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MASTER INVESTOR

Using Tough Life & Team Lessons to Help Investors Succeed
DJ Thielen - Fortune Foreclosures

By Andrew Waite

	 This	master	investor	story	begins	
as	every	American	boy’s	dream:	a	life-
time	love	of	baseball	and	the	discipline	
to	reach	the	minor	leagues	as	the	top	
pro-athlete	pick	for	the	San	Francisco	
Giants	system	in	1991.	
	 Dreams	often	arise	out	of	less	than	
dreamy	 circumstances.	 Thielen	was	
brought	 up	 by	 a	 single	mother	who	
worked	hard	to	give	him	a	good	 life	
—	even	without	a	father.	This	shaped	
Thielen’s	thinking	and	influenced	his	
maturation.	

BEING CONSISTENT, 
CONSISTENTLY
	 “The	biggest	thing	baseball	taught	
me	was	the	need	for	consistency,”	says	
Thielen.	“It	meant	showing	up	at	prac-
tice	then	or	at	the	office	now.	Showing	
up	every	day,	following	a	routine	and	
doing	the	stuff	you	have	to	do	but	may	
not	like	doing.	This	separates	profes-
sionals	from	amateurs	 in	every	busi-
ness.”	
	 For	Thielen,	 the	other	 big	 lesson	
from	playing	pro	ball	was	learning	to	

bounce	back	and	leave	yesterday’s	fail-
ure	behind.
	 “Each	day	is	a	new	day,	and	that	
yesterday	when	you	went	0-for-4	must	
be	 forgotten,”	 says	 Thielen.	 “If	 you	
show	up	today	having	taken	that	poor	
performance	 to	 heart	 and	 bringing	
that	baggage	again,	it	just	compounds.	
One	bad	at-bat	turns	into	a	bad	game,	a	
bad	month,	a	bad	season	and	possibly,	
a	very	short	career.”	
	 With	 the	help	of	peers	and	men-
tors,	 Thielen	 learned	 to	manage	 the	
ups	and	downs	of	baseball	by	keeping	
disappointments	in	perspective.
	 	“This	helped	me	learn	that	life	was	
not	about	events	or	immediate	trans-
actions,	 but	 about	 relationships	 and	
a	longer	view	of	my	sports,	and	now	
business,	career.	I	learned	that	I	had	to	
be	part	of	my	team,	work	with	others,	
and	serve	customers.	These	lessons	led	
to	my	personal	 investment	style	and	
now	the	mission	we	have	developed	
for	Fortune	Foreclosures	LLC.”
	 “Take	a	 typical	 residential	 rental	
investment,”	says	Thielen.	“It	follows	
a	cycle	or	stages.	Each	stage	is	a	set	of	
steps	and	any	one	of	those	can	go	off	
course.	If	you	become	fixed	on	that	one	
misstep,	less-than-ideal	deal	or	failure,	
it	will	compound	and	color	your	future	
performance.	Life	is	not	just	about	suc-
cess	and	failure,	but	more	about	suc-
ceeding	from	failures.	Sports,	business	
and	investment	are	all	about	how	you	
recover,	understand	the	lesson	in	the	
failure,	then	use	it	to	ensure	the	next	
success.”	
	
BIG DEAL, LITTLE DEAL
	 These	 lessons	 helped	 Thielen	
understand	the	perspective	of	a	first-
time	investor	who	may	overreact	 if	a	
misstep	occurs.	He	and	his	staff	have	
learned	 to	 routinely	 solve	 problems	

in	ways	 that	 do	 not	 alarm	 the	 new	
investor.		“We	will	often	‘make	good’	
on	minor	 issues	 because	 a	 graceful	
recovery	and	a	good	customer	experi-
ence	ensures	a	repeat	customer,”	says	
Thielen.	

IMPORTANT IN LIFE
	 The	birth	of	his	 son	 in	1996	 trig-
gered	life-changing	decisions.	Thielen	
wanted	his	son	to	have	something	he	
hadn’t	had	while	growing	up	—	a	dad	
who	was	present	and	 involved.	This	
decision	put	him	in	conflict	with	his	
baseball	career.	So	at	26,	he	left	base-

ball	and	became	a	home	security	sys-
tems	 salesman.	He	 approached	 this	
new	 business	with	 the	 same	 detail,	
intensity	and	discipline	he	had	with	
baseball.	 He	 soon	 learned	 that	 not	
everyone	shared	his	work	ethic.
	

