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Praise for Pick Money

“Pick Money breaks down what it really takes to build a major success. In this book, Shawn shares the tools he used and the mindset he followed to pave his way to the top. If you’re dreaming of success, Pick Money gives you the road map to get there.”

—Barbara Corcoran, star of ABC’s Shark Tank

“Shawn’s philosophy fuses the no-nonsense leadership of a football coach with the sharp instincts of an entrepreneur. In a ruthless business climate, his fresh perspective is both rare and essential.”

—Patrick Bet-David, Owner, New York Yankees,
 and Founder, Valuetainment and PHP Agency

“First and foremost, Shawn is that dude. He is him. Period. The end. Knowing his story and background, he’s not just talking the talk—he’s walking that walk and doing his thang throughout the process. He speaks the truth and real life experience. If you’re looking to take your life to the next level and own your own, this is the book for you. In this book Shawn is like that boxing coach in the corner telling you to throw that left, right, hook . . . he’s your coach, your navigational system along your journey to help you break those barriers and take you and your family to places you may have never dreamt before.”

—“Coach Prime” Deion Sanders, New York Times

Bestselling Author, Elevate and Dominate

“Pick Money is your blueprint to financial independence and freedom! It lays out for you what’s important, why it’s important, what to avoid, and the best practices you need to make more money. Lots of it. You won’t find fluffy nonsense or theories, but an immersion into real strategies based on successes of real people making REAL money.”

—Dave Anderson, CEO, Learn To Lead, 
and Author, Elevate Your Excellence
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CHAPTER 1

PICK MONEY OR STAY BROKE




The first time I realized I had to pick money, I was thinking about tucking a couple of cans of expensive baby formula under my jacket and walking out the door of the supermarket, hoping I wouldn’t get caught.

By the time my new son was just a few days old, my wife—later to become my ex-wife—had already discovered that he just wasn’t taking to breastfeeding, even though she’d had no trouble breastfeeding our daughter.

The pediatrician told us our son had a sensitivity to milk, and we would need to find a formula that he could digest. We went through three or four different formulas—soy-based, this-based, that-based—but he struggled with all of them. It seemed like he just wasn’t willing to drink anything, and we were really worried.

A different pediatrician told us there was one more option, a very expensive formula called Alimentum. And she gave us two cans so we could try it.

The Alimentum felt like a miracle. He loved it, taking right to it and then going to sleep. He was happy and fed, and we were ecstatic.

Jump forward a couple of days. We’re almost out of formula, so I have to go to the store to get some more. I figured, hell, it can’t be that much. But when I got there, it was so expensive. It was like 30 or 40 bucks a can. And it wasn’t covered by insurance, even though we had good insurance. And here I was thinking about how our son would be going through one of these cans every two days. This was going to cost us close to 200 bucks a month.

That day at the supermarket is one I’ll never forget. I’d worked at my real estate job all day long, running around trying to make some money. But I never made enough, even though I was also working a second job. We had so many bills, but my wife wasn’t working at the time, and it was beyond tight on only my income. Meanwhile, my mother-in-law had recently passed away, and my father-in-law needed to move in with us. Now I was going to have to work even harder to make enough money to feed my son this formula.

I’m looking at the store and thinking, there’s no security at all. I don’t steal from anybody. I don’t steal, period. But Stop & Shop seemed to be doing good. If I walked out that door with four or five cans of formula, I could save myself a couple of hundred bucks, probably without hurting them at all.

I didn’t steal that day. But I’ll never forget that feeling, the way I rationalized it, and how close I came to becoming a thief . . . of baby formula of all things. The fact that stealing seemed like a good idea for a minute really put a spotlight on how bad things were.

I don’t come from money. There wasn’t anybody to help me if I couldn’t pay my bills. I never had one single person I could call to help out. My mother didn’t have it. There wasn’t anybody else in my family who had it or would give it to me. And even if there was someone to ask, I never would—because I didn’t believe it was anyone else’s responsibility but my own.

Growing up, I saw how, no matter how hard my mother worked, there was never enough money. Now I was repeating that pattern, and I realized something had to change. I swore to myself, I would never be in a situation where I couldn’t provide my family with the necessities of life. Ever.

As I dug my wallet out and paid for fancy formula I really couldn’t afford, I realized that day that I needed to make a decision—to start picking money, so I would never again feel I couldn’t afford something for my child. That decision changed my and my family’s life. Forever.

