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1. Condition your mind. 
This is by far the most 
important strategy I can 
suggest to you. Take ANY 
successful person in any walk 
of life, in any industry, and 
chances are high that they 
have learned to condition 
their mind. So what does 
conditioning your mind 
mean? It means conditioning 
your mind for success. I read 
a great explanation 
from Mind-sets.com: 
 
“If you want to be successful, 
you need to condition your 
mind for success. The correct 
success mindset means that 
the person has the underlying 
positive beliefs, values and 
attitudes necessary to affect 
success in his chosen area of 
endeavor. Beliefs values and 
attitudes create the 

foundation for the thoughts 
and feelings that make up the 
human potential for action 
and therefore the results 
experienced in life. These 
results of course feed back 
into our belief system 
creating a closed loop that is 
either empowering or dis-
empowering, spiraling 
upwards or spiraling 
downwards, feeding on 
itself.” 
 
Bottom line — you need to 
evaluate and choose the 
thoughts and beliefs that are 
going to help you achieve 
your goals (versus having 
negative thoughts and 
beliefs). You can take all the 
action in the world, but if you 
don’t condition your mind 
properly with healthy and 
positive thoughts and beliefs, 

you won’t move any further 
to your goals. 
 
2. Create success habits 
and rituals. 
The most important ritual for 
me is to begin and end my 
day in a positive mindset and 
in gratitude. I just bought the 
“Five-Minute Journal” that is 
helping me do this. I begin 
the day in meditation, reading 
and visualizing my goals, 
filling out the five-minute 
journal, and prayer. Then, I 
end the day in a positive state 
by focusing on what went 
well in the day and what I can 
do better the next day. 
Simply put, positive and 
empowering rituals can 
change your life. 
 
3. Create an actual plan 
(the how) for each of 
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your goals. 
This plan should include 
specific actions and deadlines. 
This one is simple, but 
imperative. For example, you 
can have a goal of owning “X” 
rental properties this year, 
but you won’t move towards 
achieving this goal if you 
don’t also have a plan and 
strategy in place so you can 
make it happen. 
 
4. Re-evaluate your 
progress continually. 
Be flexible, and then 
determine how you need to 
change your approach. 
Most people set goals and 
then hope they come true. 
Not helpful! You should be 
evaluating your major goals 
on a monthly, quarterly, bi-
yearly, and yearly basis. 
Create a ritual where you are 
evaluating your progress 
towards your goals. 
Remember to be flexible, and 
if something is not working, 
change your approach quickly 
and continue to change your 
approach until you achieve 
what you want to achieve. 
 
5. Be coachable and 
teachable. 
On the way to achieving your 
goals, you are going to screw 
up and make a ton of 
mistakes. Get over these 
quickly; don’t dwell on them. 
Be teachable and coachable in 

 these moments. Don’t beat 
yourself up, but learn from 
every situation and every 
mistake. It will make you 

stronger. 
 
6. Surround yourself with 
successful people. 
Simply put, you become who 
you surround yourself with. 
So choose wisely and 
surround yourself with 
positive, successful, 
encouraging, and supportive 
people who want to see you 
WIN! 
 
7. Stop saying “should” 
and replace with “must.” 
Get rid of the word “should” 
and replace with “must.” 
Watch the words you use on 
a daily basis. Watch what you 
say to other — those words 
will become your reality. 
 
8. Don’t give up. 
There have been various 
times in our business when 
the negative thought pops 
into my head for a moment 

— would it be easier if we 
just gave up on this goal? But I 
allow this negative thought to 
move through my head 
quickly, and then I move to 
something positive to focus 
on. Achieving anything great 
in your life will take time, 
energy, and focus. The worst 
thing you can do is give up. 
 
9. Don’t procrastinate. 
Tim Ferriss, the best-selling 
author of The 4-Hour Workweek 
has some great videos on 
YouTube about this topic. 
Procrastination can kill 
momentum. Watch this does 
not stop you on your way to 
achieving your goals. 
 
10. Don’t blame others — 
take full responsibility. 
Don’t spend your time 
blaming others why your 
goals were not achieved. This 
is a downward spiral that will 
get you nowhere. Take full 
responsibility and 
accountability for 
EVERYTHING that happens. 
 
11. Stop telling stories. 
I was listening to Tony 
Robbins the other day, and he 
said something very powerful 
— “Are you more concerned 
about telling stories about 
why something did or did not 
happen, or are you more 
interested in results?” Focus 
on results and stop telling 

stories. 
 
12. Spend time on a daily 
basis seeing your goals as 
ACHIEVED. 
People who achieve their 
goals first see themselves 
achieving their goals in their 
mind. Take any outstanding 
athlete — they are masters at 
utilizing the power of 
visualization to achieve their 
goals. They see it happening 
first in their mind, and then it 
happens in reality. There is a 
TON of science and research 
on this topic, so check it out 
if you need proof! 
 
13. Take risks. 
No goal has been ever 
achieved without taking some 
risk. Of course, you want to 
take calculated and educated 
risk in business, but you do 
need to take risk nonetheless. 
 
14. Find an 
accountability partner. 
If you don’t have a business 
partner or a supportive 
spouse that you can do this 
with, find an accountability 
partner that you can not only 
share your goals with but also 
check in with to see how the 
achievement of these goals are 
progressing. Set up weekly 
calls, monthly calls, or face-to
-face meetings with each 
other so you can be 
accountable to someone else 
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4 Ways to Take Advantage of 
LinkedIn 

 

By Paul Esajian 

 besides yourself! 
 
