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Editor’s Note
Welcome to Real Estate Investing Wealth Magazine!

NOTE FROM THE EDITOR Noland Araracap

In this issue, we interview Ziv Magen, an Australian 

who specializes in Japan real estate investing. 

Being an ex-IT geek turned property geek, Ziv 

touts the benefits of the constant, steady and 

reliable 10-15% pre-tax per annum that Japan 

real estate investing provides.  

As in previous issues, we bring you another issue 

jam packed with excellent articles and videos by 

some of the most knowledgeable and active real 

estate investors in the industry.  Karen Rittenhouse, 

a new contributor to REI Wealth Magazine, dis-

cusses Landlording 101 and provides excellent 

advice on the types of properties to purchase, 

while Ben Leybovich explains why the building 

that you purchase has more impact on the type 

of tenant you bring in than your screening pro-

cess.  

Nellie Akalp explains what an LLC is, and Bill Walston warns us on why we need to protect your 

assets.  Sharon Vornholt explains how mentoring other real estate investors can lead to you gaining 

expert status; and Richard Roop discusses how to create a marketing plan to buy houses.

Tamera Aragon, another new contributor, lays out the 10 roads to Real Estate Investing Profits;  Lex 

Levinrad discusses how Wall Street is making it difficult to find good deals, but also explains the one 

opportunity Wall Street hasn’t yet touched; Rick Tobin provides an informative article on The Credit 

Crisis: Investing on a Tightrope with Fewer Safety Nets; and Tracy Royce describes the Four Pillars 

to the Current Housing Recovery.  

We also have great videos from Matt Theriault on Real Estate Investing’s Silver Bullet, and from 

Scott Carson describing a Note deal for a property in Naples, Florida.  Last, Carey Buck tells us 

how not to get cheated in the ATM Business. 

Interested in Contributing?  Are you an expert in a specific real estate investing niche?  Do you 

have a real estate investing success story you’d like to share to inspire others?  Are you a real estate 

agent that specializes in assisting investors and can share your insights on this subject?  Please 

email us at contribute@reiwealthmag.com or visit our website: http://reiwealthmag.com/contribute 

to find out how you can contribute an article or video to the magazine.

We Want To Hear From You!  Please continue telling us what articles or authors you enjoyed most, 

and the topics you’d like to see in future editions. Send us an email at: support@reiwealthmag.com

Noland Araracap

P.S. Please help us spread the word to other entrepreneurs interested in real estate investing by 

sharing our magazine with a quick Facebook post or a Twitter tweet.  
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G
ood morning  Ziv.  Thank you for taking the time to speak with us.

Can you please tell us a little bit about yourself? What did you do before getting 
into real estate investing?

I suppose you could call me an IT geek turned property geek. I was in corporate IT project management for many 

years, mostly working for large organizations. Not the startup types, but the big and heavy beasts that expected 

detailed ROI reports, efficient use of resources, specific budget restraints and with a whole bunch of stakeholders 

to please every step of the way.  In short, this was excellent training for the turnkey operator or portfolio manager 

that I’ve become these days, though I never would have thought so while doing it at the time.

Interview with Ziv Magen
By Noland Araracap

INTERVIEW WITH ZIV MAGEN NOLAND ARARACAP
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INTERVIEW WITH ZIV MAGEN NOLAND ARARACAP

Why did you get into real estate investing?

This may sound cliché, and you’ve probably heard 
this quoted a lot, but I got into real estate invest-
ing to secure a financial future for my family and to 
maximize our savings. I wasn’t particularly consider-
ing real estate as opposed to anything else, but was 
more weighing the pros and cons of different invest-
ing strategies. In the end, it was the regular and po-
tentially high monthly returns that investment prop-
erties provide, in addition to the more speculative 
potential for growth. My dad, who’d been investing 
in properties for his retirement for most of his life, al-
ways said “If it doesn’t work, your family will at least 
always have a roof over their heads”.  It’s really that 
type of reliability that cemented the choice for me.

