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Trouble selling your home?
Little to no equity and need to sell fast?
Showing after showing without results?

How To Structure A Deal & Close 
On Your Home In The Next 90 Days!

BY  DAVE  BYNUM

 Securing The 
Maximum PROFIT 
From Your Home...
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lead generation for banks, marketing for venture 
capitalists, rehab centers, and vhotel acquisitions 
just to name a few.

He also helped create a system of purchasing private 
homes in Southern California to assist a company 
to acquire over 100 million dollars in real estate.

In short, he has developed a unique set of skills over 
his 30 years in the marketing, acquisition and sales.

He has used his creative skills to create a system that 
taps into one of the fastest moving modern-day 
booms that are quickly unfolding right before 
our eyes (virtually there is no end in sight). 
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THE MONEY GAME 
Let’s play a simple game. 

It’s called “Where’s The Money?” 

I play it all the time, and I’ll teach 

you the rules. 

It’s simple. You just need to read a magazine, watch the 

nightly news, or pick up a paper. The game is this: pay 

attention to the most frequent topic of how people are 
making and investing their money. I’ll log on to my 

online newsfeed right now to play along with you. 

As you read through the headlines, you’ll see a few 

common themes. Maybe an article or two about crypto- 

currency. Maybe a couple more articles about an app 
developer or a new software. Maybe even some 

quarterly reports from the Fortune 500 companies that 
often top the news. But more often than not, when you 

play the game, the same theme comes up again and 

again. 

Property. Homes. Apartments. Mortgages. Real Estate. 

Ok, you’re with me now. You know how to play this 
game. Or maybe you think you know how to play this 

game. Or maybe you’ve been playing it for years, 

investing in real estate and building up a decent 
portfolio. Maybe you have a nice home yourself that 

you’ve upgraded and renovated, a nice piece of property 
in which you have a lot of equity. But the market can 

swing against you. At one time, you felt like you were 

winning this game. Now, you feel like you’re sliding 
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backwards, losing all that momentum and ground you 

gained over years of hard work. 

And what’s worse is that at the same time you’re losing 
this game, it feels as if other people are finding ways to 

win. No, you’re not paranoid. There ARE people who can 
still win the game of “Where’s the Money” even when 

the market is losing ground, when the banks are 

demanding higher rates, or when the renters aren’t the 
same as they once were. I guarantee that there are ways 

to play this game that can make more money than you 
ever thought possible from a piece of property. 

How do I know this? Because I am one of those guys. 

I’ve figured how to turn your property into a money-
generating machine. I know how to take your home and 

make it infinitely more profitable. And how do I do this? 
I play the game with a new set of rules. I can turn your 

property into a profit generator, making you $5k $10k, 

or $50k in the next few months. I know it because I’ve 
done it again and again and again. I devised my own 

system for making money in real estate that you’ve 
probably already heard of. You might have even tried it 

for yourself. But when you learn my rules for playing 

this game, you won’t lose. You can’t. 

By now, you’re dying to know what I’m talking about. 

No, this isn’t a book where I tease you and draw out the 
answer so that you don’t actually know what I’m talking 

about until chapter 4. I’ll tell you right now. 

I list your home in the short-term rental market. 

“Oh C’mon! I know how to do that,” I can hear you 

saying. And I hear everyone saying that. I log on to the 
big websites, sites like Airbnb, VRBO, or Homeaway, and 
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I can see thousands of listings in your very 

neighborhood. That tells me that there are thousands of 

people who think they have the answers for listing their 
house online in the short-term rental market. They all 

think they know how the game is played. They’re all 
saying, maybe like you’re saying right now: 

“I don’t need you. I already know how this works. It’s 

so easy. I can do it myself.” 

In light of that, I ask you this: Why is it that my listings 

can generate as much as 1500% more interest than 
another house? Why is it my listings consistently get 

rented at 90-95% occupancy when the industry 

standard is somewhere around 60%? How do I make 
tens of thousands of dollars before the first guest ever 

arrives? How can I turn your home from a property that 
hopes to make $300, maybe $400 in profit a month, 

into a home that consistently makes $5,000-$10,000 in 

pure profit each and every month? And that’s AFTER 
you pay all the bills. 

I want to teach you how working with my set of rules 
doesn’t just change how you play the game. It changes 

the game itself. I want to show you how working with 

me eliminates the risk, takes time and worry from your 
hands, and changes your perspective on how to 

effectively run a short-term rental business that 
actually works and really makes profits.  

Sound intriguing?
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WHAT IS THIS ALL ABOUT? 

You’ve probably noticed that we live in a new economy. 

New businesses and ideas pop up all the time that 

couldn’t have existed before. This is a world that we 
now know as the “shared economy”. What do I mean by 

that? 

The shared economy is vague and conceptual. It’s hard 

to explain. It’s much easier to understand the 

companies that exemplify this shared economy. Let me 
show you what I mean. 

Let’s say you arrive back at the airport from a long 
business trip. You’re tired. It’s been a long day. All you 

can imagine is crawling into your bed and closing your 

eyes. But you have to get home first. Unless you’re 
ridiculously organized and arranged a ride, you probably 

have to find some sort of transport. What’s the first 
thing you do? You pull out your phone and open up the 

Uber app to book a car. It’s easy. It’s convenient. It’s 

safe. You can verify that your driver is well-respected 
and does his job properly. You can trust that the car will 

pick you up when it says it will, take you home, and you 
never deal with a single payment. This is an example of 

the shared economy. 

This big ride-share company is quickly taking over the 
marketplace. More and more people are willing to first 

consider an Uber than a taxi in major cities. Uber has 
recently been valued at just over $70 billion dollars. 

That’s not the most amazing part. Uber is a major 

transportation company… 
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…that doesn’t own a single car. It’s the shared economy 

at work. 

Let me show you another example. If you’re bored and 
like most people, you probably open up Facebook on 

your phone. You spend time browsing through pictures 
of your friends, the latest news stories that people are 

commenting on, and make a few comments yourself. 

Facebook is the world’s largest media company… 

….that doesn’t produce any content. 

Are you starting to get the picture? These massive 
companies have created a new model for business; it’s 

the shared economy model. The content on Facebook is 

provided by you and me. The cars for Uber are provided 
by the driver. Amazon and Alibaba are leading retail 

stores that don’t produce any inventory of their own. 
Bitcoin is an emerging currency that has no physical 

money. 

The shared economy allows people like you and me to 
take advantage of free marketing to millions of people, 

using their platforms, and using their popularity to 
make our own money. You probably already see where 

I’m going because I neglected to mention one of the 

biggest examples of this shared economy model: Airbnb. 

This giant company, often called a unicorn company for 

how quickly it rose in popularity, is set to overtake the 
traditional hospitality model for how we book 

accommodations. Millions of people are booking 

thousands of homes every single night of the week with 
a company that owns no property. None.  
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If you’re planning a trip to somewhere, especially if 

you’re traveling with other people, you would probably 

look at Airbnb just as much as any one of the major 
hotel chains. And Airbnb is not alone in the hospitality 

shared economy. There are dozens of short-term rental 
companies that allow you to book people’s private 

homes and stay in remarkable locations all over the 

world. Airbnb is probably the name you know, but it’s 
not the only option. 

Why do people do this? 

First of all, it’s a trusted system. Vacation rental 

websites use the power of social proof when they 

market their properties. We all succumb to social proof. 
If one person likes something, we tend to trust that 

we’ll like it too. It’s how we decide where we eat, what 
movies we’ll watch, and how likely it is that we’ll click 

on the Netflix show just recommended to us. It’s how 

we’re wired. And these companies thrive o! this social 
proof principle. If a home has dozens of positive 5-star 

reviews, we’re confident that it’s an excellent choice to 
stay. 

Second, it’s convenient. Staying in a hotel isn’t always 

the best option. You might have several people traveling 
with you. People love to travel in groups now. Groups of 

10-15 people are not uncommon at all. Where do you eat 
at meal times? Where do you hang out at the end of the 

day? Hotels don’t make that easy. It’s much more 

convenient to stay in a home. You have access to all the 
amenities of a house, like a living room, a kitchen, and 

an entertainment area. Several people can sleep under 
one roof. You have privacy. You have security, and best 

of all, you can get all of that from a booking you made 

on an app or online.  

9



Third, it’s a smart financial move. Hotels are expensive. 

You might get a decent room rate, but then you factor in 

the food costs of eating out and the expensive services 
in the hotel, it’s suddenly ballooned way out of 

proportion. It’s more cost effective to have private 
accommodations that can cost way less than it would to 

house everyone at a hotel down the street. 

This new shared economy is the fastest growing 
economy of our time. Airbnb has only been around for 

less than 10 years. But it’s on track to become a $100 
billion business very soon. This company is quickly 

sprouting up, and we have an unprecedented 

opportunity to “ride the wave” of this business while it 
grows and expands. I see massive potential for 

homeowners that want to discover a new way to make 
money, to use their property to its fullest potential, and 

maximize the value that your property has in the 

market. 

Now, let me ask you a question. You’ve probably known 

about this vacation rental business for a few years. You 
may have even used one before on your own vacation. 

It’s likely that if you are reading this book right now, 

you’ve already considered this (or even tried it) at one 
point. You can already see the benefits, the potential 

income, the business model that allows you to enjoy 
your life while using your home as a fantastic source of 

income. But it’s also likely that you haven’t been doing 

it quite right. Maybe you’ve been disillusioned with the 
market. Maybe your numbers haven’t been what you 

were promised.  Maybe you’ve even had some bad 
guests in your property, turning you off to the whole 

model. I know the questions you have. Only because I 

had them too at one point. I can answer every single one 
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of your valid concerns about the safety, the security, and 

the profitability of this short-term rental business. 

There is a real chance that I have encountered, pushed 
through, and found solutions to every single one of the 

problems you’ve thought about. 

Or maybe you’re in a new group, one that I’m running 

into more and more often.  You feel like you’re stuck. 

You have a house that can’t sell, a property that won’t 
attract any attention on the market, or a situation that 

has you between a rock and a hard place. I know it feels 
like there are no alternatives, no way out, and that’s 

why this book is in your hands.  I have a solution that 

will blow you away.  I know how to turn your dead 
house, your stale property, into a machine that 

generates thousands of dollars in weeks, not months or 
years. I know how to get your home listed, fully booked, 

and get you paid before you even start taking one guest. 

In a few chapters, I’ll  tell the stories of some of my 
previous partners, people I’ve worked with who were in 

situations worse than you’d imagine, found a solution 
through listing their home as a short-term  rental 

property, and ended up making thousands of dollars a 

month in profit without doing any of the work.  But I 
feel like I’m getting ahead of myself here. This is more 

information than I can squeeze into a single paragraph. 

And before I answer your other questions, let’s ask the 

big one right now. It’s the elephant in the room, and I’d 

like to address it. 
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WHO AM I? 

A few years ago, I never thought I would write a book 

like this. That’s probably because this opportunity 

didn’t exist before. We are fortunate enough to live in a 
time when people can operate small businesses using 

platforms like the internet to make it successful. You 
can start up your small business, the actual American 

dream at work, and never have to shell out tens of 

thousands of dollars in start-up costs. It’s so easy now. 

But my life changed when I was introduced to this 

concept by someone close to me. At the time, I was 
looking for a new opportunity to work my own hours, be 

my own boss, not have any employees to manage, and 

be able to define my own success. The real reason I 
started looking into the world of vacation rental 

properties is that it offers a freedom and an opportunity 
that normal work can’t offer me.  

In my former life, I was never compensated more if I 

worked harder. If I busted my butt and did twice as 
much work as I did the week before, do you know what 

would happen? Nothing. My boss probably wouldn’t 
have noticed. My paycheck sure wouldn’t have changed. 

And I’d be twice as tired and twice as discouraged with 

my career. 

But, maybe if I did that for 5 years straight, someone 

would notice and I’d get a chance to receive a 
promotion. But those promotions are few and far 

between. I’d still have to compete against other 

applicants and I have no guarantee that all my hard 
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work would translate into a higher paying position. It 

didn’t seem fair to me.  

So, I investigated many different opportunities in real 
estate. I, like many Americans, believe that real estate is 

the best investment that I can make for my future. But 
there are significant challenges to breaking into the real 

estate market.  

To begin investing in real estate, I have to have the 
capital to put down. If I want a traditional 30-year 

mortgage, most banks and hard-money lenders will 
only cover 80% of the purchase price. That means I have 

to come up with a 20% down payment ready to sign the 

deal. And then there are closing costs, legal fees, titles 
and permits if I want to do anything to the property, etc. 

