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By Eynas Brodie       

More millionaires create wealth through property 
than any other means. In fact the number one 
industry for millionaires and billionaires in 
Australia is property.

Being the editor of Australian Property Investor 
magazine puts me in a privileged position to 
see month after month the success ordinary 
Australians are achieving through property. These are the people who 
take the time to educate themselves by reading the magazine and 
books, attending seminars and then taking action.

Broadly speaking, there are three main stages investors need to 
go through on the road to financial freedom. The first one is the 
‘accumulation stage’, where we build our portfolio by selecting good 
investment properties to hold in our portfolio.

Next comes the ‘consolidation stage’, where we allow time to work 
its magic on increasing our equity while we make a concerted effort 
to pay down our debts so that our portfolios become less reliant on 
our income. Then we reach the’ liquidation stage’ where we cash in a 
part of our portfolio to reduce the loans across the remaining portfolio 
to produce passive income. There are countless ways aside from this 
method to achieve financial independence.

This book tells the stories of some amazing entrepreneurs and the 
various property strategies they use to create wealth. They have shared 
their secrets to becoming a millionaire through property. 

In one book, you have access to some amazing minds, techniques and 
strategies that have escalated ordinary Aussies to be among a small 
group of Australians who enjoy wealth from property. This is a brilliant 
resource for anyone looking to achieve financial freedom through 
property. 

Eynas Brodie
Editor, Australian Property Investor Magazine
www.apimagazine.com.au

Foreword



“All that we are is the result  
of what we have thought.

The mind is everything.  
What we think, we become.”

Buddha



“Love what you do, and the challenges along the 
way will be more easily overcome.”

The “No Money Down” Man
Nhan Nguyen

Chapter 3



www.PropertyMillionaireBook.com42

Nhan Nguyen

Nhan Nguyen was born in Brisbane in 1980. At just 12 years old, he 
picked up his first finance book – Making Money Made Simple by Noel 
Whittaker – from which he learnt the power of compound interest. 
Throughout high school at Ipswich Grammar, Nhan continued reading 
finance and personal development books, and became fascinated with 
the idea of becoming a better person just by changing his attitude and 
treating people with honesty and respect.

While studying a Bachelor of Science at university, Nhan read Rich 
Dad, Poor Dad by Robert Kiyosaki, and from that moment his grades 
started to decline as his passion for property emerged. His biggest 
learning from the book was, “Don’t work for money; have money work 
for you.” With his university degree behind him, Nhan took a role with 
a property education company earning just $25,000 per annum. What 
he didn’t receive in cash he received in education, learning how to do 
deals, qualify leads and look for opportunities. 

After 12 months Nhan changed jobs to work for a different property 
development and marketing company that was moving over 80 
properties a year. He learnt how to tie up opportunities with little 
money and onsell the properties. 

After three years as an employee, and aged 23, Nhan quit working for 
someone else, and in December 2003 he moved into full-time investing. 
He has now done more than 70 deals worth $20 million in total. In the 
past 24 months alone, he has done 29 property transactions using 
none of his own money.

Nhan is the director of Green Mint Property Group and Advanced 
Property Strategies.

He lives in Brisbane with his wife and baby daughter. When he’s not 
cutting deals, he likes to go fishing and travel, and dreams to one day 
own and live on an island off the Queensland coast.
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What beliefs about money did you grow up with?

I grew up thinking that money was hard to get and thus you had to 
work really hard for it.  Studying hard, going to university, and being a 
doctor was my dream path until I was 19 and picked up the book Rich 
Dad, Poor Dad by Robert Kiyosaki. From that point on my academic 
intelligence started to decline (i.e. my grades started to go down) as my 
financial intelligence started to incline.

Did you play Monopoly as a child?

Yes I did.  I recall not being too good at it for a long time. When I was 
a child, I had no interest in acquisitions or wealth creation. For the 
past 10 years I’ve been playing Robert Kiyosaki’s CASHFLOW® 101 
board game, and that’s been a huge training ground for my siblings 
and me. The principles you can extract and apply to the game are 
extraordinary to say the least; it’s a great way to teach people how to 
think laterally and apply their ideas immediately.

What is your property business and what services does it offer?

I own two property businesses, one for doing property deals, and 
the other training people how to create wealth for themselves using 
property – do it yourself (DIY), you could call it.

