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As a real estate investor and multi-family syndicator, David 

Thompson has participated successfully in many real estate 

deals.  This success has positioned him as a sought-after speaker 

on real estate investing.

The inspiration from this book came Dave’s guest 

appearance in a podcast series hosted by the renowned real 

estate entrepreneur Kevin Bupp.  Dave shared his incredible story 

of how he raised $1 million in 2 weeks and shared with Kevin the 

ten lessons he learned from this first deal.

If you’re interested in listening to Dave’s interviews with 

Kevin, they can be accessed at http://www.kevinbupp.com/10-

lessons-to-raising-capital/ and http://www.kevinbupp.com/10-

lessons-to-raising-capital-part2/.  In the meantime, we hope you 

enjoy learning the importance of capital raising in multi-family 

syndication deals.  As always, happy investing!

http://www.kevinbupp.com/10-lessons-to-raising-capital/
http://www.kevinbupp.com/10-lessons-to-raising-capital-part2/
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Introduction

I’m so excited that you chose to carve out the time in 

your busy schedule to let me share with you one of the greatest 

experiences in my professional career.  Many in the commercial 

real estate market have called me a multifamily expert, and yes 

I’ve had many successes in real estate.  More importantly, though, 

I still find myself just like you.  Perhaps you’ve seen others making 

money in real estate but are unsure of how they did it.

And that’s the purpose of this book.  I saw others and 

learned from them—sometimes for a fee, but not always.  Whether 

you’ve purchased this book or had it handed to you from a friend, 

the information is no less valid.  This system works but only if you 

are willing to put it into action.  It’s often been said that the first 

step is the hardest, and I’m here to tell you that you’ve taken that 

first step.  By committing to learn the skill of raising capital, and 

taking action toward it by reading this book; you have set the 

wheels to your future—in raising real estate capital—in motion.

I didn’t start out in the real estate business.  In 2015, I 

left the corporate world after an 18-year management career to go

Chapter 1
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full-time into real estate investing.  I bought my first single-family 

rental property in Austin, Texas, back in 2012 at the 

encouragement of a realtor friend who also had several 

investment properties.  Since that time, I purchased multiple buy-

and-hold properties.  Most recently, I’ve stepped out of the single-

family business to enter into the large apartment syndicate game, 

where I just recently played a key role raising capital for a 320-unit 

apartment complex in Dallas, Texas.

Taking the leap from a few single-family buy-and-holds 

to a 320-unit apartment complex is a giant move.  You are about to 

learn of my involvement in this deal, as well some of the lessons 

learned along the way.  So let’s begin on the journey of how I 

raised $1 million in two weeks to fund my first syndicated real 

estate deal.
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Beyond the MBA

I’m from Phoenix, Arizona originally.  I went to school at 

Arizona State University, did some graduate work and got my 

MBA from Thunderbird International business school.  I got into 

the corporate world, worked with various companies; AT&T, 

Lucent, and finally I was with Dell.  That got me down into Austin 

in 1997 and I worked with Dell for a long time.  I spent 18 years in 

management and I left the corporate world in 2015.

Along the way when I was in graduate school, I got married 

to a lady from China, Hai Hai, who was also there studying—

learning her English.  Hai was a lawyer in China and her company 

wanted her to get her business English up to speed.  Long story 

short, we got married, she never went back.  She, unfortunately, 

had to give up her law degree because it is a completely different 

program here.  Anyway, soon thereafter we had children.  I have 

one daughter already in college at the University of Texas here in 

Austin, and a younger daughter getting ready to go into high 

school.  So my family has been living in Austin for almost 19 years 

at the time of this writing.  We really like Austin, and as we’ve

Chapter 2
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learned about the city, we also began to learn about its real estate 

market.

I didn’t get involved with real estate on an intentional, 

focused basis until around 2012.  It actually happened to be a very 

good time to get involved.  I had a real estate friend of ours who 

was very active, more of an investor focused realtor who had a lot 

of properties herself.  One day, she basically said, “Hey, Dave, you 

can do this.”  I think the reason I shied away from it for quite a 

while was, growing up I would hear horror stories about people 

with rental property.

My dad, in fact, owned a property that he managed; a 

fourplex in downtown Phoenix.  The unit was located in a not-so-

good area, so I would hear dad’s shop talk horror stories as I was 

growing up.  I also had some friends along the way who had bad 

experiences.  So from those second-hand experiences, I was a 

little hesitant.  I’m sure that we all have met people who have 

shared a one in a million real estate investment story.  Of course, 

we all get excited by those stories.  We get excited because we 

believe we can do it too.  But for every terrific story, we tend to 

hear some more that are not so good.  After hearing a few 

unenthusiastic stories, it is common for our excitement to wane.  

Then, we begin to believe that we need a special success model, 
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a fail-proof formula, special training, or a guru’s knowledge.  It’s at 

this point that many often doubt themselves and decline to take 

the risk.

I urge you, though, not to shy away.  As I’ve said already, the 

first step is often the hardest.  You know, my degree is in finance 

and financial planning was my focus.  So it’s just kind of ironic it 

took me such a long time to get involved in real estate.  Once I 

directed my focus to the positive aspects of the real estate 

business, investment became much easier.  I bought my first 

single-family rental in Austin, then I got up to a handful of 

properties here in Austin over the last three years.  I started

Once I directed my focus to 

the positive aspects of the 

real estate business, 

investments became much 

easier.

reading a lot, I got involved with 

the online blog site Bigger 

Pockets, I read a lot of books on 

real estate in my spare time, and 

I started attending some meetup 

groups to network with other real 

estate investors here in Austin.  

These activities started shifting

my focus to a whole new world of things, which got me excited 

even more.  This put me on a path to say, “Hey, if I do this, this, 

and  that, I can leave my full-time corporate world.”
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The timing was perfect for me, as I was kind of getting tired 

of my time at my current role at work, so I was beginning to look 

forward to the end of my corporate career.  Realizing that I could 

go into real estate pretty much full time, my goal became to find 

just the particular niche area I really liked.  That ended up being 

larger, multifamily properties.  So I accumulated some single-

family, some small multifamily in Austin and San Antonio, and then 

said to myself, “Okay, what’s that next step?”  The next step that 

kept calling for me was large multifamily projects, you know, 100-

unit or larger apartment complexes.
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Seeing the potential, but being a bit unsure of which direction 

to take, I decided to get a coach.  Having a coach to mentor me was 

very instrumental for me to launch into this business in a bigger 

way, quicker.  That experience led to an opportunity just three or 

four months after developing a relationship with my coach.  What’s

I contacted friends and 

former colleagues, and after 

two weeks I was able to 

raise a million dollars…

more, down the road with that very 

coach, I actually helped him on a 

syndication, a 320-unit apartment 

syndication, in Dallas, Texas.

I essentially just approached 

him after three or four months and 

said, “Hey, I’m not really finding a lot

of value in real estate deals in my area.”  You know, this is Austin 

and San Antonio.  Austin is one of the most expensive real estate 

markets in Texas.  For any of you out there working or living in this 

market, you know that we’ve seen quite an appreciation here in 

the last few years.

Nonetheless, he was still seeing opportunity in Dallas.  He 

said, “I like your idea of how I can help you.”  To which I said, 

Chapter 3

Finding My Niche
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By the way, that project 

came with an income 

component too.  So it 

wasn’t just learning and 

developing for free.

“Well, let’s do this: What if I raise some money for you?”  What 

I’ve learned is that raising capital is a skill that I thought I had.  I 

had some good connections, I’ve been in Austin 18 years, in 

management-level positions, so I was rubbing my elbows with 

people who may be accredited.  Just the contacts I had met here 

locally, with friends and other folks, was likely more than enough 

to fund this first project.  So I did just that.  I contacted friends and 

former colleagues, and after two weeks I was able to raise a 

million dollars, which my coach told me at the time was quite 

impressive.

Approaching the arrangement in that way gave me the 

confidence to say, “You know, I can contribute.  I have something 

that I can go build on, and I don’t have to know syndication end to 

end yet.”  The beauty of an arrangement such as this is to have a

general idea of your part, but 

not have to undertake all the 

parts of the deal alone.  I had 

an idea, but I didn’t have to be 

the guy that goes and finds the 

property, negotiates it, puts it 

under contract, does the due
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diligence, go raise capital, and try to do it all myself, which can be 

overwhelming to think about.

This was a big project, that’s for sure.   So that project 

closed successfully, drew me closer to my coach and the team 

that he’s working with.  You know, he came back and said, “Hey, 

you did a great job.”  Then I posted some of the lessons learned 

on BiggerPockets, an online real estate community.  That 

experience led me to realize that I had a couple of options.  One 

option was to continue to work with my coach, learn and grow, 

and continue to take advantage of opportunities.  By the way, that 

project came with an income component, too.  So it wasn’t just 

learning and developing for free.  The SEC rules say if you’re 

going to market a syndication you need to be part of a general 

partnership, which played in my favor.
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With a typical syndication, you get a small piece of the general 

partnership for your active role in it, especially on the marketing 

side.  At closing, there are acquisition fees and you get a little bit of 

money then.  So there’s a little bit of instant gratification as soon as 

you close on the property.  Because you are part of the deal, you’re 

with the other investors as far as quarterly distributions.  Then, 

when the property gets sold down the road you get a nicer piece of 

change there.  So that got my attention.  I said to myself: “Hey, I can 

learn and at the same time I’m contributing, I’m adding value.  My 

coach is happy, the team is happy, we’re getting the deal done.  I’m 

growing my network of investors and I’m meeting new people.  

They’re now starting to transition their mindset from Dave

Thompson, corporate guy and Dell 

guy, to Dave Thompson, the real 

estate investor, the real estate 

investment specialist.”  And then my 

coach turned around and said, “Oh, 

by the way, our goal is to do two to 

four deals a year, depending on if 

we can find these deals.”  This

Chapter 4

Starting with Syndications

So there’s a little bit of 

instant gratification as 

soon as you close on the 

property
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statement got me a little more excited and then I thought, “Hey, 

this is something I can repeat.”

In assessing my current situation, I found myself with a part-

time investing role, making some money.  I can do my passion of 

finding other investors, and continue to grow that network.  So as 

it stands today, we’ve done a few more deals and I think it’s just 

interesting for me to know that you don’t have to know everything.  

You can find a part of a syndication team that can use help.  I’ve 

learned from my coach and studying is the two biggest things you 

can help a syndicator on is finding a deal, especially an off-market 

deal, and the second thing is raising capital.

Both finding the deal and finding the capital are important.  It 

seems to be that if you can raise the capital, then okay now we 

just have to go find the deals and we’re ready to go.  At this point 

in my business development, I thought at least I can support the 

syndicators on one leg of the stool.  So that’s kind of where I am 

today.  My goals are to continue to work with my coach and the 

syndication team while I’m learning the other aspects of this 

business.  One thing I didn’t tell you that I think I learned, even 

more than I anticipated, is that I really learned about the deal.
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What I learned about the deal is that I need to have a certain 

intimacy about it.  It is more than just facts and figures.  You see, 

when you’re talking to investors they have questions.  So I 

participated as much as I could.  I had:

• read the investment summary two or three times

• talked to my coach about it

• been to Dallas twice with my coach to tour the property

• talked to the current property manager about some of the 

things that were going on there

• talked to the property management team we’re putting in 

place about the business plan and how we’re going to 

execute it

• toured the area, the demographics, and looked around the 

community

I got a good sense of what that project is all about, and that 

would help me both as an investor and as a person raising capital.  

So whether I was a general partner (sponsor) or a limited partner

Chapter 5

The Deal
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(investor), I felt to myself that this process gave me skills to learn 

really how this group of syndicators evaluate a property.  Key 

questions to consider in the review process included:

•What are they looking for as far as value-add opportunities?

•What’s the comparison with properties around them that 

have sold, or have already renovated their apartments?

•What are they getting in rent?

You know, raising capital helped me really understand other 

aspects of the deal.  Then when I started talking to investors, they 

had questions I hadn’t even thought about.  So at the end of the 

day, I said to myself, “You know, I think I’m probably the most 

learned person on this project.”  Whether I was or not, I was 

developing confidence on the deal side of the syndication 

equation.  This understanding only served me better.  Whether I

work with this particular 

syndication group forever, or 

whether it’s just a couple more 

deals, if I want to do my own or 

with a small group of folks down 

the road, the types of skills I’ve 

learned will be invaluable.

