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What not to do...
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Calling all experience levels...
Whether you are a seasoned real estate investor or someone 
just getting started, this guide gives you a quick but comprehen-
sive rundown of seven common mistakes made by real estate 
investors. Sometimes we’re so focused on learning what to do, 
we forget to acknowledge the common pitfalls we should avoid. 

I encourage you to keep an open mind. Some of these sugges-
tions may contradict common philosophies that have been re-
peated by gurus for years. Nonetheless, the suggestions come 
from real world experience and should not be ignored. 

Translating my experience
I started investing in real estate in 2011 as a part-time project. 
At the time, I worked as a supply chain/ operations consultant 

for IBM. I initially had as-
pirations of quitting my 
job and growing a flipping 
empire. My business took 
some twists and turns 
and, over time, I had the 
chance to experience 
most traditional areas of 
real estate investing. 

In 2014 I was decided to quit my job to build my real estate busi-
ness full time. My business has several different areas of inter-
est in the Buffalo, NY region: Flipping, Buy & Hold, Value-
Added Rental Property, Private Lending, General Contracting, 
Development. 

While I gained a huge amount of experience over the past five 
years, I don’t claim to “know it all”. I do know that I can share a 
great deal of advice that will help you in your own real estate 
business. 

My time at IBM allowed me to take a look inside Fortune 100 
companies that needed help. I was able to understand why com-
panies succeed and why they fail. One of the biggest takea-
ways from my time as a consultant was the degree to which 
most companies misuse and simply don’t understand the cor-
rect application of technology. I was able to take my learnings 
to my own business. 

Now I’m ready to share what I know with you. Let’s get 
started...

Nick Baldo
nick@incomedigs.com
(716) 200-2486

mailto:nick@incomedigs.com?subject=Contact%20Nick%20Baldo
mailto:nick@incomedigs.com?subject=Contact%20Nick%20Baldo


1 You might have your 
business in your head... 
but that’s not good enough. 
You’ll gain a great deal of 
value by clearly defining 
and documenting your 
business processes. 

Undefined business 
processes
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Run your business
Too many real estate investors are held captive by their busi-
ness. Instead of calling the shots and positioning their business 
for growth, many investors are stuck in the day-to-day grind of 
tedious business operations. You didn’t get into real estate so 
that you could have another hectic, unrewarding job. You invest 
in real estate for passive income! 

Turn the tables on your business. You should be calling the 
shots and dictating how your business scales and grows. If you 
are constantly caught with your head down performing menial 
daily tasks, it’s impossible to scale your business.

But how do you decide how and when tasks are performed? It 
all starts with a defined business process. You need to be able 
to answer the question: What does my business do and how 
does it do it?

The need for a business process frame-
work
Depending on your investing strategy, the processes performed 
by your real estate business will differ. For example, almost all 
investors will employ some sort of lead generation or customer 
relationship management (CRM) process. On the contrary, not 
all investors will have a need for a robust project management 
process. Your goal is to establish a clear understanding of your 

business offering(s) and the comprehensive processes that 
bring those offerings to the market. 

You can’t simply rely on instinct to run your business. Without a 
clearly defined business process, we tend to fall back on bad 
habits to keep our business running. Instead of delegating, we 
take on low-value tasks to our daily agenda. Instead of proac-
tively addressing property maintenance issues, we wait for 
small problems to become huge issues. Keeping your head 
above water isn’t good enough. You need to set your business 
up to scale. 

Creating your business process framework is the first step in 
preparing your business to grow.

Outlining your business processes
Start by making a high level outline of your business processes. 
Your outline should effectively answer the question: “What are 
the different things my business does?”.  Be comprehensive! 
Don’t leave anything out...no matter how simple you think it is. 
This should be an eye-opening activity for most investors. 

Many of us are unaware of all the activities and processes per-
formed by our real estate investing business. Tasks as simple 
as “arrange meeting with tenant to exchange keys” should 
make it to your business process outline. Whether you person-
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ally perform the tasks or not, everything should be on your out-
line. 

Sample business process outline

Your business owner’s manual
The best football coaches have and use a playbook. They need 
a guide to help them make difficult decisions while in the midst 
of intense competition. Your real estate business is no different! 
No matter how confident you are in how your business should 
run, you cannot successfully scale if you lack defined business 
processes. 

