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CHAPTER 1

INTRODUCTION
Money making ideas are a dime a dozen. How many times have you heard a friend or
family member say “hey, I have an idea that’s gonna make me rich?”
If you’re like me, it’s probably more times than you’d care to admit. The problem is that
most people who make these types of declarations never make a move to make their
ideas become reality. That person just lets the idea sit there and sit there and continues
to make small tweaks because it’s “not ready yet.”
Hello, if you’re reading this ebook, then you’re likely interested in starting a business.
Maybe you’ve toyed with the idea of starting a business but just never took action.
Perhaps you’ve started a business and failed.
Whatever the case, you’ve certainly found the right ebook. We’re going to talk about
the top three money-making businesses.
I’m talking businesses that will pay you a fantastic paycheck if you put in the work and
make it happen. The world is continually changing, and companies rise and fall every
day. It’s easier than ever to start a business and with the glut of information you can
easily find online you can get started pretty quickly.
The problem is, most people are willing to start, but when they realize that running a
business is actually going to take work they quit.
They say that a vast majority of small businesses have a lifespan of just three years
before they fail. Those numbers are meek!
So understand that a lot goes into running a business. Most people are impatient. They
want to make money now. The thing is, even with a business that can generate profit
fairly quickly, it’s still going to take some time for your business to gain some traction
as it gets off the ground.
Be aware that nothing in this book is easy. Sure, we’ll be focusing on the top three
fastest money making businesses, but if you think you’ll be an overnight millionaire,
you’re sorely mistaken. You’re going to have to put in some work. So, before we get into
the juicy stuff, let me introduce who I am.
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WHO I AM
My name is Annetta Powell, and I’m what’s known as a serial entrepreneur, so it shouldn’t
come as a surprise that I’m involved in the three businesses I’m going to talk about in
this book. I can tell you by virtue of firsthand experience that these businesses work.
I haven’t always been successful. After the real estate crash, I went broke in 2010. Before
that, I was the CEO of a multimillion-dollar real estate empire.
I wasn’t in the best position at the time. I owned around ten properties that skyrocketed
my bills to approximately $10,000 a month. After three years of not paying property
taxes, I owed $160,000. I was in deep. Incredibly deep.
Still, I took a chance and invested what little money I had left (supplemented by a loan)
to invest in two tax franchise companies. During my first year, I made well over $178,000.
Today I now own five tax franchises with the Tax Experts that operates 120 days out of
the year and generates over $1 million in revenue every tax season. I won’t be modest.
I’ve made one hell of a comeback, but it took me over eight years to reach these numbers. I also own a luxury party bus company, a woman clothing store and I continue to
still build wealth in real estate!
There’s more to my story, but I just wanted you to know who I was and why you should
trust my word. I know what I’m doing, and if you listen to what I have to say, you’ll likely
meet with success.
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THE THREE TYPES OF PEOPLE
WHO WILL READ THIS BOOK
Finally, you have the type of person who reads this type of book and something clicks.
They’re willing to put in the sweat equity to make their dreams become a reality. They
know if they just stick with it, even when things get hard, they’ll experience some level
of success.
Which type of person are you? Are you the type of person who reads and reads and
reads but never takes action on the knowledge they’ve gained? Are you the type to take
action, but gives up when you realize you have to put in more work than you originally
bargained for?
If you’re one of the first two options, it’s time you shifted your mindset. If you want to
benefit from this book, I need you to be the third person. Running a business isn’t easy.
If you don’t have mental toughness, you’re just going to give up.
Before we jump into the juicy stuff, let’s talk more about mindset. Let’s talk about what
it takes to be an entrepreneur and let’s see if you have what it takes.

WHAT IT TAKES TO BE
AN ENTREPRENEUR
Google defines an entrepreneur as “a person who organizes and operates a business or
businesses, taking on greater than normal financial risks in order to do so.”
Indeed, entrepreneurs typically have to put themselves out there financially to
make things happen, but Google’s definition only scratches the surface. Being an
entrepreneur is so much more than just taking on financial risk. It’s all about mindset.
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SIGNS THAT YOU HAVE WHAT IT
TAKES TO BE AN ENTREPRENEUR
1

YOU TAKE ACTION ON YOUR IDEAS

Entrepreneurs are the type of people who take action on their ideas. They don’t just sit
there and twiddle their thumbs as they fantasize about starting their business “one day.”
They take action now.
It’s not enough to have a great idea. Who cares about great ideas? Great ideas are a
dime a dozen. It’s the execution that counts. Even if you’re uncertain about the success
of your “great idea” you’ll never know where it’ll go if you’re unwilling to take action.
Even if your idea isn’t completely original that doesn’t mean you can’t build a business
around it. Take the dating niche for example. Do you think Tinder was the only dating
app when they first launched? Of course not! They simply capitalized on smartphone
technology to revolutionize the way we go about hooking up.
2

YOU DON’T GET HUNG UP ON FAILURE

It sucks to fail. Most people hate failure. But oddly, the most successful entrepreneurs
in the world love to fail. To an entrepreneur, failure is the greatest teacher of all. When
successful entrepreneurs fail, they tell themselves “okay, I have to refine this process to
get better results next time.”
Your average Joe will look at failure and say “I’m terrible at this. I’ll never do this again.”
You see the difference in mindset? Entrepreneurs learn from their mistakes. They relish
the opportunity to jump into a new venture and fail because that means they not only
put forth the effort, but they also learned a valuable lesson.
A simple Google search will show you all of the failed businesses of many of the most
prominent entrepreneurs today.
Take Warren Buffet for example, who was famously rejected by Harvard Business School
when he was just 19 years old. He could have taken that rejection as a sign that he wasn’t
cut out for the business world, but he got into Columbia University instead where he
met two investing experts who shaped him into the billionaire investor he is today.
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Steve Jobs has also known his share of failure. After the rocky start of his company,
Apple, he was eventually ousted by John Sculley, the CEO that Jobs hired himself to
take Apple to the next level. However, Jobs made a grand comeback when he was
brought back on to save the company after Apple was led astray by several failed CEOs
who attempted to fill Job’s massive shoes.
Then there’s Arianna Huffington, the creator of the Huffing Post. Critics largely
blasted the site for its terrible quality and claimed that it had no potential. That was
all in 2005. In 2011 the Huffington Post received over a billion page views a year. Talk
about a comeback!
The take away from these great entrepreneurs? Don’t get hung up on failure. If you stick
in there long enough you might see massive success in your business.
3

