
Get The Untold Secrets Of How 
To Master Flipping Houses In 
This Step-By-Step Blueprint 



What Are We Doing Today? 

Are You Struggling With Getting Your First Deal, 
Or, A Steady Stream Of Deals So You Can Be 

Successful In The Real Estate Business? 
 

Today I Am Going To Cover: 
 

1. How to find the best deal 
2. How to negotiate the deal 
3. How to close a deal quickly 
 



The Layout And What To Expect! 
•  Module #1: Finding the time to do this business – even if you have a full time JOB 

 
•  Module #2: Locating the hottest and most motivated sellers in your town (or area) so 

you can get going quickly & easily 
 

•  Module #3: Here I will show you how to handle the seller calls when they come in, 
and if you should make an appointment to go look at the house you will not waist your 
time or the sellers’  
 

•  Module #4: How to make offers that sellers LOVE and (in most cases) beg you to do 
business with them because it is the BEST offer they have 
 

•  Module #5: Finding all the money you need to close these deals so you can ‘get er 
done’ and get your BIG check in the end 
 

•  Module #6: How to sell the property and cash out with a BIG CHUNKS  
of cash on your terms (without banks) 



Module #1 . . .  

Finding the time to do this 
business – even if you have  

a full time JOB 
 



What Do We Do & Want To Do 

•  First you will need to take a blank peice of 
paper lay it landscape and draw a line 
down the middle. 

•  On the left side write all of the things you 
do in the course of the week already. 

•  On the right side write all the things you 
want to do but don’t have time for. 



Let’s Work On Our Schedule 



Do You Really Have The Time? 

•  Now we are going to plug this stuff into a 
calander to see if the peices of the puzzle 
will fit in your life. 

•  The main thing to realize is there is 168 
hours in a week. This drill will make you 
realize how much of it is productive. 

•  Each slot of time is an appointment with 
yourself so make sure you treat it  
that way. 



Do We Have Time (Example)? 



Module #2 . . .  

Locating the hottest and most 
motivated sellers in your town (or area) 
so you can get going quickly & easily 

 
 



Finding Your Farm Market 

First thing to do is to contact a 
Realtor and have them give you 
a list of all the sales for the last 

12 months in your area. 
 



Spreadsheet From Realtor 



Finding Your Farm Market 

Then upload that spreadsheet 
into a mapping software so you 
can find the hyper area of real 

estate sales in your farm 
 



Mapcustomizer (Example) 



Google Maps (Example) 



How To Get Mail To These Folks 

•  Now you are going to want to 
pick one of the ‘pins’ in the 
middle of the cluster and get that 
address. What we are looking for 
is an address in the hyper active 
area for the next step. 

•  Then you are going to want to head 
over to: http://www.melissadata.com  



http://www.melissadata.com  



http://www.melissadata.com  

Scroll to the bottom of the page to find this: 



http://www.melissadata.com  

Click on: Saturation Mailing Lists  



http://www.melissadata.com  



http://www.melissadata.com  



http://www.melissadata.com  



http://www.melissadata.com  



Go Everywhere With This List . .  .  



Be A BIG Fish In A Small Pond! 



The Type Of Marketing You Can Do. . .  

•  Mail letters (hand written) 
•  Put out bandit signs 
•  Do fliers inserted in newspaper 
•  Business cards in area restaurants and 

convenience stores 
•  Post cards 
•  Use: http://planitpromo.com for  

your above supplies 
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Flier Example 

Letter Example 
http://www.realisticdropcard.com/order  

http://planitpromo.com/Custom.cfm? 



Module #3 

Here I will show you how to handle the 
seller calls when they come in, and if 

you should make an appointment to go 
look at the house you will not waist 

your time or the sellers’  



Answering The Phone 

•  First we use a service to track the calls: 
https://www.hostednumbers.com  

•  Here we can set up a free recorded 
message and point the call to where you 
want to receive it; and collect messages if 
you prefer. 

•  They also have LIVE operators if you 
prefer to do that instead. 



Answering The Phone 

It is best to let all calls go to a live operator 
or have them leave a message to call you 
back. You will never be ready 100% of the 
time to get all the information if you answer 
the call live. If you call them back you can 

set things up for yourself to get all the 
information you need. 



Answering The Phone 

Here is the form I 
use that has all the 
questions I need 
to evaluate a deal. 



Answering The Phone 

Here some really 
good questions I 
ask to get good 
information while 
on the phone. 



Answering The Phone 

And I use this to 
make sure the 
caller is a good 
prospect and not  
a suspect. 



