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I N T R O D U C T I O N

The Business Nobody Told You About

There is a conversation that happens in almost every land deal in Nigeria. It happens before the buyer

and seller ever meet. It happens before any document is signed, before any money changes hands,

before any plot is inspected. And the person who makes that conversation happen — the one who

connects the right buyer to the right seller at the right time — walks away with a commission that

most salary earners will not see in three months.

That person is the Land Connector.

And here is what makes this business remarkable: they did not own the land. They did not buy it. They

did not take any financial risk. They simply knew something, knew someone, and made the right

introduction at the right moment.

"The land connector does not need capital. They need knowledge,
relationships, and the discipline to show up consistently."

This guide is for the person who wants to enter the land business but does not yet have the money to

buy. It is for the realtor who is tired of earning small commissions on other people's listings without a

system. It is for the professional, the graduate, the side-hustler — anyone who is willing to learn how

this business works and position themselves at the centre of it.

You do not need a plot of land to start. You need this guide, a phone, and the willingness to move.



C H A P T E R  O N E

Why Most People Think They Need Money
to Start — And Why They Are Wrong

The first thing most people say when they hear about land flipping is: "I don't have money." And that

statement, while honest, is also the reason they never start. They are waiting for a condition that

does not need to exist before they can begin.

The land business in Nigeria is not a business that requires you to have money before you can

participate. It requires you to have value. And value, in this context, means one of two things: you

either know where good land is, or you know who wants to buy it. If you have either of those two

things, you are already in business.

The Myth of the Capital Requirement
People look at land deals and see the big numbers — ₦800,000, ₦1.2 million, ₦3 million — and they

assume that is what they need to participate. But those are the numbers that belong to the buyer and

the seller. The connector's number is different. The connector's number is the commission — and that

commission is earned without putting a single naira at risk.

R E A L  E X A M P L E

Consider what happened with Madam Kemi's plot. She bought it for ₦1.2 million. Due to a family

emergency, she needed to sell fast and let it go for ₦800,000. The buyer who purchased it from her

turned around and sold it for ₦1.4 million. The person who connected Madam Kemi to that buyer

— who made one phone call, sent one message, and facilitated that meeting — earned a

commission on that deal. They did not own the land. They did not carry the risk. They carried the

relationship.

This is the business. It is not complicated. But it requires you to stop waiting for money and start

building something more valuable — a network.

The truth is this: In the land business, the person with the right connection is often more

powerful than the person with the money. Because money without direction is useless. But a

connector with the right information can direct money — and get paid for doing it.



C H A P T E R  T W O

What a Land Connector Actually Does

Before we go into the mechanics, let us be clear about what a land connector is — and what they are

not.

A land connector is not a tout. They are not someone who stands at a roadside and shouts at passing

cars. They are not someone who sends random messages to strangers begging them to buy land. A

land connector is a professional intermediary — someone who understands the market, maintains

relationships on both sides of a transaction, and earns their commission by creating genuine value for

both the buyer and the seller.

The Three Core Functions of a Connector

F U N C T I O N  0 1  —  I N T E L L I G E N C E  G A T H E R I N G

A connector knows what is available before the general market does. They have relationships with

estate companies, Omo-Onile families, and individual landowners who come to them first when they

want to sell. This early access is their primary asset.

F U N C T I O N  0 2  —  B U Y E R  M A T C H I N G

A connector maintains a list — formal or informal — of people who are looking to buy land. When a

deal comes in, they know exactly who to call. The speed of this match is what earns them their

commission.

F U N C T I O N  0 3  —  D E A L  F A C I L I T A T I O N

A connector does not just introduce two parties and disappear. They follow the deal through —

coordinating site visits, answering questions, managing expectations on both sides — until the

transaction is complete. This is what separates a trusted connector from a one-time middleman.

"The connector's job is to make the deal happen smoothly. When they do that
well, both sides are grateful — and both sides remember them for the next
deal."

