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THE U.S. HOUSING MARKET 
IS IN ROBUST RECOVERY 
MODE FROM THE 2008-09 
SLUMP; 2015 was the best 
housing market in almost a 
decade. With employment 
rates on the rise, the recovering 
economy gaining strength, and 
more buyers than ever with 
an influx of cash looking to 
invest in houses, the market is 
predicted to continue to grow 
stronger in the coming months.

That’s the good news! The great 
news is that today’s housing 
market is now the perfect time 
to invest in real estate! And 
we’re here to help you Build, 
Design and Live your dreams.

Welcome to our 2016 Build 
Design Live magazine, where 
we’ll open the doors to the 
current trends, tips, insights 
and even a few secrets to boost 
your investment game or help 
you take that first step toward 
the road to ownership. In 
this issue you’ll learn about 
the real estate rebound and 
how you can become part 
of it. We’ll dial you into the 

seven tax deductions that 
will save you money on your 
investments, talk to industry 
experts on the right strategies 
to use in today’s market, look 
at the five biggest trends in 
real estate, visit the latest DIY 
renovation tips, and show how 
others just like you are taking 
advantage of advanced real 
estate knowledge to power 
their lives toward success.

Tarek and Christina El Moussa, 
the stars of HGTV’s Flip or 
Flop, open up about their love of 
real estate and why getting the 
right education is so important. 
We’ll talk to blind adventurer 
Erik Weihenmayer, who has 
climbed Mount Everest and 
kayaked the Grand Canyon, 
and knows better than most of 
us that obstacles are real and 
that they can either stop us or 
we can learn to harness them to 
propel ourselves to new places.

Peter Souhleris and Dave 
Seymour, of A&E’s hit TV 
show Flipping Boston, will 

explain how to find and finance 
real estate deals and how to 
team up with investors to 
market your business. Plus 
we’ll talk to everyday folks who 
chased their dreams, found 
their niches, got the right 
education and support and 
are now living those dreams. 
We’re so excited to bring these 
amazing success stories to you, 
share the thoughts and advice 
of industry experts and offer 
within these pages the tools 
and talents of the people who 
can help you live your dream.

Whether you’re fresh out of 
college with debt looming 
large, a recent retiree, a single 
mom or a homeowner who 
wants to explore investment 
opportunities and renovate 
your life, Build Design Live 
offers the education, real-time 
support and the motivational 
tools to set you up for success. 
We hope this magazine will 
give you the guidance you need 
to do something great! 

Build• 
Design• 
Live•

W EL C OME T O 

W E L C O M E  L E T T E R
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Dare to fi nd a career where you can truly make a difference. 
Your skills and talents could be exactly what we need to 
build the next generation of great teachers. Get resources 
to explore whether teaching is right for you at teach.org.



6    BU I LD .DES IGN . L I VE

TEST 
YOURSELF

What is your E.Q.?

S T A R T I N G  G A T E

B y  B E T S Y  J .  S I M N A C H E R

( E N T R E P R E N E U R  Q U O T I E N T )

YOU’VE HEARD IT BEFORE: SUCCESSFUL ENTREPRENEURS ARE DRIVEN, OUTGOING, CONFIDENT, 

ASSERTIVE, RESILIENT. THAT DOESN’T MEAN A SHY PERSON CAN’T RUN A SUCCESSFUL STARTUP. BUT 

MOST ENTREPRENEURS SHARE COMMON TRAITS. WE’VE COMPILED A TOTALLY UNSCIENTIFIC QUIZ TO 

HELP YOU DETERMINE YOUR ENTREPRENEUR QUOTIENT—OR AT LEAST TO PROMPT A CHUCKLE. 

YOUR BIGGEST 
CLIENT JUST 
REJECTED YOUR 
PRESENTATION. 
WHAT DO 
YOU DO?

4

A. Pull an all-nighter, 
totally reworking 
your pitch based 
on the client's 
comments.

B. Visit Charlie at 
the He's Not Here 
bar and grill.

C. Call engineering 
chief Ron Upright 
for some new ideas.

D. Work on your 
script for Modern 
Family.

D. A and C.

E. B and D.

YOUR FRIENDS 
DESCRIBE 
YOU AS A:

5

A. Workaholic.

B. Perpetual student.

C. Night owl.

D. Carlos Danger.

THE GLASS 
IS...

2

A. Half-empty.

B. Half-full.

C. Drained.

D. I don't know but 
I see suds on it.

I AM MOST 
AFRAID OF:

3

A. Bankruptcy.

B. Airplane flights.

C. Highway 
overpasses.

D. Snakes on a plane.

E. Support groups.

GIVE YOURSELF 10 
POINTS EACH FOR 
THESE ANSWERS:
1. C, 2. B, 3. and answer 
but A, 4. E, 5. A.

Give yourself 40 points 
for being a good sport 
and taking this quiz.
If your total is 100 points, you 
need to get started right away; 
anything less and maybe you 
should keep that day job. We’re 
testing for the characteristics 
of a successful entrepreneur as 
outlined by Mike Allan, asso-
ciate director of Livingstones 
Australia, an employment ad-
visory firm: resilience, openness 
to new ideas, assertiveness or 
extraversion, conscientiousness, 
self-discipline and deliberation 
combined with the ability to 
take action.

WHO IS YOUR  
MENTOR?

1

A. Charlie at the 
He's Not Here 
bar and grill.

B. Jack Betterway, 
serial entrepreneur, 
who quit his 
widget-making job 
after designing the 
Betterway Widget 
Maker and selling 
it to Facebook 
for $1 bazillion.

C. Ron Upright, head 
of engineering, 
who took you out 
to lunch last week.
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CLICKING & 
SCROLLING

GROWING 
UP

SLIPPING INTO 
ROUTINE

D e p a r t m e n t

S O P H I A  D E M B L I N G

(THE SOLUTION: DON’T FORCE IT.) 
“Find the places and times that you feel it and try to maximize those 
times,” she says. Trying to bully creativity is just one way we mess 
with our muse. Gregoire identifies these additional mistakes: 

FIND YOUR 
BREAKTHROUGH 
POINT

“Constant 
distraction and 
multi-titasking 
keeps us on a 
surface level of 
thought,” Gregoire 
says. “Without 
stretches of free 
time to daydream, 
we’re not able to 
make creative 
connections.”

Play is crucial to 
adult creativity. 
Too many of us 
approach even 
creative work as 
work. Make time 
for play: Take up 
yoga, redecorate 
your apartment or 
learn the guitar.

Openness to new 
experiences is the 
personality trait 
most closely tied 
to originality. 
Big changes like 
travel help, but 
so can small ones 
like trying a new 
restaurant.

we say on Monday. “I will sit 
down at 9 a.m. and write until 
3 p.m. every day until the 
book is done.” By Wednesday 
we can barely get ourselves 
to sit, much less write. 

That’s because you can’t make 
creativity hew to your will, says 
Carolyn Gregoire, co-author 
of Wired to Create: Unraveling 
the Mysteries of the Creative 
Mind. Gregoire says that, while 
writing her book, she had 
periods of intense productivity 
as well as ones when she barely 
wrote. “Those times were 
just part of the process. It’s 
called creative incubation—
letting ideas simmer.”

"I'm going 
to write a 
novel,"

THE KEY TO 
CREATIVITY? 

CAPITALIZING 
ON THE 
BLISSFUL 

MOMENTS 
WHEN YOU 

FEEL IT.
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S T A R T I N G  G A T E

YOU DON’T NEED A FANCY CAR OR JEWELRY 
TO CARRY YOURSELF WITH CERTAINTY.

ear, insecurity, self-doubt and the 
like can be the biggest obstacles 

many of us face in life. To overcome 
that negativity, many people turn to 
unhealthy or compulsive behavior. 

This undesirable behavior “may 
temporarily numb that negativity, 
but it won’t put you on a healthy 
and wholesome path,” says Darlene 

Hunter, a renowned speaker and 
author of Win-Ability: Learn How to 
Nagivate through Life’s Challenges with 
a Winning Attitude. “While some 
people buy very expensive things 
to feel more confident, there’s an 
affordable way to yield the same result: 
positive thinking.” Hunter maps a path 
supporting the confident lifestyle. 

CONFIDENCE 
CONFIDENTIAL

F

DO WHAT  
YOU LOVE. 
You reap a great sense of 
accomplishment and joy when you 
chase your passion—something 
you will do even if you aren’t paid. 
Following your passion allows you 
to gain skills in areas in which 
you are already strong and will 
push you to become better. 

BE TRUE TO 
YOURSELF. 
Do not set your career or life path 
in a certain direction based on 
what friends or family members 
want for you. It’s also important for 
you to think honestly about your 
resources, skills and abilities along 
with what you have and what is 
needed to help you move forward. 
Be open to suggestions and advice 
from others who are already 
doing what you’re trying to do. 

STAY THE COURSE 
AND BE RESILIENT. 
As you set forth to achieve your goals and your 
dreams, you cannot be thin-skinned. You must 
be durable and strong with a determination 
that you will get to where you want to go. 
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TRY THIS SIMPLE, FOUR-STEP PROCESS, 

RECOMMENDED BY JACK CANFIELD IN 

THE SUCCESS PRINCIPLES, TO TRANSFORM 

LIMITING BELIEFS INTO EMPOWERING BELIEFS. 

HOW TO  

MOVE BEYOND 

YOUR LIMITING 

BELIEFS.

2
 DETERMINE 

how the belief is limiting you. 

3
 DECIDE  

how you want to be, act or feel. 

4
 CREATE  

a turnaround statement that affirms or gives 
you permission to be, act or feel this new way. 
Once you’ve created a turnaround statement, 
repeat it several times a day for at least 30 
days. Combine your new belief with positive 
action and get the results you really want. 

1
 IDENTIFY 

the limiting belief that 
you want to change. 
What beliefs are keeping 
you from achieving the 
success you desire? 

DON'T LET YOUR MIND 
STAND BETWEEN YOU 
AND SUCCESS.

D e p a r t m e n t
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ARE YOU READY

Is your traditional job 
stifling your creativity 
and robbing you of 
valuable time with loved 
ones? Entrepreneurship 
might be for you.

By
 D

E
A

N
A

 N
A

LL

A ll of us have dreams. Some of us are living 
them out, but many of us are not. In 
fact, what the typical American is living 
more than anything is a life of stress.

It’s no secret that stress levels are at an all-time 
high in the U.S. What might be surprising is that 
most Americans are stressed about the same thing: 
their jobs. According to the annual Work Stress 
Survey, conducted by Harris Interactive on behalf 
of Everest College, 83 percent of Americans cite 
their jobs as their main source of stress. The survey 
results pointed to several specific factors of jobs that 
caused stress. Heavy workloads and low pay were 
each chosen by 14 percent of respondents as the 
main source of job-related stress. Respondents also 
cited frustration with co-workers, long commutes, 

YOUR LIFE?
 to own

F O L L O W  Y O U R  P A S S I O N f e a t u r e

©
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working in a career they did not choose, 
poor work/life balance, little opportunity 
for promotion and fear of being laid off. 

