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What Stands in the Way of Your Success in Real Estate?

Hosted by: Gavin Timms

Hey, guys, how are you doing, Gavin Timms with REI network. How's it going?
We're back, obviously with another episode and super excited about it just
before we get started. Remember, if you do like this, give us a like subscribe to
the YouTube channel and the podcastif that's why you're listen and feel free to
share any of the videos as well. | want to get as many people watchingtheseas |
can, and that's kind of what drives me and keeps me going. So | appreciate that.

What | want to talkabouttodayis a question that | got last night on a coaching
call, and | thought what a great question, which was basically what standsin the
way of success for a real estate investor? OK, so what is the main thingthat| see
with coachingclientsand the people that | work with? | thought, you know what,
to thinkaboutitfor a second and I'm going to tell you what | answered. And
then | thought more aboutitsince then. And what my first initial answer was
when | got asked this live was probably takingaction. Right. One of the biggest
thingsin this business, the difference with the people that make it, do deals
consistently, do deals, all comes down to taking massive action. And we talk
aboutthat. Right.

Everyone says it, every guru, every coach they want doingdeals, just take
massive action. And | kind of jumped on the bandwagon as well and kind of went
with that answer because, again, that was the first thingthat came to me. But |
thought | think there's so much more to it than that. Right. And which leads us
into mindset because, you know, it's not like, you know, oh, someone just said,
take action, OK? Don't want to take action now. And that's just solved
everything. That one thing. Right. You have to look at why and break down why
you're not taking action. That's the key.

The key is why when you're being told to take massive action, when you're being
told not to overthinkand just do right. But you're not doingit right. Which leads
to the mindset, somethingin your mind. Remember 80 percent of what we do,
notjustinreal estate orin business, butin lifeis mindset. The things that you
achieve, the athletes at the top level is down to mindset. How many people do
you not want to sportslevel or maybe actors or whatever that you've seen that
are so talented, but they never made it right. But you've seen them and they're
fantastic. Beingin golf, I've played with some of the best images, the best



professionalsin the world when you're playing with them like thisiis ridiculous.
How are you not on tour? How are not doingthese things? And it comes down to
mindset, right. Self-belief. Did they believe themselves that they can take it to
the next level?

And do you believein yourself, OK, to take it to that first deal, to take it to
multiple dealsa month, to be able to scale, to be able to do deals virtually, to be
able to work in multiple markets from anywhere? Do you actually believe that
you can do it because self-beliefis where it needs to be? You can take all the
hype and the noise, right. And the rah rah all you want, but it's what's going on
in your mind, whether you're actually goingto make it or not. Right. And that's
the thingthat you need to work on. And this needs to be worked onona on a
day-to-day basis. Right.

Andit's going to take a longtime to change thisthought process. I'm not just
sayingthatyou're going to read one book and that's going to change everything.
OK, you've read you've watched one motivational video and now you're going to
take over the world. I'm not saying that. I'm talkingabout day-to-day things.
Right, of focusing on this. Right. Reading, if you're a reader, listeningto audio
books, OK, doingten minutes a day on this every day consistentlyis going to
change the habit. Remember, we've talked before about creating habitsand
there's nothingdifferent with the mindset. Right. It begins with the mind set
before you open the course, before you watch module one, before you buy the
next product that you thinkis going to be the answer. And the problemis it's not
the answer because your mindsetisn'tright to allowit to be the answer. Right.

And thisis probably the most common thing with that. | see the people thatare
successful and not successful in business. Isthat their mindset when they're
telling me thisis what's going to happen, thisiswhat I'm goingto achieve? And
they one hundred percent believe it, not just speak in the words, butinternally,
the self-belief to say, no, thisis on. That's when | see the most success, because
now they're just going to take that action. So it comes back taking massive
action, butthey're in theright headspace to be able to take the action. Right.
And thatis where you need to work on and get to. So you can go and buy your
lease option calls, your wholesale calls, your virtual course, your sub tos, your
owner finance.

And if you're just scrambling for your first deal, don't think with that call they're
all brilliant courses. They're all fantasticinformation. Right. Some of the best of
the bestis in the United States teaching this stuff. But if your mindsetis not
right, you stillwon't do a deal. OK, and that s really where you need to work on
to be able to get your mind right, to be ableto then listen and go take massive
action. Don't overthinkit. And a lot of it comes down to the jobsthatyou're
alreadyinto. When | work with a one-to-oneclientand | find outaboutthemand



| analyze them as people and what they've kind of been through, what they're
going through, what do they do it then make sense. The type of person then that
you're going to get a phone personis that they're going to over analyze an
engineer and overanalyze everything. Is an accountant that can't get past the
perfect offer, right? Is it the attorney that will look at the paperwork before he's
even centerpiece of marketing?

