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The Biggest Shift You Need to Make in 2021

Hosted by: Gavin Timms

Hey, guys, how are you doing, Gavin Timms with REI Network. We're back with
anotherepisode just before we get going. I'm excited for today, but before we
get go and check out this new link. Nodeadleads.com, nodeadleads.com. It'sa
case of a completely free to go to thatlink. Check it out. It's just some videos on
a page. Super raw on goinginto an old market where we take a two-year-old
leads. We start workingthem to see if we can turninto a deal. Not only turn that
into a deal, buthow many deals we lose from not followingup. And I'm tryingto
prove a point with that case. We say, look, if you would have followed up on
these leads, look what you could have had over the last two years. And hopefully
that's going to help you guys outit sink in.

Allright. So go and check that out. But today, what | want to talk aboutis the
biggest shift you need to make in 2021. All right. We're in the new year. It's a
new year. Everyone gets hyped up inJanuary about New Year's resolutions and
puttingall these thingsin place. That's so cool. But we've got to act on it. All
right. And that's what | want to talkabout. The biggest shiftin 2021. All right.
And you might be surprised that listen, you might not, butit is you, OK? You are
the biggest shift youin your head, right? It's not the market. We will adaptto the
market accordingly as we move through this process. But itis not the market.
We don't know what the market's going to do. Remember, we're here to invest
for today.

| can give you my thoughts and my prediction. What | thinkis going to happen.
Well, no one actually knows until it happens. And if you have a business that you
can pivot and change accordingly when things happen, then you'll always keep
up with the trend. Just like marketing pieces of strategies. You have to have
multiple strategies. If the market does tank, if it does, all these things come into
play.But it's somethingthat you don't need to work on right now. The thingyou
need to work onright now is you all right? And you are going to be the biggest
shiftis you that's going to make this business a success in 2021, not the market,
OK? Not if you're going virtual, if you're doingit in your backyard or if you work
in a job or doingall of these things, that's not going to get you success. You are
the onethat'sgoing to get success.



All right. So a few things | want you to thinkaboutif you're watching us on
YouTube oron the podcast, OK? Make sure again you subscribe and like, drop
any comments. That would be awesome. But I'm going to ask you a few
guestions here and maybe you need to pause. Right. And thinkabout it before
we move on. Go ahead and do that. But | wantyou to really consider where are
you right now? OK, so where are you? Analyze and assess your situation, your
current situationand say, where am I? Whatam | doing? What is my life look
like? Not just real estate. You have to go superdeep, like everything. Job, family,
travel, hate inlife, love in life, whateverit is, just analyze yourself. So where am |
right now? OK, that's what | want you to thinkabout. Then what? | want you to
thinkabout what you've done. Thatis how | want it to look like. So where do |
want to be? Where on my head in one of my goals. Whatam | trying to achieve?

Because | thinkyou have to get an understanding of this, of where am | being
honestaboutit, not tellingyou what you want to hear. Right? Not sayingI'm just
goingto be positiveand all the things that great. And we need to use that. But
you've got to get honest fora second where I'm atright now, write down what is
my life look like and then write down where do | want to be. You have two
columns, all right? And then you're going to have this gap in the middle. And we
need to figure out what you where you are now and then where you want to be.
And then we've got to figure out how are you going to get there right now. The
important thing, what | do with every client that | work with is exactly this. The
first thingis, is tell me about you. What do you do? What's your situation? Just
like we do to sell it? | need to find out what was going on in life. Again, bigger
than real estate. We get a whole picture of where you are and then we figure
out what do you want to be? Whatdo you wantto do?

Isit buy and holds, fixand flip, wholesale, lease options? Owner finance? Control
property without owningit?1 don't know. Do the BRRRR method. Whateverit is,
we need to understand whatyou're tryingto do and then we can say, OK, here's
the plan, OK, in between to get us there. And that's what everyone needs to do.
OK, so then things of it's just like stop doingthe same thingand expecting a
different result. Why, why would you do that. Why are you doingthe same? If
it's not working now, why are you continuingto do it and expectinga different
result. Now you might say, well I'm doing it consistently, I'm being consistent.
OK, great, | get that.

