Maverick Mastermind Weekly Calls with Josh-20250311_141107-Meeting Recording
March 11, 2025, 6:11PM
1h 17m 44s
[image: ]
Sheila Arthur started transcription
[image: ]
Josh Cantwell   0:05
OK.
All right, so we hit the record button.
So I'm I'm not going to go back over all that, but I had asked you guys to go on at least five tours over the last five weeks.
I was telling the story about this 293 unit. For those of you that are going to listen to this on the recording, I was able to get this deal because what I like to do is if I know a deal's coming to market, I.
Like to be the first one to go see it. And I like to be the last one to go see it.
First and last.
I want to be the first one in. I want to take a look at it.
I want to get in before they even announced tours or before they even announced that it's hitting the market. OK, we've gone through this before, but the sales process for those of you that are new or don't remember the sales process is usually you're going to log into.
All those websites I mentioned and you're going to opt in, so you're going to go, I'm going to start to share my screen here.
OK.
OK.
Let me share my screen and walk you guys through this process real quick.
Let's do it.
Just share the entire screen share.
Hold this over here.
OK, so one of the things you want to do right?
For example, you guys can see my screen OK, says Marcus Millichap. Com yes.
OK.
So you're gonna go here.
You're gonna go to.
Property sale. You're gonna go to multifamily apartments and put in your location. Your market, let's just say Ohio.
There are multiple locations in Ohio, but I'm just gonna pick that and put any advisor, any price, any cap rate and hit search.
OK, I wanna opt in on as many different broker websites as I can and I wanna get on their buyers.
List I want to get on to their e-mail distribution list OK.
I don't know why this says there's nothing for sale because I know that's not the case.
I'm not sure what's going on with Marcus's website right now.
I'll. I'll jump through it and show you on a few other sites as well, but you want to log in and basically join their buyers list, then you're going to get all the emails and what happens is there's a process of emails that you're going to get the.
First, emails going to say coming soon.
OK, properties.
There's a property it's going to hit the market. It's coming soon, and that's usually about two weeks before it hits the market.
So I already want to have a relationship with the broker so that when he says it's coming soon.
That I'm already in the know. I already know it's coming.
He's called me separately.
He has.
Let me know in advance and I've built a relationship with him that he calls me ahead of time.
And says, hey, I've got a property that we're going to announce in a couple weeks.
OK.
So the reason why you go on these tours is to get on their buyers list, GO tour their properties, not because you're necessarily going to offer on that property, but because you're going to build that relationship.
OK.
So Marcus and Millichap, we're gonna go there.
You're gonna go to. OK. So this finally came up.
So here is on Marcus and Millichap.
There's a 28 unit right here, the Norwood Apartments.
There's the hat Factory 33 units and there's Mayfield Hampshire, 14 units now. I know that there's way more inventory that Marcus and Millichap has than just these three listings.
Way more.
Way more.
Way more.
Way more I get their emails.
I talk to these guys offline.
I know. So if you're a new investor, you're gonna look at this website and say, oh, there's only three listings here.
OK. But the truth is they don't really put these listings on their websites.
So the first thing they're going to do is take all their buyers on their buyers list.
They're going to send them an e-mail that says coming soon.
The second thing you're going to get is an e-mail that says now touring.
OK. The third e-mail you're gonna get is an e-mail that says there's gonna be a call for offers on a specific day.
OK.
It's usually like 3 weeks out.
We're gonna want all the offers to be submitted, let's say.
By, you know, March 28th, and then you're gonna get another e-mail about a week before that that says reminder final tours, call for offers is March 28th. Then about two days before the call for offers, you're gonna get a fifth e-mail that says, hey, reminder in.
Two days we have our call for offers.
OK.
So if you really want to build a lot of great relationships with brokers, you want to get to know these brokers do tours and then when they have a deal, you want to be the first one in and the last one.
That's what happened with this 293 unit.
OK.
That was the first one to see it and the last one to see it.
We wrote the offer on the top of mind.
Reference. OK, I'm the the the the first person they think of and the last person they think of. OK, perfect.
So I don't know why the Internet's running so slow.
But.
Right here at the hat factory. OK, this building is downtown.
I don't want this building.
I know this building.
I actually own Marshall place.
Which is around the corner from this building. OK, you can see right here in this photo in the background. See this very shiny reflective building back here on my screen.
That's the brand new $500 million Sherwin-Williams World headquarters.
So this is like two blocks from there. OK, but I don't like to buy a lot of assets downtown.
I want to buy assets that are in the suburbs, OK.
You know, blue collar, B class and C Class suburbs.
So what I'm going to do is I'm going to go to this button right here that says offering memorandum and deal room.
Click that and then I'm going to go in here and sign the confidentiality agreement.
Click that I'm going to fill this out.
I'm going to access the documents and I'm essentially opted in.
And then watch your e-mail inbox blow up with other offerings.
There's going to be other opportunities that they're going to e-mail you outside of what's on their website.
OK.
So let's go to these other websites again. There's krexi.
There's loopnet.
There is cbre.com.
OK. CB Richard Ellis again go to properties.
It's the same thing. Go to Properties for Sale.
And then again, you're going to just pick a market and property type. The property type is obviously going to be multifamily.
OK. And you can see even right here in Cleveland, there's a few opportunities that they have right here.
So the ranch land townhomes, this is CBRE.
And then over here, the Harding house. Believe it or not, the Harding house was my freshman dorm.
I lived here as a freshman at Belden Wallace when I played football.
It's now like a small multi family apartment complex. They converted it from student housing to regular housing. OK.
So again, Jamie Dunford, I've been in touch with Jamie off and on for years.
Chris Livingston I've toured buildings with him.
I don't know who this Anne Rahm is.
But I want to click on this.
Uh, this has page not found.
Maybe because I know that properties under under contract so and this one also says page not found.
Maybe that one's under contract. OK, but you can simply call the broker. Jamie Dunford, OK.
Here's his phone number and his e-mail.
And I can e-mail him and say, hey, I saw you had a property for sale online, the Ranch land townhomes. It looks like that property sold.
How do I get added to your distribution list?
Simple as that.
OK. So rich you and Matt like this can be a good?
Job.
For Matt right to go find all these broker websites, opt in e-mail, phone call and get on all their lists and you're gonna start to get a flood of emails.
Joe Greaves for you.
It's something I you think you've had Connor do already, but you should have Connor.
Do they're a Joe and Connor are a father, son. Team too rich, just like you and and and you and Matt.
OK.
And so something you can have, you know the boys go opt in on all the sites, reach out to all the brokers and get on all of their sites, OK.
And again, the goal was to go on at least five tours in the last five weeks.
So if you haven't done any tours yet, that's your homework for everybody that in the next 2 1/2 weeks you have to go on five tours.
OK.
Get the T3.
Get the T12.
Get the rent roll.
Find out what kind of capital improvements they've made.
Those four things T12T3 rent, roll, list of capital improvements.
Reach out to the broker and ask him when you can go tour the building now.
They might ask you some questions because they don't want to waste their time showing the building to somebody that doesn't know what they're doing.
OK.
So they may ask you some questions.
You know where you gonna get your equity from?
Have you bought buildings before?
Have you spoken to a commercial mortgage broker?
Do you do your own property management?
Who does your capital improvements right. All they're doing is making sure they're not wasting their time.
OK.
So the second piece of homework, OK was that you guys were all supposed to go into the accelerated investor membership site?
OK.
You're all supposed to go in.
This is the back office. Let me go to the front site here.
I don't know why this is lagging a little bit right now.
Let's move a little slow. Anyway. Inside of the accelerated investor membership area.
OK, I wanted to make sure that all of your homework was to go through one of these classes or two of these classes a week and go through the entire.
Forever passive income live event.
Go through all those trainings.
OK, by the end of the month.
OK.
Now what I've done is I've actually recorded about a dozen videos with a about a 13 week autoresponder that we're currently loading into the membership site.