Another survey that gauges general stress levels 
in the U.S. found that the most stressed-out 
age groups are millennials (ages 18-33) and 
Generation X (ages 34-47). These age groups likely 
experience the most job instability, according 
to the Stress in America survey, as reported 
by the American Psychological Association.

A REWARDING LIFE is WAITING

These numbers are grim, but not surprising. 
Everyone knows someone who is unhappy with 
their job, and most people have likely experienced 
less-than-ideal work situations and the resulting 
stress. Alarmingly, stress has been shown to have 
profound physical effects and can be to blame 
for hypertension, diabetes, and a host of other 
debilitating and life-threatening conditions.

Does it have to be this way? Is it that difficult 
for people to find a career that is rewarding 
and actually brings them joy? Surely these 
jobs exist, so where are they hiding?

Actually, they’re not hiding. They are in plain 
sight, and people all around you have them. 
They are entrepreneurs—the business owners 
who decided to take control over their own 
lives, futures and happiness. As job-related 
stress has hit a record high, so has the number 
of entrepreneurs who are fleeing traditional 
occupations for business ownership. According 
to the Global Entrepreneurship Monitor, 27 
million Americans now own their own businesses. 
The same study also found positive attitudes 
toward entrepreneurship, with 51 percent of the 
working population expressing the belief that 
good opportunities exist for starting businesses.

Of course, the stress factor is enough to get 

someone out of the traditional workforce. 
But what other benefits come from owning 
your own business? What do these 27 million 
entrepreneurs know that we don’t?

YOU CONTROL your SCHEDULE, 
NOT SOMEONE ELSE

For one thing, entrepreneurship allows a level 
of creativity and flexibility that traditional 
careers often don’t. This is why so many 
successful businesses have been launched by 
“outside-the-box” thinkers. If you find your 
corporate environment to be limiting your 
creative process, business ownership might be 
calling you! Also, not everyone thrives on a 
9-to-5 schedule. If you could design your own 
schedule, what would it look like? Maybe you 
would schedule free afternoons for time with 
your kids after school. Or a few work hours at 
night, if that’s when your creativity wakes up.

Business ownership allows you to work according 
to your own schedule and not someone else’s. 
An important bonus: A flexible schedule will 
allow more opportunity to build a fitness regimen 
into your routine. Many people in corporate 
environments lack time to exercise because of their 
work schedules. But owning your own business 
can put you back in charge of every aspect of 
your life—including your physical fitness.

One thing that might stop people from pursuing 
their dream of owning a business is the isolation 
they think they might experience. But the 
opposite is true. By becoming an entrepreneur, 
you join a large family of business owners who 
have the same dreams and goals as you. And 
people going into business for themselves are 
more likely to help each other out than people 
fighting their way up the corporate ladder. You 
might be surprised at the extensive support system 
you could end up having as a business owner.

 ACCORDING TO 

THE GLOBAL 

ENTREPRENEURSHIP 

MONITOR,

F O L L O W  Y O U R  P A S S I O N f e a t u r e

AMERICANS 

NOW OWN 

THEIR OWN 

BUSINESSES.

MILLION27 

» 
of Americans cite their jobs 

as their main source of stress.

• Heavy workloads 
• Low pay 
• Frustration with co-workers

•  Working in a career 
they did not choose

• Long commutes
• Poor work/life balance
• Little opportunity for promotion 
• Fear of being laid off. 

SOURCES OF JOB-RELATED STRESS

83%



KNOW your VALUE

Anyone who has worked in a traditional job 
has felt undervalued at some point. This is 
something that does not happen when you own 
your own business. You know you are vital to 
your company because you started it, and there 
is no one above you to make you feel “less than.” 
And if you have a great idea that you know could 
improve or grow the company, you don’t have 
to slow down to get permission or approval to 
succeed. If you think it will work, go for it!

Eight percent of respondents in the Work Stress 
Survey said their biggest source of stress came 
from the fact that they were working a job for 
which they had no passion. It’s exhausting and 
draining to pour so much time and effort into 
something you don’t really care about. Business 
ownership allows you to combine your livelihood 
and the things you are passionate about. What 

do you care about more than anything else? 
If you love baking, why not open a bakery? If 
you love fitness and nutrition, open a gym or 
become a personal trainer. Do you love seeing the 
potential in an old, dilapidated house? Flipping 
houses might be for you. Determine what your 
true passion is, and then pursue it as a career.

Owning your own business is a huge challenge, 
but it’s a rewarding challenge. And it’s never 
too late to get started. Remember that there are 
27 million business owners in the U.S. right 
now, and they left their traditional careers at 
different ages and stages in their lives. For 
them, it wasn’t too late to chase their dreams. 
And it’s not too late for you, either. 

Do you love seeing 
the potential in an 
old, dilapidated 
house? Flipping 
houses might be for 
you. Determine what 
your true passion is, 
and then pursue it as 
a career.



BUSINESS OWNERSHIP 

ALLOWS YOU TO 

COMBINE YOUR 

LIVELIHOOD AND 

THE THINGS YOU ARE 

PASSIONATE ABOUT.
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E R I K  W E I H E N M A Y E R   M e n t o r

FIND YOUR 
SUMMIT

Q & A 
with Erik Weihenmayer

EW I was really into sports. My family 
members are sports people. I played 
basketball but I was getting pounded by 
the basketball and couldn’t play anymore, 
so I wrestled. My dad wanted to give me 
more experiences because a lot of blind 
kids are left out of gym class because it’s all 
ball sports. So I wasn’t able to participate 
in gym class in a real way. So there was 
this recreational program that was through 
The Carroll Center for the Blind, and 
once a month they would meet and take 
these blind people north and we would 
go sailing or canoeing, or ropes courses, 
cross-country skiing and tandem biking.

And one weekend they took us rock 
climbing. And I fell in love with rock 
climbing. To me it was the definition of 
adventure. It wasn’t like sitting on the 
back of a tandem bike and just peddling. 
It took strategy, it took brainpower to 
figure out how to connect the pieces of 
the holds on the rock, from point A, to 
point B, to point C. Not being able to see 
it but being able to feel it with my hands 

and feet, sort of mapping out this route 
almost like solving a puzzle in the rock 
in order to get up there. And it was so 
engaging; there are the textures out of the 
rock underneath my hands, the amazing 
patterns of hot and cold with the sun and 
the shade. And just the “scenery” under 
my hands and with my ears was just 
spectacular. I thought, This is adventure.

As a blind adventurer who 

has climbed Mount Everest 

and kayaked the Grand 

Canyon, Erik Weihenmayer 

understands better than most 

that barriers are real, not 

merely perceived, and that 

obstacles can either stop us 

or we can figure out a way 

to harness them and propel 

ourselves to new places. For 

more information, visit  

www.touchthetop.com. 

GIVEN YOUR BLINDNESS, 
HOW DID YOU FIND 
THE COURAGE TO 
START CLIMBING?

HOW DID YOU 
OVERCOME THE FEAR 
OF THE UNKNOWN?

EW I don’t see myself as being all 
that different than anyone else because 
there are blind and disabled people doing 
amazing things. It may not be climbing 
or hanging from your fingertips off the 
side of a mountain, but they are doing 
some amazing things. There are blind 
people who work for NASA as well as 
others who have computer skills that 
I only dream of having. I just picked 
something that had not been done before. 
And being a blind rock climber is kind 
of like being a Jamaican bobsledder—
it’s just very unique. The worlds are so 
disconnected that many people do a 



“I DON'T SEE MYSELF 
AS BEING ALL THAT 
DIFFERENT THAN 
ANYONE ELSE 
BECAUSE THERE ARE 
BLIND AND DISABLED 
PEOPLE DOING 
AMAZING THINGS.”
—Erik Weihenmayer
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double take. So it was an unusual path 
to take, to become a blind climber.

When you do something that has never 
been done before you are in a way walking 
into a black hole and creating your own 
way forward. You are developing your 
own systems, building the right team 
around you; and yes, it is completely 
uncharted territory and quite scary. But 
that is also where the excitement lies.

WHAT IS THE IMPORTANCE 
OF HAVING VISION AND 
DREAMING BIG?

OFTEN, THERE ARE MANY OBSTACLES IN OUR PATH 
THAT CAN KNOCK US OFF OUR TRAJECTORY.

WHAT DO YOU DO ON A DAILY BASIS TO STAY 
ON TASK WITH YOUR GOALS?

EW Some people get into a rut where 
they are just sort of surviving. I think you 
have to look forward and try to create a 
vision for what you’re going to do. For me, 
it was making a list of mountains that I 
wanted to climb. So really think about 
your life, your vision, what kind of impact 
you want to have on the world, what kind 
of legacy you want to leave and what 
kind of life you want to lead. It’s really a 
manifestation of your values. The vision 
guides you like an internal compass. It 
helps you especially when times are tough, 
because when you can’t see ahead and you’re 
doubting yourself, that’s when you really 
need to understand why you are doing what 
you are doing. I believe in creating that 
vision for your life so that it helps you stay 
true to what you want your life to be about.

EW I try to stay focused on what I 
think is important. My family is important 
to me; I’m always thinking about that. 
That’s a huge struggle to try to find time. 
I focus on my expeditions as well as some 
nonprofit work where I help guide blind 
children—I do a project each year where I 
guide some blind and sighted children who 
pair up together and help them navigate 
through the Andes and to Machu Picchu.

I took six blind children from Tibet 
and guided them to 21,500 feet on the 
north side of Mount Everest. I helped 
get the first blind African to the top of 
Mount Kilimanjaro. One young man 
had been blinded in the 1998 bombing 
of the U.S. Embassy in Nairobi, Kenya.

So I stay focused on those kinds of 
activities that are very meaningful to me. 

But for me I’m much more thrilled by 
doing, by action, by example. And then 
the speaking is a way of sharing your 
experiences and connecting with people 
and sharing a good message. Because 
if I stopped doing what I do I wouldn’t 
want to speak because I don’t want to talk 
about something I did once in my life and 
now I’m a couch potato. It’s the idea of 
staying focused on what’s important and 
not letting distractions overwhelm you.

In one of the chapters in my book The 
Adversity Advantage, titled “Pack Light,” 
I talk about the idea that you have to pack 
light in life so that you’re not completely 
overwhelmed by all of the competing 
distractions that can become burdensome 
in your life. And to me that is a struggle 
for everyone. It’s a struggle because 
there’s a lot that can weigh you down.

E R I K  W E I H E N M A Y E R   M e n t o r



IS IT OK TO FAIL? AND 
HAS FAILURE BEEN 
ONE OF YOUR BEST 
TEACHERS IN LIFE?