At Green Mint Property Group, we work with passive investors to 
buy distressed assets (e.g. commercial buildings, development sites) 
and give them a healthy return. They generally have lots of equity/
cash and want to make it work, and may be time poor or not have the 
expertise or the confidence to execute the deals personally.

We are looking at expanding the size of our deals, and are always 
looking for enthusiastic investors who seek healthy returns on their 
money.

On the education side of things, we teach people what we do in the 
marketplace. Why share our secrets?  We believe in “paying it forward.” 
Several wealthy people have trained me, and I believe in passing on the 
knowledge.  I’ve also made some expensive mistakes that I hope other 
people can learn from without having to go through the same angst 
and heartaches. This business is called Advanced Property Strategies, 
and we mainly focus on:
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 • “No money down” deals

 • Property development

 • Property options

 • Joint ventures.

Our aim is to make our courses fun, practical and real. Because I am 
in the marketplace on a daily basis, I can teach people what works 
and what doesn’t work, and not just in theory. We run three-day 
workshops after which I offer workshop “graduates” the opportunity 
to be mentored in a small group.

I have some clients in our mentoring program at the moment that 
are out there giving it a crack. They are putting in offers and dealing 
with agents being upset by their offers, and then getting up again and 
getting out there and stirring it up. It’s great to see them giving it a go. 
One of my other clients Jason – I call him the accidental investor – was 
at an auction and didn’t have the liquid money to buy the property. He 
had a joint venture partner and bought the house for 30-40% under 
market value. So, with no money down, he has renovated it and has 
put it back on the market with a projected gross profit of a couple of 
hundred thousand dollars.

“A business has to be involving, it has to be fun,  
and it has to exercise your creative instincts.”

Richard Branson 

Why do you choose to run seminars?

Firstly, it’s philanthropic. I got trained by a lot of wealthy people when 
I started out, and that enabled me to move forward really fast, and look 
at creative ways to do deals and think laterally, and get investment 
money in. I feel so privileged for the things I know, and being able to 
look at a deal 15 different ways that others wouldn’t see, and I feel 
obliged to give that back. I’ve also made a lot of mistakes, and I don’t 
want others to make those same mistakes.
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I also like opportunities coming my way. Every week I get deals to 
consider, so the seminars also present opportunities in the marketplace.

What was your first property deal? 

I bought a house when I was 21 for $55,000 in a suburb called 
Goodna, which is about 20km from the Brisbane CBD. I bought it with 
$4,000 cash and the First Home Buyer’s Grant.  The existing tenants 
were a couple paying $135 per week, and I decided to move in with 
them. I was single at the time and so I took one of the bedrooms and 
I decreased their rent to $100. I ended up moving out and got some 
new tenants in under a rent-to-buy scheme. They had six kids and were 
on welfare, and they trashed the place. They threw rubbish out the 
windows and put holes in the doors bigger than a soccer ball! It took at 
least three ute loads to get rid of the rubbish. This was my first tenant 
nightmare experience.

I learnt many lessons from this first deal, one of which was to never 
take on any tenants without screening them properly, even if you need 
the money. I reacted badly to the situation and sold the property for 
$65,000, making a small profit after the repairs and entry/exit costs. I 
swore I was never getting into property again after that.

So what changed your mind and got you back into property?

Back in 2003, my boss at the time recommended the Landmark Forum 
to me. The course looks at what is stopping you from moving forward 
in your life, and areas of your life that aren’t working. I realised in 
that weekend of the forum that I had baggage about property, and 
my baggage was that, “Property doesn’t work, and all there is are 
problems.” I was able to put that baggage aside and delete that past 
and get back into the property game again. After that, I went out 
and bought two million bucks worth of property with joint venture 
partners, no money down, and six months later I left my job and was 
doing property full-time.  

Can you explain the concept of “no money down”?

There are so many ways to do property with no money down. The first 
distinction you need to get your head around is that “no money down” 
doesn’t actually mean “no money down”. It means none of “my” money 
down. This is where OPM – other people’s money – comes in. So when I 
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went out and bought a couple of million dollars worth of property, I did 
all of the work and research and put together all of the opportunities, 
and my joint venture partner put up all the cash to buy the properties 
and service the loans.