So you guys will get one e-mail a week with a mini video from me that explains each one of these videos.
So you watch this about a 5 minute video, 1st and then explains each one of these segments.
OK.
There's sixteen of these segments and that's why I said, if you listen to like two of these a week, I mentioned this back at the beginning of February. I wanted all of you to go back through this now, Darren Devane.
Was posting in our Facebook group. Darren went through one Class A day.
For 16 days he got through them all in two weeks, OK.
So it didn't take him eight weeks.
It took him two weeks.
So I know.
All of you guys can get through this. Some of these classes are an hour, some of them are 10 minutes.
OK.
So that was your second piece of homework to wrap up by the end of the quarter?
OK.
So one go on five tours.
OK. And #2 go to the home page of the accelerated investor membership site.
Go to these forever passive income live event recordings.
There are about 16 sessions here.
Right. You can listen to these in your car.
You can listen to them from your headphones while you're working out, right? If you're Joe Greaves and you run Iron Man's, which it looks like he's got his Iron Man gear on right now. His shirt and his, you know, coat. Maybe just came in from a B.
You could probably, you know, just go for 100 mile bike ride and you can get through all 16 and one bike ride.
Rachel.
All right.
So that's your homework, 'cause. There's a lot of stuff in there that is the foundation, the basics of what we're doing here.
Like I said, I don't want to spend my time reteaching the same material. I want you to get the basics on your own and then use these calls for Q&A. For strategy, for underwriting deals, for raising money.
OK.
All right, so it's all I want to do for today.
I'm not going to go through a new training today.
I'm not going to cover a new topic.
We already covered opting in to these websites, getting on all the broker.
Lists e-mail them, call them opt in and just ask them.
How do I get on your distribution list when you have new deals in your marketing?
If they don't have a website to opt in.
Then make sure that you reach out to them and talk to them.
OK.
Then they'll physically add you into their portal.
OK. And again, all the websites to go to Marcus millichap their website.
Look up apartment buildings if you're interested in other things like industrial or residential assisted living or student housing.
On as many websites as you can.
So Marcus and Millichap CBRE Newmark.
Cushman Wakefield.
OK.
There's another group called Q10 That's pretty national.
OK.
Go to Crexi and Loopnet.
OK. Because again on krexi, you're gonna find people that work, you know, for kind of those smaller one off brokerages, right?
So like if I go to Craig C and I type in multifamily and I just say Ohio.
Search.
There's 656 properties here in Ohio.
Now, I'm not saying any of these is a good deal. I have no idea.
OK. But I can tell you that there are 656 opportunities just in Ohio.
Which means there's 656 brokers that I can network with.
OK, let me go back and let's get rid of Ohio and let's just put in Columbus. OH.
And let's put in multifamily.
There are 285 just in Columbus.
OK.
So again, you talk about different brokers, right?
Here is a four unit.
On crexi.
Right, and this is listed down here by this Dylan Walker with Vision Realty.
OK, reach out to that dude.
Then I'm gonna go to this one here.
Columbus scattered site portfolio.
This looks like a combination of houses as well as maybe some small apartment buildings.
This is listed by Peter Merkel with Nai Ohio Equities.
Right.
Right. So if I just grab that do a quick Google search for this guy, I can go off of crack, see and I can find him on his own website.
Right. So Nai Ohio equities, if you're interested in Columbus. And again, I can go to listings and see what they got. They got their own website.
Right.
I can search their site to see what they have.
Property types. Let's say I just want multifamily.
Me.
OK.
They've got 4.
So N High St. 1st Ave.
Columbus scattered site.
Hilton corporate all multifamily.
OK. Again, am I gonna wanna buy one of these for?
Probably not, but I wanna get to know that broker.
Right. I want to get off of crack.
See onto his website and see if I can opt in on his website.
OK.
So this one here is short north, by the way, short north in Columbus is a freaking money market. That is a freaking hyper growth market. It's a nine unit.
OK.
This is just north of the Columbus Convention Center.
I go there all the time for work and.
For volleyball, OK, so short north.
Little 9 unit.
OK.
Notice how it says right here. Request more info.
That's your opt in Bang opt in right there.
Get on to his distribution list.
Josh's there's nothing worse.
There's nothing worse than finding out that a property there was an e-mail that went out. That said, coming soon and then another e-mail that said now touring and then another e-mail that said call for offers and another e-mail that said call for offers and another e-mail that said.
Call for offers and then they award the deal to a buyer and I don't know about it.
I'm like how the Frick did that happen?
How did this property get listed and marketed toward and? I never found out right because I'm not under distribution list.
Right. That gives them.
That leaves me a pit in my stomach.
Right.
So especially you young bucks, this should be your job. Go find all these brokers in your market.
OK, go opt in.
Tyler's texting you real quick, so just gonna text him back.
OK.
OK.
So that's one example, right?
Go back again. If I'm interested in Columbus, pick a market. Whatever whatever market you're interested in.
Again, I'm gonna go to all these. Look at all these different brokers that are here.
Right. This guy's Scott Street with Sotheby's again.
Sotheby's is not a huge commercial listing firm, so they probably deal in like those boutique, you know, 5 unit to 80 unit properties, which is exactly what you should be buying.
OK, I remember I once had a coaching student.
He hired a virtual assistant.
And his name was Paul.
And Paul hired a virtual assistant, and I had a contest.
It was in 30 day contests and Paul hired a VA to go opt in on all the websites that they could opt in in on.
He opted in on 800.
Different broker sites.
To be on their distribution lists.
Hey so you work smarter, not harder, right?
Hire a VA paying 5 bucks an hour.
Give them your e-mail.
Have them log in, have them register.
So now you can be on those distribution lists.
Now I don't know how he did 800 because there isn't 800 brokers in one market.
So he probably picked 7-8 different markets.
OK.
Matt, you're smiling.
You're like, oh crap, I gotta opt in on 800 websites.
Yeah, buddy, that's right, rich. Tell him.
Tell him 800.
That's his goal. All right, all right.
So anyway, you get the idea.
Opt in on those websites.
Connect with these brokers because I can tell you probably half of the deals I've bought.
I bought off market. They were never.
Taken out to market and they were never toured by anybody else.
OK, this property right here.
Forest Ridge that I bought and I sold last Friday made a few 1,000,000 bucks.
It never went through the marketing process.
It was brought to us completely off market.
And then.
It was brought to the buyer that bought it from us completely off market.
OK.
Completely off market.
Yeah, this company that bought it oakmark, they already jacked the rents up.
We were never charging 950 to 1050, so they're trying to really push the rents now 11:50 to 12:50 for rent.
OK.
We were probably 100 bucks, maybe even 200 bucks underneath that. So maybe they know something we didn't know.
Or maybe they're overpriced.
But I can tell you we did a really good job with it.
But it was completely off market.
So again, that's the whole point of look $3,000,000 we made.
OK.
Off market, which means I opted in built a relationship with a broker.
Broker toured me through it.
OK.
So what I'm telling you guys to do is what I did.
I'm not asking you to do anything that I haven't already done.
OK.
So again, by the end of the month 5 new tours, five different brokers and go through these live event recordings.
By the end of March, any questions, comments on that?
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Darren DoVanne   24:19
Got a hand up?
[image: ]
Josh Cantwell   24:22
Who does?
Joe's got a hand up.
[image: ]
Darren DoVanne   24:25
Looks like Joe.
[image: ]
Josh Cantwell   24:28
Joe, question comment buddy.
[image: ]
Joe Greaves   24:31
Hey, can you hear me?
[image: ]
Josh Cantwell   24:32
I sure can.
[image: ]
Joe Greaves   24:33
Yeah, not not regarding that.
Just when you're you're done with.
The your plans for today, we were going to talk a little about some basic wealth strategy planning.
[image: ]
Josh Cantwell   24:47
Sure. Yeah, I got some questions from Ian.
I got to answer, got some questions, Joe from you to answer.