WHAT ADVICE WOULD YOU 
GIVE OUR READERS WHO 
WANT TO START THEIR 
OWN BUSINESS ON HOW 
THEY CAN OVERCOME 
THE FEAR OF STARTING?

the first year. And yes, I could blame 
it on the weather, but I can also blame 
a few things that I did wrong as well 
as things I didn’t face. But sometimes 
failure can lead to something great. 
Failure and success is not cut and dry.EW It really bothers me when I 

see people who don’t learn from their 
failures; they just keep making the same 
mistakes over and over again. I think it’s 
because they haven’t created the right 
system and foundation on how to deal 
with those failures. That’s what I call 
a stupid failure, but then on the other 
hand there are great failures. I think 
sometimes if you fail and you learn some 
key fundamentals through that failure, it 
just gets you closer to what you want to do.

The year before we made it to the top 
of Mount Everest we failed in our first 
attempt. And you fail 50 percent of the 
time when you climb mountains. I failed 
the first time in Aconcagua and learned a 
lot that eventually got me to the summit 
the next year. I failed on Mount Kenya 

EW Fear can save you from doing 
something stupid but it also can be a 
trigger when you are overwhelmed, 
telling you to retreat. It takes a lot of 
work to learn how to analyze yourself 
and your fear and to learn what is good 
fear and what is bad, paralyzing fear.

Fear may be a good thing. I think the 
best way to fight back against fear is to 
be as prepared as you possibly can. And 

that means having a solid group of people 
who you trust with your life. You are 
linking yourself to these people and they 
are going to put their life on the line for 
you as well, figuratively or in real life.

Surround yourself with people who share 
your vision. Because there will always be 
people who shoot down your idea and say 
you have no business doing what you’re 
doing. And there will always be people 
you can find who share your vision and 
who support you, and those are the people 
you want to surround yourself with.

I really like these businesses where 
people are able to seize control of their 
destiny—who are not just responding 
or reacting to life and reeling under the 
weight of change or things beyond their 
control, but seizing control of their life 
and creating the life they want. 

“WHEN YOU DO 
SOMETHING THAT HAS 
NEVER BEEN DONE 
BEFORE YOU ARE IN A 
WAY WALKING INTO 
A BLACK HOLE AND 
CREATING YOUR OWN 
WAY FORWARD.”
—Erik Weihenmayer
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Today’s hot 
housing market 
makes now the 
perfect time 
to invest in 
real estate.

HOUSING
market
HEAT!

H O U S I N G  M A R K E T  H E A T   f e a t u r e

By B R I T TA N Y  G L E N N
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April in a decade. Sellers are listing 
their homes so they can leverage 
their equity to achieve a financial 
goal, whether that’s building a 
dream home or strengthening 
their retirement portfolio.

But today’s market offers 
advantages to buyers as well as 
sellers. Low mortgage interest 
rates make financing a home 
much more attractive, motivating 
longtime renters to achieve the 
dream of homeownership.

Real estate investors are also 
capitalizing on today’s booming 
market, thereby growing their 
bank accounts. Because mortgage 
rates are so low, even cash-
strapped investors can get some 
skin in the game by leveraging 
someone else’s money; using a 
lender’s funds, the investor simply 
purchases a property, renovates 
it and then “flips” it by selling 
it quickly, paying off the loan 
and pocketing the profits.

he numbers don’t lie—today’s 
housing market is hot! Whichever 
industry statistic you consult, 
it will confirm the undeniable 
fact that the housing market is 
booming. As a result, real estate 
has become the most popular 
investment choice for Americans.

An April 2016 Gallup Poll 
revealed that real estate has been 
Americans’ top pick for the “best 
long-term investment” for two 
years in a row and has increased 
its lead over other investment 
choices. Gallup reported that 35 
percent of Americans now believe 
that real estate is the better long-
term investment, compared with 
22 percent for stocks and mutual 
funds, 17 percent for gold, 15 
percent for savings accounts and 
CDs, and 7 percent for bonds.

Historically low mortgage 
rates, rising rents and a more 
streamlined approval process 
from mortgage lenders are 
incentivizing buyers to purchase 
or refinance homes, despite today’s 
hyper-competitive market.

Statistics confirm that demand 
for homes remains consistently 
higher than supply. The National 
Association of Realtors’ home sales 
report showed that 5.45 million 
homes sold in April 2016, a 6 
percent increase from 2015 and the 
highest reading for the month of 

35% 

22% 

17% 

15% 

7% 

A P R I L  2 0 16  G A L L U P  P O L L

T H E  N A T I O N A L  A S S O C I A T I O N  O F  R E A L T O R S 
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 AN IDEAL TIME TO Invest 
 IN REAL ESTATE     

Now is an ideal time to invest in real 
estate, says Carter Brown, Director of 
Coaching for Advanced Real Estate 
Education. Carter has spent the past 20 years 
successfully investing in real estate and now 
helps other investors grow their businesses.

“Today is a fantastic time to invest in 
real estate,” he adds. “There are a lot of 
positive trends in the market right now that 
bode really well for real estate investors.”

In May 2016, Fannie Mae’s Home 
Purchase Sentiment Index increased 1.6 
points to 85.3, a significant rise. “Fannie 
Mae tracks consumer sentiment and it is 
at an all-time high right now,” Carter says. 
“People are positive about the economy 
and they’re not afraid to buy houses.”

According to the National Association of 
Realtors, in April 2016 the median number 
of days on the market for an MLS-listed 
home was 39 days—the fewest number 
of days for the month of April since the 
group has tracked this data. Further, 45 
percent of homes sold in 30 days or less.

“Right now, investors can feel confident 
that when they finish renovating a property, 
it’s only going to take 39 days on average to 
sell it and they have a 45 percent chance of 
selling it in less than 30 days,” Carter notes. 
“That takes a tremendous amount of risk 
out of investing in that renovation project. 
It diminishes their all-in cost of the project, 
which makes it that much more profitable.”

Another market dynamic that promises 
handsome returns for investors is pricing. 
“Every major market in the U.S. has 
seen positive price appreciation in the 
past year,” Carter says. “Prices today are 
higher than they were a year ago. The real 
estate market is very strong right now.”

 “THE REAL ESTATE  

 MARKET IS VERY

 STRONG RIGHT NOW.”

 —CARTER BROWN, 

 DIRECTOR OF

 COACHING FOR

 ADVANCED REAL

 ESTATE EDUCATION
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 “THERE ARE A  

 LOT OF POSITIVE

 TRENDS IN THE

 MARKET RIGHT

 NOW THAT BODE

 REALLY WELL

 FOR REAL ESTATE

 INVESTORS.”

 —CARTER BROWN



 THE POWERFUL Appeal
 OF PROPERTY

Although today’s market 
conditions are particularly 
auspicious, investing in real estate 
has always had universal appeal 
to consumers and investors alike. 
There is something almost magic 
about real estate. Why do so 
many people choose to invest in 
real estate as opposed to gold or 
commodities or anything else?

“Real estate is something 
that everybody fundamentally 
understands the need for because 
they have lived in a house or an 
apartment,” Carter explains. 
“Real estate is a tangible asset 
that won’t disappear overnight.”

Perhaps Abraham Maslow listed 
“shelter” on the first rung of his 
famous hierarchy because it is 
an essential need of humankind 
that is inherent to survival.

Something else that makes real 
estate uniquely attractive as an 
investment is the ability to exercise 
control over it. “If you invest in 
gold, you have no control over 
that—it’s either going to go up or 
down, and you can’t do anything 
about that,” Carter says. “When 

you invest in the stock market, you 
cross your fingers. But with real 
estate, you can decide you’re going 
to install granite countertops in 
the kitchen to increase a home’s 
value. You’re not totally at the 
mercy of the market’s whims.”

Even in the event of a housing 
bust or economic downturn, you 
can always use the property as a 
rental, Carter says. “I owned a lot 
of properties through the housing 
bust and all my real estate holdings 
stayed rented,” he recalls. “The 
value of the property decreased but 
my tenants kept paying me rent 
and I kept collecting money.”

Most industry analysts believe 
the drivers are in place to sustain 
the current housing market’s 
growth and ensure its staying 
power. Given today’s low interest 
rates, improving job market, rising 
home equities and short inventory, 
today’s housing market offers many 
advantages to real estate investors.

“Now is a better time to invest 
in real estate than I’ve seen in 
decades,” Carter says. “There 
are just so many forces that are 
working in the favor of real estate 
investors. There is a lot of wind at 
investors’ backs right now.” 
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ON THE 
RIGHT PATH

Tarek and Christina El Moussa, the stars of 
HGTVs Flip or Flop, open up about their love of 
real estate and why education is so important.

• By K A R I  C .  B A R L O W •

lipping houses is not about 
being on TV, says Tarek El 
Moussa, who is featured 

along with wife Christina on the 
popular HGTV show Flip or Flop. 
“Flipping houses is our business—the 
TV show is just there to follow that.”

The weekly program started in 2013 
and follows Tarek and Christina as they 
buy and renovate distressed properties, 
mainly in Orange County, California. 
Sometimes the flip results in a huge profit, 
while other times, hidden costly problems 
are uncovered and it’s more of a flop.
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T A R E K  &  C H R I S T I N A  E L  M O U S S A   C e l e b r i t y  P r o f i l e
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GETTING STARTED
After watching the show, many viewers may 
be inspired to try their own hand at flipping 
houses, but Tarek cautions that educating 
yourself is the first step to getting started.

“Obviously there’s a lot more detail and complexity 
to it and there’s only so much you can fit into 
22 minutes,” Tarek says. “That’s why training 
is necessary, and being taught by a coach and 
professional company is very important.”

The more education you have, the better, Christina 
adds. “Tarek and I always attended seminars. It’s 
the best way to get started, along with reading 
real estate books. That’s what we did.”

To help in that process, Tarek and Christina started 
working with Success Path Education in 2013.

“Over the years we were in real estate, we found 
that it’s really hard to find good guidance and 
good training to really figure out how to do it,” 
Tarek explains. “For Christina and me, it was a 
lot of work and we made a lot of mistakes. We 
eventually did figure it out, but we wanted to make 
it possible for other people to do the same thing, 
but with a much easier path than what we had.”

A LOVE FOR REAL ESTATE
Tarek and Christina were both real estate 
agents prior to the market crash in 2008, 
when they ventured into flipping.

“I was kind of a lost kid,” Tarek says of his reason 
for getting into real estate. “I always wanted to make 
money and be successful, and at the time, and without 
an education, real estate sounded like the best thing—
so I went for it. And I absolutely love it. It’s become 
almost an obsession and it’s an exciting business.”

Christina says she got started in the industry 
so she could be her own boss and create 
an income stream without a plateau.

Both love the satisfaction that comes from helping 
others find success in the industry. “I think there’s 
so much opportunity out there,” Tarek explains. 

FOR CHRISTINA AND ME,  

IT WAS A LOT OF WORK AND WE 

MADE A LOT OF MISTAKES. WE 

EVENTUALLY DID FIGURE IT OUT, BUT 

WE WANTED TO MAKE IT POSSIBLE 

FOR OTHER PEOPLE TO DO THE 

SAME THING, BUT WITH A MUCH 

EASIER PATH THAN WHAT WE HAD.