The exercise of documenting your processes may seem labori-
ous and tedious. However, I can assure you that creating a busi-
ness process framework will force you to take a deep look into 
the core function of your business. Chances are good that this 
exercise will reveal many holes that you would have otherwise 
never realized. 

Once you’ve been able to bring these process deficiencies to 
the surface, you can then take action by filling the gaps with 
people, technology, etc. 

Think of your business process framework as your business 
owner’s manual. If you were to sell your business, you would 
hand over your business process framework to the new owner 
as a comprehensive guide as to how your business works. 

Your “owner’s manual” will also prove invaluable as you begin 
to bring on employees to perform various tasks within your busi-
ness. Process steps that may seem like second nature to you 
are sure to have a learning curve to a complete novice. Your 
business process framework will help to establish clear expecta-
tions for your new employees. 

Don’t worry too much about getting it right the first time. This 
document is a living, breathing entity. Expect your business 
process framework to grow as your business grows. 



2 We all know that 
technology can help us 
grow and scale our 
business. But most 
investors aren’t optimizing 
their use of technology. 
More often than not, we 
clutter our business with 
too many tools and fancy 
new apps.

Too many tools
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“We all get overwhelmed with too many apps, too many tools. 
We’re addicted to productivity porn” - David Allen, Author of Get-
ting Things Done

Quit “productivity porn”
Most of us get really excited to learn about the newest and best 
app for our phones or iPads. We get this sense of jubilation and 
hope as we entertain the notion that one single app can solve 
all the needs of our business. In reality, we end up downloading 
every new app and completely muddle our business. We spend 
countless hours learning new software that undoubtedly will 
leave us no better off than if it didn’t exist to begin with. 

I urge you to view every new app and software with a great deal 
of skepticism. The truth is that most new productivity apps are 
not created for use beyond the average consumer. Most apps 
are not built for business....and they are certainly not built for 
your business. 

I can’t say I’ve successfully kicked this habit. I’m just as guilty 
as any business owner when it comes to overloading my de-
vices with apps I end up ignoring. However, I’ve gotten much 
better! The trick is to avoid acting out of excitement for new 
apps. The minute you learn about a new app or software, avoid 
the urge to download right away. Take a day, a week, a month 
and sleep on it! 

Remember, chances are good that each new app will have a 
marginal (if any) benefit to your business. More often than not, 
our business is overrun with apps that barely make a dent in 
the big obstacles in the way of our business’ growth.

Most apps don’t talk to each other
In addition to limiting the shear quantity of apps your business 
uses, you also need to pay attention to the integration (or lack 
thereof) between your apps. Most apps don’t talk to each other. 
That is, most apps don’t care about data stored in other, poten-
tially comparable apps. 

Consider the following scenario: You use G-Mail to manage the 
people you work with in your business. You also use Quick-
books Online as your invoicing and accounting solution. When 
you first meet a prospective tenant, their information is stored in 
your G-Mail. This syncs with your phone...which is nice. But 
what happens when that rental prospect becomes a tenant and 
you need to add them to Quickbooks? Do you go through the 
manual effort of copying and pasting the contact data over from 
Google? And what happens when the tenant gets a new phone 
or decides they would rather have rental invoices sent to a new 
email address? If your data isn’t integrated, you are stuck updat-
ing data in more than one place. Not only is this tedious and an-
noying, but it will undoubtedly lead to inconsistent and inaccu-
rate data. 
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The more apps you have, the greater the probability that your 
data isn’t integrated. In this case, the power of simplicity vastly 
outweighs the excitement of downloading new apps.

Podio brings it all together
Over the past five years of my real estate investing career, I’ve 
probably tried more than 100 new tools and apps. This was all 
in an attempt to give my business the jolt I felt it needed to 
scale. To this date, no tool has worked to integrate and central-
ize my business like Podio. 

Podio is hands down the best tool/ app to manage the day to 
day operations of any business (not just real estate!). For those 
who aren’t familiar, Podio is a cloud-based collaboration plat-
form that also acts as a relational database for everything your 
business does. 