Module #4 

How to make offers that sellers 
LOVE and (in most cases) beg you 
to do business with them because it 

is the BEST offer they have 
 



I Only Use These 7 Offers 

1.  SLOT (Sandwhich Lease Option Transaction) 

2.  Option To Purchase 
3.  Lease Option 
4.  Getting The Deed 
5.  Rehab Retail 
6.  Wholesale 
7.  Owner Financing 

Go To: http://flippinghouses.club for 10 FREE videos to explain each of these 



Loan To Value Ratio 

•  When the seller calls you they will tell you 
what the house is worth (Example $100K). 

•  Also you will ask what they owe (Example 
$40K) on the Prospect Suspect form. 

•  $40K divided into $100K =  
40% LTV (Loan To Value) ratio. 

•  Don’t worry if the seller is embellishing  
the price of the house, you will handle that 
when you go look at it! 



Loan To Value (LTV) Example 
Example #1: 
$100,000 is what the seller says it is worth 
$60,000 is what they owe 
$60,000 divided into $100,000 = 60% LTV 
 
Example #2: 
$200,000 is what the seller says it is worth 
$130,000 is what they owe 
$130,000 divided into $200,000 = 65% LTV 

 
 



Now You Pick An Offer To Start With 

1.  SLOT     100%     0% 
2.  Option To Purchase    90%   10% 
3.  Lease Option     85%   15% 
4.  Getting The Deed    80%   20% 
5.  Rehab Retail     70%   30% 
6.  Wholesale      60%   40% 
7.  Owner Finacing     0%  100% 

 Type Of Offer             LTV %    Equity Available 



Now You Pick An Offer To Start With 

1.  SLOT     100%     0% 
2.  Option To Purchase    90%   10% 
3.  Lease Option     85%   15% 
4.  Getting The Deed    80%   20% 
5.  Rehab Retail     70%   30% 
6.  Wholesale      60%   40% 
7.  Owner Finacing     0%  100% 

 Type Of Offer             LTV %    Equity Available 

Example #1: LTV is 80% - You can make any one of the below highlighted offers . . . 



Now You Pick An Offer To Start With 

1.  SLOT     100%     0% 
2.  Option To Purchase    90%   10% 
3.  Lease Option     85%   15% 
4.  Getting The Deed    80%   20% 
5.  Rehab Retail     70%   30% 
6.  Wholesale      60%   40% 
7.  Owner Finacing     0%  100% 

 Type Of Offer             LTV %    Equity Available 

Example #2: LTV is 90% - You can make any one of the below highlighted offers . . . 



Now You Pick An Offer To Start With 

1.  SLOT     100%     0% 
2.  Option To Purchase    90%   10% 
3.  Lease Option     85%   15% 
4.  Getting The Deed    80%   20% 
5.  Rehab Retail     70%   30% 
6.  Wholesale      60%   40% 
7.  Owner Finacing     0%  100% 

 Type Of Offer             LTV %    Equity Available 

Example #3: LTV is 70% - You can make any one of the below highlighted offers . . . 



Deciding Which Offer? 

•  The only deciding factor on which offer to 
buy the property using this system is the 
sellers willingness to do one. 

•  The main LAW is only talk about one at a 
time. Don’t mix them. It will confuse your 
seller if you start jumbling them up. 

•  Also, make sure you write things down  
so the seller understands the offer(s). 



Special Note About The Offers 

1.  SLOT     100%     0% 
2.  Option To Purchase    90%   10% 
3.  Lease Option     85%   15% 
4.  Getting The Deed    80%   20% 
5.  Rehab Retail     70%   30% 
6.  Wholesale      60%   40% 
7.  Owner Finacing     0%  100% 

The below red offers are used when the seller is asking for all CASH and  
will not except a delayed cash out – or will not be flexible with his terms! 

 

The RED deals are usually the only deals you need hard money lenders for!   



Example SLOT Deal Structure 
Seller is asking: 
$190,000 Asking price (His loan balance – or 100% LTV) 
 
Your Offer: 
$190,000 Option to buy for the loan balance at the time of purchase with a five year lease 
agreement. You MUST be VERY clear about your intentions with the seller that you plan 
to find a tenant buyer you like before you can start to make payments and that the seller 
should not exit the deal once started. 
 
You rent to own the property: 
$200,000 sales price – 5 year term, the rent equals the sellers mortgage payment. Then 
assign your agreement to the seller and get a release of the original agreement. 
 
Results: 
You get the $10,000 the buyer used as a non-refundable deposit. 