But you can't be finishingwork, doingone call a day and then expectingthat
you're going to do ten deals a month. Right. It's not going to work. So then things
you've got to be in place. And what can happen if you're listening to this is that
you can't be havingthe same conversation. Thisis why it's important to write
thisdown, OK, where you are now, you cannot be in the same position asyou
was. In January last year. OK, and say, well, we haven't got anywhere, right, and
maybe you've been on every webinar, you've been on every podcast, you've



doneall these things, but you're not actually getting anywhere. So you're not
focusingon the right things to to get that. Does that make sense? And this s, like
| said, really, really, reallyimportant.

You need in this business of real estate, you need time, money or both. | mean, it
justit that'swhat it is. When | started no money at the time when all that made
it happen from dead leads. That's what | did. That's how | got started. OK, so |
went and networked with all the wholesaler's spending money, got that dead
leads, dead leads, started callingthem and got contracts from Followill. That's
when | knew it was every cent with no budget and then started making 50
percent profit and then just working the phone, controllingit, getting money in.
And when you start making money, more opportunities will happen. You can
start creating more opportunities. Which is why one of my modelsis to
outsource everythingto bring partnersin for collaboration partnerships. OK,
becauseif you're working W2, you're working a full-time job for 60, 70 hours a
week. You might have some money and you're trying to get this business off the
ground on your own. You might be trying to five years because and that's not
becauseit's just you don't have the time, but if you don't have the systemsin
place, thenyou're already up againstit.

Right. So maybe if you got money, you're working full time. You need systems,
you need marketing going out in the day, you need prequalified leads to talk to
as they come in for you to have conversations with. Right when you get off line.
All thisis saving you time so you can focus on actually makingmoney to be
successful. Well, what about if you run the system and you had a partneron the
ground, someonethatdidn't have the money, someone that liked talkingto
peoplethatlike to see properties, OK, and do that side of it. But they're not
marketers. They're not consistent with the marketing channel. They don't know
how to hire VCs and run. Keep that consistency. So when you bring them two
people together say, well, I've got the system, the leads and I'm going to handle
thatside. Someone elseis going to take the calls, OK, and move. the deals. We're
going to come together. We're going to split 50 50. Right. And you've got 50
percent of the deal. You're making money. So one of my mottosis exactly that.

| partner with other peoplein different locations on this exact thing. OK, for this
reason. OK, because things are happening, I'm onlyas good as my team, | say
thatallthe time. We've built a team from a system and lead gen with VAs as part
of the team.

But | have the people on the ground, the partners thatare going to be doingthe
work because I'm solvingtheir problem, they're solving mine. We collaborate
together and we make money. So that's how | get to travel, right? | get to travel
and do all of these things because of my team and we're getting things done
togetherand it works out for us all. And that's the key to people with money



together or two people with no money together because, you know, obviously
gellinright. You've got to have one and one to come together to then
collaborate. And that's goingto be a big thingfor me this year. So my most
successful students doingthis, virtually doing this exact model where you can
share job roles, come together to then get deals done. And once you're making
dealsand making moneyright. And you're getting up and speakingto a
wholesaler.

I've just spoke to one of my clients. He said, yeah, they've been in the market for
four weeks, not close. You got three, maybe six weeks. And they've got three
properties on the contract. He's working his W2 while the team is getting
propertiesinthe contract. He's runningthe lead gen that we set up. OK, so he's
literally hands off. All he's doingis managingthe process. He's working on the
businessand notinit. We did another podcast about that. If you want to scale
the business, you have to be working on the business, notin the business. You
can't scale if you're going to create a job, which is OK if that's what you want to
go back to where I'm at now, where do | want to be? And if | wantto be going
into houses, | want to be doingflips. | want to be hands on. | want to be driving
aroundinthetruck or whatever. That'sawesome. That's what you want. But
everyone is different. So it's very difficult when | speak to people like to an
audience of people listening, because sometimes | give you different examples
because everybodyis different.

There is no one model that fits all. That's why from a coachingaspect, | like to
work with peopleindividuallyso | can set things up accordingly to help them.
Right. And that's what you need to start doing, regardless of me. I'm not saying
it's down to me when you identify these things and then you can start bridging
the gap and then you start to build things aroundit, because guess what? You
are working 70 hours a week thinking that you're going to get off when you've
got two kids and a wife or husband at home, OK? And you're going to start doing
five shows a day. You're not going to do it right. Because if you didn'tdoiit in
2020, whatis goingto change in 20217 I'm not just talkingyou doingin January.
OK, I'm nottalking. You doit in the first month. | want you doingit for six
months. OK, to tell me thatinvestingis not for me. If you want to get results you
have to put inthe work. You have to take, as we say, massive action. Well what if
you're notin a position to take massive action because you've got all these other
things going on? Well, stop trying and just beatinga dead horse, right?

