


NO AGENT  
NEEDED

The Hottest Tips, Tricks, and Hacks from Rockstar Real Estate 
Investors That Anyone Can Use to Sell Their Properties Fast  

and for Top Dollar without a Real Estate Agent

Created by
Matt Theriault

Contributions by
Billy Alvaro

Greg Zytkowski & Russell Taylor
Jeff Garner 

Jason Hollon
Parker Stiles

Jeremiah Johnson
Paul Thompson
Todd Toback

Drew Hitt
Omar Merced
Stuart Gethner

Michael Fitzgerald
Nasar El-arabi

Raul Bolufe



Copyright © 2018 Matt Theriault
All rights reserved. No part of this book may be used or reproduced in any manner 
whatsoever without prior written consent of the authors, except as provided by the 
United States of America copyright law.
Published by Best Seller Publishing®, Pasadena, CA
Best Seller Publishing® is a registered trademark
Printed in the United States of America.
ISBN: 978-1-946978-89-9
This publication is designed to provide accurate and authoritative information with 
regard to the subject matter covered. It is sold with the understanding that the publisher 
is not engaged in rendering legal, accounting, or other professional advice. If legal 
advice or other expert assistance is required, the services of a competent professional 
should be sought. The opinions expressed by the authors in this book are not endorsed 
by Best Seller Publishing® and are the sole responsibility of the author rendering  
the opinion.
Most Best Seller Publishing® titles are available at special quantity discounts for bulk 
purchases for sales promotions, premiums, fundraising, and educational use. Special 
versions or book excerpts can also be created to fit specific needs.
For more information, please write:
Best Seller Publishing®
1346 Walnut Street, #205
Pasadena, CA 91106
or call 1(626) 765 9750
Toll Free: 1(844) 850-3500
Visit us online at: www.BestSellerPublishing.org



���

CONTENTS

Introduction ...................................................................................... 5
1.  Billy Alvaro 

Another Nightmare on Elm Street ............................................ 9
2.  Greg Zytkowski and Russell Taylor  

Overconfident Newbies .............................................................19
3.  Jeff Garner  

Miscommunication, Fumigation and Restoration, Oh My! ......29
4.  Jason Hollon 

Overgrown in Pleasant Grove ...................................................39
5.  Parker Stiles 

Barely Escaping the Jaws of Real Estate Investing ....................47
6.  Jeremiah Johnson 

The Hometown Flip that Almost Flopped ................................57
7.  Paul Thompson 

To Landlord or Not? .................................................................65
8.  Todd Toback 

The Home Run Deal That Wasn’t ............................................77
9.  Drew Hitt 

Instant Unwanted Landlord, Help! ...........................................85



10.  Omar Merced 
Fatal Fourplex ...........................................................................93

11.  Stuart Gethner 
Subject to Options ...................................................................103

12.  Michael Fitzgerald 
Too Many Visits from George . . .  .........................................113

13.  Nasar El-arabi 
It Could All Be So Simple ......................................................123

14.  Raul Bolufe  
The Long-Distance Seller .......................................................131

Conclusion .....................................................................................137
Author Contact Information ..........................................................141



5

���

INTRODUCTION

If you’re reading this book, it’s probably because you’ve been 
pondering the idea of selling a property, and various ideas have 
crossed your mind, like: (a) You might be able to maximize your 

profit by doing it yourself, (b) you might be able to avoid the interaction 
and the perceived costs that accompany working with a real estate agent, 
(c) you think you might be able to do it quickly because you happen to 
be in a hot market at the time you’re reading this book, and/or (d) quite 
honestly, it just looks really easy—it ain’t rocket science, or is it? Ha-ha, 
no, it’s not. However! Experience has its benefits. 

In some regards, with today’s technology and advancement, 
transacting real estate is pretty simple. You can probably do this alone 
without a hitch. There are many different services available, whether 
marketing services, fulfillment services, or transaction services that can 
allow the average person to sell their house in a relatively short period of 
time—all of that is relative, pertaining to your definition of a successful 
sale and whatever the current market conditions dictate.