DJ Thielen

Thielen 1992. The card describes Thielen 
as “a power hitter in the rough.”
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ROOF REPLACED — 
VENDOR SUPPLIED

 Over the last f ive years, 
Rolando Aldabert, of Quartz, 
California, has bought 10 houses 
from Fortune Foreclosures.  
     “DJ came to me through a 
referral from another investor. I 
had been researching markets 
other than California as we just 
do not cash flow. I had indepen-
dently settled on Pittsburgh as a 
good market. DJ’s research vali-
dated this. Now after five years I 
can say DJ goes out of his way 
to solve problems, even ones that 
are not his. He even replaced a 
roof at his expense because he 
relied on bad advice and under 
estimated costs.”
 We are buying houses in town 
for $15,000 to $20,000. After a 
$10,000 to $15,000 renovation, 
they are throwing off $5,000 to 
$6,000 a year. We are ranging 
from 15 percent to 30 percent 
net returns. The only downside to 
Pennsylvania is higher state taxes 
but doing business with Fortune 
Foreclosures in Pittsburgh makes 
this manageable.”

www.FortuneForeclosuresllc.com

888-250-8742

503-740-6029	 “I	learned	quickly	that	this	behav-
ior	was	the	exception,	not	 the	rule.	 I	
discovered	 that	 my	 personal	 need	
to	do	a	good	 job	set	me	apart,”	 says	
Thielen.
	 “I	could	easily	outwork	my	peers,”	
he	says.	“I	found	it	was	easier	to	help	
prospects	become	customers	by	help-
ing	 them	make	 educated	 purchase	
decisions.	I	 learned	that	this	authen-
ticity	built	up	customer	trust	in	me.”
	 “Today	 I	have	 the	 time	 to	 spend	
with	my	son,	my	supportive	wife,	step-
daughter	and	step-son.	I	have	time	to	

coach	my	son	with	school,	sports	and	
all	of	the	things	that	 life	throws	at	a	
15-year-old.	At	best,	I	have	become	a	
fairly	balanced	workaholic.	
	 	 “Learning	 what	 was	 missing	
in	my	early	 life,	my	 commitment	 to	
baseball,	and	then	lessons	in	manag-
ing	failure,	all	helped	me	understand	
the	balance	and	consistency	I	needed	
to	achieve	to	serve	my	family	and	my	
customers,”	he	says.
	
TRANSLATE TO INvESTMENT
	 His	strong	work	ethic	and	love	of	
real	 estate	 led	 him	 to	 start	 his	 own	
business.	The	defining	moment	came	
at	a	Robert	Allen	seminar	in	2003.	In	
that	 year’s	 warm	 market,	 working	
with	friends,	he	started	making	deals	
and	 gaining	 experience.	One	 of	 his	
first	lessons	was	that	where	he	lived,	
Washington	 state,	was	 not	 an	 ideal	
area	for	cash	flow,	buy	and	hold	real	
estate	 investment.	 He	 started	 look-
ing	for	markets	that	had	good	income	
capitalization	rates,	low	risk	and	good	
rental	demand	in	solid	blue-	and	pink-
collar	neighborhood.	
	 “My	research	led	me	to	Pittsburgh.	
I	found	wholesalers	and	began	work-
ing	with	 buyers	 in	 the	Northwest,”	
says	 Thielen.	 “I	 formed	 Fortune	
Foreclosures	 in	 2007	 and	developed	
it	 as	 a	 full-service	 company.	 It	 is	
designed	to	help	would-be	 investors	
and	solve	problems	for	other	investors.	
After	four	years,	and	many	hundreds	
of	transactions	later,	we	have	retained	
90	 percent	 of	 our	 clients,	many	 are	
now	doing	multiple	deals.”	

DEEP FIRST, THEN BROAD 
	 “Most	 of	 our	 clients	 have	 three	
to	four	houses,	up	from	2.6	two	years	
ago.	For	us,	a	 long-term	relationship	
means	more	transactions	in	a	friend-
lier	customer	environment.	Investing	
in	these	cycles	and	markets	along	with	

our	customers	means	we	can	antici-
pate	most	investor	anxiety.”	
	 Fortune	 Foreclosures’	mantra	 is	
“under-promise	and	over-deliver.”	For	
example,	a	house	in	a	better	neighbor-
hood	increases	rent	and	appreciation	
potential.	Such	properties	can	exceed	
investor	expectations.
	 “By	hedging	our	bets	 and	being	
careful	on	our	sales	presentations	and	
net	yields,	the	result	is	enthusiastically	
loyal	customers.	Under-appraise	and	
find	 a	 little	more,	 under-quote	 rent	
and	actually	lease	at	a	better	rent	are	
winning	strategies.	To	our	customers	
we	become	more	than	an	investment	
provider.	 The	 interaction	 starts	 as	
business,	but	we	leave	as	friends	and	
this	brings	another	level	of	responsi-
bility.	We	feel	obliged	to	care	for	these	
customers	as	friends,”	says	Thielen.

Before

After


