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Praise for Multi-Family Millions

If I didn’t know better, I’d say Dave Lindahl has a degree in psychology.
This book shows you how to get inside the heads of real estate

brokers, sellers, tenants, and buyers. When you follow Dave’s advice
in this book, your deals will become irresistibly attractive to the people
you’re negotiating with. Well done!

—Bill Bartmann, named “One of the Top 100 Entrepreneurs
of the Last 100 Years” by the Kauffman Center for
Entrepreneurial Leadership (www.BillBartmann.com)

Let’s get real: There are hordes of real estate investors out there. These
days the chances are slim of finding a deal with fat, obvious profits.

That’s where this book is so crucial: Dave Lindahl shows you how
to uncover the deals with fat, hidden profits that your competition
will walk right by.

—Jeff Adams, President, www.RealEstateWebProfits.com

No theory here! Dave’s book is filled with the practical steps you
need to go from where you are to landing your first major deal. It just
doesn’t get more “connect the dots” than this.

—Stacy Kellams, President, www.RealEstateCourseReviews.com

So many books are just a bunch of vague generalities. Not the book
you’re holding in your hands: Dave Lindahl details the numbers in-
vestors need to get comfortable: specific ratios, rules of thumb, and
tons of concrete examples. Add in Dave’s easy-to-understand conver-
sational style, and you have a winner.

—Wendy Patton, best-selling author of Investing in Real Estate
with Lease Options & Subject Tos and Making Hard Cash in a
Soft Real Estate Market (www.WendyPatton.com)



Dave Lindahl delivers the goods again. This step-by-step book shows
you how to find almost secret deals with big hidden profits, and you
won’t even have any competition. It just doesn’t get better than that!

— J. P. Vaughan, publisher, Creative Real Estate Online
(www.creonline.com)
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To the memory of my grandmother, Mabel Bowser, who,
after the loss of her husband Fred Bowser just two years

after opening the Old Town Fish Market in 1950, raised
four teenage daughters and a late-in-life baby boy while

keeping that business operating well into the 1980s.

The lessons that my mother, aunts, uncle, cousins, and I
learned while doing our time at that fish market
left a legacy of “family first” and hard work for

generations of Bowsers to come.
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CHAPTER 1

A Different Approach
that Creates Huge
Real Estate Profits

Congratulations.You’re now read-
ing a book that can change the way you think and invest in real estate.
And it’s a change for the better, because there are big profits awaiting
the action-takers who follow the steps inside this book.

I must warn you: I’m a contrarian. If you’re looking to get the same
old advice from this book that will reinforce all the other things you’ve
heard about real estate, I will disappoint you.

Are you also a contrarian? If you are, you’ll understand what I mean
when I say that it can sometimes be scary to zig when everyone else
is zagging.

But the biggest profits are to be made when you buy low and
sell high. And to buy low, that means you’re buying when everyone
is telling you how crazy you are. When you sell high, you’re dump-
ing properties just when everyone else thinks the party’s just getting
started.

If you stick with me, get used to two things:

1. You’ll feel like a head case when everyone else is telling you how
you’re investing wrong; and

2. You’ll make a whole lot more money than all the naysayers and
backseat drivers put together!

1



2 Multi-Family Millions

That money will allow you to have what I call The Attitude: You
can do what you want, when you want, where you want, for as long as
you want, and with whom you want!

After all, isn’t that a great way to live your life? That’s the freedom
that serious wealth brings.

How This Book Is Different
Not only am I a contrarian, but I’m also different from the vast ma-
jority of real estate gurus. I believe you’ll find those differences to be
a breath of fresh air.

I’m Not a One-Trick Pony

Some authors have done two or even 20 deals and made a few bucks.
Suddenly, they become experts. I’ve done more than 540 deals, and
now control more than $142 million in real estate.

Other experts have worked in one real estate market only. Here’s
the problem with that: What worked for them in San Diego might
not work 2,353 miles away in Sandusky, Ohio.

I’ve been buying real estate across the United States for 14 years
now. I’ve enjoyed good times, like buying an apartment complex that
resold for a $4 million profit after only two years of holding it. I’ve
also suffered through bad times, like when a city task force tore down
one of my buildings without giving me notice and not compensating
me for it. Fortunately, I had just bought it and there was no one living
there at the time.

There’s a saying: To the person who has only a hammer, the whole world
looks like a nail. If a real estate guru knows only how to do, say, single-
family rehab deals, then you’ll be getting lots of advice on how they’re
the best type of deal to do.

No, you need an entire tool belt of real estate power tools, so you
can apply just the right one for the task at hand.

This book will give you another extremely powerful tool to add to
your belt: How to make money repositioning multi-family properties.
Is it the best approach in every market, at any given time? No. Then
again, no one tool will ever do that.
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But I’m handing you a tool that can make you a great deal of money
in markets throughout the United States.

My Techniques Will Make You
Money in Soft Markets

Just like seasons of the year and the economy in general, real estate
has its own cycle. When you listen to an expert who’s made money
in only one part of that cycle, you’re taking a big risk.