And on and on and on it goes. I have to keep that money 
tied up in my property for years before I can ever see a 

nickel come back to me. I could have a property worth 

hundreds of thousands of dollars, but it means nothing 
because I’m still 10-15 years away from making any 

profit on it.  

Alternatively, I could opt to flip a house. That seems 

popular, right? But those reality shows don’t portray the 

accurate truth about how fix and flips really work. 
Budgets blow out, timelines get delayed, loan 

repayments keep coming out, and you need to make at 
least 20-30% more than the original purchase price for 

any chance to turn a profit. It’s not a slam dunk by any 

means.  

While other investors stuck with those traditional ways 

of investing in real estate, I noticed another path, the 
vacation rental home. I watched the meteoric rise of 

Airbnb with fascination and I saw my chance. I did my 
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due diligence and studied everything I could about the 

short-term rental business. I learned all about the 

different websites and the markets they attract. I 
figured out the advantages of each different site like 

Airbnb, VRBO, Homeaway, and many, many more. I 
learned what types of homes were popular and what 

markets had the most growth. I paid attention to the 

kind of people who travel and use these vacation rental 
homes for accommodation. I learned everything I could 

about the entire structure of the rental home business 
model. 

And then I went further. I discovered that the majority 

of the competition out there is in the 1-2 bedroom 
apartment range. Over 75% of the short-term rentals 

are in a smaller-sized home. There is a very small 
minority of homes that can accommodate groups of 

larger than 10 people. And that’s where I saw my 

opportunity. I remember a story I heard once from 
investor, entrepreneur and author Tim Ferriss when he 

told of a class he taught at Stanford. He would offer an 
all-expenses-paid flight around the world if they were 

able to get in contact with an A-list celebrity of their 

choice over the weekend. Tragically, nobody ever 
claimed the tickets and the reason was very telling. It 

turns out that none of Ferriss’ students would even 
bother trying. Everyone assumed that it would be too 

hard, that someone else would do it first, and they 

didn’t bother making any attempt, not realizing that 
there was no competition at all. 

That’s when lightning struck me, metaphorically 
speaking. The best opportunity to get involved in the 

short-term rental business would be in the luxury home 

market. The best opportunities are where the crowds 
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aren’t, right? There aren’t 

m a n y l u x u r y h o m e s 

offering decent places for 
large groups on these sites. 

From what I found when I 
did my research, most of 

the listings are terrible, confusing, and don’t sell the 

amazing property very well. It’s tragic, really. 

So, I dedicated myself to understanding how the luxury 

rental market worked. I developed strategies to engage 
guests with a higher value and a higher standard. I 

invented systems that protected both the guest and the 

homeowner from liability. I devised methods to keep 
everything running smoothly for both parties involved. I 

made sure that both the guest and the homeowner came 
out of the exchange better off than before. 

I, then, went a step further than anybody else out there. 

You see, at the moment, this whole industry of short-
term rentals is like the Wild West. It’s unregulated, 

unlicensed, and vastly unchecked by any sort of 
governing body. Cities all over the world are scrambling 

to make sense of the rapid changes. Hotels are up in 

arms over the loss of business to their traditional model 
that has worked for decades. Nobody has any real plan 

for how to effectively manage this meteoric rise in 
popularity.  

So, I enrolled in one of the world’s first certifications in 

this business. I took a course through the College of 
Southern Nevada to completely grasp the ins and outs of 

this model. The course goes through how to run an 
efficient, legislated short-term rental business that 

complies with all laws and standards set out by the 

government. This fully accredited course establishes me 
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as one of the very few people on the planet to hold a 

certification in an industry that has virtually no rules or 

standards for those who want to get started in it. I don’t 
claim to have a crystal ball, but I do have a crystal mind. 

I can see how this will go. In the future, governments 
will move to regulate, tax, and oversee this new 

industry just like they have with any other industry 

that’s ever emerged. There will eventually be standards 
and requirements for all participants in this field, and I 

just figured I’d get there first.  

Now, I have been managing these luxury short-term 

rental properties for a few years. I have experience 

finding profitable properties, negotiating great deals 
with the owner, and listing those properties on luxury 

rental websites. My properties regularly attract more 
viewers and get more bookings than many other 

properties online. Why is that? One, these properties are 

often listed by the owners themselves who don’t have 
any experience in the short-term rental industry. Two, 

the properties are managed by people who think that 
the same listings that work for a small one-bedroom 

apartment in town should be the same as a 5-6000 sq. 

ft. home that can host up to 18 guests. It doesn’t work 
that way. 

I have a unique perspective on how to locate incredible 
homes and create excellent listings that repeatedly get 

better reviews than anybody else in this space. I am one 

of the world’s leading 
experts on managing 

luxury vacation rental 
proper t ies . And i f 

you’re reading this 

book, there’s a good 
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chance that I’m looking at your property right now. I 

can assure you this one thing. This may be a concept 

you already know, or it may be the first time you’ve 
heard of it. I can promise that there’s no one better 

suited, more equipped, or more knowledgeable on the 
subject of listing luxury vacation rental properties than I 

am. I’ve spent years learning and researching the 

industry, honing and developing the exclusive systems I 
put into every property, and creating win-win-win 

scenarios for you, the guest and myself. 
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TWO NEW MODELS (Plus A Third) 

When I talk to people 

l ike you about my 

business, I can classify 
t h e m i n t o t h r e e 

categories, each with 
their own opinions and 

ideas about how the short-term rental business fits in 

with their lives.  

Maybe you’re in the first group of people. You’re already 

familiar with how the short-term rental business works. 
It could be that you’ve looked at it from a distance, 

imagining yourself making the leap from a homeowner 

to a business owner. That gap between where you are 
now and a short-term rental owner is smaller than you 

think. It’s really not a huge leap to have you earning the 
kind of money that you should as a landlord.  

Wait, making what I should as a landlord? What do I 

mean by that? Let me explain how the system isn’t in 
your favor in a standard landlord/renter agreement. As a 

landlord, you’re entitled to get rent, usually making 
slightly more than your mortgage repayments and any 

maintenance expenses you have. How much will you 

expect to make? Maybe a couple hundred bucks a 
month. If you’re lucky and nothing major breaks down, 

you could see a yearly profit of $2000-$3000 as a result 
of your work. The percentages are very low and often 

not worth your time or risk. But I want to show you how 

you can earn what you’re worth, making an extra 
$2000, $3000, even $5000 per month in a model that 

ensures you get paid regularly. You get direct deposits 
into your account that cover your mortgage, your bills, 

 19



and anything else leaving you with that extra few 

thousand a month as profit.  

Or maybe you fall into the second group of people I 
meet. You own a house. At one time, you saw the 

potential for it to be listed in the short-term rental 
business. You may have tried it for yourself for a while, 

listing your house, receiving mediocre reception, 

terrible bookings, and bad guests. It left a bad taste in 
your mouth, one that left you feeling disillusioned and 

reproachful about the whole model. I get it. Your story is 
like thousands of other people who’ve listed their 

properties on the market. They found it was too hard, 

too time-consuming, too much work for not enough 
reward. Does that sound familiar? And let me make 

myself clear here. I’m NOT asking you to repeat what 
you’ve done, give it the “ole college try” again, only to 

fail in the same spectacular fashion. I’ve heard it once 

said that the recipe for insanity was doing the same 
thing and expecting different results. I won’t be asking 

you to do the same thing again. In fact, what I have in 
mind should be very interesting to someone who found 

that the short-term rental business left them feeling 

overworked and underpaid. 

Or maybe you fall into the third group, the kind that 

already has someone managing your property on the 
short-term rental market. There are plenty of big 

companies out there that offer a property management 

service you can easily sign up for. They sound 
promising, believe me. I myself was tempted to list my 

own properties with them, but I found that not only are 
these companies too big to care, they’re simply too big 

to do something right. These big companies charge you 

a monthly maintenance fee, and if the listing doesn’t do 
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well, you’re the one that suffers. The lull in the market 

doesn’t affect them as much as it does you. You’re the 

one that doesn’t get the income, but they still get paid. 
What kind of business model is that? It’s one that only 

serves the big companies’ interests, that’s what it is. 
One of my buddies had several properties and wondered 

if he could save himself some time buy giving half of his 

listings over to one of the big companies. I’m not lying 
to you when I say that within 3 months, he was almost 

completely ruined. Those listings weren’t managed with 
the care and concern that he offered, and his business 

suffered dramatically for it. He almost went completely 

under before taking back his listings.  

The truth is it really doesn’t matter which group you 

identify with. I don’t care if I get a little from column A, 
a little from column B, and a little from column C. I 

have two models to present to you that solve all the 

issues no matter what group you identify with. These 
two models are radically different from what anybody 

else is currently using in the market right now. They 
overcome the common difficulties of: not making 

enough money, overworked landlords, problem guests, 

under-booked properties, or any of the common issues 
that arise in this business. I’ve used these models with 

great success, making my partners thousands of dollars 
in rental income every month, and maximizing the 

profit they stand to earn from their homes.  

And after I tell you about these two models, I want to 
explain to you what I call the “Acceleration Model.” I 

use this model when I encounter someone in a dire 
situation, locked into a mortgage they can’t pay, in a 

home they can’t sell, with bills piling up on all sides. I 

hit the “hyper-drive” on the standard model to earn 
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them $30-$50,000 in a matter of weeks so that the 

homeowner can get out from under their predicament, 

so money comes in even before one single guest enters 
the property. That’s tens of thousands of dollars in their 

bank account in a timeframe most people wouldn’t 
believe possible. I know, even as I’m typing this, that 

what I’m saying sounds too good to be true. I’m going 

to introduce you to one of my partners, someone with 
“no way out” of their terrible situation, and yet earned 

over $100,000 in booking revenue in just a couple 
months, before guests started even arriving. The 

Acceleration Model ended up saving her house, repaying 

her debts, and turning her home into a profit-
generating machine. She is a real person. That is a real 

story. And yes, it can really happen with your property. 
But on to the two models… 

Model I: The Partnership Model 
(With a Guarantee)


You’ll see in a minute that 

t h e r e a r e n ’ t m a n y 
differences between the 

first and second models. 
The only thing that really 

makes a difference is the amount of effort and risk 

you’re willing to take on. I’ll come back to that after I 
break down these two concepts for you. 

Let me tell you about the first of the two models. 
Whether you’re afraid to get back into the short-term 

rental market because it’s burned you in the past, or 

you’ve been hesitant to try short-term renting even 
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though you can see the potential profits, the first 

approach is my Partnership model.  

Please understand, this isn’t a standard partnership that 
I’m putting forth here. A normal partnership is where 

both parties are equally involved in the gambit; both 
have equal shares in the rewards and responsibilities of 

the business. That’s why when I introduce this 

partnership, I give it that added subtitle, “with 
guarantee,” which negates most of the risk for you and 

guarantees an income every month into your account. 
Here’s how it works. 

You retain full ownership of your home. You don’t sign 

over a lease. You don’t make any rental agreements with 
anyone. It is still your house, fully and entirely. I’ve 

been a landlord myself, as well as worked with several 
landlords in the past. I am completely familiar with the 

risks and drawbacks of having long-term renters in 

your property. You have legal issues, payment concerns, 
and risks to your physical property from damage and 

misuse. We throw away all that risk by leaving you in 
sole ownership of your house. The bank sends you the 

mortgage papers. It’s your name on the deed. Why 

shouldn’t you retain ownership of your own house when 
it’s your name on all the documents? 

Starting from that premise, we come to a signed 
guarantee that ensures that you make a certain figure 

every month. I’m not haggling with you to save a few 

bucks each month. I’m not content with paying you just 
enough to cover your rent. I realistically decide what I 

can expect each month, and I use that data to come up 
with a figure to pay you. Now, here’s the kicker. I’m not 

giving you the “standard” landlord payment of your 

mortgage plus a couple hundred. I’m talking about 
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giving you 5-10 times over what your standard profit 

percentage would be. I pay you that figure every month, 

regardless of what happens. As long as the agreement 
stands, you can count on that amount coming in every 

month. You pay your mortgage, your bills, and you have 
a defined income of an extra few thousand dollars that 

comes in every month, dependable income that you can 

budget and use as you’d like. I’ve had several clients 
who make between $4,000-$8,000 a month after 

they’ve paid their mortgage and bills. 