When did you begin investing in real estate?  

Also, why Japan, why not invest closer to 

home in Australia, or maybe in the United 

States? 

I got my first property in 2009.  Not that long ago 
really, but the time was perfect from my perspec-
tive.  The market was offering great deals all over the 
world right after all hell broke loose in 2007-2008. 
There was this big slump, though it wasn’t felt as 
strongly in Asia and Oceania as it was in the United 
States and Europe.  People who’d been sitting on 
their funds were suddenly “pouncing” on real estate 
all over the place. Japan was a natural environment 
for me considering my location in the world – Aus-
tralia.  I “married into the country” in 2003, and have 
been going back and forth ever since, staying up to 
a year at a time when my son was born. I also knew 
about other places in the region such as Singapore, 
Hong-Kong and Thailand, having visited and follow-
ing their economies with interest for many years.  
So, investing overseas wasn’t an alien concept for 
me, and Asia seemed to be where things were hap-
pening.

As I’ve repeatedly stated in my first few articles in REI 
Wealth Magazine, choosing your market is, first and 
foremost, a personality thing. If you feel out of water, 
you probably are.  I recommend that anyone, particularly 
those getting their feet wet for the first time, go to where 
they feel most comfortable. In my case, the US was out 
of the question.  The tenant profiles, property manag-
ers, bank personnel, insurance companies etc., seemed 
quite difficult to juggle at a distance, especially for a “wet 
behind the ears” investor like I was at the time.  Plus, 
the distance meant a serious long-haul if things needed 
a personal touch, which I felt they often might in the US 
(no offense to our US-based readers). Australia, Japan, 
Hong-Kong and Singapore are all more highly regulated 
and manageable in that regard, and were also more ac-
cessible physically for me. Now, almost five years down 
the track, I’m more comfortable with my deal evaluation 
and remote management skills and I do invest in the US 
now. Though, I confine my investing to note structures 
and similar deals, which are more contractual financial 
arrangements than actual property investments and re-
quire very little maintenance post-setup.

For geeky scaredy-cats like me that prefer everything as 
reliable, quiet and by-the-book as possible, Japan wins 
hands-down!  Japanese are among the most honest, 
reliable and downright honorable folks on the planet, and 
are well aware of being a rarity in that regard.  Tradition-
ally, they are very wary of conducting business with for-
eigners. Once you break through that barrier, though, it’s 
the most relaxed and enjoyable business environment a 
geek like me could hope for.

In previous REI Wealth Magazine articles, you 

discuss building a team.   Could you quickly 

cover the types of team members needed?

Sure – Many people think it’s all about “getting those 
deals” and that getting as many realtors, financiers and 

and reliable local entity, 

whether as an equal business 

partner or as a turnkey 

operator, will save you from 

numerous mistakes that local 

know how could easily 

sidestep
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potential buyers on their “lists” as possible, is the 
way to go.  Those who come from a self-employed 
background, like a small business or shop, believe 
that this is what works best.  I suppose if you’re a 
wholesaler, flipper or “serial” investor who works a 
certain market hands-on, it does.

I’m a firm believer in “setting up the infrastructure” 
first and foremost, in any new market.  That infra-
structure is always the legal and financial represen-
tation.  My perspective comes from being mostly a 
remote investor, more diversified and hedged geo-
graphically, and also from my project management 
background.  You’ll rely on legal and financial rep-
resentation heavily when you’re new to any market, 
and may need to refer to them time and time again, 
regardless of which deals you’re considering. So, 
get them right the first time, even if it means it’ll take 
longer and cost a bit more to start off.

The rest of your team members are secondary and, 
although they’re significant to your success as well, 
can be far more numerous, and allow for more flexi-
bility and changeover. Switching property managers 
or stopping to work with a realtor, or even a reno-
vation or repair contractor, while occasionally pain-
ful, is relatively easy to do. Changing accountants or 
lawyers mid-project, is far less so.