In terms of getting a good price for what you sell, it’s possible, as 
long as you know what you’re doing. But if you get this part wrong, you 
absolutely can spend too much time on the market—to the point where 
your property becomes an old-and-stale OPT (overpriced turkey) that 
nobody wants to look at anymore. At that, even with the offers you 
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might eventually receive, those buyers recognize that you’ve been on the 
market for a long time, so they present you with lowball offers, thinking 
you’re desperate. When the motivation behind an offer is more of an 
opportunistic one, it’s tough to get a good and legitimate conversation 
with a buyer started.

Overall, if you choose to do this alone, there are legal ramifications 
that could potentially complicate things. There are national and federal 
disclosures to incorporate for your safety. There are satewide and even 
citywide disclosures that you need to be concerned about, as well. If you 
get this part wrong, it could cost you time and money; but if you get it 
right, then everything you envisioned for yourself when you picked up 
this book is also possible. 

My name is Matt Theriault, and I am a real estate investor. I was 
previously a real estate agent for four years before I became a real estate 
investor. I’ve been a very successful one for the last twelve years; I have 
more than a thousand transactions under my belt—actually, I have 
many more than that (I stopped counting a long time ago). I haven’t 
seen it all, but I’ve seen a lot, and that’s why I know this can be done 
by the average person with a little bit of time, some experience (first or 
secondhand) and some attention to detail. I also know that this industry 
can be perceived as being much easier than it actually is. With that in 
mind, I wanted to write a book that gives you that option, and gives 
you enough information so you can make an educated decision about 
whether proceeding to sell your property without an agent is a good fit 
for you—or hiring an agent is the better route. It will primarily come 
down to what you value most, time or money. Would you rather have 
the fast nickel or the slow dime? There’s no right-or-wrong, good-or-
bad, answer to that question, by the way.

Needing to sell your house for top dollar or needing to sell it fast—
these situations require two different approaches to selling a house, each 
necessitating their own mindset and strategy. The most common mistake 
people make when selling a house on their own occurs when applying a 
“fast-dime” strategy. The frequent result is a “slow nickel.” I don’t want 
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to see that happen to you, so I dug into my network of some of the most 
experienced real estate investors in the country. I asked them to join me 
in this book and share their experience and expertise—particularly in 
the type of scenario you’re probably envisioning right now: (a) selling 
seems like a really good idea, (b) you have a potential home run on 
your hands because of all the different things available to facilitate a 
sale without an agent, and (c) this looks like it’s going to be something 
fantastic, and it very well could be. 

So, I specifically asked my friends to come along and recall some 
past transactions and impart the lessons learned from a wide array of 
situations where they, too, were seemingly staring easy home runs in 
the face. Even with all their experience and available resources, random, 
wild pitches and foul balls took significant bites out of their run count. 
They’ve now shared their lessons learned along the way, as well as some 
of their regrets. Where they could have done things differently, they 
have shared that, too. I hope this will give you some good pointers and 
advice as to what you can watch out for as you approach selling your 
property on your own. 

The names of my colleagues are as follows:
Billy Alvaro

Greg Zytkowski & Russell Taylor 
Jeff Garner

Jason Hollon
Parker Stiles 

Jeremiah Johnson
Paul Thompson
Todd Toback 

Drew Hitt 
Omar Merced
Stuart Gethner

Michael Fitzgerald
Nasar El-arabi

Raul Bolufe
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So, those are my friends. They are experienced real estate investors 
from all across the country, who have a world of experience. Some 
of what they share might be a good fit for you; some of it might not. 
Consider their advice in each chapter as if you were looking at a clothing 
rack full of new coats. Try each one on, look in the mirror, and get a feel 
for it. Look yourself up and down, and stretch your arms a bit. It will be 
a comfortable fit that you enjoy, or it won’t. If you like how it fits, buy 
it; go for it. If you don’t like how it fits, put it back on the rack and move 
on to the next chapter for your next fitting.

I hope this book is helpful! Real estate is not an exact science. There 
are many moving parts and variables at play in every transaction. No one 
could be prepared for every possible scenario; however, I believe I put 
forth a valiant effort to prepare you.

I pulled from my colleagues as many different types of applicable 
scenarios as possible, especially their more dangerous, emotional, and 
expensive experiences. What I’ve compiled in this book is educational 
and practical (as well as entertaining at times), in the interest of 
minimizing the potential for loss while tipping the odds in your favor 
for the outcome you desire. An agent has their place in a real estate 
transaction, but they’re certainly not required.