Task management, contact management and calendar syncing 
are the starting blocks. The real power of Podio lies within its 
completely customizable database setup. As a business owner, 
you have the ability to setup Podio for the exact needs of your 
organization. That means that if you invest in rental properties 
as well as flips, Podio has the means to support both business 
processes. 

The various databases are built on relationships. This allows 
you to focus on adding data while Podio maintains connections 
between pieces of information that rely on each other. 

Perhaps most impressive is Podio’s ability to integrate with ex-
ternal applications. Consider the contact syncing example from 
above. Podio has the ability to two-way sync with G-Mail and 
Quickbooks. This means you can update data in one and only 
one place. The data will remain in sync no matter where you 
look. 

There are far too many awesome features of Podio to cover 
here. The important takeaway is that you will not solve your 
technology woes by feeding your productivity addiction. You 
need a centralized operations hub for your business. Podio 
works for me...it will work for you too

Podio syncs with your other apps



3 Whether you’re setup as an 
LLC, a corporation or a 
sole proprietorship, you 
need to treat your real 
estate investing like a 
business. You can’t expect 
sellers, lenders, mentors 
and tenants to treat you 
seriously unless you treat 
yourself seriously. 

Not acting like a 
business
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Whether you own 1 unit or 100 units...
Maybe you invest in real estate part time. Perhaps you’re grow-
ing your portfolio while still working a full time job. Regardless 
of your level of investing experience, you need to treat your in-
vesting activity as a legitimate business.

If you treat your investing like a hobby, it will grow like a hobby 
(which is to say, very, very slowly). Whether you own 0 units, 1 
unit or 100 units, you should act the part of a professional real 
estate investor.

Fake it until you make it 
I always advise new investors to act “as if they’ve been there be-
fore”. This means conducting yourself as a legitimate business 
and controlling the way you are perceived by others. In no way 
am I recommending you lie to your customers and colleagues 
about what you do. I simply mean that you should not play 
down your role as a legitimate investor just because you lack 
experience. 

I’m often asked how I was able to successfully manage tenants 
who were much older than me. It all comes down to respect. I 
defined my brand and communicated with my tenants in way 
they would expect from a large property management company. 
I was careful to distinguish between personal and professional 
relationships as I got my business off the ground. I found that 
my tenants greatly appreciated the way I did business. They felt 

comfortable knowing that I had a passion for their property and 
that I would take care of them per the terms of our contract. 

Here are some quick tips for portraying yourself as a profes-
sional to your tenants: 

1. Dress the part

2. Define your brand

3. Stick to a schedule

1. Dress the Part

You don’t need to wear a suit and tie every time you communi-
cate with your tenants — but what you wear should be consis-
tent and appropriate. Make a conscious effort to dress respect-
fully and professionally before visiting with your tenants and pro-
spective tenants. This will help you gain the respect you 
deserve. 

2. Define your brand

Your brand communicates who you are and what you stand for. 
While it may be too early for you to form a standalone business 
entity for your investing activities, it’s still worthwhile to spend 
time establishing your brand. If you want to save the cost of 
forming an LLC, you can create a DBA (stands for “Doing Busi-
ness As”) for a very low cost. Having a title such as “John Smith 
Properties” helps to bring the interaction between you and your 
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tenants to a professional level. In addition, having some sort of 
business identity will help you as grow your network and look 
for future investing opportunities. The key here is not to break 
the bank. You can go a long way in establishing a professional 
brand for under $100.

3. Stick to a schedule

Many new landlords are eager to respond to questions and 
meeting requests immediately. Try not to fall into this trap. Like 
any business owner, you have many tasks and people bidding 
for your attention. Discipline yourself to respond to questions at 
a specific time of day. Encourage your tenants to set up specific 
appointments if they have something to discuss. Immediately 
responding to ad hoc requests will train your tenants to ignore 
establish communication processes. 

Customer service
If you think you’re not in the customer service business, you are 
wrong. Unfortunately, the real estate investing industry does not 
always have a great reputation when it comes to customer 
service.It’s time we acknowledge this fact and take a proactive 
approach toward providing top-notch service to our customers.  