T A R E K  &  C H R I S T I N A  E L  M O U S S A   C e l e b r i t y  P r o f i l e



“Somewhere, there’s a 5-year-old kid who, 20 years 
from now, is going to make a million dollars a year 
flipping houses. I feel like anyone can accomplish 
their goal of flipping houses if given the right 
opportunity and they put in the right work.”

A FAMILY BUSINESS
Flipping houses is popular for several reasons, 
Tarek says. “First, it can be a family business. And 
obviously, people like money. It’s exciting to be able 
to create wealth and a legacy for your family.”

The couple have two children, a daughter 
named Taylor, and son, Brayden, who 
was born in August 2015.

Having built a successful brand and several 
companies over the past six years, the couple 
is looking forward to taking more time for 
themselves these days. “My best advice is to 

make sure that you don’t get so wrapped up in 
day-to-day activities,” Christina says. “Step 
back and enjoy life and family. Take time to 
travel and go to sports and do all that stuff.”

Tarek agrees, adding that it’s important to flow with 
life’s ups and downs and overcome any obstacles 
thrown your way. “There are many times you want 
to quit and many times you want to give up. But you 
have to do whatever it takes to make things happen.”

It’s solid advice that they love to see others adhere to.

“We keep all of this close to heart because we 
went through the same journey,” Tarek explains. 
“I remember those 16- to 18-hour days and killing 
ourselves. And I remember the feeling that we had 
when we first started flipping houses. It was life-
changing for us. And now we get to watch others 
go through those same feelings and emotions and 
everything we did. That’s really rewarding.”  
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THINGS YOU DEFINITELY WANT TO DO:

Make sure you have all the 
necessary building permits.

Every city is different and has its 
own set of ordinances concerning 
renovations to your home. Make 
sure you have all the necessary 
permits so you don’t get fined, 
or even worse, forced to rip out 
that new deck you just built.

1 Make use of natural 
light sources.

When it comes to lighting up 
your home, nothing beats natural 
light. Not only is it free, but it 
looks better, too. And don’t forget 
to use mirrors to bounce the 
light around and create depth. 
The results will be a warmly lit 
room that’ll appear larger.

2

D I Y  H O M E

B y  D A V I D  C  J U S T I N

YOUR HOUSE ISN’T JUST THE 

PLACE YOU CALL HOME.  

It’s a major investment and 
you should do everything you 
can to protect that investment. 
So whether you’re looking to 
turn a profit or just want to 
live better, a few DIY home 
renovations are a great way to 
achieve the results you want. 
But just like everything else, 
there are things you want to 
do and those you don’t.

RENOVATION TIPS
Four do’s and don’ts to 

MAXIMIZE your investment
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Salvage the good stuff.

When it comes to your house, old features aren’t always a bad thing. 
Original hardwood floors can bring tremendous value to your home, 
while original tile can be the inspiration to a restored bathroom. 
Plus, salvaging antique touches like push-button light switches or 
stained-glass windows can really give your home a unique look.

Invest in the kitchen 
and bathrooms.

The kitchen and bathrooms are 
easily the biggest selling features 
of your home. That’s why you 
want to spend a considerable 
amount of your resources on 
making sure they’re the best part 
of your house. And if you only 
have one bathroom, go ahead and 
renovate it but consider adding a 
second one as well. It’ll be much 
more convenient and will give a 
boost to your property value.

3

D e p a r t m e n t

4

SALVAGING ANTIQUE 
TOUCHES LIKE PUSH-

BUTTON LIGHT SWITCHES 

OR STAINED-GLASS 

WINDOWS CAN REALLY 

GIVE YOUR HOME A 

UNIQUE LOOK.

1 Don’t blow your budget.
You know what you want and you know 
how much you have to spend. So make 
sure you plan it all out in advance so you 
don’t blow your budget with unexpected 
costs later. You don’t want to spend more 
on your project than what the eventual 
return will net you. Those unplanned, 
extra add-ons can add up fast so think 
smart, plan ahead and stick to the budget.

2 Don’t start without the 
proper tools and materials.
Depending on your project, you may 
come across a situation that requires 
a tool or material that you don’t have. 
If you’re painting, this may not be a 
big deal. But if you’re dealing with a 
broken water pipe as a result of your 
renovation, this is going to cost you 

both time and money. Do the proper 
research and have every tool and material 
you need to be prepared for the job.

3 Don’t over-improve your house.
The market value of your house is partly 
dependent on the neighborhood. Adding 
another room in a mostly blue-collar 
neighborhood is generally not a good 
investment. Neither is upgrading your 
home into a 3,500-square-foot monster 
when the rest of your neighbors live in 
modest 2,000-square-foot homes.

4 Don’t throw away those receipts.
Keep all your receipts, no matter how 
trivial or small. If you don’t open that 
box of nails, you can return it later. 
Who cares if it’s only $3.72? That’s 
a gallon of milk at the store. Every 
reduction in cost is more money in your 

pocket. Plus, you’ll want to keep track 
of all your expenses for tax purposes.

Renovating your home should be 
a great way to make the most of 
your investment. By following these 
simple tips, you can avoid some of 
the DIY pitfalls that can turn your 
dream home into a money pit. 

THINGS YOU PROBABLY SHOULDN’T DO:

IF YOU DON’T OPEN THAT 

BOX OF NAILS, RETURN 
IT LATER. WHO CARES 

IF IT’S ONLY $3.72? 

THAT’S A GALLON OF 

MILK AT THE STORE.
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You can’t sell an unfinished house, 
and you can’t expect success with 

an unfinished YOU.

By S A R A H  PA U L K

C O V E R  S T O R Y   f e a t u r e
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THERE’S A SHORTCUT 

THAT CAN CONDENSE 

THE LEARNING CURVE 

FROM DECADES TO DAYS: 

FAST-PACED, HARD-

CORE TRAINING FROM 

SEASONED INVESTORS.
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C O V E R  S T O R Y   f e a t u r e

EDUCATION IS ESSENTIAL

Maybe you have impressive financial means 
and are looking for ways to wisely invest the 
fruits earned from years of hard work. Or 
maybe, like most, you don’t currently have the 
amount of money in the bank that you would 
like in order to get your business off the ground. 
The good news is that financial opportunity is 
available no matter your wealth, or lack thereof. 
Financial education and guidance from those 
who have gone before—and succeeded!—are 
the keys to wise investments that turn profits.

With Success Path, a three-day masters class, 
students will hear from veteran investors armed 
with life experience and current market knowledge 
to propel participants’ financial education 
forward. These teachers are not public speakers 
plucked off the street; they are qualified, gifted 
teachers who also happen to be sellers and active 
investors. Outside of the conference room, they 
spend the rest of their workweek making deals, 
flipping houses and buying real estate low then 
selling high. Motivators who practice what they 
preach, these mentors come armed with timely 
and regional research to pinpoint immediate 
opportunities available for the taking.

“Success Path’s vision is to help individuals 
and families improve their financial well-being 
by offering easy-to-understand and highly 
effective real estate education programs,” says 

James Carlson, CEO of Advanced Real Estate 
Education. “The programs are aimed at getting 
students out doing deals as quickly as possible.”

The path to your success is missing one vital 
component: an experienced guide to show you the 
way. You can jump into the world of real estate 
investing and find success. All you need is superior 
information from trusted sources to get you there.

WORK FOR IT 

Like any career, there is no such thing as an 
overnight success. Success Path’s team of 
instructors will offer students a leg up on the 
competition by explaining the ins and outs of 
real estate investment, like how to fix and flip 
homes, how to buy and hold, how to acquire 
tax liens and how to prosper through wholesale 
purchasing. They can even introduce participants 
to a network of hard money lenders and investors 
who are looking for investment opportunities but 
not necessarily an extended project to manage.

There are as many ways to get into the industry 
as there are personalities, but the vital factor 
for achievement in any real estate niche is grit. 
Success and profits come from putting in the 
hours, the research and the commitment to 
see the job through to completion. Success 
Path puts the keys to a successful future in 
your hands; it’s up to you to open the door.

“SUCCESS PATH’S VISION IS TO 

HELP INDIVIDUALS AND FAMILIES 

IMPROVE THEIR FINANCIAL 

WELL-BEING BY OFFERING 

EASY-TO-UNDERSTAND AND 

HIGHLY EFFECTIVE REAL ESTATE 

EDUCATION PROGRAMS."



SUCCESS PATH
A three-day masters 
class, students will hear 
from veteran investors 
armed with life experience 
and current market 
knowledge to propel 
participants’ financial 
education forward.
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C O V E R  S T O R Y   f e a t u r e

SUCCESS PATH HAS 

BEEN BUILT AROUND 

A FOUNDATION OF 

TALENTED PEOPLE 

TEACHING TIMELESS 

PRINCIPLES OF 

SUCCESS.” 

“

— C r i s  C a n n o n ,  P r e s i d e n t  o f  A d v a n c e d 
R e a l  E s t a t e  E d u c a t i o n



PERSEVERE TO THE 
FINISH LINE

After attending the three-day Success Path 
workshop, students should walk away with 
everything they need to jump-start their career 
in real estate. But even after the doors close 
on the final session, they are not on their own. 
Students have the option to take their education 
even further by purchasing advanced training 
courses. These support systems, like Marketing 
and Wealth Camp or Investor Summit, provide 
an opportunity to connect with real estate TV 
celebrities and learn skills like how to network 
with funding sources and how to position 
a proposal when approaching lenders.

Whether students request extra coaching 
sessions or mentoring meetings, the Success Path 
leadership is determined that every one of their 
students walks away fulfilled and that no one 
falls through the cracks. Success Path coaches 
make powerful motivators because they have seen 
firsthand how real estate investing can pay off.

“Success Path has been built around a foundation 
of talented people teaching timeless principles 
of success,” says Cris Cannon, President of 
Advanced Real Estate Education. “The road 
to success has always come from those whose 
laser-like focus on objectives always overshadows 
those who look to take the easy road.” Success 
Path mentors know where the finish line is. 
Their goal is to help you cross it as quickly and 
efficiently as possible, even if it requires more 
hard work and patience than you expected.

EARN SUCCESS
A successful result from this intensive three-
day workshop is easy to measure. Success for 
the coaching team is a student who takes all of 
the tools and resources that Success Path has to 
offer, and utilizes those means to make back his 
or her initial investment within one year. So far, 
100 percent of students who have made 50 offers 
or more within that time frame were successful. 
Fifty “no’s” may sound like a lot, but, as with 
any selling proposition, people are likely going 

to say no before they say yes. And, as many of 
the coaches like to say, “It only takes one yes.”

There will be many roadblocks and speed bumps 
along the way, but the Success Path gurus are ready 
to leverage their own mistakes and victories to 
accelerate your success. Having the right training 
can prevent a wasted week or costly remodeling 
repair. It can help you choose the right tax forms 
and legal documents, and even choose the right 
property investment to begin with. If you know 
what to look for, and what to avoid, you can 
prevent wasting time and money trying to figure 
it out because you’ll already know what to expect.