YOU’RE A LIFE-LONG LEARNER

Entrepreneurs spend an extraordinary amount of time reading and learning. They
realize the only way they’re going to be successful is to work on themselves. Personal
development is key to growing as an entrepreneur. Understand that it takes innovation
to remain successful, especially with the ever constant evolution of technology.
What works for one business may not work for another. Thus, you have to continually
learn and innovate to stay at the top of the game. That’s why entrepreneurs commit
themselves to becoming lifelong learners.
Massively successful entrepreneurs such as Tai Lopez and Warren Buffet read books
every day. They’re constantly consuming knowledge and bettering themselves despite
their success. If millionaires and billionaires are willing to commit themselves to becoming lifelong learners why aren’t you?
4

YOU CAN HANDLE SIGNIFICANT RISK

This is where it can get a bit scary. The question you need to ask yourself is how much
are you willing to stake to make your dreams come true? Are you willing to risk your
time? Your energy? Your finances?
Significant financial investments are what scare people the most. You may even have to
quit your day job to dedicate more time to your new business.
That means your security blanket is gone. To be successful, you often have to step off
the edge of a cliff and fully commit yourself to making your business happen. Still, that
doesn’t mean you shouldn’t try to minimize your risk as much as possible. You have to
be smart about it. The question you need to ask yourself is -- how much risk are you
willing to handle?
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CREATING
A SECURITY BLANKET
Before you jump in with all guns blazing, let’s stop and think about how you can begin
your entrepreneurial journey in a smart and safe manner. Don’t just quit your job without
a cushion to fall back on. That’s just asking for trouble.
Store away enough to cover all of your expenses for at least six months. This will give
you some breathing room to operate freely.
On the other hand, if you’re not quite ready to quit your job, you could always find a side
gig to help you save enough money for your future business ventures. Remember, this
is just a temporary measure. Once you’ve saved up enough money you can kick the side
gig to the curb and jump into your new business venture!

LET’S GET STARTED
With all that being said, here’s the part we’ve all been waiting for. Mindset is one of the
most critical aspects of starting and running a business. Now, let’s talk about the top
three fastest money making businesses that you can start today.
Now, when I talk about fast money, I don’t mean you’ll be rich overnight. That’s why we
have the lottery. You can gamble away your money if you’d like. Don’t worry. I won’t stop
you.
When I talk about the top three fastest money making businesses I’m talking about the
types of businesses that generate income fairly quickly. Without further ado, let’s get
stuck in, shall we?
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CHAPTER 2

REAL ESTATE
This section is particularly near and dear to my heart, and I know for a fact that it’ll make
you serious money. I’ve already talked about my career in real estate. I know what it
takes to flip houses and how to make some serious money doing it. But we’re not here
to talk about me. Let’s talk about how we’re going to make you money.
Before we go any further, let’s get some things out of the way first. First of all, the thing
that’s stopping a lot of people from really getting into real estate is a few preconceived
notions. Most people believe you need two things to get started:
• Good credit
• A lot of startup capital
The thing is, you don’t need these things to get started in real estate. In fact, you can get
started with little to no money down. Therefore, before we start talking about flipping
properties, let’s talk about wholesaling.
According to Investopedia wholesaling occurs when “a party (the “wholesaler”)
contracts with a home seller, markets the home to potential buyers, and then assigns
the contract to one of them. The wholesaler (you) will be paid a profit, which is the
difference between the contracted price with the seller and the amount paid by the
buyer.”
To sum it all up, wholesaling allows you to sell a property without actually owning it.
Wholesaling is a lot like flipping except you’re not pouring in thousands of dollars to
rehab the property, and you have a much shorter time frame to make a sell.
What you’re doing is assigning contracts. If you’re able to match the right buyer with the
right seller you make a profit without having ever owned the property!
Wholesaling is a great place to build up capital so that you can get into flipping homes
yourself. Therefore I’ll be splitting this chapter into two parts -- wholesaling and flipping.
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GETTING STARTED
WITH WHOLESALING
When it comes to wholesaling, think of yourself as a middleman whose bringing
together a seller and a buyer. The concept is quite simple. It’s all about bringing
together the right people in the right area.
That means you have to find the right neighborhoods with the right sellers. Then you
have to connect them with the right buyers. Of course, it’s going to be more difficult
than simply speaking such things into existence, so let’s jump into how you can make all
of this happen.

THE PROCESS
Okay, the first thing you need to do is to understand the area you plan to target. In a
sense, you need to know the lay of the land. Once you’ve done your homework, you
should be on the lookout for a distressed seller.
When that person has been located, you should connect them with an interested
buyer. Keep in mind you should only look for cash buyers. If the buyer pays in cash, the
transaction will go that much quicker.
Let’s pause for a second so there are no misconceptions. I’m not telling you to find the
distressed seller and then find the buyer. You need to have a cash buyer lined up from
the beginning.
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HOW TO FIND
CASH BUYERS
To wholesale successfully, you’re going to need investors. There are numerous tips and
tricks to attracting investors that we’ll discuss a bit later in this chapter, but one great
way to track down a cash buyer is to search through your local county records. Keep
on the lookout for the cash transactions that have taken place in your county. If you
identify an individual who has been buying numerous properties, you can safely say
you’ve found a potential buyer.
As I mentioned before, your efforts will likely be entirely wasted if you found the
distressed seller before identifying a cash buyer. Wholesaling requires that you reverse
engineer the process.
That means locating the buyer first and then finding exactly what that individual wants.
That way you’ll have a goal when you search for contracts to flip. With that being said,
let’s take a look at the process you’ll need to implement to make all of this become a
reality.