This is a relationship business. Every deal you close well is a seed for three more. Every buyer you

serve well becomes a referral source. Every seller you help becomes a repeat client. The connector



who understands this builds a business that compounds over time — without ever needing to own a

single plot.



C H A P T E R  T H R E E

The Zero-Capital Connector Model — Step
by Step

This is the framework. This is the system. Follow these steps in order and you will have a functioning

land connector business within 30 days — without spending money on land.

S T E P  1  —  C H O O S E  Y O U R  T E R R I T O R Y

You cannot be a connector everywhere. Pick one area — one town, one axis, one corridor — and

become the person who knows that area better than anyone else. Know the prices. Know the

available plots. Know the landowners. Know the estate companies operating there. Depth beats

breadth at this stage.

S T E P  2  —  B U I L D  Y O U R  S E L L E R  S I D E  F I R S T

Go to estate companies in your chosen area and introduce yourself. Tell them you have buyers and

you want to work with them. Ask for their available listings, their prices, and their commission

structure. Most reputable estate companies will welcome a serious connector. Do the same with

individual landowners and Omo-Onile families in the area. Your goal is to have at least five to ten

active listings you can present to buyers at any time.

S T E P  3  —  B U I L D  Y O U R  B U Y E R  L I S T

Start with the people you already know. Family members, colleagues, church members, social media

followers — anyone who has ever expressed interest in owning land or investing. Tell them what you

do. Tell them you can help them find good land at fair prices. You do not need a hundred buyers. You

need ten serious ones to start a real business.

S T E P  4  —  M A K E  T H E  M AT C H

When a buyer's need aligns with an available listing, you move. Arrange the site visit. Prepare the

information. Be present. Be professional. Answer every question you can and be honest about what

you do not know. Your credibility is your currency — protect it.

S T E P  5  —  E A R N  Y O U R  C O M M I S S I O N  A N D  D O C U M E N T  I T

Agree on your commission before the deal closes — not after. Standard connector commissions in the

Nigerian land market range from 5% to 10% of the transaction value. On a ₦1 million deal, that is



₦50,000 to ₦100,000. On a ₦3 million deal, that is ₦150,000 to ₦300,000. Get this agreement in

writing, even if it is just a WhatsApp message confirming the terms. Protect your earnings.

S T E P  6  —  R E I N V E S T  A N D  R E P E AT

After your first commission, do not spend it all. Set aside a portion. You are building toward the day

when you can move from connector to owner — when you can use your savings to buy your first plot

and flip it yourself. Every commission is a step toward that transition.

The Zero-Capital Connector Model in one sentence: Know the land, know the buyers, make

the match, earn the commission, and repeat until you have enough to buy your own.



C H A P T E R  F O U R

How to Find Sellers Who Need You

The seller side of this business is easier to build than most people think. Landowners and estate

companies are not looking for people to take their money — they are looking for people to help them

move their inventory. If you can position yourself as someone who brings serious buyers, doors will

open.

Where to Find Sellers

S O U R C E  0 1  —  E S T A T E  C O M P A N I E S

Walk into estate companies in your target area. Introduce yourself professionally. Ask about their

available listings and their referral or co-agent commission structure. Many companies actively work

with external connectors and pay well for closed deals.

S O U R C E  0 2  —  D I S T R E S S  S E L L E R S

These are landowners who need to sell quickly — due to financial pressure, family situations, or

relocation. They are often willing to sell below market value, which makes their land attractive to

buyers. You find them through word of mouth, community networks, and by being known as

someone in the land business.

S O U R C E  0 3  —  O M O - O N I L E  F A M I L I E S

In many parts of Nigeria, land-owning families sell directly. Building a relationship with key members

of these families in your target area gives you access to land that never appears on any public listing.

This is insider access — and it is earned through consistent presence and trust.

S O U R C E  0 4  —  O T H E R  A G E N T S  A N D  R E A L T O R S

Do not see other agents as competition. See them as potential partners. An agent in Warri may have

a buyer in Orerokpe but no listing there. You may have the listing. A split commission on a closed

deal is better than a full commission on a deal that never happens.