It’s about relationships and trust, and finding people who have a 
problem: they want a return on their money, and they trust property, 
but they don’t have the time or expertise to find the right property. So 
I have a lot of investors who are executives and have cash – $100,000 
to $500,000 – sitting around, and who want their money to work so 
they can retire in five to 10 years. So that’s what I do; I put projects 
together with people, and make their money work.  

If someone wanted to get started in property today, what advice 
would you give them? 

Start small; think big. Starting with the “think big” side of things, let’s 
say you’ve never invested in property before and you want to make 
a million dollars. You need to think about what sort of property you 
should buy to achieve that. You might think that a land subdivision or 
a high-rise building is the way to go. This is when you go back to the 
beginning and “start small” – so instead of doing a land subdivision, you 
might do a buy and hold or a small renovation. Start in your suburb 
and a couple of adjoining suburbs because you’re comfortable in the 
area and know the positives and negatives. Do the due diligence and 
start to invest in your local area. If you want to do 100 properties, start 
with one, and then maybe two the next year, and four the year after. 

Learn as much as you can along the way through networking and 
going to seminars. Invest in your education. Balance practical “real 
life” education with “information gathering”. Too much information 
will stop you from trying things and doing deals.

How do you find great deals in property?

My three key ways are:

 1. Dealing direct with property owners

 2. Going through newspapers and the Internet

 3. Working with motivated real estate agents.
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What are the most important things you have learnt about 
successful property investing?

 1.  Always work on a worst-case scenario. If you can deal with 
the worst-case scenario, then life is good. 

 2.  Assume things will always go wrong – budgets and timelines 
will blow out; miscellaneous expenses will always occur.

 3.  Find a niche and master it before moving onto another niche.

 4.  Have multiple exit strategies for a deal.

There are opportunities to make money, but it’s not a get-rich-quick 
scheme. Some deals take time, and I think a lot of people who are 
starting think they can make $1million overnight just by going to a 
seminar. It takes a lot of training, experience, confidence and guts. 

“First ask yourself: What is the worst that can 
happen? Then prepare to accept it. Then proceed  

to improve on the worst.” Dale Carnegie 

How do you overcome challenges in your career?

Love what you do and the challenges along the way will be more easily 
overcome. I really enjoy what I do, so the challenges are easier to deal 
with. If you’re in it just for the money, then I’m not sure this is the 
game for you.   

One of the techniques I use is what’s called a problem solving technique. 
It’s a paper strategy in which you look through the alternative actions 
you can take to solve a problem. Because you look at a problem in 
so many different ways, you can’t help but move forward. The main 
thing that happens when people are faced with a problem is that they 
stop and they don’t do anything. This is the worst thing you can do. In 
terms of dealing with problems, you have to take powerful action and 
move forward. Tell your colleagues and ask for support. I am never too 
proud to put my hand up and ask for help. 
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What have been your highlights in your property career?

In 2007 my business partner and I tied up 20 blocks of land in a 
Brisbane suburb called Alexandra Hills for $4.7 million (using none of 
our own money), and onsold them. We projected a $1 million profit, 
however the project took 12 months longer than expected. The Global 
Financial Crisis hit and we still made a six-figure profit and got all our 
capital back.

In 2004 I bought a duplex in North Mackay for $182,500.  Six months 
later I put the property on the market and it sold in two days for 
$242,000.  I then concluded Mackay was in a property boom (the 
Brisbane market was dead at the time), and I proceeded to buy as 
many properties as I could.  Within a period of twelve months I had 
raised enough money to buy a total of 25 units in Mackay.  They were 
exciting times.

What has been one of the biggest challenges you have faced in 
your property business, and how did you overcome it?

When you’ve done more than 70 deals you have a few challenges, 
and you can’t help but fall over a few times. One of my challenges 
happened back in 2005 when I borrowed $325,000 from a friend at 
the high interest rate of 48% per year. The plan was to pay him back 
within six months. This would have been fine, but instead of taking 
six months to complete the project, it took 18 months. So if you do 
the math, it was more than $150,000 in interest. In total I probably 
lost about $100,000 on that deal, when I could have made at least 
$100,000 to $150,000 had the project been completed within the 
original time frame. I had a business partner who took on too many 
units to renovate in that time frame, so it was a challenge to end that 
business relationship and sell those units quickly and pay back my 
friend.    