If you invest in buy and hold properties, your tenants are your 
customers. They will expect a level of professionalism that they 
would receive for all the other products and services they buy 

on a daily basis. You should respond and act accordingly. The 
fact that you’re just getting started and/ or managing just a few 
units is not a legitimate excuse for poor customer service. The 
contract you execute with your tenants outlines your responsi-
bilities as a property manager. It’s not fair to expect a “pass” be-
cause you are still learning the ropes. 

Focusing on customer service is sure to pay for itself through-
out your real estate career. You have the opportunity to estab-
lish a reputation as a competent and respectable business per-
son. A person who understands the importance of interpersonal 
relationships is extremely valuable in the world of real estate in-
vesting. Sellers will want to sell to you, lenders will want to lend 
to you and buyers will want to buy from you. 

Commercial loans
On a more specific note (no pun intended), there is a great deal 
of value in establishing an LLC or corporation early in your in-
vesting career. After gaining experience and having the tax re-
turns to back it up, you’ll be a prime candidate for commercial 
loans. These are loans from banks directly to your business. 
You will still need to have the collateral necessary to secure the 
loans, but there is a lot less red tape and minimal restrictions 
when compared to personal loans. 

Treat your investing like a business...you won’t be sorry.



4 It’s easy to fall into the trap 
of acting on your emotions. 
But investor beware: 
making emotional 
decisions can lead to very 
bad deals and the end of 
your investing career 
altogether. 

Acting on emotion



14

We’ve all done it
All real estate investors are guilty of acting on their gut at some 
point in their career (if you find someone who disagrees, they 
are probably lying). Let’s face it, real estate investing is super 
exciting! The rush of adrenaline you feel when going hard after 
a must-have deal can be addicting. It’s natural for this emotion 
to get the best of you; but you need to acknowledge it’s power 
and prepare yourself to act objectively when buying deals. 

Acting on emotion, especially early in your career, can be cata-
strophic. It’s possible and often likely for your excitement for 
real estate to drive you into bad deals and undesirable situa-
tions. During the hustle and bustle of your life as a real estate 
investor, it’s essential to trust your business processes to en-
sure you only buy solid investment deals.

Don’t skew the numbers to favor a deal
Its possible for investors to subconsciously influence their quan-
titative analysis because of a qualitative connection to a prop-
erty. We often lie to ourselves and pretend that we are simply 
“trusting the numbers”. The problem is that many aspects of a 
quantitative analysis are based on projections and forecasts. 
It’s very easy for us to foresee a higher than average after re-
pair value (ARV) for a property that we have recently fell in love 
with. 

In these cases, its often a good idea to get one or more addi-
tional opinions on your deal. Do your best to understand when 
you might be more excited than normal about a potential prop-
erty. Take these deals to a trusted third party for a second look. 
Hopefully this trusted source is immune to the emotional tie that 
may or may not be influencing your purchase analysis. 

Perhaps just as important as keeping an objective approach to 
your quantitative analysis is not ignoring the qualitative attrib-
utes that may negatively impact your deal. It’s common for in-
vestors to ignore undesirable features of their properties to con-
vince themselves of a good deal. It’s essential that you remain 
honest with yourself in conducting a comprehensive analysis to 
account for all variables.

You are only hurting yourself if you avoid negative deal attrib-
utes to pad your estimated profit.

Stick to your criteria
No matter where you stand in your real estate career, all inves-
tors should establish firm “Go”/ “No-Go” criteria for various in-
vestment types. This means establishing the qualitative and 
quantitative factors that every deal must meet before it has a 
chance of entering your portfolio. 
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Think of your portfolio as an exclusive club. You should have 
very strict and clear guidelines to establish what allows a deal 
the privilege of entering your portfolio.

Qualitative features
Qualitative features are those features that aren’t numbers-
related. Sometimes these can be a bit confusing as they are of-
ten subject to interpretation. Below are some common qualita-
tive attributes to keep in mind when establishing your criteria:

• Region/ market

• Neighborhood

• Style of home/ unit

• Special features: parking, basement, yard, pool, proximity to 
town/ village amenities

Quantitative attributes
Put simply, quantitative attributes are the factors that involve 
numbers. These are the figures that you can calculate. In gen-
eral, quantitative attributes are more reliable than qualitative fea-
tures. That being said, many of these figures are subject to fore-
casting and projection. Do your best to remain as objective as 
possible when running the numbers. 