So why don't we do that now?
Why don't we open this up for some Q&A and let's jump into some of the stuff 'cause. I know Sheila got some reach outs from you. Joe from Ian.
There was a few more that had reached out since last Tuesday with some questions.
This is a perfect time to fire away.
So let me stop my share.
And I'm gonna take my hoodie off because I'm getting warm, but I'm still listening on the audio.
So Joe, why don't you start us off?
Why don't you just introduce?
We've had a number of new people signed up for the program in the last 30 days, about six or seven new members.
So why don't you just introduce yourself, Joe, for the sake of networking?
And tell everybody again who you are, what you focus on a little bit about your experience like 2 minutes and then jump in with your questions. Go ahead.
[image: ]
Joe Greaves   25:39
Sure. I'm Joe Greaves with the Central Development group located in Columbia, MO.
Been partnering with Josh for, I don't know, six or seven years I guess.
Have 40 years of commercial construction background.
About four years ago, Josh introduced us to a concept called residential assisted living.
And we have three residential assisted living homes in Wichita.
And we're building four additional assisted living homes here in Columbia.
Inside that market, we're looking for multifamily in Wichita and in Columbia also have a relationship in Kansas City with with one of my investor partners who has property management in Kansas City.
So those are our three markets.
[image: ]
Josh Cantwell   26:33
Fantastic. Bombs away. Questions.
[image: ]
Joe Greaves   26:34
Yeah. So.
I'm very frustrated with the CPA that I've been with forever and ever and ever.
They're pretty conservative.
And I learned just last week that I had always thought that I was filing as an S corporation.
My Ein is an S Corp, but they have always filed taxes as a disregarded entity, which means nothing to me.
That's the.
That's the first thing.
And they said we would never advise you to be an S Corp and in one of Josh's trainings, I believe, he said.
All you guys ought to be an S Corp.
So I'm not saying they're right or they're wrong or Josh's right or wrong.
I just need to know what to do and I don't care which one it is.
The the second question Josh had mentioned and I have a self-directed Ira, have have had it for years.
Years I've invested in many projects through central Development Capital Holdings.
Inside that fund is some IRA funds from an old IRA and Roth. Funds from a Roth.
So all of the distributions that are coming from the quarterly dividends all go to central development capital holdings.
They don't come to Joe.
They don't come to.
Central development group.
The accountant is telling me.
That we can't do.
That I've been doing it for years.
And then the other thing that Josh mentioned is in, in taking.
Distributions or?
Maybe the the term is?
Owner draws off of Central Development Group to not write a check to Joe Greaves, but to have that W2 written to Central Development Capital Holdings.
So it slides over to that self-directed IRA account. They say you can't do that.
And then the last thing which really seems pretty benign to me because I know I didn't misunderstand this. I understood from not just Josh, but from other sources that as a real estate entrepreneur or entrepreneur, you can deposit up to $54,000 into that self direct.
Account annually.
And they're telling me that I can't do that.
I can only put in 7500.
[image: ]
Josh Cantwell   29:11
Yeah. All right.
So let's take these one at a time.
So let's go back to the S corporation, OK, so.
I own something like 50 Llc's.
One of them is an escort.
The other 49 are either partnerships.
Or something else that's not an escort, OK.
When I take and buy a property.
Let's say I make a $200,000 acquisition fee.
The acquisition fee is different than what's called the equity or the promote.
You're gonna hear that term the promote.
The promote is the equity.
OK.
The acquisition fee when I take that.
My account has advised me take that entire.
Acquisition fee.
Run it through your US corporation because.
You're gonna able to be able to avoid.
There's two parts of taxes.
There's the employer portion and the employee portion.
OK, if you run it through an S Corp, there is no employer portion to be paid.
So the total tax is 15%, seven and a half percent to the employer, 7 1/2 percent to the employee, and you remove and get rid of the 7 1/2% of the employer tax.
It's the self-employment tax, OK.
So I've been doing that for years, 1520 years I've had an S corporation and run a lot of income through there, OK.
So that's number one. You can absolutely have an S Corp on top of all of your other companies.
Now the rub with an S Corp.
Is because you're not paying the employer portion what they say is you are the employee you're paying the employee portion.
So the employee which is you, Joe or me?
Should have AW 2.
Because now they're getting a little bit of payroll tax off of the W2.
It's much smaller than the self-employment tax.
OK.
So I'll take 20 grand a year or something like that, just to have some W2 wage does a few things for me.
Number one is if you have health insurance through your company, you have to be on payroll.
If you can audit it, the health insurance company is going to want you to have AW2. If you get audited, you can get kicked off of the health insurance plan because you're technically not an employee because you don't have AW 2.
Actually should have a small W2.
OK. But I'll shove 500 grand.
But you know, whatever. Whatever. Whatever the acquisition fees are in a year through the S Corporation.
Comes down to me. I'll save the 7 1/2 percent, 7 1/2 percent on 500,000 is 35 grand in taxes.
Pay myself a small W2. Not only is that very legal, I've been advised by my accountant to absolutely do that.
OK. And that different that that acquisition fee is different than my equity and my promote?
So the acquisition fee goes through my S corporation.
It's called strategic real estate.
Coach is Myaskorp and then my equity is owned by a different LLC.
OK, I have a couple holding companies that hold my equity and if I take cash flow distributions, my K1, my cash flow and my equity.
All is owned by a different LLC.
Remember the acquisition fee is ordinary income.
OK.
Any questions on that?
[image: ]
Darren DoVanne   33:28
So Josh, when you do that?
That 7 1/2 percent your paying are you paying that just on the 20,000 that you're paying yourself or are you paying it on the full?
Fee.
[image: ]
Josh Cantwell   33:40
No, I'm paying the other 7 1/2%, which you cannot avoid.
You're paying that on the fee, but.
Because I am a real estate.
Professional all of my depreciation flows down to my personal tax return.
So my depreciation wipes out that 7 1/2 percent of taxes anyway.
OK, Joe.
Any questions on that piece with the escort? That was the first portion.
[image: ]
Joe Greaves   34:15
No, I got it. Thanks.
[image: ]
Josh Cantwell   34:16
OK.
Remind me of the second piece now.
[image: ]
Joe Greaves   34:19
So you talked about the W2.
So out of Central Development Group as.
Just as an expense, I would, I would pay myself something.
[image: ]
Josh Cantwell   34:34
Yeah. So any any retirement plan, a simple a set, a Roth, a Traditional IRA, 401K, whatever you have to have earned income in order to contribute to those K. So in the case of the 54,000 or 53,000 that you're referencing that.
Can go into a retirement plan that is a Sep IRA.
Sep it's not a Roth.
It's not a traditional.
It's not a simple.
That's a Sep.
Sep is self-employment. Pension, self-employed pension, I believe is what it stands for. Sepi used to have one of those I used to put in the full boat 5055 grand a year.
It's basically like a glorified.
Traditional IRA. But instead of putting in seven 500 bucks, you can put in 55,000. Now the rub with that, Joe, is that it's for self-employed people only.
So if you have any employees.
Please.
After five years, those employees also have to go on to that Sep plan and you have to contribute for your employees.
So I had that set plan for the first five years I was in business, but as my business grew and I had employees after five years of having like, Roberto and Sheila who've been with me now for 18 years after the first five years, they were then El.
For the set.
My accountant said, look, if you keep contributing to the SAP, you gotta contribute for them too.
So then we pivoted from the SAP to a simple and a SIMPLE IRA is a lot like a 401K.
It's very basic.
You can put in about 12 to 15 grand a year and you can match for your employees.
OK.
So the SAP is really only for someone who is truly self-employed or in their first five years of self-employment. Because once you had an employee for at least five years or longer.
That employee has to go on the Sup also.
You have to have earned income to contribute to the SAP. So in this case you might want to take 55,000 in AW2.
And defer that whole $55,000 into the set.
OK, Joe, questions, comments on that piece.