Have you ever read a real estate investing book, been proactive,
and started using the material only to find out that you couldn’t
get any deals done? It probably wasn’t a flawed technique. Most
likely, you were trying an okay technique in the wrong phase of that
market.

What if your market is in a different part of the real estate cycle?
What if you have no idea where your market is in the cycle?

My system is based on:

� Buying and selling properties in any market
� Using the right strategy for the particular phase a market is in to

maximize your profits

There are four different phases of a market cycle. Some strategies
will work great in one phase, while others will not work at all—until
perhaps the next phase, when they’ll be just the right ones to use.

You can continually make great profits in your own backyard as
long as you know what phase your market is in, and what strategies
you should use right then. I explain in this book when just the right
time is to apply the techniques you’ll be discovering.

I Assume You’re Holding Down a Day Job, with
Very Little Spare Time to Get Your Real Estate
Career Going

When I first started thinking about buying real estate, I had a start-up
landscaping company that kept me going from morning to night. I
also had family obligations and was part of several community groups.
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Many other systems assume that you have all the time in the world
to invest in real estate. They assume that you can complete long lists
of tasks so you can become successful.

How unrealistic is that?
I’m betting you’re in the position I was: You definitely want to get

ahead and break out of the 9-to-5 grind, but your time tank is running
on empty.

This is where my system shines. I will show you—in literally
30 minutes a day—how you can get started on your way to enjoying
a lifetime of prosperity.

Sure, once you have your sights on a great deal, it will take more
than 30 minutes a day. But then, you’ll be working on a great deal!
Even then, I’ll show you how to get the very most done in the shortest
possible time. I’m a time fanatic, and you’re going to benefit from that.

This is not a get-rich-quick scheme. You’ll see big benefits quickly,
but still, it will take more than one deal to reach financial freedom.
Here’s the great part: I’ve discovered that if you will do for three to
five years what most people won’t do, then you can do for the rest of
your life what most people can’t do.

Think about that: Having financial freedom in three to five years.
It doesn’t matter how old you are, or what color your skin is, or what
kind of education you have or don’t have. And I’m not talking about
quitting your job now. (If you follow the steps, you should be able to
do that soon enough, but that will be your choice.)

You’ll soon discover—as many of my students have around the
country—that when you follow the rules and steps in the order I give
them, this is a very easy game to play. When you see for yourself how
easy it is to make big profits on a regular basis, you won’t want to stop!

I Assume You Don’t Have a Bankroll

Most real estate books assume you have access to cash. You probably
don’t—am I right? I know I certainly didn’t.

When I started investing in real estate, I had less than $800 in my
bank account. I was 29 years old. I once had a depressing thought: It
took me 29 years to save up 800 bucks! In reality, I owed more than
$800 on my credit cards, so I was actually in the red.
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I lived in a one-bedroom apartment. Had been there for almost
eight years! Oh, I tried to scrimp and save my money, and tried to cut
my expenses. My mom always told me I needed to live off a budget
and write down everything I did with my money. (Boy, did I hate
that.) Still, no matter how hard I tried, something always came up
that brought me back down to even.

I realized if I was ever going to be a real estate investor, it would
happen from a standing start, with no dough behind me.

Many of the buying techniques you will discover in this book re-
quire zero money down. It’s not because there’s some extra merit in
doing no-money-down deals; it’s because I discovered a wealth for-
mula a long time ago. It goes like this:

The more properties you can control with the least amount of money out of
your pocket, the faster you will become wealthy.

When I started investing, I had to use no-money-down techniques
just to get going because I had no money. Then, after a short period,
I created a ton of cash flow coming into my one-bedroom apart-
ment. Within 14 months, I had more than $10,000 a month in pos-
itive, spendable cash flow coming to me, month after month, like
clockwork!

That monthly cash flow very quickly became down payments for
more properties. I began to fund my own deals and didn’t need to get
into deals with no money down, because now I had money!

Then a funny thing happened: As I got better at playing this game,
I had more deals flowing in, and they were good ones. I started getting
into cash crunches again! This time, though, it was not because I was
broke, but because I was so successful.

I didn’t just pass on those good deals; I reverted back to buying
them with little or no money down, just like when I started.

Eventually—no matter how rich you are—you will run out of
money to do all the deals you want to do. You will need to use other
people’s money to fund at least some of those deals.

Not only that, I also learned that if you always use your own money
to get into a deal, you live your life in a feast-or-famine cycle. You
feast after you sell a property and get a chunk of cash, but more often
than not, you are in famine mode while your money is tied up in
properties that are getting ready for sale or refinance.
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And there you are, worried again about how you’re going to pay
your bills. Real estate was supposed to eliminate that feeling. Us-
ing other people’s money wisely means you can avoid this cash-flow
crunch.

Another reason to use other people’s money is to be able to act
very quickly. Once you’re into my system and on a roll, you’ll see
a great property that will evaporate if you don’t act right away.
Even if you’re rich, if your money is tied up and unavailable, you’ll
watch that sweet deal and sweeter profit slide into your competitor’s
hands.