Another challenge was when someone owed my business partner and I 
$500,000 and was refusing to pay it. We wanted to be reasonable, but 
they didn’t want to play ball. Our solicitor wasn’t making a difference, 
so we changed to Niren Raj at Raj Lawyers. He came in and turned the 
tables, and eventually we got paid the monies in full. It was a stressful 
time because we were counting on the money coming in. Some of it 
was an investor’s money that I had personally guaranteed. I learnt a lot 
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during this period; I had to basically put everything else aside to focus 
on this problem because I wasn’t willing to lose my investor’s money. 

A final challenge that I know a lot of business owners deal with is 
finding good people to work with them.  Notice I said “with”, not “for”.  
As I grow personally, I find the people I work with have a higher skill 
set and better contacts.  Finding and keeping great staff is a great 
challenge – I’m always looking for talent in the marketplace.

What are your secrets to being a top property investor?

 •  Only take on what you can handle. Biting off more than you 
can chew is a good way to go broke.

 •  Have mentors who are successful in the areas you want to 
focus on.

 •  Ask questions when you’re stuck; people are often more than 
happy to help.

 •  Build momentum – it took me six months to get out of the 
blocks when I started. 

When did you actually decide to go out and do property deals?

When I was about 21. I had been to heaps of courses and attempted 
many things, from share trading to various forms of network marketing. 
I learnt heaps from all these projects, but nothing clicked for me until 
I did my first property deal.

What would you say have been the highlights so far for your 
business?

 •  Leaving my job at age 23 and going out on my own. It’s 
been very humbling and satisfying. I have a huge respect for 
business owners now.  

 •  Doing more deals in a year than most people do in their 
lifetime. I love what I do and get paid to do it; you can’t beat 
that! 

 •  Teaching people how to do “no money down deals”, and they 
do it and make smoking profits!



www.PropertyMillionaireBook.com50

Nhan Nguyen

In your opinion, what are the most common mistakes new 
investors make?

Paying retail prices. Some people are happy to pay retail. They go into 
David Jones and Myer and they’re happy to pay full price, and I think 
that’s fine when you’re talking about clothes or things that you enjoy. 
But when it comes to business, and I treat property as a business, you 
need to create a wholesale opportunity. Some people spend an hour 
looking for a car or the best outfit, but they don’t spend that much time 
looking for a $500,000 property. They speculate on market growth, 
and for me that’s gambling. Some people might think they don’t have 
the skills to do it, but it’s not that hard. You can quite quickly go on to 
realestate.com.au and do some research.

One of the other mistakes is that people make decisions emotionally 
– it’s very hard for humans not to do that. They buy an investment 
property because they like it and they’d like to live in it (it’s very easy 
to let your emotions get in the way), and not because it’s a good deal. 
Most of the properties we own are purely about numbers. 

Not doing sufficient independent market research is another mistake 
people make; they either pretend to be too busy or not skilled enough. 
All it takes is a few hours of intensive research on the phone and 
Internet, and a drive by the property.

Do you go on site?

Yes, I think this is crucial, especially for construction or renovation 
projects. While I don’t get on the tools myself, I need to be on site to 
keep projects on track and solve problems as they arise. Projects often 
go smoother when you build a good relationship with your team. I 
often give them drinks in summer – people work better when they 
know you respect their work.

As a successful property investor, what is the most common 
question you get asked and how do you answer it? 

I’d say the two most common questions I get asked are:

 1.  Where do you find deals? (See my answer above.)

 2.  Where do you find your investors?  I answer this question by 
saying, “There are millions of dollars in your phone.  All the 
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money you’ll need is in your phone.  Just write down a list of 
people who you know, and ring them and ask them if they’re 
looking to invest at the moment.”

One of the easiest things to do is to judge whether people have money 
or not.  Looks can be deceiving.  Once I found out a school teacher 
of mine who I thought had no money had nearly a million dollars to 
invest, and was looking to invest with someone else.  Boy was I wrong!

Do you mentor others and teach others your “Advanced Property 
Strategies”?

Yes, that’s one of my favourite things to do. I know that a big part of 
success is action, so in my workshops we get people looking at real 
deals – ringing real estate agents and submitting written offers. This 
training gets many people out of their comfort zones and they love it!