15. Learn from as many 
people who have 
achieved what you are 
looking to achieve. 
This one is pretty clear, but it 
is incredibly important. 
Success really does leave 
clues. I would imagine ANY 
goal you want to achieve has 
been achieved by someone 
else. So don’t struggle to 
figure out how to do this. 
Learn from those who have 
“been there and done that.” 
You can interview people and 
mentor under people who 
have been there before. You 
can also learn by reading 

books from these people, 
watching videos, and 
attending seminars. Soak in as 
much as you can to learn what 
they have not only done to 
achieve their goals but how 
they have carried themselves 
and conditioned their mind. 
 
I hope you found this article 
to be helpful and motivating - 
and that you will take one 
thing and put it into action as 
you move forward to 
make your goals happen in 
2017!  

Dubbed the “Business 
Network,” LinkedIn is the 
world’s largest professional 
networking site, with more 
than 433 million active users. 
The site allows users to 
showcase their career and 
work expertise, as well as 
assist in strengthening their 
database of contacts. In 
addition to reputation 
management, it has the ability 
generate new connections and 
introductions, facilitate in 
person connections with 
groups and open new doors 
of opportunity. 
 
LinkedIn is also a dominant 
force for real estate investors, 
especially when it comes to 
social media networking. The 
site can be used to not only 
generate online leads, but 
create valuable virtual 
business relationships and 
partnerships along the way. 
LinkedIn centers around 
communication and 
establishing working rapport 
with individuals — similar to 
how networking is achieved 
in person. 
 
In today’s digital age,  it’s 
important for investors to not 
only focus their attention on 
in-person networking, but 
their social media networking 
presence as well. That said, 
here are four ways investors 
can take advantage of 
LinkedIn: 
 
1. InMails For Email 
Campaigns 
LinkedIn offers a feature 
called InMail, which allows 
users to send messages 
directly to other LinkedIn 

members, even if you’re not 
connected. From a real estate 
investor’s standpoint, InMail 
holds the power to generate 
leads. 
 
Lead generation in real 
estate is an investor’s bread 
and butter. The traits of a 
successful real estate investor 
not only include their ability 
to generate and capture leads, 
but ensure an uninterrupted 
flow of prospects coming in. 
With LinkedIn’s InMail, 
investors can send personal 
messages to other users in an 
effort to entice them on their 
services, as well as a friendly 
way of saying hi and 
introducing yourself. 

 
According to a 
recent HubSpot 
study, LinkedIn 

generated the highest visitor-
to-lead conversion rate at 
2.74 percent, three times 
higher (277 percent) to 
convert visitors than both 
Twitter and Facebook. 
 
In addition to helping 
generate leads, InMail from 
LinkedIn can also be used to 
build your buyer’s list. This 
list of contacts will serve as a 
database of past, present and 
potential clients, ranging 
from investors, buyers, 
sellers, wholesaler, rehabbers 
and more. 
 
2. Join Or Create A 
LinkedIn Group 
Another social media 
networking benefit of 
LinkedIn is the ability to join 
groups. These online groups 
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allow like-minded individuals 
to interact discuss topics in 
their respected industries or 
interest. Although some 
LinkedIn groups require 
approval, the social media site 
is home to thousands of 
various groups, with a large 
sum of those pertaining to the 
real estate market. 
 
If you can’t locate a group 
that pertains to your 
particular interest or business 
focus, LinkedIn allows users 
the ability to create their 
own. As an investor, creating 
a group specific to your 
general needs — whether 
focusing on your local real 
estate markets or types of 
investments you’re interested 
in — can be advantageous for 
many reasons. For one, you 
are creating a designated 
funnel to collect interested 
parties. While not everyone 
may be interested in your 
services, this approach could 
snag a few potential leads. 
Additionally, starting a 
LinkedIn group as a real 
estate investor can also 
provide the opportunity for 
you to become a thought 
leader, helping to boost your 
credibility moving forward. 
 
3. LinkedIn Publishing 
Content marketing remains a 
necessary component in 
generating online real estate 
leads. With LinkedIn’s 

Publishing feature, users can 
submit content, including 
their own, the same way they 
would on their blog or other 
social media accounts. As a 
real estate investor, this 
feature allows you to not only 
post content in an effort to 
grow leads, but cultivate 
credibility as well. Posting 
content on LinkedIn can assist 
investors in gaining a broader 
awareness, as well as higher 
authority for their brand. In 
an effort to build trust and 
rapport with others, including 
attract new prospects, 
content marketing on 
LinkedIn can be an excellent 
resource for real estate 
investors. 
 
“The more you know about 
your customers the more you 
can provide them information 
that is increasingly useful, 
relevant and persuasive,” says 
Jay Baer, a marketing 

consultant, speaker and 
author. 
 
In terms of social media 
networking, writing and 
sharing content on LinkedIn 
can also lead to new 
conversations. Along with 
writing, the concept of 
content marketing also 
includes engaging with those 
that comment on your work, 
which can lead to further 
discussion as well as future 
working relationships. I 
should also mention the 
importance of not using “filler 
content.” In essence, this 
information serves no 
purpose and comes across as 
spam. Writing compelling 
content isn’t easy, but it will 
ultimately produce the best 
response — both short and 
long-term. 
 
4. Ask For Referrals 

Without a doubt, referrals in 
the real estate industry are the 
key to building trust. Simply 
put, a referral is a form of 
recommendation from 
another party. It’s usually 
achieved through word of 
mouth and represents a 
powerful selling tool for real 
estate investors. That said, 
LinkedIn is a great platform 
for developing relationships, 
as well as leveraging those 
connections to gain referrals. 

Another aspect of social 
media networking, 
particularly with LinkedIn, is 
asking for referrals. Along 
with offering a dedicated 
section for your connections 
to post referrals, LinkedIn 
also allows you to request 
recommendations from your 
contacts. This can be wildly 
useful for beginner investors, 
as they work towards building 
their real estate network. 
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