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To my amazing wife Heather. The greatest close of all. Your support in the
Altman Brothers office, our home, and life, has allowed me to consistently operate
at the top of my game and be the best closer I can be. You're an incredible mom
and have given me the best gift ever . . . our daughter Lexi. I look forward to many
more negotiations with you in life. You are definitely the toughest negotiator |
know, and you always keep me on my toes. Youre my Ace.
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FOREWORD
by Robert Herjavec, Shark Tank

first met Josh Altman five years ago when I was perusing properties

online. I saw what I now know to be synonymous with his name: a
great piece of real estate. Josh represented the house of interest and I
emailed his general website immediately. Within minutes, he personally
responded. The man already had options for me. He had a plan. Not only
was he ready to show me the house that caught my attention, but he had
lined up a few other exclusives as well, properties that were off-market and
unknown to the public.

From our brief exchange over mere email, I knew I respected Altman
for a few standout reasons. In my life as a businessman who deals with
other professionals daily, even judging them on television’s Shark Tank,
there are certain traits that make few entrepreneurs rise above the rest.
Communication, creative outside-of-the-box thinking, hustle, and per-
sonalized attentiveness to clients always prevail. In my line of work these
attributes are imperative. I knew at once, Josh had them in spades.

Within weeks, Josh showed me a couple dozen properties. One in par-
ticular stood out, but as I had been working with a few other realtors prior,
I ended up purchasing a house that someone else showed me before The
Altman Brothers came into the scene. That’s usually where the story ends
for most people. Not for Josh.

Three years down the line, I had listed the house I bought with the
realtor who sold it to me, only he could not find a buyer. It had been six
months on the market with no bites. In the meantime, Josh had been con-
sistently reaching out to me every few months. His follow-up was always
consistent. The day came when I needed a change from my current real-
tor and the choice was a no-brainer. I gave Josh a shot at listing the home
and as if effortless, he sold it. Not only did he sell it, he knocked it out of
the park when it came to negotiating and closing the buyer. He treated
my money like it was his own and was extremely strategic in the negoti-
ations. I remember specifically when it got to a certain price, he insisted
with the confidence of the expert he is. “Robert,” he said, “take the deal!”

x1



X1l FOREWORD

[ trusted him. I listened. I signed. The man was right. It was an excellent
deal for me.

While in escrow closing on that house, I tasked Josh with finding me a
new home. Little did I know, he had remembered everything I liked and
disliked from our first encounter three years prior. He tracked down the
specific house I had adored and approached the owner. Turns out they
wanted to sell. The fact that Josh remembered a preferred house from
three years earlier showed me what kind of listener he is. In a customer
service business, listening to your clients’ needs is so important, and it
separates the good businessmen from the great. I was impressed and my
wife and [ were ecstatic to have the chance to own a house we loved. We
bought it and live there today.

From that moment on, I told Josh he was my realtor for life. Still to this
day, whenever I call, email, or text him, Josh always answers, ready and
prepared to get the information I need. I get pitched business ideas from
entrepreneurs all the time on Shark Tank, but rarely do I see someone
who can negotiate and close deals like Josh Altman. Now, when I think
real estate, I think of Josh Altman and The Altman Close.



PREFACE: PRE-GAME PEP TALK

et’s get right to it. This book is more than real estate. This book is

Hollywood. By that I mean I am Hollywood. YOU have the capability
and potential of being Hollywood, too. I use “Hollywood” not in the pre-
tentious, superficial, glitz-and-glamour sense of the phrase — take it from
a blue-collar Boston guy who worked in the mailroom — and not as a geo-
graphical location. “Hollywood” in Altman-speak is making the biggest
deals at the highest levels with the wealthiest and most financially suc-
cessful entrepreneurs, success not just being measured by bank accounts.

We'll cover that, but to start, this book is about closing, something I
do over 180 times per year at record profits. Check my stats. Hell, check
the Wall Street Journal. You'll find me. Closing is about opening, which
together is serving your client with the upmost respect, servicing your
community, and yes, making money, lots of it. I don’t care if you're in
London, Dubai, lowa, or Arkansas. You have the opportunity to make
your business, your brand, and yourself “Hollywood.” This is a mentality,
a physicality, and a reality. The Altman Brothers don’t dance. We make
money moves, and you can dance to that.