It’s so exciting seeing someone, over a short period of time, get excited 
again about the prospect of getting rich!

We also do fun things like bus trips, where we take students on day 
tours and assess deals live. Nothing beats eyeballing vendors and 
negotiating a real deal.  We get to show them what deals to leave alone 
and high-risk deals to steer clear of.  Sometimes it’s the deals that you 
say “no” to that allow for the next great deal to come along.

We also run an event called “Dinner With Millionaires”.  This is an 
exclusive event for my mentoring students, and so many times now 
there have been deals done when great people get together.  I invite 
my best contacts along and we have a nice meal and a casual drink. 
We’ve even had Camilla from B105 (radio station) join us – it was a 
fantastic night.

What techniques do you use to achieve your goals?

I listen to a lot of CDs, watch DVDs, read books and go to live seminars 
to listen to other people speaking. This is how you learn.

Surrounding myself with successful people is also a big key. They can 
often see a problem straight away and help you to resolve it.

Goal setting is very important for me. It’s like going from Brisbane to 
Sydney – once you make a decision to go, you then figure out how to 
do it. You need to be clear on what your goals are, and then you work 
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backwards to work out how to do achieve them. I have 90-day goals, 
annual goals and 10-year goals. I keep my 90-day goals on the fridge 
and in my diary, and I check them once every two or three days. I 
go through my goals with a mastermind group that I meet up with 
monthly, and we give each other a kick up the backside to get moving 
on our goals. It’s crucial to have multiple goals in all areas of your life 
– health, wealth, family, and business. For example, my wife and I had a 
goal to take our daughter around the world before she was six months 
old – it was a big challenge, but we did it. I also have goals around the 
cars I want to upgrade to and the kind of house we want to live in. 
Goals keep life exciting and fun. 

I also participate in Landmark Education programs regularly, and they 
support me emotionally to shift my perspective and move through my 
challenges more effectively and efficiently. I highly recommend the 
Landmark Forum, as it allowed me to blast through my limiting beliefs 
about my life and what I could achieve.

“Most people overestimate what they can  
achieve in one year, and underestimate what they 

can achieve in ten.” Jim Rohn.

What have you found are the best methods or strategies for 
keeping motivated and focused?

Having a child has been a key motivator for me. My wife and I have a 
lovely daughter, and plan to have more children soon. Our aim to give 
our children the best opportunities in life keeps me focused on my 
goals.

I am also naturally driven. In high school, achieving was a fundamental 
driver for me – being the best at what I can do and doing the best I can 
in the marketplace. When I was reading Robert Kiyosaki’s book Rich 
Dad, Poor Dad as a teenager, I would go to his seminars and think, “I 
want to be like Robert and speak in front of 10,000 people.”  I’m clear 
this will happen in due course.
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You might look at cars and decide what exactly you want to drive, or that 
you want to live on a super yacht.  It’s about exploring achievements 
as well as material things, and also giving back. I went back to Vietnam 
earlier this year, and people there are surviving on US$100 a month. 
I want to be able to support my family to support people in Vietnam. 

Why is having a mentor such an important relationship?

I think that by default people doubt themselves. When they wake up in 
the morning, they think of the things they haven’t done and the things 
they’ve done wrong and the mistakes they’ve made in their life and 
how inadequate they are. It’s like when you look at a photo you’re in, 
and all you see is yourself; you don’t see everything else in the photo. 
With a mentor, they see the whole picture and change the focus. I 
think this is absolutely crucial.

How can people find a mentor?

One way is to go to a seminar and find someone who is teaching. There 
are usually people in your network who have made it in an area, or 
they will know someone who you could have a coffee with. I started 
looking for a mentor when I was 19. I had to follow up with the person 
four times before I even got my first meeting with him. He was testing 
to see if I was serious or just wasting his time. Lee is still a mentor 
today and was one of my first big investors. We still do joint ventures 
today. We catch up probably once a month now.

Do you have a mentor today? 

Yes, I have several mentors and will continue to have them.  As my 
network expands, I get access to a lot of good people.  I have mentors 
who are successful in many different areas, some in business, some in 
property.

Often they see things I don’t see and pull me into line where necessary. 
There’s nothing worse than my ego running the show and hindering 
progress. 