• Average price/ SQFT

• Number of bedrooms & bathrooms

• Square footage

• Estimated net operating income (NOI)

• Estimated monthly/ annual cashflow

• Cap rate

• Debt-to-Income ratio

• Cash on cash return

• and much, much more....

Don’t speculate
Every market has those neighborhoods that are “on the verge 
of turning around.” Maybe it’s a new business, restaurant, park, 
school or government funded program that leads us to believe 
we are on the cusp of a boom. It’s very easy to hop on the band-
wagon of excitement that is bound to become associated with 
these areas. Regardless of how promising these potential turn-
arounds may be, it’s essential to fall back to your analysis that 
relies on factual historical information.

Before you commit to any investment, I urge you to step back 
and call upon your patience. Be confident in your analysis proc-
ess and don’t let the hype shake your level head.



5 Knowing how you did last 
month is neat, but does it 
influence how you’ll do this 
month, next month, or next 
year? Too many investors 
are focused on the wrong 
metrics. Let’s focus on the 
numbers that really 
matter...

Tracking lagging 
indicators
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Track what matters
What are the main Key Performance Indicators (KPIs) tracked 
in your real estate business? How did you determine that those 
metrics were important? 

Like any organization, there are certain metrics that give you an 
idea of the overall health of your real estate business. There is 
a virtually unlimited number of metrics available and it can be 
very difficult to prioritize the numbers that really matter to you. 
Entrepreneurs can spend hours analyzing data without having a 
clear vision and strategy as to how to improve their operation. 
Too many investors end up paying attention to the wrong num-
bers!

Your business should track metrics that matter. You should be 
able to quickly analyze metrics that, once changed, can influ-
ence the health of your real estate business. 

Leading vs. Lagging Indicators 
Most entrepreneurs are familiar with lagging indicators. These 
are the more traditional metrics commonly taught in business 
school: Gross profit, net income, budget variance, vacancy rate, 
etc. 

These metrics certainly have a use within your business. They 
will show you how you did in the past or how your business is 
doing in the present. What they don’t show you is how your busi-

ness will do in the future. Analyzing these lagging indicators pro-
vides a consistent language through which to communicate the 
health of your business. Lenders and investors will expect you 
to track these figures so that everyone is on the same page 
when it comes to assessing your organization. While these met-
rics certainly have a purpose, their usefulness is limited when it 
comes to predicting your future success.

Enter “leading” indicators. Leading indicators are those metrics 
that you can act upon today to influence the future success of 
your business. Leading indicators are often inputs or variables 
that have an impact on the overall performance of your organi-
zation. 

Below are some examples of leading indicators:

• Number of mailers sent out to motivated sellers

• Response time to tenant maintenance requests

• Number of tenants receiving rent payment reminders on the 
1st, 2nd, 3rd and 4th of the month

• Percentage of revenue collected through online payments (as 
opposed to checks and cash)

• Percentage of future vacancies with a new tenant identified 
(our business calls this our “future occupancy rate”)



18

Your metrics are related
It’s often very easy to draw a correlation between certain lead-
ing indicators and more traditional lagging indicators. Below are 
a few specific examples of leading indicators and their related 
lagging counterpart:

Leading indicator: Percentage of tenants using auto-debit pay-
ment
Related Lagging Indicator: Percentage of on-time rent pay-
ment
Relationship: The more your tenants pay via online auto-debit, 
the greater your percentage of on-time payment

Leading indicator: Average time to return lead call
Related Lagging Indicator: Lead conversion rate
Relationship: The sooner you call someone back, the greater 
the chance that they will become a qualified lead. Decrease 
your average call return time, increase your lead conversion 
rate

Leading indicator: Number of mid-year property inspections
Related Lagging Indicator: Amount of post-lease damage (in 
dollars)
Relationship: The more you check in on your property, the less 
likely it is that damage will go unnoticed and/ or be made worse 
by tenants

Align your leading indicators with your 
business goals
It can be difficult to identify and prioritize the key leading indica-
tors that will have the greatest impact on your business. The 
key is to start small and not try to tackle it all at once. As your 
business grows, it will become easier to see which metrics 
really matter and which metrics need less of your attention. 