"The connector who is known in their area does not chase deals. Deals come
to them — because people know they can move land."



C H A P T E R  F I V E

How to Build a Buyer Network That Pays
You Repeatedly

Your buyer network is your most valuable long-term asset. A single buyer who trusts you can bring

you three more buyers through referrals. A buyer who buys once and is treated well will buy again.

The goal is not to find a new buyer for every deal — the goal is to build a list of people who come back

to you every time they are ready to invest in land.

How to Grow Your Buyer List

S TA R T  W I T H  Y O U R  E X I S T I N G  C I R C L E

Your first buyers are not strangers. They are people who already know you and trust you. Start there.

Tell them what you do. Show them what is available. You will be surprised how many people in your

immediate circle have been thinking about buying land but did not know where to start or who to

trust.

U S E  W H AT S A P P  S T R AT E G I C A L LY

WhatsApp is the most powerful tool a Nigerian land connector has. Create a broadcast list of serious

prospects. Share updates on available plots — with photos, prices, and location details. Do not spam.

Share value. When people see that your messages consistently contain useful, credible information,

they will stay on your list and refer others to it.

U S E  FA C E B O O K  A N D  I N S TA G R A M

Post about land. Post about deals. Post about the areas you cover. Post about what to look for when

buying land. Position yourself as someone who knows this business. When people see your content

consistently, they begin to associate your name with land — and when they are ready to buy, they call

you first.

A S K  F O R  R E F E R R A L S  A F T E R  E V E R Y  D E A L

After every successful transaction, ask your buyer one simple question: "Do you know anyone else

who is looking to buy land?" Referrals are the highest-quality leads in this business. A referred buyer

already has a level of trust in you before you even speak to them. Treat every closed deal as the

beginning of a referral chain — not the end of a transaction.



Remember: Referrals are gold. One satisfied buyer who refers two friends who each refer two

more — that is a network that grows without you spending a naira on advertising.



C H A P T E R  S I X

How Much Can You Earn? Real
Commission Numbers

Let us talk about money — specifically, what a land connector can realistically earn in the Nigerian

market.

Standard connector commissions range from 5% to 10% of the transaction value. The exact

percentage depends on the deal, the parties involved, and what was agreed upfront. Here is what

those numbers look like in practice:

DEAL VALUE 5% COMMISSION 10% COMMISSION

₦800,000 ₦40,000 ₦80,000

₦1,200,000 ₦60,000 ₦120,000

₦2,000,000 ₦100,000 ₦200,000

₦3,000,000 ₦150,000 ₦300,000

₦5,000,000 ₦250,000 ₦500,000

Now consider this: if you close just two deals per month at an average commission of ₦100,000 per

deal, that is ₦200,000 per month — from a business that required zero capital to start. Four deals per

month is ₦400,000. Six deals is ₦600,000.

"The connector who is consistent, professional, and trusted does not struggle
to find deals. Deals find them."

These are not fantasy numbers. They are the natural result of building a real network, working a real

system, and showing up consistently in a market where most people are inconsistent.



C H A P T E R  S E V E N

The Connector's Code of Conduct — How to
Stay Trusted

In the land business, your reputation is your business. You can lose money and recover. You can lose a

deal and find another. But if you lose your reputation — if people stop trusting you — the business is

over. This is why the connector's code of conduct is not optional. It is the foundation everything else is

built on.

The Non-Negotiables

✦ Never misrepresent a property. If a plot has a problem — a title issue, a flooding risk, a boundary

dispute — you disclose it. Always. A buyer who discovers a problem you knew about and did not mention

will never trust you again, and they will tell others.

✦ Never collect money you are not entitled to. Your commission is agreed upfront. Do not add hidden

charges. Do not inflate prices to create a secret margin. Transparency is what keeps clients coming back.