People hear me say “pick money,” and they think it sounds cold, or a little evil. Like I have misplaced priorities. That’s because people are largely taught to never pick money. Most people will absolutely never pick money. And those people always wind up working for the people who do pick money.

Most people stumble through life without focusing on money at all. They talk about wanting to have a better life for their family. They talk about not wanting to worry about money. They talk about a legacy. But they never pick money, even though money is the best way to achieve all those things.

When I decided to pick money, everything changed.

PICK MONEY, NOT BUSY

I sat down that night when everybody was sleeping.

I decided that everything moving forward in my life would take a back seat to me picking money. And I started writing out the things in my life that I was doing that didn’t help me pick money.

I was still there for my kids. I was still laser-focused on my faith and my family. But I knew that I was finally done complaining. I would no longer have a broke mindset, a broke mentality, and a broke lifestyle. Beyond focusing on picking money, I started doing the work to feel that making that choice, picking money, wasn’t slimy, evil, cold, or self-serving—it was completely okay.

That night, I came to my second powerful realization. I saw that I had been picking busy instead of picking money. At the time, I was working two full-time jobs—40 hours a week as a social worker at the Department of Children and Families in Connecticut on top of 40 hours a week as a real estate broker. Plus, I was doing anything else that would make me some money. If somebody called me and said they had 41 units in their apartment building that they needed tenants for, I’d say, “Okay, if I can get it to 75 percent occupancy within thirty days, you pay me X, Y, Z.”

My head was on a swivel, always looking for other things to do to make money.

I was doing all this on two to four hours of sleep every night. And I was doubling down on one of life’s biggest lies: that all this hard work would result in financial success.

I watched a lot of busy people, and I assumed that they were successful. I assumed that if you were working hard, well, hell, you must be doing well. But I was wrong.

I started looking at my own schedule. I thought to myself, You work hard, but you’re still worried about money. You’re scared about all the people you need to take care of now.

I started looking at what I was doing in the real estate business. I looked at the open houses I was attending. All the floor duty I was doing at the office. All the phones I was answering. All without any consistent guarantee of making money on commissions.

For the first couple of months, I blindly did what the company asked me to do. I worked hard to keep the clients happy.

And I noticed that most agents were not in control of the dynamic. It was the clients who were in charge.

And they were in charge of me too. For one example, there was a guy named Craig. He and his wife wanted to look at homes. They’d never purchased a home before, but they were prequalified, which means a lender had written them a prequalification letter that indicated they were in a financial situation where they could choose to buy a house.

Over the next three weeks, I took them to see maybe 30, 35 houses. That’s no exaggeration, and it’s not even unusual.

And finally, at the end of those three weeks, while I was showing them another house, it hit me. These two had no desire to actually buy anything.

This kind of thing happens often. When you have a couple who are house hunting, sometimes one of them isn’t really ready to buy. Or one of them wants the perfect home. Or they have unrealistic expectations that can never be met, like wanting to pay three hundred grand for a house that’s worth half a million dollars or wanting an absolutely perfect house that doesn’t have a single problem of any kind.

That day, while Craig’s wife was in another room, I said, “Craig, do you mind if I ask you a question? You can be honest with me. Y’all are never going to buy a mother-freaking house, are you? You ain’t going to buy shit. Right?”

And he looked me dead in the eyes and said, “Bro, I don’t know that we’re really ready. She wants to buy a house. But I don’t know.”

So I told him I was going to help him out. And when his wife came in, I said, “Hey, we just talked. He’s not ready. He’s uncomfortable. You two need to talk, because he’s terrified to buy a house. He doesn’t think you’re in a good enough financial position for it. And if one of you wants it, and one of you doesn’t, well, I’m not a marriage counselor, but that’s going to work out really poorly for you. So I’m not showing you any more houses. Our relationship is over. Good luck to you both.”

Spending weeks satisfying the whims of a client and maybe getting the sale and maybe not just goes with the territory for a lot of real estate agents. But if you ever watch the top salespeople, you’ll see that they seem to take control of their situation.

That’s what I saw the top sales guy in my office was doing. He had a different way of approaching things. So, after I’d been in the office a couple of months, I asked him, “What is the number one mistake everybody in here is making?” And he said, “Their clients lead them around, as opposed to the other way around.”

When I asked him how he changed that, he said, “I take control. I let my clients know that I’m busy. I’m not here to entertain them. And I only deal with people that have real buying potential.”