You have greater power to take action on your leading indica-
tors than you do on lagging indicators. This is why you need to 
set goals over which you have control. All to often we set goals 
focusing on the desired outcome as opposed to the variables 
and inputs that we can change. 

Consider the common personal goal of losing weight:

Should the goal be losing weight, or should the goal be eating 
right and going to the gym x times per week?

We know that if we handle the inputs (healthy eating and work-
ing gout), we should achieve the desired result (losing weight). 
Its the same for your real estate business. If you handle the up-
front inputs - those leading indicators that you can control - the 
lagging metrics will take care of themselves. 

Don’t track numbers just for the sake of staying a busy. Have a 
purpose for your KPIs and take action to improve your busi-
ness. 



6 It’s a fact of life: things 
change. You might have an 
idea of the strategy that’s 
best for you; but don’t let 
this restrict the potential of 
your real estate empire.

Focusing on just one 
strategy
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Don’t limit yourself
Many of us start our real estate career with a clear purpose and 
strategy of how we will be successful. It’s common for new in-
vestors to decide on a strategy and dedicate all of their re-
sources toward one - and only one - investing path. 

I’m personally guilty of doing just that. When I started my real 
estate career, I had the lofty goal of starting and growing a flip-
ping empire in the “not so hot” market of Buffalo, NY. I knew 
there were other strategies out there, but I was stubborn and re-
fused to deviate from my set path. 

I failed to realize that most real estate investing strategies are 
complementary to each other. Just because you start with one 
strategy doesn’t mean you can’t pivot and explore other strate-
gies to grow your investing business. In fact, you are certainly 
limiting your potential by ignoring all the various strategies and 
sub-strategies within the world of real estate investing. 

Treat your real estate business like a 
startup
The nature of starting a business has changed. In the old days, 
entrepreneurs would spend countless hours defining a strategy, 
preparing a business plan and creating financial forecasts be-
fore even thinking of gaining customers and seeking investors. 
These old methods are certainly dead. 

Consider the boom in technology startups coming out of Silicon 
Valley. The successful startups all have one thing in common: 
Their primary focus is getting their product to market as soon as 
possible. Even when the product isn’t perfect, these startups 
need to gain customers so they can validate whether or not 
they are on the right path. These entrepreneurs rely on feed-
back from their customers. They also expect to be wrong in the 
beginning. Successful startups build themselves to be agile and 
ready to adapt to the specific and ever-changing needs of their 
customers. 

You should treat your real estate investing business like a 
startup. This means that your first priority is to gain customers. 
If you are starting by flipping, start finding motivated sellers. If 
you want to be a buy and hold investor, purchase a rental prop-
erty and get tenants.  

You cannot properly understand your strengths as an investor 
until you actually get your hands dirty and gain real life experi-
ence. You must gain customers so that you can receive feed-
back from your marketplace. 

The feedback you receive is likely to influence the path you 
take as an investor. The strategy you start with is simply the be-
ginning. It’s a theory as to what investing strategy might be right 
for you. You should be open to and prepared for the likely sce-
nario where you need to pivot your business to best serve your 
customers and your own personal strengths.
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Five year goals are useless
I’m all for setting goals in every aspect of my personal and pro-
fessional life. Setting goals allows me to focus my energy on 
specific tasks and hold myself accountable on a daily, monthly 
and yearly basis. That being said, we should all understand that 
long-term goals will undoubtedly need to be re-written. 

Consider the common job interview question: “Where do you 
see yourself in five years?”

Interviewers should expect your answer to this question to be 
complete BS. The world and it’s marketplaces are changing far 
too fast for any of us to accurately predict what we will be doing 
in five years. The world of real estate is no different. 

While you may have an idea of your long-term direction, you 
certainly don’t know for sure where you will end up. Setting and 
focusing too much on long-term goals runs the risk of blinding 
you to a world of possibility and potential. 

You need to be open to the likelihood that your business will 
change. Be prepared to pivot to new and exciting strategies and 
markets. 

Five years ago, my answer to the interview questions would 
have been way off! I probably would have answered with some-
thing like: “In the next five years I will quite my full-time corpo-
rate job and I will flip 12 houses per year”. 