[image: ]
Joe Greaves   36:57
No, I got it.
[image: ]
Josh Cantwell   36:59
Ted, what was the third piece?
[image: ]
Joe Greaves   37:02
Can you?
You just answer.
Can you put $54,000 into yourself directed account?
[image: ]
Josh Cantwell   37:08
Yeah.
It's a self-directed account, yes, but it is a Sep.
Seps became less popular once the solo K's came out. The solo K, the solo Roth, things like that.
Because the solo K would allow you to put in some some extra money as well, some of it from your business and some of it from yourself. You can also do the solo K with a Roth component in. It was never able to do those because by that.
Time my company was too big and I had too many employees.
So I couldn't do the solo K because I was not a solo operator anymore.
I had employees and I had to include them.
OK.
So you might want to check with a retirement plan specialist like at I plan or equity trust or a self-directed IRA Company and figure out is it you know the set for you.
Is it the solo K?
Is it the solo Roth?
But if you have employees that are on payroll with you, Joe, you might not be able to do any of those.
That's why they might be saying you can only do the seven 500.
Do you have employees on payroll?
[image: ]
Joe Greaves   38:18
OK.
No.
[image: ]
Josh Cantwell   38:21
OK.
Well, that's different then you should be eligible for one of those other retirement plans now.
[image: ]
Joe Greaves   38:24
Yeah.
[image: ]
Josh Cantwell   38:25
OK. What was the last question?
[image: ]
Joe Greaves   38:27
That's it. Good.
[image: ]
Josh Cantwell   38:29
Oh, OK. Thought you had four.
[image: ]
Robert Lindsley   38:30
Hey, Josh.
[image: ]
Josh Cantwell   38:33
Joe, how's the Iron Man training going?
[image: ]
Joe Greaves   38:37
You know, 20 weeks to go.
[image: ]
Josh Cantwell   38:40
And you're doing what?
What did you qualify for Ironman?
Are you doing a qualifier or what?
[image: ]
Joe Greaves   38:45
No, I qualified for Kona last year. So I go to Kona in October.
The 10th of 2026.
So when you have mastermind in Kona HI that that that week.
[image: ]
Josh Cantwell   38:54
OK.
Tell me of the week.
[image: ]
Joe Greaves   39:01
It's October the 10th, 2026.
[image: ]
Josh Cantwell   39:07
Sheila.
Will you check and see if we can do a mastermind in Hawaii, October 10th, 2026?
[image: ]
Joe Greaves   39:16
Event.
[image: ]
Josh Cantwell   39:17
After the event, you want to do it OK, we can't see. You participate or you're just going to go flying, buying a bike.
[image: ]
Joe Greaves   39:24
Well, I will participate in the idea is to stay vertical on the bike and stay out of the medical tent.
[image: ]
Josh Cantwell   39:31
OK.
[image: ]
Joe Greaves   39:32
So I'll do Ironman Lake Placid in July of this year will be my 18th event.
[image: ]
Josh Cantwell   39:39
Nice. Congrats, man. That's fantastic.
OK, Joe, thanks so much for popping on great questions. Ian.
[image: ]
Joe Greaves   39:45
What is the?
[image: ]
Josh Cantwell   39:47
Questions you had Ian again tell the group.
Who you are? Does Ian still on or did he drop off Sheila?
Looks like he was on.
[image: ]
Sheila Arthur   39:56
He dropped.
He dropped it off, but can you still answer it?
I'll make sure I send it to him.
[image: ]
Josh Cantwell   39:59
Yes. What were the questions again?
Can you read those off to me?
[image: ]
Sheila Arthur   40:02
Yeah. Give me a soak.
[image: ]
Robert Lindsley   40:03
This is outside.
[image: ]
Josh Cantwell   40:04
It was about partnering.
It was about sponsoring deals.
[image: ]
Sheila Arthur   40:08
Yeah. Make. Give me one second. Sorry.
[image: ]
Josh Cantwell   40:17
So one question I know for sure was about sponsoring deals, right?
So you had to ask me. Hey, Josh, will you cosponsor deals outside of Ohio, OK.
High level.
You know, I used to do a lot more Co sponsorships with other people who had deals.
Outside of Cleveland or outside of Ohio.
Over the last couple years, as our business has gotten really, really big, I didn't want to take my eye off the ball and be Co sponsoring deals in a bunch of different markets.
And be spread too thin.
The short answer is yes, I'll still look at Co sponsoring deals, Co sponsoring loans or raising money for deals, but it's it's it's, it has to be a good deal.
It has to be a really, really good deal.
Because if I'm gonna take my eye, not take my eye off the ball. But you know, if I'm gonna expand My Portfolio into another market, it's gotta check all the boxes, right?
It's gotta have a lot of upside.
It's gotta have good management.
It's gotta have a really good cap ex.
Plan like the Co sponsor, has to raise a lot of the other equity. Those kind of things, right?
So over the years, I've Co sponsored deals, and like Macon, GA, Albany, GA, Lawton, OK, Houston, TX, mobile, AL. I've done all that stuff.
But over the last couple 2-3 years.
We've gotten so busy in our own local market, I I've passed on most of those opportunities.
[image: ]
Sheila Arthur   41:53
Hey question #2 is how do I find people to source deals that act on Commission?
[image: ]
Josh Cantwell   42:00
Covered it today, right?
Like, do we really?
You really need somebody to act on Commission to me.
Real estate is a Commission business.
Think about it.
How do total companies get paid?
They sell title insurance.
It's a Commission.
How do Realtors get paid?
They sell houses and they sell commercial properties.
It's a Commission.
How do attorneys get paid?
Attorneys essentially earning a fee but fee for service because they're working on a closing.
And they typically have paid at the closing.
Mortgage brokers, commercial mortgage brokers, residential mortgage brokers.
When do they get paid?
At closing, right.
So I already went through it today a little bit to say, look, here's all these brokers. Here's all these relationships.
Go to Craigslook net.
You know all these different websites, CBRE Cushman.
You know A10, I'm sorry.
Q10 all these different websites and opt in get on the distribution list, right? And I would say look the acquisition.
Of a property.
Could be worth anywhere from 5:00 to about 10%.
Of the acquisition fee and one to 5% of the equity, if somebody's just looking at acquisitions and they're not doing anything else, meaning they're not raising any money, they're not Co sponsoring the loan.
They're really not doing anything with the property. Once you close on it.
Right. Maybe they're helping with due diligence.
Get through the walks, the tours, walking all the units.
There's so much other stuff that goes into there. It's worth about 5 to 10% of the front end acquisition fee to go find deals, tour deals and help rate the LO is and do the due diligence and it's worth 1 to 5% of the equity we.
Have a woman who's very interested in working for us full time and she wanted a salary. We told her she wanted 8000 a month in salary. We told her no. No way, because nobody gets a salary in this business.
It's all based on Closings.
Either you're buying or selling or cash flowing one way or the other.
So don't know.
And we ended up cutting a deal where we said, look, we're going to take a 3% acquisition fee on every deal we buy, at least the 3% acquisition fee. We'll let her tack on another 1% acquisition fee. So by $10 million deal, that's a.
100 grand for her.
So that's a total of a 4% acquisition fee.
And then we said we'd give her between one and 5% of the back end equity depending on if she was gonna do any asset management.
She's not gonna really do anything after we buy it. It's gonna be closer to 1%, maybe two or three. She's gonna help with asset management on the back end, then maybe, you know, 345 percent of the the back end equity.
OK.
So for Ian, what I would do is I would go to the local.
Residential meetups. I would find the residential investors, the residential wholesalers.
And I would befriend them.
I'd put my arms around them and say, look, you're looking for residential properties right now to flip and make 5 grand.
Why don't you help me buy a $5,000,000 building and I'll pay you 50 grand?
Right. A 1% acquisition fee plus a little bit of the back end equity.
That's what we just told Chrissy.
OK.
So how do you find those people?