You know, raising 

capital helped me really 

understand other 

aspects of the deal.
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Let me present a refresher of the key points for you.  I first 

went to my coach and presented the offer of, “How can I help you 

and your team?”  I wasn’t asking “How can you help me?  I need 

to find a deal, I can’t find a deal, please help me find a deal.”  I 

had him as a mentor and a coach, so I did have somewhat of a 

relationship like that, but I still saw the bigger picture.  Let me 

state this point again.  I saw that he and his team were doing 

deals, and so I went to them and said, “Hey, how can I help you 

guys?”  In short, I wasn’t being selfish, I didn’t have a selfish 

thought in mind.  It was, how can I help you, knowing that it would 

come back to me tenfold and it has.  I think that’s a very valuable 

lesson there.

In addition to working with my coach and the syndication 

team, I wrote another post on Bigger Pockets.  I get a lot of 

requests from folks on Bigger Pockets or just people who knew 

about the deal that didn’t get involved.  A lot of investors who I 

rubbed elbows with in my real estate investment circles are 

people who typically want to be more active.  They are searching 

for more information on how to be active.  They’re not necessarily 

what we consider passive investors.  So I wrote a post on some of 

the things I learned from raising capital.  The angle of this post 

was that do-it-yourself investing can coexist with syndication.
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There are those out there who have a variety of investments.  

Some may be invested in retail or office buildings, single-family 

homes, or mobile home parks and they can also be involved with 

syndications.  Syndications allow investors to diversify without 

becoming an expert in the various types of syndicated properties.  

A person may not want to be active in buying shopping centers, 

but can invest passively nonetheless.

This is real estate diversification.  So I tell people, even if 

you’ve never thought about apartments, don’t pass them by.  They 

obviously have a great track record, and a bright future.  You 

know, if you never even could fathom how to get involved with 

deals like that in the past, there’s a way.

Diversification is not limited to the types of properties in 

one’s portfolio.  Geography is also critical in diversification.  Most 

folks like to invest in their communities.  But if you see a market

that’s doing well, you want to be 

part of that and it becomes good 

to diversify geographically.

Another thing I ran into was 

that I saw some people running 

into the problem of IRAs—those 

who have IRAs and want to be a

Syndications allow investors 

to diversify without becoming 

an expert in the various types 

of syndicated properties.
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general partner—but that’s a no-no.  Let me expand a bit on the 

IRA.  This discussion came up during a multifamily meetup group.  

We had a local team putting together a deal out in Brownwood, 

Texas.  It was a smaller deal that we were analyzing at the club 

meetup, and a couple investors wanted to be part of a general 

partnership.  They were going to lend the strength of their portfolio 

but then we ran across the discussion of IRA’s and active versus 

passive partners.  Being an active partner using IRA funds would 

be like taking your IRA money and then maybe buying a single 

family residence as a rental property but you do the property 

management.  That’s kind of a no-no, right?

I may be able to buy a single family rental property in my IRA 

as long as I outsource all of the management.  So that’s the 

reason I just tell people to be careful.  You should not violate the 

self-rules guidelines.  For people with IRAs that want to be a 

general partner, really the best way to be involved is through a 

limited partnership where you’re not actively managing those 

funds.  There might be some exceptions that you can work 

around, but in that kind of a situation, why take the risk?  As a 

limited partner and you can still learn as much as you can from 

the general partner.  So that was a third way I ran into people and 

they said, “Hey, that’s a good point.”  That was the point I was
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trying to stress, that some of these folks were eager but just didn’t 

have the active cash to do it.

And then the fourth thing I realized is that getting involved 

was a learning ground.  So for anyone who is new to multifamily, 

and has a good intention, I recommend that you get involved.  If 

you’re accredited--you have a little extra money and you want to 

get involved—get your feet wet with a multifamily limited 

partnership investment with a team of experienced people, and 

those sponsors will answer your questions.  Once you make the 

commitment, you’re going to get the whole investment summary.  

It’s known as a private placement memorandum (PPM).  The PPM 

is a 100-something page legal document.  As you begin to review 

the PPM, you’re going to understand how the deal is structured 

and how that’s put together for investors.  You’re going to learn

about the partnership agreement.  

You’re going to get a monthly 

statement from us, you’re going 

to get a quarterly statement from 

the property manager with all the 

financials.

For anyone who is new to 

multifamily… get your feet wet 

with a multifamily limited 

partnership investment with a 

team of experienced people, 

and those sponsors will answer 

your questions.
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If you’re intentional about it, I’m available.  My coach is 

available; our partners are available to answer any questions you 

may have.  Currently I have a couple people, a handful of 

investors that came into that first deal with us, that are really 

serious about real estate, and that’s my approach with them.  

Listen, you don’t have to be a general partner out of the get-go.  

Get involved as a limited partner with intention and you can learn 

a heck of a lot for when the time comes that you’re ready to go 

forward as a general partner.
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Because all of my real estate deals prior to this were just 

private, single-family investments, I was the sole funder and 

manager of the properties.  This, however, was the first opportunity I 

had to raise any capital for a large deal with private investors.  You 

know, one million dollars was, in retrospect, probably a bigger 

number than I thought I could do.  On this first deal we had toyed 

with the idea of bringing some new capital raisers in at a lower level, 

like maybe $500,000, to get them understanding what their network 

is about.  A million dollars was, looking back on it, a pretty big 

hurdle.  But again, I think the advantage was this:  I had never done 

it before.  So the advantage was I didn’t know what I didn’t know.

It’s kind of like riding a bike for 

the first time.  It’s like you’ve never 

skinned your knee on a bike yet, so 

you don’t know what to expect.  You 

just need to go falling down and see 

how the whole situation works out.  

My experience with raising money

was similar to riding a bike for the first time.  I had some basic bits

Chapter 6

The Capital Raise

A million dollars was, looking 

back on it, a pretty big 

hurdle… I had never done it 

before so the advantage was 

I didn’t know what I didn’t 

know.
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of coaching on it, but not a lot of coaching.  It was more of a learn-

by-doing-it experience.

So one of the challenges I discussed with my coach is about 

when you do a lot of deals, how long it takes for some people to 

reload.  After all, we all have limitations, including financial 

limitations.  In this business, these investments may be $50,000 

or $100,000 minimum investments.  People may like everything 

you’re doing but they may not have enough liquidity in their 

assets.  They be able to put $50,000 in this year or they may have 

to wait and hope for the next deal, or even a deal in the next year.

We all have limitations.  Absolutely.  So that means you have 

to continue to grow this base of potential accredited investors, 

build relationships, and really try to maintain those relationships 

over time.  So between deals, I thought I was busy in the capital 

raise, which you are, but even after the deal you really can’t relax 

a lot.  If you know there are going to be more deals in the pipeline.  

At this point, you must say, “Okay, I’ve got to get out there and 

make sure that my network is well oiled.”  With this mindset, I’m 

meeting people in preparation for those upcoming deals.

It’s an interesting aspect of the business to focus on.  Unless 

you have the ability to have a network full of people with
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bottomless pockets, you must expand your funding base.  Plus, if 

someone gets involved in your first deal with you, let’s say a 

couple puts in $100,000, they may actually have a half million 

dollars they would like to invest.  They are going to give you a 

certain portion of that half million that they feel comfortable with.  

In fact, they’re going to give you a portion they actually feel 

comfortable potentially losing because this is going to be the first 

time they’re actually investing with you and your group.  So it is a 

test run for them.  That test run might be a year, it might be two 

years, it could even be longer than that.  They will probably 

consider it a test run until they feel comfortable enough that their 

investment is safe, it’s meeting their expectations.  After that, 

maybe they’re going to give you another $100,000, or maybe 

they’ll raise the ante a little bit and give you double the amount the 

next time around.  But you know, that’s assuming they have it

to give.  A lot of people, as you 

can imagine, have to recapitalize, 

they have to wait.  They can’t just 

continually write checks for 

$50,000 and $100,000.  It might 

take a few years before they can 

do that again.  So the idea of 

expanding your network is a very 

good consideration here.

A lot of people… have to 

recapitalize… They can’t 

just continually write 

checks for $50,000 and 

$100,000… The idea of 

expanding your network is 

a very good consideration 

here.
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I feel like there are people who are venturing down this exact 

same path of raising capital for their deals.  I really think it’s one of 

the more difficult skills to become an expert at.  In fact, I think it’s 

equally as difficult as actually finding phenomenal deals.  As I’ve 

mentioned earlier, these two skills are equally as important and 

they’re equally as difficult; finding incredible deals, but also raising 

the capital.  You really have to be—if you’re going to get into this 

business—able to learn how to do both those simultaneously.  

One doesn’t exist without the other, as you know.  You might be 

an expert at finding deals but if you’re going to go at this alone 

and not have a team, you need to be an expert at both.

For raising the capital, I think there’s a big barrier for a lot of 

people; at least a mental barrier because they don’t even know 

where to start.  You know, that million dollars is probably more 

than they ever have had in their bank account.  It’s a bigger 

number than they’ve ever seen before in their life.  So they’re like, 

“Gosh, when I’ve only got $50,000 in my bank account, how the 

heck am I going to try to convince someone into putting up a

Chapter 7

The Ten Lessons I Learned 

on My First Deal
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million dollars?  Or another scenario may be, how am I going to 

compel 10 people into giving $100,000 each for this investment 

opportunity?

I really want to walk through that whole process and, of 

course, the lessons I learned along the way.  The entire capital 

raise was a two-week process that resulted in raising a million 

dollars.  There are ten lessons I will share with you so that you 

can understand the capital raise process and begin to fund your 

own deals too.

The entire capital raise 

was a two-week process 

that resulted in raising a 

million dollars.
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Lesson 1 - Partner with Experts’ Credibility

I would like to preface this lesson with one thing I heard over 

and over again in some of my multifamily meetup groups.  It was 

that if you have a great deal (we’ll explore great deals more in 

Lesson 3), then people will come.  This sounds like a cliché from a 

movie.  In the real world, if you have a great deal, people may not 

come.

Often times, when people say things like that, a lot of times 

are those people who have just heard someone else say those 

same words.  It is likely they haven’t even done a deal yet.  The 

next question I ask is, “Have you done it before?”  I am not trying 

to dampen your enthusiasm here, but I think there are some good 

things to research, think about, and prepare before the capital 

raise.

So let’s get into the first one.  This one may seem obvious:  

Partner with experts’ credibility. Now, certainly if you’re 

partnering with a bank robber, that’s not a good thing.  You start 

with your personal reputation.  If people know you as a good 

person, trustworthy in general, you’re off to a good start.  You’re 

starting with a good foundation.  If not, then as you know, you may 

have to start working a little bit more on personal credibility.
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Let’s assume people know you and trust you, you’re a good 

person, that’s the starting point.  The next key point on this topic is 

partnering with experts who have credibility.  Even if I knew how to 

do everything in syndication--even if I found that deal, even if I 

was working 24/7, and put together the deal all by myself--I would 

then turn around to an accredited investor and say, “Hey, here’s 

my deal.  It’s in a great market, it’s a great deal, it’s under-valued, 

it’s got all these opportunities.”  The next likely question the 

potential investor may ask will likely center on my experience.  

Experience?  Uh-oh.  You know the question, what’s my 

experience?  And I don’t get that from every single investor, but 

I’m sure every investor is thinking about that. 

Potential investors typically want to know your track record; 

how many deals you’ve done.  I don’t know how many deals there 

has to be for any given investor to decide to participate in a deal.  

For some people it could be 

three or four.  For other people I 

talk to, as you may have seen in 

your experiences, 20 deals aren’t 

going to be enough.  I don’t know 

of any magic formula here, but 

for those who didn’t like your

Potential investors 

typically want to know 

your track record; how 

many deals you’ve done.

expertise on the first twenty deals, those people probably aren’t
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right for this one either.  And that’s OK.  At some point you’ve got 

them jumping off the bandwagon.

In my particular case I was dealing with two gentlemen who 

formed an investment company only about six months prior.  

However, in the bios the lead person had 10 years’ experience 

working in all aspects of multi-family acquisition and investing for 

another company.  That’s all he did—class B-C value-add 

apartments.  He did everything from A to Z, so he had a lot of 

good experience.  He had a bio of 15 to 20 projects he’s worked 

on, over $300,000,000 of assets he has managed, so that really 

helped us.

The second gentleman had done more deals than me.  He 

had four or five under his belt, so he also brought credibility to the 

deal.  So I really had to lean on the credibility of those experts.  

But here’s an interesting thing.  Because these two guys brought 

with them different experiences, and those experiences included 

some deals with multiple partners, they really couldn’t say this 

particular deal aligned perfectly with their track record either.  So 

to increase credibility, we partnered with a property management 

company that had a very good track record of doing similar deals 

as this.  And in multifamily apartments the property manager is so 

critical for executing the business plan.  So just in a nutshell, we
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leveraged both the track records of the two leads and the track 

record of the property management company to gain confidence 

with investors.

