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Introduction

Maybe you know somebody who knows somebody who buys and sells 

houses and makes as much money on a single transaction as you 

make in a year. Or perhaps you caught an episode of one of those house-

flipping TV shows that demonstrates just how easy it is to buy a house for 

$250,000, fix it up for another $75,000, and sell it for half a million bucks in a 

matter of days. Now, you want in on the action. You want your slice of the 

doughnut.

But where do you start? You can’t imagine where you’d be able to get your 

mitts on the cash you’d need to finance a flip. You have no idea where to 

start looking for undervalued property, and even if you could find a suitable 

house to flip, the only experience you have fixing houses is plunging the 

toilet. Surely you’re not qualified to invest in the complicated world of real 

estate.

Well, it’s time to stop all the negative self-talk and start reading Flipping 
Houses For Canadians For Dummies. Flipping houses isn’t rocket science. But 

you do need three key ingredients to succeed: a bit of cash to invest, a will-

ingness to take a chance and learn from your mistakes, and some good, old-

fashioned stick-to-it-iveness. Stick-to-it-iveness is a word we use to describe 

the determination and dogged perseverance required to build wealth in real 

estate. You may not be laughing all the way to the bank on every project — 

in fact, you can probably expect to be scrounging change at the coffee shop 

on occasion. But if you can carefully think through a plan, and then follow it 

through to execution, you too can find success in the real estate market. It’s 

not easy, but it is possible.

About This Book
This book isn’t a manifesto promoting the practice of flipping houses. In fact, 

if you don’t have the determination and the work ethic necessary to become 

a weekend warrior, we strongly encourage you to reconsider. Keep your 

day job, buy an affordable house, and spend quality time with your family. 

Flipping houses is hard, agonizing, and often aggravating work.

Unlike what other books, TV shows, and late-night-TV gurus may tell you, 

this book takes an honest look at the practice of flipping houses. We lead you 

through a process of self-evaluation so you can determine whether you have 

the right mindset and resources to buy, renovate, and sell houses. We show 
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you how to project your profit before you even make an offer on a property. 

And we reveal how much cash you can expect to keep after paying taxes on 

your profit.

In this book, we share secrets learned over many years of flipping houses 

and working with buyers, sellers, and other real estate professionals. We 

show you how to do everything from securing the cash you need to finance 

your venture to finding undervalued homes and negotiating the price and 

terms that improve your chances of selling at a profit. We guide you through 

making renovation decisions that promise to deliver the most bang for your 

buck, and we show you how to spruce up a home to draw in more buyers.

We don’t want to see you get in over your head or blow your entire life sav-

ings on a failed business venture, so throughout this book, we provide plenty 

of time- and money-saving tips, cautions to help you avoid a catastrophe, and 

sanity checks to keep your projects within budget and on schedule. We steer 

you clear of any risky, unethical, and illegal ventures and encourage you to 

wade out slowly and remain well within your comfort zone. After you suc-

cessfully flip a few easy properties, you quickly become aware of when you’re 

ready to take on bigger projects, and by that time, you will no longer need 

our advice.

Our goal is to help you decide whether house flipping is for you, and if it is, 

we provide you with the tools you need to succeed. Flipping houses is one of 

the most rewarding and profitable ways to invest your time and money. This 

book shows you how to do it right.

Conventions Used in This Book
We don’t like to think of this book as conventional, but we do have some stan-

dard ways of presenting material. For example:

 ✓ Italics highlight new, somewhat technical terms, such as capital gains, 
and emphasize words when we’re driving home a point.

 ✓ Boldface text indicates key words in bulleted and numbered lists.

 ✓ Monofont highlights Web addresses.

What You’re Not to Read
This book encourages you to skip around and dip in at any point to find the 

information you need most right now, but we don’t encourage you to skip 
over any of our advice. Flipping houses successfully requires you to build a 

strong investment team and know as much about the process as possible. 
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One false move, and your flip can easily flop. However, you can get away with 

skipping Chapter 12 on buying and selling foreclosure properties, if you’re 

not interested in that sort of thing.

You also can safely skip anything you see in a grey shaded box. The boxed 

stuff fleshes out some of the themes and material we discuss in the main 

body of the text. Sometimes you’ll find a personal story, other times, a series 

of facts. Although the information isn’t crucial, you just may find it interest-

ing and even mildly informative (or vice versa). Don’t need it or want it? Toss 

it. That’s why it’s in a box!

Foolish Assumptions
In some books that cover advanced topics, authors must assume that their 

readers already understand some basic topics or have acquired beginning-

level skills. For example, if this were a book about molecular biology, you’d 

have to know what a molecule was.

In this book, the main foolish assumption we make is that you’re a novice when 

it comes to flipping houses. Perhaps you’re a homeowner. Perhaps you don’t 

yet own a house of your own. We think we’re safe in assuming, though, that you 

want to learn how to buy, rehab, and sell a house for a profit. And we’re giving 

you the benefit of the doubt: We think you can follow through on your plan.

Other foolish assumptions we’ve made include, but aren’t limited to, the 

following:

 ✓ You’re of sound mind and body. You can be a little quirky and out of 

shape, but if you can’t make rational decisions or talk coherently on the 

phone, house flipping may not be for you.

 ✓ You’re interested in residential, not commercial, property. Assuming 

you’re new to this house-flipping thing, focus on the type of property you 

would buy as a homeowner. Later, when you’re more experienced, you 

can venture into the world of commercial real estate.

 ✓ You’re prepared to learn from your mistakes (and ours). We can’t guar-

antee that you’ll profit on your first flip, but we can guarantee that you’ll 

make mistakes. Consider them an essential part of your education. This 

book was made possible by all the mistakes we’ve made. Without those 

mistakes, we’d have little wisdom to impart. The more you take away from 

the mistakes we made, the fewer mistakes you have to make yourself.