It's all networking.
This business is all networking.
There isn't like a website where people are got their hand raised and saying hey, I want to find deals for for Ian Drew and I want to find them in certain markets you have to.
Go search talk network.
OK, whether they're paid events, whether they're local meetups, whether somebody has a local event go there.
Right, sponsor the Group A couple times and get up in front of the group and talk.
Be a sponsor.
Spend the 500 bucks and be a sponsor so you can get some talk time in front of the group.
Good question, Ian.
I know he dropped off, but he'll listen to the recording. Sheila anymore from Ian.
[image: ]
Sheila Arthur   46:20
Yeah. What websites or publications should I contact to announce to the world that the closing of our first transaction?
[image: ]
Josh Cantwell   46:29
Was he the buyer or the seller, or both?
[image: ]
Sheila Arthur   46:31
Yes.
[image: ]
Josh Cantwell   46:32
Do you know?
[image: ]
Sheila Arthur   46:33
I thought.
Pretty sure was the buyer.
[image: ]
Josh Cantwell   46:36
OK.
So I actually would not broadcast that to the world.
I would only broadcast it.
To my e-mail contacts, my e-mail followers, my e-mail subscribers. Maybe my social Media Group?
The reason why is because if somebody from the county auditor's department sees that and they see the purchase price that you paid.
They might use that to reassess your taxes.
OK, so I learned that.
And we got a few properties where the property taxes got reassessed.
I don't know how they found out about it.
I don't know how they found out the price and groups like Costar.
What costar will do?
OK, is costar.
They try to build their database.
The whole Costar ecosystem, if they found out that a deal traded.
OK.
They're gonna reach out and call you and ask you a bunch of questions.
And then they're going to post that in their postar database.
Well, then it might end up on one of their public websites.
And then your auditor might find out about it and then reassess your taxes.
So I learned over the years to talk about. I bought a deal but not to disclose the purchase price.
I put it on social media.
I text it out to everybody.
I you know, text is one of the best things you can do.
Text people.
Hey, we bought this property.
We bought this property if it's a text message, obviously you can text it to the people that are part of your ecosystem.
You can tell them all the details, but I would not put it out there in the public sphere. I would not do a press release.
OK.
There's a website in Cleveland called I think it's called NEO like.
Yeah. OK.
Here it is right here.
So there's a website here that's run by this guy.
Let me show you guys this.
And he's really good at digging up information.
His website is called Neo trans com.
It stands for NEO transactions com.
And this guy that runs this.
He's kind of wicked smart about finding out what deals are trading and what deals are available.
Right TikTok Tavern, leased by Sausalito. Charter bus operator offered Midwest routes Cleveland's new hotspot, the BBQ District.
Surrounded by Ohio City, Tremont and La Vela, Hispana section of Clark Fulton.
CSU to redevelop the Woolstein center, right.
I don't want to end up on this guy's website.
OK.
Because the auditor I know for sure, the auditor, follows this page.
OK.
We did some press releases early on and then the news started calling us and we're like, oh ****.
And then Glenn, Glenn, you know, has been in the corporate world.
He's been on like Fox News and he's been on MSNBC and stuff like that.
And Glenn advised us years and years ago. He's like, dude, trust me, nothing good ever happens when you're on the news.
All right.
Unless you're, you know, like a super left-leaning, you know, Democrat and you're on a left-leaning news channel. OK, then you could look like you're cool and good.
Or you're super right leaning and you're on a super right.
You know, conservative, capitalistic, you know, whatever website and you're it's basically they're asking you.
You know, it's total softball questions.
They're they're just.
They're they're just asking you. OK, but I don't want to end up on the news, so I would tell Ian. Be careful.
OK.
All right, Sheila, other questions from our group.
Anything else? Come in over the last week.
[image: ]
Sheila Arthur   50:52
No, that was it.
[image: ]
Josh Cantwell   50:53
OK.
Let me open it up then for everybody.
Other questions comments could be about a deal about raising money, about the training.
Anything else that you guys have questions on today?
[image: ]
Robert Lindsley   51:09
Hey, Josh.
[image: ]
Josh Cantwell   51:11
Yes.
[image: ]
Rich and Matt   51:11
Oops.
[image: ]
Robert Lindsley   51:12
Hey so so some good news on our Central Florida property.
[image: ]
Josh Cantwell   51:17
Yeah.
[image: ]
Robert Lindsley   51:17
We got a unsolicited offer about two weeks ago.
We negotiated.
Got it to the level that we wanted to get it at and due diligence period closes on Friday and we're moving to closing on April 2nd.
So the deal we paid about, yeah. Fast, fast, fast.
[image: ]
Josh Cantwell   51:33
Yes.
[image: ]
Robert Lindsley   51:36
This guy's got 1031 money that he wants to place, so he just needs to get rid of it as fast as possible.
So we bought the property for $660,000, probably put about $100,000 down toward that 660, put about 5 to $700,000 in renovation and we're selling it for 2.845 million.
[image: ]
Josh Cantwell   51:57
Wow. So you're into that thing for like 1,000,003?
[image: ]
Robert Lindsley   52:01
Yeah.
[image: ]
Josh Cantwell   52:02
Selling it for too late.
[image: ]
Robert Lindsley   52:03
So yeah, mm hmm, yes.
[image: ]
Josh Cantwell   52:04
Yes, give it up for Robert.
Yeah, buddy.
[image: ]
Robert Lindsley   52:08
So, so yeah, great.
Super home run really, really excited and excited to move on to the next project because we'll have our own 1031 money to invest.
So and and that goes back to kind of Joe's question from a little earlier.
You know, we we have a lot of credit card debt that we took on for those that remember we had a tornado hit the building.
And there was some disputes with the insurance company. We ended up being out of pocket, you know, kind of almost 100 grand that we had to put on credit cards.
So we want to get that paid off.
We want to put as much into a step as possible.
We have a couple notes from our self-directed IRA that we want to put in kind of replenish the coffers, so to speak.
And do you Josh?
Do you have like a a knowledge base or a list of anything like you had talked about the step a little bit? Is there any way?
To pay back like do like getting a a note to the business that they pay us back.
So we can pay off our personal credit cards and not have to take a tax hit.
Is there anything like that that you, you know, are you kinda have a guidebook that you follow?
[image: ]
Josh Cantwell   53:16
It's a great question.
No, I don't have. Tell me the tell me the situation, Robert specifically. Like how could I guide you?
[image: ]
Robert Lindsley   53:24
OK.
[image: ]
Josh Cantwell   53:26
What are you trying to accomplish?
[image: ]
Robert Lindsley   53:27
Sure. So we basically want to pay off our pay off all of our debt and pay as little tax as possible.
We definitely need to 1031.
[image: ]
Josh Cantwell   53:36
So the debt is personal business or IRA?
[image: ]
Robert Lindsley   53:39
Yeah. We loaned the business a lot of money because through this whole process we, you know through the entire building operation, we've never paid ourselves a salary.
We've never taken any money out of the business. We've just put money into the business and we've done that through promissory notes on our self-directed IRA.
We've done that through credit card loans.
We've just, we've just poured money into the business and also not taking money out of the business. We've ended up kind of living on credit cards for the past few years.
So what we wanna do is we wanna get all that crap paid off and minimize our tax liability to pay all that off.
[image: ]
Josh Cantwell   54:09
Sure.
[image: ]
Robert Lindsley   54:18
So one of the strategies that that I was thinking is that we could say, well, we deferred our salary.
At 60 Grand a year, or fifty grand a year, for the past three or four years.
And now we're just gonna get that salary back at closing.
Or.
[image: ]
Josh Cantwell   54:34
Sure. So let me just get this back to you, Robert, real quick.
[image: ]
Robert Lindsley   54:37
You know.
[image: ]
Josh Cantwell   54:37
So I understand. So 650,000 of the purchase price you put in about $550,000 of other improvements and things.
So all in for 1.2 to 1.3. Is that right?