So if anybody asked what experience our team had, I was 

just giving both decks.  Go read this, our philosophies are the 

same, this is what they’ve done.  In fact, the property 

management company had managed a couple of our other deals 

so potential investors could see they were performing above 

expectations.  So that really helped me a lot.  I didn’t have tons of 

questions every time I met someone, but invariably that would 

have come up if I didn’t head it off at the pass, and I could just get 

that out in front.  The partners are key.  You know, that was just a 

key for me.

I would like to explain the relationship between property 

management companies and the partnership itself so that you can 

better understand the workings of the partnership.  There are two 

ways we generally work with property management organizations.  

First is as an equity partner, and second is the actual 

management of the property.  We have done both of these.

Typically, the property manager is not part of the general 

partnership, but at times it makes sense to include this group in
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the partnership.  Which is a good thing in general, because we 

think that aligns the property management even better with 

investors.  In addition, the management company may also have 

some of their own investors invested in what they do.  They also 

manage some of their own properties and can bring some added 

capital to the deal, especially larger deals where it might be 

needed.  Right now, being a relatively younger company, not in 

experience so much but as a younger company, we think that’s a 

very valuable thing to do.  Will we do all these deals with this 

company?  Probably not.  Will we do near-term deals with these 

companies?  Most likely yes.

Really the purpose of this arrangement is that, not only are 

they very good at what they do and want to be successful, but 

they have their own money in the deal and are thus aligned with 

the investors in seeing success.  Plus, with this arrangement, but

we’re going to get that credibility.  

We’re going to get that experienced 

track record built by leveraging an 

experienced partner.  So if you’re 

not experienced at raising capital, 

and if you’re dealing with a 

partnership, find some folks in that

If you’re not 

experienced at raising 

capital… find some folks 

in that partnership who 

are experienced.

partnership who are experienced.  The takeaway is this: Have that
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experience, have some track record doing this.  It might be harder 

to seek out credible partners, but it is actually the easiest way to 

learn.  It doesn’t have to be an all or nothing situation, but if you’re 

raising larger amounts of capital my recommendation is it’s going 

to greatly help your case to work with credible experts. 

Here’s another way to consider partnering with credible 

experts.  As a new business in this industry, even if I would have 

found this deal myself, would have known everything that needed 

to be done to pull this deal together, would have known how to 

interview and evaluate property management companies and how 

to raise all the capital—and generally would have known A to Z 

how to put this deal together in theory—I would have experienced 

struggles when I went to get financing.  It would have been a very 

difficult time.  In fact, I wouldn’t have been able to get financing 

because I really had no track record.  I didn’t have a physical track 

record in owning other types of property.  Although in theory I was 

familiar with many aspects of the business, I didn’t have the track 

record to actually put the financing together, and I wouldn’t have 

been able to be the key or lead sponsor in the deal.  Let’s 

examine this concept a bit further.

Deals that are structured like the one I’ve been describing 

are actually two pronged deals.  First, you’re dealing with the
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investor who’s going to look at you to be credible, and second, 

you’re dealing with the lender, who also even more importantly 

looks at credibility, to get the deal done.  In reality, no matter how 

good we think we may be, or even how good we actually are, 

when you’re getting started in this business, you’ve got to partner 

with other experts to lend yourself credibility.  At some point, 

though, more than likely after you do your first couple of deals, 

you might be able to be the lead sponsor for someone else that’s 

just getting into the business.  And obviously there are benefits to 

that because the lead sponsor typically gets some preferred 

equity in the property, and also gets some preferred roles.  You 

know, it’s beneficial to have that track record so that you develop 

your own credibility.  Eventually, as a credible professional people 

will seek you out; whereas, at this point you’re seeking out others 

that have that credibility. 
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Lesson Two - Learning and Personal Development

I believe that we touch a little bit on learning and 

development with everything we do. But here, I’m going to share 

my experience on this particular first deal.  So I became an expert 

on the market, the project, and the team.  When I was talking with 

investors, I reviewed everything on the deal deck, I went to the 

property.  It was three hours away, I went there twice with my 

coach, I talked to the current property manager.  I went into the 

units, I reviewed the property and the business plan.  I considered 

lots of questions: What are we going to do with the renovations?  

What do the demographics look like?  We drove around the 

neighborhood, went into downtown.  I had the deal, I had the 

reasons why, and I knew it was a good, solid investment, but just 

visualizing it, visiting the property there, and putting it all together 

helped me.

Then when I started getting questions from investors, I 

thought that I had considered everything I thought they were 

potentially going to ask me.  The bottom line for any deal, 

however, is that you just never can think of everything.  So the 

more I’d gone through a couple investment discussions, the more
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I realized that you learn and you develop yourself when you raise 

money.

But I did not think, in anticipation of this event, how much 

learning and development I would get out of this activity.  I feel like 

I became probably one of the smartest guys on the deal.  Anybody 

could ask me a question, and if I didn’t know it I’d go research it 

and get back with them.  So I just kept building that knowledge.  

And that knowledge is only going to help me, whether I do the 

next deal with these guys or I go do my own deal.  I can add value 

to that partnership because I’ve seen and heard different things.  I 

can anticipate more questions.  I can put together better decks, 

better presentations. 

I can’t stress enough that 

no matter how much you try to 

study, you tried to come up with 

all the potential objections an 

investor might give you, or all the 

questions they might have, there 

will still be a few questions that

Anybody could ask me a 

question, and if I didn’t 

know it I’d go research it 

and get back with them.

pop up that you can’t answer.  So how you handle those 

situations, is quite important. 

I read a really good book called Go-Givers Sell More.  It’s by 

a gentleman named Bob Burg and I love his philosophy because
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it’s just atypical of what most people, whether they have been in 

sales or not, think about what a salesperson is.  Most often it 

comes down to things like handling objections.  How do people 

generally handle objections?  They want to be authentic, right?  

Think about some of the objections you’ve had and you will 

probably see that what happens with most objections is similar to 

what happens in just about any meaningful relationship you have.

If your spouse or your child objects to something, what’s the 

next step in that relationship or that conversation?  It’s usually 

adversarial, right?  You’re not on their side.  And it doesn’t matter 

if I win, it doesn’t matter if I think I know better.  It doesn’t even 

matter if it is not really a good objection, or whether you think it is 

or not.  The most important thing I got out of reading this book is 

that when dealing with objections the most important principle is to 

think about the other person’s point of view.  Imagine putting your 

arm around somebody, whether visually or physically depending 

on your relationship.  Now, imagine turning your body and putting 

your arm around this person and saying, “You know, that’s a good 

point.”  Basically, you are getting to understand the other person’s 

perspective.  You may not agree with it, but it’s their vision, it’s 

their thought.  You just need to appreciate it and respect it, instead 

of attacking it.



50How I Raised $1 Million in 2 Weeks

I can speak from my personal experience on that deal; when 

I look back I can see I made a mistake.  There were a couple 

investors who lived out of the state so I didn’t physically see them, 

which made it a little bit harder but it was still very doable 

nonetheless.  I had traded emails with them, I had traded some 

phone calls with them, and I invested time.  I educated them and I 

thought they were going to participate in the deal.  Then I started 

feeling a little bit more like I was selling them on it.  It was a little 

bit more like a pushing feeling, which is not what you want to be 

doing.  It’s okay to say, “Hey, this may be not for you.”  In fact, 

when I did that a few times just as practice, “Hey, this isn’t for 

everybody.  This may not be for you,” it almost seemed like they 

wanted it more.
But by far, anytime I did get 

a little bit enthusiastic about it—

not in a mean, pushy way, it’s 

just that I’m enthusiastic—I really 

want them to make a decision, it 

got to the point where I started 

thinking I wasn’t on their side.  

It’s okay to say, “Hey, this 

may not be for you.”  In 

fact, when I did that a few 

times… it almost seemed 

like they wanted it more.

Whether someone says, “Hey, the stock market is doing really 

good right now” or “My Amazon stock is doing great, I really don’t 

know if I want to sell that,” those are legitimate objections for 

those potential investors.  Their objections were legitimate
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objections for them.  And you know, I’m a financial planner kind of 

guy in the background thinking of all these retorts to a given 

person’s objections, but in the end, it is not my choice.  Most of us 

wouldn’t want someone telling us how to run our family’s finances 

and no matter how good a deal may be, it may not be the right 

time for every potential investor. 

One time on this first deal, I sent out an email to this one 

person and basically spelled out all of the reasons how his 

argument wouldn’t stand up—in a nice way, of course, but I 

spelled them out.  And you know, I never heard from him again.  

Had I just respected what this person wanted to do, whether that 

was for the project or not, and simply just said, “Hey, Jim” or “Hey, 

Jill,” or “Hey, Mary, you make some great points.”  If I can’t 

understand their side first and I can’t give them another couple 

things to think about without appearing adversarial, which can 

often happen when you’re handling objections, relational success 

will be a long time in coming.

The best takeaway from this lesson is to expect objections, 

be fully researched, and know the deal as best you can.  It’s okay 

if you say, “I don’t know, I’ll go find an answer.”  Everyone’s fine 

with that, you don’t have to know everything.  But always come 

back to this thought:  This person may be a future investor.  This
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particular deal may not be right for him now, and that’s OK.  

Raising capital and doing deals are all about relationships.  You 

don’t want to get anyone upset in the process.  Always respect 

another person’s opinion.  And remember to put your arm on their 

shoulder (even if just in your thoughts), and basically say, “Hey, I 

understand.  This might not be right for you.”

The deal should speak for itself.  It should be able to be 

presented in a way that’s very transparent and very 

understandable, but it should really speak for itself.  So if potential 

investors have those objections of, “My Amazon stock is doing 

fantastic, not sure if I want to sell it or not.”  The best response is, 

“Hey, I understand, I completely understand.  Maybe this just isn’t 

the right time.”  You can end things this way, but perhaps in that 

same manner of remaining on their side, you can periodically give 

updates on the deal after it closes and once it’s been performing, 

and actually show them that it’s been meeting or exceeding your 

expectations, that would actually help solidify future potential 

investment opportunities together.

Such an approach may help them be better queued up to be 

involved in your second deal, or maybe it’s your third deal.  Maybe 

it’s five years down the road, who knows?  But they would still be 

a potential investor down the road.  Being in the same corner of
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the court helps to maintain the relationship.  Neither party is pitted 

against the other.

Sometimes, it’s hard to step back out of our shells and take 

a third-party perspective and kind of like having a look at it from a 

10,000-foot view.  But that’s part of the lesson I’m talking about 

here.  Stepping back is hard to do because you’re under pressure, 

you’re under a timeline, and you need to raise this amount of 

capital.  You have so many accredited investors that you know, 

you have a relationship with, and it’s a limited number.  Capital 

raising would be much easier if I could present a given deal to 

anybody.  It would be an easier game.  But you know, you really

have to take advantage of those 

times when you’re in front of an 

accredited investor, you’ve built 

some relationship with that 

person, and you just hit the nail 

right on the head.  This may not 

be the deal for them.  It may be

Stepping back is hard to do 

because you’re under 

pressure… This may not be the 

deal for them.  It may be the 

next deal that works for them.

that next deal that works for them.  I had a person in our 

multifamily meetup group here in Austin that simply said to me, 

“Dave, we can have a coffee and everything, and that’s great, and 

I am interested in learning about your deals, but I will not do 

anything for at least a couple years.”  She had the means, she
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wasn’t meaning that, she just needs a couple years to develop 

that trust and know you’re going to come to the meetings, and get 

to know you better.”  Some people are like that.  And then some 

people just meet you for coffee and say, “Let’s do this.  Count me 

in.”  Everybody comes at it from a different angle. 

And remember, people don’t want to be sold.  They don’t 

want to feel like you’re giving them sales techniques either.  When 

I got out of college, I was in financial sales for a couple years.  I 

still remember a few things from that experience, like when you 

schedule appointments give a couple options.  In a sales role, 

you’re trying a few techniques, but by and large, thinking about 

yourself, you don’t want to be techniqued by a salesperson; it’s 

just a turnoff.  Just be yourself.  Know the deal, talk about it like 

you think you would want to be talked to about it, and I think you’ll 

do just fine.  Focus more on educating someone and providing 

logical reasons why this investment makes sense.