I use my experience in the short-term rental markets to 

prepare your home and list the house to maximize the 

profits and grab people’s attention online. I take care of 
all the expenses. I get the place professionally cleaned. I 

modify your home to be safe and secure for short-term 
renters. I take care of maintenance issues as they arise. I 

advertise your property. I deal with the guests. I manage 

the booking from beginning to end, keeping you from 
any unnecessary worry and stress. One of the common 

complaints I get from those who’ve tried it in the past is 
that they felt it was too difficult and too time-

consuming to manage guests, solve minor disputes and 

answer common questions. 

“Where are the extra towels?”


“I spilled red wine on the sofa. What do I do?”


 “Can you recommend any good cafes nearby?” 


“Can I extend my check-out time by a couple hours?”


Most landlords go into the short-term rental business 
to escape being tied to their jobs, only to find that it ties 

them up even more. You don’t realize it at first, but 
owning a home in the short-term rental business is like 
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becoming your own front desk, concierge, cleaning 

crew, handyman, and CEO all at once. It’s more than 

you’ve bargained for.  

Let me tell you about a guy I approached in the past. 

We’ll call him Scott. Scott had been working in the 
short-term rental business for himself. I was managing 

the property for him, doing all the behind the scenes 

listing and advertising. He was the upfront guy because 
that’s all he knew. I could see that Scott was not going 

to last the distance this way. He’d tell me that it was a 
constant aggravation on his part. He felt that he was at 

the mercy of the reviews his guests would leave. He 

didn’t manage very efficiently and started getting bad 
reviews, a deathblow in this business. He thought that 

since he was just doing this for a season that he could 
manage it, but it turns out that Scott was wrong. In the 

end, Scott felt super frustrated by the effort he put in, 

while his compensation didn’t account for that extra 
frustration. It’s a shame because Scott walked away, 

unwilling to take another look at using the Partnership 
Model.  

That’s why I take over all of that for you. I keep you 

removed from the time-draining questions, the work of 
keeping the property in top shape, and from the other 

moving parts so that you’re freed up to doing more 
valuable things, like being with family or traveling. And 

don’t forget that in this model, a nice check is clearing 

in your bank regularly, like clockwork, and you get paid 
regardless of how many guests I book in your property.  

In this partnership, I take over all the effort and 
expenses. I pay you, and I assume all the risk of finding, 

booking, and managing your guests. But I’m not just 

doing it because I want to spare you the frustration that 

 25



Scott felt. I’m doing this because I happen to be very, 

very good at what I do. I know the fatal mistakes that 

inadvertently get made by other listings on the market. I 
see those costly errors, and I can see the money that is 

slipping through the fingers of the amateurs trying to 
run their own show. I maximize the potential appeal of 

your property, make a listing that’s unavoidably good 

and draws in more looks and inquiries. As a result, I get 
more bookings than any of my competitors. I don’t want 

you to get frustrated and walk away from the business 
because it’s taking up your time… I also don’t want you 

to make those mistakes that ruin your reputation and 

send potential guests looking at other listings in your 
neighborhood.  

And again, don’t forget that check that comes in every 
month again… 

…and again… 

…and again… 

...and again. 

Alright, you get the picture. 

Model II: The “Done for You” Model

The Partnership (with a guarantee) is 
just one model. As tempting as it is 

for some to hand over control of the 

business to me, other people aren’t 
as willing to hand over the reins of 

their home. They’d rather maintain 
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control where they can, keeping their hands on the 

wheel of their own house. 

And I get that. I understand that some of you don’t want 
to leave it completely in the hands of your partner.  

That’s why I created the “Done for You” model. The key 
difference here is that there is no guarantee like the 

Partnership model has. Instead of a certain dollar figure 

every month that comes into your bank account, we 
agree instead on a percentage.  

Just as in the last model, I take over the listing, the 
bookings, and the guests’ satisfaction with your 

property. But all the income goes into your account. I 

handle the cleaning, the back-end management, the 
smooth check-in and check-out of your guests, and all 

the earnings go into your bank account. You are 
responsible for the bills, including your mortgage and 

any expenses incurred.  

And you remain in full control. All the revenue goes to 
you. You pay me an agreed percentage of the revenue, 

and you are in control of the remainder. How does this 
work? It looks like this: 

Say you agree to a “Done for You” model on your house, 

and for the sake of this example we agree on a 70-30 
revenue split. You keep 70% of whatever comes in, and 

you pay me 30%.  

Let’s also say that you have a $12,000 mortgage every 

month. We have a good month and we manage to make 

$28,000 from booking revenue. You pay me 30% of the 
revenue, which works out to $8,400. You keep the 

remaining $19,600. After paying your mortgage, you’re 
still left with $7,600 in profit that you didn’t work for. 
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Remember, I did all the work for the bookings, 

managing the guests, and getting the place cleaned. You 

just paid the bills. And you still end up with thousands 
of dollars at the end of the month in your pocket. 

You maintain control of your home. You manage the 
daily expenses. You manage the upkeep and repairs of 

your own property. You have access to your own home 

whenever you want it. You pass on all those big 
companies I was referring to earlier that have no 

interest in your well being. You never chase down rent 
payments from untrustworthy renters. The value of 

your house goes up. (I’ll expand on this major feature in 

upcoming chapters.) You never lift a finger. Just as the 
name implies, it’s all “done for you.” 

The “Hail Mary”: Acceleration Model


Wel l , as I ment ioned 

earlier, this model isn’t a 
standalone model that I 

offer to just anybody. If 

you want to keep some 
control (Done for You 

model) or you’d simply 
like receive mailbox money every month (Partnership 

model), I offer this additional model to those who are 

hurting and in a desperate situation. Because, let’s be 
honest, although you may agree with the short-term 

rental business, or you’ve tried it in the past without 
much success, not everybody is financially able to jump 

in today. When I talk to landlords about their options 

with me, I often get a lot of head nodding and 
agreements.  
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“Yeah, this sounds awesome. Wow, tell me more.”  

But occasionally, I’ll see a look of loss in their eyes. I’ll 

see that desperation that lets me know that this 
landlord might be ready to hear about my Acceleration 

model. I can show them how they can make tens of 
thousands of dollars in the next few weeks using their 

home, and get them to a place where we can make a 

deal together.  

Sometimes, I don’t have to find a forlorn landlord. I can 

simply scour the listings in my area. I can spot the 
potential candidates for this Kickstarter model a mile 

away. How do I do that? Well, first off, I have years of 

experience in the real estate market, so I can spot a 
diamond in the rough in the midst of all the listings 

online. To find someone that I think would benefit from 
having a quick injection of cash, I look in two places. 

First, I look through the short-term listings around me. 

I’ll scour Airbnb, Homeaway, VRBO, and a dozen other 
sites to find what I’m looking for. And what am I 

looking for? One of the first listings I look for are the 
luxury homes, much like your own. I’ll find places that 

have higher nightly rates and can book 12 guests or 

more per night. These are the houses I’d want to target, 
and they tend to be more susceptible to risk if you don’t 

know what you’re doing. I know bad listings when I see 
them. There’s a basic, cardinal rule about a short-term 

rental listing: it must look great! You get one 

opportunity to make your listing look attractive to 
potential guests and that happens with the property’s 

profile picture. You wouldn’t believe how much business 
gets passed up if the online listing doesn’t look the part. 

To attract top-tier guests, you have to have a top-tier 

profile picture to go with your listing. 
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I’ll see amateur pictures taken on a cell phone that 

aren’t edited or adjusted to look better. I’ll see dim 

pictures of dining rooms as the main picture. I’ll see 
messy rooms. I’ll see poorly-kept gardens. I’ll see 

pictures of the town or the nearest golf course as the 
first picture that comes up. That actually astounds me. 

I’m looking to book accommodations. What purpose are 

you filling by showing me what the greens look like?? 
These profile photos tell me that these homeowners are 

missing out on great profit potential and could be 
candidates to talk about the accelerated revenue I can 

produce in less than 3 months.  

On some sites, I can also see how many times listings 
have been viewed in the previous 24 or 48 hours. This is 

a great resource that quickly tells me if a listing doesn’t 
have enough pull to get people clicking through. It could 

be the price, the picture, the descriptions, or the reviews 

that are driving guests to look elsewhere, but those are 
listings that I zero in on. They are letting money fall 

through their fingers. If that happens too often, their 
property could be at risk, and they could benefit from 

the Acceleration model. 

Secondly, I look at the houses for sale. This is a big 
market, and it requires some diligence to determine the 

best candidates. I look for homes in neighborhoods that 
I know have higher rental rates. I look for homes that 

have the potential to host many guests… large, 

luxurious houses that have the price tag to match. But 
I’m not just looking for any expensive house. I’m 

looking for the house that has grown stale and hasn’t 
attracted buyers. The price may have dropped 3 or 4 

times. It’s been on the market for sale for way too long 
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and the owners are looking around for an alternative 

solution.  

What I come across when I speak to these homeowners 
is often a variation of the same story, again and again. 

They are interested in the models I talk about, they have 
some experience or knowledge about short-term 

rentals, and they aren’t interested in the long-term 

tenant model.  

But let’s be real for a second. To attract top-tier guests, 

discerning people who look for luxury properties, you 
have to have a property that meets their exacting 

standards. I don’t aim for 100%. That’s the baseline. I 

aim to provide a property that goes above and beyond 
what they expect, and that takes money. Sometimes, I’ll 

locate a property that suits my needs and a landlord 
who is willing partner with me, but I know that it will 

take upwards of $20,000, maybe even $40,000 of 

upgrades and capital to improve the property. I have to 
get the curb appeal looking right. I have to do some 

remodeling, repainting, or add some furniture to get the 
property up to standards. That’s a lot of cash, and I find 

that homeowners don’t have that kind of free capital to 

spend, especially if they’re stuck.  

That doesn’t worry me in the slightest because that’s 

when I employ my Acceleration model. I set a date in 
the future to start taking guests, say in 90 days, and we 

work backwards from there. Immediately, we start 

listing the property online.  

“Wait, did I hear that right? You list it right away?”  

That’s what you’re asking, I know. And yes, I set a date 
in the future, get the place staged and looking proper 
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and respectable, get professional photos taken, and I 

start taking bookings. But I make some provisions for 

my bookings. I ask for 100% payments in advance, and I 
protect that money with some clever terms and 

conditions (which I’ll cover in an upcoming chapter). 
Once I do that, the money starts pouring in. The 

homeowner is able use that capital to pay off bills, get 

themselves out of that jam, and even pay for temporary 
accommodation while their home is rented out to these 

guests.  

As I hinted at, I worked with one lady who used the 

Acceleration model to its fullest potential. Her home had 

been for sale on the market for at least 14 months, and 
she was in trouble. She had a dire situation with truly no 

escape. She couldn’t sell her luxury home for the price 
she needed to repay some debt. She couldn’t move out 

because she had no money for the next home. She was 

running out of cash and soon would lose everything. 
This is when I approached her with the Partnership 

model. I explained the benefits of having a dedicated, 
experienced manager who knew the short-term real 

estate market and how much she would be able to earn 

with her property. I knew the potential that her home 
had, and I knew that it would attract the best guests for 

some major revenue.  

But her situation prevented her from moving forward. It 

would take close to $30,000, in my estimate, to have the 

home ready for listing. It was going to need some major 
work and cleaning before I could take advantage of all 

the home’s potential. Truly, there was no way she could 
come up with a tenth of that, and this is when I 

explained the Acceleration Model. She was keen to try it 

out, and we came up with a plan. I gave her 90 days 
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before we accepted our first guest and listed the place 

online. This was her Hail Mary, her final play in a series 

of moves that involved at least 3 different real estate 
agents and over a year on the market without any 

serious interest in her property. But I was interested.  

Almost immediately, we started getting inquiries and 

bookings that were 3-5 months in advance. We 

converted those bookings into advance payments that 
went directly into her bank account. The place was 

incredibly hot and attracted plenty of attention for that 
area. Within a couple weeks, we already had the 

necessary capital to do the work needed for the 

property. Within the 90 days, she had amassed an 
incredible $100,000 (!!) in bookings. That enabled her to 

move out, pay off her debt, buy some much-needed 
furniture for the home, and start earning some actual 

income on her stale, dead property. I was able to save 

her home, save her from crippling debt, help get her out 
of a dreadful situation, and turn her house into a profit-

generating machine.  

Do you what the real kicker was for her? When we were 

able to demonstrate real, solid interest through the 

constant bookings we received, we added value to her 
home. That added interest converted into a sale-able 

property that attracted buyers from all over. Her home 
was valuable again, and it was all thanks to the 

Acceleration model! 

