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DISCLAIMER 
 

The following workbook is designed to provide general 
guidance on how to approach getting started and building 
your business as a real estate developer. While this guide 
is based on the personal experience of the author (a 
California real estate developer) it should be no means be 
constructed as a guarantee of success. It is for educational 
and illustrative purposes only and is by no means a 
guarantee of success. None of the information provided 
is to be construed as tax or legal advise. Please consult 
your own tax, legal, financial professionals. This book is 
Copyrighted 2020 and cannot be sold or re-distributed, 
s h a r e d  e i t h e r  p a r t i a l l y  o r  w h o l l y . 
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SETTING YOUR GOALS 
Where would you like to go?  
 

 Set your real estate goals 
and targets.  

 

Answer the following questions. 
What would you like to achieve in real estate within the next 3 years? 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
 
How much money would you like to make as a real estate developer within the 
next 3 years?  
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
 
What would achieving those goals mean to you and your family?  
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
 
What is the minimum net profit you’d like to walk away with from every 
development project?  
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 

 
In order to achieve those goals, what targets would you need to hit each year:  
 
Year 1: 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
Year 2: 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
Year 3: 
________________________________________________________________ 
________________________________________________________________ 
________________________________________________________________ 
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CURRENT STATE OF AFFAIRS  
What is your starting point? 

 
 Complete the Following 

Exercise 

 

Income  Monthly Yearly 

Active Income      

Your Salary   $   $  

Your Bonus/Commissions   $   $  

Other/Side Incomes  $   $  

Spouse Business Income  $   $  

Spouse Income  $   $  

Spouse Salary  $   $  

Child Support/Alimony   $   $  

Total Active Income  $   $  

Passive Income     

Net Rental Property Income  $   $  

Net Business Income  $   $  

Dividend Income  $   $  

Pension  $   $  

Royalty Income  $   $  

Other Benefits   $   $  

Other Passive Income  $   $  

Total Passive Income  $   $  

TOTAL INCOME  $   $  

 
Expenses Monthly Yearly 

Current Rent/Mortgage   $   $  

Utilities   $   $  

Food   $   $  

Clothing  $   $  

Gas   $   $  

Personal Credit Card(s) Payments  $   $  

Student Loan(s) Payments   $   $  

Personal Auto Payment(s)  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

Other ____________________  $   $  

TOTAL EXPENSES  $   $  
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Net Cash Flow Analysis (Monthly) 

Complete the following calculations: 

A $ 
 = Total Monthly Passive Income - 
Total Monthly Expenses 

B $ 
 = Total Monthly Active Income - Total 
Monthly Expenses 

C $ 
 = Total Monthly Income - Total 
Monthly Expenses 

      

Net Cash Flow Analysis (Yearly) 

Complete the following calculations: 

D $ 
 = Total Yearly Passive Income - Total 
Yearly Expenses 

E $ 
 = Total Yearly Active Income - Total 
Yearly Expenses 

F $ 
 = Total Yearly Income - Total Yearly 
Expenses 

 
NOTES: 
If net cash flow from passive income (A, D) is 0 or positive, CONGRATULATIONS 
your basic needs are met and you are in the most ideal position to become a real 
estate developer full.  
 
If net cash flow from passive income (A, D) is negative, and/or all of your active 
income (B) is required to meet your personal expenses, you are not in the most 
ideal situation to become a full time developer. At this stage it will be important to 
have sufficient savings and consider working with partners on your real estate 
journey.  
 
If your total monthly income (C, F) is negative at all, if it were me, I would make 
serious personal finance changes before proceeding.  