Since Japan is half way around the world 

for some of our readers, how do you recom-

mend that someone get started investing in 

real estate there? 

Not just in Japan, but for any country that’s not your 
country of residence or origin, local partnerships 
are key. The world’s our oyster these days in a very 
practical way, with technological, legal and financial 
advances paving the way to REI “global domination” 
in every sense of the word.  But, that doesn’t mean 
you should jump head-first into the waters of any 
country in the world, Japan included. Cultural differ-
ences, legal and practical terminology, as well as the 
language in some cases, are vastly different.  Part-
nering up with a verifiable and reliable local entity, 
whether as an equal business partner or as a turnkey 
operator, will save you from numerous mistakes that 
local know how could easily sidestep.  Partnerships 
also help you bridge the cultural gap that should 
be carefully understood and never underestimated. 
Misunderstanding a country’s mentality, values and 
practices can cost a lot.

I’ve been fortunate enough to find this partner, in my wife, 
who’s a bright and hard-working mover and shaker (in a 
very polite, honorable, Japanese kind of way). Believe it 
or not, I’m considered a rude oaf in Japan.  If it wasn’t for 
my wife, I very much doubt any of the professionals we 
normally work with would even entertain my presence 
for longer that one first meeting. 

What would be a typical type of property to in-

vest in (condo, houses, etc.)?

Japan’s most active markets are residential condos and 
commercial properties. Houses do exist, but are not built 
to last as long as the concrete monsters Japanese cities 
are “blessed with”.  As such, they carry far more “hid-
den” maintenance costs, due to the nature of the build-
ing materials used. 

Do you invest in certain cities or neighborhoods 

in Japan?

We drift with the flow of the economy. Since the big earth-
quake and tsunami disaster of 2011, we’ve been seeing 
a lot of business and family traffic migrating south-west, 
to the Kyushu landmass (equaling about half of Japan’s 
mainland). This is the gateway to China, South Korea 
and Taiwan, to the west.  Core family numbers (couples 
plus young children) are on the rise and increased tour-
ism and other business is coming in from Central Asia.  
All of this is evidenced by recent property price hikes. 
But, we also follow the deal trail to other areas of the 
country.  We stick to medium or big cities of not much 
less than a million people, whenever possible. But, we 
also do “requests” for clients seeking holiday homes on 
the ski slopes of Hokkaido and other similar profiles.

INTERVIEW WITH ZIV MAGEN NOLAND ARARACAP
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Can these properties be !nanced, or do you need to purchase them with all cash?

Financing is not available to foreigners who aren’t Japanese residents at the moment, unfortunately. Some of the 

international banks like HSBC and Citi occasionally lend against Japanese securities, but these cases are very 

rare and have fairly strict criteria for these arrangements. The vast majority of our clients are cash buyers, or are 

those who have secured their finance in the form of non-secured personal loans, lines of credit, etc.  But, with 

affordability as low as $20,000 and yields as high as 16% pretax, it’s really a no-brainer for cash buyers, big or 

small to invest in Japan.

What types of real estate investing strategies (e.g. wholesaling, "ipping, lease options) work or 
don’t work in Japan?

Japan is mostly a buy and hold market, with tenants staying 4-5 years on average, and with 15 and 20 year leas-

es quite common.  You really want to keep that reliable cash flow going as long as you can. With larger portfolios, 

where you can start claiming depreciation, purchase expenses, etc., it may make sense to “cycle” properties 

every few years, to reset those claiming cycles. Wholesaling and flipping does exist, but only if you’re a Japanese 

company or local resident. Our clients sometimes buy from a local dealer of this sort. Owner financing schemes 

and other creative lease options are very rare, as home ownership is also rare. Most Japanese rent for their entire 

lifetimes.

Can you walk us through a typical deal? 