 33



 34



WHY YOU SHOULD
LIST YOUR HOME 
WITH ME 

If you’ve reached this part of the 

book, I’ve left you with you a bunch 

of unanswered questions you want answered before we 
take it a step further. Hey, I get that. I can see how it 

might seem uncertain to list your home in an unknown 
model that you’ve never tested. I know that I’m not 

your average tenant (nor do I want to be) wanting to 

live in your home. I know that I’m presenting an idea 
that might be foreign or risky to your ears.  

I’m very aware of the concerns you have, and that’s 
essentially why I’ve written this book. I want you to 

have a tangible copy of all the answers I give to 

homeowners just like you who were hesitant at first 
about how these two models work. I even have an entire 

section of testimonials from homeowners I’ve worked 
with who can vouch for the advantages of allowing me 

to list your home. One by one, let me address those 

concerns and questions right now, and lay out my case 
of why you should list your place with me. 

Remote Enhancements

One of the first problems I ever had to solve was not 
being able to be physically present at every check-in, for 

every property I manage, at every moment of the day to 
serve guests. I couldn’t keep an eye on things, monitor 

behavior, or make sure that everybody is following the 

rules I laid out. Nor would I want to. I’m not interested 
in becoming a hotel concierge or a front desk clerk. If I 
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were, I’d apply to work for Hilton or Marriott. I’m 

interested in partnering directly with homeowners, 

showing them how to list their homes with me on 
short-term rental sites, and free up their time. So, I had 

to design solutions that preserved the distance, saved 
the time, and kept the home safe for all parties involved. 

What I have now is a set of enhancements that I use to 

great success in client homes that accomplish those 
goals.  

In every property that I list, I want to ensure that I’m 
caring for the property to the highest standard. And that 

means taking some security measures for both the 

guests that stay in the property, and the homeowner’s 
peace of mind.  

ELECTRONIC LOCKS 

The very first thing I install 
on any property, without 

question, is an electronic 

lock. I actually believe that 
every house should have 

them, not just a rental home. 

These electronic locks are 

incredible. The first thing I love about them is that 

they’re completely remote. They connect to the internet 
and allow you to access the locks from anywhere in the 

world. I never need to be at a property that I manage 
because I simply access the lock on my phone or 

computer. They easily replace the external locks your 

already have in your home, while adding to the aesthetic 
of the home, making it look modern and futuristic. They 

also provide some excellent security features that you’ll 
appreciate.  
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First, they allow you to restrict access to the property to 

whomever you choose. One of the concerns I hear most 

often about having a short-term rental property is that 
the house is open to the public. This is simply not true. 

Access to the home is only given to the staff I employ 
and the guests that I approve. When I receive a booking 

from a guest, I forward them the unique code I create 

for their time in the home. They can only access the 
property with that code. I also give the staff (like the 

cleaning crew or maintenance staff) a different code so 
they can access the property as well. I manage these 

codes remotely and change them often. Once a guest 

checks out, their access code becomes inactive. They will 
never be able to reuse that code in the future to get 

inside. The next guest receives a different code that I 
remotely set from wherever I am. If I change cleaning 

crews, I simply cancel out the former code and give a 

new code to my new cleaning staff. Imagine having the 
ability to change out the locks on your home whenever 

you want.  

Second, they remove the potential for misplaced, stolen 

or duplicated keys. I hate the idea that keys can be 

passed around between people, especially people that 
I’ve never met. You probably feel the same way. I love 

that I can install an electronic lock that removes that 
possibility from occurring. The guests love the 

electronic lock because they never have to think about 

carrying a key or losing it while they are out. 
Homeowners love these locks because they restrict 

access to anyone without the chance of keys getting 
passed around to someone I haven’t specifically 

approved. Look, I know that there’s the potential for 

keys to go missing. I would rather not assume malicious 
intent, and I prefer to think the best about people. Keys 
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will go missing. That’s a fact of life. I just know that it’s 

a better security measure to keep 15 house keys from 

floating around with people I don’t know. There’s also a 
selfish reason that I don’t want to deal with keys. I 

don’t want a phone call at 3AM asking for an extra set of 
keys because guests have locked themselves out of the 

property. Electronic locks solve that problem.  

Third, these locks can show me who has entered and 
left the property. This is, by far, the best feature of 

these locks. I get an instant notification when the lock is 
opened, the code used to open it, and the time stamp it 

was closed. I require my guests and staff to take 

ownership of the code I provide them, not passing it 
along to anybody else. I personally hold the code owner 

responsible for any unauthorized access if their code 
was used to get into the property. Plus, I can use it to 

make sure my guests check in and check out at the 

times requested. If a guest is late checking out, I can tell 
by the lock register. If a cleaning company doesn’t show 

up on time, I can see it and deal with it appropriately. 
It’s a good measure to remotely ensure everybody is 

abiding by the house rules. 

SMART THERMOSTATS 

When I check in a guest, I ask 
that they abide by a set of house 

rules (more on that on in an 
upcoming chapter). Part of those 

ru les inc ludes hav ing the 

thermostat a l ready se t to 
automatic daytime and nighttime temperatures. If a 

guest wants further heating or cooling, they can contact 
me and request it, which I’m happy to oblige. This 
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works in my favor, the guests favor, and your favor as 

well.  

I want the guests to have that “WOW” experience when 
they first walk into your property. I want them to be 

incredibly impressed with how welcoming, open, and 
prepared the place is for their stay. That involves having 

it heated or cooled in advance to the guest’s check-in 

times. You know that feeling of walking in from a hot 
day to a nice cool air-conditioned home? That’s what I 

want my guests to experience when they check-in. My 
“smart” thermostats allow me to remotely set the times 

to turn on so the home is prepared and at the perfect 

temperature. 

I know that a luxury home like yours is expensive to 

heat and cool. Those energy bills don’t seem to decrease 
at all. To avoid the “bill shock” of a huge amount at the 

end of the month, I proactively regulate the temperature 

in the home when I have guests there. I also turn off all 
heating and cooling if there are no guests in the 

property. I don’t want the heater running if the house 
will be empty for a few days.  

Homeowners love the remote thermostats, too. I find 

that short-term guests increase the wear and tear on 
the house’s appliances and fixtures, which includes the 

home’s heating and cooling systems. If I can remotely 
use the heating and cooling only when guests are there, 

it could add years to the HVAC’s useful life and save 

thousands in unnecessary replacement costs. 

NOISE MONITORS 

One key house tool that’s recently become available is 

the remote noise monitor. They’re like a smoke alarm 
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for noise. When I receive a guest 

booking, I keep the guests informed of 

the house rules, including any noise 
restriction and the responsibility to be 

respectful of the neighborhood. After 
all, they are YOUR neighbors and not 

the guest’s. But life happens. I get it. 

You have a few drinks, you crank the 
tunes, and the noise level can creep up. 

One of the worst thing that could 
happen is getting a complaint from your neighbors 

about the noise at your house from my short-term 

guests. So, I figured out a way to contact the guests 
before any issue arises, informing them that the noise 

levels are starting to rise. The noise monitor is set to a 
certain decibel range, and if the noise stays above that 

threshold for a certain time, I get a message to my 

phone, alerting me of the breach. I can then contact the 
guests, informing them of the alert and asking them to 

reduce or eliminate the cause of the noise. I find that 
this de-escalates any issue before anything worse 

arises. The monitor doesn’t record any specific sound, 

but simply measurements the magnitude of the noise. 
Your guests never complain, and better yet, neither do 

your neighbors. 

CAMERA 

For safety’s sake, I always 

install a remote camera 

looking out to the front of 
the property. There are no 

cameras inside the house or 
anything that potentially 

could disrupt the privacy of 

40



the guests. I place the camera strategically to see the 

driveway, the entry, or the front side of the home. That 

way, I can remotely see the guests entering the home. 
Your guests will feel safer because they know that there 

is constant security monitoring the property while they 
stay there. Your guests have never lived in your 

neighborhood, so they don’t know how safe it is. I calm 

their fears by letting them know that the house is 
constantly monitored for their protection.  

Professional Cleaning 


Your property will never 
be as clean as it will be 

when you list it with me. 
I guarantee it. Nor will 

you ever have to think 

a b o u t a r r a n g i n g 
something yourself. No 

m a t t e r w h i c h m o d e l y o u ’ r e 
interested in pursuing, I manage the cleaning inside and 

out of your property. 

With a normal tenant, you might reasonably expect that 
they will clean the house maybe once or twice a month. 

That’s a fair estimate. But that also assumes that the 
tenant is interested in keeping a clean home. I’ve been 

in quite a few homes, and I struggle to understand how 

some people can live the way they do. Will your tenant 
be a neat freak, finicky about wiping down every surface 

and maintaining cleanliness around your property? I 
doubt it.  

Even worse, when you do your 6-month check-up of 

the property, maybe you find that something hasn’t 
been cleaned at all, leaving you with ugly, dirty stains 
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that could have been dealt with easily months ago. Now, 

it will take spending hundreds of dollars to get it 

cleaned professionally or thousands to replace it. Think 
of all the expensive items in the home that need regular 

cleaning like the dishwasher, the hot tub or pool (if you 
have one), the fridge, the freezer, the furnace, the vents, 

the carpets, the hardwood, the tiling, the glass 

windows, or the pipes and drains around the home. Do 
you trust that your tenants will properly care each of 

those areas for? Not likely. They might lose a deposit, 
but other than that, there’s no incentive for them to 

spend time on the monotony of cleaning your property.  

I get your home professionally cleaned every time a 
guest checks out. That could be 2-3 times a week, 

depending on how many short-term bookings there are. 
I maintain a strict hotel-standard cleaning policy with 

my cleaning staff, paid professionals who understand 

what it means to have your property looking tidy and 
neat. They know the time frame between check-out and 

check-in and always ensure that they do a thorough and 
deep cleaning of every surface of the home. They change 

sheets, swap out filters, replenish stock, sweep and mop 

floors, clean grease off surfaces, and dust and vacuum 
every inch of your property. That happens every few 

days. Are you keen on cleaning the home after every 
guest as well? Ha! Neither am I. But thankfully, I can 

arrange a professional team that cares for your home 

with even greater care than you would if you were living 
there. 

It’s my livelihood to ensure that your home is as clean 
as it possibly can be. I know that the guest’s final rating 

depends heavily on their first impression when they 

walk into the home. If they have a clean, spotless place, 
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they’re far more willing to give a 5-star rating after 

their stay. I can’t afford to have any mess left after a 

guest has gone. My cleaning staff recovers lost items 
and also deals with minor issues that crop up in time, 

like an emergency cleaning of spilled wine. Your home 
will be as spotless as it can be with my oversight and 

management.  

I keep all the cleaning supplies on the property for the 
professional cleaning crew, stored way in a closet only 

accessible to my staff. They simply enter the property 
via the code I provide them, they do a thorough and 

complete clean, mark off any issues they’ve noticed, and 

leave before the next guest arrives. It’s a simple system, 
and I personally vet and hire my cleaning crew to be at 

the top of their game when they clean for me.  

Repairs and 
Maintenance


Surprisingly, the people 
most familiar with the 

property are my cleaning 

crew. They are in and out several times a week, going 
over the checklist I provide them, ensuring that each 

and every surface is wiped clean, linen is changed and 
washed, and they check up on any items that need 

servicing. So they are my first line of defense for repairs 

to the home. 

With a normal tenant, they would expect you, the 

landlord, to maintain the property and personally deal 
with any issues that arise. And some tenants can call 

you for the most minor repairs at the most inconvenient 

times. A light bulb burned out? Call the landlord. A stair 
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is squeaking? Call the landlord. A hole in the drywall? 

Call the landlord at 3AM.  

Or worse yet, what about those items that need 
immediate repairs, but you don’t get informed until 

months later. Burns marks in the carpet, ugly water 
patches from leaking pipes, growing mold, or serious 

damage to the structure of the home. These are the 

moments you’d want to hear from your tenant so you 
can get the issue resolved and repaired before any 

further issues arise. You understand the value of 
preventative and decisive action. Do your tenants? 

Maybe not.  

So, how can you balance out the two issues? How do you 
both deal with urgent issues in a timely manner as well 

as remove the hassle of mundane and routine 
maintenance that eats up your time? Here’s what you 

do. List with the right partner that values the well-

being and maintenance of the property as much as you 
do. I make it my job to take care of the property, 

assuming the responsibility for all repairs and 
maintenance up to $500. That means I take care of 

those burned out bulbs, those creaky stairs, those 

patches to the plaster and more. I handle all the minor 
repairs and upkeep of your property without ever 

involving you. As far as you’re aware, the property has 
never had any issues at all.  