You've got to go and get the systems in place. You've got to get the partnersin
place. You've got to get the team, the acquisition, whateveritis in place, so you
can be successful because that'sthe only way you're going to make money. And
if you take thiswhatI'm saying and applyit, you're going to have a fantastic
2021, regardless of who is stillin a pandemic. We don't know what the market's
doing, all these things right. Regardless of that, you're still goingto go make



money. All right. Because you have these thingsin place. You're focusing on the
areasthat make money. Remember, there'snol inteam. You do nothave todo
everythingon yourown. | probably I've never closed the deal on my own in
terms of me. Just done the transaction. Give me the mark to me. The phone
person made doing despite me doingthis made me me. Absolutely not. I'm all
about OK. I've done my part. You're going to do your part. We're going to
collaborate together. We're going to get more deals done. Right.

I'd rather make fifty percent OK. Five dealsthan do one deal on my own and
then I'll turn back around and all my marketing's stopped. My VAs have left
becausel can't keep them busy. Right. I'm now going to build that machine
again.And now I'm on theroller coaster of welcome to real estate investment.
OK, becauseyou've done a deal, then you won't see anotherone for three
months.You can't run a business like that if that's what you're trying to do.
Right. So you have to build this out and you only hire when necessary.|'m not
saying, well, yeah, it's easy. You come in and you just say we're just going to
pump a load of money into to scale this thing. Absolutely not. You have to hire at
the right stage.

But if you can start and collaborate from the beginning, a can come together
with theright personality, with the right team and build that, then you're going
to go far, then you're goingto be making forty percent net of a deal, OK, with
havingone hundred percent of your time back then you can travel if you do five
then a month. What do you need. Five dollars a month. Average ten thousand,
fifty thousand. You put twenty thousandin your pocket. Twenty thousand. Can
you live off thatright. One hundred and forty thousand on average a year. And
you might be listeningsaying| take one hundred right now. | take sixty to do. Of
course, it's doable, of course, but you've got to have theright thingsin placeand
you cannot 100 percent, you cannot just keep doingthe same thingand
expectinga differentresultisn't going to work. So the biggest shiftis, you know,
nobody else, you, you, your business. This isabout you, your life, your marketing
plan, your life plan, your business plan. It's all about you. And then you
collaborating with a teamto say, how are we going to do this together?

Because guess what? You're solving somebody else's problem. So not only are
you struggling, you've got somebody over here struggling, but if you come
together, you then build and grow and then you can start expanding. And when
guess what? When you've got money and you are actually | don't want to do this
wholesale anymore or start flipping or actually | want to buy and hold or actually
because guess what? More opportunities are happening. I'm not saying this is for
your forever, OK, but you haveto slotin to get the results so you can keep
buyingthe courses. Right. And that's great. And keep learning. OK, that's great.
But the question again, where are you right now? Are you making money by
buyingall these causes you implementin these things? Have you got these



things settled? Are you making money? Well, if you are, then fantastic, keep
buying. Keep buying, keep educating. And you should always be educated.

But if not, stop, let's get one working. And it comes down to you. Why it's not
the course. It's not the coach. Right. It's not oh it's this. And they said that. No,
it's you. Take ownership, take responsibility and make it work. If | work with 30
clientsand 15 get resultsand 15 don't, the 15, thatis not going to excuse
because why havel got 15 that does? So you're sayingit's me or it's the
marketingor the strategy or the market. It's all excuse. That'sallit is. | know that
sounds brutal, but you have to hearit. OK, now if I'm getting no one getting a
result. So if you say, oh, thisis such a hard market and no one's getting a result,
then all right, well, maybe you're right. But you know as well as | do, real estate's
everywhere, investing everywhere. People investin some frontin Manhattan, in
Boston and Phoenix.