From the moment [ wake up ready for battle — gym to shower to embroi-
dered suit — I am closing a deal. Whether on the street, in a Beverly Hills
mansion, or on the sports field, the ball is in my hands; the clock is count-
ing down, 3-2-1. This is what I have prepared for, the way I've set it up
from the first play, the way I've adapted, overcoming any obstacle thrown
my way. It’s all up to me to be a champion. It’s up to me to close, the exact
way I've planned all along, each path different. If you don’t want the ball
in your hands, if the pressure doesn’t excite you, then just put this book
down and read my previous literary work, It’s Your Move.

This book goes beyond that one. This is the advanced course. This is
the vision-board pinned with a check written to your mother, seven zeros
minimum to offer because you and your kids are already covered. I cannot
give you the drive, the work ethic, the passion, but I can kick you in the
ass as my college football coach did to me. I can be straight A-to-B, no

Xiil



X1V PREFACE: PRE-GAME PEP TALK

nonsense, and relay to you the tools it takes to be a feared beast — a shark.
I'm Josh Altman. What's going on? Let me tell you how I can help you
today. Translation: [ know how to help us both. You'll want this.

[ have the respect and the knowledge to give you the necessary respect
and knowledge. Only you can be accountable for you and your success.
This business is on your shoulders alone. Do you have what it takes to lis-
ten, to dig deep, come off the bench and Tom Brady this? Can you be the
GOAT (greatest-of-all-time) in this? Do you have the thick skin to win, to
lose, and to use that experience to come out on top in the big game, time
and time again? If so, turn the page. Step on the field and know that the
one goal, no matter what it takes to get there, is to score and score big,
with continuous victories, one stacked on top of the other. We don’t have
time for anything else. The clock doesn’t wait. I thank you in advance for
your precious seconds. Now let’s not waste them. Let me teach you how
to thank yourself.

Success: You want this or not? How bad do you want it? Are you willing
to sacrifice? Are you willing to be cutthroat? If you think that “cutthroat”
means to screw someone over, then please keep reading for your own
sake. That is not success. That does not get repeat calls.

In today’s world of misconstrued controversy, success is dignity for your-
self and others. Business is business, and for some that can be extremely
personal. Closing real estate deals affects people’s lives on many levels.
Small fish or big dog, the principle remains the same: You will not make
everyone happy all of the time, but if you honor yourself, if you honor
your client, if you honor your community, if you honor your competitors
no matter your true opinion of them, then you can win for all, time and
time again, each victory more in your favor.

Compromise makes a relationship, and cutthroat compromise can be
your best friend. It may not always be your ideal outcome, but a friend
nonetheless, one that returns, the give-and-take, a friend that honors in
value.

We all love a slam dunk, a Hail Mary caught, a grand slam, yet even in
this past year, when my second-home team the Los Angeles Dodgers lost
the World Series to my beloved Boston Red Sox, the Dodgers took out
a full-page ad in the Boston Globe congratulating the Sox on their win.
That’s class. That makes a loss a win for them — a form of close in itself.

If you think I just dated this technique of closing by invoking killing for
kindness and the Golden Rule, then pause to acknowledge this: We all
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live in the moment because others lived in the past with a hopeful vision
of the future. We are that future. That said: This book is Hollywood. Now
let’s get you the gold statue no matter what happened before, as long as
you own it, remember it, and learn from it. Let’s get you the win. Let’s get
you paid. Let’s close!

Are you ready for what you say you want? Are you prepared to learn?
Success: How bad do you need it? How much do you need it for everyone?
How much do you need it for yourself? I have built a real estate empire.
I have built success by constructing fear in others with my aggressive atti-
tude toward business. They call me “The Shark” for a reason. Now, I open
you to the embrace. Let’s begin to be better. Let’s be the best — the GOAT.
Let’s all win — with the Altman Close.

XV
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Chapter 1

GAME-TIME MENTALITY

efore we get to the numbers, and before we get to me, here’s the thing.

The most important rule in life is to show up and show up on time.
By on time | mean early. By early, | mean ahead of schedule, prepared,
in warrior mindset, questions asked and answered in all ways, ready to go.
The clock started yesterday.

If you're late to bed, you're late to wake up, maybe not physically, but defi-
nitely mentally. If you're late to breakfast, your morning routine, then you're
already chasing. If you're late to the locker room, you're late to what you
should have been able to bring to the table. Even worse, you've now missed
the coach’s plan. You're late for the game. You don’t deserve to be on the
court. You're not a player. You're not ready to close. Don’t be late to yourself.