[image: ]
Robert Lindsley   54:49
That's about right, yeah.
[image: ]
Josh Cantwell   54:50
OK.
So the money that was personal money, credit card money that you put into the business to fund these improvements.
That is going to be part of your basis, right?
And John Seibert, you know, if I misspeak here or mention something out of tone, just let me know.
Richard. Matt.
So you guys know John is a 35 year partner in accounting firm, so, so if you guys have you know some questions you know John's and Peggy are both great resources.
So you put $550,000 of your own money. It's essentially.
Basis, whether it's a loan or whether it's a capital contribution.
That's your basis in the property.
So when you sell the property, if you sell it for 2.8 million and let's say after closing costs or broker commissions or whatever, let's say you net 2.6, OK, keep the keep the math easy. So 2.6 you're into it for one point.
[image: ]
Robert Lindsley   55:41
Yep, that's about right.
[image: ]
Josh Cantwell   55:47
Three, so you have 1.3 million of bases 1.3 million of profit.
[image: ]
Robert Lindsley   55:51
Mm hmm.
[image: ]
Josh Cantwell   55:51
OK, that's not about right, OK.
[image: ]
Robert Lindsley   55:53
Yep.
[image: ]
Josh Cantwell   55:54
So all the credit cards, the personal money that you put in.
Loans that you put in that all is part of that $1.3 million basis.
So when you get the proceeds from the sale.
The tax that's going to be filled out for that is this in like its own LLC.
[image: ]
Robert Lindsley   56:11
Yes, single entity.
[image: ]
Josh Cantwell   56:11
That, that, that assets in an spea special purpose single Member single LLC. OK, so out of the 550,000, let's say you put all that money in, it's just gonna kick all that money back to you guys. Your personal money will go back into your saving.
Account the the money that you put on credit cards, you can put that back to the credit cards.
Pay all those off.
Now, whatever credit card interest rate you paid, let's say it's 20%.
You could effectively call all of that loans also at 20%, so that 20% is going to be an additional expense to the business.
And be paid back to you personally and then that would also pay the interest on the credit cards.
[image: ]
Robert Lindsley   57:01
Right.
[image: ]
Josh Cantwell   57:02
OK, the only thing that sucks about that is on your personal tax return.
That interest that you charge the business is not tax deductible because it's personal expenses.
It's not through a business.
[image: ]
Robert Lindsley   57:16
Sure.
[image: ]
Josh Cantwell   57:18
OK.
So I don't think that that's tax deductible because that's just you taking out personal credit cards. So to me, you'd be having basically 1099 income for the interest on the credit cards that would go over to you personally, but no way to really reduce that tax.
[image: ]
Robert Lindsley   57:22
Mm hmm.
[image: ]
Josh Cantwell   57:36
Liability, right?
So it's really awash.
[image: ]
Robert Lindsley   57:38
Right.
[image: ]
Josh Cantwell   57:39
There's really no, no real reason to charge your own business.
The interest.
[image: ]
Robert Lindsley   57:45
Mm hmm.
[image: ]
Josh Cantwell   57:46
OK.
So let's just assume the five, the whole 550 that you put in is yours.
You get it all back as part of your basis.
You're not paying any taxes on the 550, OK? Because it's all basis then the other 1.3 million of profit. If you were to 1031 exchange all of it, OK, it all goes to a qualified intermediary.
[image: ]
Robert Lindsley   57:56
Gotcha.
[image: ]
Josh Cantwell   58:08
It's all sitting there.
You have 45 days to identify properties in six months to close.
[image: ]
Robert Lindsley   58:13
Right.
[image: ]
Josh Cantwell   58:14
Right. So let's say this thing closes in April.
You got 45 days, which let's just say is till the end of May and then you got, you know, six months from the from April, which puts you into like October to buy a deal and close it do 1031, all of it you could pull.
All of it over there.
OK, now one option to consider. You pay 0 tax on any of that.
Depending on what size of property you buy, you have to buy something that's at least 2.8 million.
So you'd be putting essentially half down.
[image: ]
Robert Lindsley   58:49
Right.
[image: ]
Josh Cantwell   58:50
OK.
What you could do is try to see. OK, let's say you put 1.5 million in a loan and 1.5 million down.
You buy another 2.8 million asset.
Well, then your loan to value in that scenario is only about 55%.
[image: ]
Robert Lindsley   59:08
Yeah, you have a ton of equity in that property.
[image: ]
Josh Cantwell   59:10
Right. So the question then is you can either have a new private lender give you a essentially a second mortgage.
And that's the way for you to pull out some of that equity.
They loan it in.
[image: ]
Robert Lindsley   59:23
Right.
[image: ]
Josh Cantwell   59:24
It's essentially a cash out refi.
OK. Or you might have a lender that will allow you to add a second mortgage after closing like a supplemental loan because their loan to value is so low, they might allow you to tack on like a $400,000 second mortgage.
[image: ]
Robert Lindsley   59:35
Sure.
[image: ]
Josh Cantwell   59:41
You pull that equity out of the out of there, and now that's yours to spend 0 tax because it's loan proceeds.
[image: ]
Robert Lindsley   59:46
Right.
Gotcha.
[image: ]
Josh Cantwell   59:53
OK.
That's another way to do it.
The other thing you could do is not 1031 exchange all of it, right?
You could 1031 exchange a small piece of it. You could 1031 exchange 1.1 million and take $200,000 of profit off the table.
Then what you would really want to do is go find another property.
[image: ]
Robert Lindsley   1:00:14
Yeah.
[image: ]
Josh Cantwell   1:00:15
Buy that another property and potentially do an accelerated depreciation program.
That accelerated depreciation program would then wipe out the tax on the 200,000.
[image: ]
Robert Lindsley   1:00:30
Oh yeah, because we would do.
[image: ]
Josh Cantwell   1:00:31
As long as it's done in the same year.
[image: ]
Robert Lindsley   1:00:33
Right. Of course, it doesn't have to be sequential.
[image: ]
Josh Cantwell   1:00:34
It has to be in the same text here.
[image: ]
Robert Lindsley   1:00:36
It just has to be the same tax year.
[image: ]
Josh Cantwell   1:00:38
Correct. Let me pause for a second. Cyber, What did I say?
[image: ]
Peggy Seibert   1:00:41
Yeah.
[image: ]
Josh Cantwell   1:00:42
Anything I say I was wrong there.
[image: ]
Peggy Seibert   1:00:45
Yeah, just a little bit, Josh, on that last part. When you're doing a 10/31 and you're only doing a partial replacement.
The gain comes off first, so he wouldn't have only a $200,000 gain.
He might have 700. In other words, it's first in, first out on the deal.
So you got to do the two well net proceeds you'd have to reinvest 2.6 million to get total deferral on the 1031. If you don't reinvest all your proceeds.
Or, you know, net sales price, then profit is recognized.
First, on whatever you don't reinvest, it's all profit recognition until you use it all up.
[image: ]
Robert Lindsley   1:01:33
So John, does that mean that any funds that I use to pay back the basis, the 5:50 that would be taxable, is that what you're saying?
[image: ]
Peggy Seibert   1:01:42
Well, the rules are a little more complicated, Robert.
So you really have to go through the scenario with how much money you put in, what have you taken in deductions over the years you've held it. You know, as far as depreciation, how much of that money the 500,000 you put in, how much may have?
Been expensed as repairs instead of capitalized those type things.
So it's Josh's got the framework right, but the details.
You know can can make a difference on how you what you've done in the past.
You know, impacts that a little more. So you really just have to.
We have to work out the plan, you know.
Here's here's the deal.
Here's the history of the property and all that went into it.
And what you've already deducted. You know, money you may have taken out that type thing.
[image: ]
Robert Lindsley   1:02:27
Yeah.
[image: ]
Peggy Seibert   1:02:28
But just listening, you may be better off.
