out the reports YOU, as the business owner, need and 

want to see. This is another recurring problem I have seen in real estate 

businesses. They think they have a good bookkeeper and a good system 

for tracking their books; however, while the bookkeeper might 

understand basic accounting and bookkeeping, he/she doesn’t 

understand real estate and how to input the data to give the business 

owner what that owner wants to see. If you don’t have that piece, you 

really don’t have a system for tracking and knowing your numbers.  

Let’s say you have a great bookkeeper and CPA who knows real 

estate and is spitting out the numbers you need on a regular basis. If you 

are at this point, that is great! The next system you need is a system that 

manages the profit you are bringing in today. 

This next system will help you take the first steps toward becoming 

a business that isn’t consumed by expenses and that prioritizes profit. 

In Profit First by Mike Michalowicz (another book I highly 

recommend), the author explains that the old formula for general 

accounting is Sales - Expenses = Profit. However, Michalowicz says the 

formula should really be Sales - Profit = Expenses. This is truly about 

making profit a priority in your business and paying yourself first. I 

already alluded to this in a previous section, but the nuts and bolts are 

that every dollar that enters your account must be allocated on a 

percentage-based system and that you must ensure that every dollar that 

comes in has a certain percentage allocated to profit, first and foremost. 

This isn’t about taking an ego trip or being able to say that you have the 
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biggest profit in all the land. Rather, it’s to make sure your company is 

healthy and thriving so that you can accomplish your Why with your 

business. I know I have said this before, but it bears repeating again: 

You must control the money coming into your business or it WILL 

control you.  

I can guarantee that you and every other entrepreneur did not start 

your businesses so that you would be consumed by the expenses it 

“takes” to run those businesses. I have heard many real estate investors 

(and entrepreneurs) say that they need to plow back all their money into 

their businesses to grow those businesses and make them profitable one 

day. When I hear this, it immediately sends up a red flag in my brain. 

What that entrepreneur is really saying is that he/she thinks it’s 

necessary to plow his/her money back into the business because that 

entrepreneur has not thought of a better way to control the money 

flowing into the business.  

Think back to your high school days. Some of you may have friends 

who had jobs because they had to pay for the car that was taking them 

to that job! I remember kids bragging about having a car and a job but 

they were spending every cent on that car that was transporting them to 

the job. They were literally starting out in the rat race right away because 

their jobs were paying for the cars that were taking them to those jobs. 

It just doesn’t make sense, right? This is how most entrepreneurs 

approach their businesses. You have your business and the business has 

expenses and the business isn’t making any profit because the business 

expenses are eating up every dime you have. Are you really in business 
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to go into that loop? I think, at this point, you are a tad smarter than a 

high schooler with his/her first job. Doesn’t it make sense to have a 

system for the most vital piece of your business? You must be proactive 

and have a system for that profitability and then make that change.  

Most businesses don’t have a plan for their finances; even more 

businesses don’t have a system for managing them. If you make a few 

small tweaks, you can automate your way to being more profitable 

WITHOUT having to make more in revenue. Simply apply the right 

knowledge and you can start being profitable right now. I mean, right 

this minute. You must start allocating a percentage of all money coming 

into your business to profit, even if it’s only 1%! If you say you cannot 

do this, again, you just don’t want to think about how you can 

realistically do it and work smarter, not harder. What you have done up 

to this point has not made you as profitable as you want to be. You must 

think, behave, and act differently to get that desired result. There is a 

better way, and you deserve to be less stressed and make more profit! 

The last system you must have will help you focus on profitability 

for the future of your company. So far, we have talked about a system 

for handling your past finances (bookkeeping and knowing your 

numbers) and your current finances (pay yourself first or the Profit First 

system). Now I want to talk about how to grow your profit. This last 

system can be done in a monthly profit meeting during which you take 

the numbers you know (past financials) and your profit system (current 

financials) and use them to see what is making you money and what is 

costing you the most, to help predict your future financials and drive up 
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your profitability. I suggest that you hold a profit meeting at least 

quarterly. Look at what you’ve made and how you’ve made it; ask 

yourself, “How can I replicate this and systematize and streamline those 

things that I’m doing that are profitable?” In that meeting, you can also 

look at what is costing you money and see if there is anything you can 

get rid of or cut back on to make yourself more profitable.  

The last piece of this future profitability system is to brainstorm ideas 

that will make you more money. Maybe you’ll increase your marketing 

to get more houses or to make more money from the houses you already 

have, or maybe you’re already doing something that you can monetize. 

The power in this meeting is to have someone write down everything, 

including the actionable steps you plan to take before the next profit 

meeting. Then you must have someone focus on profitability and 

ensuring the implementation of those ideas you developed during your 

profit meeting. I know we believe that everyone in our business thinks 

about profit; however, the bottom line is, most people are thinking 

about what they’re having for lunch that day or what show will be on 

TV that night. This is why you must have a profitability driver in your 

business – one focused on profit and increasing it in every way possible. 