THE FIVE-STEP PROCESS TO
BECOME A WHOLESALING MACHINE
STEP 1

IDENTIFY THE RIGHT MARKETS
You shouldn’t make a single move without identifying the
proper markets. You need to spread your wings a bit and look beyond
just your local market. If Texas suddenly became the next big real
estate hot spot, then you’d better start setting up deals in Texas! But
how do you go about searching for the right type of market? That’s
simple -- follow the money.
That’s right. All you need to do is identify where the big players are
putting their money and you should follow suit. Rest assured, there
is still risk involved with flipping contracts. If you acquire a contract
to purchase a home and your cash buyer falls through on you, you
might end up being liable for the contract. Targeting the right market
will help to lessen that risk.
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STEP 2

THE PRICE HAS TO BE RIGHT
The price most definitely has to be right in more than one way.
We’re talking about both the price the seller is willing to sell the
property for and the price the buyer is willing to pay for the property.
As long as all parties involved come to an agreement on price, the
transaction should go smoothly. Otherwise, you’re definitely going to
run into problems.

STEP 3

FIND A PROPERTY TO WHOLESALE
There are plenty of properties out there that are ready to be sold.
Now you just have to find them. Let’s look at a few tips.

LOOK AT A LOT OF PROPERTIES
Let’s be honest here -- real estate is a numbers game. That means you’ll have to look at
a lot of properties before you find the right one. You may approach 300 properties but
only make an offer on three. Out of those three you may only get one deal. Like I said, it’s a
numbers game. Be diligent and be willing to take a lot of rejection. You’ll typically
get 100 “no’s” before you get a “yes.”

USE SIGNS
We’ve all seen those crude signs taped to light poles and stop signs as we drive
along the road. Often called “bandit signs” in the world of real estate, these
traditional marketing tactics often promote “no money down homes” or any other
variation of the phrase. Though traditional in every sense of the word, bandit signs
are a great option for finding properties to wholesale.
You don’t have to get fancy. All you need is poster paper, duct tape and a bold
marker and you’re in business! Your bandit sign can read “we pay cash for homes”
or any other variation on that phrase. Leave your contact information on the flyer
and paper the town. Trust me, if a motivated seller happens to pass by your sign and
they’re truly in a bind, there’s a very good chance you’ll be getting a call.

BE THE FIRST
Any real estate investor will tell you there’s a big advantage to being the first offer
on the table. Sometimes a motivated seller will take the first deal they’re offered
even if it isn’t the highest offer. That’s why you have to pounce on deals as quickly as
you can. As the old adage goes -- early bird gets the worm.
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BANK-FORECLOSED PROPERTIES
When a mortgage hasn’t been paid for an extended period of time, the lender can
evict the occupants and repossess the home. When the former tenants have left (or
been removed) a real estate agent will typically list the home for sale on the market.
The benefit of targeting a bank-owned foreclosed home is that they’re the best
deals you’ll possibly come across in real estate. Banks aren’t interested in managing
property. They’re in the business of lending and handling money. Therefore they’re
often more receptive to offering significant discounts just to get rid of the property.
Keep in mind that foreclosures can take several years. That means the home is often
in need of repairs. At this point the bank will just want to sell the property just to get
it off their books.

STEP 4

FIND THE RIGHT BUYER
Once you’ve acquired a contract, you typically have 30 days or so
to close the deal. Otherwise, you might end up being liable for the
contract. That’s why it’s so important that you already have buyers in
position to purchase the contract from you. That’s what wholesaling
is all about.
Let’s say you didn’t have any cash buyers readily available to take
the contract off your hands. Once you’ve acquired the contract,
it’s crunch time. That means the next 30 days of your life will be
very stressful as you locate a willing buyer. Let me just say this from
experience -- it doesn’t do anybody any good to run around like a
chicken with its head cut off because of a limited timetable. Do both
yourself and the seller a favor and have the buyer already lined up
for the house.
Therefore, let’s talk about how to build a list of buyers. A buyers
list will allow you to move the property quickly while keeping your
holding costs low.

CRAIGSLIST
Yes, craigslist can be used for more than just “casual encounters” in the dead of
night (not recommended by the way). Craigslist is an excellent free resource that
allows users to search for specific keywords such as “property for sale by owner.”
You can post ads and attract calls from interested investors.

14

www.annettapowell.com

On the flip side of the coin, you can hunt for ads that have been posted by investors
looking for a property to purchase. Keep a look out for ads that state “looking for a
home with a low credit score” or “looking for home with little cash down.” Such ads
will yield buyers hot and ready to invest.

SIGNS
Bandit signs aren’t just a good option for finding motivated sellers. They’re also
useful for finding the right buyers. As I said before, you don’t have to get fancy. You
can find the materials to make your sign at any Wal-Mart you run across. To snag a
buyer your sign should read something along the lines of “no money down homes”
or “House 4 Sale.”
I’d say 200 signs are a good number to put out there, but this is contingent on your
budget. Do what you can afford, but keep this in mind -- the more signs you put up
the greater your chance of attracting a buyer.

JOIN INVESTOR CLUBS
Simplify your search by going to where all of the local investors gather. Try to find an
investor club in your area (they’re very common) and network with the real estate
investors in the group. You might not be able to add everyone you talk to on your list,
but after a dozen conversations or so, you’ll certainly add new names.

TRADITIONAL MARKETING
We’ve already talked about bandit signs, but other traditional marketing
tactics work just as effectively at attracting interested buyers. Print advertising is an
excellent option. Running an ad in the newspaper classified section is a cheap way
to advertise to possible buyers. Your ads can read “Good credit - buy a home today”
or something along those lines. Given enough time you’ll get a buyer to give you a
call. Persistence is key when it comes to this form of advertising.
You can also use business cards and flyers to promote your business. If you drop
your business cards in enough hotel lobbies and local businesses you’ll attract a call
sooner or later. When the call comes in, on the list their name goes.
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STEP 5

IDENTIFY MOTIVATED SELLERS
A motivated seller is someone who is willing to accept reasonable
offers from a prospective buyer and is often driven by financial
hardships or simply looking to get rid of a property.
It’s a widespread belief that all motivated sellers are desperate
which isn’t quite true. Yes, a good number of motivated sellers are
desperate, but sometimes a motivated seller is simply someone who
is willing to make concessions with a buyer.
Let’s look at a few ways to identify a motivated seller so that you can
match them up with an interested buyer.