✦ Never rush a buyer into a deal they are not ready for. Desperation is visible. When a buyer senses that

you need the commission more than you care about their interest, they pull back. Serve the buyer's

interest first — the commission follows.

✦ Always follow through. If you say you will send information, send it. If you say you will arrange a site

visit, arrange it. Reliability is rare in this market — and rare things are valuable.

✦ Keep records of every deal. Know who you connected, what was sold, what your commission was, and

when it was paid. Simple records protect you and give you data to grow your business intelligently.

The connector who operates with integrity does not just close deals — they build a business

that closes deals for years. Every person you serve well is a walking advertisement for your

name in the market.



C H A P T E R  E I G H T

From Connector to Owner — The Natural
Progression

The connector model is not the destination. It is the starting point. It is the path that takes you from

having no capital to having enough capital to buy your first plot and flip it yourself. Every commission

you earn as a connector is a building block toward ownership.

Here is how the progression works in practice:

P H A S E  0 1  —  T H E  C O N N E C T O R  P H A S E  ( M O N T H S  1 – 6 )

You are building your network, closing your first deals, earning your first commissions. Your goal in

this phase is not to get rich — it is to learn the market deeply and build relationships on both sides.

Every deal teaches you something. Every relationship is an asset.

P H A S E  0 2  —  T H E  A C C U M U L A T I O N  P H A S E  ( M O N T H S  6 – 1 2 )

You are now earning consistently. You begin setting aside a fixed percentage of every commission —

30%, 40%, 50% — toward your first land purchase. You are not spending everything you earn. You

are building toward a specific target: enough to buy one undervalued plot in your area.

P H A S E  0 3  —  T H E  F L I P  P H A S E  ( M O N T H  1 2  A N D  B E Y O N D )

You buy your first plot. You apply everything you have learned as a connector — the market

knowledge, the buyer relationships, the understanding of what makes a deal attractive — and you

flip it. Your connector network becomes your marketing channel. Your buyer list becomes your sales

pipeline. You are no longer just facilitating other people's deals. You are running your own.

"The connector who pays attention does not stay a connector forever. They
become an owner — with the advantage of a network that most owners
spend years trying to build."

This is the full arc of the Zero-Capital Connector Model. It starts with nothing but knowledge and

relationships, and it ends with a land flipping business that generates real, repeatable income.



C H A P T E R  N I N E

Your 90-Day Connector Launch Plan

Everything in this guide means nothing without action. Here is your 90-day plan — specific,

measurable, and designed to get you from zero to your first commission within three months.

Days 1–30: Build the Foundation

✦  Choose your target area and commit to it for the full 90 days.

✦  Visit at least three estate companies in that area. Introduce yourself. Get their listings.

✦  Create a WhatsApp broadcast list of at least 50 people who might be interested in land.

✦  Post about land on your social media at least three times per week.

✦  Have at least five conversations per week with potential buyers.

Days 31–60: Activate the Network

✦  Arrange at least two site visits with serious buyers.

✦  Follow up with every buyer who has expressed interest — at least once per week.

✦  Identify at least one distress seller in your area and assess the opportunity.

✦  Connect with at least two other agents or realtors for potential co-deals.

Days 61–90: Close and Compound

✦  Close your first deal. Earn your first commission.

✦  Ask your buyer for at least two referrals.

✦  Set aside at least 30% of your commission toward your first land purchase.

✦  Review what worked, what did not, and plan your next 90 days.



90 days is enough time to close your first deal, earn your first commission, and build a

network that will pay you for years. The only question is whether you will start.



G O F  C R E D E N C E  P R O P E R T I E S  L I M I T E D

Ready to Start?
If this guide has given you clarity, the next step is simple.

Reach out. Let us help you find the right land, in the right

location, at the right price — so you can start building your

connector business on a foundation of real deals.

Contact Godfrey O.

📞 08074509739  |  07035763148

🌐 credenceproperties.online

Gof Credence Properties Limited — Warri, Delta State
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