When you’re in a competitive market where 
the hot deals and moneymakers are getting 
snatched up left and right, moments matter. 
Success Path takes the time you would have 
spent stuck in a learning curve and cuts it in 
half. Time is money. And Success Path wants 
to make sure you don’t waste a second. 

BENEFITS OF 
SUCCESS PATH 
WORKSHOP

GET EDUCATED 
Get financial education 

from people who have 

been successful, no 

reinventing the wheel.

WORK FOR THE PROGRAM
Success comes from 

you putting in the hours, 

you take what you learn 

and work the system.

COACHING TO HELP 
YOU PERSEVERE 
A coach’s goal is to 

help get you across 

the finish line. 

REAP THE REWARDS 
The right training 

allows you to accelerate 

your your success
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ODD COUPLE 
OF REAL STATE

Peter Souhleris and Dave Seymour show the world 
how to find deals, finance those deals and team up 
with other investors to market their business.

ven before they became 
successful partners and the 
stars of A&E’s hit TV show 

Flipping Boston, Peter Souhleris and 
Dave Seymour were chasing the same 
dream—freedom to live life on their 
own terms. Peter wanted to apply his 
architectural background to rehabbing 
houses and condos, build a solid income 
for his family and travel with ease. Dave’s 
aim was to reclaim the countless hours 
a week he spent working for someone 
else, avoid foreclosure on his home and 
reconnect with the people he loved.
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P E T E R  S O U H L E R I S  &  D A V E  S E Y M O U R   C e l e b r i t y  P r o f i l e

• BY K A R I  C .  B A R L O W •



“BE PREPARED FOR 

THE MISTAKES AND 

WELCOME THEM.” 

—Peter Souhleris
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Those goals are what motivated Peter to place an ad 
seeking a real estate investor with experience and 
cash, and they’re what drove Dave to answer the 
ad, although he had little of either. “It’s a classic 
example of two people connecting and bringing 
value to each other,” Peter recalls. “Sometimes 
you just have to follow your gut and that’s what I 
did.” At the time, Dave was not in the strongest 
financial position, but he added immense value 
to their joint venture. “He was amazing at using 
one of the best marketing tools I know—his 
ability to not keep his mouth shut!” Peter says.

While Peter drilled down on the numbers and 
details, Dave searched for deals, talking to 
practically everyone in his path. “Dave just goes out 
and turns over rocks,” Peter says. “He’s just turning 
over rocks. That’s just his energy. He’s relentless. 

Eventually the deals started coming through, and 
thousands of dollars were being generated.” A former 
firefighter with a passion for real estate, Dave says he 
was simply doing what came naturally. “I was a bull,” 
he says. “I went at this thing with complete abandon. 
I never gave up, never accepted the word no.”

‘THE ODD COUPLE’
Dave’s tenacity is what landed the duo on their 
program and allowed them to share their unique 
partnership with the world when the show premiered 
in 2012. “For whatever reason, they saw some 
chemistry,” Peter says. “They called us ‘The Odd 
Couple’ of real estate. You never know where life 
is going to take you. We just always said, ‘Let’s go 
have some fun and make some money!’ ” Peter’s and 
Dave’s quirky personalities and witty banter certainly 
generated huge ratings, but they are quick to point 
out that they never coasted their way through 
the show. “Don’t be fooled by the glamor. It was 
hard work and commitment,” Dave says. “In the 
Boston market, we really flip. From the beginning, 
we decided to stay true to what our business was. 
Consequently, we were on site pretty much all the 
time. The homes are approximately 100 years old and 
need major repair and paint, and carpet won’t cut 
the mustard.” But they loved what they were doing. 
“Passion is the key,” Dave says. “I have an affinity for 
real estate from my time in construction and simply 
love taking an eyesore and making it attractive.”

“THE FORMULA IS 

A CULMINATION 

OF YEARS OF TRIAL 

AND ERROR.” 
—Peter Souhleris

P E T E R  S O U H L E R I S  &  D A V E  S E Y M O U R   C e l e b r i t y  P r o f i l e



CHANGING LIVES

Deal after deal, they honed their respective 
skills, making mistakes along the way but always 
learning from their slip-ups. “Be prepared for the 
mistakes and welcome them,” Peter says. “The key 
is constantly moving forward.” Taking advantage 
of that momentum, Peter and Dave decided to 
share their expertise in the form of a real estate 
education program designed to teach others how 
to start their own business in real estate. “The 
formula is a culmination of years of trial and 
error,” Dave says. “Pete has perfected this thing 
so that it purrs when it’s launched. The design 
schematics Pete uses are his own instincts, giving 
us a serious advantage over our competitors.”

Students of the program learn how to find deals, 
finance those deals and team up with other 
investors to market their business. “It’s really basic 
math,” Peter says. “I think people are drawn to it 

because they can see how simple it is. If you follow 
it right, it protects you. We shoot for a specific 
amount of return on our money.” He’s seen their 
program not only boost incomes but help people 
leave jobs that weren’t fulfilling. “I’ve seen it 
be life-changing,” Peter says. “I’ve seen people 
do it in three months. I’ve seen people do it in 
three years. But you have to put in the time.”

For Peter and Dave, who both make their homes 
in Massachusetts, the formula has paid off in more 
ways than they ever imagined. “The freedom is key,” 
Dave says. “The systems to support our business are 
in place, and we have the ability to choose what we 
want to do. If my little ones have a school thing, I’m 
there. If I want to travel for fun with my family, I’m 
blessed to do that.” That flexibility—to work and 
play at your own pace—is priceless, Peter says. “If I 
want to take off for a month and go on vacation, I’ll 
do it,” he adds. “I don’t have to fill out paperwork. 
I can do what I want when I want to do it.” 

T I P S for 
S U C C E S S

Dave: Be of service 
and don’t be a whiner. 

Peter: Take action and 
face your fears.

PETER AND DAVID’S 

SHOW IS AN EDUCATION 

PROGRAM DESIGNED 

TO TEACH OTHERS HOW 

TO START THEIR OWN 

BUSINESS IN REAL ESTATE
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aybe college expenses weigh heavy on 
your mind or you’re looking to reinvent 
your life and try something new as an 
empty nester. Whether you’re fresh on 

the adult scene or a recent retiree; single, married or 
exploring business opportunities with a partner, real 
estate offers a platform to improve lives and profits. 

TE AM

By B E T H  D O U G L A S S  S I L C O X

YOUR

Y O U R  P O W E R  T E A M f e a t u r e

Learn how Advanced Real Estate 
Education gives you the help you need 

build your long-term success.

 POWER

M



BU I LD .DES IGN . L I VE     41



42    BU I LD .DES IGN . L I VE

That’s not to say real estate is an easy game to 
break into. It takes diligence and hard work to 
succeed. There are obstacles and pitfalls, but 
Advanced Real Estate Education makes real estate 
investment accessible to everyday people who 
want to build part-time or full-time businesses.

“I’ve seen the success that people have found—
completely changing their lives. Teachers, 
stay-at-home moms, engineers, they are 
doing this full time now and see more than 
their initial investment as a return after their 
first two deals,” says April Critchfield, Chief 
Marketing officer, who manages marketing and 
media for Advanced Real Estate Education.

HELPING SMOOTH OUT THE ROUGH EDGES

Whether it’s HGTV’s Flip or Flop’s Tarek and 
Christina El Moussa’s Success Path Education, 
HGTV’s Old Home Love’s Candis and Andy 
Meredith’s Renovation Revenue or A&E’s 
Flipping Boston’s Pete Souhleris and Dave 
Seymour’s The Flipping Formula, Advanced Real 
Estate Education’s programs smooth the rough 
edges associated with upstart real estate investing.

Free, two-hour workshops hosted in cities 
across the U.S. lay the groundwork with 
motivational and inspiring information. “We 
let you know how you can get the tools you 
need to succeed, where to begin and how to 
move forward. It’s a great way to learn how 
to get your foot in the door and get started 
in the whole process,” Critchfield says.

These free seminars, subsequent three-day 
trainings and more extensive advanced education 
programs offered for additional cost, introduce 
concepts like flipping for profit, buying and 

F O L L O W  Y O U R  P A S S I O N f e a t u r e

 “WE LET YOU KNOW HOW  

YOU CAN GET THE TOOLS 

YOU NEED TO SUCCEED,  

WHERE TO BEGIN AND  

HOW TO MOVE FORWARD."
 —APRIL CRITCHFIELD,  

CHIEF MARKETING OFFICER FOR  

ADVANCED REAL ESTATE EDUCATION



holding or wholesaling for cash flow, 
building a Power Team, finding the right 
investment properties and getting the 
money you need through Advanced Real 
Estate Education’s network of investors.

EDUCATION IS CRUCIAL 
TO YOUR SUCCESS

“Because a flip is usually the fastest 
way to see a lot of money up front, 
flipping houses or rehabbing houses 
is the sexiest part to many people,” 
Critchfield says. “You can do it in 90 
days, but you have to have all your 
ducks lined up and your team together 
so that you’re not scrambling for ways 
to get the project up and running and 
off the ground.” With Advanced Real 
Estate Education, you’ve figured that 
out already because you’ve got that hard 
work behind you before you even start.

Six months is the usual timeline for 
people to move through Advanced 
Real Estate Education’s system of live 
educational camps, DVDs, workbooks 
and digital audios. At any given time, 
the company has more than 300 people 
on the road presenting free previews 

and workshops across the country.

Active, local market investors, including 
people who are currently flipping in 
the market, lead the paid, three-day 
workshops where students learn how to 
look beyond MLS listings and find the 
right investment properties; how to spot 
fraud; how to establish a timeline to 
complete a flip before the market shifts 
and “comparables” change; and the most 
effective ways to build a power team 
of realtors, contractors and investors.

REAL-TIME SUPPORT

Back at the company’s Salt Lake City 
headquarters, a corporate staff of 120 
tend to customer service, sales, marketing 
and coaching. “We have full-time people 
in here working hard. What we do affects 
our families and we want to feel good 
about who we work for,” Critchfield says.

Fifteen of those employees are full-time, 
in-house real estate coaches who field 
questions and consult with students on a 
daily basis. “Our people are available all 
day long to help,” Critchfield adds. “They 
help you build your Power Team.” They 
help you go out and find those people, 

give you a list of places of where to find 
them, and how to check references and 
make sure they are credible sources. They 
help you make connections with a realtor 
or find subcontractors if you are good 
at managing time and have the skills 
to be your own contractor for a flip.

There’s no need to have contracting  
experience or hold a real estate broker 
license to get into flipping and real 
estate investment. It is, however, vital 
to be ready to learn, work hard, invest 
the time needed to succeed, and ditch 
the fear and negativity. “Our classes 
are geared toward motivation and 
accountability. Set yourself small goals 
and reach those, take the time to be 
successful, motivate yourself and prove 
everyone wrong,” Critchfield says.