Don’t think about all the little closing techniques you could be 

using.  Instead, try to set up appointments where you can get in 

front of the spouse too.  While this is often taught as a technique, I 

choose to view it as more of a courtesy to present the deal to both 

partners.  When working on this first deal, I had 80% or 90% close 

rates when I got the husband and wife together.  They knew me
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already a little bit through some network.  We sat down, even on 

occasion, with my wife.  My wife and I are members of a group 

where the spouses have different cultural backgrounds.  When I 

brought my wife, who is Chinese and quite well networked herself, 

together we had more success in meeting  with the other couple.  

Oftentimes there would be a little bit of Chinese being spoken, 

and my wife was incredibly helpful as a native Mandarin speaker 

because it was more like a get-together rather than a sales pitch.  

I know a little bit of Mandarin, and that’s how I met my wife, 

learning Mandarin.  But I sat back a little bit and let them chat.

I had educated my wife a little bit on the kind of 

understanding needed in such a meeting, because I knew there 

would be points in the conversation where they’d have to go into 

Mandarin to really get the point across.  But the understanding 

here was that if you have a couple in front of you, understanding 

becomes easier.  If I just talked to you and I didn’t talk to your 

spouse at the same time, I would go through the presentation and 

we would talk about it and answer any questions you may have.  

Then, you may have to go back and talk to your spouse.  This 

would put you in the role of a salesperson.  That’s not very 

successful. 
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If you can discuss such a deal with both parties, you can get 

them both on the same page because all the questions are out 

there, they can look at each other and know the same information 

as the other.  My simple closure is, “I’ve answered all your 

questions, do you feel comfortable moving forward?”  It’s natural, 

it’s not like I have to come up with some special way to close 

them.”  No type of special sales technique would be suitable here; 

that might turn them off even more.  So I just tell people, my 

experience would be to just be authentic, be yourself.  You’ll know 

when the questions stop.  You’ll know when they’re looking at 

each other, you know, they’re nodding, things look pretty good.  

You know, they may be ready, they may not be, but you’ve 

educated them.  Now they know what you do, and for the next 

deal, whether they do it or not, they’re ready.  You don’t have to 

educate them.
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Lesson Three - A Great Project Is Key

Lesson number three is the project itself.  Having a great 

project is key and I’ll tell you what I mean by that.  This first deal 

just met all of the great tenets one should be looking for: A great 

market, a great project, and an experienced team to execute the 

plan and deliver value to the investor.  Dallas, where this property 

is located, is a top five market.  A top-down analysis shows that its 

population and its job growth are still in the lead—one of the top 

five in the country.  I believe Dallas is leading it most of the time, 

and that’s projected to continue.

We had Toyota moving their North American headquarters 

10 miles away from the property.  It was going to be a $7 billion 

economic boon into the area.  So that might not have affected our 

direct jobs, but certainly indirect jobs; it wasn’t going to hurt.  It’s 

jobs that are coming to Dallas.  So the market was strong.  We 

had data to support Dallas as a strong market, and we had a 

couple links to Dallas data that people could look at.  The deal 

was really strong too.  It was an undervalued deal.  In fact, all 

properties around it were being sold at much higher prices per 

square foot, and per unit.
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In addition, we had clearly identified a good business plan to 

improve the property.  We showed pictures before and after 

renovations, projecting what they would look like after 

renovations.  We knew what the rents were going to be, and what 

the market rent is.  Even after two years of the renovations—it 

would take about two years to do this—we would still be a little bit 

under market on rents.  So we were conservative in our 

underwriting, which is really important.  Here’s a key point that I 

think will serve us well long-term:  We want to under-promise and 

over-perform or over-deliver.  You’re underwriting and 

assumptions in your financial modeling must be conservative.  I 

can’t emphasize that more, be conservative.

Because of your reputation—

which we talked about that as the 

first point—if deals start going 

south, all that hard work to build 

your credibility base is either lost or 

greatly crumbled.  People in this 

business expect to do well, you’re

We want to under-promise 

and over-perform.

putting risk capital up, so let’s be conservative.  The numbers are 

already compelling.  You know, we’re talking 10% cash on cash, in 

this market it’s hard to find that in single family rentals, and also 

hard to find that in the stock market.  You know, you’ve got some 

good return on investments, when you sell this property down the
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road be conservative with your cap rates on where you think your 

exit will be.  We have already talked about the credibility of the 

team.  We really have to have a good team or some evidence of a 

good team there with some experience so the investors can feel 

comfortable.  A great team is crucial in determining the value of a 

deal and the market in which the deal is located.  If it looks like a 

great market, you can see where the population and jobs are 

coming in to push up rent, you can see a really clearly defined 

business plan, and in your investment summary it shows exactly 

what you’re going to do and how much it’s going to cost, you can 

count on a good team behind the project.  These are all 

projections, but again stay on the conservative side when you 

develop the plan.

So, I was part of a great team that had a lot of great 

experiences.  Even the property management company had done 

13 deals already and every deal had exceeded expectations.  If 

you can show that kind of track record, with a good deal, and in a 

terrific market, it becomes easier to ask other people about 

investing in the deal.  You can now inquire: “Okay, now, do you 

have some capital?”  “Does this deal fit your risk tolerance?”
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The other thing that we talk about is a performing asset.   

Real estate can be more of a performing asset than other types of 

investments.  Let me illustrate with the example of a restaurant 

business I became involved with.  I bartended when I was going to 

college.  I paid my way through school bartending.  Afterward, 

maybe 20 years later, I got a call from a buddy who wanted to go 

open up a bar and restaurant in Phoenix, Arizona.  We partnered 

on the business and now we also have a brewery, but this whole 

operation has been just like a roller coaster.  I’ve been with them 

10 years, and I can tell you if we invest in a restaurant and we 

don’t make any money, it is difficult to sell.  If you’re not showing 

cash flow, you can’t sell that million-dollar restaurant for more than 

$100,000.  You know, that’s a risky investment.

Now, I tell people this is a performing asset.  Yes, it’s an 

alternative investment, and yes, we need to educate you on it, but 

think about this:  I am buying this asset today, and it’s making 

money.  I can show you through the financial data the property is 

making money.  Now the only thing I’m going to do is this, this, 

and this, and I’m showing you that if I do this and this, the market 

says I should be here.  So that’s an important point, too.  You 

need to educate people on the apartment business because for 

most of the people you’re dealing with, this is the first time they’ve
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ever invested in apartments.  A lot of them have never invested in 

apartments.  So you’ve got to consider simplicity in your 

presentation.  I tell people it’s like watching the house flipping 

shows but it’s done over a period of two to three years.  It’s a little 

slower motion because you have a lot of units to renovate versus 

one house.  You could have 200 or 300 units to renovate and 

families are living in the complex, so it’s more complicated, it’s 

more sophisticated.  There’s a whole private placement 

memorandum around the deal to explain what it looks like.  At the 

end of the day you have to have a great project, but you want to 

make sure that you’re prepared to educate people on what a great 

project is.  You and I may know what a great project is, but I’m not

sure if the average person you’re 

talking to knows what a great 

project is. So it is important to have 

a great deal and also to be able to 

share that deal with others who are 

not real estate professionals.

You’ve got to consider 

simplicity in your 

presentation.

Another thing I want to hit on is the market itself.  By far the 

market is the most important part of this whole puzzle.  As such, 

the market comes first before anything else.  You could have what 

looks like a great opportunity on paper, but if the market is a
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declining market then it’s all just fluff.  What you’re presenting isn’t 

necessarily a true projection.  I believe that the average person 

has some understanding of supply and demand.  Maybe someone 

took an economics course somewhere along the way understands 

the concept of too much chasing too little; things are going to rise.  

And that’s kind of the point with population and job growth.  

People can understand that metric.  It’s not the sole metric, of 

course.  Experts know even more data, but you don’t have to 

overwhelm people with 10 or 15 data points.  Get the big building 

blocks first.  We have all heard the analogy about filling the fish 

tank.  You know, put the big rocks in the aquarium first before you 

put your sand around it.  This is the same kind of concept.  What 

are the couple things that are really driving it?  If you’re not having 

a lot of supply in the market and people are moving into the city 

and they’re bringing jobs, you know, that’s a great start.
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Lesson Four - Be Prepared: Have Your Contact List 

Established in Advance of the Raise

You may be asking yourself, what the heck does that mean?  

This lesson is about preparation.  I spent a little bit of time, let’s 

call it four weeks or so, before I started the capital raise process to 

prepare.  It doesn’t have to be that much time, that’s just the 

timeframe I thought I would require.  Start by getting yourself a 

very simple spreadsheet of all the people that you know, and 

people who know you.  Think of anyone you have a relationship 

with, because that’s key from my credibility standpoint.  I would 

get their email, I would get their phone number if I could, and then 

I definitely had a column if they were accredited because that’s 

the key for us, to make sure they’re accredited.

Well, you have to be accredited even to receive something 

like an investment summary.  The investment summary is about 

20 pages.  It shows a picture of the property, a description of the 

site, and what we’re looking at as far as returns.  It also shows a 

little bit of why we want to buy it; what are the highlights and that 

kind of thing.  Those documents, I just can’t send that out to a 

distribution list of people that I know, but I don’t know who are 

accredited.  Knowing whether a potential investor is accredited or
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not is the determining factor for knowing what types of information 

I can send that person.

Generally, I like to take the most conservative route.  Here’s 

why being conservative is important.  I sometimes want to talk 

about the new deals in the meetup groups I attend.  I have a 

relationship with everybody in the meetup group.  I pretty much 

know everybody, but there are people who come and go.  Then, 

there are new people.  In this situation I have to be careful 

because not everyone is accredited.  People who know me as 

part of this syndication group know that if they’re looking to invest 

some money they can come talk to me.  If I have a deal, I know 

the accredited members in that group and I will often send a deck 

out to them and I’ll have some follow-up coffee with them just to 

see if this is something in their wheelhouse, to explain the 

investment.

Getting back to the main point, just start thinking about 

people that your wife knows, people that you know, people whose 

kids are in sports teams.  Think about all the parents that you’ve 

met through your kids’ sports teams.  These contacts don’t have 

to be deep relationships, like people that just know you and you 

can call up, send an email and say, “Hey, I’ve got an idea I want to 

share with you.”  Then basically that conversation goes into this, 

“Are you accredited?  I’d like to share this idea with you.”
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Because I don’t want to be meeting and sharing much more 

information than that if I don’t know that.  Again, accreditation is 

the key that gets the cogs turning.

My list got to about 150 people, because I had, like I said, 

never raised money before.  I had no preconceived ideas about 

who would or wouldn’t be interested.  It was simply a name 

gathering exercise.  In 18 years of living in Austin it didn’t take me 

long to come up with a list.  Even if it’s just the family and friends

outside of Austin, outside of Texas, 

and just people I knew through 

growing up and school, just kind of 

reconnecting through LinkedIn or 

Facebook.  There’s just a variety of 

great social opportunities just to 

touch base with people again and 

I ended up with 13 

investors to do that 

one million.

keep that relationship fresh.  “Hey, I’m doing something new,” you 

know.  “I just left the corporate world, want to talk to you about it.”  

And then during those conversations I can kind of understand if 

they’re accredited or not.  In short, I went into this million-dollar 

target capital raise with a good list of about 150 people to contact.

I ended up with 13 investors to do that one million.  So at 

least, I would say, a decent part of that list are probably not
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accredited or I just didn’t get a response.  However, a relevant 

chunk of the people on that list had some interest.  I think that’s 

key, preparation and just having some list to work on because 

once you get that, everything else seems to take off.

Once you get the go-ahead, you generally have four or five 

weeks to raise capital.  So keep in mind there’s a time limit.  You 

can’t just raise money forever.  Obviously people know that.  You 

have a time limit, and my lead partner was talking to me every 

couple days, we have an ongoing spreadsheet.  He’s seeing my 

people, I’m seeing his people, we had a goal together of $2.3 

million, so we would be able to see how each other’s list is coming 

along and how we’re doing.  So there is a time limit.  You don’t 

want to start, you know, with, “Okay, who do I know?”  And then 

the clock starts.  You’re behind from the start and that’s not a good 

thing.

As you think about names for your list, don’t get caught up in 

the myth of cold calling.  You know, sitting down with the list and 

dialing number after number.  This type of fundraising really does 

not fall into that category.  Surprisingly, well it may not be 

surprising, but I think a lot of people think you have to call people 

or meet people right away.  Most of the time it’s email.  Okay, so if 

I knew they were accredited in advance I would send them an
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email with a video.  We had a three-minute video, we had a drone 

take some pictures of the apartment, and it kind of went through 

our key points about it, that my coach put together, and then we 

had an investment summary deck.  I’d send this to them and 

highlight a couple of things to say, “Hey if this is interesting, get 

back with me” or, “I’ll get back with you next week,” or something 

similar.

