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Long Term Business Partnership Checklist

Business Partnership Evaluation System
This system is to be used as a detailed checklist if you are ever considering getting into a
real estate partnership. Even if you have no plans to partner with someone right now in
your business you should still read through this checklist because chances are you will
end up doing a deal or two with a partner somewhere in the near future.
Business partnerships can be wonderful or a nightmare depending on whom you choose
to do business with and how well you communicate with each other. I have two great
business partners and collectively we own and operate seven different businesses
together. It has been one of the greatest joys of my life to work with two people who are
two of my closest friends.
However, that being said YOU DO NOT NEED a partner to be successful in real estate.
In fact, your chances of success are actually slightly better if you don’t partner. Your
level of education is really what determines your level of success. That’s why I created
this checklist. There are so many things most people NEVER think about when choosing
a business partner. This is why having a coach and getting educated is so important.
Coaches see things you don’t and can help you avoid potential disasters.
If you chose the wrong partner it can cost you A LOT OF MONEY. We are talking about
thousands, hundreds of thousands and even millions of dollars if you chose the wrong
partner. Likewise, if you chose the right partner you can also make a lot of money if you
follow a system rather than guess or just rely on your gut instinct.
This checklist was created based on my years of experience of working in real estate and
business partnerships for the past nine years. I have also had the unique experience of
coaching and advising hundreds of real estate investors who have launched real estate
businesses with business partners. I have seen what works when two people form a
business partnership. I have also advised people on how to get out of a partnership
without it costing them their business and or marriage.
There are real consequences if you partner or try and get into real estate without
educating yourself first.
This checklist is divided up into nine steps and I highly advise you to go through it right
now whether you are thinking about partnering or not. Chances are if you don’t read this
and acquire this knowledge now then you never will.
This checklist is designed to make to think and gives you a list of items you and your
partner need to discuss before you start buying and selling real estate. However, you do
not have to solve everything before you decide to get started. Ideally, both you and your
partner have a copy of this checklist and take the time to discuss each point and use this
as a communication tool to vastly improve the relationship. Likewise, you may decide to
draw up a formal partnership agreement based on this information.

Step 1: Complete a self-evaluation.
The first step to any successful business venture is to do an honest self-evaluation. It’s
imperative to uncover your own strengths, weaknesses, and overall goals and desires.
Likewise, you want to make sure your potential business partner also does a thorough self
evaluation of their own skills.
Ideally, you have similar goals and offsetting strengths and weaknesses. The value of
having a partner is that they can help in area’s that you are weak and vice versa.
This process will help you see where the potential pitfalls in a partnership lie and will
allow you to address them upfront with an action plan.
My Top 5 Business Strengths
1.
2.
3.
4.
5.

__________________________
__________________________
__________________________
__________________________
__________________________

My Top 5 Business Weaknesses
1.
2.
3.
4.
5.

__________________________
__________________________
__________________________
__________________________
__________________________

Step 2: Take a personality profile.
This is one of the most overlooked steps in the process. It’s going to be very important
for you to understand your own personality type as well as your new business partner.
Your goal is to uncover two variables, how assertive a person is and what their natural
tendencies will be. Knowing your profile will better help you understand what you need
in a business partner. Just because two people “click” doesn’t necessarily mean they are
a good fit in business. Take the test on the next page and see which of the 4 categories
you fall within.

Personality Profile
On a scale of 1 to 5 please rate yourself below and then add up your score and look at
which category you have the highest number of points.
5 – This is definitely me
4 – This is most like me 3 – This is moderately like me
2 – This is moderately NOT like me 1 – This is not like me at all

Step 3: Determine your dominant personality category.
Whatever your highest score was is your predominant personality category. Most people
have 1 strong category and a fairly high secondary category. There is no right or wrong
category here. What matters most is that you and your business partner understand each
other and communicate at a higher level by gaining insight into each other’s personality.
CATEGORY 1: THE ANALYTICAL
•
•
•
•
•
•
•

Likes details and a full presentation from A to Z
Takes time to decide and is slow paced
Mistakes are not allowed (Yours or Theirs)
Does not like over excitement and emotionalism
Security is more important then prestige and status
Likes order and is more neat, very time conscious
Business first, then social, doesn’t mind being alone

CATEGORY 2: THE DRIVER
•
•
•
•
•
•
•

Likes the bottom line “Get to the point” (not A-Z just Z)
Fast to decide, fast paced and is neatly messy
Results oriented and needs to control a situation
Prestige and status are more important than security
Like a challenge
Likes freedom from control
Business first, then social