LOOK FOR KEY TERMS
find out who the seller is by digging through your local county records. Then mail
the owner a letter informing them you have a cash offer and make sure you include
your name and phone number in the letter so they can get in contact with you.

IDENTIFY IF THERE ARE ANY LIENS ON THE PROPERTY
Liens are public records that are recorded on a piece of property that tells the world
that you owe a creditor money. If you identify a property that has a lien, there’s a
good chance you’ve found a motivated seller.

DO A DRIVE-THROUGH OF THE NEIGHBORHOOD
A drive through of your target neighborhood is a great way to look for a home that
may be up for sale. Full mailboxes, overgrown yards, and cracked paint are all signs
the house may be vacant.

TALK TO LOCALS AND REAL ESTATE AGENTS
You can talk to the locals to see if they have any knowledge of the property you’re
interested in. You can also talk to local real estate agents to identify whether or not
they have knowledge about the neighborhood.
Wholesaling is a great place to start if you have little to no money and not so great
credit, but the real money is in flipping properties.
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FLIPPING PROPERTIES
Once you’ve conducted a few deals through wholesaling, you’ll hopefully have a significant amount of money saved up to move into flipping properties. Flipping is where I
made my first million in real estate, so I can attest to the fact that flipping properties is
where the real money is.
Don’t let those house flipping shows on HGTV fool you. They make it look easy, but
house flipping is expensive, labor-intensive, and risky. The potential for reward is very
high, but if you jump in blind, there’s a good chance you’ll end up bankrupting yourself.

REQUIREMENTS
TO GET INTO FLIPPING
Flipping can be a little bit scary if you’re new to the game. Let’s take a look at precisely
what you’ll need to start flipping houses successfully.

A LOT OF CASH
This is the reason why I talked about wholesaling properties earlier in this chapter
because you are going to need to save some of your money from wholesaling deals
so you can now start investing the money into flipping properties. In the meantime,
if you want to learn more ways to invest in real estate with no money down go to
nomoneydowninrealestate.com. If you’re going to flip a house, you’re definitely going
to need some cash. Sometimes when a newbie find and purchase a property they want
to flip, sometimes they (and sometimes even veterans) can find themselves way over
their head when they jump into a project and start running into unforeseen expenses.
This is why you will need to have some cash on reserve for these unforeseen expenses.
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For example, let’s say that you purchase a home for $100,000 you intend to flip and
you’ve budgeted $20,000 for the rehab. Thus, your overall budget is $120,000. As you
tear down the walls to make improvements you find that the wiring is outdated. A
rewiring job may cost you $2,000. Now let’s say you discover that the plumbing has
rusted all throughout the house that may also cost you another $2,500. Now you have
$4,500 in unforeseen repairs and this will affect your profit margin on this particular
property. It just really depends on the property. It’s a case by case issue when it comes
to renovating properties, but make sure you have a good contractor who can capture all
the repairs that need to be completed at the property your renovating.
The numbers vary depending on the property. However, you should get the point. When
it comes to flipping houses, you should always anticipate unexpected costs. Thus,
it’s vitally important you have cash on hand to handle these unexpected expenses.
Before moving on, keep in mind that expenses can vary from project to project. The
above is merely just an example.
If you need help raising money you could always consider taking out a loan. Most
traditional lenders require a down payment of 25%. In many cases, traditional lenders
offer the best rates.
You could always take on an extra side job or two to store away for your future
investment and let’s not forget you should be storing money away from your
wholesaling endeavors! If you’re low on cash, I highly recommend that you refer to my
ebook Ten ways to get into real estate with no money at nomoneydowninrealestate.
com. This ebook is full of ten golden nuggets that will teach you 10 ways you can get
into real estate with no money down.

GOOD CREDIT
Frankly, unless you have the cash on hand to pay for a home and all necessary
renovations, there’s a good chance you’ll be taking out a loan. That means you’re going
to need fantastic credit, especially when you take into account the fact that lending
standards are much higher than they used to be.
If you have poor credit, don’t count yourself out of the race just yet. You can still get
a loan from hard money lenders such as finance companies, banks, online lending
companies, and so on.
Though you still have lending options available to you, you’re still highly encouraged to
make a real effort to raise your credit score. Pay your bills on time, keep your credit card
balances low and pay down your debt. Do whatever it takes to improve your credit.
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GETTING STARTED
Once again let me warn you -- don’t let TV shows fool you into thinking house flipping
is easy. If it were easy everybody would be doing it. The one thing that’ll truly make you
profitable in this business is knowledge. Thus, let’s go over what you need to know to
get started flipping houses.

1

TARGET THE RIGHT AREA

As you perform market research, you have to ask yourself a few crucial questions -What type of house are people looking to buy right now (three bedroom homes seem
to be one of the most popular choices)? Where do people want to live? How much are
people willing to spend? Don’t make assumptions. Do the research.
As mentioned in the wholesaling section, if you’re not sure where the best markets are,
follow the flow of money. Therefore, you have to be willing to look outside of your city,
county, and even state.
For example, Florida and Texas are two real estate hot spots that have attracted
investors far and wide. However, the Midwest is a market that’s often avoided due to a
slowly declining population. I can’t stress enough that doing your research is key.
2

RESEARCH LISTINGS AND FORECLOSURES

The next step will be to research foreclosure listings. You can either search online for
listings or in your local newspaper. Though these are great options, there are many ways
to go about researching listings. Let’s look at a few examples.

SEARCH ONLINE
There are many online listing services where you can pay a weekly fee to view their
foreclosure listings. The good news is that many of these services offer a free trial
period, allowing you to try the service out before making a financial commitment. I
recommend participating in several free trials at once to see which service suits you
the best.
You can find services that list properties both at the regional and national level.
These services will provide Notice of Trustee Sale, Notice of Default, and Lis Pendens
(a formal notice of pending legal action) information on properties that are in the
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process of foreclosing. Research these companies well. Many will provide information
such as name, address, outstanding loans, and sometimes even a contact number.
You can even find foreclosed homes through bank databases. Simply pull up
Google and type in the name of a bank and append the letters “REO” to the end of the
search. For example, “Bank of America REO.” REO stands for “Real Estate Owned”
which means that the bank now owns the house. Once you’ve typed in the search,
you should be presented with a complete list of properties owned by the bank.