He never would have touched Craig and his wife. Let alone spent three weeks letting them run him all over town.

So how could I start changing my philosophy and my strategy? My manager wasn’t any good, and the other people around me weren’t really any good, so they couldn’t help me find a better approach. The top salesman was really good, but he generally didn’t talk to anybody. He was a mean old man who stayed apart from the rest of us. I was surprised he’d told me anything. I think he just appreciated my having the courage to talk to him. But he wasn’t going to mentor me, so I needed to figure things out for myself.

I started really thinking about my business and what I was doing wrong. I thought about all the people like Craig, and of all the times I’d shown people house after house without knowing if they were going to buy any of them.

Then I had a thought: If I sent people all the listings for the houses I’m working to sell, how many top choices could they really have? If they have more than three that they want me to drive them around to, then they’re probably trying to entertain themselves. A couple is bored, so the wife says, “Let’s do something this Saturday.” And the husband says, “Hey, let’s go look at houses all day.”

I wasn’t going to participate in that anymore. So I made a change. I would show people three houses. I would say to the clients, “Listen, I’m going to send you all the information about all these houses. You drive by them at your leisure because I’m too busy negotiating deals, helping clients get the best house. I don’t have time to do the taxiing. You do that. Once you narrow it to three, I’m your guy.”

I also decided I wouldn’t show them properties at all unless they had a letter. Not a prequalification letter that your cousin sent from the mortgage company. But a letter that I could validate stating that they had the ability to buy a property at a specific price.

And I told them, “I’m a ridiculously good negotiator. So I’m going to get you what you need.”

I was setting limits while also selling them on my services.

That didn’t mean I would never show people a fourth house if they had genuine reasons why they didn’t want the first three. The roof leaks in this one, and I don’t want to fix it. I didn’t realize how much traffic was on the street of this one. That kind of stuff. Those were fair points that deserved to be heard.

Setting that limit just blew my business up. It repelled all the people who wanted to waste my time, but people who were willing to narrow it down to three houses—instead of having an all-day, chauffeured tour of the neighborhood—those were the people who were worth my time.

As for Craig, you know what? A year later, he called me. He was like, “Hey, man, what are you doing?” I was like, “Still in real estate. What are you up to?” He said, “Dude, I’m ready. As a matter of fact, I already know what I want to buy. Can you take us to look at it?”

I showed him the house. We’re there for probably 15 minutes. I made an offer that day. It got accepted. The sale closed in a month and a half. And I got paid.

Instead of being mad that I’d cut them off a year earlier, Craig and his wife wanted to come back to me. Craig said, “I knew you wouldn’t lie to us. You’d be direct.”

And after seeing how well my three-houses policy was working, I said to myself, “Why don’t I just carry myself like this in business always?” I want to attract all the people who are actually serious about doing business, and I want to repel all the people who are a waste of my freaking time. So I need to do everything based on that strategy going forward.

MORE STRATEGY MEANS LESS WORK

I started picking money over picking busy. Everybody around me thought my real estate policies were odd things to put in place, but when I did, my business started to flourish.

Once I discovered the secret of picking money over busy, I started doing that everywhere. I used that same strategy of setting rules that would create success without a lot of running around for investing in real estate.

I had already bought some real estate—I was just investing in rentals at the time. And I decided to become a guy who was going to be scarce with his time, but able to make a deal quickly. I wasn’t going to go look at five properties a day, or twelve properties a week. I was going to find one or two that made sense for me and put all my time into those. I was done with doing anything that wasted my time.

So I broke down exactly what I wanted in a property.

There were two large casinos in southeastern Connecticut. They were big, and they were the biggest employers in the area at that time.

So my first decision was, I’ll only buy properties that are on the bus route to those casinos. So if you don’t have a car, you’re good. And if you do have a car, you’re also good.

Then I looked at those properties in areas that fit that criteria. And I started evaluating them on safety—what areas would cause me trouble and what areas wouldn’t. Because I didn’t want to collect rent with a gun. I’ve always carried a gun, and I can protect myself. But in a neighborhood where the guys and girls carry guns, too, and engage in significant criminal activity, they aren’t going to give a shit about my gun—or about paying me rent. And I’m not going to argue with them. I spent a lot of time in bad neighborhoods when I was a kid, and I knew enough to stay out of them.

I’d narrowed my options down to properties in decent neighborhoods that were near the casinos and on the bus route. The next step was to think about the limits on what properties to buy in those areas.