CATEGORY 3: THE PEOPLE PLEASER
•
•
•
•
•
•
•

Be their friend, give direction, and show support
Slow to decide and often change their minds
Slow paced and avoids conflict
Very emotional
Security is more important than prestige and status
Wants protection and peace
Social first then business

CATEGORY 4: THE SOCIAL BUTTERFLY
•
•
•
•
•
•
•

Hates details
Quick to decide and is very messy
Fast paced and is often late for appointments
Loves recognition and is very social
Emotional can get hurt easy
Like excitement and a challenge
Prestige and status are more important than security

My personality type: ______________________________________________

My business partners personality type: ________________________________

Step 4: List your 5 core needs for a business partner
Now that you have determined your strengths and weaknesses, personality tendencies,
and your primary real estate focus you can start to label your needs in a business partner.
A very important step to finding the right business partner is to first identify the 5 main
reasons you’re looking for one. IE: money, knowledge, camaraderie, construction
experience, contacts etc. Often time’s people seek business partners because of fear or
self-doubt. That is something that you need to dig deeper on. Fear of what, sales,
construction, networking, SEO etc.? Once you do this you will uncover your true needs
in a business partner.
Write down your 5 core needs you would like to have in a business partner.
1.
2.
3.
4.
5.

__________________________
__________________________
__________________________
__________________________
__________________________

Step 5: Rate your business partners personal
competencies as well as your own competencies.
This section was designed to make you think your business partners personal
competencies using a rating scale of 1 to 5 with 5 being the highest. Too many people
jump into partnerships based on a gut feeling. Unfortunately, most business partnerships
fail because of a lack of strategic planning. You should fill out each section objectively
about your business partner. Then you should go through the same questions and rate
yourself as objectively as possible
After your finished you want to compare the two scores. You want to choose a business
partner who scores relatively close to you or better. That means they can add value to
your business that you may not bring to the table. Likewise, you want to find areas where
they may be a potential liability and need work. Lastly, you may realize that they are not
a good fit at all for your business.
I have often found that when coaching students of ours go through this worksheet they
will realize there is a lot they don’t know about their potential business partner. If that is
the case I highly recommend that you start out by only partnering on individual real
estate deals rather than on all your deals. It is relatively easy to part ways on an individual
deal, but rather difficult if your entire business is intertwined.

Remember, there is no right or wrong here. If you can’t answer these questions easily
then you definitely need to get to know your potential partner better before you get into
business together. Remember, this is like a marriage so you really need to get to know
your partner.
Intellectual Competencies (Rate them on a scale of 1 to 5 with 5 being the best)
___ Overall Intelligence: How would you rate your partner from an overall intelligence
level taking all things into account?
___ Traditional Education: Does your partner have a solid educational background?
___ Traditional Educational Performance: How did they perform in high school and
or college in comparison to their peers?
___ Non-Traditional Education: Does your partner take a strong interest in learning and
value education at the same level you do?
___ Real Estate Education: Has your business partner invested in their real estate
education and shown the desire to do so consistently?
___ Decision Making Skills: Is your partner able to make good decisions in a relatively
quick manner or are they the type that tends to push decisions off out of fear of making a
decision?
___ Decision Making Experience: Has your business partner ever held a position or
been in a business where they had to make a lot of decisions?
Section Score: Your Partner _____ You ____
Communication / Sales Competencies
___ Communication Skills: Does your business partner communicate at a high level
with you and others?
___ Networking Skills: How would you rate your business partner when it comes to
their ability to network with other people?
___ Social Skills: Does your business partner feel comfortable in social situations or are
they more of a wallflower?
___ First Impression: How would you rate your business partners ability to make a good
first impression on people?
___ Charisma: Is your business partner charismatic?
___ Influence: How would you rate your business partner when it comes to their ability
to influence others?
___ Sales Experience: Does your business partner have sales experience?
___ Sales Performance: In their past how did they stack up against their peers from a
sales standpoint?
___ Objection Handling Skills: Is your business partner good at handling people’s
objections or concerns?
___ Negotiation Skills: How would you rate your business partner when it comes to their
negotiation skills?