 
 Calculate how much 

money you available to 
start with?  
$ __________________ 
TOTAL VALUE 

 

 
$ _______________ Equity in the current value of your personal residence   
                                     (available through a refinance)  
$ _______________ Equity in the current value of your current rentals  
                                     (available through a refinance)  
$ _______________ Checking Account Balance – Bank: _________________ 
$ _______________ Checking Account Balance – Bank: _________________ 
$ _______________ Checking Account Balance – Bank: _________________ 
$ _______________ Savings Account Balance – Bank: _________________ 
$ _______________ Savings Account Balance – Bank: _________________ 
$ _______________ Savings Account Balance – Bank: _________________ 
$ _______________ Value of Personal Property 
$ _______________ Value of Automobiles  
$ _______________ Value of Equipment 
$ _______________ Value of Stocks/Bonds/Mutual Funds 
$ _______________ Value of Notes Receivable 
$ _______________ Value of Business Assets 
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PICK YOUR NICHE 
What specific aspect of real estate will you focus on to achieve your goals?  

 
 Define your geographic 

boundaries.  
 

Define your geographic boundaries. Be as specific as possible:  
 
How far north will you go: ________________________________ 
How far east will you go: _________________________________ 
How far south will you go: ________________________________ 
How far west will you go: _________________________________ 
 

 
 Select a niche to focus on 

as a developer (pick only 
one that you wouldn’t 
mind sticking to for the 
next 1-2 years) 

 
(Remember you do not have to 
be locked into this forever, 
however, in order to gain the 
fastest momentum, it’s 
imperative to nail down an 
niche and stick to it, until you 
are in a financial position to 
level up). 

 
 

 
Ideas for development niches:  

 Single family home ‘flips’  
 Condo/townhome ‘flips’  
 Manufactured Housing ‘flips’  
 Van ‘flips’   
 Reconfiguring Spaces  
 Adding Bedrooms (without changing the footprint)  
 Unique interior design  
 Additions  
 ADU Conversions 
 Tear down and remodels  
 Spec Homes  
 House Hacking Friendly Home Reconfigurations  
 Short Term Rental Friendly Homes  
 0-4 Unit Multifamily   
 5-10 Unit Multifamily  
 11+ Unit Multifamily 
 Residential to Commercial Conversions  
 RTI Ready homes  
 Other:__________________________________________________ 
 Other:__________________________________________________ 
 Other:__________________________________________________ 
 Other:__________________________________________________ 

 

 
 

GET YOUR “STUFF” TOGETHER 
Are you ready to begin developing? 

 
 Properly setup and 

organize the company you 
will be using to pursue 
development.  
 

 
For New Entities, have you:  

 Filed the Articles of Organization with the State  
 Paid the Filing Fee 
 Requested an EIN number  
 Saved a PDF Copy of that EIN number  
 Opened a Separate Bank Account for That Entity  
 Deposited Cash into that Bank Account  
 Filed annual report(s) 
 Recorded minutes/resolutions 
 Held annual shareholder meetings 
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For Existing Entities, have you:  
 Maintained good standing with the Secretary of State  
 Established a separate bank account in the name of the entity  

 
 

 
 Prepare your “File”  

 

 
 Take a picture of your driver’s license or other form of identification and 

save a digital copy to your real estate file (this will come in hand for 
FINCEN requirements)  

 Have a most recent bank statement or other document that can be used to 
evidence proof of funds ready as a PDF file (this will come in hand when 
making offers) 

 Consult with a/your financial advisor to discuss your plans  
 Consult with a/your CPA to discuss your plans  

o Consider asking them what tax strategies to consider, what 
accounting system(s) to implement and track information, etc.  

 

 

IDENTIFY YOUR ROLE  
What will you be brining to the table?  

 
 Identify your strengths, 

and the roles you would 
MOST like to take in real 
estate development.  
 

 
Check off the following statements that you feel best describe the strengths you 
would bring to real estate development.  

 I am a marketing guru and would excel in selling a project  
 I am a social media guru and have the followers and brand  
 I am a real estate agent   
 I am a contractor  
 I am an architect and/or designer  
 I am an interior designer (or have an eye for design)  
 I am a numbers person and excel in analyzing deals  
 I am a calling expert – I can get on the phone with anyone and close them 
 I am a master project manager and would ensure work is done well  
 I am good at paperwork and dotting my I’s and crossing my T’s  
 I am well connected and have a huge network to tap into  
 I am willing to roll up my sleeves and get my hands dirty  
 I am able to bring in deals left and right  
 I am a people person, I know how to leverage people to achieve goals  
 I am willing to work harder and longer than anyone around me  

 
If none of the statements above resonated, what particular skill or resource 
motivated you to pursue real estate development.  
 