While I was able to quit my corporate job, my real estate busi-
ness has taken me in a completely different direction. My busi-
ness has pivoted many times to the point of having a growing 
rental portfolio as well as a general contracting business for 
owners of older homes. Who knew! I’m just glad I was able to 
open my eyes to the world of real estate beyond simply flipping 
houses. 

Just start
No matter what strategy you have in mind, just start. Do your 
best to research and educate yourself but don’t let that re-
search restrict you from gaining real life experience. Deciding 
the proper strategy has little to do with your long term success 
as an investor. Consider your initial strategy as a launching 
point. You might be successful, and maybe not. Regardless of 
your initial success, moving from “I want to invest” to “I invest” 
is sure to open your eyes to new and exciting opportunities. 

If you end up like most successful investors, you’ll look back on 
your decision to buy your first property and/ or quit your full time 
job and say, “I wish I would have done this sooner!”

Your path to real estate success is out there. You just need to 
get started to see where it leads. 



7 Whether your goal is to 
build your retirement 
reserve or you want to own 
1,000 units, we all fall into 
the trap of thinking too 
small. 

Thinking small
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“Anyone that suggests to me to do less is either not a real friend 
or very confused” - Grant Cardone

Perception limits potential
Too many real estate investors will tell you they are satisfied 
with having a couple successful deals under their belt. This 
might be true for you, but why not think bigger? Creating a sus-
tainable investing business and quitting your full-time job should 
be the starting point. 

There is truly unlimited potential in the world of real estate in-
vesting. The advent of technology has introduced investors to 
strategies and opportunities that were previously non existent. If  
all you are focused on is the next single family house you may 
purchase, you are limiting the opportunities available to you. 

Don’t be closed off to the opportunity of purchasing a large 
apartment building...or developing vacant land into 
townhouses...or partnering to develop an entire subdivision! It’s 
not just about the money. Investing in new and exciting strate-
gies allows you to have new experiences and make a major im-
pact in your local market. 

Don’t blind yourself to these currently unimaginable opportuni-
ties just because you’re stuck thinking too small. Train yourself 
to be open to the unknown. Be prepared to take your business 
in a new direction beyond your wildest expectations. 

What’s your “Big”
Even if you don’t have the desire to grow a huge real estate em-
pire, don’t shut yourself off from the mentality of thinking big. 
“Big” can mean something different for everyone. 

Your “Big” might not be owning 1,000 units. Instead, your idea 
of having “Big” success might be knowing that you can own 10 
units and operate them completely passively. By passively, I 
mean to the point of doing nothing more than seeing your rent 
checks come into your bank account every month (if you 
choose to even look at your bank account!). 

Others might want the adrenaline rush of creating a major real 
estate empire. If this is you, you have no chance of reaching 
your expectations unless you train yourself to think big from the 
start of your career.

In truth, many of us underachieve when it comes to reaching 
our long-term financial goals. Knowing this, we should all set 
our goals and expectations so high that even falling short will 
leave us with huge success. 

There is simply too much opportunity to make the mistake of 
thinking small. Thinking small will leave you wanting more from 
life. Think big and you will be in charge of your career, your suc-
cess and your destiny. 



What now?
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Thanks
I really appreciate you taking the time to check out these seven 
common mistakes. Hopefully you learned something that will 
steer you in the right direction on your path to real estate invest-
ing success. I know your time is valuable...it means a lot that 
you spent some of it here. 

Get in touch
If you have any questions or comments I would love to hear 
from you. I would also like to know what you want to learn more 
about. There’s a lot more to come from Income Digs...I would 
love for my audience to decide what I work on next. You can 
email me or call me directly.

Email: nick@incomedigs.com
Phone: (716) 200-2486
Website: www.incomedigs.com
Facebook: www.Facebook.com/IncomeDigs
YouTube: www.YouTube.com/IncomeDigs

Additional Resources

Purchase pre-made Podio templates!
Are you struggling to get a handle on the right mix of technol-
ogy for your real estate business? I have the solution! You can 
now have the exact Podio template I use for my real estate busi-
ness! 

Check out the pre-made Podio templates

mailto:nick@incomedigs.com
mailto:nick@incomedigs.com
http://www.incomedigs.com
http://www.incomedigs.com
http://www.Facebook.com/IncomeDigs
http://www.Facebook.com/IncomeDigs
http://www.YouTube.com/IncomeDigs
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