___ Oral Communication: Could your business partner stand in front of an audience or
your future employee’s and motivate them to action?
___ Desire to Improve: How would you rate your business partners desire to improve
from a communication and sales standpoint?
Section Score: Your Partner _____ You _____
Personal Competencies
___ Self-Awareness: Is your business partner aware of their strengths and weaknesses or
do they live in denial about their faults?
___ Integrity: Does your business partner have a high level of integrity?
___ Resourcefulness: Is your business partner resourceful or do they constantly look to
others for direction?
___ Drive: How driven is your business partner to succeed? Or are they type of person
who consistently gives up?
___ Competiveness: How competitive is your business partner? Or do they give up at the
first sign of trouble?
___ Stress Management: Does your business partner handle stress well or does it make
them crumble?
___ Adaptability: Can your business partner adapt to changes in the market and changes
in their life easily?
___ Creativity: How creative is your business partner?
___ Analysis Skills: Is your partner able to diagnose and solve a problem quickly?
Section Score: Your Partner _____ You _____
Interpersonal Competencies
___ Likability: Is your business partner easy to get along with?
___ Listening Skills: How would you rate your business partner and their overall
listening skills? Do they listen or talk over people?
___ Customer Focus: How would you rate your business partner and their desire to
build referral relationships from customers?
___ Team Player: Is your business partner a team player?
___ Modesty: How would you rate your business partners ability to be modest?
___ Loyalty: How would you rate your business partners loyalty?
___ Trustworthiness: How would you rate your business partners trustworthiness?
___ Independence: Is your business partner highly independent or do they rely on others
in many areas of their life?
Section Score: Your Partner _____ You _____
Motivational Competencies
___ Work Ethic: How would you rate your business partners work ethic?

___ Energy: How would you rate your business partners daily energy levels?
___ Passion: Is your business partner passionate about learning and your business?
___ Ambition: How would you rate your business partners ambition levels?
___ Tenacity: Is your business partner tenacious and willing to do whatever it takes to
get things done?
___ Consistency: Is your business partner consistent or are they constantly starting
projects, but never finishing them?
___ Doer: Is your business partner a doer or are they more of a dreamer?
___ Goal Setting: Does your business partner have personal and financial goals written
down and more importantly have they stuck to them and accomplished them?
___ Coachability: Is your business partner coachable and willing to learn from others?
Section Score: Your Partner _____ You _____
Management Competencies
___ Management Experience: How would you rate your business partners management
experience from past careers or businesses?
___ Management Skills: How would you rate your business partners management
skills?
___ Persuasion: Is your business partner good at persuading others to get things done?
___ Motivational Skills: Is your business partner good at getting other people motivated
to get things done?
___ Professionalism: How professional is your business partner in business settings?
Section Score: Your Partner _____ You ____
Organizational Competencies
___ Time Management: How would you rate your business partners ability to manage
their time?
___ Punctuality: Is your business partner punctual?
___ Organizational Skills: How organized is your business partner?
___ Systems Development Skills: How would you rate your business partners ability to
develop systems within your business?
___ Systems Implementation Skills: How would you rate your business partners ability
to implement systems within a business that others can follow?
Section Score: Your Partner _____ You _____
Business Competencies
___ Business Experience: Does your business partner have experience running his or her
own business?
___ Business Success: How successful was your business partner in their past
endeavors?

___ Marketing Experience: How would you rate your business partners marketing
experience or knowledge?
___ Finance Experience: How would you rate your business partners finance experience
or knowledge?
___ Accounting Experience: How would you rate your business partners accounting
experience or knowledge?
___ Construction Experience: How would you rate your business partners construction
experience or knowledge?
___ Real Estate Experience: How would you rate your business partners real estate
experience or knowledge?
___ Business Connections: Does your business partner have a lot of existing business
contacts that they can bring to the table?
Section Score: Your Partner _____ You _____

TOTAL SCORE FOR ALL SECTIONS:
Your Partner _____ You _____

Step 6: Discuss roles and responsibilities for you and
your business partner within the business.
Assuming you were satisfied with the personal competencies of your business partner the
next thing you need to do is discuss roles and responsibilities within the real estate
business. Obviously, you and your partner need to get educated about different areas of
the business, however that doesn’t mean that you can’t start dividing up responsibilities
based on your current abilities.
Over time as you gain knowledge about the business these roles may change, however it
is always good to discuss these things up front so everyone is on the same page when you
get started as an investor. Use this as a checklist and just place the person’s name next to
the activity. Some activities can obviously be split up as well to start.
___ Marketing: Who is going to handle marketing campaigns needed to generate leads
for sellers and buyers within the business?
___ Acquisitions: Who is going to handle analyzing the deals and negotiating with
sellers and agents within the business?
___ Short Sale Acquisitions: Who is going to handle short sale negotiations with banks
and agents on deals where the seller is overleveraged?
___ Finances: Who is going to handle raising money from other people and the
bookkeeping of the business?
___ Construction Management: Who is going to oversee the contractors on any rehab
projects you purchase?
___ Property Sales: Who is going to handle working with the agent or marketing the

property for sale?
___ Property Management: Who is going to handle the property management or
finding a good property manager for properties you hold for cash flow purposes?
___ Business Development: Who is going to develop and implement the systems within
your business so you can go from having your business own you to you owning your
business?