COUNTY RECORDS
Though not quite as fast and easy as searching online, county records will
undoubtedly divulge the information you’re searching for. This is because properties
in any stage of foreclosure become public record and can be viewed by anyone.
Give your local county office a visit, and you can search for a Notice of
Sale, Lis Pendens, and Notice of Default (NOD). You may even find many
qualifying properties that have yet to reach the online foreclosure lists.

SEARCH YOUR LOCAL NEWSPAPER
Newspapers still have their uses even in today’s digital world. One part of the
foreclosure process is that the Notice of Sale is posted in the newspaper. A quick
search of your local newspaper should yield a list of properties that are in the
process of being foreclosed.

3

BUILD A BUYERS LIST, AND YOU WILL SELL

We’ve already covered how to build a buyers list, but it’s still important to reiterate a few
key points. Just like wholesaling you should have a list of buyers lined up for the house
you’re attempting to flip.
One key aspect of building your buyer database is to collect their full contact
information. This includes email addresses, phone numbers, addresses, and so on. With
that being said, you should also add more specific information.
What does the buyer specialize in? What is their preferred property type? What’s their
investing range? Do they need time to get funding or do they have cash on hand at all
times?
I recommend writing down every interaction you have with a buyer during a deal. This
will remind you what to expect in future deals.
I won’t really go in-depth into searching for buyers because that was already covered in
an earlier section, but you should work very hard to build your buyers list. That includes
both creating and searching for advertisements online.
Real estate is all about supply and demand. Can you supply what your buyer demands?
With a well-curated list, you very well can.
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4

UNDERSTAND YOUR FINANCE OPTIONS

It’s crucial that you understand your finance options. Will you apply for a home
mortgage loan? Will you pay for a house in cash? There’s much to learn about home
financing. The more you know, the more options you’ll have. Let’s look at a few home
finance option examples.

PRIVATE MONEY LOANS
As the name implies, a private money loan comes from a private
lender. This can be an angel investor, friend, family member and so on. The close
relationship between the two parties makes it easier for terms to be reached.

OWNER FINANCING
If an individual owns their home outright and has a desire to sell the property you
can arrange owner financing. Essentially, you’ll be able to skip expensive bank
fees and make payments directly to the homeowner. Deals tend to move much
quicker if you opt for owner financing though the tradeoff is higher interest rates.

HARD MONEY LOANS
This is a lot like private money loans, but the relationship between the two parties
isn’t quite as close. These loans tend to be risky, but they give you the cash you need
to flip a home quickly. Hard money loans tend to have high interest rates that sit
around 8% to 15%. I recommend that you read my book Ten ways to get
into real estate with no money to learn more about your financing options.

5

LEARN HOW MUCH YOUR
AVERAGE PROJECT WILL COST YOU

Are you able to calculate your average project costs? Do you know how much
landscaping will cost you? How about the cost of rewiring a home? Fixing up the
bathroom? Renovating the kitchen?
Another question you should ask is how much money should a contractor charge you?
It’s recommended that you find three good contractors and take a bid from each.
Whoever bids the lowest usually wins. You will then factor in this price into the overall
cost of the project.
Keep in mind no two projects ever cost the same, but over time you’ll begin to get a
general idea of how much a renovation will cost you just by doing a walkthrough of
the property. You can then decide whether or not to invest your time and money into
flipping the property.
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6

MAKING AN OFFER

If you’ve found a home that meets all of your requirements, the next step is to make
an offer. The name of the game here is to buy low and sell high. This is where your
negotiation skills come into play. It’s vital that during this process you identify the
highest price you can pay and still walk away with a profit.
Factor in taxes, repairs, interests, and other relevant costs. Throw on an extra 20% on
top of this estimate to leave you some breathing room (when it comes to house flipping
there are always unexpected costs).
If you can’t get the house at your price, then walk away and look for another deal. There
are many houses to flip out there, and you don’t want to blow all of your capital on a
potentially bad deal.
7

RELIST AND MAKE THE SELL

Hiring a realtor is a lot like hiring a contractor. A realtor will eat into your profits due to
commission fees. However, they have the skill set and know how to get your house sold
quickly. They know the market conditions, and they have the right network connections
to find a buyer.
Selling the house by yourself can be far more profitable because you don’t have to pay
realtor fees. However, if you’re a newbie feeling around in the dark, you’re going to need
help. That leads us to one of the essential steps in this chapter:
8

FIND A MENTOR

Mentors who are successful at what they do can take you to the very top. Thus, if you
happen to know someone who’s making a killing flipping properties, you should ask
them if they can mentor you.
If you want to be coached hands on feel free to go to my website annettapowell.com
and click the “coaching” tab. I also invite you to read my book “Finding, Fixing, Flipping
Properties” at findingfixingandflippingproperties.com where I break down the flipping
game in immense detail. If you’re looking for an unfair advantage over the competition,
this is it right here!
Ultimately, being successful in real estate takes time and expertise. However, if you’re
willing to put in the legwork and do your homework, you’ll be successful in this business.
You should also prepare yourself for a lot of rejection. Not everyone will want to partner
with you. This goes both for buyers and motivated sellers.
Take the rejection, wipe the grit off the lapels of your jacket and move on to the next
mark. With the potential of just a single deal making you tens of thousands of dollars,
you just need one contract to put you in the game of real estate and to really start
building momentum.
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CHAPTER 3