One important consideration when working on your list is 

cyclicality.  Let me illustrate some of the ways your list can be 

cyclical.  So I know that when I worked in the corporate world, our 

projects would kind of slow down during the summer months.  

This happened to be vacation season and it was just hard to get 

people together.  Deals that are negotiated during this time may 

require you to look beyond that initial list.

Another way your list can be cyclical is when you are getting 

ready to kick off another deal.  After completing the $1 million 

capital raise, the second deal came along very soon thereafter.  

So I just worked through this 150 list.  The second deal was very 

similar to the first one.  I reasoned that if the people on my list 

weren’t ready for my last deal I don’t think all of the sudden they’re 

ready for this deal.  This is because the timing of the two deals 

was so close to one another and because they were pretty similar. 

They were both good deals, but it takes a little time to regroup  
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your list, refresh it, and see who did not participate because the 

timing was bad, now maybe the timing is better.

Email has many advantages over phone calls, as we have 

discussed, but there is one area where emails pale.  Email has 

the possibility of being remaining unread, being deleted without 

being read, or being forgotten about—especially if you get a ton of 

emails, which we all do nowadays.  We’ve all had the experience 

of checking emails at night.  You know, you’re tired one night, you 

see it, you click on it, and once it’s been clicked sometimes you 

forget to go back.  I prefer to over communicate, yet some of my 

associates in this business—even those who come from 

marketing and advertising backgrounds—say few words in their 

emails.  In one of my colleague’s emails it’s, “Here’s the video.”  

You know, “Click on this link, see if you’re interested.”  That’s it.  

And you click on the video, it’s a three-minute video.  I kind of got 

lost in his explanation of this at first because I just don’t operate 

quite that way.  For me, I like a little bit of introduction, then I 

introduce the video.  From there I transition into four or five bullet 

points about how the deal is marketed and the experienced team.  

I also attach the deck.

But you know, on this first deal I realized that the first couple 

emails I sent it were actually too verbose.  I wanted to say too
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much.  So there’s some kind of a middle ground there.  I think you 

should send a couple things in there that will answer some 

questions, and get them a little excited.  Things like having a new 

opportunity and explaining why you like it in the summary detail.  

But don’t give them the kitchen sink because people just don’t 

want to read it.  It’s too much. 

The email should be designed to stir your prospects’ interest 

a little bit, then hopefully you can get them on the phone and meet

them in person for coffee, or lunch, 

and be able to explain it in more 

detail.  I believe that you don’t 

want to overwhelm people.  If it 

takes someone more than about 2 

minutes to read your mail, then 

another couple emails have

I believe that you 

don’t want to 

overwhelm people… 

get them interested 

enough to where you 

can follow up.

already come into their inbox and their eyes are wandering away 

from your email.

In short, pique their interest and get them just interested 

enough to where you can either have a follow-up email, a follow-

up phone call, or an in person meeting if they’re local to you.  I 

think this ties into lesson number five, which is relationships are 

key.
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Lesson Five - Relationships are Key

We all have heard this adage, but you may be wondering 

how it applies to raising capital.  The 150-person contact list can 

be categorized according to relationships.  Let me share with you 

what I mean by that.  I categorized my list into three main buckets:

• Former work contacts, friends, and family

• Local multi-family meet-up groups

• Online real estate investing networks (such as 

BiggerPockets)

By far, the best source was people that had a longer 

relationship with me in some capacity. BiggerPockets (BP) 

ironically was not the best source for me.  Although people who 

join such a network have real estate investing in common, but 

more is needed than interest alone to close deals.  Building 

relationships and trust take time and physically seeing people in 

person, I think, helps.

On the topic of online real estate investing networks, people 

who are going to be interested in apartment investing are people 

who are probably reading up on it.  They are also likely going to
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multifamily meetup groups (the second bucket), and are the ones 

who are on the online forums (the third bucket), learning more 

about apartment investing.  That’s the natural audience.  It is a 

natural audience, but in a different way.

While everyone is interested in real estate, each person’s 

specific level of interest varies.  At one of the particular groups I 

attend, there are like 40 or 50 people that show up and you have 

about 30 seconds to say what you do.  There aren’t generally a lot 

of deals going on, there is also some sensitivity around sharing 

deals with investors in the group that are not accredited.  So it’s 

truly more just like networking.

At the meetings, you get connected with plumbers, you get 

people who are selling 401(k) programs and how to set those up.  

You just get a wide variety of people, probably a large percentage 

of those people are not accredited, probably a large percentage of 

those people still are trying to figure out who you are, and that 

kind of thing.  So that was a little bit more of a surprise to me.

The online networking forum, BP, was a bit different though. I 

think this is because people don’t see you; generally, it is all 

online.  Now I did get 13 investors for this first deal.  And, about 

25% of those ended up being BP contacts, which I thought was
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pretty good.  I’d originally thought the percentage might be more 

towards 50%, because of the interest level.  Now the online real 

estate network folks know I’m in apartment forums.  I’m generally 

posting articles similar to this book on how I raised one million 

dollars.  As you know, I cannot post my deals because of investor 

accreditation issues. This is the same point I mentioned earlier.  I 

can’t go into a large group of multifamily people and start talking 

about my deal, because I don’t know who some of these people 

are.

Just because—in the way we’ve set up our capital raising 

program—I can only be talking to people I have a relationship 

with, it’s a little harder to establish those relationships online.  On 

BP, I do it in ways that are a little more subtle.  You will never see 

a deal on BiggerPockets, but you’ll get to know Dave Thompson 

as part of a syndication team, and I will write articles and do things 

so people can realize that I’m in this business.  And I have some 

hints in there for people to understand what it is I do.  Things like, 

“You can look at my last deal…”  and that kind of stuff.  The 

importance here is that I have begun to establish a relationship.  It 

is quite different from a family relationship, but it is a relationship 

nonetheless.  It kind of surprised me, I don’t think it surprised me 

a lot, but it did surprise me that others could have confidence in
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the deal even though they had not connected with me face to 

face.  It’s just harder when people have never seen you before, 

when this is the first time doing business, and when they don’t 

know any of your background, really.  Establishing relationships in 

this way shows the importance of your relational acumen.  To 

establish your expertise, you should have a website that has your 

picture on it, a little bit about your bio, a little bit about some of 

these projects you’ve done.  Those things can be really important 

to building and strengthening your investor relationships. 

BP was a resource, but 

overwhelmingly the most people 

that got in were people that knew 

myself or my wife through some 

capacity.  It could be work, it could 

be social, it could be through our 

kids’ sports, and I guess that kind 

Establishing 

relationships… shows 

the importance of your 

relational acumen.

of makes sense.  They’ve seen you, you’ve got some previously-

established trust there.

You know, I talked to one of my colleagues after we got the 

deal done and raised the capital, and he shared with me his pie 

chart of the segments of people that invested with him.  I 

encourage people to do that.  When you’re building that list we
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talked about in number four, I highly recommend to also add a 

column about where you’re getting these people, and identify 

about three or four different areas.  Did you get it from social?  Did 

you get from the multifamily meetup group, or some other meetup 

groups?  Did you get it from BiggerPockets?  Did you get it from 

Facebook?  That kind of helps you, at the end of the game.  It 

helps you know where you’re strong, or where you might get 

better.  From this information you become better able to determine 

where you can improve or where you want to focus more of your 

time.  I’m a big believer in focusing on your strengths so where 

you are strong, get stronger.  Where you are weak, maybe not 

focus on that for now.

With BiggerPockets, I’ll give you an example.  I have set a 

goal of once a month trying to write some article on things around 

multifamily investing I’ve learned that I can share and post it in 

BiggerPockets.  And that just helps my brand, and helps people 

know what I’m doing.  Those people then email me 

spontaneously, I get emails every week from people that just say, 

“Hey, I’ve seen some of your posts before.  What are you doing?”  

Some people will just say, “Hey, I’ve got access to capital,” and I’ll 

start a relationship with them.  I’ll have a couple phone calls so I 

at least kind of understand what they’re doing.  And then I’ll keep
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those names on my list.  That way, for the next deal they can 

receive information.  It’s just from a variety of different places, but 

building relationships, at the end of the day is crucial.  It seems 

like the people that have a longer relationship with me in some 

capacity were the best source.  It’s a trust factor that cannot be 

overlooked.

Everyone wants to know that you’re a real person, that 

you’re just a normal guy, that you’re not some bigwig investor 

trying to take advantage of them, and that you’re just not out there 

just for the money.  But they also want to know that you have a 

family on the back end; that you’re a real family guy.  This kind of 

atmosphere just lends a comfort level to others. You’re a normal, 

everyday person just like they are.  So I think people can 

associate with that.

Basically, you’re building a rapport with people.  You try to 

learn about their background and share your background with 

them even before you get into discussions about a project or what 

you’re here to speak with them about.  You know, it may be subtle, 

and it may be kind of easy to do.  However, it’s a very important 

step.  Without relationships deals just don’t happen.
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Lesson Six - Raise More Than You Need

I’ve heard different ranges, but I think 20%-30% more than 

you need is a good number.  So if my target is a million dollars, I 

need to really raise $1.2 to $1.3 million.  So what I experienced 

during this capital raise is that by the time I started raising capital 

and got to my $1M raise target, some of those people early on I 

talked to, maybe on the first or second day, I received a verbal 

commitment from them.  I tell everyone that this is a first come, 

first serve opportunity; only for accredited people, exclusively for 

you.

The concept here is to kind of move along through this 

process knowing that there is a target, and knowing that they may 

have a chance of not getting in if they don’t make a decision in the 

next couple weeks; two, three, or four weeks depending on your 

capital raise timeline.  Generally, we give people about two to 

three weeks before the private placement document comes out for 

them to sign the subscription agreement.  The private placement 

document is a very important document to sign, as it provides a 

descriptive, detailed presentation of the business plan, including 

the risks involved, and acknowledges one’s participation in the 

deal.  Then, once the memorandum is signed, often within a few
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days or a week, investors wire capital to the fund.  So that’s a 

short summary of the backend process.

But think about this for a moment, three to four weeks may 

have passed from the time you initially talked to somebody who 

gave you a verbal commitment that first week.  Over this time, 

those people could be sitting around for three or four weeks 

waiting for the private placement memorandum to come out.  It is 

important for you to keep them warm; just keep in touch and say, 

“Hey, we’re working on the memorandum.” In general, we try to 

get the PPM out sooner in the process if we can.  So this first 

deal, the memorandum distribution turned out to run a little bit too 

long; four or five weeks.

What occurs is that people have life events that happen to 

them between their initial verbal commitment and receipt of the 

memorandum.  Now I didn’t know how many life events could 

happen to people.  I mean, maybe I’m very fortuitous, but I 

couldn’t believe it.  You know, things would happen.  You know, 

I’ve heard people say, “Hey, we’re thinking about…” and after that 

statement, you could insert any number of life events we’ve 

probably all heard that get in the way of life as usual.

Maybe a divorce happened, or there was a death in the 

family.  Sometimes a person’s job can be in jeopardy.  When any
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of these big things happen in people’s lives, those things become 

all they want to think about, and rightly so.  Rightly so!  I’m the last 

person to interrupt that.  That happened on two or three occasions 

during this first deal.  It wasn’t the people didn’t want to do the 

deal, it wasn’t stage fright, it wasn’t that they didn’t have access to 

capital.  They wanted to do the deal but some life event 

interrupted that.

In addition to life events, you must also consider that others 

may not have fully understood the structure of the investment.  I

had a couple people, even as 

accredited investors, come to me 

and say they made an error 

because they thought they could 

include the equity in their house.  

They just didn’t realize it when I 

had talked to them and told them

In addition to life events, 

you must also consider 

that others may not have 

fully understood the 

structure of the 

investment.

about it.  So that was just an error and I need to make that point 

more clear.  So I had a couple people drop out that way.

Other things can happen that affect dollar value of your 

capital raise.  Here is one of my favorite stories from the first deal.  

I’m sure you’re going to appreciate this.  On the first day of the 

million-dollar capital raise, I was obviously new in the role.  So I
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started out by sending this email out to 150 people who were 

accredited.  And I got this response back from a guy.  I thought to 

myself, “This is great.”  So we went down to the local coffee shop, 

and he said, “I’m really interested in this.”  So we go through the 

deck, I educated him on the deal, and I answered his questions.  

At the end of the conversation, he said, “I want to do $500,000.”