So if they're doingitthere, then you can doit there because it comes down to
the process. All right. We've talked about the process, this multiple phasesin this
business. And if you can, again, collaborate together and say, well, I'm going to
control this, you're going to control that, we keep each other accountableand
we make things happen. All right. So hopefully this helps. And one thing| do
want to say, actually, people sayto me, oh, I'd love to be you. I'd love to do what
you do and get to travel and driving alland do deals in multiple areas where you
can. Right. You can. | was no differentto you. I didn't come in to estate and grow
up init. I'm from a different country. | didn't even know what the word was.
Wholesale and real estate go in it. | mean, it's ridiculous. If you lookat me on a
piece of paperas a golf professional from England, comein the United States to
do real estateinvesting, you'd be like, no chance.

Everybody doubted me. And that's OK. Family doubted me, OK? Friends doubted
me. No problem. But it's what goes onin here with self-belief, style, arrogance. |
don't need to do anything. Words | can say all the words and all the high. But the
actions will take control, the money, the checks, the deals, the closings, the
anythingthatyou can say.

Andthat'swhat | want you to focus on. You're going to get negativity and that's
OK. Family are just looking out for you. They don't mean anything by it. What
your mindsetis different to the W2 person, right? The person that needs to go
and get a paycheck, because that's the way that they operate. That's their
mindset. And what we're trying to do when you get into the real estate world to
runyour own businessisyour change in that. It's a big change because we've
grown up potentiallyin the college in the cycle of jobs, and thisis how we
operate. Andit's trying to break that. And I'm not knocking that because
education'simportant. But don't not the family that's going to give you



negativity. You take it on and say, | appreciate the feedbackand you go and allin
your head is going, well, I'll show you.

And guess what, guys? When you start getting results, what does that want to
know? How did you do that? You're doingthis. Can you teach me? And everyone
will come around. Right. And it's justit's just the way the world works,
unfortunately. All right. So you can do what | do. You need to get the right the
right system, the right game plan and then execute it, keep it consistent. If you
can collaborate, then you're going to get where you're going to go. All right. So
twenty, twenty one is going to be your year. If you do these things, analyze
yourself. And thisis just one way. Maybe you've got it's another acquisitionyou
need. Now, maybe you made a hundred thousand last yearand you're killing
yourselfdoingit and you need to start building that team out. OK, that's part of
the plan. That's where you are now, where you want to go. You've got the gap
that's missing. Now let's fill it. Let's make it happen to get from A to B. All right.
So anyway, | appreciate it. Hopefully this helps make sure you, like, subscribe.

I'm going to be coming in pretty hot this year with content. I'm really trying to
stepit up.I'm goingto try and do my best. So any review that you can give me
any feedback you can give me, you can email and you can comment, and | know |
ask this a lot, but people said, hey, can you do a realtor call? Hey, can you do a
for sale by ownercalled? No problem. | did live, not texting, just calling. And
obviouslyyou don't know this. | don't call. And just like | haven't got time, | just
call oneandthat's the call you get, boom. There we are. Regardless how it goes
becauseit's all about beingraw. | don't wantit to look perfect because I'm just
human just like you.

| don't need it going well. | hope that they scream, shout, go south, get under
pressure. Because if you're seeing that with me, then it's a reality check for you.
Oh yeah. OK, great. Like thisis normal.l don't want to just give you every good
call. Right. Or every good scenario. Every good deal that happened. | want to give
you a bad deal. | want to give you a reality. Right. | mean we just got news
yesterday is I'm recordingthis. We just had one in closing for forty thousand of
my goal sideways. Right. That we're trying to pull out of ditch and everyone's
going crazy. And we thoughtit was all in ready to buy. It was ready and now
something's happened. And anyway, thisis real estate. So we're not I'm very
active inthe market and doingdeals, so I'm no different to you. OK, we're still in
make it happen. We're still you know, that the team is working. We're still
making it happen ourselves. So we're no different. But life can get easierif you
have theright thingsin place.

And again, so hopefully that helps guys to make sure you give a like subscribe.
Check out our new case study. One hundred percent free. It's super raw. I'm
doingit onthe fly. I've got meetings with theteam. The VAs. And it's just literally



justraw and hopefully you appreciate that. You know, | don't want to flavorit or
| don't need a bunch of editingand I'm just like, hey, thisis me dayto day boom.
Get it done, get them on. I'm travelingwhile I'm doingthis. I'm in coffee shops
here. I'm in this state. And it's just the way you just-- done is the new perfect.
OK, doneis the new perfect. So anyway, happy New Year. Let's have a great

twenty twenty one. | appreciate you all and | will talkto you soon. All right.
Thanks.