Step 7: Discuss time commitments with your business
partner.
These are key points to think about and discuss concerning time availability. Often times
if one person has grossly more time to commit then you may want to divide up ownership
percentages based on time commitment. Obviously, this can change over time so you
need flexibility if your time commitment grows or shrinks.
The best thing to do is this section as a checklist of things that you need to discuss with
your business partner.
___ Hours Per Week: Most real estate investors start their businesses on a part time
basis and realize that they make more in their real estate business than they do in their
full time job. However, two business partners can have vastly different work ethics so
you really should discuss what type of commitment each of you will make to the
business. If one partner has vastly more time than another you may decide to pay a salary
or divide percentages of the business differently.
___ Weekend Work: This is a similar discussion to the point above. You just need to
understand if one partner has a greater commitment to the business then you may want to
adjust the percentages or create a commission to be paid out on every property sale to the
partner who is putting in more time.
___ Vacations: The great thing about investing in real estate is the flexibility it gives you
to do what you want in your life. Vacationing with your family is something every real
estate investor should do often. The important thing to do is have an open line of
communication about how often you plan on vacationing when you are working with a
partner and is something that needs to be discussed so workloads can be shifted during
those times.
___ Family Commitments: Family should always come first before your business. This
is why it is important to discuss currently family commitments you may have on a
weekly basis. Likewise, you want to discuss long term family goals you each have.
___ Other Business Commitments: If either of you has other businesses you run or
have actively invested in you need to discuss these openly and what sort of time

commitments you have towards them each week. You can absolutely run a real estate
business in your spare time, however you must be open with your partner about how
much time you do have so everyone is on the same page.

Step 8: Discuss financial considerations with your
business partner.
These are key points to think about and discuss concerning financial matters of the
partnership. The best thing to do is this section as a checklist of things that you need to
discuss with your business partner.
___ Personal Financial Statement: Would you like to know all the assets of your
partner, debts, and liabilities. Then you may decide to exchange personal financial
statements to see the health of how your partner has managed their finances in the present
time.
___ Credit Rating: You don’t need good credit to get started and be successful in real
estate, however it can be an asset that helps you grow faster. You and your business
partner should openly discuss each other’s credit and how you can improve each others
score and at the same time leverage your credit to grow your business if applicable.
___ Initial Capital Contribution: You do not need a lot of capital to get started as a real
estate investor. The first few deals you find can be funded using other people’s money
and a percentage of the profits can go back into the business for these funds. However,
some partners decide to contribute funding to the company for operating costs and
educational investments.
___ Preferred Return: We teach our students to raise private money and leverage other
people’s money for their real estate deals. However, one partner may end up putting more
money into a deal than another. In that case if all other things are equal then the partner
who contributed capital should be paid a preferred return of 5% to 15% when the deal
closes. Everything else should be split based on ownership percentage after that. This is a
great way to compensate someone who is taking on more risk in a deal. Once again, most
of our students leverage other people’s money, however this is something to consider
when your own money is involved in a deal.
___ Financial Review: How often will you and your partner meet to discuss the
financials of the company and the deals you are working on?
___ Profit Distributions: On deals that you complete how will you handle the profits.
Will they remain in the company or will you distribute them or a percentage of them to
you personally. Depending on the partners current financial position you may have one
partner who needs money and one who doesn’t which could cause a problem.