Remember: Advanced Real Estate 
Education offers a money-back 
guarantee. If you don’t do a deal within 
90 days, the company refunds the cost of 
the three-day seminar. But Critchfield 
says, “A hundred percent of our students 
who have made 50 or more offers have 
done a deal and been successful. It’s 
trying and trying and trying.” 

 “OUR PEOPLE ARE 

 AVAILABLE ALL DAY

 LONG TO HELP. THEY 

 HELP YOU BUILD YOUR

 POWER TEAM."

 —APRIL CRITCHFIELD 
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or Patrick and Allison Lane, the 
road to financial freedom began 
with a random postcard in their 

mailbox promoting a real estate seminar.  This 
Arkansas couple has always been interested in 
real estate investment. “We said, ‘Hey, what 
the heck? Maybe we’ll learn something,’ ” 
Patrick recalls. “And we love challenges.”

With big dreams and open minds, Allison and 
Patrick went all in. It was summer 2015, and 
they started with buying up tax liens, and over 
the course of a year moved up to wholesaling 
and finally to buying, rehabbing and flipping. 
They’ve successfully flipped one house and have 
two others underway. “We’re hooked!” Allison 
says. “What we really like about real estate is 
that it uses so many of each of our strengths.” 
Patrick works more with the sellers and banks, 
using his finance and sales experience. Allison 
heads up the rehabbing process and handles all 
the social media. Together, they focus on at least 
one kind of income-generating activity every 
day. “Our education never stops,” Patrick adds. 
“We absorb as much information as possible.”

‘WE CAN DO IT’
Though their real estate efforts, they’ve also 
become far more optimistic about what life 
has in store for their family. “We accept a 

situation for what it is and then turn it into an 
opportunity,” Allison says. “We don’t have a 
Plan B. This is Plan A. Plan A is going to work 
because we can do it!” Part of that plan is to 
retire Patrick by the end of the year. “You can 
work to build your dream or someone else’s, 
and I’ve built everyone else’s, and now it’s time 
to build mine,” he says. Another goal is to 
become financially independent so that Allison 
can fulfill her dream of building sustainable 
communities in impoverished countries. “I’m 
really not built for a 9-to-5,” she says. “I love 
something more abstract. The mundane makes 
me crazy.” Allison also wants to be able to 
help out her “ginormous family” financially 
when the needs arise. “I’ve got seven brothers 
and sisters!” she says. “Being able to provide 
for them would mean the world to me.”

Even their 14-year-old son Adrien has been 
inspired by his parents’ success, realizing that 
his lifelong dream of becoming a chef could also 
include owning his own restaurant—not merely 
working at one. “This has taught him how to 
dream bigger,” Allison says. That byproduct is 
one of the reasons she and Patrick share their 
story with as many people as possible. “We 
tell everyone,” she says. “This business can 
do for anybody whatever they want it to. It’s 
a catalyst for you to reach your dreams.” 

A L L I S O N  &  P A T R I C K  L A N E   P r o f i l e

CHASING 
BIG DREAMS
Allison and Patrick Lane are moving closer to 
financial freedom by investing in real estate.

T I P S  for 
S U C C E S S

Focus on Income-
Generating Activity 
daily. Believe 
in yourself.

F

• By K A R I  C .  B A R L O W  •



“OUR EDUCATION 
NEVER STOPS.”
—Patrick Lane
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success? Accept guidance from 
someone who’s been there and 
done that—successfully.
By  B R I T T A N Y  G L E N N

WHY 
Y O U  S H O U L D  G E T
A COACH 
Want to increase your real-estate investing 

WOULD YOU SAY you’re smarter today 
than you were 10 years ago? You can chalk 
that up to experience. Yes, experience is the 
great teacher, but it comes at a cost—time. As 
we age, we do get wiser, but we also get older.

When it comes to making money in real 
estate, experience makes all the difference. 
The more time you spend doing something, 
the easier it is to learn from mistakes 
and hone your strategy for success. But 
what if you don’t want to wait for time 
to teach you what you need to know?

There’s actually a way to cheat time so 
you can achieve success sooner: Consult a 
coach. A coach is someone who has years 
of experience investing in real estate and 
thus has acquired indispensable expertise.
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“IF YOU HAVE A COACH, 

THE TIME IT TAKES FOR 

YOU TO ACHIEVE SUCCESS 

SHRINKS DRAMATICALLY.”

—CARTER BROWN, 

DIRECTOR OF COACHING 

FOR ADVANCED REAL 

ESTATE EDUCATION

PERSONALIZED Learning PLAN

A good coach will work with you 
personally, providing individualized 
attention and support. He will 
assess your knowledge and level 
of expertise, and then prescribe a 
learning plan that suits your needs. 
He will also develop a personal 
investment plan that will be tailored 
to your interests, skill set and 
financial means.

“All investors are in different spots,” 
Carter explains. “Newer investors 
and even experienced investors need 
that customized and individualized 
plan to start, build or expand their 
business. If you want to take your 
business to the next level, that’s 
where personalized coaching 
really helps.”

Your coach will also provide 
personalized real estate investing 
advice, such as what he thinks about a 
specific deal you might be considering 
or a property you might buy.
“You don’t want to invest in a 
property and then find out it’s a bad 
deal or you could have negotiated 
much better,” Carter says. “One 
mistake in real estate can put you 
in a bad situation where you’re 
upside down.”

VET Deals with A VETERAN

A coach will give you advice and 
encouragement, and will walk you 
step-by-step through strategies 
that will help you profitably close 
deals. By accepting the guidance 
of a coach, you gain the benefit 
of an industry veteran’s years of 
experience—in much less time.

“If you have a coach, the time it 
takes for you to achieve success 
shrinks dramatically,” says Carter 
Brown, Director of Coaching 
for Advanced Real Estate 
Education. Carter has spent 
the past 20 years investing in 
real estate and now helps other 

investors grow their businesses.

“The most important thing to 
understand about a coach is 
he has already done it,” Carter 
says. “He knows how to find 
deals, evaluate them and get 
them financed. A coach is able 
to impart his experie   nce to 
investors so they don’t have to 
figure it out on their own.”

Although you could be somewhat 
successful going it alone, a 
coach will help you reach 
the next level quicker than 
you could attain yourself.

W H Y  Y O U  S H O U L D  G E T  A  C O A C H f e a t u r e
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MAGIC of  MENTORING

Coaches help you get focused 
and organized, and they hold 
you accountable. “We help you 
shrink the gap between what 
you want and where you’re at 
today,” Carter says. “We put you 
on a path that will enable you to 
get there sooner and faster.”

There’s a reason actors and actresses 
who win Academy Awards almost 

always recognize and thank 
others who mentored them during 
their acceptance speeches.

“All the great performers and athletes 
have had a coach,” Carter says. “They 
all had a mentor or coach to help 
them drive their success. I think 
anyone would be hard-pressed to find 
someone who totally did it on their 
own. In any walk of life or business 

venture, the coaching piece is critical 
to reaching that next level of success.”

Truth be told, it’s not just about 
achieving success but also at what 
point you’ll have success. Time is 
money. “People who get into real  
estate want to get a return on their 
investment as soon as possible,” Carter 
says. “That ROI is going to come 
significantly quicker with a coach.”  

 “ALL THE GREAT PERFORMERS AND 

ATHLETES HAVE HAD A COACH.”

—CARTER BROWN



50    BU I LD .DES IGN . L I VE

ryan Segal used to think that he 
had missed the boat when it came 
to becoming a successful real estate 

professional. When he was 19, a friend from 
high school invited him to take a real estate class 
with him. But Bryan passed on the opportunity.

“I was working as a personal trainer, 
making $1500 every other week and 
thought I had it made,” Bryan recalls. 
“Then, I watched my friend, in his first year, 
make over a million dollars. It’s probably 
one of the biggest regrets I have.”

THEIR FIRST INVESTMENT
Bryan stayed in touch with his friend and asked 
him to invest a $7,500 tax refund check he had, 
which turned a healthy profit in less than a 
month. At the time, Bryan was working as police 
officer in Los Angeles and dating Maira (they 
married in 2009), and both were impressed.

Maira has always been an entrepreneur and 
bought her first franchise at 19. After their 
two children were born, Maira says she 
realized that her stores weren’t worth the 
headaches they brought. She sold them and 
began looking for her next opportunity. An ad 
popped on social media for the Success Path 
real estate course, and she signed them up.

BUSINESS IS GOOD 
Bryan and Maira hit the ground running.

Within two months, they did their first deal 
and invested their profits in another home. Then 
Maira realized that the house they were living 
in—the one they had flipped to become their 
dream home—held $275K worth of equity.

“I thought we were going to be there for 
20 years, but it made more sense to sell our 
dream home, invest our profits and rent 
until the market went down again,” Bryan 
says. And with that sale, they bought four 
more houses, creating a great profit.

MAKING A BOLD MOVE
Bryan and Maira are now living their dream—
doing Fixes and Flips with unlimited potential.

“There’s no way we could have grown this 
big, this fast, without those courses,” Maira 
says. “The networking, the knowledge and 
support from them have been amazing.”

Bryan adds, “This is exactly what we imagined 
would happen and what we’ve dreamt 
about—being able to work together, spend 
every day with our family and create financial 
freedom. We finally have a legacy that we’re 
building upon. It’s just awesome.” 

B R Y A N  &  M A I R A  S E G A L   P r o f i l e

KNOWLEDGE 
IS POWER
Attending real estate courses put Bryan and Maira 
Segal on the fast track to freedom through real estate 
flips, first in California and now in Chicago.

T I P S  for 
S U C C E S S

Real Estate eduction: 
networking, knowledge 
support.

B

• By N I C O L E  B Y WAT E R  •



“INSTEAD OF 
THINKING, HOW 
MUCH DOES THIS 
COST? WE THOUGHT,
WHAT WOULD IT 
COST IF WE DON’T?”
—Bryan Segal
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EMPLOYEE VS. 
ENTREPRENEUR

The difference is perseverance, self-reflection and the right attitude.
By Robert Kiyosaki

T
he employee is a rather new 
phenomenon. During the 
agrarian age, most people were 
entrepreneurs. Many were farmers 

who worked the king’s lands. They did 
not receive a paycheck from the king. In 
fact, it was the other way around. The 
farmer paid the king a tax for the right to 
use the land. Those who were not farmers 
were tradespeople, aka small-business 
entrepreneurs. They were butchers, bakers 
and candlestick makers. Their last names 
often reflected their business. That is why 
today many people are named Smith, 
for the village blacksmith; Baker, for 
bakery owners; and Farmer, because 
their family’s business was farming. They 
were entrepreneurs, not employees. Most 
children who were raised in entrepreneurial 
families followed in their parents’ 
footsteps, also becoming entrepreneurs. 
Again, it is just a matter of training.

It was during the Industrial Age that the 
demand for employees grew. In response, 
the government took over the task of 
mass education and adopted the Prussian 
system, upon which most Western school 
systems in the world are modeled today. 