 



Example An Option Deal Structure 

Seller is asking: 
$200,000 Value 
$180,00 Asking price after negotiation – all cash (90% LTV)   
 
Your Offer: 
$180,000 Option only, 3-6 months terms, no risk (90% LTV) 
$100 Deposit 
 
You sell the property: 
$190,000 Sales price with a new buyer for cash (Or a mortgage) 
 
Results: 
You get the $10,000 for marketing the house and selling it 

 



Example An Lease Option Structure 

Seller is asking: 
$200,000 Value 
$170,00 Asking price after negotiation – willing to take a delayed cash out (85% LTV) 
$150,000 Loan balance 
 
Your Offer: 
$170,000 Lease/Option, 3 years with the right to renew for 4 years. Monthly payments of 
$1210 (what he pays now), no deposit, balance of loan paid off within the 7 year term and 
$20,000 going to the seller when your buyer cashes out (Gets A loan & pays you). 
 
You rent to own the property: 
$210,000 Sales price 
$10,000 Non-refundable deposit 
$1,600 Per month for a rent 
 

Results: 
$40,000 Profit from sales price 
$28,080 In monthly payments - $390 per month for 
72 months ($1,600 minus $1210) 
 
Total profit to you = $68,080 
 
 
 
 

 



Example An Getting The Deed Structure 

Seller is asking: 
$200,000 Value 
$160,00 Asking price after negotiation (motivated, allows loan to be taken over) - (80% LTV) 
$150,000 Loan balance 
 
Your Offer: 
$160,000 (What they are asking) paying their $1210 monthy PITI (Principle, Interest, 
Taxes, Insurance) payment with no deposit and you will write a note in second position 
for his/her $10,000 (Difference between what is owed and asking). No money down. 
 
You rent to own the property: 
$210,000 Sales price 
$10,000 Non-refundable deposit 
$1,600 Per month for a rent 
 

Results: 
$50,000 Profit from sales price 
$28,080 In monthly payments - $390 per month for 
72 months ($1,600 minus $1210) 
 
Total profit to you = $78,080 
 
 
 
 

 



Example Rehab Retail Or Wholesale 

MAO Formula . . .  
ARV (After Renovated Value) - times 70% - minus repairs = The MAXIMUM Allowable 
offer (In other words – the MOST you can offer)! 
 
Needs $25,000 in repairs. 
 
Example:  
ARV $180,000 Times 70% = $126,000 
Minus $25,000 for repairs = $101,000 (MAO) 
Now you just subtract your wholesale profit (to wholesale it) and make the offer. 
 
Results: 
You pay $101,000 and fix it up with the $25,000 you figured. 
You now own for $126,000 
You sell for $180,000 minus your selling cost of about 10% = $18,000 
The profit = $36,000 ($180K minus $126K minus $18K) 



Example Owner Finance Deal Structure 

Seller is asking: 
$200,000 Value 
$200,00 Asking price after negotiation (0% LTV) 
$0.00 Loan balance 
 
Your Offer: 
$200,000 asking price with pricinple only payments of $1000 per month and a $10,000 
deposit – payments for 5 years (60 months) and an option to renew for 2 more years. 
 
You rent to own the property: 
$210,000 Sales price 
$15,000 Non-refundable deposit 
$1,800 Per month for a rent 
 

Results: 
$60,000 Profit from priciple reduction over 60 months 
$18,000 Profit from the monthly payments cash flow 
($18,00 minus taxes insurance and seller payment) 
$10,000 Profit in equity ($210K minus $200K) 
 
Total profit to you = $88,000 
 
 
 
 
 
 



Module #5: 

Finding all the money you 
need to close these deals so 
you can ‘get er done’ and get 

your BIG check in the end 
 

 



How Do I Find Folks With Money? 

•  In this module I am going to give you 
suggestions on where to go find  
private lenders. 
 

•  Marketing to find them. 
 

•  And what to say when you  
contact them 



First: Private Money VS Hard Money 



Okay, So Where Are The Lenders 

•  List broker ( www.guaranteedlist.com ) 
 

•  Find an affluent neighborhood, chose an address in the middle of that area, 
then go to www.melissadata.com and buy a radius list. Start with .5 miles. 
This usually gives you plenty of names to mail to. Remember, pick a really 
affluent neighborhood. The list usually cost $25-$40. 
 

•  How about your FREE & CLEAR list you compiled for buying houses. Lot’s 
of money in there. 
 

•  The Out Of Area list you compiled for buying houses. Lots of landlord 
money in there. 
 

•  Get a list from your attorney of who he writes notes for. 
(My favorite & most effective one)  

 



Okay, So Where Are The Lenders 

•  Get a list from your state of all licensed doctors, lawyers, dentist, 
chiropractor’s, etc. 
 