___ Salary: If one partner is working full time and the other partner is not will you
consider paying a salary to the partner who is contributing more hours to the business.
___ Outside Deals: Are you planning on doing all of your real estate deals together as a
partnership or will you do some together and others separately. There is no right or wrong
decision here it is just something that needs to be discussed so there is no
misunderstanding.
___ Retirement Goals: Real estate investing can be a very profitable business. Therefore
you may reach your financial goals very quickly. Partners often have differing long term
goals and one may want to exit the business at this point while the other may want to
continue investing.
___ Risk Tolerance: Obviously real estate investing is not without risk. You may find
that your business partner has a different level of risk tolerance so you should really
discuss what types of risks are acceptable and which one’s aren’t. You will have to learn
to exercise your risk muscle, however you never want to have one deal sink your business
when one partner wanted to go forward and the other didn’t.
___ Financial Decision Making Ability: Ultimately you both want to have the power to
make decisions independently without having to consult with each other on every little
thing. However, you may pick a financial threshold on investments, expenditures, etc.
that shouldn’t be crossed without a discussion.
___ Investment Philosophy: There are many ways to build wealth in real estate. For
example you can wholesale and rehab properties for income that can be earned in the
short term. You can also buy and hold real estate for the long term. Likewise, there are
different property types you can pursue within these philosophies. Having a blended
approach is always recommended, however you want to make sure your partner is of the
same mindset.

Step 9: Discuss growth considerations for business
partnerships.
One thing that is very important is that you and your partner openly discuss how you will
handle growth. A real estate business can be very profitable without needing employees.
A real estate business can be even more profitable when you do have employees. It is
really a personal preference that you need to discuss with your business partner.
Use this section as a checklist of items to discuss with your business partner.

___ Future Office: You do not need a formal office when you are getting started. In fact,
I recommend our students start from a home office until they complete a pre-determined
number of deals. You may want to discuss at what point in the future you would like to
get an office. I highly recommend buying the office building at that point and renting
extra space you don’t use.
___ Hiring Employees: As a coach to many real estate investors this is one topic where I
see a lot of disagreement. We have students who have a lot of employee’s and very
profitable businesses. Likewise, we have students with very few to no employee’s and
very profitable businesses. This is more of a personal preference on how your business
should be built. It is something you should definitely discuss with your partner before
you start hiring to make sure you have the same desire for growth. Some people prefer
less responsibility and lifestyle over having a large office with a lot of employees. This is
a personal choice that must be discussed as either one can work.
___ When to Hire: Many of our students we coach are ready to hire employee’s after
their first deal. Others prefer to hire after quite a few deals have been completed. This is
something you should also discuss with your partner. You can grow very quickly or at a
slower steadier pace.
___ One to Two Year Goals: You want to make sure your business partners goals are in
alignment with yours concerning growth. If one partner is trying to take over the world
and the other is more conservative then you need to make sure you balance each other’s
short term goals as you are still learning the business and acquiring knowledge.
___ Five to Ten Year Goals: Likewise, you need to discuss your long term goals for the
business. The great thing is that you own the business so you can design it for future
generations, for your employee’s to take over, or to sell. There is a tremendous value in
the business itself if you have great systems and a great team. Meaning you can sell the
business itself for a profit, not just the properties owned by the business. You should get
together with your business partner at least once a year to discuss the long term goals
each of you has for the business.
___ Discovering Your Why: This is something all investors need to think about. There
is a reason beyond just money that you are pursuing real estate investing. It is your higher
calling and most people plan on using real estate to get them closer to their higher calling.
This is something you should discuss with your partner. Your partnership will be so
much healthier and more successful when you understand each other’s true motivations.

Step 10: Legal documents you may consider having
legal council draft for your business partnership.
When and if you decide to partner with someone for the long term in your business you
will definitely want to protect yourself legally. Verbal agreements are never enough

should there be a partnership dispute. Below are just a few of the documents you will
want to discuss with your partner and possibly have drawn up by a qualified attorney who
specializes in business partnerships. Beside each document is a short description of the
legal document and it’s purpose. This is a checklist you should discuss with your partner
and your attorney.
You do not need to have everything on this list accomplished before getting started.
Many of these documents are for year two, three, and four as you business and profits
grow. However, I wanted to list them anyways for discussion purposes.
___ Corporate Structure: This is a very important decision you and your business
partner must make. As a business owner you can choose to structure your business as a
sole proprietorship, professional corporation, general partnership, limited partnership, S
Corp, C Corp, non-profit, or limited liability company. Most real estate investors chose a
limited liability company or limited partnership. Here are the factors to consider when
choosing your corporate structure.
•
•

•
•

Liability Protection Provided: What entity provides the best liability protection for
you, your family, and your personal finances.
Ease of Formation: For many new businesses keeping up with the formalities of a
business entity can be challenging. That is why you want to definitely choose and
know what entities are easier to maintain than others and what the formal
requirements are for each type.
Tax Treatment: Each entity has it’s own tax benefits and tax requirements. You
should definitely consult with a CPA when choosing an entity for your business.
Where Are You Headed: Based on your goals is the entity appropriate in case you
want to grow, buy long term acquisitions, or even add other income streams to
your business.