I know what you’re thinking: “Dave, I couldn’t sleep one night, and
saw that late-night infomercial guy shouting No Money Down!!!!! Isn’t
that just a scam? Don’t banks require that you put 20 to 30 percent
down on properties?”

Your statement is partly true: Banks usually do require you to put
20 to 30 percent down on property. But I will show you where to get
that money to put down!

In Chapter 8, I discuss the many options for finding all the money
you need.

My System Is Proven to Work Not Only for Me,
but for My Students

Not only will I show you how to use my techniques, I’ll also give you
real-life examples from lots of people who started with no money, no
experience, and no time.

Esther Bass from San Francisco, for instance. This 58-year-old
widow took charge of her future and bought her first three properties
with no money down. Now Esther gets over $8,200 in monthly cash
flow! I will show you exactly how she did it, too.

Jacqueline Hughes from Los Angeles is another example. Jacqueline
lost her husband defending your and my freedom. She was left with
three young daughters, an empty bank account, and an apartment she
could barely afford.

Jacqueline took the concepts you’re getting in this book, and with
no money of her own, bought two properties. They now give her
spendable cash flow each month of more than $7,000! Oh, and she
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has equity (that is, potential profit) of more than $2 million! She tells
me she’s about to buy a horse farm to raise her daughters on.

This book will also show you the land mines you must avoid while
you’re doing your deals. I spent many years studying at the School
of Hard Knocks. I’ll tell you about the mistakes I made. By learning
from those mistakes, you avoid making them yourself. This alone will
save you tens or hundreds of thousands of dollars.

You Can Be the Next Real Estate Millionaire

They say that success breeds success. Each year, I present my techniques
to beginning, intermediate, and advanced real estate investors through
my seminars.

If I’m so successful, why do I bother to do these events? Great
question. I’ll be honest with you: I have all the toys I need. They’ve
been fun to dream about and now to own. But like all toys, they
eventually lose their sizzle and go up on the shelf (or in the driveway).

Now, what do I care about even more than toys? It’s the amazing
feeling of gratitude from other people who act on my step-by-step
techniques and become financially free. It’s a big ego boost, let me tell
you! Plus I’m paid a fair price for my knowledge, and that’s nice, too.

You have the chance to become the very next freshly minted mil-
lionaire. You have everything you need in your hands right now. Later,
you’ll want to take the step-by-step actions I explain. But for right
now, just sit back, refill that coffee, and let’s dive in.





CHAPTER 2

Why Invest
in Apartments?

There are a great many different
ways to invest in real estate: Just within the area of single-family homes,
you can buy and sell through wholesaling, retailing, lease options, and
subject to. You can specialize in foreclosures, abandoned houses, fixer-
uppers, and pretty houses.

Then there are techniques for investing in shopping centers, land,
warehouses, industrial properties, and office buildings.

But there is one form of investment that:

� Is less risky than the others.
� Has greater economies of scale.
� Has the potential to make you more money faster.
� Is just beginning a growth phase that hasn’t been seen since the

1960s.

I’m talking about apartment buildings. They can be big (400-plus
units) or small (two to six units). Regardless of the size you buy, start
buying them!

This is what apartment investing can do for you:
Patrick LaBlanc, a 34-year-old engineer, decided that working for a

corporation wouldn’t make him wealthy any time soon. He attended
my seminar on investing in multi-family properties. More important
was that he took action.

9
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He began to buy in a market in the northern part of the country.
(I’m sworn to secrecy on this one!) Within two years, he became
the owner of 11 small multi-family properties that are throwing off a
positive spendable cash flow of almost $9,000 per month! That’s over
$108,000 per year. Patrick is no longer working for the Man; he is the
Man! And he’s just getting started.

This is critical: Patrick doesn’t manage these properties. You do not
have to be the stereotypical landlord to enjoy the profits from an
apartment building. A qualified property manager does all the hard
work. They take care of the tenants, collect the rents, pay the bills,
pay the mortgage, and put a chunk of cash flow into Patrick’s bank
account every month.

Apartments Set You Free
Forget about the time you may have wasted up until now. Trash the
guilt and handwringing that befalls people who say to themselves (or
are told): We’re not that young anymore, and we’re so far behind on our
retirement savings!

If you invest in apartments in the manner I describe in this book,
you can make up for a great deal of lost time. In fact, you could be
retired in three to five years!

It doesn’t matter if you’re 18 or 80; in three to five years, you could
hang it all up and not have another financial worry for the rest of your life.

I’m not talking about just retiring from your job. If that’s all you’re
after, it can happen within the first year if you go after the right deals!
No, I’m talking about retiring from your working life!

With apartment buildings you can decide how much you want to
retire on. Do you want to retire on $50,000 per year? I hope not,
because that’s just above the poverty line! How about $100,000 or
$200,000, or even $500,000? Those numbers seem so big—for now.
I’m going to show you a path to turn them into reality.

How Many Units Are Enough?

Here’s what you need to know: Each one of those big numbers rep-
resents a number of apartment units. Once you’ve accumulated that
number of units, you’re done. You are done for the rest of your life,