TAX FRANCHISE STORE
This might be one of the more surprising choices in this book because when you think
of money making businesses, taxes aren’t usually the first thing that comes to mind. But
the tax game can be very lucrative, especially if you know what you’re doing
.
During my first year of business, I opened my own tax franchise store. By the end of the
year, I made $178,000. This is in direct contrast to a good friend of mine who also tried
to open her own tax business, but lost over $200,000.
The only difference between myself and my friend was the fact that I went with a tax
franchise company and she tried to do it herself. As entrepreneurs, we’re often forced
to wear many hats. We often play the role of the owner, the book keeper, the customer
service agent and so on.
But doing it alone deprives you of a support system. Sometimes, having help can mean
the difference between success and failure.
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THE BENEFITS OF
STARTING A TAX FRANCHISE
Everybody that earns an income within the United States of America has to file a tax
return. Just ask Wesley Snipes. He had to do three years in federal prison because of
tax evasion. It’s the law. Therefore you’ll never have a shortage of customers if your
marketing game is strong.
The benefits of going with a tax franchise company are numerous:
•
•
•
•
•
•
•

A franchise company has the system set up for someone to be successful
You will be well trained
People would rather trust a reputable company rather than a mom and pop shop
The more skills you have, the more marketable you’ll become
With a Franchise company, you can make a minimum of $300 per tax return
You’ll learn how to handle business proposals
You’ll learn marketing strategies

Your startup costs will run you around $15,000. Once you’re ready to do business, you’ll
have spent $25,000 in total. That may sound like a lot, but in comparison to the amount
of money you can generate on a yearly basis, you’ll realize that $25,000 is a small
amount. Remember, I made $178,000 my first year in this business.

THE POTENTIAL
FOR GROWTH IS MASSIVE
Congress is constantly tweaking the tax law bit by bit. It can be difficult for the
average Joe to know exactly what the changes entail. Thus many people turn to tax
professionals to prepare and file their taxes on their behalf. The cost is worth it because
the customer is after one thing -- your expertise.
Plus, with the constant changes to tax law, they’re confused and angry. That’s why tax
professionals are in hot demand right now, and that’s why they’re raking in a ton of
money. The number of taxpayers continues to grow, and with that, the demand for tax
professionals continues to grow. Taxpayers want to lay claim to the deductions and
credits they’re due and don’t want to pay a penny more than the actual taxes they owe.
Running a tax franchise will provide a safe place for customers to turn for all of their tax
needs.
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COMMON MYTHS ASSOCIATED
WITH THE TAX BUSINESS
THE FIRST MYTH: YOU NEED TO BE “QUALIFIED” TO BE A TAX PROFESSIONAL
The main hang-up most people have about the tax business is that they assume you
have to be highly qualified. You either have to have an advanced accounting degree, or
you must be a Certified Public Accountant (CPA). The problem with that line of thinking
is you’re making the assumption that taxes are only about the numbers.
Yes, taxes are a numbers game and yes, possessing advanced knowledge of finances
and math, in general, is definitely a plus but they’re certainly not necessary. Keep in
mind that tax preparation isn’t just about the accounting aspect. It’s about the law.
Tax franchises give you access to an army of well-seasoned tax pros who will train you
so that you can prepare taxes like an expert. By the time your training is complete, you’ll
be well equipped to step into your business with confidence.
A word of warning. There are a lot of programs out there that prepare your taxes for
you. These programs make your job that much easier. However, it would be a major
mistake to use this software as a crutch. You’re still responsible for learning the proper
knowledge to become a tax professional. Tax preparation software does not substitute
the knowledge you should possess as a tax professional.
You should be capable of preparing a tax return by hand. Tax return software isn’t always accurate. Think of it as a calculator. It’s simply a tool to make you more efficient
as you prepare tax returns.
THE SECOND MYTH: TAX PREPARATION IS ONLY FOR PEOPLE WHO UNDERSTAND
Once again, let me reiterate the fact that tax preparation is about so much more
than just crunching numbers. It’s about understanding the law. It’s about building
relationships with the people you’re helping. It’s about trust.
Understand that the most personal thing that an individual can share with you is their
financial information. While you’re preparing a tax return, you’ll get to see everything
about a customer’s finances. That goes for the good, the bad and the ugly!
So understand if you’re merely a numbers person, but your interpersonal skills are
terrible, you’re probably going to run into trouble because you likely won’t be able to
build trust.
Ultimately, success comes from the number of clients you’re capable of helping.
Therefore, you have to be capable of handling more than numbers. This is a people
business, and you’d better get damned good at working with people, or you won’t go
very far.
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WHY THE TAX BUSINESS
IS SO LUCRATIVE
I can see you all collectively rubbing your hands together right about now. If you’ve read
this far and you’re still interested in starting a tax franchise business, then you’re really
going to like this part. You can rake in a massive amount of money during the tax season
and not have to work for the rest of the year! This is a very lucrative industry indeed.
Keep in mind that your cash flow will depend on the market you’re targeting as well as
your ability to market yourself as a qualified tax professional.
On average, a tax professional with a good track record and experience can make $300
Per Tax Return. Let’s say you do 100 tax returns at $300 each. That would equate to a
$30,000 paycheck! Besides, I made $178,000 my first tax season by following the blue
print at an amazing tax franchise company called Tax Experts at Taxexpertstores.com
Frankly, it isn’t that difficult to get 100 customers through your doors. It all comes down
to marketing yourself correctly. If you’re with a tax franchise business you’ll be trained in
marketing which means it all comes down to proper implementation on your part.
If you follow the franchise system and work diligently, you can earn back your $25,000
investment during your first year just like I did!
Overall, you should have two primary goals-- client retention and referrals.
Client retention means you keep the clients that flow through your doors. Your next goal
is to get those customers to refer you to their friends and family. The more, the merrier!
Oh, and did I mention that you only have to work for just a few months out of the
year? Your summers and holidays will be completely yours because the vast majority
of the business you’ll see will be during the tax season that spans from mid-January to
mid-April.
That means, if you make enough to support yourself properly, you can take the rest of
the year off! Or you could always offer a variety of other services for your client. That
way you can keep the cash flowing all year long.
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WAYS OF MAKING
MONEY ALL YEAR LONG
There’s so much more you can do for your clients than just being their tax advisor. If
you’ve already established trust with your clients, you can swoop in with a few more
products and services to sweeten the pot.
Of course, you would require the proper training to obtain the licenses, but you can also
offer additional products and services such as insurance, IRAs, retirement plans, and so
on. It certainly doesn’t hurt to increase your own skill set which will translate to a higher
dollar amount for you because you’ll be able to provide more services for your clients.