Enjoy!
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ANOTHER NIGHTMARE  
ON ELM STREET

By 
Billy Alvaro

Long Island 
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I am a serial entrepreneur, serving fellow Americans as far back as 
I can remember. In my young adult years, I served in the United 
States Air Force and then, as a Police Officer in Long Island, NY, 

where I realized my passion was real estate. In 1999, I started a mortgage 
bank which eventually employed over 950 associates. During this time, 
I was recognized as the Top 40 Business person under the age of 40 by 
Long Island Business News. Also, The Columbia Association awarded me 
Business Man of the Year, and Inc 500 Magazine named my company 
the 136th fastest-growing, privately held company in the US. Today, 
I own and operate Easy Sell Property Solutions, and Max Returns 
Real Estate Investments—the most successful real estate investment 
companies in New York. 

Even though I’m dedicated to nurturing and growing my business 
and the teammates who support it, I’m also a big believer in balance. 
I have a love for people and life. I live as if each day is my last, and I 
encourage everyone to do the same. I practice daily meditation, and I’m 
seriously into health and fitness. I’m also a believer in and practitioner 
of the Law of INCREASE—an acronym that stands for Inspire, Never 
quit, Constant improvement, Respect, Excellence, Attitude, Systems, 
and Exponential:

Inspire all with whom you come in contact to do, be, or have whatever 
they desire.

Never quit, lie, or cheat.

Constant and never-ending improvement.
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Respect that you need to give to get.

Excellence in all we do.

Attitude will make or break you.

Systems rule!

Exponential growth.

The Elm Street Story 
So, we received a call from a seller who found us on the Internet. He was 
looking to sell his home and was interested in working with us. And the 
next day we received a call from his wife who found us from one of our 
direct-mail campaigns. They were going through a divorce, and neither 
of them wanted to pay the mortgage or keep up with the maintenance 
of the house. Neither of them knew the other was calling because they 
weren’t talking—at least not civilly. Both called because they had run 
out of time. Though the house was in a great location, it was about to be 
lost to a tax auction and was in pre-foreclosure with the bank. They had 
only two weeks before their house was to be auctioned and lost, along 
with all their equity.

We went out to the property on Elm Street to meet them, and it 
was a catastrophe—both of them were yelling and casting blame at each 
other for the condition of the house, as well as the issues with taxes and 
the town. The house was in terrible condition, practically falling apart, 
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and loaded with items, a hoarder house—there were also about fourteen 
cats living inside. We spoke to each owner separately and were able 
to agree on a price that was fair for us and fair for them. Our primary 
concern was that we needed to move quickly so they wouldn’t lose the 
equity they had in the home.

Both said they had tried to sell in the past, but couldn’t find a buyer 
because of all the issues they had with each other and the house itself. 
Little did I know, previous buyers backed out for a reason—one not yet 
known to me. Well, after we signed the paperwork and got things moving, 
we realized just how many problems this property and its owners had:

1. Mortgage
2. Violations
3. Water damage (including mold)
4. Judgments on the sellers (attached to the property)
The first problem was the fact that they had not one mortgage, 

but two. Both were in default, and both lenders wanted their money 
immediately. They had multiple violations on the house: (a) an illegal 
apartment in the basement which hadn’t been used in years, (b) too many 
cars without plates parked on the front lawn, (c) unhealthy conditions 
in the home, and (d) a rear dormer that didn’t have a certificate of 
occupancy. I mean it looked like the town parked in front of their house 
and just wrote out every imaginable violation under the sun.

But the biggest problem we faced came to light when we found 
serious water damage and a sinking foundation in the rear of the home. 
The house was built in an area with a high water table, and every time 
it rained, the water table would rise, literally wicking up through the 
concrete floor and flooding the basement. This leaking lead to the rear 
wall being sunk and bowed in, and black mold was growing everywhere. 
We didn’t see any of this when we first went into the home because there 
hadn’t been rain for three weeks and there was a lot of stuff covering the 
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whole basement. So, not only were we dealing with multiple mortgages, 
multiple violations, and a serious water/foundation problem, we also 
learned that both sellers had judgments against them attached to  
the property.