 I am ________________________________________________________ 
____________________________________________________________ 

 

 
 Identify your weaknesses 

and the roles you would 
LEAST like to take in real 
estate development.  
 

 
When you think about real estate development, where do you feel you are the 
weakest in terms of skills or resources. Check off the following statements that you 
feel apply to you:  

 I am not a marketing guru or selling  
 I am not a real estate agent   
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 I am not a contractor  
 I am not a construction project manager 
 I am not an interior designer  
 I am not an architect or architectural designer  
 I am not a phone talker or cold calling person  
 I am not the best at returning phone calls promptly  
 I am not a social media maven  
 I am not a numbers person  
 I am not a technical, detail oriented person  
 I am not the best at analyzing deals  
 I am not the best paperwork and dotting my I’s and crossing my T’s  
 I am not the best at leveraging my network for my success  
 I am not a roll up my sleeves, get my own hands dirty person  
 I am not the best at generating leads or finding properties  
 I am not the best ____________________________________________ 

 

 
 Identify what activities 

you would MOST like to 
be involved in real estate 
development. 

How would you like to spend most of your time as a real estate developer:  
 

 Finding properties and hunting for deals  
 Planning out the design concept for developments  
 Building the project and being on site during development 
 Creating 3D models and renderings of the property  
 Acting as a real estate agent and marketing the property, showing it, etc.  
 Documenting the process of the project  
 Generating content from beginning to end of the development project  
 Managing the construction process  
 Crunching and re-crunching the numbers 
 Staging the property once completed  
 Managing the entire escrow process and completing all documentation  

 
By knowing where you would like to most spend your time, you are better able to 
identify different roles that you might ideally want to outsource to other people.  

 
 Identify the 3 skills or 

weaknesses you would 
like to overcome the most 
and what you will do to 
improve them.  

I will become stronger at:  
 

1. ____________________________________________________________ 
___________________________________________________________________ 
___________________________________________________________________ 
 
By_________________________________________________________________ 

 
2. ____________________________________________________________ 

___________________________________________________________________ 
___________________________________________________________________ 
 
By_________________________________________________________________ 

 
3. ____________________________________________________________ 

___________________________________________________________________ 
___________________________________________________________________ 
 
By_________________________________________________________________ 
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BUILD YOUR TEAM 
Who are you going to bring on to help you? 

 
 Identify the key people 

you feel you will need on 
your team.  

 
 

HINT: Use your answers 
above to help you.  
 

 
Identify who will be on your dream team (important roles are indicated with a (*)):  

 *A real estate agent  
 *A contractor  
 *An architect or designer  
 *An engineer 
 *An escrow office  
 *A title officer  
 *A CPA/Accountant (who you can call on and ask questions)  
 A real estate attorney  
 A social media marketing expert  
 A website builder  
 A lead generator  
 An administrative or virtual assistant  
 A construction project manager  
 A bookkeeper  
 A videographer  
 A photographer  
 A transaction coordinator  
 A property manager  
 A cleaning service  
 A property inspector  
 A ____________________________________________ 
 A ____________________________________________ 
 A ____________________________________________ 
  

 
 Identify how you’re going 

to find your future team 
members.  
 

 
Think of these as the actions you are going to take consistently to attract people to 
your team to fill the roles that you need:  

 Google Search (find people already providing these services and their fees)  
 Referrals (asking for referrals from people you know)  
 Yelp  
 Call __________________________________________________________ 
 Call __________________________________________________________ 
 Call __________________________________________________________ 
 Call __________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
 ______________________________________________________________ 
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LOCK DOWN YOUR MONEY PARTNERS 
Whose money will you use to get started and grow?  