To consider recognizing the gain on the sale because it's going to be at capital gains rates, you know be a preferred way and then you could pull out whatever money you need.
Need to get your personal credit and debt all paid off like you want to do and have that have that luxury of Peace of Mind. Not having to worry about that and then take what you got left.
To like Josh said, maybe use that money to buy new property and do the accelerated depreciation, you know, looks like we might possibly get full bonus depreciation back if the if the tax bills get changed this year on what's been proposed.
[image: ]
Robert Lindsley   1:03:10
Mm hmm.
[image: ]
Peggy Seibert   1:03:12
So you might wind up.
You know, in a better position there overall. So then you can you can go forward from a position of strength, got all your personal finances straightened out, no debt you know, no worries on that.
[image: ]
Robert Lindsley   1:03:21
Right, right.
[image: ]
Josh Cantwell   1:03:27
Yeah, Robert, 231 exchanges are they sound great in theory, right, John?
[image: ]
Robert Lindsley   1:03:28
That's.
[image: ]
Peggy Seibert   1:03:28
But.
[image: ]
Josh Cantwell   1:03:33
Like they sound great.
But the execution is it's very handcuffing over the long term.
So like with Chevy, we didn't do a 1031 exchange because I have accelerated depreciation from past deals that I'm carrying forward that I haven't used. I've got depreciation from other stuff that you know over the last couple years I've never used.
I've got buildings this year.
I'm going to depreciate because the rule is even on a law scary. You can only use 80% of what you're carrying forward to offset gains this year.
And so, you know, let's say, you know, the portion of the Chevy profit is 1,000,000 bucks. You see it's a round Number of my own.
[image: ]
Robert Lindsley   1:04:16
Sure.
[image: ]
Josh Cantwell   1:04:16
Well, I can only use 80% of my past against that million, so that's 800,000.
And then I'm going to have new expenses this year, maybe new losses, new depreciation.
In 2025 that I could use and you have to use this year's first and then you use the lost carry second, right, John.
That's yeah.
So that's the way that has to work.
[image: ]
Peggy Seibert   1:04:38
Yes, correct.
[image: ]
Josh Cantwell   1:04:39
So we have to look at, OK.
What's the holistic plan for this year first?
[image: ]
Robert Lindsley   1:04:43
Right.
[image: ]
Josh Cantwell   1:04:44
Then you look at what do you have from the past that you can carry forward. You can use up to 80% of those losses potentially, OK.
But you know, my CPA and my attorney.
[image: ]
Robert Lindsley   1:04:52
And and.
[image: ]
Josh Cantwell   1:04:54
Neither one of them really.
1031 exchanges.
[image: ]
Robert Lindsley   1:04:59
Yeah.
[image: ]
Josh Cantwell   1:05:00
Now you could take some of it like 1031 exchange a portion of it like John said like what's the scenario.
[image: ]
Robert Lindsley   1:05:05
Yeah.
[image: ]
Josh Cantwell   1:05:08
So now what?
Things you could do right? You're already paying capital gains on it.
It's not ordinary income.
So all the things I just described for Joe Greaves, you really wouldn't want to do because the only way you can contribute that money, you want to contribute that money through an S Corp and then down and then take Aw two and then shove the money into a.
Retirement plan is because you're paying at the at the ordinary income rate.
OK, this is already being taxes.
[image: ]
Robert Lindsley   1:05:33
But that doesn't really apply.
[image: ]
Josh Cantwell   1:05:34
Capital gain.
It's already at the lower rate, so we don't want to. You know, we don't want to shove it into an S Corp and then shove the money into a retirement plan.
We don't want to do that, right?
[image: ]
Robert Lindsley   1:05:45
Yeah, that's good for like acquisition fees and stuff like that.
[image: ]
Josh Cantwell   1:05:49
Yeah, yeah. Depending on if you have, you know, you might have a Roth IRA or have you know, you know, income, you might have some Roth IRA eligibility.
Probably not. If you're making a huge profit on it.
I have an over funded life insurance plan.
A variable life insurance plan.
I can shove, you know, 50 grand a year or something into that which I do.
So you might take some of your proceeds, put it in there.
You can't deduct it now, but then it's tax deferred essentially for the life of that investment.
[image: ]
Peggy Seibert   1:06:15
Here we go.
[image: ]
Josh Cantwell   1:06:18
That's an option.
You know? But for sure, regardless of what you decide to do, if you don't do the 1031, you still need to buy something else this year.
And take and you know do some this year you can accelerate 40%, right, John?
[image: ]
Robert Lindsley   1:06:31
OK.
[image: ]
Josh Cantwell   1:06:36
I think it's 40% this year.
Last year it was 60, so 40% this year. So again the the, the personal property and the land and the personal property in the land depending on what kind of cost segregation study you do, that's going to be roughly 35% of the whole building that.
[image: ]
Robert Lindsley   1:06:50
Yeah.
[image: ]
Josh Cantwell   1:06:55
You can depreciate faster.
Plus you have your normal 27, you know 27 year depreciation.
On the remainder.
OK. So on the 6065%.
[image: ]
Robert Lindsley   1:07:07
Yeah.
[image: ]
Josh Cantwell   1:07:08
So, you know, let's just take a take a $3,000,000 deal, $3,000,000 roughly 1/3 that you can accelerate.
And again, there's a more complicated calculation, but high level 1/3 of it you buy $3,000,000.
[image: ]
Robert Lindsley   1:07:19
Sure.
[image: ]
Josh Cantwell   1:07:22
Deal with your money. You have about a million that you can accelerate initially.
You can take 40% of that, so it's 400 grand.
[image: ]
Robert Lindsley   1:07:28
Right.
[image: ]
Josh Cantwell   1:07:29
Plus normal depreciation off the 2 million.
[image: ]
Robert Lindsley   1:07:33
Plus, I have carryover depreciation from this property.
[image: ]
Josh Cantwell   1:07:37
Well, you're gonna you won't have.
We don't have carryover.
You'll actually have.
The depreciation recapture.
[image: ]
Peggy Seibert   1:07:46
Yeah.
[image: ]
Josh Cantwell   1:07:46
So you have past depreciation that you've taken for the last several years that you own the property. All of that is going to recapture?
[image: ]
Robert Lindsley   1:07:53
Gotcha.
[image: ]
Josh Cantwell   1:07:54
OK.
So that's the Phantom recapture tax. So I'm going to have that on Chevy too.
[image: ]
Peggy Seibert   1:07:55
Yeah.
And.
[image: ]
Josh Cantwell   1:07:58
But I've owned Chevy for three years.
[image: ]
Robert Lindsley   1:07:58
Mm hmm.
[image: ]
Josh Cantwell   1:07:59
I did not do an accelerated depreciation on Chevy.
We've already done the calculation, so even though I'm going to have depreciation recapture on this Chevy sale, I'm still going to have enough other losses from this year and past years to offset that.
[image: ]
Robert Lindsley   1:08:17
Right.
[image: ]
Peggy Seibert   1:08:19
But Robert deferred depreciation.
He couldn't use if he got carryovers that will come back and help offset some of that recapture in in the current year, but depends on.
[image: ]
Josh Cantwell   1:08:29
Now, what you're saying is you may have depreciation that you could have taken but maybe weren't eligible to actually use, and that's carried forward. So you're not going to have recapture if you didn't use it.
[image: ]
Robert Lindsley   1:08:42
Gotcha. OK, that makes sense.
[image: ]
Josh Cantwell   1:08:46
OK, like last year bought the Acadian, my portion of losses on the Acadian was over 1,000,000 bucks.
[image: ]
Robert Lindsley   1:08:46
Great.
[image: ]
Josh Cantwell   1:08:52
I didn't even use it last year.
I had other losses for my other buildings because we have this huge portfolio, right?
So I already had losses that pretty much wiped out my income.
And I didn't need it.
So now it's carrying forward. I may never need.
[image: ]
Robert Lindsley   1:09:06
Right, right.