GET STARTED
FAIRLY QUICKLY
Hey, it really doesn’t take that much time to get a tax franchise business off the ground.
You can get started quickly. Once you’ve made your initial investment, you’ll receive the
training and resources needed to succeed. The more dedication you show to learning
the material the faster you’ll be able to make back your investment and start pocketing
profit!
If you’re serious about starting your own tax franchise business, I highly recommend
checking out the Tax Experts at taxexpertstores.com. They’re a fantastic company that
has over 30 successful franchises throughout the U.S. They will guide you every step
of the way and ensure your tax business is a success! If you want to learn how to make
$100k in 90 days head over to my website at anettapowell.com.
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CHAPTER 4

MEDICAL MARIJUANA DISPENSARY
Ah, here’s the most controversial pick out of all of the top money-making businesses
in this book. The United States has done a fine job demonizing marijuana for the past
ten plus decades. But with several states legalizing marijuana for both medical and
recreational use, a whole new industry has begun to emerge, and there’s a lot of people
jumping at a chance to make some serious money.
But let’s be honest here, don’t think that opening up a medical marijuana dispensary will
be easy. I can see a great number of you rubbing your hands nefariously together as you
lick your lips with anticipation as you think “I just have to buy the weed and open up a
store. Then they’ll come.”
If only. As we all know, marijuana has been illegal for a very long time in the United
States; long enough that criminals have enjoyed a monopoly on the marijuana industry
for a good while now. But now that it’s legal in some states, the government is cracking
down very hard on ensuring that dispensaries operate within the confines of the law.
With that being said, it’s still a great time to get into the industry. It has been predicted
that dispensary revenue will generate around $6.5 to $8 billion by 2019. That’s billion
with a “B.” And that’s just with the few states that have legalized medical marijuana thus
far.
That means this industry has proven to be a massive money making machine and I’m
going to show you how to open your own dispensary to rake in on the cash flow. Oh, and
I’m going to show you how to do it legally. That’s the key here
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YOU HAVE TO SHOW COMMITMENT
AND RECOGNIZE THE OPPORTUNITY
I know, I know. We’ve already talked about what it takes to be an entrepreneur. It’s all
about commitment. But when it comes to opening up a medical marijuana dispensary,
you’ll have to believe in what you’re doing. You’re jumping into a frontier that recognizes
the medical benefits of marijuana, as opposed to viewing it as just another drug.
You also have to understand the opportunity you’re being presented with. You have to
ask yourself -- “when was the last time something that was highly illegal became legal?”
To my knowledge, that hasn’t happened since prohibition! Since that time, alcohol has
become one of the largest industries in the world. Will something like this ever happen
in your lifetime again? Probably not, so you should understand that selling medical
marijuana legally in the United States is a once in a lifetime occurrence.

CHALLENGES OF OPENING UP A
MEDICAL MARIJUANA DISPENSARY
Opening up a dispensary is a highly regulated process. Not only will you be required to
go through a background check, but so will your employees and your investors. If you
happen to have a criminal record, your chances of getting into this industry are slim to
none.
Another challenge you’ll run into is federal regulations. Even if your state doesn’t have
any laws or regulations that restrict the opening of a dispensary, the federal government
can swoop in and shut you down.
Frankly, if marijuana hasn’t been legalized in your state yet, you’ll be better off flipping
houses or opening up a tax franchise store. Of course, you could always try to open up
a dispensary anyways, but you run the risk of getting shut down. Just keep that in mind.
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RESEARCH THE LAWS
If you’re going to excel as a dispensary owner, you should know the laws and regulations
that affect marijuana inside and out. Not only should you know the laws that already
exist, but also of proposed laws that may affect the way you do business in the future.
Marijuana is still very much a hot-button topic in this country, so you never know what
the future holds. You could always do the research yourself, but I highly recommend
you take the safe approach and acquire the services of a lawyer who specializes in the
marijuana industry.

FINDING A COMPLIANT BUILDING
TO OPEN YOUR DISPENSARY
The next step is to find a building so that you can open your dispensary. Of course, when
it comes to marijuana, things are never as easy as it appears on the surface. You can’t
grab just any old building -- it must meet a number of guidelines.
As an example, let’s look at the attributes of a compliant building in the city of San
Diego, California:
Must be 1,000 feet from a residential zone
Must be 1,000 feet from a school
Must be 1,000 feet from a church
Must be 1,000 feet from another compliant property
There’s no guarantee that your city or state operates by the above guidelines, so do
your own research to see what guidelines apply.
Even if you find a building that’s completely compliant, there’s still a possibility that with
the current volatility of the marijuana industry, those guidelines could change at any
time.
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Therefore, when you find a compliant property, ensure that it will remain compliant for
the next several years according to proposed future laws. Opening a location just to get
it shut down because of a new law is a massive waste of time and money.
If you’re able to find a compliant property, it’s imperative that you’re upfront with your
landlord. Tell them you have every intention to open up a dispensary. Keep in mind that
your landlord may not be too receptive to the idea of you operating a dispensary out
of one of their properties.
The DEA has been known to contact landlords to inform them of the potential
penalties for doing business with a dispensary. With that type of pressure on their backs,
you can’t blame a landlord for refusing to do business with you.

DRAFTING UP
A PLAN OF ACTION
This is just another way of saying that you need to draft up a business plan. It’s very
important that you appear to be as professional as any other legitimate business.

FINDING ACCESS TO CAPITAL
Boy, let me tell you, finding capital for a dispensary can be one heck of a dozy. This can
be one of the most challenging aspects of opening up a marijuana dispensary.
You’re going to need a lot of startup capital to get into the game. With so many
regulations out there, the price tag for opening and running a dispensary is high. You’re
looking at $25,000 minimum to get started.
That price tag can easily jump to $40-$50k if you bring on an attorney to iron out all of
the legal details. Furthermore, you can’t get a bank loan because marijuana is still illegal
at the federal level, so you’ll have to turn to more private funding.
Angel investors and friends and family will be your best bet to get your business off the
ground. Most investors won’t take a risk with you unless you can show some progress in
getting set up. Having a compliant property will do that for you.