Because what happensis, is that them traits that they've got rightin their job
and they're the due diligence that they have to do, they naturally bringitinto
real estate. And | think that's where you need to change. You need to say, you
know what, | know thisis what how | do it, but | want to do it the way that the
investorsdo it, that make money. And | think they all come into line with taking
action, not overthinkingit. Right. But again, to get there, you haveto have the
right mindset. So that's what | want you to kind of start thinkingabout, is your
listening. Right? And then we can go into the we can go as deep as you want
with the why when this gets tough, what's going to keep you going? What is your
why? What is the core thingwhen this gets hard? Thisis real estate investing,
right? Thisis not easy. Thisis one of the biggest, most profitable businessesin
the world. All right.

And you want to get amongstit, right? What are you doing? Are you willingto do
the things that's going to get you the results? Right. Are you willingto go into the
trenches? We can talk systems all you want. They still need an operator. Right?
So you still need to show up. Right. And it starts with that shower. Show up, do
your best. Try your best focus on today. Focus on your activities. That's going to
get you the outcome. We did an episode on this. Right? Stop thinkingabout
doinga dealin thirtydays. You haveto do a dealin thirty days your mind set.
Yourthought processis all about just doinga deal. In thirty days you are focusing
on the steps to get the deal. Does that make sense?

You need to show up and go, what have | got to do today? These are things by
doingthese things and these activities will lead to you actually doingthe deal
right. Or doing several deals or scalinganother episode. We just talked by scaling
you call scale. If you're in the trenches right to scale, you need to be working on
the business, notin the businessto truly scale. So all these things, you need to
have plansin place, butit comes down to taking massive action. Before we talk
to scale, we're going to be doing deals consistently one week or one month, one
every three monthsto start with just doingyourfirst deal, dependingon where
you're at. And then you need to get that consistency. We're only going to take
that by getting massive action right on the call yesterday as well. We have this
exact problem.Someone wants to make theirfirst lease option offer and the
stressed out aboutit.



And can we lookat the numbers? No problem. So we start engaging on this call.
And what we found outis that we don't have anysituation really to be making
this offer. And it's not warrantsin our time that we are now discussingliveon a
coaching call that you've been thinkingabout today to make this offer. And we
don'teven know that the seller even wants to do a rent to own yet because
we've jumped the gunin your head. You've created the scenario of, oh, yeah,
they want to do this. And if | can offer this and offer that, then we're goingto be
ableto to do this. And you've just created it. You didn't get that from the sellerin
your head. You've created this. Oh, perfect world. Right.

But it comes from the seller. So you need to retrain and go. When we get a lead
in, we don't look at Zillow and start looking at count, boom, run the phone
conversation. Thenifthe conversation developedin the way we want, then we
will spend the time lookingat the numbers, runningthe comps right now, each
time someone gives you and their motivationis then directly into how much
time we do in terms of preparingthe authorization. Once again, | reallydon't
really care if it sitsthere for three years. Not really bothered. No, no interest. I'm
not going to go run a numbers for an hourtryingto get this perfect off. I'm going
to give it literally one minute to make this offer, takingthe sat blah blah, blah,
blah, multiple offers. Send it done, OK, because that's the time the warrants
were notin theright space to be getting this contract. We want to get something
in front of him, then we're going to follow up.

Andthatis kind of what we need to do. So when you openin these courses, OK,
you need to be watchingmodule one, then takingaction on that again if you're
not mentally there. Right. And people will look people actuallyand | see this and
| try not work with this type of person, but when we have these before | work
with anyone wantone, | don't want them comingin trying to prove to me that
the concept doesn't work, tryingto prove to me thatthey can't do this. Try to
prove to me thatit doesn'ttheirmarkis too hard because. All they're tryingto
do is prove somethingthat's not going to be successful for any of us, right.

So, again, wrong mindset you need if someone else is doingit in your market,
thenyou can doit. And that's the way | look at it. If they're doingit, you can do
it. There's no excuses. It doesn't matter really where you are. The process stays
the same. We talkaboutthata lot, right? Earmarked in the process kicks in.
You're having conversations, making offers, and you keep followingup until they
say yes. And thatis that's the process that you need to get into. Right. But you've
got to get in to doingthem activities. If you're not having quality conversations
and if you're not makingthem offers, you are not makingany money. So just
buyinganother course. Right. Is not the answer.