This very profitable dream deal, all of a sudden, looked more like a 
nightmare. There were many mistakes made with this purchase. Because 
of time constraints and the number of items in the home, we couldn’t 
assess the condition of the house in the proper manner; still, we should 
have taken our time and assessed it thoroughly. After we sifted through 
all the title issues, additional mortgages, judgments, and back taxes, then 
reevaluated the structural issues, we put on our thinking caps to figure 
out how to resolve the issues in a way that would ensure the following:

1. The sellers wouldn’t lose their house to the tax auction.
2. They would walk out with some cash.
3. We would get a house from which we could make a return on 

our investment without losing our shirt.
We showed the sellers that, under the current situation (with their 

judgments and additional mortgages), they wouldn’t be able to sell their 
house and receive money at the closing. In fact, they would’ve needed 
to bring money to the closing table. I explained that, at the current 
purchase price, we (the buyers) would also lose money if we were to 
purchase it at the number upon which we originally had agreed, because 
of the structural and water problems.

Once I established the situation, I told them, “I think I have a 
solution for all of us to come out as winners.”

I explained that our company, Easy Sell Property Solutions, was all 
about coming up with creative solutions to help people with their real 
estate needs. Having once owned a bank and title company, I knew there 
were legal ways to help minimize, or even eliminate, the judgments and 
second mortgage. Here was my win-win solution:
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After reviewing their judgments, I knew I could get the $65K of 
total judgments eliminated for $5K (a legal process that would take sixty 
days), saving them $60K, which would go right to their bottom line. I 
also saw their second mortgage was owned privately, and I thought I 
could get the owner of the loan to take the principle only—forgoing the 
back interest, saving the property owners another $15K. I said, “If I can 
do that, would you agree to give me a discount of $25K off my purchase 
price,” which is my additional cost, “to properly fix the water issues and 
structural damage?” They agreed, as did I.

The last issue we needed to address was the tax auction, which was 
ten days away. I told them that I would lay out the money now to save the 
house and pay the back taxes. We had the attorneys draft the agreement 
for the advancement, and we saved their house. We successfully got 
the judgments removed; it cost them $7K—not $5K—and the second 
mortgage waived all back payments, so long as they could receive  
their principle. 

Water, Mold, and Structure
(how we dealt with the issues and solved the problem by focusing on  
the solution)

Before hiring any specialists, Easy Sell Property Solutions reviews 
the issues. If we feel a necessity for a more experienced person to review 
the situation, we then hire engineers and specialists. In the case of Elm 
Street, we hired a structural engineer (a foundation expert), as well as a 
geologist. Both of them gave incredible insights as to what needed to be 
done in order to correct the issue.

The structural engineer explained that in order to correct the 
sinking foundation and bulging foundation wall, we needed to jack up 
the house itself, underpin the foundation, and reinstall a new foundation 
wall. Based on the structural engineer’s inspection, once the water issues 
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were taken care of, along with the mold, we could then jack up the 
house for foundation work. The geologist gave us direction as to how to 
implement a French drain system to remove all water from within the 
home before raising it up.

A French drain is a trench filled with gravel or rock, or containing a 
perforated pipe that redirects surface water and groundwater away from 
an area (see also: weeping tile, blind drain, rubble drain, rock drain, drain 
tile, perimeter drain, land drain, French ditch, subsurface drain, subsoil 
drain, or agricultural drain). These sometimes involve perforated hollow 
pipes placed along the bottom of the trench to quickly vent water that 
seeps down through the upper gravel.

French drains are primarily used to prevent ground and surface 
water from penetrating or damaging building foundations. Another 
possible use is to distribute water, such as a septic drain field at the 
outlet of a typical septic-tank sewage treatment system. French drains 
are also used behind retaining walls to relieve ground-water pressure. 
This solution (a) allowed the basement to remain dry and mold free, 
and (b) made the home easy to sell by showing we had redeveloped 
the proper way. For these reasons, it was the only logical decision to 
make; the other option would have been knocking the house down and 
building a home without a basement—which was unnecessary. The new 
owners, after we redeveloped, loved the home and the fact that we chose 
to do this the proper way.