I encourage my guests to directly contact me or my 

cleaning crew about any issues they notice during their 
stay. I want to be as immediate as possible with any 

repairs that are needed. I use a professional handyman 
to do the repairs needed, one that has experience in 
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every area of the home. I want the repairs to be done 

right the first time. My livelihood is on the line.  

You can be confident that all maintenance is done 
properly and in a timely manner. You won’t have 

anything left on your “to-do” list because I take care of 
it all right away. That’s the benefit of leasing your house 

to a tenant like me. I care as much as you do. That’s a 

rarity among tenants, to be sure.  

This is my responsibility if you choose the Partnership 

model. I handle all these concerns for you, without 
bothering you with every minor inconvenience that 

happens over time. All you need to know is that your 

place will be carefully and respectfully managed by 
professional handymen with years of experience. 

If you should choose the Done for You model, I let you 
manage the upkeep of your property. I understand that 

sometimes, you’d prefer knowing exactly who you’re 

dealing with and want updates on all the minor bumps, 
scratches, and dings that occur. If you prefer the model 

that allows you more control to your home, I’m all for 
that, too.  

Strict House Guidelines


Here’s a question I get 
asked on a daily basis.  

“But what about the guests? How can you control the people 

booking my place so that I don’t get my home ruined by a 
bunch of inconsiderate jerks?”


Unfortunately, those jerks exist. There are people who 
would do your place harm and care little about its value 
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or care. But I have a secret weapon that I employ to 

safeguard you and I against those types of guests. 

One of my secret weapons for ensuring that all my 
guests are well-behaved, respectful and enjoy the time 

they spend in the property are my house rules. These 
house rules are your new best friend, and once I explain 

them, I’m sure you’ll agree that they are the best 

defense against unwanted visitors. These house rules 
are the strict guidelines that I meticulously crafted 

through trial and error over time. My guidelines are 
designed for two purposes: answering all the guests’ 

questions and safeguarding you from bad guests. Let me 

explain. 

FROM THE GUESTS PERSPECTIVE 

When you stay somewhere new, you have a TON of 

questions about the home, the neighborhood, the places 
to eat, the sights to see, the check-in/check-out times, 

where towels are kept, where to buy good coffee, and so 

on and so on. The questions literally have no end, in my 
experience. My house rules answer all those questions 

upfront before I got bombarded with them during the 
guest’s stay. I add to my house rules over time, 

constantly updating them with the questions I get asked 

most often. I have had guests ask me the weirdest 
questions at all times of the day and night. I would 

prefer referring my guests to a complete guide 
containing all the answers I have given in the past. This 

evolves and changes as I get asked more questions. I 

just add to the list so that I reduce the time I spend 
answering the same questions again and again.  

So, from the guest’s perspective, the house rules aren’t 
just a list of what you can and can’t do, they also act as 
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a virtual guidebook to the property and the surrounding 

area. It’s the complete package in one simple book that 

encompasses everything they need to know and more. 

Once guests book your property, I give them the house 

rules well in advance of their stay. You’ll see why I do 
this in a minute. This allows them to determine what 

my specific guidelines are and how I expect the property 

to be cared for during their stay. I outline whether I 
allow pets, where the guests can smoke, the rules about 

extra guests, the strict check-in/check-out times (I 
can’t afford to deviate from them because of my 

cleaning crew’s schedule), and the policies I outline for 

being respectful guests in the home. 

At first I thought that excessive boundaries would scare 

guests away and keep them from booking my properties 
because I was being too strict. I have found the exact 

opposite. Most guests welcome the guidelines because 

they have a clear picture of what they their stay will 
look like. They can see how much thought I’ve put in to 

being the best host during their time in the property. If 
anything, I can’t be strict enough to satisfy the class of 

guests that I attract into these luxury properties. 

FROM YOUR PERSPECTIVE 

That’s all well and good, but how does this benefit you? 
How do these guidelines protect you and your home 

from the nightmare guests? Here’s how my house rules, 
fully verified and approved by the short-term rental 

agencies, are my first defense for your home, before 

that guest ever sets foot in your door. 

The first thing I do when I hand over my house rules is I 

ask them for a verified copy of their driver’s license 
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within 72 hours of their booking. I tell my guests that I 

ask for this so that I can verify their identity and have a 

copy for my records. Let me ask you this: what 
percentage of my guests do you think actually does this? 

Close to 0%. It’s startlingly low. 

But I don’t mind if I don’t get a response. Seriously. If I 

don’t get the license during that period, I don’t care in 

the slightest. In fact, I like it when guests don’t reply, 
and I use this to your advantage. Have you ever heard 

the fabled story of Van Halen’s brown M&M’s? I first 
heard it in the context of the band being so ludicrously 

extravagant that they demanded no brown M&M’s as 

part of their contract. I thought the moral of the story 
was that these guys were divas. It’s practically legend 

now, but the story is actually true. Their rider did 
include a clause that stated that their backstage 

munchies were to have all brown M&M’s removed from 

the bowl. But it wasn’t because these guys didn’t like 
them. 

Van Halen was this massive rock band, and they were 
the first to start touring with a huge stage set that was 

complicated, large, and incredibly complex to set up and 

take down. They had lights and heavy equipment, used a 
lot of power, and required a lot of technical expertise to 

manage. On top of that, the places they chose to visit on 
their tours included small venues. These venues were 

normally visited by a band with minimal equipment, 

maybe a few amps, a couple speakers and a soundboard. 
These small venues could handle maybe 3 small trucks 

of gear. Van Halen showed up with nine 18-wheelers. 
So, to ensure the band’s safety, they devised this 

method of including a clause of removing brown M&M’s 
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as a part of their huge contract they gave these small 

venues. Brown M&M’s became their litmus test. If they 

saw any brown M&M’s in the bowl went they went 
backstage, they would go through the contract’s line 

items one by one because there were sure to be other 
errors along the way. Costly, potentially fatal errors. It 

allowed them to cancel at a moment’s notice because 

they feared for the safety of the performers. It wasn’t 
the extravagant request of some prissy rock stars. It was 

a test of the venue’s safety for the band.  

That’s why I use the driver’s license request. And why I 

don’t care if I don’t get that response in the time 

allotted. Call it my own appreciation of Van Halen’s 
genius contracts and my own interpretation of their 

litmus test. I state in my rules that if the guest doesn’t 
provide a copy of the license in the time frame, I reserve 

the right to cancel their reservation at my discretion and 

issue no refund. If for any reason, I feel like the guest is 
shady, planning something outside the rules, or might 

break any of the house rules during their stay, I can 
cancel and keep all the money. Before I put this place, I 

verified it with the short-term rental sites I use, 

including Airbnb and VRBO. As long as the guests 
received my house rules, I’m well within my rights to 

cancel their reservation with no refund. 

My litmus test has paid off well in the past. I do get odd 

requests sometimes that raise my suspicions. I once had 

a massive 6000 square-foot home booked by four guys 
for a house designed to sleep 25. That was my first 

warning sign. They were explicitly told that the house 
was NOT be used for any sort of gathering or party in 

the house rules. But when 4 guys make a booking in a 

lavish, luxurious home designed to hold many more? 
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C’mon. I wasn’t born yesterday. I knew what these boys 

were up to. I went online to check them out and 

discovered they had no other reviews online. That’s the 
second alarm for me. The lack of social proof doesn’t 

work well in my business. Good guests tend to attract 
great reviews, which allows them to book better homes.  

Most of my guests have solid reviews from dozens of 

other properties. If previous landlords were happy with 
their behavior, I can be reasonably satisfied that they’ll 

behave for me. But without those reviews, I couldn’t be 
sure. (Don’t get me wrong. I know that many people are 

just beginning to use short-term rentals don’t have a 

rental history to review. I’m aware of that, and I take 
into consideration. It’s simply a part of my equation, 

not the full measure of a good guest). Because they 
didn’t submit a driver’s license, I cancelled on them, 

and kept their deposit, which I was well within my 

rights to do under the concern I had for the property I 
was managing. I can’t afford to be lax with suspicious 

guests.  

And I find that this is a massive advantage over the 

traditional tenant model. A long-term tenant will 

usually sign a 1, 2, or 3-year lease with you. If you have 
any issues with your tenant during that time, you have 

to tread carefully because your tenant has their own 
rights protecting them against unlawful eviction. I don’t 

always agree with those rights, but they exist. Should 

any of your long-term tenants step out of line, what 
recourse do you have? Sure, you could evict them, but in 

many states, the tenant rules require that you can only 
take action if the tenant does certain things like 

discharging a weapon in the home or storing controlled 

substances in the home. That involves providing proof 
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of negligence and wrongful action. And then you have to 

give the proper notice, involve the courts, and go 

through a lengthy process that could extend for weeks 
until you get access to your property again. Do you 

imagine that your home would be well cared-for, clean 
and in good order? Highly unlikely. In many states, a 

long-term tenant only has to stay over 30 days to be 

given these protective rights to your home.  

Can you kick a tenant out because you don’t trust them? 

Nope. Can you take action if you don’t like their 
attitude? Hardly. Can you ensure the safety of your 

property during the conflict? Give me a break. But that’s 

the advantage of the short-term guest model. I don’t 
have anybody staying long enough to earn tenant’s 

rights. If necessary, I can kick guests out before they 
even have access to the property. I can take immediate 

action on any unwanted guests using the Sheriff and 

without involving a court process, notices, or serving 
eviction letters. And I write that directly into my house 

rules so you and your home are completely protected in 
ways you could never hope for with a standard tenant’s 

agreement. 

In both the Partnership and Done for You models, I 
employ this to great effect with your property. Worried 

that there are guests who would do your house harm? 
Those guests do exist, but they don’t get to book your 

place. My strict house rules ensure that. 
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Involving Your Neighbors


Unless your house happens 

to be on a mountaintop, 
you probably have a few 

people living around you 

who would be interested to 
know how we intend to use 

y o u r p r o p e r t y . Y o u r 
neighbors matter to me. Over time, I’ve come to 

understand how valuable neighbors can be in the whole 

endeavor. Everybody wants to have somebody living 
next to them that they can trust, and people can have 

mixed reactions about living next door to a short-term 
rental property.  

And that’s not without merit. Everybody has heard the 

horror stories of homes that were invaded by unchecked 
guests, hosting loud parties and trashing the properties. 

Although there are instances where unruly guests have 
caused issues that resulted in gaining news attention, 

my guests aren’t like that. As I previously mentioned, I 

go to lengthy measures to find and approve guests that 
meet my guidelines and are willing to submit to my 

boundaries.  

Beyond the house rules and strict guidelines I impose, I 

employ another tactic that ensures that your home is 

always well monitored and cared for no matter who is 
staying. Before I get a single guest through the 

property, I make a visit to all your neighbors 
immediately surrounding the home. I kindly let them 

know who I am, what I’m doing, and who will be 

staying in the property.  
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I give your neighbors a letter all about me. The letter is 

basically a condensed form of what you’re reading right 

now. I detail the nature of the business, which some of 
your neighbors might not understand except from what 

they’ve heard in the news. I want to immediately clear 
up the misconceptions they may have that this will be a 

frat house or a party location. I allay their fears by 

explaining how the luxury vacation short-term rental 
business works with vetted and approved guests who 

adhere to strict guidelines and tend to stay between 3-7 
days on average.  

I explain how I monitor the guests using the systems 

I’ve described above. I talk about the 24/7 services like 
the cameras and the noise monitors. I mention the types 

of rules that my guests have agreed to upon forfeiture of 
their payment. I talk about the references I have 

received from the landlords of my other properties. I 

even include a couple quotes from extremely satisfied 
homeowners to help convince them that I have 

experience expertly running luxury short-term rentals. 

I think the most important piece of information I 

provide your neighbors is my direct number. I answer 

that phone call at any time, no matter who calls. I know 
that not every guest will be perfect, and I ask for their 

help and understanding by contacting me day or night 
with any concerns they have. 

I have two motives for doing this. One, I can’t be always 

on site to personally check up on any of the guests 
behavior. I install some guidelines and equipment to do 

my best from a distance, but there’s nothing that beats 
a helpful neighbor. I also let my guests know that the 

neighbors will inform me on how they behave, so 

there’s an incentive for them to be on their best 
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behavior. Two, I do this for my own benefit as well. Your 

property is my business. It’s my storefront to how I 

earn my livelihood. If I present a good front and have 
excellent guests, it’s like free advertising for me to your 

neighbors. They can see how I operate and, if interested, 
talk to me about leasing their own properties to me. If 

I’m already looking at your home, I know that it’s a 

desirable neighborhood with excellent potential for 
attracting valuable short-term guests. Your neighbors 

also have suitable properties that I’d be interested in 
managing as well.  