Not that different from any other country, except for the almost complete absence of the need for background 

checks on realtors and wholesalers, double-checks on titles, debt etc.  You’re all but guaranteed not to have to 

resort to those tactics in Japan, due to the nature of the practitioners involved. This doesn’t mean there’s nothing 

that needs to be checked, but simply that you can get right down to the actual deal analysis, which consists of 

the following:

1. All relevant data re-

garding monthly income 

and payments normally 

appear in the body of the 

MLS listing itself. After 

entering these numbers 

into your spreadsheets 

and receiving the “green 

light” on your selection 

criteria, you would then 

submit an offer. Bear in 

mind that in Japan, ne-

gotiations to more than 

10%, or thereabouts, 

are fairly rare and are 

sometimes considered 

an insult. We’ve had 

some sellers in the past, 

who wouldn’t take a fur-

ther offer from us, after 

having been “deeply of-

fended” by our “rude” 

first offering.
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2. Once the offer is accepted (or refused and re-submitted, then accepted), the realtor will provide the com-

plete information package. This should include the tenant history, renovation history on the block itself (internal 

renovations are quite affordable in Japan, and tenants would never let things deteriorate in a state of non-repair, 

so there normally isn’t much to discover in that regard), and of course the status of the holding company’s “ac-

cumulated funds pool”. This is known in other countries as the “sink pool”, “repairs fund pool” or various other 

names. It is essentially money collected from all owners of all units over the years. The building’s renovation his-

tory and accumulated funds put together should make sense. If that pool is depleted and there aren’t any major 

renovations to speak of in the last decade, you know something’s wrong - most likely financial mismanagement 

or troubles of related sorts.

3. Assuming nothing untoward has been uncovered in the course of due diligence, you would proceed to a 

contract signing meeting, where a government licensed “official document reviewer” will read aloud and elabo-

rate on all official documents (a good chance to re-confirm all of the above before signing anything), at the end of 

which all documents are signed, and the deposit (normally 10%) is the paid.

4. On settlement day, the realtor or judicial scrivener that is handling the sale, receives the remaining funds 

and settlement adjustments.  He then proceeds to transfer true ownership of the property to the buyers, after 

confirming that any outstanding debts have been settled prior to the new registration taking place.

That’s it, in a nutshell.  Of course, investors who have never been to Japan and do not speak Japanese, find this 

hard to achieve without hands-on translation services, preferably from an experienced real-estate professional or 

investor. Additionally, locals are still largely unaware of the nuances involved in working with Westerners – which, 

for the Japanese, are vast and intimidating – so Japanese partnerships become even more significant, in order 

to find the good deals.

The last hurdle, which com-

panies like ours help allevi-

ate for foreign investors, is 

the difficulty of opening a 

local Japanese bank ac-

count. While the law doesn’t 

prohibit this, almost none 

of the Japanese banks al-

low non-residents to do so, 

as part of their anti-money-

laundering policies. While 

local registration, normally 

achieved with an inves-

tors or business visa and 

a temporary lease contract 

for a small apartment, may 

solve this issue, this isn’t 

a particularly cost effec-

tive solution.  Plus, not all 

investors visit their country 

of investment, particularly 

for smaller deals. So it be-

comes essential, again, to have a Japanese partner, like us, in place.  Someone who can evaluate and facilitate 

the property purchase, arrange for insurance, collect the rent from local, “old-school” property managers (who 

will most likely never be able to wrap their heads around the concept of transferring funds overseas), hold it in 

local bank accounts until they accumulate to an amount worth transferring, or until exchange rates are profitable, 

then send it overseas.
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This partnership can take the form of a split-all-
profits-and-expenses-down-the-middle kind of ar-
rangement, or can simply be a services package 
purchased from a firm like ours, for a small percent-
age of the incoming rent (normally less than a prop-
erty manager). That partner can then also handle all 
correspondence with local entities, which is the last 
main barrier between foreign investors and the Jap-
anese property market.  Receiving maintenance re-
quests, approving quotes, finding new tenants etc., 
can become quite challenging when one doesn’t 
speak the language.  Even a “shark-less” business 
pool like Japan can cause many frustrations until 
they’re resolved, through no fault of either side in-
volved – which is exactly why Japanese profession-
als also prefer to avoid dealing with non-Japanese 
entities.