FIGURE OUT YOUR BUDGET
If you think you’ll be able to shoestring your way to success, think again. You’ll have
to take care of your expenses from the beginning, and you have to prepare for slow
growth. This isn’t a fast ride, I can guarantee you.
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Here’s a list of all the expenses you’re likely to incur:
Product
Cost of license
Rent
Salary for employees
Security
Licensing application fee
Storage
Transportation of product

RESEARCHING THE COMPETITION
Remember, I’m giving you advice on how to do this legally. That means you’ll be
fully licensed and operating within the full scope of the law by the time your dispensary
is up and running. However, let’s be honest here. Some of your competition won’t be
operating legally.
Understand it’ll be tough to find patients when you have an illegal operation going on
in your backyard. These type of illicit businesses can run 24 hours a day, seven days
a week. They won’t have to pay social security for their employees or pay any federal
taxes which means they have far fewer expenses than you have.
It would behoove you to research your illegal competitors. Is it a major problem? One
way to find out this information is to look in dispensary advertisements. It should give
you a general idea of all the competition you’re dealing with in the area.
Also, look into whether or not law enforcement is taking action against these illegal
operations. It’s hard to get a conviction on these guys, so sometimes law enforcement
won’t crack down as hard as they should.
Factor the above information into your overall business plan. If you have too much
competition, it might be wiser to move on to another area.
Another part of your research involves analyzing the market. Understand how much
demand there is and where it is. Know who your demographic is. Once you’ve done that,
you can price your product accordingly.
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RECEIVING YOUR PRODUCT
Now, you have to figure out where you’ll be getting your product from. Obtaining your
product legally is key here. No shady back alley deals for you!
Many dispensaries purchase grow tents and grow the marijuana themselves. This, of
course, either implies that you learn how to grow marijuana successfully or you bring on
someone to your team who knows exactly what they’re doing.
Keep in mind some states make it mandatory that you grow your own marijuana
away from your dispensary before selling it. This is why it’s very important that you
understand all of your state and local laws before opening your doors for business.
Keep in mind you don’t have to sell marijuana in its leafy green form. You can sell
concentrates, oils, edibles, tinctures and so on. It’s highly recommended that you get
your business off the ground first with wholesale products such as those mentioned
above. As you start to make money, you can go on to growing and selling medical
marijuana in its natural state.

MARKETING
There’s no business in operation today that doesn’t rely on marketing! You have to focus
on what makes your dispensary competitive. Then get out there and start marketing like
your life depends on it!
You have to sit down and think about what makes you different from the sea of other
dispensaries out there. What makes people come to you rather than the dealer down
the street?
You could compete by offering a wide variety of products that range from edibles to
rare and more enjoyable medical marijuana. You could also compete by lowering your
prices.
One great way you can stand out from your competition is to have good product
whenever people need and want it. Focus on creating long-term customers who can
feel safe coming to you and find what they want with good service and consistency. Like
I said before, no back alley deals for you!
Your customers shouldn’t have to feel like they’re about to be arrested for doing
business with you.
When it comes to marketing your dispensary, there are two indispensable apps you
need in your arsenal: Leafly and Weed Maps. These apps allow customers to search for
medical marijuana dispensaries in their local area.
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You could also turn to online ads, social media marketing, and Google reviews. We won’t
really get into marketing because that’s an entire ebook in itself but know there is a
medley of ways to market your dispensary.
Make sure to research any marketing restrictions you might encounter. As you might
have guessed, you can’t just market anywhere. For example, you can’t advertise on
billboards, do radio shout outs, or pay for TV commercials. Furthermore, you can’t do
pop up ads, and you can’t market to people who live out of state. You run the risk of
marketing to those who live in a state where marijuana is still illegal.

USEFUL TIP
give your customers incentives for staying loyal to your business. For example,
you can give them credits for buying “X” amount of products. This will ensure
they keep coming back to you. Also, it encourages the spread of your business
through word of mouth, an often underutilized and underestimated marketing
tactic.

STAY AS INFORMED AS YOU CAN
Yes, there are a lot of barriers in your way, but if you stay the course and put in the
investment (both time and financial), you stand to generate some serious money. Don’t
forget that this industry is projected to make $6.5 to $8 billion in revenue by 2019. If you
position yourself correctly you can make a lot of money.
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CONCLUSION
You’ve made it to the end. Congratulations! Understand that it takes hard work and
dedication to make any of these businesses successful. Yes, some businesses are
certainly more challenging to break into than others, but if you put in the legwork and
follow the steps I’ve outlined, you’ll be on the path to success.
I want you to think back to the first chapter of this book. We talked about what it takes
to be an entrepreneur. You have to work hard to make your dreams come true. That
means putting in long hours when you don’t feel like it. That means investing money
even when it doesn’t feel comfortable. That means building connections with the right
people by going to conferences and meetups. That means possibly taking on a second
job to save the capital you need to get started.
Are you ready to make the sacrifice needed to take your life to the next level? I know I
did and I’m well off because I took risks and put in the effort. I’m not saying that to brag.
I’m just demonstrating where hard work will get you if you stick to your goals.
It doesn’t matter if you pick one of the three businesses outlined in this book. They’re all
fantastic, and they’ll definitely make you boatloads of money if you’re diligent, but it’s
more about embarking on your entrepreneurial journey.
Maybe you have an idea for a clothing store. Perhaps you’re interested in selling jewelry.
Heck! Maybe you want to own a car lot! Whatever your big venture is you have to be
willing to take a leap of faith into the wild blue yonder.
The most successful entrepreneurs in the world didn’t make their riches playing it safe
and neither should you. Take that leap of faith.
Can I guarantee your success? No, I’d be lying to you if I said I could. But what I can
do is offer my expertise in starting and running the businesses mentioned in this book.
Connect with me by visiting my website annettapowell.com. Click on the “coaching” tab
if you’re ready to work with me and take your business to the next level.
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