In the end, your neighbors should love me. I know that 

other long-term tenants may possibly lower the value of 
your home, and by default, the other homes in the 

neighborhood. My ultimate goal is to increase the value 
of your home (more on that in a coming chapter). If I 

succeed, then all the homes around you reap the 

rewards as well. I firmly believe that a rising tide lifts all 
boats. I make that intention known to your neighbors, 

and they will love that you rented to a conscientious and 
respectful tenant like me. 

Improving Curb Appeal 


My approach is vastly 
d iff e r e n t f r o m t h e 

common tenant or the 

n o r m a l s h o r t - t e r m 
listing owner. Your home 

will be kept, maintained, and even improved to attract 
better interest among short-term guests. Note: I said 

*better* interest, not more interest. I want to find 

better guests who prefer homes set to a higher standard. 
I don’t play the numbers game. My goal is to attract 

 54



top-tier guests who pay top-dollar to stay in your 

property. I spend a lot of time staging and presenting 

your home as the perfect getaway for a short-term stay. 
I work hard to improve the little things that make the 

property stand out. I maintain the gardening. I keep 
your lawn looking green (if you have one). I do the yard 

work. I clean your hot tub or pool regularly. I set out and 

stage your home to be as beautiful and appealing as 
possible to attract guests to book a stay in your home. 

Why do I care so much about your home? Because listing 
your home is my business. I can’t afford NOT to care 

about your home. I have to make it perfect.  

My unique approach to your property aligns your goals 
with my own. You want the house cared for. So do I. You 

want everything kept in a good order. I do as well. You 
want all the appliances well maintained. I do too. You 

want to know that everything is in as good a condition 

as possible. I want that as well. Our outcome is 
different, but our intent is the same.  

You want to keep the value in your property. This is 
your asset, your investment. Your money is tied up in 

this home. You want to know that the home you 

invested in doesn’t cost you your hard-earned income. I 
get that.  

I want the home to be as valuable as possible as well. I 
may not have a long-term investment of hundreds of 

thousands of dollars tied up in it, but it’s still my 

investment. A beautiful home looks good online. That 
means more high-value people will view it. More 

upscale views of your property will turn into more 
requests to book. And in the end, that means more 

bookings at higher rates for us. I need your property in 
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as good a shape as I can make it to attract those 

bookings.  

To help me illustrate how much I care about looking 
after your property, let me open the curtain on my 

business a little bit. I depend on good reviews. As you’ll 
soon see in a coming chapter, my online reviews are 

excellent, praising the effort I go to in order to make 

your property as appealing as possible. Great reviews 
attract more bookings. Now, a good review is good for 

business, but a bad review can kill it. We all love telling 
about the bad experiences we have. If you have a bad 

interaction with a store or a brand, there’s at least a 

95% chance you’ll tell somebody about it. If you hear a 
bad review about something, there’s an 80% chance 

that you’ll bail on that transaction. Those figures worry 
me. I can’t afford a bad review.  

But here are some stats I use to my advantage. If you 

have a good interaction, you’ll likely tell 3 people about 
it. 70% of people are willing to try something new if 

they hear good things about it. And a loyal customer is 
worth 10 times their original purchase if they remain 

with a service or brand. That tells me that if I work hard 

and get good reviews from my short-term guests, I’m 
more likely to get more guests and more repeat business 

as well. But I have to work damn hard for those good 
reviews.  

I’ve worked out, that for the high-end luxury market, 

people will expect a certain standard when they check 
into my properties. If I could assign a number to it, my 

short-term guests are expecting a 95/100, if not more. 
If I just give them a 95/100, they’ll walk away feeling 

like I did my job. They won’t feel negative about their 

experience, but they won’t feel exceptionally positive 
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about it either. It will just be a “meh.” Nobody tells 

others about their “meh” experiences.  

That means that if I want a great review (not just a good 
review), I need to go above and beyond for my guests. I 

need to aim for at least 100% every time. I personally 
aim for 110%, far exceeding the guest’s expectations. I 

chase that “WOW” reaction from my guests. That way I 

can guarantee that I’ll get glowing 5-star reviews 
which, in turn, will attract more guests to book with me.  

Five-star reviews come from staying in an incredible 
property (like your own) that is even more stunning 

than what the online pictures display. I need to 

manicure your yards. I need to remove all specks of dust 
from the property. I need everything to be in good 

working order when my guests check in. I’ve found that 
the smallest mistakes can result in bad reviews. Missed 

a pool cleaning? Have a shabby yard? Is there a hole in 

the wall in one of the guest bedrooms? I might not get 
bad reviews, but I certainly won’t attract good ones. To 

me, not getting a great review is a failure. I want 5 stars 
every time. 

Create Value Out Of Thin Air


O n e o f m y p r e v i o u s  
homeowners alerted me to a 

benefit I hadn’t previously 

considered, and I believe 
it’s a powerful incentive to 

list your home with me. I 
know that this one benefit 

will be a far superior offer than any long-term tenant 

can offer you: I’m going to make you money.  
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That’s right. The longer you list with me, the more 

money I’m going to make you. I’m not talking about the 

rent money you’ll see in your bank account every 
month. That’s what you would expect from any tenant. 

And remember, if you’re working with the Partnership 
model, my payment comes in on time, every time, 

electronically into your account.  

I’m also going to be adding value to your asset. Yes, 
that’s right. The longer you list with me, the more value 

your home will have. How does this work? Let me show 
you. 

The stats don’t lie. They tell me that every year across 

the country, real estate is an asset that will increase in 
value. Over the long term, your home will add value 

simply through the lens of time. One or two bad years 
won’t really affect the overall increase. One year your 

home might increase by 14%. The next year, it could 

decline to 3%. Although states and cities vary, real 
estate prices increase at a rate of an average of 6.4% 

every year. That’s the minimum that you can expect. 
But I don’t play for minimums.  

Let me provide you with some more illuminating 

statistics.  

There are an estimated 74 million single family homes 

in the U.S. right now, with around 615,000 new homes 
built annually. And it seems that America is not slowing 

down its production of larger homes. The average size 

of a new home is now over 2600 square feet. According 
to the latest U.S. Census data, at least 10% of homes on 

the market are over 4000 square feet. 20 years ago, the 
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number of luxury homes was hovering around 3%. 

That’s an over 300% increase in 20 years.  

Sorry for the data dump, but these figures speak to me 
and they should say something to you, too. The market 

size for larger homes is increasing. In some places in 
the country, the average home size is over 3200 square 

feet. That’s the average! At one time, having a large 

home was unique and special. A luxury home would 
stand out from its neighbors, but these days are 

different. Your large home is just like the big house 
down the street, around the block, or maybe even next 

door to you.  

Let’s face it. Your luxury home, once a unique 
commodity that could command top dollar on the 

market, is now much more common. And what is the 
market’s driving force? Rarity. If your luxury home is 

rare, it’s worth more. But if these trends continue even 

at a slower rate, in 15 years your luxury home will be the 
same size as nearly 20% of the market. That means one 

in 5 homes will be the same size or larger than yours. 
And they’ll be newer too. Your home won’t be as rare, or 

as unique as it once was, with a lower perceived value in 

the market. 

Here’s one last startling statistic for you. Americans 

sold 5.5 million homes in the public real estate market 
in 2017. That number doesn’t include the back pocket 

deals that never make the public listings in your 

newspaper or online. That’s a lot of homes available on 
the market. Let me summarize here before I move on so 

you can clearly see the value I’m about to propose. For 
one thing, your large home is becoming less valuable on 

the open market. Consumers are demanding larger 

 59



houses. That means your luxury home won’t be as 

valuable as it once was. Secondly, the market to sell 

homes is massive. At any time, there are hundreds of 
thousands of homes for sale online. If you listed your 

home to sell right now, you’d have to compete with 
dozens of similar properties in your market, homes that 

are larger, newer and more competitively priced than 

ever before.  

The question is this: How can you stand out in a 

competitive, overcrowded field of homes for sale? How 
can you realistically appeal to a consumer that simply 

wants the lowest price per square foot?  

Sounds like I’m the doom-and-gloom guy, doesn’t it? 
Not really. I prefer to think of myself as Mr. Bright-Side. 

Because here’s the good news. In spite of the statistics 
and trends, my luxury short-term rental business adds 

value to your home. How does it do this? Through every 

guest who books a stay, every 5-star review they write, 
and each 90%+ monthly occupancy rate showing on my 

calendar (my average occupancy for these types of 
properties), I’m demonstrating value. I’m showing 

future consumers (and the financing guys) that there is 

actual value and interest in your property.  

The way I conduct my business separates your property 

from the pack. Your home now becomes an added-value 
asset, a proof-of-concept business that generates 

revenue every month. Bankers love that kind of stuff. 

When the market is stalling, when you can’t expect the 
same tax write-offs that you once enjoyed, how can you 

still succeed in adding value to your home? By proving 
its value on the short-term luxury market.  
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I’ve already touched on the added value of maintaining 

and improving your home. With the way I manage and 

stage your house, it always looks good. It always 
remains in magazine/show home quality. That’s just the 

icing on the cake, because the real value comes when I 
can demonstrate month after month, that I have 

interested guests clamoring and begging me to stay in 

your property. Like I always say, you’ll wonder why you 
didn’t do this before.  

I think it’s fair to say that my goal with this property is 
unique. But here’s the real kicker, and something that 

I’d love to discuss with you when we sit down. I have a 

proposition for you that no other long-term tenant will 
offer you. My end goal, if you’re open to it, is to buy 

your home. That’s right. I’d like to create an “option” to 
buy your house after a defined period. How does this 

work for you? This means that you no longer have to be 

concerned about listing your home again. You no longer 
worry about how your home is prepared for the market. 

You don’t have to call in any more realtors. You don’t 
have to screen any more tenants. You never have to go 

through any of that again. And you can be certain that 

you’ll attract a motivated buyer with a vested interest in 
your property.  

When I work with you on your property, I’d like to 
include an option to buy your home after a period of 

time. I’d like to prove that your home can generate 

interest and create good revenue every month. And once 
we’re both satisfied at the end of the period, I’ll pay you 

the fair market price we agreed upon for your home. 
Done and dusted. You get the best price for your home 

in a market that cares less and less about luxury homes. 

You get an interested buyer that doesn’t compete with 
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the other 5.5 million homes for sale. You get a price that 

you already agreed to, even if the market doesn’t do as 

well as you’d like. Instead of looking at this as a straight 
rental agreement, I’m more interested in a strategy that 

allows you to sell your home for the best price possible. 
As Walter White said in Breaking Bad, “Name me one 

thing in this world that isn’t negotiable.” If you’re open 

to the possibility, let’s talk about what it would take to 
sell your home to me. 

In a real estate market that’s stacked against you, how 
can you lose with an offer like this? 

Knowledge About The Market


I believe in the power of the 
American dream. I believe 

t h a t r e a l e s t a t e i s a 

fundamental component of 
that dream. I share the belief 

of the majority of the people 
in this country that the best avenue to making money, 

the best investment for long-term success is through 

real estate. That’s at the absolute center of who I am. 

This is why I conduct my business the way I do. It’s why 

I don’t mess around in the stock market with day 
trading, or trying to pick out start-up companies that 

promise to pay off in the future. I know real estate. I 

understand real estate. I invest in real estate. 

I’m not new to this game either. I’m talking about the 

short-term rental industry. As I’ve already mentioned, 
the industry is pretty new. It’s like the Wild West, 

rapidly expanding and growing. I consider myself like a 

pioneer, but I’m no “greenhorn” as they would have 

 62



said in the West. I’ve thoroughly studied the rental 

markets. I’m primed to act on this rising industry in a 

way that benefits both of us. In the next section, I’ll pull 
back the curtain so you can hear from the satisfied 

homeowners I’ve worked with. I’ll show you the average 
reviews that I get from satisfied guests that experienced 

that “WOW” moment I’m chasing from them. I’m not 

shy about letting you know that everyone who has 
worked with me has experienced value from our 

partnership and is glad they undertook the risk of 
leasing their property to me.  

Each of the glowing reviews and testimonials come from 

my experience, not through dumb luck. I’ve worked 
extremely hard to rise above in this business. Although 

the concept is fairly new, there is a ton of competition 
out there, all wanting to do the same thing I do. People 

are listing homes and getting bookings from guests who 

want to stay in better accommodation than the hotel 
chain down the street. I’m not the only one out there, 

and I’m aware that many of them are trying to copy the 
success that I have achieved. So how do I consistently 

get great reviews? How do I earn the respect of the 

homeowners I’ve worked with in the past? How do I do 
better than 90% of the other players on the short-term 

rental websites? Simple. I know my stuff. 