You have to analyze yourself. You have to be accountable and say,am | doing
absolutely everythinglcan to get results? And if the answeris no, then you need



to change, notthe course. A new course is not going to do that. You need to
make them changes to be able to get theresults. And that's what | found early,
right? Thatis my personality. | have self-belief.I'm not cocky. I'm not
overconfident, OK? But in my head, | believe that | can do certain thingsand |
believe that| can dominate the market. | believethat| can | can take a coaching
clientto that first deal or multiple deals of scale. And | believe that | can do that.
| don't need to tell you that becauseit's in here. | don't need to hearit like, oh,
yeah, you're thisand you're great and you can do these things. Obviously,
they're nice, right?

Surround yourself with the five closest people. You want positivity. You want
good energy. Right. You obviously want all them things, which is super
important. I'm notsayingitisn't, butit's what you believe in yourself. If you
believe in yourself, that is what's going to propel you to be successful, not justin
real estatein life. And that's what we're aimingtowards. OK, so just be thinking
and know we got a little passion on thisone, but | really want you to be thinking
aboutthat. You know, reverting back to your why, the why should make your
hairstand up on yourarms. You don't want to discuss the why because it's to the
core of when you don't want to make them calls. After a longday on the nineto
five, the nine to eight, whatever you're doing, it needs to be done. Does that
make sense for you to be ableto get where you're going? And that's what 2020
thisyear has been crazy, right?

Somethinghas happened that we're probably never going to see in our lifetime
again is literally throwing the world upside down. But things you've got now got
to get ready for 2021. Right. It also gave us a ton of potential. It gave us a lot of
potential for alot of people, people working from home. All right. You have to
you can see the virtual lifestyle beingable to do things virtually because in your
mind now you can actually do things virtually because you've been forced to do
it virtually. But nowit's installed that I can do thisright. The pandemicis what it
took for thisto happen. But now you can't go into the house or you couldn't
before. So you have to have conversations on the phone.

So it justinstalls. And I've maybe got lucky | got lucky that the model that | have,
it didn't miss a beat in the pandemic, really. Right. Obviously, conclusions were
slower. We couldn't get byes and things like that. But in terms of the negotiation
and doingthat, what that was fine, because that's what we do anyway. We don't
need to go tothe house. So | actually madeit a little easier for us talkingto the
sellers because they know we couldn't go in. Right. So all these things, though, is
goingto be key for you to be successful. Alright, so just work on your mindset. All
right, fine. Your why go deep to it when it gets out? Because it is going to get
hard, right. Making sure your folks on the high generatingactivities, that's where
the action needs to be. Not taking action on a website. You should be doing
deals without that website. All right. It's not necessary.



Show me one seller. OK, thatsaid, | want to see your website. | want to know all
aboutyou. Andthen they did that, signed a contract with you. | mean, it might
happen, but very rarely. Right. They're not motivated them people if someone's
truly motivated to work with you, then got time to learn all about you. They just
need help solvingthat problem and they're going to go.

Andthat's what you're going to find. We just closed the deal last week in Florida.
It came in. We locked it up within a couple of days. We closed within three
weeks. Twenty-thousand-dollar deal. Now, am I sit in saying that every deal that
| dois that absolutely not. 90 percent of the deals we do come from follow up.
That's what it is, because we get the easy one, the home run. Right. You'rein the
right place at the right time. You have to be takingaction to get there. And that's
where | wantyou to doso. Yes, we talkabout it. Yes, | get it. I've got to take
action. But are you in the headspaceto be able to take it work on that first?
Once you're there, you then will be able to come in, take the action to then
propelyouin this business and make sure that you're going to show up for at
least six monthsin this business.

OK, six months working every day, keeping it consistent. Five sellers a day, three
offers a day. Five days a week, give me six months of that and you if you can
show me the numbers, all right, and you haven'tdone a deal, then | don't know
what to tell you. Maybe it's not for you. I'll work with you. Want one for free,
whatever it may be, because | believe that you're going to get. You haveto do
deals of mine in six months, but then within a couple of months. Within 90 days,
OK, you should be seeingthis conveyor belt happen, the system startingto churn
with the follow up.

Thenyou're going to be picking up new earlier leads, plus some follow up leads.
That's you then going to start scaling the business and then you can start looking
at going into multiple markets. All right. Anyway, | appreciate, guys, if you also
want some free downloads goingto our network dot slash downloads, check it
out. If you watch in, drop a comment.

If you think you agree or disagree, you have any questions, putthem below. Give
me a like subscribe and I'll see you on the next one. All right. Appreciate you.
Thanks, guys. Bye bye.



