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About J Scott

• Has built, rehabbed, flipped, rented, sold, consulted on, lent on and 

owner financed over 200 deals in the past 7 years.

• Lives in Ellicott City, MD; Invests around the country.

• Owner of 123Flip.com, author of two best-selling books (available on 

Amazon.com):



Lesson #0:  NOBODY Cares Like You Do

• Don’t expect that others are doing any more 

than they are getting paid for

• In fact, don’t always assume they’re even 

doing that!



Lesson #1:  Profits Will Decrease, Not Increase

• The potential profit your determine when you 

first analyze a deal is likely to be a best-case 

number

• As the project progresses, that number is 

much more likely to decrease, not increase

• Due to surprises, budget over-runs, schedule 

over-runs, optimism, etc.



Lesson #2: Contractors Get Worse, Not Better

• Meeting a contractor for the first time is a like a 

first date.  A first project is like the beginning of 

a relationship

• Just like with a relationship, what you see at 

the beginning is likely to be the best

• If things start out bad, run!

• If things start to go downhill, they are unlikely 

to get better



Lesson #3:  Trust, But Verify

• Don’t rely on anyone else to determine your 

numbers – ARV, Rehab Costs, Holding Costs, 

etc.

• Most people have any ulterior motive (agents, 

contractors, etc)

• Always get a second opinion, and trust your 

gut



Lesson #4: Different Isn’t Typically Better

• Many investors want to be creative, so they 

buy “different” type houses or do “different” 

type renovations

• There’s a reason most successful investors in 

an area focus on one or two types of houses, 

certain rehab features, etc.

• While being innovative can be extremely 

profitable, make sure you’re not just being 

different for the sake of being different



Lesson #5:  Don’t Put Off Til Tomorrow…

• If you come across a surprise issue in a rehab, 

it’s generally better to do the extra work 

upfront (even if it’s not in the budget)

• You’ll often end up doing these things later 

anyway (when you can’t get a contract or 

when the buyer does an inspection), but won’t 

get the value of the upgrade at that point



Lesson #6:  Only Use GREAT Listing Agents

• Most listing agents will throw a property on the 

MLS and forget about it

• You want an agent who will:

– Market

– Prepare for Showings

– Get Feedback

– Continue to Analyze

– Negotiate…HARD!



Lesson #7: First Deal?  Plan For Every Mistake

• On our first deal:

– Overpaid for the property

– Underestimated repairs costs

– Underestimated schedule

– Overestimated ARV

• Luckily, we padded everywhere and made $3K