What I mean is this. First, I understand what it takes to 

find a great home. You can’t simply drive down the 

street and expect that any old house will do. I do hours 
and hours of research to find properties that look 

amazing, that are situated perfectly in their cities, and 
that would be appealing to potential visitors. Whatever 

makes a home attractive for an owner is radically 

different for someone who stays for just a few days. I 
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consider facets like drive time to the airport or train 

stations, proximity to great restaurants, the walkability 

factor, and popular attractions or events in the area. A 
homeowner cares about stability in the neighborhood 

and good school districts. A guest doesn’t care at all 
about that. They want to know they can find a great 

restaurant within walking distance or get to their tee 

time for their golf game without much hassle.  

If you’re reading this, there’s a good chance that I’ve 

already spent hours and hours determining that your 
house in your neighborhood is the absolute ideal place 

for a short-term guest. I’ve investigated the other 

listings online in your area. I’ve determined the type of 
guests that your area attracts. I’ve highlighted some of 

the reviews from guests in other homes around you to 
figure out what attracted them to this area. I’ve figured 

out the backroom stats on what other properties are 

charging around you. I know the type of home that is 
most popular around you, including any other luxury 

homes in the area, and what they offer. I even know the 
expected occupancy rates of the homes online. Believe 

me, when I speak to a homeowner like yourself, I’ve 

already done the hard yards to determine that your 
house is ideally situated. I’m not taking a stab in the 

dark here. 

Secondly, I create excellent listings. Go ahead, log on to 

some of the biggest short-term rental sites online right 

now. I can provide you links to some of my listings, and 
you’ll instantly see the difference. My listings pop off 

the page and make it almost impossible to pass them 
up. I make the properties I manage look as good as 

possible for any guest looking to stay in a high-end 

short-term rental. And nothing about that is an 
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accident. Because when I go to Expedia, Homeaway, and 

Airbnb and look at these other listings, to be honest, a 

lot of them are just plain crap. 

One of the most important aspects of my listing is the 

photo. People are pulled in by great photos! I could 
come up with an elegant headline that gives a beautiful 

description, but that profile pic is a thousand words 

right there. It’s the first thing people notice and 
ultimately what draws them in to make a book their 

stay. I devise photos that are unique and unlike all the 
rest. I like to use professional photographers to make 

my photos as perfect as possible. You’ll instantly see the 

difference when you click on one of my listings 
compared to someone else’s. I’m not saying that all 

other home listings aren’t any good. There are some 
beautiful houses listed that anybody would love to stay 

in. There could be more amazing homes, but I’ve found 

that the profile picture matters more than the property 
listed.  

The best thing about what I do is that I get instant 
feedback. I can make changes and tweaks to the listing 

and instantly see if it works or not. Big businesses 

typically have to wait months before they get any 
feedback on a new product or launch. I can find out 

tomorrow if my listing that I posted today worked. One 
of those feedbacks is number of views. I can see over a 

period of 24-72 hours just how many people viewed my 

properties. Often, my homes are viewed up to 2500% 
more than similar properties in a similar price range. I 

spend a lot of time crafting a great headline and pairing 
it with a picture that draws you in immediately. I’ve 

done this so many times that I’m perplexed as to why so 

many other homeowners are leaving money on the table 
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with their inferior pictures and listings. I’m definitely 

experienced in creating listings that sell, and my views 

and bookings are the testament to that.  

Third, I make your home as fantastic as possible. You 

already know that I’m going to take care of property like 
no one else. I’m also going to add value like no one else. 

I promise that no other tenant would be as diligent as I 

would with your property. And that’s because I know 
how to emphasize the property for your guests. I chase 

that “WOW” reaction and few others can do that like I 
can.  

Let me give you an example of one of the luxury 

properties I listed. In this one particular area, I knew 
that it was popular for visitors to come for the golf 

courses that surrounded the city. It’s a beautiful 
location, great weather, and exceptionally good courses 

all around. You really are spoiled for choice in this 

particular area. In this one home, I also knew that the 
guests would most likely be a bunch of older men 

looking to have a relaxing golf weekend. So I worked to 
create a space that welcomed guys’ weekends, tailoring 

the amenities to appeal to them. The homeowner wasn’t 

using the garage for anything, so I converted that space 
into an entertainment zone perfect for guys of all ages. 

I’m talking about the perfect man cave. I installed a 
huge flat screen TV on the wall. I had a little bar set up 

in the corner. I put in a nice pool table, a foosball table, 

some ping-pong, and put comfy couches all around the 
garage. It was the complete package for any guy’s 

weekend away. But that’s not all. For all my guests, I 
included a package that allowed them to access 

exclusive savings, massive discounts on the golf courses 

I partnered with. I knew that for the average group of 
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guys looking to spend a weekend on the greens, this 

place would be irresistible. And it paid off. I was booked 

solid pretty much as soon as I got the keys. And the 
reviews proved my point. I was showered with praise 

and reviews saying: 

“The house was perfect.”


“This property was amazing.”


“It was exactly what we were hoping for.”


“If you want a beautiful home in a great community, 
THIS IS IT!”  

Did I have the absolute best property in the 

neighborhood? Probably not. Was I the most viewed 

option in the area? Absolutely.  

I know what it takes to transform a home into the 

perfect getaway for families, for guys’ weekends, for 
friends, for anybody I think would choose this property. 

The reviews I get will make you want to book your own 

property.  

Lastly, I run this business well. I know what it takes to 

make my guests happy. I try to over prepare and go 
above and beyond for all my guests. My distinction sets 

me apart from other hosts that try to run a business like 

mine. It’s my job.  

And that’s the key. It’s the main reason I can do this 

better than most any homeowner. A homeowner is 
booking guests into a house. I’m running a business. I 

know how to avoid getting bad reviews and how to stay 

on top of any issues that arise. I know how to weed out 
guests that I feel won’t be the best fit for the property. I 

know how to remove myself from the equation, 

 67



automating and outsourcing a lot of the menial tasks 

that take time. I know how to manage the calendar in 

such a way that I continually get maximum occupancy 
when the average is far lower in other properties. I run 

this business well. Time and time again, my properties 
do far better than the national average for homes listed 

on major websites.  

I don’t want to just prove the concept of luxury short-
term rentals to you. Look at valuation of websites like 

Airbnb, Homeaway, and VRBO. Their rapid growth in 
this real estate marketplace is proof enough. The 

business models work. That much is true. What I want 

you to understand is that I’m the guy who is qualified 
and experienced to do it well. I’m not just trying it out. 

I’m not using this as a side hustle. This isn’t just a 
hobby of mine. This is my main business, my source of 

income, and my specialty. It’s what I do, and I think I 

do it pretty well. If you’re convinced that the short-
term rental business is an effective, safe, and proven 

business, I want you to know that I’m the guy that 
proves it works.  

Adding Insurance


First off, how many partners 
are willing to do that? How 

many tenants come in with 

t h e i r o w n t a i l o r - m a d e 
insurance policy that covers 

all the gaps in your own 
homeowner’s insurance? How 

many guests could even offer to save you money on your 

insurance? One homeowner I worked with got a 
monthly check for hundreds of dollars from their 
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insurance company for the savings I got them. How do I 

do this?  

I suppose that when you think about it, I don’t treat 
your house like a home. I think of it like a business. Any 

tenant treats it like a house, but I have different 
intentions and concerns. I knew that because my 

intentions were different, I’d need to provide an extra 

incentive for homeowners to do business with me at the 
same time as covering myself for liability. And in order 

to do that, I created a brand new insurance policy. 

Your existing homeowner’s insurance is designed for 

homeowners. It covers all the normal home liabilities 

you’d expect. Your insurance policy doesn’t apply to 
what I do. I can’t use it. My insurance policy is 

structured more like a commercial policy. Your house 
becomes my place of business, and I created a policy 

that covers everything that I need to cover as an 

operating business. One of the biggest liabilities in my 
business policy is injury. I cover the guests for any 

potential injury they might sustain. That could be as 
simple as slipping on water in the yard to fire-related 

injuries. I must have that to protect myself, as well as 

any guests staying in the property. Other than that, the 
insurance policy covers the building and the business 

itself. It’s the same coverage as your own homeowner’s 
policy, plus a bit more.  

On a side note, many of the online platforms have 

excellent liability policies for any home that’s listed on 
their site. For example, Airbnb currently has a $1 million 

policy for home and contents against guest damage and 
theft. It’s a good policy should the need arise. 
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But my insurance coverage provides two options, and 

you can choose whichever works better for you. The first 

choice is to have my policy cover everything that your 
own homeowner’s policy doesn’t cover. I wouldn’t 

expect your policy to cover any injury to the guest, so 
my policy takes care of that. It’s against the law to use 

multiple policies to cover more than the value of the 

home. So if your home is worth $800,000, I can’t use 
my policy and your own to file a claim for $1,000,000. If 

you still want to keep your own insurance policy in 
place, my policy simply slots into all the areas where 

additional protection is needed, and keeps you protected 

against theft, damage or any costs due to injury. 

However, the second option is most interesting. You can 

choose to cancel your own policy and have my policy 
replace your existing homeowner’s insurance. Why 

would you do that? Because you can save money every 

month on the insurance payments you’d normally be 
paying. Should you choose to cancel your own 

homeowner’s policy, my policy replaces your coverage 
of the house plus the business aspects I need to be 

concerned about. Your insurance company stops the 

payments, and if you have paid in advance, they send 
you a refund check for the amount of coverage you’ve 

already paid for. That could add up to thousands of 
dollars back in your pocket. All this while your home 

remains more covered than it was before.  

You simply won’t get that kind of offer from a long-
term tenant. Like I said, the main difference between 

me and them is that I think of your house as a business 
and insure it as such. My tailor-made unique policy is a 

one-of-a-kind contract that no one else offers. 

Standard long-term tenants have no incentive to bring 
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their own insurance, and your policy is responsible for it 

all. If you choose, I can take on that insurance 

responsibility and possibly save you thousands every 
year. 

 71
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REFERENCES AND REVIEWS 

Look, I get it. I can talk for 

hours about how I believe that 

leasing to me is in your best 
interest. But that’s me and my 

opinion. You want to hear what 
other people think about the 

luxury short-term rental business. I have collected the 

honest and unedited responses of some of the other 
homeowners who have listed their homes with me as 

short-term rental businesses. I’ll let their words speak 
for themselves. 

IRINA – HOME OWNER 

Irina is a homeowner who lives in a completely separate 

state from her rental property. She has several 
properties but this is her first experience leasing a 

property this way. Here is her opinion about the 
business using the Partnership model. 

“I used to rent my house to a family and their lease was up. I 

was going to rent to another family, but an agent friend of 
mine introduced me to this concept. I knew what I knew. I had 

rented to families in the past, and I wanted to rent to them 
again. It was a risk to try something different, but I was 

convinced to try it out. 


One of the reasons I signed on initially was that I had done 
rental properties in the past. I knew the potential of it and I 

understood how the system worked. At first, because I had 
experience in rentals, I signed to a “done for you” but my time 

 73



became more valuable to me. I agreed to hand over the 

business and just sit back and take a rent check every month. 


Initially, I was concerned about having guests in the home, 
but after I saw how the rules were laid out, how the guests 

were selected, and the caliber of the people staying in home, I 
was convinced that this was working. Not only that, I could sit 

back and hand over all the day-to-day details of managing 

the property to someone else and just collect the check every 
month. And that check comes in regularly and on time, every 

time. In fact, it’s a relief to not think about it every month. I 
just check my bank and the rent is in there. Simple and 

straightforward.


I don’t worry about maintenance. It’s honestly the least of my 
concerns. I know that the house has to be in perfect to attract 

good guests. All the minor repairs are done without my 
involvement at all. I’m very impressed with how the house 

was laid out to be very attractive online. 


I don’t live in the same city, and I don’t have the time to 
manage the property from where I am. I’m very happy with 

how it’s been going and how the house has been managed. If 
you are like me and have problems with distance and time, 

then I think it’s the perfect solution. I am happy that I took the 

risk instead of another family that I would have to manage.”


SHELLEY – HOME OWNER 

Shelley is, in my experience, unique in that she was 

already considering listing her home on short-term 
rental websites. It was through her research that she 

came across me. I’ll let her tell her story about how she 

was convinced to list with me in a Partnership Model 
instead of operating it on her own. 
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“I didn’t intend to hand over my property to someone else. I 

fully intended to run it myself, but I knew nothing about it. It 

was through my own research that I came across this expert 
in the field. It wasn’t their approach that sold me; it was their 

reviews. All the reviews of their other properties were praising 
the property, how they were treated, how they loved their stay 

and couldn’t wait to come back again. Those reviews are like 

gold online. That social proof told me everything that I 
needed to know. That was my litmus test that this would 

work. 