I hope that this chapter has given you practical applications and the 

sense to know what to do to make your company profitable. The next 

two chapters, I believe, will help you even more, as they are condensed 

chapters with very actionable steps. 
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CHAPTER 7 

THE MAGIC CHAPTER 
 

 

In this chapter, I am simply going to outline what I think it takes to have 

the finances you want in your business. (This may be the shortest 

chapter you read in a business book.) 

 

Steps to less stress and more profit 

1. Change your mindset if necessary. 

2. Renovate your books so you can know your numbers. 

3. Hire a great bookkeeper who knows real estate. 

4. Get the reports you need, when you need them. 

5. Have a Why that is strong enough to make you serious about 

your profitability. 

6. Set up a system to pay yourself first and make sure the business 

is healthy. 

7. Set up a profit meeting to focus on your profitability and to give 

you actionable steps. 

8. Invest in someone to help you with this process if you want to 

turbocharge your business. 
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Systems I recommend 

● QuickBooks Online 

● Receipt-Bank (tracking receipts from you, your contractors, and 

your employees; it links to your accounting software) 

● Bill.com (helps manage the bills you pay so you can track every 

check or payment to contractors, vendors, etc.) 

● A bookkeeper or a bookkeeping company that knows real estate 

specifically 

● The Profit First System for managing your Cash Flow; read 

Profit First by Mike Michalowicz 

● A profit meeting to help boost your bottom line 
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CHAPTER 8 

QUESTIONS TO ASK 
 

 

This chapter is a collection of questions from the previous chapters. Ask 

yourself these questions and take action on them. 

 

Mindset 

1. Where are you in your mindset on your business finances? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

2. Do you want to grow as a person and make sure you take an active 

role in knowing your numbers? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

3. Does your family know where your hard-earned money is going 

and if they will be okay? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 
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4. Are you too embarrassed to talk with your friends or spouse about 

your business because you don’t know your numbers? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

Less Stress 

5. Who is responsible for whether your business succeeds or fails? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

6. Do you know your numbers? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

7. What are some of the benefits that your business would reap if 

you knew your numbers? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

Cleaning Up Your Books and Knowing Your Numbers 

8. Are your books clean and up to date? 

____________________________________________________ 



 

49 

____________________________________________________ 

____________________________________________________ 

 

9. Are you getting the reports you need, when you need them? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

10. Do you hold regular meetings during which you talk about your 

numbers? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

11. What are some questions you should ask yourself when you are 

hiring a bookkeeper or CPA? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

12. If I asked you right now what your profit was for 2018 or 2019, 

could you tell me? How about YTD? How about the first half of the 

year? Last month?  

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 
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13. What are the monthly operating costs you must cover to stay in 

business? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

14. How would it make you feel to know that your books are clean 

and up to date? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

More Profit 

15. Why are you in business? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

16. With the profit you are making right now, can you achieve your 

Why or at least make strides toward accomplishing it? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 
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17. Would your business be able to handle another recession such as 

the one that took place in 2008-2009? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

18. Do you have a system to automate your profitability? If no, what 

is holding you back from creating that system? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

19. Are you running a monthly or quarterly profit meeting to focus 

on your profitability? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 

 

20. Do you have someone on your team who is focused on your 

profitability? 

____________________________________________________ 

____________________________________________________ 

____________________________________________________ 
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53 

CHAPTER 9  

THE END…OR IS IT? 
 

 

You say you can’t find – or don’t have – the time or capital to get your 

numbers right, implement a profitability system, or run a profit meeting. 

In that case, I have one final question: “Why did you become an 

entrepreneur?” 

- Was it to be consumed by your business? 

- Was it to be in constant fear of not meeting payroll or facing the 

threat of folding up?  

- Was it to not have the time you really want to spend with your 

family?  

- Was it to be more stressed than you’ve ever been? 

- Was it to not be able to focus on your mission because you’re 

not profitable and you’re worried about money? 

- Or was it to have the time and money you want so that you can 

focus on your Big Why? 

Let me leave you with this thought. You do your due diligence on 

your properties. You know your numbers and whether the deal is good. 

Why would you treat your business, which includes all of your 

properties, differently than you’d treat a single deal? Why wouldn’t you 

treat the baby that you have grown and nurtured to the point where it 
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is and not do your own due diligence on your business? You have a 

formula and a process for buying a house. Shouldn’t you have a formula 

for making, keeping, and growing your profit? You’re a desperate seller 

in your own business because you don’t have control of your finances. 

Let that sink in. Do you want a retail buyer or a wholesaler to look at 

your company if you were to sell your business one day? 
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