The beauty and the common attraction of the real estate business is
the idea of freedom, that you are your own boss, the coach. Wait — cut
that thought out right now. If you want to be your own boss, then you'll
understand and respect the fact that your client is the boss, the coach, no
matter how you feel about them personally, no matter the situation.
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There’s no excuse to be late — not car trouble, family emergencies,
whatever. Yes, things happen, but you can bet your ass that in most cases
your new client has a family too, and there they are, ready to strategize,
ready to play, ready to attack. They’re not late because they are showing
up for their family, setting them up in the best seats, the best arena. They
care about that family. Do you? You'd better.

If they have no family, then there’s even less leeway for being late. They
are there for themselves, racing the clock to build whatever is important
to them. They have a game plan and they have drafted you to be on
their team. If you're not punctual, if youre not there with guns blazing,
uniform on, and a positive attitude ready to play, then you already don’t
deserve to be on the team. Let me say this again, if you truly want to be
your own boss, know that your client is the boss.

Like it or not, we are all human. We all have an ego. We all want to
be a baller in whatever sense the word works for us. In our case, it usually
means getting the best deal. As soon as you show your current boss a flaw
in your preparation, in your ability to work with them and take direction,
a lack of confidence, cockiness, or ego, you have compromised your role
on the team. You're late. You're wrong. You're done.

You don’t take them seriously so why should they want you. You've
created doubt in a business they are already uncomfortable with, even if
seasoned. Like the reputations of nickel-and-diming construction workers
or mechanics, of lying lawyers, slippery entertainment agents, and greasy
car salesman, a long line of unreliable jerks have tainted our reputations
as real estate agents.

So you begin against the odds, not trusted, a possible scumbag out only
for yourself ready to rip someone off. Your new coach knows this and yet
has gambled on you. Their reputation, career, money, safety of their chil-
dren, getting laid that night by their lover, all of it, depends on the faith
they have put in you. And let me tell you, the sharks, the big dogs, the
ones with the loot you want to put in your pocket, will have no tolerance
for you. There are plenty of players to pick from. The good ones are ready
and beyond.

Believe me, your clients are just itching to fire your ass, to flex their
muscles and reassure themselves that they are in charge. They want to feel
better about themselves and not view themselves as weak, as suckers — or
they simply know the ropes and don’t tolerate bullshit. They expect
top-grade. They are ballers who don’t have time for nonsense. Waiver —
and forget about it.
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You see me on television, Million Dollar Listing: Los Angeles. Yes, it’s
a reality show. Cast members throw glasses of wine at each other and do
other petty shit. But the real business is the real estate, the properties,
the deals, the clients, and the closings. All very real: I did 189 closings
last year.

You see ten of those on the show. How many times have you seen me
roll into a meeting that starts off with a threat to my job? Ten. “I want it
this way, Josh. I want it that way, Altman. Get it done or I'll find someone
else!” I am proud to say, and my stats have proven, that many of those
same clients — my coaches — end the episodes on television and in actual
life saying, “I can’t believe you pulled that off,” grinning ear-to-ear, the
cigar lit, ready to do business again.

Soyou're there, but are you there mentally prepared? From the moment
I wake up, as I do my morning stretch, drink my protein shake, slip on
my sharp-as-hell uniform, kiss my beautiful wife, hug my daughter, and
pull out of my driveway, in the car of my dreams, away from the house I
always wanted. [ am closing. I am a beast! I am ready for battle, ready to
win, ready to close, to open, to work, to make everyone money. I want my
boss to know that when it comes down to the last-second huddle, his most
trusted and reliable option is to coordinate the play so I get the ball.

Can I stroll in and still maybe win the game on charm, luck, skill, and
an easy challenge? Sure. But that’s not good enough. At this level — the
Altman “Hollywood” level — my job is to win to do it in spectacular fash-
ion against all odds. I want my coach, in the postgame interview in front
of all the cameras, to brag that I made his job easier. Choosing me as his
superstar makes him look like a beautiful genius but my stock goes up.

Then I have to do it again. It’s expected. I have to meet that demand
and surpass it. In another postgame interview my coach, again wowed by
my lead to victory, laughs in amazement. Now, every team wants me and
mine will fight, sacrifice, and pay to keep me on their team.

The beauty of real estate is that there’s no limit to the amount of teams
we can win championship rings for. Don’t try it. Do it. If you blow it, get
up and do it again. Prove yourself even against adversity. Those hard times
will happen, but coach is counting on you. You are counting on you. Be
prepared. Become your own coach by allowing all to be one.