First, I would never buy a single-or two-family. There wasn’t enough money in it. And if it was a property with six or more units, you couldn’t get regular loans for it. Only commercial loans, which weren’t good for me. So I was now only looking for three-, four-, and five-family units in decent neighborhoods along that specific bus route.

The funnel was getting tight. Maybe I’d have 5 properties that fit that criteria. I could start looking at getting the best return on my dollar. If a property was overpriced relative to its appraised value, that was a no. If your house is worth $300 grand and you put it up at $420, you’re a dumbass. And I don’t negotiate with dumbasses. If it’s worth $300 and you put it on at $305, you ain’t stupid, and I’ll talk to you.

Once I cut out the overpriced properties, I’d wind up with four or five that were worth considering. At this point, I would call up a guy who worked for me and ask him to drive by them and tell me about the neighbors. What do they look like? Drive by at midnight on a Friday or Saturday. Look to see if there are like four cars in a drive where they’re all raising hell. You don’t want that.

So, after those drive-bys, I’d be down to maybe one or two properties that I was seriously considering.

While I was setting and working my limits, other investors were just shot-gunning it, looking at everything all the time. I think a lot of them were looking for something they could feel they really stole. They wanted to find the too-good-to-be-true deal. They wanted to be the winner. They’d go into a bad neighborhood because a property was selling under the appraised value, and they’d think they’d found a great deal.

But I just liked mundane, simple, boring, and profitable. Nothing flashy. Nothing risky. A total cookie-cutter approach.

Of course, I wasn’t this singular genius who had come up with a system that no one else had. There were other people who wanted the same properties I was going for. But I also had cash. I could go in and say, “Here’s the deal, bro. I’ll pay you cash, right now. Let’s get it done.”

Another selling point for me was that I never did inspections. A 20-minute walkthrough was enough for me. I’d walk through the house, see if there was any water damage, check if the roof was leaking, make sure all the faucets turned on, see where I’d have to put in some money. But there was no detailed inspection that someone else might use to negotiate the price.

Someone might have wanted 288K. I’d offer 260 cash, as is. No mortgage, no inspection. All I needed was a clear title, and I was good. The seller got to walk away and never think about the place again.

There are risks to handling things this way. I’ve gone in after I bought a property and let the water run for 30 minutes and realized it did leak after all. And no matter how carefully you try to select a neighborhood where there’s not a lot of trouble, sometimes the trouble comes anyway. Once, I bought a house in a neighborhood where there’d never been a drive-by shooting. And the next day there was a drive-by shooting where the house had 18 or 19 rounds fired into it. Everyone in the neighborhood was shocked.

Another time I bought two five-family units located next to each other with a connecting roof, rented them out, and a cop called me. He said, “Hey, dude, you know these guys you rented to are like separate gangs, right?” I was like, “Are they pretend gangs or real gangs?” He said, “No, I think they’re real gangs.”

Even though I was trying to avoid really bad neighborhoods, these weren’t wealthy suburbs, so you had to be prepared to deal with problems when they came up.

I bought a property in Norwich, sight unseen. I called the people up, asked, “What do you want for it?” They told me. I said, “What kind of condition is it?” They said, “No one lives there legally, but we’ve had squatters, so you can imagine.”

I made them a cash offer of $60,000 for a two-family house. They accepted it. We closed it. Title in a week and done.

The old owners said they’d done everything to get the squatters out. But they were still breaking in at night. So, when me and my buddy went out to the property to check it out around 9 pm, I brought a gun. And I banged on the door to warn anyone there to get out.

The place was disgusting. But that’s what I’d expected based on what I’d paid for it.

When we got upstairs, I could hear dogs barking, left behind by the squatters.

When I opened a door a little bit, a couple of big pit bulls came charging. I slammed the door as fast as you’ve ever shut a door in your life.

So I had hungry, angry pit bulls in my house. You can’t just shoo them out the door and hope a neighbor adopts them. I called 911 and animal control came and took them away.

So, there were risks. But most of the time those risks paid off. Because I’d built relationships over the years with so many realtors and so many people in the area, the price was usually fair, and the deals usually easy to navigate.

And the price should be fair. For me, that’s the rule in business. A good deal is good for both parties. If you don’t do deals where both sides win, you will not do many deals, so picking money means making fair deals. Not chasing things at crazy low prices and feeling like you’re getting a steal or pulling one over on someone. That’s the broke way of doing it—“Hey, I got it for this much; it was a steal.” But stealing doesn’t make realtors want to do more business with you. And sometimes people who think they’re getting a steal are actually buying a headache.