 
 Identify people within 

your existing friends and 
family who might be able 
to help you jumpstart 
your goals.  
 

 Altogether how much do 
you think they can 
contribute money wise to 
help you get started:   
$_______________TOTAL 
 

Identify who in your family might be willing and able help and define in what 
capacity:  

Name  $ Amount Willing to 
Pitch In (if any) 

Additional Ways Able to 
Assist (if any)  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

 
 

  

  
 

  

 

 
 Narrow down to 1-3 

lenders you would be 
most interested in 
working with:  
1. __________________ 

__________________ 
__________________ 
__________________ 
__________________ 
__________________ 

2. __________________ 
__________________ 
__________________ 
__________________ 
__________________ 
__________________ 

3. __________________ 
__________________ 
__________________ 
__________________ 
__________________ 
__________________ 

 

 
 Research at least 5 different potential lenders to work with based upon 

your niche and circumstances. 
 

o If it were me, and if I was in your position, I’d want to know the 
following information:  

▪ What are the rates?  
▪ What are the loan terms (time) 
▪ What are their LTV’s (loan-to-value)?  
▪ What are their Loan Fees?  
▪ What are their Origination Points?  
▪ What requirements do they have to process a loan?  
▪ Do they warehouse the loans (aka borrow money to then 

lend out) or is it private money (aka their money they’re 
lending out?  

▪ What is the typical time frame from beginning to end?  
▪ NOTE – These are questions that I would personally ask, if it were me. They are by 

no means all inclusive and you are to establish your own due diligence and ask 
whatever questions you feel are important to know.  

o If it were me, I would also avoid having them pull any credit 
information until you have narrowed in on a specific choice  

 
Compile your notes here:  
1. _________________________________________________________________ 
____________________________________________________________________ 
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____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
2. _________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
3. _________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
4. _________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
5. _________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
 

 Establish 1- 3 solid relationships with a loan officer at your local bank or 
credit union that could potentially help you in the future (start with those 
with whom you have an account).  

o ____________________________________________________ 
o ____________________________________________________ 
o ____________________________________________________ 
o ____________________________________________________ 

 
NOTE: While starting out it is rare to get bank financing, it is still important to start 
networking with banks early, let people know what your plan is, what you’re doing, if they 
have any advice, and at what point you could potentially come to them.  

 

 
NOTES: ____________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 
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BUY YOUR FIRST PROJECT 
Which property will be your first?  

 Search for properties 
daily.  
 

 Search for properties using your real estate agent  
 Search for team 
 Search for properties using sites like Loopnet.com, Redfin.com, Zillow,  
 Ask people to send your properties  

o Hop onto a local Facebook real estate group, introduce yourself, 
what you’re looking for, and what your criteria is.   

 

 Vet the different 
properties that you find. 

As a developer, here are the common question I like to ask myself when vetting a 
project:  

o What is the zoning? ________________________________ 
o What is the highest and best use? _____________________ 
o What are people developing in the area? _______________ 

_________________________________________________ 
o Are there any current code violations? _________________ 
o If yes, how much to rectify them? _____________________ 
o Are there any restrictions on development? _____________ 

_________________________________________________ 
_________________________________________________ 
_________________________________________________ 

o Is it within ½ mile of a bus stop, train stop, mass transit stop? 
_________________________________________________ 

o Does it have an alley? _______________________________ 
o Is it on a corner? ___________________________________ 
o How wide is the lot? ________________________________ 
o Is the city development friendly (hint the City of LA is a yes)? 

_________________________________________________ 
o Is there a detached garage? __________________________ 
o What value can I add here? ___________________________ 

_________________________________________________ 
_________________________________________________ 

o What is Development Option #1 _____________________ 
_________________________________________________ 
It’s potential value: _________________________________ 

 
o What is Development Option #2 _____________________ 

_________________________________________________ 
It’s potential value: _________________________________ 

 
o What is Development Option #3 _____________________ 

_________________________________________________ 
It’s potential value: _________________________________ 
 

o What is Development Option # 4 _____________________ 
_________________________________________________ 
It’s potential value: _________________________________ 
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 Run a net sheet on each 
property you consider 
(refer to the Excel Doc 
for a detailed sheet to 
work with).  
 