This is my very first meeting.  $500,000.  And then he said to 

me, “By the way, I have a brother who is kind of into apartments, 

he may be interested.  I have a friend that has money too, I think 

they’d really be interested.”  So I walked out of this meeting, I’m 

doing a fist pump, thinking, “I’m going to get a million bucks!  This 

is the easiest capital raise.  Capital raising is easy, just have a 

good deal.”  The very next day after this meeting, I had another 

investor meeting and while I was having coffee with somebody I 

got a call.  So I excused myself and the person on the other end 

of the call was the guy who wanted to invest $500,000.

This potential investor went into a discussion about how his 

brother owned an apartment in New Orleans and was under some 

kind of special government program where he had to keep the 

occupancy at 97% to sell it.  The brother in New Orleans was 

having a hard time selling the property, and was attracting less 

than optimal tenants to get to the 97%.  This business decision
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was driving the good tenants out.  My neighbor shared the long 

story of this situation.  I said to myself, “Oh my gosh.”  So his 

brother freaked him out about the whole deal, and bottom line is I 

lost that $500,000 investor.

I’d asked my mentor about the phone call and he said, “Hey, 

this happens.  Not $500,000 happens, but this happens.  Just call 

him again in two or three days and see if he’s kind of settled 

down.”  So I did just that and the gentleman was kind of settled 

down.  In fact, he’d reasoned through the situation himself.  He 

said, “Well, yeah, the markets for New Orleans and Dallas are 

different.”  So I got the impression that there might still be some 

potential for investment here.  I thought to myself, “I’ll put a little 

star there on my list.  It could happen, but I’m not really sure if it’s 

going to happen.”

And sure enough, right before we closed out the deal I went 

back to him again, expecting him to peruse the PPM, and he just 

said, “No, I can’t sign it.  I am superstitious.”  And that 97% 

occupancy number his brother shared with him was too similar to 

the 97% occupancy number in the deal I was trying to fund.  In the 

end, he said, “It just freaked me out.”  He was a savvy guy, he 

was intelligent, and it didn’t matter what I talked about, it was not 

going to happen.
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I was at a million dollars and now had been sent back to 

$500,000.  And, I had only three weeks to go.  I ended up raising 

around $1.7 million for the deal.  If you subtract out the $500,000 

guy and a couple $100,000 because of those life events, I had hit 

my number.  Now, what did I learn from this experience? The 

lesson is this: If you get a big commitment from somebody the 

idea here is to go ahead and maybe take $100,000 or $200,000 

as a verbal commitment, and then just say that the remaining 

$300,000 is going to be backup.  “I’m going to try to get you in.”

This works for a number of reasons.  One is that it builds a 

little bit of excitement from the person, like, “Hey, I may not be 

able to get in at the participation level I want.”  Another reason is 

that it reduces your risk if you have a really big investor who drops 

out at the last minute.  You may not get the deal done if such an 

investor backs out, so by structuring the commitment in this way, 

your risks are minimized by not counting too much of that money 

into your deal.

The bottom line is just that life happens.  Expect, 20%-30% 

of the people (money) to go away.  Another important point that 

ties into this lesson is that as soon as you hit your target, 

whatever that is, the next money you take in you have to tell 
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people, “This is a reserve.  I don’t know if I can get you in.  I’m 

going to try.  If some of my people in that $1 million target drop 

out, I will be able to get you in.”  And those people have to be in a 

priority order.  You know, you want to take first come, first serve.  

You need to have some kind of process around this situation so 

people who do commit money are aware of their standing.  You 

have to be honest with them.  They still may not get in.

Expect 20%-30% of the 

people (money) to go 

away.
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Lesson Seven - Work on a First Come, First Serve 

Basis

This lesson builds on what I discussed at the end of Lesson 

6.  Taking people in a priority order is important.  By working on a 

first come, first serve basis, you actually create scarcity.  As you 

know, we’re all procrastinators by nature.  It’s the human nature of 

a lot of people.  All of us, at one time or another, have our faults at 

being procrastinators.  So what happens there is, when you 

actually mention that, some people might believe you, some 

people might not believe you.  But if people truly don’t get either 

some or all of their investment in the deal because they missed 

out, or because they waited one day too long, whatever it might 

have been, and if they actually follow this deal along like a year or 

year-and-a-half down the road, they see that it’s reaching your 

expectations, it’s hitting the projections, that’s going to eat them 

up inside.  Most often, they’re going to definitely want to get into 

your next deal.

I found it interesting how this played out on my first deal.  I 

realized my closure rate improved tremendously once I hit my 

target.  Once people knew that I’d already raised a million dollars 

but I was going to take on a little bit more, they reacted like this:
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“Holy cow, it must be a pretty good deal.  He’s already raised a 

million dollars; all these people must think it’s a pretty good deal.”

The second point about creating some scarcity is also 

interesting.  When you tell potential investors, “I’m not even sure I 

can get you in, but let’s go ahead and take a verbal commitment,” 

a funny thing happens.  People get to the table and close quicker.  

For this deal, people in this situation made their decisions quicker, 

they closed quicker, they wanted to get in line faster, and that was 

a good lesson.  Nobody wants to miss out on something good.  

The psychology behind that is a very, very strong emotion.  This is 

a beautiful point to remember.
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Lesson Eight - Referrals

I didn’t do much with referrals on the first go-around.  First of 

all, I don’t really like to ask for referrals from the people that have 

not been in a deal yet.  So imagine if I say to you, “Hey, this is a 

great deal,” but you never participate in it.  You’re probably a little 

bit less likely to refer me to somebody else in your accredited 

inner circle if you had never done it before.  The last thing you 

want to do is refer someone to something you’re unfamiliar with 

personally.  After all, if the deal goes sour, then what do you look 

like, right?  You haven’t really vetted me, my project, and 

experience.  So it’s not bad to ask for referrals, but in the first go-

around I didn’t ask for many referrals.

So one of my associates who has been doing this a while, 

shared that about 25% of his capital raise comes from referrals.  

Now I didn’t have any of that going into my first deal.  I had no 

referrals, just credibility to latch onto.  But I certainly ask now, 

especially when I am talking to people who I think are in 

professions that would make them accredited. These would be 

doctors, attorneys, and the like.  I have a doctor couple that lives 

down the street from me and after I met with them and they 

decided to participate, I simply heard in the background, “Yeah, 
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we’re just starting to get into real estate.  We just bought some 

raw land with some other folks from work.” Then my antennae 

went up.  So I felt comfortable to ask.  At the end of our meeting, 

they gave me the verbal commitment and I asked, “Hey, do you 

know anybody in your network?  It sounds like you guys are 

starting to get a little team together that might be interested.”  And 

they turned me on to another couple who I met with like a week 

later, and they also got in the deal.

So don’t forget to ask for referrals, but be comfortable with 

that timing.  If someone doesn’t do the deal I’m not sure if I would 

personally ask for a referral.  Now next time, I have a list of 13 

investors for this next deal.  For every one of them, they’re going 

to get an email on the next deal, and I’m pretty sure most of them 

aren’t ready to reload.  Some of them will be ready.  But for all of 

those people I am going to ask them, “If this isn’t right for you right 

now, I know you just did this deal, you’re just getting used to it.  If 

you feel comfortable connecting me with somebody that you know 

really well, that likes real estate and is accredited, I can sit down, 

have a coffee with them, see if this makes any sense for them.”

That’s the exciting part of this business.  I talked to my wife 

about it, and I talked to my coach.  I shared with them that this 

business is going to get easier from the capital raise side under a
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couple scenarios.  The first scenario is that we keep executing 

deals and building that track record.  And the second is, with 

intention, going back to those people who have participated in 

deals with me and taking good care of them.  Absolutely, at some 

point I’ll have a list of 100-200 investors who are all accredited, 

who have all done deals with me before, and then that’s my list.  

Of course you’re always expanding the list; it’s always dynamic.  

This is because people do drop off and some may come and go 

because of whatever life circumstance they’re in at any given 

time.  The list will remain your primary source for finding future 

investors.

Capital raising becomes a snowball effect after a while.  In 

fact, it’s interesting that at some points in time you may have to 

turn away some capital and deals from investors.  This doesn’t 

make potential investors too happy.  However, it’s a good problem 

to have.  It’s a good problem, and it goes back to the whole idea 

of raising capital and creating deal flow.  They’re both so vitally 

important to your business and if you can’t be experts at both of 

them, then one side of your business fails.  I mean, if you don’t 

have enough deals coming in but you’ve got all the money, well it 

doesn’t matter because you can’t do deals.  If you’ve got a ton of 

deals but you don’t have the money, it doesn’t matter, you cannot
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do those deals.  Either way, it’s frustrating.  For me personally, I 

think the most frustrating thing has got to be really spending a lot 

of time finding a great deal and then not having the money.  The 

money side of the equation is the most personal part.  Without 

that human contribution, whether from an individual or a family, it 

involves touching lives, which in turn, creates the opportunities 

which make the deals work.
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Lesson Nine - Timing is Everything

You know, timing is everything.  We all have heard this 

adage at one time or another.  It doesn’t matter if someone would 

be a great investor for you, it doesn’t really matter if they love the 

deal, the timing may not be right.  And that’s okay.  It’s certainly all 

right to tell someone that it’s fine to pass on this particular 

opportunity.  Just keep those people on your list.  Expect the 

timing not to be right for people as a reason they don’t do the 

investment.  As you do this, don’t take it personally and don’t think 

that it’s not a good deal.  Just be respectful of the fact that we’re 

all at different points in our life.  From moment to moment things 

can change quite drastically.  I experienced that on this deal; 

people having some real challenging life experiences.

Here’s another example we haven’t talked about yet.  I was 

unwinding an investment and it just took a while.  So these people 

had money, but it was in an illiquid investment.  They thought they 

could sell it in four or five weeks, and it didn’t happen.  You know, 

they had the means, they loved the deal, I wanted them in the 

deal, but it’s just timing.  So don’t get bent out of shape about 

situations like this; take it in stride.  The good news is, those 

people will be ready, hopefully, the next time or maybe next year, 
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when life is then settled down, or when they get a little more 

clarity on their goals and their future.  But don’t push the deal on 

people, don’t be sales oriented about it, just respect others’ 

perspectives. 

It not uncommon to find the timing of unwinding another 

investment a factor in capital raising.  Generally, you’re dealing 

with sophisticated investors, accredited investors.  One can

reasonably assume that they’ve 

got their money tied up 

somewhere.  People don’t just 

have their net worth of $2 million, 

or $3 million, or $4 million sitting in 

cash in their savings accounts or 

money market accounts.  They’ve

Don’t push the deal on 

people, don’t be sales 

oriented about it, just 

respect others’ 

perspectives.

got it tied up in something.  How liquid it is?  We don’t know.  A lot 

of times the challenge is how fast they can get access to that 

money.  A lot of times there are penalties that are associated with 

people cashing out these types of investments.  So that’s 

something you just have to expect going in.  Just because you’ve 

got Mister Doctor over here that’s got a $5 million net worth, don’t 

think that he can just go access that $5 million tomorrow.  These 

things take time.
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Scenarios can be interesting but, you know, some things you 

just need to continue to take in stride.  In thinking about 

something else that happened to us, I had an investor in California 

who just sold his house.  As you may know, California has got 

some really good pricing now.  This man said, “I’ve got $800,000,” 

and I wasn’t trying to steer him to do the whole thing.  I just said, 

“Hey, if you’re interested in apartment investing maybe you’ll take 

some of that and invest with us.”  He was doing a 1031 exchange.  

So there are some timing elements there and there are also some 

structures that our partnership would have to set up, like a 

Delaware trust, to be able to accept this 1031 money.  I’ve since 

talked to my coach about it.  On our future deals, if they’re done 

solely with us as a general partnership, we’re going to start setting 

up those kinds of deals, but that’s maybe an exaggerated point 

because the 1031 obviously has a lot of timing elements.  They 

have to identify the new investment in 45 days, they’ve got to 

make sure this thing happens in six months.  So just be ready for 

various things that come up and expect timing to be important.
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Lesson Ten - Total Focus and Family Support

This is the last lesson I will be sharing with you in this book, 

but it is definitely not the least.  None of the other nine really 

matter without this one.  The total focus and family support, in my 

first capital raising experience, played a big role in my success.  

Knowing that the gun has sounded, you have five weeks to raise a 

million dollars, and there will be a nice financial benefit for you 

when you reach the goal, there’s a feeling of satisfaction when 

you do it.  When it’s your first time, you’re not sure how it’s 

actually going to go.  But what I learned from this is it was really 

one of the most intense experiences of my life for this duration of 

time.