When you research the philosophy 
behind Prussian education, you will find 
that the stated purposed was to produce 
soldiers and employees—people who 
would follow orders and do as they were 
told. The Prussian system of education 
is a great system for mass-producing 
employees. It is a matter of training.

THE TRANSITION FROM EMPLOYEE 
TO ENTREPRENEUR

I know I was not a natural entrepreneur. 
I had to be trained. When I was growing 
up, my poor dad often said, “Go to 
school, get good grades, so you can find 
a good job with good benefits.” He was 
encouraging me to become an employee.

My rich dad often said, “Learn to build 
your own business and hire good people.” 
He was encouraging me to become an 
entrepreneur. One day I asked my rich 
dad what the difference was between 
an employee and an entrepreneur. His 
reply was, “Employees look for a job after 
the business is built. An entrepreneur’s 
work begins before there is a business.”

My rich dad said, “Starting a business is 
like jumping out of an airplane without 
a parachute. In midair the entrepreneur 
begins building a parachute and hopes 
it opens before hitting the ground.” 
He also said, “If the entrepreneur 
hits the ground before building a 
parachute, it is very tough climbing 
back into the plane and trying again.”

Robert Kiyosaki, author of Rich 

Dad Poor Dad, is an investor, 

entrepreneur and educator 

whose perspectives on money 

and investing fly in the face of 

conventional wisdom.

R O B E R T  K I Y O S A K I   A d v i s o r



“THE JOB OF AN 
ENTREPRENEUR IS TO 
DESIGN A BUSINESS 
THAT CAN GROW, 
ADD VALUE TO ITS 
CUSTOMERS, BRING 
PROSPERITY TO ALL 
THOSE WHO WORK 
ON THE BUSINESS.”
—Robert Kiyosaki

This article is based on Robert Kiyosaki’s Before You Quit Your Job: 
10 Real-Life Lessons Every Entrepreneur Should Know  

About Building a Multimillion-Dollar Business.
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For those of you familiar with the rich dad 
books, you know that I have jumped out of 
the plane many times and failed to build 
the parachute. Many of my failures and 
successes were small ones, so the bounce 
was not that painful—that is, until I started 
my nylon and Velcro wallet business. The 
success of that business was sky high and 
so was the fall. The good news is that it 
was the best business experience of my life. 
I learned much about business and about 
myself through the process of rebuilding.

THE JOB OF AN ENTREPRENEUR 

All over the world, entrepreneurs kiss their 
families goodbye and head off to their own 
businesses, their pieces of the rock. Many 
of them go to work, thinking that working 
harder and longer will solve their business 
problems—problems such as not enough 
sales, unhappy employees, incompetent 
advisors, not enough free cash flow to grow 
the business, suppliers raising their prices, 
insurance premiums going up, landlords 
raising the rent, changing government 
regulations, government inspectors, 
increasing taxes, back taxes, unhappy 
customers, nonpaying customers, and not 
enough time in the day, to name a few of 
the daily challenges. Many entrepreneurs 
do not realize that many of the problems 
their businesses face today began yesterday, 
long before there was a business.

The most important job of the entrepreneur 
begins before there is a business or 
employees. The job of an entrepreneur is 
to design a business that can grow, add 
value to its customers, bring prosperity 
to all those who work on the business, 
be charitable, and eventually no longer 
need the entrepreneur. Before there is 
a business, a successful entrepreneur is 

designing this type of business in his or 
her mind’s eye. According to my rich dad, 
this is the job of a true entrepreneur.

WHAT KIND OF ENTREPRENEUR 
DO YOU WANT TO BE?

Rich dad went on to explain that the 
world was filled with different types of 
entrepreneurs. There are entrepreneurs who 
are big and small, rich and poor, honest and 
crooked, for-profit and not-for-profit, saint 
and sinner, small town and international, 
and successes and failures. He said, “The 
word entrepreneur is a big word and it 
means different things to different people.”

The CASHFLOW Quadrant explains that 
there are four different types of people 
that make up the world of business, and 
they are often technically, emotionally 
and mentally different people.

E stands for employee. S stands for 
self-employed or small-business owner. 
B stands for big-business owner (over 
500 employees). I stands for investor.

For example, an employee will always 
say the same words, whether he or she is 
the president or janitor of the company. 
An employee can always be heard saying, 
“I’m looking for a safe secure job with 
benefits.” The operative words are safe 
and secure. In other words, the emotion 
of fear often keeps them boxed in that 
quadrant. If they want to change quadrants, 
not only are there skills and technical 
things to learn, in many cases there are 
also emotional challenges to overcome.

A person in the S quadrant may be heard 
saying, “If you want it done right, do it 
yourself.” In many cases this person’s 
challenge is learning to trust other people to 
do a better job than he or she can. This lack 
of trust often keeps them small, since it’s 
hard to grow a business without eventually 
trusting other people. If S quadrant people 
do grow, they often grow as a partnership, 
which in many cases is a group of Ss 
binding together to do the same job.

B quadrant people are always looking for 
good people and good business systems. 

R O B E R T  K I Y O S A K I   A d v i s o r



They do not necessarily want to do the 
work. They want to build a business to do 
the work. A true B quadrant entrepreneur 
can grow his or her business all over the 
world. An S quadrant entrepreneur is 
often restricted to a small area, an area 
he or she can personally control. Of 
course, there are always exceptions.

An I quadrant person, the investor, is 
looking for a smart B or S to take care 
of his or her money and grow it.

In training his son and me, rich 
dad was training us to first build a 
successful S quadrant business that 
had the capability of expanding into 
a successful B quadrant business.

THE RIGHT ATTITUDE

For me, becoming an entrepreneur is a 
process, a process I am still in. I believe 
I will be an entrepreneur in training 
till the end. I love business and I love 
solving business problems. It is a process 
that brings me the kind of life I want. 

So although the process has been tough 
for me at times, it has been worth it.

One little thought that kept me going: 
It was my glow in the dark, even in the 
darkest of hours. I had a little piece of 
paper taped to the base of the telephone 
in my office at the surfer wallet company. 
That little piece of paper came from a 
Chinese fortune cookie. It said, “You can 
always quit. Why start now?” There were 
many phone calls that I had to handle 
that provided me with more than enough 
reason for me to quit. Yet after hanging up 
the phone, I would glance at the words of 
wisdom from the fortune cookie and say 
to myself, “As much as I want to quit, I 
won’t quit today. I’ll quit tomorrow.” The 
good thing, is tomorrow never came. 

“I WILL BE AN 
ENTREPRENEUR IN 
TRAINING TILL THE 
END. I LOVE BUSINESS 
AND I LOVE SOLVING 
BUSINESS PROBLEMS. ”
—Robert Kiyosaki

EMPLOYEE
ACTIVE INCOME

You have a job.

BIG-BUSINESS
PASSIVE INCOME 
People works for you.

INVESTOR
FINALCIAL FREEDOM 
Money works for you.

SELF-EMPLOYED
INDEPENDENCE

You create a job.

CASHFLO W Quadrant  by  R obert  Kiyosaki
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IF YOU’RE SELF-

EMPLOYED AND PAY 

YOUR OWN HEALTH 

INSURANCE PREMIUMS, 

YOU CAN WRITE OFF 

ALL YOUR HEALTH, 

DENTAL AND LONG-

TERM CARE PREMIUMS.

FOR MANY, STARTING YOUR OWN 
BUSINESS IS THE AMERICAN 
DREAM. Making your own schedule. 
Being your own boss. Answering 
only to your clients and customers. 
And while starting your own 
business has its own merits of success 
and pride, there is one definite 
advantage to going out on your 
own—your opportunity to file tax 
deductions will grow exponentially.

SEVEN DEDUCTIONS  
TO SAVE YOU MONEY

B Y  D A V I D  C .  J U S T I N



D e p a r t m e n tD E D U C T I O N S  T O  S A V E  Y O U  M O N E Y

BU I LD .DES IGN . L I VE     57

BELOW ARE JUST SOME OF 
YOUR BUSINESS EXPENSES 
YOU CAN WRITE OFF ON 
YOUR NEXT TAX FILING:

Home Office / 
Utilities

When you work out of your own 
home, you qualify for a home 
office deduction. This allows you 
to claim a percentage of your 
rent or mortgage interest (based 
on the square footage of your 
work area). Plus you get to write 
off the same percentage of your 
electric and water utility bills.

Phone / Internet

In addition to your home office 
and utility tax deductions, you 
can also claim your phone and 
internet bills if you use them for 
your business. However, you have to 
make sure that you’re only deducting 
costs that are specifically linked 
to your business. A phone line 
dedicated to your business is 100 
percent deductible. Your personal 
cellphone? Well, only the percentage 
of time that you use it for work. 
Same thing with the internet.

Health Insurance 
Premiums

When you work for someone else, 
if you’re like most Americans, 
you probably have to pay a health 
insurance premium. The only benefit 
is that you have health insurance. 
However, if you’re self-employed 
and pay your own premiums, you 
can write off all your health, dental 
and long-term care insurance 
premiums. Even better, you can 
also deduct the premiums you pay 
for your spouse and dependents.

Self-Improvement / 
Education

All classes, training manuals, 
books, member associations and 
professional certifications that you 
purchase or acquire to improve 
your knowledge and expertise 
can be used as deductions when 
you file your taxes at the end of 
the year. However, this doesn’t 
apply if you’re changing careers. 
It only applies if you’re improving 
yourself in your current career.

Entertainment

Part of the cost of doing 
business is securing and maintaining 
clients. One way to do this is by 
entertaining. You can take them to a 
concert, a game or just out to dinner. 
Just make sure you conduct business 
with them immediately before or after 
the event. The IRS requires it. Do 
this and you can claim 50 percent of 
the cost. But keep your receipts and 
detailed notes on what business was 
conducted, with whom, and when 
and how it relates to your business.

Interest from Business 
Lines of Credit
While the best financial 

advice is always to pay with cash, 

there are times when you might need 
to use your business line of credit 
to buy something like a printer, a 
new laptop or tablet or even office 
furniture. The good news is that 
whatever interest you incur is 
completely tax deductible, regardless 
if it’s from a bank loan or credit card.

Travel

While there’s a chance 
you might be able to completely 
run your business from your home 
office without ever having to leave 
the room, it’s more likely that you’re 
going to go out into the world to be 
successful. Traveling for business 
will give you opportunities to 
deduct expenses like the cost of 
airfare, taxis, lodging, meals and 
tips. Closer to home, a percentage 
of the cost of operating your car 
can also be written off, as long 
as it’s in direct proportion to the 
amount that you use for business.