•  Go to the library and use the SLR reference books to investigate magazine 
and newspapers companies that cover investing in their content. Call those 
companies and see if you can buy their mailing list for your town or county.  
 

•  Google “private money (your town).” Make sure you use the quotations 
when typing into the browser to narrow down the search. Surf through these 
search engine result pages and start compiling a list. Please – NO MORE 
THAN 5 HOURS TO DO THIS!  
 

•  Go to www.commercialrecord.com and browse the most current  
sales on commercial sales. Send mail to these folks asking  
to come to your presentation. 



Okay, So Where Are The Lenders 

•  Go to (or send someone) to the towns clerk office. Scour the Day Book for 
private mortgages lien’s on property. If you look long enough you will find 
someone doing it more than once. That person is a Private Money Lender. 
Gather these names and addresses and mail to these folks. Use the ad in 
the Private Money Kit to create a Craig’s list ad. 
 

•  Make a deal with a local financial advisor – you pay good returns, and it will 
make him look good when he advises this program to his clients. 
 

•  Same with accountants – find those accountants and communicate about 
your presentation. It is a safe environment doing a presentation for his 
clients – or him. 
  

•  Check your church for high donators 
 

•  How about Craig’s list? 



How Do I get Started? 

There are two schools of thought here: 
 
1. You set up private interviews and meet 
one-on-one and do a presentation. 
 
2. You have a small seminar in a restaurant, 
library, attorney’s office, etc. 



How About The Marketing? 
A Letter To Mail A Flier To Use 



How About A Craig’s List Ad 
•  PRIVATE LENDERS NEEDED – Earn 9% to 12% hassle free on your idle cash or 

retirement funds secured by local real estate.  I am a professional real estate investor 
with over 100 successful transactions completed since 2004. I am not a financial 
planner, but a full-time buyer and seller of single-family investment properties. We 
use private funds to finance our real estate purchases and will pay you a handsome 
return for the use of your money.  
 

•  For more details (Or a FREE Report that explains the whole process) visit 
www.xxxxxx.com and click “private lenders” or call Bill at xxx-xxx-xxxx.  
  

•  Invest in Jan/Feb 2017 and earn a $1,000 bonus.  
 

•  Current Deal -- $60k needed for real estate deal; Secured by 1st mortgage with 
property valued at $85k; 5 years at 9% -- Other deals available 

 



How About A Post Card? 



How About A Newspaper Ad? 



Long form advertising disclaimer: 
  
•  This is not a public offering. This is not an offer or invitation to sell or a solicitation of 

any offer to purchase any securities in the United States or any other jurisdiction. Any 
securities may only be offered or sold, directly or indirectly, in the state or states in 
which they have been registered or may be offered under an appropriate exemption. 

 
Short form advertising disclaimer: 
 
•  This is not a public offering or offer or invitation to sell securities or make an 

investment. 
 

Note: This is text to be used in any advertising material, letters, documents, and other materials.  
It combines a notice about securities and public offerings. 
 

Advertising Disclaimers (short & long) 



Do A Presentation With The Pack 



Some Example Slides Of The Presentation Pack 



Once They Have Some Interest . . .Use This: 



Module #6: 

How to sell the property and 
cash out with a BIG CHUNKS  

of cash on your terms  
(without banks) 



•  I put about 12-15 signs in the neighborhood 
 

•  They all have a FREE recorded message on them that explain the address 
of the property and if they go there now they can get in. 
 

•  At the front door I put a second sign that has a designated phone number 
that gives the lock box code. 
 

•  No worries . . . this phone number captures the caller ID so if I have trouble 
I give the list to the police to investigate. 
 

•  Never once did I have trouble! 

The Neighborhood Signs 



•  I use Freedom Voice so I can have a mailbox for each separate number 
then point them to a live operator or the phone of your choice. 

The Free Recorded Messages 

https://www.freedomvoice.com  



The Sign Out Front 



The Sign At The Door 



Sign Once They Enter The House 



The Flier Pack On The Counter 

Note: The first time 
price is discussed is 
on this flier. I don’t 

want anyone to make 
a decision until they 
have seen the house 

and got a feeling for it. 



FAQ Page . . .  



Downpayment & Credit Test 

This form allows you 
to get a glance at the 

intended down 
payment and what 

their credit history is 
like so you know how 

to negotiate 



The Full Application 



Buyer Credibility Pack 
When I talk to buyers I give them this so they can explain what we do and how 

we do it. It is better for me to explain it (with the document) then for the prospect 
to remember everything I said in the interview and try to explain it to whoever is 

going to help them make the decision. 



Sell The House Quickly & Collect Your Check! 