[image: ]
Josh Cantwell   1:09:06
I may never use it all right, so.
[image: ]
Robert Lindsley   1:09:09
Yeah.
That's awesome.
Yeah, I'm I'm working with.
I'm trying to get my tax guys on the line.
They're they're really impossible to get a hold of.
I want to bring them in.
I want to bring my closing attorney in get get this all sorted out as quickly as possible.
I mean, because we only really have like 2 1/2 weeks until this deal's done.
[image: ]
Josh Cantwell   1:09:27
Yeah, well, that's important that you get on that like yesterday because nobody's gonna care. Robert more than you do.
[image: ]
Robert Lindsley   1:09:32
Yeah.
[image: ]
Josh Cantwell   1:09:33
They're you're just the client.
They're a vendor.
They have other clients.
They have other things they're working through.
They care about you, of course. Like you're a client, right?
[image: ]
Robert Lindsley   1:09:40
Yeah.
[image: ]
Josh Cantwell   1:09:41
But you're gonna care more than everybody else, so you have to bang the phones, smash everybody over the head, and make sure you get every answer that you need, preferably in the next week.
[image: ]
Robert Lindsley   1:09:50
Yeah.
[image: ]
Josh Cantwell   1:09:51
Because if you're gonna, if you're going to do a 1031 exchange, you don't wanna walk into closing.
And surprise everybody.
Right.
[image: ]
Robert Lindsley   1:10:01
Yep, no, totally, totally.
Yeah. And and due diligence closes in three days.
And the money goes hard.
And then we've got another two weeks to close 'cause there's no bank involved. It's it's going to be fast, fast, fast.
[image: ]
Josh Cantwell   1:10:11
Yeah.
I have a private investor that just parked a half 1,000,000 bucks with me when we bought Wooster and.
He had about an $800,000 gain on four like duplexes that he owned down in Virginia.
And so he had this 800,000 sitting at a, you know, about to sit well sitting at a qualified intermediary.
[image: ]
Robert Lindsley   1:10:36
Right.
[image: ]
Josh Cantwell   1:10:37
And ultimately, he decided to just uncork from the Qi and just pay the tax on it.
[image: ]
Robert Lindsley   1:10:44
Wow.
[image: ]
Josh Cantwell   1:10:44
I mean, you know, he was able to keep about 5:50 to 600 and then he just invested it because he just didn't want the, you know, the chains, the handcuffs of the of the 1031.
Also remember in the future right you once you do a 1031 that's deferred deferred deferred defer and die right.
[image: ]
Robert Lindsley   1:10:56
Yeah.
Yeah.
[image: ]
Josh Cantwell   1:11:03
That's the only way you gonna step up in basis when you ultimately pass.
Way is to eliminate all that tax that you deferred and deferred and deferred and deferred. Makes sense?
[image: ]
Robert Lindsley   1:11:12
Right. And Josh?
[image: ]
Josh Cantwell   1:11:13
You've got lots of properties in a big portfolio.
This is like one deal here, one deal there.
[image: ]
Robert Lindsley   1:11:18
Yeah.
[image: ]
Josh Cantwell   1:11:18
You probably want to have that money going, you know, in the future.
[image: ]
Robert Lindsley   1:11:22
Yeah, Josh, why did this investor just take it?
Take the money out and invest it in a regular LP investment as opposed to like a tic or something like that was that he didn't want to have to deal with the 1031 ****.
[image: ]
Josh Cantwell   1:11:37
Yeah, well, part of the tick is that like if you are in the deal, this is again one of the the details around the 1031 exchange, a lot of people don't know if you enrolled the whole 800 into us in a 10/31 and.
It's a tech.
Now he has to sponsor the loan.
Because he's going to own a piece of the actual real estate, not just a piece of the LLC, he's going to be in the tick. You're going to actually be on title.
[image: ]
Robert Lindsley   1:12:01
Right.
[image: ]
Josh Cantwell   1:12:09
As an owner, like as as almost like a fractional deed.
OK, that tick structure now. He owns part of the real estate, which means if he screws up.
[image: ]
Robert Lindsley   1:12:15
Right.
[image: ]
Josh Cantwell   1:12:23
His creditors can lean the asset.
Which I didn't want.
[image: ]
Robert Lindsley   1:12:28
Wow.
[image: ]
Josh Cantwell   1:12:28
That I didn't want them to be able to lean the asset and he didn't want to sponsor the loan and guarantee the loan.
[image: ]
Robert Lindsley   1:12:34
See, you've really got to vet this guy if that. If that was the scenario cuz you're not going to bring just anybody into that deal.
[image: ]
Josh Cantwell   1:12:34
That was another reason why.
Right. He's a very experienced developer.
He's, you know, really, really sharp guy.
I have a three thirty that just arrived, so I'm gonna text her.
Call. I'll be free in 5 minutes.
Sit tight, OK?
So yeah, anyway, the 10:31, that's another those reasons.
The tick the loan sponsorship.
It becomes a leanable asset if he screws up, he could lean my property because he's he's an owner in the real estate, not just in the LLC.
All of those are reasons why a lot of people don't like 1031 S as sexy as they sound.
[image: ]
Robert Lindsley   1:13:30
Yeah.
[image: ]
Josh Cantwell   1:13:30
They're not. They're not always the right fit.
[image: ]
Robert Lindsley   1:13:33
Yeah, my my accountant basically said any money that's not 1031, we're gonna probably end up paying around 20% on with tax. But I think he needs to refine those numbers because we haven't done our 24 taxes yet. So he doesn't really know what our.
What our depreciation is as a dollar amount yet?
So once he gets that done, he's gonna be able to to better guide us through this process. But he better get that done quick.
[image: ]
Josh Cantwell   1:13:59
Right.
[image: ]
Rich and Matt   1:14:01
Josh. Hey, Josh, this is rich. I got a question for you.
[image: ]
Robert Lindsley   1:14:01
Awesome.
[image: ]
Josh Cantwell   1:14:02
Yes.
[image: ]
Rich and Matt   1:14:05
One of the videos that I was watching, I think it was the domino effect you were telling the group that on Wednesday you were going to make a not a chart, but a checklist of how to accomplish the domino effect. I wanted to get that for Matt do.
You have that.
You're you're muted.
[image: ]
Josh Cantwell   1:14:26
The checklist was about how to, like fill it in so it waterfalls down.
I have not been able to record that yet, so if he just watches that video, looks at the spreadsheet to start, I have a pretty free afternoon tomorrow.
[image: ]
Rich and Matt   1:14:34
OK.
[image: ]
Josh Cantwell   1:14:40
So I'm planning on. That's one of the things that's on my list for tomorrow. I'll get it recorded in zoom and get it out to you guys right away.
[image: ]
Rich and Matt   1:14:46
Great. Thank you. Appreciate it.
[image: ]
Josh Cantwell   1:14:49
You got it.
Well, guys, I gotta bounce. My 3:30 is here and I don't want to keep them waiting.
Any other quick questions I can answer?
Before we.
Certainly you guys again, Sheila's always a great resource. I get tons of positive feedback about Sheila put questions into her. She'll get them to me.
The Facebook group again Darren Darren blew all you guys out of the water.
He did one of those classes a day for 14 or 16 straight days. He's done.
Your homework is five tours. By the end of the month and also make sure you go through those 16 sessions. You know one or two a day and you should be able to get through that by the end of the month.
OK. That way everybody's caught up.
Even some of you guys that have been in this program for 2-3 years.
I know Darren's been in for like 3 years.
He's like, I can't believe how much I I learned, or relearned by listening to those videos. OK, so make sure you guys get that done.
Otherwise.
Let's see, I think Monday.
Yeah, baby, Monday is Saint.
Patrick's Day. I'm half Irish. So you guys go eat some corned beef, some sauerkraut and potatoes.
Enjoy yourselves and we'll talk to you guys soon.
Thanks so much for being here.
[image: ]
Sheila Arthur stopped transcription
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