Now for four to five weeks, capital raising was all I really 

thought about.  I didn’t sleep really well most of the time.  I think I 

lost a few pounds, which is probably a good thing.  I just forgot, I 

hadn’t been eating because I was so excited to be working the 

deal.  I’m sure there’s a smarter way to do it, but I’m still not the 

most social media savvy person.  My coach would probably just 

send it out in his little teaser email to everyone.  But I wanted to 

follow up personally with everybody.  That’s a lot of emails, 

following up, a lot of coffee appointments, a lot of lunch
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appointments, and a lot of different things going on.  My schedule 

was really full.  And what I think is important to relate to you is that 

I ate, slept, and thought of this for four or five weeks.

Depending on how long your capital raise period is and how 

much you’re trying to raise, you will likely be in the same situation.  

Certainly a million dollars over a four-week period would probably 

be standard in our industry.  So this gives you an idea of what lies 

ahead.  You know, you really have to have your family fully on 

board to what’s about to happen, and I did.  I had that, I was very 

fortunate.  My wife was very supportive, she even helped me with 

some of the deals that we talked about where I needed her help.  

The kids, at this age in my life, are pretty independent.  One’s in 

college and one’s very mature, going into high school.  She’s got 

her own independence.  I have a mother-in-law—this is where I 

think I have an advantage—who does the cooking and various 

things around the house.

So I didn’t have to worry about where my meal was.  I had 

my computer, I knew where my bed was.  This really put me in a 

safe surrounding.  I was just going out, meeting people, and doing 

emails.  But it was essentially a very focused, intense experience.  

You’re educating people on what are they going to get in the mail.  

They’re going to get a PPM from us and you want to pre-wire
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them on what to expect in that 100-plus-pages document.  You’re 

explaining how to sign those documents.  There were some 

investors that wanted to invest with their IRA but they didn’t have 

it self-directed.  So I had a lady who was with a nationwide self-

directed company contact them and walk them through that 

process.  I also had to learn that process so I said to myself, 

“Keep it simple.”  Our whole message was, “We need to get the 

investors to the finish line, let’s make it easy.”  As easy as 

possible, you know?  I don’t want a lot of emails, I want very crisp 

instructions, very simple instructions.  I can’t overemphasize this 

enough.  I think the most valuable thing and why I was able to get 

to the finish line was because I had great family support.

Everybody in the family kind of knew what I was doing.  I 

don’t think anybody knew it was going to be quite like it turned out.  

I got some naps wherever I could.  I just tried to really focus on 

the tasks at hand.

If you have a lot of distractions coming up, arrange 

accordingly.  I told my coach on the next deal coming up, “I want 

to get my vacations out of the way.  I want to make sure there’s 

not a lot of stressful things going on in my life.”  The idea here is 

to wrap up some things before adding this new thing.  This is 

because the new thing will start to push some of the other things
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off until after you have raised the capital.  Clear your calendar is 

the simplest thing I can say.  Clear the calendar for this entire 

four-week period.  Communicate with your spouse and your 

friends.  You may not be that guy that meets his friends at the 

social happy hour for a few weeks.  You may not be able to do a 

number of things like this.  You really need to dedicate yourself to 

the deal, see what you can do, prove that you can do it, and get 

your confidence up.

When you do it, you’ll be very 

glad that you took the time to really 

take it seriously.  You’ll also be 

surprised at what you can do.  I, in 

the back of my mind, wasn’t really 

sure if I could do a million dollars

You really need to 

dedicate yourself to the 

deal…

until I really thought about it.  But I was able to do it pretty quickly.  

I learned a ton along the way, and I continue to learn, thanks to 

my support system.
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Tying It All 

Together
8
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Hopefully these ten points were a good starting point for you.  

Whether you are new to raising capital and haven’t done it before or 

maybe did it once and you’re just looking for some ideas.  I am a 

firm believer that we can learn a lot from others around us.  Every 

experience is different, and it’s not always easy to try something 

new.  Raising capital is a hard task to take on, but there definitely is 

a very large reward on the back end if you spend the time, put the 

focus in, and get the job done.

I think bottom line, and what I learned through this experience, 

is essentially that family support is key.  You just have to have 

everybody on the same page with you.  Essentially, at the end of the

day, I’m hoping that some of these 

ten points resonated with you and 

you got some benefit out of it.  I’m 

still learning.  We all are learning 

every day.  If we’re not learning 

we’re not progressing.

And remember, even when you think you’ve got your system 

down, there are still things to learn in order to get better.  I’m

Chapter 8

Tying It All Together

Family support is key.
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reading books every day and just trying to look at this from 

different perspectives, and also to not feeling like I’m selling 

something.  I am constantly asking myself questions that relate to 

many of the lessons in this book: the credibility, education, and 

relationships that make the business of raising capital and doing 

deals successful:  Do I have a good product?  Do I have a good 

market?  Do I have a good, experienced team behind me?  And 

just go talk authentically about it.  Don’t get upset if it’s not the 

right time, or people don’t have the money there.  You know, 

they’re not ready for it now.  It’s okay.  If I can take away an 

education experience for them I will, because like I said, a lot of 

people have never invested in apartments before.  “What’s 

apartment investing?  What are you doing?”  Well, I kind of tell 

them it’s like a big flip.

Many people watch those home improvement shows, you 

know the ones.  They show people fixing up and flipping houses.  

Those seem to resonate with a lot of people.  So I explain our 

deals in a similar way.  We’re taking something that needs to be 

remodeled, needs better property management, and if we do 

these things right it raises the income of the property.  And it’s a 

performing asset so it’s making money now.  We’re going to make 

more money through several improvements.  Also, you’re going to
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get some money along the way.  Relating it to the television 

shows like this is a great way to make it simple for a lot of people.  

I think this simplicity really helps others understand.

I hope you found the ten lessons I learned from raising $1 

million in two weeks from my first apartment complex deal to be 

informative and helpful.  As you begin, you’re going to experience 

your deals in your own individual ways, but I think it’s very helpful 

to understand the path that other investors and deal-makers take.  

You can actually apply these lessons into your own business, and 

into your own capital raising process. So as we end our time 

together on these personal experiences, I wish you the best of 

luck on your capital raising journeys.
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3 Deals Done,

$4 M Raised

The Rest of 

the Story

Epilogue
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It truly does get easier the more times you do capital raises.  

Why is this?  There are several reasons, some obvious and some 

not so obvious.  The obvious reasons are that you learn more, you 

get more confident as you’ve handled many of the same questions 

and some new questions that continue to stretch your breadth and 

depth of knowledge.  That learning translates to less hesitation in 

responses, more eye contact and more assertive tone in voice and 

posture.  You are also more confident with the markets, deals and 

sponsor team as they continue to provide solid projects and execute 

to the plan. All the little things like handling an investor from start to 

finish gets more polished, processes are continually refined to 

provide a smooth onboarding thus creating a great customer 

experience for the investor.

The second thing is that my personal track record grows as 

does my brand.  I decided after my first deal that I really don’t work 

for the sponsor per se.  I mean, I really work for the investor, with a 

goal of finding good deals in good markets, partnering with 

trustworthy and proven sponsors that I’m confident can deliver on 

their business plan.  I then find accredited investors for these deals, 

placing them in investments that many have never participated in 

Epilogue

3 Deals Done, $4M Raised, 

The Rest of the Story
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before but are very interested in learning and understanding how 

they can take advantage of them.  I can’t advertise, so the work is 

in finding these interested, qualified (accredited) and able 

investors; educating them and gaining their trust to ultimately 

invest their money into the deals.  It’s a win / win.  The sponsor 

wins and the investor wins.

Once investors receive their first distribution on schedule 

and in roughly the amount expected in the plan, there is an instant 

feel-good moment that this investment actually works. If the 

investors are in a good financial position to invest in the next deal, 

they then already have gained experience with me and the same 

sponsor, and the decision to re-invest is much faster and easier 

for all involved.  I had no return investors on my first deal (that’s 

obvious right), but the second deal, I had 5 return investors (about 

28%) and on my third deal I had 10 return investors (about 33%).

Now here’s where it gets fun to think about.  I figure on a 

$1M raise from my experiences so far, if our minimum investment 

is $50,000, the average investment is about $75,000.  Most folks 

will do the minimum, and then you have a few who do $100,000 

and usually one or two will do more than that, up to $250,000.  At 

that $75,000 average, 13 to 15 investors are needed to fill a $1M 

raise target (we do take a few less than $50,000 to round out
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raises and to support new folks who are accredited but not quite in 

a liquid position of $50,000).  So, let’s say for every $1M raise, I 

need 15 investors.  If 33% are repeat investors, then I only need 

to find 10 new investors so I’ve just reduced my workload by that 

much.  Repeat or return investors take significantly less time to 

make decisions on future deals with the same sponsor since most 

sponsors utilize the same strategy that they just repeat and often 

are working in the same market in a cluster pattern so not a

lot of education is needed.  Often 

an email including a deal deck, 

video and investor conference call 

is all it takes.  On my 3rd deal, I 

sent an email out to my investor 

base on a Friday with a ‘first come, 

I sent out an email to 

my investor base on a 

Friday… and by 

Monday, I had $500K 

reserved without even 

a phone conversation.

first serve” reserve a spot type of communications and by 

Monday, I had $500K reserved without even a phone 

conversation.  That’s powerful!

Working with the current sponsor and discussing acquisition 

strategy, I expect that I will be involved in about four deals 

annually, one per quarter which is a comfortable pace and not too 

hectic a pace for capital raisers (note: it’s important to have some
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downtime between raises to rest and regroup both for you and 

your investor base, enabling digestion of the deal before sending 

the same investors another deal).  If I simply raised $1M for each 

deal (hardly as I keep increasing my raise capabilities and have a 

$2M raise goal per deal in 2017), I need 15 investors as 

discussed above and 10 will be new investors.  I have 45 or so 

investors after 3 deals.  If I do 4 more deals, by end of 2017 I 

expect to have 40 to 50 more investors or 80 to 100 total 

investors.  I have a stretch goal of 100+ investors though because 

I expect to raise more money per deal which requires more 

investors assuming the same $75,000 average raise per person.

Now, think about this for a second.  If I have 100 accredited 

investors and say just 25% of them are repeat investors for each 

deal (note: I’m experiencing about 33% return investors per deal) 

and each investor invests typically $75,000, then 27 investors are 

needed at $75,000 per-investor average to equal $2,025,000, call 

it $2M!  So, if little work is needed with repeat investors and 27 of 

them come back, literally you can help the sponsor fund $2M very 

quickly and with a high degree of confidence and not a ton of work 

on your part.  The more you raise, the more you earn in 

compensation through a higher percentage of the general 

partnership.  Now that is exciting and something you can look
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forward to with an active sponsor that does good deals and shows 

success; you can really get growing your investor base in no time.

Growing your Brand

It’s important to grow your brand.  Some of this comes 

naturally with return investors as mentioned above but it’s 

important in the beginning to have a brand strategy. I met a lady at 

a local general networking meetup group who was an executive 

coach, with a sales and marketing background who focused on 

helping folks obtain peak performance.  I have not done a lot of 

study in this area and felt that with social media taking over more 

of our lives and attention that I needed an overall holistic strategy 

for my social media business.

After my first deal, I worked with my multi-family apartments 

coach who helped me shape my business plan.  That plan was to 

not work for the sponsor but to operate as an independent 

contractor.  So, yes, I’m compensated by the sponsor but I don’t 

get a W2 salary, I’m not listed on the company website, etc.  

However, I like this arrangement.  Why?  Well, if the sponsor 

decides to not do any more deals or finds a cluster of super
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wealthy clients that can simply fund deal after deal, then my 

services are no longer needed and I’m out of business.  Hence, 

this is truly my own business, growing a client base of accredited 

investors, ensuring I’m providing them with solid operators that 

can help them invest in projects that earn solid income and 

appreciation from the investments we can offer to them.

My multifamily coach also came from a marketing and 

advertising background so I saw first-hand how he was growing 

his brand through a daily real estate investing podcast that

reached thousands of folks, he had 

a growing coaching program and 

he was actively investing in large 

apartment communities, providing 

his students like me with practical 

opportunities to participate in 

syndication by learning about the 

It is truly my own 

business, growing a 

client base of 

accredited investors…

market, the deal, and raising capital.  He was very clear that the 

investors I found and developed were going to be my investors, 

not the sponsor’s investors.  That is a very key point.  If you are 

working with a sponsor, make sure this is clear up-front and get 

that in writing.
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Retention and Referrals – Take care of them

For investors, I do like to touch base with them, maybe 

having a lunch, coffee, or sending a note that is specific to them. 