Once I examined the details of a short-term rental business, I 

discovered just how much work was involved. I would 

essentially become my own hotel concierge, guest relations, 
cleaning crew, and maintenance staff, all by myself. It would 

eat up a lot of my time. It’s not like I could just set it and 
forget it. It would probably have taken me 3-4 months of 

unpaid rent to get everything set up properly before I could 

even open up to guests, and then I was entirely at the mercy of 
how well my booking would go. It was incredibly time 

intensive and labor intensive for something that I had never 
done before. 


So I was extremely happy to list my property with someone 

with enough experience to demonstrate to me that they could 
handle it. If they had such excellent reviews from other 

properties, why not mine as well?


What I love about the short-term rental system is how much 

care the home receives. I used to rent to long-term tenants 

that would stay at my place for a year or more. After the lease 
was up, I’d find all these things wrong with the house that I 

needed to fix. The dog had chewed the blinds. There were 
stains in the carpet. The appliances had a lot of wear and tear 

on them. All those issues are solved with the short-term 

guests. I have no wear and tear on anything. I don’t even 
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know how many times in the last few months my washer and 

dryer were used, if at all. It’s like the whole home has 

undergone child-proofing but for adults. The house rules, the 
cameras, the noise monitors, and the locks make it easy for 

guests to check in and feel safe, and easier for the house to be 
cared for and monitored. Plus, because the cleanliness of the 

home is the lifeblood of the business, it’s for the best that all 

repairs are done immediately, which I love. I could go on 
about raising the value of my home, helping my property 

stand out from the others in the neighborhood, or the rising 
attraction of short-term rentals, but I’ll save that for another 

time. 


I’ve had nightmare tenants before and I’ve gone through the 
process of eviction and small-claims court. It’s horrible. I love 

that all the guests in my property stay less than 30 days, the 
time limit for tenants to receive rights to the property. To be 

honest, because I’ve gone through the process of dealing with 

serving notices and taking tenants before a judge, this is the 
biggest thing for me. Now I have no neighbor complaints and 

my house always looks immaculate. 


I would absolutely highly recommend someone to rent their 

property for this business. A peace of mind is extremely 

under-appreciated when you rent out your home. I love 
having someone to take care of the place and remove the 

emotion that I would have about it because it’s my home. And 
once I started getting the 5-star reviews on my property, I 

knew this spoke for itself. This really works.” 

Ok, now, you’ve heard a few of the homeowners speak 
about their experience. Let me share some of the 

reviews that convinced my homeowners that this 
business was worth the effort. I’m only grabbing a small 

sample of reviews, but you can log on to see my 

properties and read the rest of them yourself. The only 
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editing I did to these reviews was spelling and some 

grammar for clarity. These are the honest reviews from 

real-life guests.  

JASON K. - Guest 
Amazing Property and a Perfect Getaway for a Group 

“This property is amazing! We had 3 families (11 people) with 

kids ranging from 11 to 17, and had plenty of bedrooms, 
bathrooms and space to spread out. Great pool and plenty of 

patio to sun on, an incredibly huge lot with horseshoe pit, 
bocce and other yard games. I recommend getting the heated 

pool, as you can control the temps with an app and heat the 

pool or hot tub at your will. The man cave was perfect for 
watching NCAA basketball and hanging out in, and the loft 

was perfect for several kids to sleep in and hang out. The gas 
fire pit table was great for late night gatherings. The house is 

modern and tastefully decorated, and the beds are very 

comfortable. Property has everything you need from towels to 
soaps and shampoos, to plenty of kitchen appliances, utensils 

and cookware. Even a large speaker for listening to music. Our 
girls are basketball players so the hoop was a great piece as 

well. 


We had planned a ton of stuff to do but the place was so nice 
and relaxing we stayed in a lot more than we planned. Lots of 

pool and sun time... 


The area is incredibly nice with beautiful homes and great 

shopping and restaurants nearby. The place is a perfect 

paradise for a family vacation or a large family outing. Would 
definitely come back again!” 


★★★★★ 
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LOREEN G. - Guest  
Fabulous Stay....Highly Recommend 

“We were group of 15 women down from Canada for a Girls 
Get-a-way (45-50 years old...and very particular). The house 

was exactly what we were hoping for and was as great in-

person as it was online. The host was great to deal with, 
incredibly quick to respond to all our messages. The amount 

of private sleeping space was wonderful, bathrooms seemed 
to work despite the numbers using them, the kitchen beautiful 

and great to have lots of sitting and work areas in this space. 

The TV area again was great for a large group. We did not use 
the fun amenities like the "man-cave" game area and lawn 

bowling/basketball areas, but would come back in a 
heartbeat to allow our families to enjoy these activities. The 

outdoor sitting areas easily accommodated us all for all our 

sit-down meals. The lounge space and the pool was the 
highlight of our trip and where we congregated especially 

nice when leaving the snow back home. It was a fabulous 
weekend and we strongly anyone thinking about renting this 

space to do so.” 


★★★★★


KATE M. - Guest  
UNBELIEVABLE!!!! 

“This house was perfect for our family get together. The 

backyard made you not want to leave. The host was great to 
work with, the beds were comfortable, plenty of space and 

clean!!! I will definitely rent this house again. This place never 

gets old for me so I will be back!!” 


★★★★★ 
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LAUREN C. - Guest 
Our Amazing Stay for a Bachelorette 

“Last weekend 14 of us went on holiday and stayed at this 
beautiful home for a Bachelorette party. It was amazing. The 

house was perfectly cleaned, there were extra towels and 

everything so it made it really nice not having to worry about 
doing laundry with 14 girls. The rooms and bathroom 

situation ended up perfect, and the game room and pool were 
such a great addition. Everything was so accommodating and 

the house made everything the best it could be for our trip. 

The house was perfect and we had an amazing experience 
between the house and the owner! We cannot wait to go back! 

I can't say one bad thing about the house!


Thanks for the amazing weekend!”


★★★★★ 

CHRIS M. - Guest 
Great family house for Spring Break! 

“We had 3 families stay at this house with children ranging 

from 7-12 years old. We had a great time. A couple of 
highlights...the game room was great for evenings/days when 

it was too cold to swim; the pool and house were clean, the 
kitchen was large enough for us to prep meals, there were 

plenty of linens and we did not have to do laundry, great 

spaces for parents and kids to play together but also space to 
do their own thing. I felt that the neighborhood was very safe 

as we took nature walks around the house and never felt 
scared. We will definitely rent this house again for a trip with 

kids. The property manager was so nice and accommodating. 

Feel free to ask me anything and I will answer but all in all, 
this is the perfect house for spring break.”


★★★★★ 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TIME FOR ACTION 

I hope that I’ve done a reasonably good job explaining 

my models and how they can work to make you 

constant, consistent money using your property on the 
short-term rental market. I know that the two of us can 

design a solution that creates a win-win-win. That’s a 
win for you, a win for your guests, and a win for me. It’s 

not often that such a proposal lands in your hands.  

What reaction do I usually get at this point… the phrase 
I hear most often after going through the entire pitch?  

“Let me think about it.” 

Here’s the thing about that sentence. I really believe it 

never means that they need more time. I’ve heard it 

enough to understand that people feel that that they are 
missing something. Maybe they really want to turn it 

down but are too polite to do so. Maybe I didn’t give 
them enough information. Maybe I haven’t addressed a 

concern they have. Maybe they don’t want to seem like 

they would cave in easily when they actually love the 
idea. I get it. It just feels wrong when you plan to go 

shopping for some new jeans and you buy the first pair 
you come across.  

Let me say this. Time will not change the reasons I 

outlined for you. Time will not make this deal more 
appealing. If anything, time will rob you of an 

opportunity. I know that now is the best time to act on 
this rise in interest. Now is the best time to jump into 

the short-term rental business. Because although I hear 

that phrase “I need more time to think about it”, nearly 
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100% of the homeowners I work with say “I wish I did 

this sooner.” They nearly all see the benefit of having a 

home that successfully earns passive revenue each and 
every month. They see how well their place is cared for. 

They see the value I’m putting into the property. They 
see the results speak for themselves in the reviews of 

the guests. (Instant feedback is awesome, isn’t it?)  

The way I see it is that you have two choices. The first 
choice is that you could act now. 

This business model is still building. The momentum is 
still gathering behind the big companies like Airbnb and 

VRBO. Their valuations are expected to triple in the next 

few years. Airbnb alone will host more rooms than all 
the major hotel chains combined in the next couple 

years. People will turn to these short-term rentals first 
for their accommodation needs before they seek out a 

hotel room. I heard an old proverb the other day that I 

think applies perfectly here: The best time to plant a 
tree is 20 years ago. The second best time is today. 

That’s the reason I’m asking for an agreement with you. 
The best time to get started in this business would have 

been about 5 years ago, but the second best time is to 

hop on it right now. You get to take advantage of the 
increased demand for luxury short-term rentals. You 

get to see the benefits of acquiring dozens of 5-star 
reviews as the business starts booming. You get to see 

your property featured as one of the top properties 

online, generating massive interest and adding 
incredible appeal to your asset. And that all can start 

today.  

Or you could wait.  
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You could think about it for a while. You could sit on 

this deal and mull it over, weighing up the two options 

you have. But let me remind you of this. The Internet 
has changed how we do business. The public is 

demanding a shared economy for all their services like 
taxi rides, retail stores, and travel accommodation. And 

the model works. I’m living proof that there is no risk 

and plenty of reward to starting right now. When you 
eventually say yes, you’ll be where we are right now, 

but you’ll have missed out on a month or two of hassle-
free income in a worry-free short-term rental model 

that you’ll have wished you tried sooner. 

Which choice would you like to make? 
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CONCLUSION: 
THE NEXT STEPS 

Once you know something, 

you can never un-know it. 

Somebody famous said 
that, I’m sure of it. 

The knowledge that there is 
a better way to list your 

home on the short-term rental market is a commanding 

idea. There are those who aren’t ready to try something 
new. There are those who don’t want to know there are 

better ways to earn money with their property. There 
are those who think all new ideas are inherently bad, 

simply because they are new. There are those who shun 

risk. There are those who will always be the last to try 
something. There are those who will only get a 

smartphone simply because they don’t make flip phones 
anymore.  

And then there are people like you. If you’ve come this 

far, it’s because you’re like me. You are a person that 
wants to find a new way to do business. You want to 

figure out how to take the advantage, see the edge no 
one else sees and grab on to it. You want to adopt a new 

model, because you’re tired of what the old model costs 

you. You are ready to discover what hundreds of other 
homeowners are discovering around the world, that the 

short-term rental business is a real estate revolution.  

The new short-term rental model blows the old way of 

listing your home out of the water. The new model 

reduces your risk, gives you back control over your 
home, hands over the tenancy to someone who cares 
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about your place as much as you, ensures that you get 

paid on time, and adds interest and value back into your 

home over time.  

Your next step is to contact me. I’m ready to do business 

with you right now. I’m ready to list your house for you 
and immediately start earning you the money you 

deserve. I’m ready to start improving your home. I have 

some incredible ideas about how to turn your place into 
a moneymaking machine that puts cash in both our 

pockets each and every month. I want to create an 
option that allows me to buy the home at your agreed 

price after a period of 18-24 months. Yes, regardless of 

what the market does in the next couple years, I’m 
ready to purchase the home if you are ready to sell it.  

But I’ll be honest. If you’re not willing to do the deal, 
whether it’s because you like the old way of doing 

things or you simply aren’t ready to try a new model, 

I’m fine with that. Could you do one thing for me? Could 
you pass along this book to someone that would be 

willing to consider the possibilities? Most of my new 
business comes from the homeowners I work with or 

have spoken with in the past. If you haven’t 

immediately fallen in love with the concept, you’ve 
probably been reading this thinking, “I know someone 

that would LOVE this.” Please, pass along the ideas in 
this book if you’re willing to admit you’re not the 

person for them.  

But if you are ready, let’s do business together. My 
phone is always on. Let’s give it a try. We can be up and 

running incredibly quickly using either our Partnership 
or Done-For-You models. With our Acceleration model, 

you can be earning tens of thousands of dollars in a few 
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weeks from today. I know you’ll be fully convinced that 

this was the best move you’ve ever made. Let’s do this!
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