 
The following is what I call a net sheet, which is a high level back of the 
envelope analysis I like to run for each development project.  
 

 Acquisition Price 

 Closing Costs – General (Escrow, Title, Recording, etc.) 

 Closing Costs - Lender Fees (Origination, Docs, etc.)  

 Construction (Permits, Labor, Materials, etc.)  

 Selling Costs (Staging, Marketing, Concessions, etc.) 

 Commission - Seller Side (Based on Selling Price)  

 Commission - Buyer Side (Based on Selling Pirce)  

 Net Profit 

 Selling Price - (Property’s value after work completion)  

 
*NOTE: Make sure to download the Excel Document which allows you to change the 
numbers.  

 
 Identify the property(ies) 

you would like to make 
offers on. 
____________________ 
____________________ 
____________________ 
 

 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 
 Address: _______________________________________________ 

 

 
 Enter Escrow and close on 

the property.  
 

 
 As your real estate agent, escrow officer and title officer what they will 

need from you in order to close this property.  
 Provide your lender (if any) all documentation that they require in a timely 

manner.  
 Once the property is closed, it’s best to secure the property to ensure no 

squatters move in.  
 

 
NOTES: ____________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 
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DEVELOP THE PROJECT 
What to look out for as you develop?  

 
 Monitor quality of the 

project and finishes.  

As you develop the property it is paramount that you, as a developer, monitor the 
quality of the work. Below is a non-inclusive list of items that are important to 
watch out for and avoid:  
  

 Curb appeal  
 No weeds  
 Clean landscape  
 Straight ceiling lines  
 No paint spills or blotches  
 Clean driveway  
 Even floors  
 Construction dust and debris gone by the time it is listed  
 No bubbles in the ceiling or walls  
 Windows level and openable 
 No construction tools or materials left behind by the time it is listed  
 Any trash removed from property  
 No trip hazards upon entry or exit  

   
 

 List the property  
 
Ideally for this section, leverage your real estate agent and their expertise to see 
what is best when listing and marketing the property for sale.  
 
Audit your progress along the way as well:  
  

 What feedback are you getting from visitors?  
 What have been the major complaints about the project from visitors?  
 What have been the major features visitors have loved? No paint spills  

  
 

 Close on your first 
development project!  

 
For this section leverage your real estate agent and their expertise. Be open for 
ways to be flexible where appropriate.  

   

 
NOTES: ____________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 
 
__________________________________________________________________________________ 
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GET READY FOR THE NEXT ONE 
Where are you going to start?  

 
 Setup a website displaying 

your first deal.  
 

 
 Tell your background story  
 Tell the before story provide before pictures  
 Provide pictures of the project in progress  
 Provide the after pictures of the property once development was complete  
 Describe what you liked most about the project and why 

 
 

 Identify what DIDN’T work 
as you would have liked or 
expected.  
 

 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 

 
 Identify what DID work 

really well that you’d like 
to repeat and explore 
further.    
 

____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 

 
 Begin to look for your 

next project while closing 
on your first development 
project.  
 

 
 Using your estimated closing statement create an updated net sheet.  
 Calculate the net profit you will walk away with 

$ _____________________________  
 

 Compare this to the target you set? ______________________________ 
____________________________________________________________ 
 

 What would you have done differently? ____________________________ 
____________________________________________________________ 

 
 

 
 REPEAT THE 
PROCESS!   

 
 
 

 

 
Feel free to repeat through the checklist provided as many times as you’d 
like whether it is your first project or your fifth.  
 
Over time your business will become further and further defined and 
refined and you will begin to build a brand and name for yourself in the real 
estate development community.  
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