
Laurel Sagen 

• Minerva Properties, Inc. – co-owner 

• Over 50 homes flipped 

• Managed 34 rental properties 

• Licensed contractor 

• Bachelor in Business Administration 



What is your “Why”? 

• Start with the end in mind 

• How do you get there? 

• Goals: 

• Specific 

• Measurable 

• Realistic 

 

 



Mind Set 

• How do you want to do business? 

• What is your business philosophy? 

• What are your strengths and weaknesses? 

• Are you better as a team or alone? 

• What stops you from taking action? 

 

 

 

 



Real Estate Businesses 
 
• Flipper 

• Wholesaler 

• Agent 

• Buy and Hold (Landlord) 

• Private Lender 



Resources 

• Time 

• Cash 

• Credit 

• Partners 

• Consultants 

• Contractors 

• Agents 

 



Flipping Business 

• Acquisition 

• Financing:  purchase, carrying costs 

• Remodel 

• Sales 

 



Rental Business 

• SFR, multi-family or commercial 

• Cap rates/ROI 

• Low income or middle class areas 

• Hands-on or property managers 

• 30-minute rule or out of area/state 

• Tenants 

 

 

 

 



Considerations 

• Entities 

• Taxes 

• Insurance 

• Accounting 

• Deal Structures 

• Agreements 

• Legal Compliance 

 

 



Business Plan Resources 



Mandy Snell 
• Custom home builder for 25 years - 130+ custom homes,                        

 30+ custom remodels ($75 million in net sales) 

 

• Real Estate agent for 3 years 

 

• Manufacturing company - precast fireplace mantels to top 10 
production builders in the CA and Costco.com 

 

• Interior Design and Project Management Consultant 

 

• Flipped over 30 properties in last 3 years 

 

• House Captain – Rebuilding Together (non profit) 



Don’t try to be a “Jack of all trades” 

• Leave your ego at the door – do only what YOU do best 

 

• Team effort - Leverage your team, outsource 

 

• Remember your “WHY”  - This is a business, not a game 

 

• Know when to manage hands on and from a distance 

 

• Maintain great communication - gives you permission to be 
more hands off 

 



Effective Time Management 

• Prioritize – Big rocks first  

• Things you can control 

• Things you can influence 

• Things you can’t control or influence 

 

• Time Blocking 

• Set blocks of time for each task daily, weekly 

 

• Your Focus and Distraction 

• Important, not urgent –  “ZONE” 50% of time running smoothly 

• Urgent, not important – ONLY for putting out fires 

• Not urgent, not important  - emails, phone calls, Facebook 

 

 



Operate with a “System” 
• Establish Systems and Procedures  

 

• It’s all in the Project file  
• Research data   

• Budget Worksheet – Profit Analysis 

• Project Schedule   

• Checklists –acquisition, rehab, sales, investor 

• Contracts – contractor, bids, quotes 

• Title, legal, insurance 

• Invoices  

• RE docs – acquisition and sale 

• Eviction (if occupied at purchase)  

 

 

  

 



Key Forms  - Budget Worksheet 
•   

 



Key Forms – Acquisition Checklist 



Key Forms – Sales Checklist 



Planning for Profits 

• BEFORE you buy a property, PLAN a specific outcome 
UPFRONT! 

 
• It’s all about the numbers – purchase, holding, rehab, sales  

• Timing, lender stipulations (resale) 90-180 day rule 

• Comprehensive market evaluation – condition of market 

• Detailed rehab evaluation 

• Scope of work – where the rubber meets the road 

• Pro-active marketing and sales strategy to close the deal 100% of 
the time, on time and on your terms 

 

 

 

 

 

 



Keys to a successful  Project 
• Buy right – location, price, conforming floor plan 

 
• Evaluate the comps – know your ARV (low, mid, high value) 
 
• Hire licensed contractor, written contracts 

• Scope of work 
• Fixed Price Contract 
• Payment schedule and project completion date 

 
• Rehab accordingly -   

• $10k, $20k, $40k+ plan? 
• Once you establish a budget – don’t deviate midway 
• Make all the major decisions upfront – scope, materials, etc 
• One change of mind can have a domino effect on whole job 
• Staging - key 

  
• Don’t micro manage your project – let the TEAM do their job 
 
• Weekly job inspections, pay according to work completed 

 
 
 
 

 
 
 

 



Control deal all the way to the bank  

• Price it right the first time 
 Do your homework – not too low, not too high 

 

• Secure the highest and best offer 
 Easy to create a buying “frenzy” in this market - be careful  

 Negotiate your deal on your own behalf  

 Have YOUR “Preferred Lender” approve buyer(s) before you accept offer 

 Don’t be in a hurry to accept an offer – keep the buyer coming to you 

 Cash is not always King 

 Meet the appraiser at the house 

 Communicate regularly with buyer’s agent, title company and 
lender 

 



• Laurel Sagen  

• Minerva Properties, Inc 

• 916. 583.0890 

• laurelsagen@hotmail.com 

 

• Mandy and Bo Snell 

• www.advancedrealtysolution.com/forms 

• www.boandmandysnell.com 

• 916.765.2880 

• mandy.snell22@gmail.com 
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