You may want to think about an annual gift, and doing that around 

“off gift-giving” holidays such as fourth of July where people aren’t 

expecting it.  The gift can be nominal but should be tasteful and 

perhaps practical.  This year I’m thinking to offer a free book on 

the benefits of multifamily investing from another syndicator 

acquaintance of mine that can be ordered from my website easily 

via an Amazon link.  Get creative but think about ways you can 

reward your top investors and the investor base in general 

besides showing them more deals to invest in.  You also might 

think of developing and sending anything you write about or 

articles that pertain to the investment or markets their investments 

are in.  I’m going to put together a monthly newsletter (more 

below) and have started blogging.  I create “special reports” that 

are easy to read but show up routinely in their email as another 

way to add value for them and increase their knowledge so they 

are better-informed investors.
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The 2% Plan

Through three capital raises now, I would say that referrals 

will gain ground but I have not put a lot of focus on it yet.  I think 

one thing is that none of the deals I’ve had my investors in have 

gone on longer than about 8 months.  Only one has had two 

distributions and the other just one so far.  Although getting an 

estimated 2% returns on your investment in the form of a 

distribution each quarter really gets folks believing, I expect they 

will get more confident after a year or two.  This is when its typical 

for sponsors to refinance and pull out a nice piece of equity back 

to investors from the value add efforts (renovations, operational 

efficiencies) that increases the net operating income (NOI) of the 

property.

I devised a 2% referral plan to encourage return investors 

to think about who else in their inner circle is likely accredited, 

interested in real estate investments and would like to hear what I 

have to offer.  This plan pays 2% of the total investment amount to 

the investor for referring me to an accredited investor they know 

who ends up investing in the deal.  I only pay it once per person 

for their referral’s first-time investment.  So, as an example, if 

Mary has a friend (Sara) that she refers me to and Sara invests 

$75,000, at closing I will write Mary a check for $1,500.  If Sara
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does a second deal, no referral is paid, just the initial one because 

at that point, I’m doing the work to maintain and develop the 

relationship further.  The beauty in this for me is that I did not have 

to work to find Sara, Mary did that for me.  Thus, the referral fee.

I did this recently and mailed a check with a nice thank you 

note to an investor who was very excited and appreciative to 

receive the $1500 referral fee.  It happened around the holidays 

as well, so timing was especially good.  Now, that may seem like a 

lot of money but I was not losing money on the deal.  It cost me 

no time in finding this new investor 

and my total compensation (paid 

over the 5yr investment hold 

period) for my money raising 

efforts more than covers the 

referral fee. Just do your own

It is truly my own 

business, growing a 

client base of 

accredited investors…

calculation based on your compensation arrangement with your 

sponsor and decide what might make sense for you.  I would even 

say if you are slightly breaking even from an acquisition fee 

standpoint but growing your investor base in the beginning then 

that is worth it because maybe 30% of these investors will be 

repeat investors (requiring no additional referral fee to be paid) 

and their second investment comes with little effort as mentioned
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above.  Referrals are an excellent source for attracting new 

investors.  They just happen to involve a small monetary 

expenditure than a time investment on my part.  Let’s just say it 

was a no brainer. 

Time for a comment on compensation.  Capital raisers 

working for the sponsor in marketing the deal must be part of the 

general partnership per Securities and Exchange Commission 

(SEC) requirements.  That’s a good thing if you are a capital 

raiser.  The general partner typically will receive:

• Acquisition fee (1-3% of the purchase price) paid at 

closing when property is acquired.

• Asset management fee based on monthly revenue 

generated from the apartment (typically 1-3%) –

typically distributed quarterly.

• Equity distributions - typically paid out quarterly but 

would also include any one-time events such as a 

refinance (cash out) or sale of the property.  The limited 

partners (investors) participate as well in these 

distributions.

The equity distribution split percentage can be any type of 

arrangement but I would say 70% to the limited partners
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(investors) and 30% to the general partners are common splits.  

Hence, as part of the general partnership, my compensation 

would be paid at various intervals, some via the acquisition fee 

when we close on the property, some via the quarterly 

distributions of profits (and asset management fee), and the bulk 

at “one time” events such as refinance (typically in year 2-3) and 

sale (typically year 3-5).  In my experience, these compensation 

opportunities break out like this:  about 20% of your compensation 

is paid in the acquisition fee and 20% in quarterly distributions 

(asset management fee and general partnership equity %) and 

then a whopping 60% comes at refinance and sale events.  So, 

the bulk of the compensation is back end loaded shall we say.  

So, when I say total compensation over the life of the project, that 

is what I’m referring to. 

My sponsor pays me a fixed % of every $1 that I raise which 

makes up my total compensation for the deal.  The more I raise 

the more I make.  

Side note:  It’s important that you don’t over commit on the 

raise though because you don’t want to leave your sponsor short 

when he’s counting on you.  Better to under commit and often the 

sponsor will come back to you to see if you can raise a bit more if
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someone else on the team is not producing.  I seem to always get 

a chance to up my raise.  

If your share of the acquisition fee per $1 raised is higher 

that the referral fee paid to the investor, then that’s a good deal 

because you can pay that at close and it doesn’t come out of your 

pocket per se.  In other words, sponsor pays me my acquisition 

fee % for the deal on all investors that invested then I turn around 

and cut a few checks to my investors who gave me a referral.  

Secondly, my goal early on was growing the investor base.  I was 

firmly behind the idea that giving my time to people, educating 

them, rewarding them for helping me grow my investor base was 

warranted.  Like planting seeds, it would hopefully encourage 

folks like Mary to continue to refer me.  You never know where this 

will lead.  I do get a sense when talking to people if they are 

particularly connected and hence, I get excited when I can reward 

these folks and see how motivated they are to continue referring.

The other key point to keep in mind (and I’m far from this as 

of this writing) is that my multifamily coach shared with me that 

about 25% of his capital raise comes from referrals and that he 

doesn’t even ask for them.  So, think about this for a second.  If 

over time, 25% of your business comes from referrals and they 

just fall in your lap from happy investors you’re already working
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with, then how big can your percentage of referrals per capital 

raise be if you are rewarding investors with a 2% fee to provide 

you with referrals.  Hmm…I’m excited to find out.  I’ve found that if 

a referred investor actually wants to talk with me and their friend is 

already in past deals and happy, then the close rate, provided that 

referral is accredited and is liquid, is extremely high.

Finding New Investors – Play to your Strengths

I read a book not too long ago called Strength Finders 2.0.  It 

basically turned around everything I thought about on personal 

development of self.  Growing up, the focus was on identifying 

your weaknesses and spending time shoring them up.  It you were 

good at something then great, you were a natural and just would

go with it.  This book hit a tone with me.  

It said essentially just the opposite.  

Stop wasting time identifying and trying 

to correct what you are not good at and 

get stronger at the things you are 

naturally gifted at.  The things you are 

gifted at are things you usually like

Stop wasting time 

identifying and trying 

to correct what you 

are not good at and 

get stronger at the 

things you are 

naturally gifted at.

because you know you are good at them, been told you are good 

at them, and they come naturally and fairly easily for you.  But
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that’s a trap in itself because if you are told then to work on your 

weaknesses, you never fully develop your natural talents.  I loved 

this book.  So, how does this relate to money raising.  Well, my 

coach told me after my first raise to go back and identify the 

number of folks I had, how much they contributed and where they 

came from.  This was a powerful exercise and one thing you 

should absolutely do on every raise.

After two deals, here’s the data I compiled.  What stands out 

to you:  Where am I strong and where am I wasting my time?

First, glance at the data and notice what is working and 

identify what’s not.  It’s simple, what is working is where you want 

to be a Tiger Woods or a Michael Jordan of capital raising.  You 

want to focus on those few areas where you are getting your

Source
# of 

Investors
$K 

Amount
% by 

Count
% by 

Amount
Cumulative 

%

Spouse Network 8 830 30% 35%

Bigger Pockets 10 625 37% 27% 62%

My Work Network 1 375 4% 16% 78%

Joint Spouse Friends 
Network 3 250 11% 11% 89%

Referral 2 150 7% 6%

Multi-Family Apt. 
Weekly Meetup 2 75 7% 3%

My Friends Network 1 50 4% 2%

Multi-Family Apt. 2 
Monthly Meetup 0 0 0% 0%

Total 27 2355 100% 100%

Opportunities: Grow the top 3 networks and Referrals
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investor folks from and turbocharge your focus there.  In my case, 

just two areas, my spouse’s network and BiggerPockets provided

67% of my investors (18/27) and a whopping 62% of invested 

capital. I had one investor from my former work network that I 

definitely need to be taking to lunch more frequently and work him 

for referrals as he’s at an executive level.  

Where not to spend time: My multifamily meetups were 

taking time to attend and not providing the bang for the buck.  My 

friends, I think, are still mentally seeing me transition from my old 

corporate role so I’m sure they will come around naturally over 

time as they see my success grow but I’m not going to work that 

for now.  I should be spending a lot more time in my wife’s 

network and more time cultivating relationships and spreading my 

brand on BiggerPockets.  Lastly, since I have data on how 

effective referrals can be, that should be my opportunity area.  

Referrals are not a strength now, but one to develop with focus 

(perhaps my 2% referral fee needs to be advertised through email 

distribution process to current investors).  Note: Return investors 

were not shown here, but by deal #3 I had over 30% return 

investors.  That coupled with a growing referral base could easily 

total more than 50% of my investors in future capital raises.
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Bottom-line, focus on your strengths and don’t waste your 

time on weak areas unless you see real opportunity.  After three

deals, I would say outside of about 35% return investors, 40% of 

new investors come from BiggerPockets connections and about 

20% from my wife’s network.  I’m very happy with my return 

investor percentage but want to spend time growing my referral 

base and learning strategies around that.  I want to advertise my 

2% plan in the right way and ask for them in a natural and 

consistent way. 

In closing out, in about 8 months since I started capital 

raising, I’m now a general partner in over 800 apartments in three 

separate communities.  I’ve raised over $4.4 million to date and

on the third deal, I actually hit my goal 

of raising $2m per deal.  My investor 

base has grown to almost 50 

accredited investors.  My return 

investor base is very encouraging at 

over 30% after the third deal. Referrals 

are starting to get some traction and I 

expect that to be the next real growth

In about 8 months 

since I started capital 

raising, I’m now a 

general partner in 

over 800 apartments.

opportunity for me.  My current focus is on building my brand.  I 

have an attractive website with pictures of the team, projects, 
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education, resource areas and a way to contact me.  I started 

blogging to share content and awareness. I created this e-book 

that will be available on my website for easy downloading to drive 

folks to my site and in hard copy at Amazon.  I’m a guest speaker 

at a real estate investing conference in Denver, CO in a few 

months talking about capital raising.  The point is to use this 

momentum, get some good advice (hiring a good coach is highly 

recommended) to turbocharge your business.  Network 

continuously, get your brand out there in person, on social media 

sites, books, conferences, etc.  Make it happen, it won’t come to 

you.

Raising capital is a skill that can be acquired.  It’s a business 

like any other business.  You need to understand how it works, 

Raising capital is a 

skill that can be 

acquired.  It’s a 

business like any 

other business.

align yourself with experts to build your 

knowledge and credibility, add value to 

syndicators by being able to raise 

capital consistently and in larger 

amounts over time and you will be 

rewarded handsomely by being part of 

all these deals as a general partner.  

You then gain experience and can one

day do your own deals or continue helping key sponsors that you 

like and negotiate even better terms because you are the “go-to”
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guy or gal for getting them their life blood for their business  

capital!  Without capital, they can’t get deals done.  You are a very 

valuable part of the process for the syndication team.  Get good at 

it and you will go places you never thought possible.  Wishing you 

the best on your journey!
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David Thompson is a real estate investor and multifamily 

syndicator based in Austin, Texas, and his story is one of 

commitment, dedication, and a never-give-up type of attitude.  In 

this book David is going to share how he recently raised $1 

million in just a short two weeks for his very first multifamily deal.  

If that isn’t impressive enough, this first deal is 320 units in size.

The first time he ever raised capital for a real estate deal was his 

very first multifamily property.  Quite impressive, right?  David is 

going to share with you the 10 big lessons that he's learned on 

this very first deal and how you can take these same lessons and 

apply them into your own real estate business.

I am absolutely positive that you will gain massive value from the 

information in this book, and will be both inspired and motivated 

by David’s story.

--Kevin Bupp

www.KevinBupp.com