What are some of the biggest real estate in-

vesting mistakes that you’ve made?

I remember my very first deal – a package of three 
units, all sold be the same owner, in Kitakyushu, one 
of western Japan’s bigger Industrial and blue-collar 
hubs. Although the yield was phenomenal, the tidy 
IT geek in me couldn’t handle the fact that one of the 
three was slightly lower in the rental income than the 
other two, and for no reason that I could see.

And so, without consulting with the property man-
ager, and without verifying market conditions at the 
time, I proceeded to an “all-guns-blazing” approach, 
and notified the tenant, whose lease was just end-
ing (“What perfect timing!”, the greedy westerner in 
me rubbed his hands together) of a rent rise – to 
the tune of something like $20 a month. This was 
less than 10% of the rent price. Even the property 
manager’s complaint that they had just notified the 
tenant they may continue their lease as it is, didn’t 
deter me.

My tenant promptly moved out.

He most likely rented one of the four available units in 
the block – the ones advertised by the same property 
manager for over four months at the time, and all ask-
ing for a rent lower than the one my tenant was paying 
at the time. All facts that I would have found out in a 
heartbeat had I listened to my very own property man-
ager, who happened to be placed in care of most units in 
the block and knew everything there was to know about 
what rents can be expected at any given time and for 
any unit of similar profile.

I’ve since had to put up with a series of short-term gov-
ernment supported tenants that came and went. Not as 
big a deal as in Western countries. The worst these guys 
might do is to abscond, disappear altogether, or stink 
the place up a bit.  They normally come with a guarantee 
or insurance policy in place, which covers the cost of re-
moving their belongings and cleaning the place up.  But, 
still far more hassle than the tenant I lost. One who was 
already in place for four years, and might have stayed 
at least another four. But, that’s the price you pay for 
waltzing into a foreign land and trying to do things “your 
way”. I was greedy and arrogant, and paid the price ac-
cordingly.

Fortunately for me, the rest of my portfolio has been do-
ing far better. I’ve since learned to listen to those who 
have been living, breathing and working in the market for 
far longer than I have.  In short, to trust my team and fol-
low their advice, since that’s what they’re there for.
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About the Author

Ziv Magen is an Australian, and has been deeply immersed in Japan’s culture and business environ-
ment for the past decade. In 2003 he forsake his career as in IT corporate project manager, wishing 
to spend more time with his family and secure their financial future. Having made the transition to 
real-estate investment and successfully building his own portfolio, he subsequently established
Nippon Tradings International (NTI) together with his Japanese partner, assisting others in capitaliz-
ing on Japan’s vast and lucrative property market.

What would be your dream deal?

A well-diversified package of small, affordable residential properties, spread out over several cities and socio-

economic profiles.  All in developing cities, unknown to foreigners, and yielding 12-16% pre-tax in p/a in net cash 

flow, with tenants in place 4-5 years, with no financial issues on either the tenant side or the holding companies. 

“Sweeeeet”, as we say in Australia – and quite achievable if the right kind of due diligence is performed in ad-

vance.

What advice would you give to a beginning investor?

Follow your dreams, not dollar signs. Find a business environment and strategy that works for you as a person. 

One that will make you wake up every day with a hungry glint in your eye and not because you’re dreaming of the 

money.  Money is just a form of energy that you can direct and utilize for your goals. Instead, get that kind of glint 

that comes from enjoying what you do every minute of every day. The rest will follow naturally enough, no matter 

what the naysayers tell you. But, if you follow the lure of fast and easy money to a place that doesn’t “turn you 

on” as a person, you’re bound to suffer long-term, and so will your business. It needs the best of you to succeed, 

like any relationship really – and you can only give your best when you’re living your dreams.

Best of luck! :) 

INTERVIEW WITH ZIV MAGEN NOLAND ARARACAP