My empire reigns from Hollywood in the traditional sense of the
term as much as it does the Altman sense, so let me reference one of
my favorite classic films. Have you ever seen Martin Scorcese’s Casino
starring Robert De Niro? If you haven'’t, eat some antacids and watch it.
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In this movie based on a true-life scenario, De Niro plays a sports bookie
who sets the point-spread lines for every game — the coach of his crew. As
any great boss, he relies on preparation and knowledge. In return, he is
able to assess the most predictable outcome of each sporting event, mak-
ing even the gamblers, the suckers, feel like they are the coaches. He gives
them the knowledge to make them think they will win while guarantee-
ing himself and his employers — in this case the mafia (and you may want
to steer clear of them) — that he will win, for them and for all.

In the movie (and in real life too) the mafia bosses gave the bookie,
called Sam “Ace” Rothstein in the film, the keys to a Vegas casino.
True story. What did Rothstein know beyond any average guy picking
up the sports page? The answer is personal information, insider knowl-
edge. Is today’s freezing wind chill a factor for an opposing team used
to warmer weather on their home field ? Did the point guard’s dog just
die? The quarterback spent the weekend in drunken tears after finding
out his girlfriend was cheating on him. How’s he feeling today? The
basketball court has a soft spot on the baseline, which can deaden the
spring in an athlete’s step, and the rim is tilted a degree to the left,
which can change the ball’s trajectory. Who does that effect and how?
It’s the same in real estate.

A few years ago, I had a premiere property in the 90210 — Beverly
Hills. The lot was baller, but the clients/coaches were an emotional mess.
I'm talking two siblings who were fighting over their childhood home
that they couldn’t afford to keep. The brother wanted to sell. The sister
wouldn’t go for it. It was tense. What was my job? To give the brother the
best tools and arguments to convince his sister to sell, the offer no one
could refuse. I needed to provide every option. To do this right I had to
show up and show up on time, prepared, ready to please, ready to close
from the open. I needed to be “Hollywood.”

A great real estate agent must act as architect, interior designer, contrac-
tor, city planner, legal consultant, insurance agent, salesman, dream maker,
fortune teller, and most of all, therapist. I had done my research. I knew the
neighborhood comps. I knew the insurance zones. I knew the local ordi-
nances. | knew the community, the school zones, the crime rate and the
walking distance to shops. I knew the nearby sports bar where the brother
suggested we first meet. I knew the prices of necessary renovations and 1
had the eye for suggestions they never considered on how to beautify the
home. I had paid attention to all of this with closing in mind, as any real
estate agent worth their salt should have done.
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But there was one more problem. The sister loved the old oak, the very
tree she’'d climb in childhood, the tree where she and her brother had
their names carved in the trunk. She’d never let the tree be uprooted from
her childhood memories or from her now-adult, eco-friendly heart. She’d
rather have the house burn down. I can’t tell you how many times I've
met sellers who exclaim, “But I don’t want anyone to change the style of
the house, no knockdowns, and they definitely can’t remove that special
tree.” It’s an unreasonable ball-bust, but we humans are ball-busters, and
we often want to preserve and share what is special to us. It’s our nature.

So, how'd I learn about the tree? What I'm about to say is one of the
most overlooked elements in our business along with a general simple
rule of life — I asked the guy! Then I listened. I repeat. I asked and lis-
tened. I could have asked the basic questions any real estate agent would
ask, but I needed to be great, the greatest of all time. I needed to be more
than a real estate agent. I needed to be a friend. I knew going in that this
property was only for sale due to a death in the family and the remaining
siblings were at odds about what to do. I needed to be a person who cared
and who helped. In return, this would also help me; it would be good for
the soul, the head, the heart, and ultimately the pocket. As my wonderful
parents had taught me, this mentality was bigger than the close — it was
life, my clients’ life and mine.

It was my moment to shine, to fix the problem, to make the sale, to
close. I showed on time, prepared, and asked this grieving soul the details,
the little personal stuff. Not only did this express my comforting interest
in him and his family, but it led me toward an end zone he never consid-
ered when wondering how to achieve the same goal and then sell it to his
sister against her opposition. I needed to have ready options for any posed
scenario. He needed options to take back to his sister, who was a kind of
boss to him. It was my job to give him these valuable options with value
assessed. I pleased my coach. I came to close through opening — offering
new solutions he could pitch to his sister and help her realize a reasona-
ble price, something she never thought could be done and never wanted
to confront.

We are human. We're sensitive. Respect this. It takes time to sort out
emotions and heal, especially after the loss of a loved one. By showing up
on time, prepared to ask carefully crafted, pertinent questions, I allowed
the family to fast-track the time it would have taken for them to reach
their breaking point — the “ah, screw it” moment: “I just can’t do it any-
more.” Allowing a client to reach that point is something you can’t always