I’m a businessman. I’ll pay what’s fair. That’s all part of picking money.

CRACKING THE SUCCESS CODE

As I found strategies to pull in money without running around 24/7 like a madman, I was thinking more and more about the keys to becoming a successful businessman. What’s the secret? I wondered. I had gone all in on picking money, and now I was dreaming about creating a passive cash flow that could set my lifestyle free.

It all came down to building a business where picking money would eventually lead to a time when I could enjoy my family and my life while the money steadily flowed in. I wanted an income that wasn’t contingent on what I sold and what I did that day. I dreamed about a different lifestyle with a lot more freedom.

I started to watch people who were businessmen. Businessmen in real estate, transportation, at UPS. I observed what they were doing as well as what they didn’t bother doing.

I became a student. If you were a successful businessperson, I observed you, read about you, or watched you on TV or social media. It was just like I was watching game film when I played sports. I’m like, “All right, he does that. I like that.” I watched businessmen interact in their environment, and I picked something up from all of them.

I watched how they communicated, how they accessed financing, how they built relationships, how they looked at the projects they became involved in, and how they managed their employees. I watched how they talked with their friends, how they treated people in restaurants, and just how they lived their lives in general.

I learned public speaking by watching people control the stage. Did they interact with the crowd

















OEBPS/text/nav.xhtml


Contents







		Cover



		Praise for Pick Money



		Title Page



		Copyright



		Contents



		Chapter 1: Pick Money or Stay Broke



		Chapter 2: Pick Mindset: Six Steps to Financial Freedom



		Chapter 3: Pick Reality: Why “Do What You Love” Keeps You Poor



		Chapter 4: Five Years to Financial Freedom: The Pick-Money Plan



		Chapter 5: Pick Your Industry: Follow the Money



		Chapter 6: Pick High Ceilings: High Performers Deserve High Rewards



		Chapter 7: Pick Discipline: How Habits Create Success



		Chapter 8: Pick Leverage: How to Get What You’re Worth



		Chapter 9: Pick Mobility: Make Moves, Make Money



		Chapter 10: Pick Focus: The Power of Endurance



		Chapter 11: Pick Accountability: Assess, Adjust, Accelerate



		Chapter 12: Pick Mentorship: Find Some, Become One



		Chapter 13: Pick Freedom: Own the Process, or Be Owned by It



		About the Author













Guide





		Cover



		Contents



		Chapter 1: Pick Money or Stay Broke
















Page List





		i



		ii



		iii



		iv



		v



		vi



		vii



		viii



		1



		2



		3



		4



		5



		6



		7



		8



		9



		10



		11



		12



		13



		14



		15



		16



		17



		18



		19



		20



		21



		22



		23



		24



		25



		26



		27



		28



		29



		30



		31



		32



		33



		34



		35



		36



		37



		38



		39



		40



		41



		42



		43



		44



		45



		46



		47



		48



		49



		50



		51



		52



		53



		54



		55



		56



		57



		58



		59



		60



		61



		62



		63



		64



		65



		66



		67



		68



		69



		70



		71



		72



		73



		74



		75



		76



		77



		78



		79



		80



		81



		82



		83



		84



		85



		86



		87



		88



		89



		90



		91



		92



		93



		94



		95



		96



		97



		98



		99



		100



		101



		102



		103



		104



		105



		106



		107



		108



		109



		110



		111



		112



		113



		114



		115



		116



		117



		118



		119



		120



		121



		122



		123



		124



		125



		126



		127



		128



		129



		130



		131



		132



		133



		134



		135



		136



		137



		138



		139



		140



		141



		142



		143



		144



		145



		146



		147



		148



		149



		150



		151



		152



		153



		154



		155



		156



		157



		158



		159



		160



		161



		162



		163



		164



		165



		166



		167



		168



		169



		170



		171



		172



		173



		174



		175



		176



		177



		178



		179



		180



		181



		182



		183



		184



		185



		186



		187



		188



		189



		190



		191



		192



		193



		194



		195



		196



		197



		198



		199



		200














OEBPS/images/logo1.jpg
2—
ﬂ|. BENBELLA





OEBPS/images/Cover.jpg
FIVE YEARS TO
FINANCIAL FREEDOM

PICK
MUNEY

SHAWN MEATKE






OEBPS/images/logo.jpg