___ Buy-Sell Agreement: This document is a binding agreement that governs what
would happen if one of the partners chose to leave the business, was forced to leave, or in
a worst case scenario passed away. Think of it like a cross between a prenuptial
agreement in marriage and a will, but for your business. A buy-sell agreement can be in
the form of a cross purchase plan or a repurchase plan. Here are a just a few of the things
to discuss with your partner when brainstorming the terms of this agreement:
• What price would be paid for the partner’s shares should one party decide to leave
and how would the value of those shares be determined?
• How would you value the business itself?
• What would happen with all real estate that you hold as rentals?
• How would you divide up any active wholesale or rehab deals you are currently
involved in together?
• What events would trigger this buyout? (Disability, retirement, death, or one of
the partners leaving the business?)
• If there are disputes should you have an arbitration clause that would force you to
go to arbitration before lawsuits/court proceedings?
• Can outside parties buy a partner’s interest or shares in the business?

•

If you have employee’s and one partner leaves are they allowed to take
employee’s with you?

Once your partnership is up and running and successful you may want to consider
obtaining life insurance that would be triggered to provide money for the business should
your business partner pass away.
___ Key Person Insurance: Also known as key man insurance this form of insurance is
very important for business partnerships. Essentially, it is an insurance policy that is
taken out by a business to compensate that business for financial losses that would arise
from the death or long term disability of a very important person within the business. The
insurance policy is owned by the business itself and is usually a fixed sum of money that
would compensate the business should there be a catastrophic injury or death to a partner
or an employee whose contribution is considered valuable to the company. This is usually
only needed when you have an established, successful business. If it is a new business
relationship you may want to delay this decision until you feel it is needed. Here are just
a few factors, to consider when discussing a key person insurance policy:
•
•
•

Is there one person in my business who would be very difficult to replace within a
three month period?
Is the cost worth the benefit?
What sum of money would carry you through the difficult time should something
occur?

___ Non-Compete Agreement/Clause: This document is more often used between and
employer and an employee. This agreement or clause within an employment agreement
restricts or limits what an employee can do if they were to start a business or go to work
for someone else in direct competition against you. However, there may be a situation
where you may want to have a minority partner sign a non-compete agreement. Likewise,
if you were buying an existing real estate business and wanted to limit what your new
partner or employee could do within or after exiting your business then this legal
document would be appropriate.
___ Confidentiality Agreement: Also, known as a non-disclosure agreement this is a
legal contract between at least two parties that outlines what a business considers
confidential material, knowledge, or information that the parties wish to share with one
another within a business, but wish to restrict access to or by third parties. Confidentiality
agreements or NDA’s are usually signed between two companies and not necessarily
always needed in a real estate partnership. However, you and your business partner may
want to agree on what you share and don’t share about your business with others. You
may also want employee’s to sign an agreement like this when they work for you.
Likewise, you may end up doing a larger joint venture deal with another party that would
warrant one. From a real estate perspective this will usually only apply to large
development deals.

Legal Disclosure and My Personal Warning
I am not an attorney therefore you should always consult with a qualified legal
professional when drawing up any legal documents concerning a business partnership.
However, I will share with you my insight of owning seven different businesses, buying
and selling hundreds of properties, and personally coaching numerous successful real
estate investors. If you wait to dot every “I” and cross every “T” before you get started in
this business you will NEVER be successful.
This checklist was created to help you think and raise points that you will want to discuss
with a potential business partner. It is not intended to STOP you from going forward with
your business. The reality is that in business you have to be decisive, take risks, and seize
opportunities within a short window of time if you want to succeed.
You can choose to wait, be overly cautious, and make sure absolutely everything is
discussed and formalized before getting started. However, if you wait too long then you
may be stalling the growth of your business unnecessarily. Perfectionism is often the
enemy of success. Remember, that when your analytical brain starts taking over that it
often stops you from succeeding. Even if you fail the lessons we learn are always greater
than the lessons we never learn because of complacency.
This document is very useful and designed to make you think. However, there is no such
thing as a perfect business partner. There is also no such thing as a perfect marriage, a
perfect body, or a perfect you. Financial and personal success can only be obtained when
you value education, seek to surround yourself with people more successful than
yourself, work on your weaknesses, and channel your passion into your work in an
imperfect world.
I look forward to meeting you someday and helping you build your real estate business. I
get a ton of value from helping people achieve their financial and personal goals so I
want to see you succeed.
Never stop chasing your dreams…
Than Merrill