I could write a book on the lessons I have learnt from my mentors 
– maybe two books. They have been paramount to my growth and I 
thank them dearly.
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Do you continue to practice your personal development even now?

Yes, it’s like going to the gym; you need to keep working on it otherwise 
you’ll lose it. I go to seminars, listen to CDs, watch DVDs and read 
books. I’m an avid learner and intend to continue doing so for the rest 
of my life.

At the beginning, it was about getting a lot of information fast; now 
it’s not about getting more information, but rather getting an edge on 
myself and the stimulation to take on challenges and goals.

What does success mean to you, and how does one achieve it?

Success is about believing in yourself, backing yourself, and chasing 
your goals, even when you’re failing. Money is just a measure of the 
game. Getting back up and keeping going may seem difficult at times, 
but is inevitable. Life is too short to settle for second best. We are all 
going to die in the end anyway, so we might as well do our best.

What do you believe are the essential qualities of a successful 
person?

 •  Faith – Have faith in yourself, in others, and in God (higher 
being).

 •  Action – Take action whether you feel like it or not.

 •  Having a plan – Thinking before taking action always produces 
a better result.

 •  Failing fast – The more you fail, the higher chance you have 
of succeeding.

What do you think stops people from achieving the level of success 
they desire?

 •  Being afraid to fail, so people stop doing their best – I’ve done 
this at times and it strangles a business and the team’s morale.

 •  Taking on too many things and not doing anything well – 
delegating is so important to grow any business/project.

 •  Listening to negative people, versus listening to successful 
people.
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What can people do to stay on track, especially when times get 
tough?

I suggest people get a mentor, watch inspirational movies, go on 
holidays, or do courses. This is what I do, and this works for me.

Often not working is the most productive thing you can do – burnout 
is so easy to do, especially when you’ve set a big goal.

What is the most important piece of advice anyone has ever given 
you?

A mentor once said to me, “You can do it on your own now. You’re 
ready;  you don’t need me anymore.”  He said it several times and it 
took me a while to trust myself and take the leap of faith.

You’re only 30 years old. Can you believe what you have achieved 
at such a young age? 

I don’t really think about my age. But when I tell my family about 
my students, they say, “Aren’t you a bit young to be teaching other 
people?” A lot of my clients and colleagues are in their late 40s and 
50s, and they’ve been around the mill a few times and appreciate the 
skills that I have and the amount of integrity and my reputation in the 
marketplace. But all of the things that I have put in place are because 
other people cared enough about me to mentor and teach me, and to 
tell me what they thought of me whether I liked it or not. 

Where do you see yourself in 10 years?

From a business perspective, one of my goals is to buy an island and 
live on it – preferably an island off the coast of Queensland. I’d also like 
to have an international wealth education business and be teaching 
thousands of people on an ongoing basis. And I’d like to own a high-
rise in the Brisbane CBD, either commercial or residential.

If someone else can do it, you can do it too. It’s not a matter of age; 
it’s a matter of being willing to give it a go and not listening to people 
when they say you can’t do it.
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What stops you from retiring now and lying on the beach every 
day?

When I wake up in the morning, the first thing I think about is what I 
am going to achieve that day.  I love this game of business, and I have 
bigger goals and dreams I want to achieve. 

To buy an island, I have to do a few cracker deals to be able to pay $10 
million cash.

Going to the beach every day doesn’t really turn me on.  At times I 
have my binges of fishing, but then once it’s out of my system the deal-
making brain kicks back into gear.

Does your business support a charity?

Yes, our seminars have often donated to Cystic Fibrosis Queensland 
and Variety Queensland.  These guys do great work in the community.

Is there a significant quote or saying that you live by?

“There’s a season to sow and there’s a season to reap, but you don’t do 
both in the same season.” Bob Proctor

Also, “You don’t get what you deserve, you get what you negotiate.” 

Nhan Nguyen has offered readers of Property 
Millionaire the awesome gift of a FREE DVD 
and online video series valued at $97. The DVD 
features 5 NO MONEY DOWN STRATEGIES 

plus FREE online training modules, 11 Pitfalls To Property 
Development You Need To Know About Otherwise You’ll  
Go Broke. 

To access your free gift visit  
www.PropertyMillionaireBook.com/moneymakers 