 ✓ You want to flip properties legitimately. Con artists often flip proper-

ties to scam buyers and lenders. We’re not con artists, and we denounce 

this type of flipping. By flipping legitimately, you stand to earn much 

more than a low-life con artist, and you get to keep your reputation and 

integrity intact.
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How This Book Is Organized
We took the chapters that make up the book and divvied them up into six 

parts. Here, we provide a quick overview of what we cover in each part.

Part I: Laying the Foundation for 
Successful Flipping
Just as a house rests on its foundation, your house-flipping venture requires a 

strong foundation to support it. The chapters in this part introduce you to the 

concept of flipping houses, lead you through a self-evaluation to determine 

whether you have the right stuff, guide you through the process of devising a 

flipping strategy that works for you, and assist you in building a solid team of 

real estate professionals and others who can help ensure your success.

Part II: Fiddling with the Financials of 
Property Flipping
When you flip houses, you become a real estate investor, and you need to 

deal with the money side of flipping in order to finance your flips, profit from 

them, and pay your taxes. The chapters in this part show you how to proj-

ect your profit so you know how much to offer for a house in order to make 

a profitable transaction. We show you how to secure the cash you need to 

finance your venture. And we provide several tips to show you how to trim 

your tax bill so you can keep a larger portion of your hard-earned profit.

Part III: House Hunting with an Eye for 
Flipping
After you find someone willing to loan you some dough to finance your flip, 

the next big challenge is to find and buy a house that’s packed with profit 

potential. When you’re shopping for a home to live in, you look for the pret-

tiest house that you can afford. When you’re shopping for a home to flip, 

you’re often hunting for the ugliest house on the street. This part shows you 

how to home in on a promising neighbourhood, track down undervalued 

properties, and negotiate to get the house for the price and terms you want.
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Part IV: Fixing Up Your Fixer-Upper
Homeowners don’t typically like to sell showcase homes for 30 to 40 per-

cent less than their market value, so when you’re flipping houses, you usu-

ally have to do some repairs and renovations before placing it back on the 

market. The chapters in this part guide you through the renovations that 

offer the highest return on investment and increase buyer interest the most. 

Here you discover information on everything from doing a quick cosmetic job 

to performing major structural overhauls. We can’t always explain specifi-

cally how to do the repairs and renovations, because that would require a 

couple more books, but we do show you how to team up with contractors to 

get the work done.

Part V: Sold! Selling Your Rehabbed Home
You make money at various stages of the flipping process. By buying a house 

below market value, you make money going in. By doing some of the renova-

tion work yourself, you save the cost of labour, and when you sell the house, 

you make money going out. The chapters in this part show you how to 

market your house to generate as much buyer interest as possible, stage the 

house to make a great impression when buyers come to see it, and negotiate 

the sales price and terms to close the deal as quickly as possible, so you can 

start on your next project.

Part VI: The Part of Tens
No For Dummies book is complete without a Part of Tens. Turn to this part 

for a list of the top ten signs of a great house-flipping opportunity, ten reno-

vation cost-cutting strategies, ten common house-flipping blunders, and ten 

strategies for keeping afloat in a slow housing market.

Icons Used in This Book
Throughout this book, we sprinkle icons in the margins to cue you in on dif-

ferent types of information that call out for your attention. Here are the icons 

you’ll see and a brief description of each.

 We want you to remember everything you read in this book . . . okay, okay, we 

realize that’s unrealistic. If you can’t quite do that, then at least remember the 

important points we highlight with this icon.
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 When you’re buying and fixing up a house, it’s easy to get a little overexcited 

and blow your entire budget on garden gnomes. Before you get too carried 

away, read the text marked with this icon to rein yourself in.

 Tips provide insider insight from behind the scenes. When you’re looking for a 

better, faster way to do something, check out these tips.

 “Whoa!” This icon appears when you need to be extra vigilant or seek profes-

sional help before moving forward.

Where to Go from Here
Think of this book as an all-you-can-eat buffet. You can grab a plate, start at 

the beginning, and read one chapter right after another, or you can dip into 

any chapter and pile your plate high with the information it contains.

If you’re looking for a quick overview of house flipping, check out Chapter 1. 

Before you even start house hunting, check out Chapter 4 to discover how to 

build a strong support network and Chapter 6 to find out how to finance your 

flip — you need cash (and plenty of it) to flip a house. Chapter 5 can help 

you determine how much to offer for the house, so you can profit from the 

flip. And the chapters in Part III are indispensable in helping you track down 

potentially profitable properties and negotiating the purchase.

Of course, after reading the book, you’re welcome to snack on it at any time, 

either to pick up something you missed or to take a brief refresher course.

A handy hint: In a few chapters we include fill-in-the-blank forms and work-

sheets you can scribble on. Although you can fill out these forms and work-

sheets in the book, you may want to make copies to write on, especially if 

you borrowed the book from your library or plan on reselling it on eBay 

when you’re done with it. These forms and worksheets are incredibly valu-

able at helping you project your profits and plan your renovations, so keep a 

small stack of them tucked away at the back of your legal pad.

One last thing: Selling a house at top dollar requires a successful marketing 

campaign. You have to increase the visibility of your house to generate inter-

est and perhaps even spur a bidding war among interested buyers. Selling 

books requires some savvy marketing, as well. So, we’re going to ask you to 

do a favour for us. If you like the book, buy stacks of them for holiday and 

birthday presents and make sure all your friends and relatives have a copy. 

While you’re at the bookstore, pick up several copies of the book and move 

them to other sections of the store . . . facing out, of course. This is great 

practice to hone your own marketing skills. Enjoy!