There are more business deductions 
available to you when you start your 
own business. To take full advantage 
of every opportunity the IRS allows, 
save every receipt, take detailed notes 
and consult with a tax advisor to get 
the maximum deduction possible. 
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s a little girl, Sherrice Smith grew up 
admiring the entrepreneurial spirit 
of her grandfather, who owned a 

handful of rental properties. And as a young 
woman working full time in corporate America, 
she gutted and rehabbed her own home in the 
Washington D.C. area. But it wasn’t until she was 
laid off from her job as vice president of sales in 
the cable industry four years ago that she started 
realizing that she could make a living buying 
and selling real estate for a profit. “I didn’t even 
know what flipping was,” she says. “I was looking 
for my next career opportunity and decided I 
wanted to focus on doing real estate full time.” 
She had received some literature about a real 
estate seminar in the mail, and after reading it, 
signed up for a series of classes. “I owned a rental 
property already,” she says. “I wanted to learn 
more about it so I could explore the opportunity.”

NETWORK OF SUCCESS
Those first classes started her on a path that has 
become her full-time profession. She has yet to 
expand her rental property portfolio, but she 
has bought and sold 10 properties in just over 
two years. She credits Advance Real Estate 
Education with preparing her by teaching the 
proven steps, formulas and process. “I’m on my 
11th flip at this point,” she says. “I can continue 
growing my income each month. That’s all I’m 
doing right now. I love it.” Along the way, she’s 

learned a few hard lessons and figured out how 
to choose her contractors carefully. But the real 
estate program prepared her well and helped her 
develop a network of other women in the business. 
She still has other courses she plans to take and 
appreciates the company reaching out to her to 
offer them in ways that suit her busy lifestyle. 
She credits the coursework for launching her into 
success, both by teaching her exactly how to buy 
and sell real estate profitably and by introducing 
her to others on the same professional path.

“Some of the people from the classes, you stay 
in contact with them,” she says. “I’ve networked 
locally and found resources as well. If you’re 
passionate about it, you just have to do everything 
that they teach you. If you follow everything you 
need to do and execute it, you will be successful.” 
Her advice for others? Avoid properties that 
have been on the market too long, and never 
forget that you make money when you buy, not 
when you sell. “You’ve just got to do it,” she 
says of adhering to the timeline and formula.

She doesn’t miss her days in corporate America, 
though she does miss the people. Working 
full time in real estate is definitely the right 
choice for her. “I never thought I would be an 
entrepreneur,” she says. “I always thought I would 
be too afraid to do it. Taking the class makes 
me feel armed so I could go out and do it.”  

S H E R R I C E  S M I T H   P r o f i l e

BECOMING AN 
ENTREPRENEUR
Sherrice Smith dreamed of dabbling in real estate.  
Now she’s living the dream full time. 

A

• By W E N D Y  R U D M A N  •

T I P S  for 
S U C C E S S

Avoid properties that 
have been on the 
market too long, and 
never forget that you 
make money when you 
buy, not when you sell.
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“I NEVER THOUGHT 
I WOULD BE AN 
ENTREPRENEUR”

—Sherrice Smith
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T R E N D S

WHILE HOME SALES AND 

PRICES CONTINUE TO 

GROW, THEY WILL DO 

SO AT A MUCH SLOWER 

PACE WHEN COMPARED 

TO THE PAST FEW YEARS. 

B y  D A V I D  C  J U S T I N

What to look 
for when you’re 

SHOPPING 
the market.

REAL ESTATE
THE  5  BIGGEST  TRENDS in



BU I LD .DES IGN . L I VE     61

D e p a r t m e n t

HERE ARE SOME OF THE BIGGEST TRENDS EXPECTED
IN REAL ESTATE THIS YEAR:

D e p a r t m e n t

The housing market in 2015 was the best it’s been in almost a decade. 
With employment rates on the rise and a recovering economy gaining 
strength, the market is predicted to continue to grow stronger as more and 
more buyers invest in new houses, many of them for the first time. Quality 
inventory is available and there are more buyers with an influx of cash.

New home construction 
will shift priorities.
In 2015, construction companies 
focused on building more luxury 
homes due to the higher land 
costs and limited labor. This left 
a considerable shortage of new 

construction for affordable single-
family houses. However, this 
should start to change as more 
and more companies shift their 
focus to capitalize on the growing 
market of entry-level buyers. 

1 2 3
18-hour cities will rise.
With all the perks and 
conveniences of top-tier 
markets like New York and 
San Francisco but with 
lower costs of living, distinct 
cultures and more affordable 
housing options, smaller 
but significant cities known 
as “18-hour cities” will see 
an influx of homebuyers as 
they stake their claims in 
the market. These secondary 
markets in demand include 
San Antonio, Charlotte, 
Dallas, Nashville, 
Portland and Austin.

4
Generational buying 
will shuffle the market.
Many millennials (age 
24-34) will enter the 
market for the first time as 
they buy their first home, 
upgrade for more space, 
combine households and 
start families. Gen Xers 
(age 35-52) entering their 
prime earning years will 
relocate or upgrade to better 
houses and neighborhoods. 
Retiring baby boomers (age 
53-70), many of whom will 
start living on fixed incomes 
for the first time in their 
lives, will look to downsize 
to lower their cost of living.

BALANCE MARKET RENTAL PROPERTIESAFFORDABLE CITIESGENERATIONAL BUYING

5
CONSTRUCTION

Rental rates will 
continue to climb.
Over the past few years, 
the demand for rental 
properties has been stronger 
than the supply, driving 
rates higher than mortgages 
in many markets. This 
could encourage qualified 
renters to transition to 
home ownership, taking 
advantage of the stability of 
locked-in mortgage rates.

The housing market 
will continue to climb 
but at a slower rate.
While home sales and prices 
continue to grow, they will 
do so at a much slower 
pace when compared to the 
past few years. This, paired 
with a drop in distressed 
sales, will bring balance 
back to the market with 
more traditional numbers.
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Whether you’re looking to buy a new home for you and your family or looking for investment 
opportunities, keep these trends in mind to maximize your real estate investment.
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sk Waleed Shaban about his 
preparation to enter the real estate 
field and he’ll tell you it unfolded 

in three parts. He attended a recent three-
day real estate seminar. He got his real estate 
license. And he attended the “school of hard 
knocks,” learning the business by trying the 
business. Less than a month after taking the 
course on flipping properties, he bought his 
first rental. A month later, he bought a second 
and continued to work his real estate business 
on the side while working full-time as an 
engineer. But as the months passed, he realized 
that while he was at work, he was missing 
time-sensitive opportunities in the real estate 
field. “Every time I would get off work to sign 
the contract it would be under contract by my 
competitor,” he recalls. “That was when I made 
the decision to leave my job and focus simply 
on real estate. I knew it was a big investment 
but I understood the system and knew what 
it took to make money in this business.”

He started waking up at 6 a.m. to look for listings 
and post ads online. At 8:00 am, he’d start 

working the phones. “I was hungry, I felt I had 
missed too many good deals while working my 
regular job and I wasn’t going to lose another 
deal,” he says.  He started doing lease options, 
which expanded his business three-fold. “I was 
able to get properties worth over $250k under 
contract for under $10k down,” he says. “I would 
then market the property for a lease option with 
the tenant and pull my money back out of it.” 

The market has changed in the last few years 
and Waleed expects it to hold steady. But what 
works in one neighborhood may not work in 
another. It’s a learn-as-you-go business. “In this 
business, any luck will help,” he says. To someone 
interested in getting involved in real estate, 
Waleed says to invest in real estate education 
courses. He says they are just the foundation you 
will need. “These courses built a strong foundation 
on teaching me how to buy and sell real estate. 
I followed these rules and have prospered in 
this business,” he says. “To be successful in this 
business you have to be creative, every deal has 
a different problem and a different solution, 
yet the creativity makes this business fun.” 

W A L E E D  S H A B A N   P r o f i l e

GETTING 
IT DONE 
Waleed Shaban has the tools to work 
in the field of his dreams.

A

• By W E N D Y  R U D M A N •

T I P S  for 
S U C C E S S

Invest in real estate 
education courses



“TO BE SUCCESSFUL IN 
THIS BUSINESS YOU 
HAVE TO BE CREATIVE, 
EVERY DEAL HAS A 
DIFFERENT PROBLEM 
AND A DIFFERENT 
SOLUTION, YET THE 
CREATIVITY MAKES 
THIS BUSINESS FUN.”
—Patrick Lane
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M O T I V A T I O N A L  M I N U T E

Having a 
“SUCCESS 

BUDDY” 
can keep you 
accountable Replace candy with  

FRESH FRUIT

1. WRITE THEM DOWN 
You’ve heard it before, but the truth 
is writing down your goals forces 
you to get clear about what you 
want. Use a pen and paper (you 
can transfer it to your computer 
later). That simple physical act helps 
cement the desire in your brain. 

2. FIND A REPLACEMENT 
What can you choose to add to 
your life that will fill the void left 
by eliminating a bad habit? For 
example, replace TV time with 
family time, candy with fresh fruit, 
talk radio with inspiring audios. 

3. TELL SOMEONE  
Talking about your goal—even if 
it seems huge and impossible— 
allows others to encourage and 
help you by providing resources 
and information you may need. 

4. TAKE BABY STEPS EVERY DAY  
Even small steps taken toward 
your goal consistently will move 
you in the right direction. Once 
you experience a few small wins, 
taking bigger steps becomes easier. 

5. TAKE BIG STEPS  
Don’t take all year to do what you 
can accomplish in a day. Once 

you’ve written down your list of 
goals for the year, figure out which 
goals could be accomplished 
this month—or even today. 

6. DECIDE AND ACT  
Mental hurdles may keep you 
from making decisions and taking 
action. Get over it! Make a list 
of all the reasons you want to 
accomplish your stated goal. Refer 
to that list when indecision or 
inaction threatens to take control. 

7. TEAM UP  
Even if you don’t share the same 
goal, having a “success buddy” can 
keep you accountable. Meet weekly 
(in person or by phone) to check 
in on and encourage each other. 

8. CELEBRATE YOUR SUCCESSES 
Every time you reach a milestone, 
acknowledge your accomplishments 
in a positive way. For example, 
if you drop a dress size, buy a 
new outfit. If you pick up a new 
client, have dinner with a mentor. 
Celebrating your success will keep 
you focused on the larger goal. 

8   WAYS TO MAKE your

GOALS A
REALITY



Fighting for:

cleaner energy sources and the power to change.

The American Lung Association is fighting for a day when we can all 
breathe easier.  That’s why we support cleaner energy sources that make 
the air we breathe safer.  The American Lung Association is fighting for air 
in more ways than ever before.  Join the fight at FightingForAir.org.



The spectacular views, fossils, and archaeological treasures at Petrified Forest National Park in Arizona are
legendary. But private land inside the park's boundaries is for sale, and a lack of federal funding could
leave Petrified Forest and 1.8 million acres inside other national parks vulnerable to development and other
threats. Now is the time to act if we’re going to preserve our national parks in time for their upcoming
centennial, and ensure they can be enjoyed by our children and our grandchildren.

You can help with a simple letter. Visit NPCA.org/act. Or call 1-800-NAT PARK.

Our National Parks
Petrified Forest is a national treasure,

but parts of it could soon be sold to developers.
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