So, we redeveloped the home, the right way. First, the home was 
gutted down to the studs. We needed to get the water issue under control, 
so we fixed the foundation and installed the French drain system. Next, 
we had the mold remediation team come in full white suits to spray and 
scrub every inch of the home. After that, they closed off the house in a 
huge, commercial-sized, air-mold remediation system, which needed to 
run for five days. At the end of the five days, we retested the air quality 
and surfaces. It’s only when the tests come back with a pass, along with a 
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mold-remediation certificate that you are able to start redeveloping the 
home with insulation and drywall. Mold is serious. Many redevelopers 
out there do not remediate it the proper way; some just spray bleach on 
the walls thinking that kills it. Wrong! You need to remediate mold the 
proper way, which is by-no-means cheap, but it’s the right way to do it.

We hired a company who specialized in mold remediation. They 
are licensed and insured for this process. Our in-house project manager 
handled the coordination of this work. After the five days for testing, 
remediating took another eleven. From beginning to end, when we 
received the certificate, it took a little over two weeks; but we were 
initially told the mold count was extremely high—toxic, in fact. We 
followed their recommendations to cure the issue the right way. The 
right way is almost always the most expensive option; but when you are 
in the field of redeveloping homes, you need to do it in a certain way.

We went through the process, the costs, and the guarantees. And 
what we also did was hire a separate company who does the testing 
to ensure that the remediation company was doing the proper job; 
personally, I’ve come to believe it’s always good to have checks and 
balances. By hiring an outside testing company, we held the remediation 
company to a higher standard. Both air and surface samples were taken 
at the end, which were sent to a lab. The lab then sent the results back 
to the company who had done the testing.

As per the structural engineer’s advice, once the water issues were 
addressed, we found ourselves a licensed contractor specializing in 
foundations, and the engineer signed off on it. This company secured 
the foundation, jacked up the house, built a new foundation wall, and 
then, they finished everything by underpinning the foundation. While 
the process was costly, overall, it was extremely smooth.
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Lessons Learned: 
1. Regardless of how bad a situation seems at first, if you think 

creatively, you can always come up with alternative solutions.
• Most investors would have given up on this opportunity 

after they had all the info about the deal.
• Because of our background in banking and title, we were 

able to creatively fix the problem.
2. Always thoroughly inspect the properties upfront, even if you 

are short on time.
• Go through the proper due diligence steps.

3. Don’t overthink things—take action.

Problems: 
1. Property had water issues and mold.
2. Property foundation was sinking.
3. Sellers thought they had equity

• But they had multiple judgments
• and a second mortgage

Solutions:
1. We had the water issues and foundation issue reviewed.
2. We decided to put in a French drain system and remediate 

the mold.
• We got a mold certificate showing the house was free 

and clear of mold and that the water problem was 
rectified.
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3. We also consulted with a foundation expert.
• The solution was to jack up the rear part of the house and 

redo the foundation.
4. We went to court and used a legal technique which allowed us 

to eliminate the $65k of judgments—the cost was only $7k.
5. We negotiated the back interest to zero—paying off the 

private lender principle only.

Winners in the End
Everyone walked away happy. Final result—the sellers were able to 
sell a nonsalable house. We successfully removed the judgments and 
minimized the second mortgage payoff—and received a $25k discount 
off the sales price due to the condition of the property. We did everything 
properly, abiding by the recommendations of every expert needed to get 
this property repaired and remediated. Overall, it was a win-win for all 
parties. After fixing everything, we left the deal with a profit, and the 
two sellers were able to restart their lives separately with some cash in 
hand. Finally, the new buyers got a structurally sound, 100 percent-
remodeled home that passed all inspections and was done to code. All 
in all, everyone won.

If you have a house anywhere in New York and would like to see 
how our unique selling solution, “The Easy Way Out,” can help you sell 
your home in the fastest, easiest, most hassle-free manner—and close on 
a date of your choosing, guaranteed—call us at 631-400-EASY(3279) 
or fill out our online inquiry at EASYSELL411.com. Also be sure to 
listen to us on 103.9 LI News Radio every Saturday at 12–12:30 p.m. or 
listen online at linewsradio.com.
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