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Introduction 
 

Hi everyone!  It is Zack Childress here with 

REI Success Training.  I want you to get an 

idea of who you are dealing with and who is 

going to be teaching you about  the power of 

what I am about to unfold. As I take you 

through a series of chapters of in-depth train-

ing, I am looking forward to helping you get 

over your particular hurdles or just make that 

extra money.  Maybe you are only doing one 

deal a month and you want to do two or three 

deals a month.  I want to help you do that.   

 

You are about to discover the secrets to how 

I run my investment company, which I have 

been running for the last seven years, and how this information can help you explode your busi-

ness.  I have been secretly teaching my process to other investors and their businesses are really 

booming in today’s real estate market.  I want to be very clear with you right now.  These are 

some of my top secret strategies that will literally unfold before you what is underneath every 

successful real estate investor and their business.  These are principles that most people will not 

teaching you.  Other investors in your market do not even want you to know about them!  That 

is why it is so important for you to understand that everything I am about to share with you is 

all based on a simple process.  If you want to learn how to weave a blanket, you cannot just go 

weave a blanket without a plan.  You must use a step-by-step process to achieve your goal, and 

if you follow this process, you will succeed.  I know you will.  As you can see from your Table 

of Contents, these topics are by far some of the most important things you need to implement in 

your business to be successful as a real estate investor. So, let’s jump right in and get you 

started on the road to prosperity and success in your endeavors. 

~ Zack Childress 

CEO of REI Success Training 
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     What Am I Doing Wrong? 
 
So, why you haven’t you made it big in real estate investing?  There are several pos-

sible reasons, but first let me share a favorite quote of mine with you: “You do not know what 

you do not know”.  So, how can you ever achieve greatness if you never reach out to find out 

what other people have done to achieve that greatness?  When I first started in real estate invest-

ing, I was pounding my head against the wall.  I knew that success could be achieved, I just did 

not know how to get there.  Along the way I have spent thousands and tens of thousands of dol-

lars on education.  I have books, CDs, and tapes of every method out there from which to learn 

anything I want to know.  It was learning those processes that allowed me to achieve success.  I 

was able to take all of my years of training and all of my successes as a real estate investor and 

simply put it into a step-by-step process which I am now passing on to you.  All you have to do 

is follow it and you too can be successful. 

There are several challenges that might be facing your business at current: 

 

Lack of direction 

Think about it: has anyone ever sat down with you and said, “You need to do this first. 

You need to do this second.  You need to go this direction”?  The number one mistake most in-

vestors make, and the reason that they never make it big, is that they try to do too many things 

at once.  You would not go out and open multiple companies at one time, and so it would not 

make sense to do something similar with your real estate business.  It is a business much like 

any other business and many of the same principles apply.  One of the subjects we will address 

in this book is finding the right direction for your business.  You need to know what your road-

map is going to be, and I am here to help you. 

 

No buyers list 

When I first started in real estate investing, I was broke and I had no money or credit.  

I realized that the fastest way to profit was through wholesaling.  Wholesaling allowed me to 

start making immediate cash right away so that I could start running my business and I was able 

to earn the financial freedom that I knew my family and I deserved.  You  may be confused, 
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thinking “How am I going to make this business work 

if I do not have any money or credit?”  Or maybe you 

do have money and credit, but you do not want to use 

them for various reasons right now and yet you still 

want to profit from real estate.   You also do not want 

to go on the thirty-year plan.  What should your plan 

be?  You build a buyers list of investors, you find 

deals at a discount, and you wholesale those deals to 

those buyers.  You can make checks of $5,000, 

$10,000, $20,000, and $30,000 on each deal.  The sys-

tem works, and we are here to take you by the hand 

and show you how to make it work for you. 

 

Too much busy work   

It is so important that you understand that your time, as a business owner, is incredibly 

valuable. Anything that can be given over to someone else, needs to be outsourced.  I can show 

you how to start outsourcing your business model to people that you only have to pay $2.00 - 

$3.00 an hour to handle all of the work that is bogging you and your business down. 

 

Difficulty interacting with sellers 

You may be losing deals because you have never been trained on how to engage in 

proper negotiations with sellers.  There is a three-step process to every negotiation with the 

seller.  These steps are crucial and if you are not doing them, you are leaving tens of thousands 

of dollars on the negotiating table on every single deal.  Communicating with sellers is very im-

portant and, done correctly, can net you properties at a significant discount. 

 

Lack of knowledge of the Four Profit Centers  

There are four profit centers to every real estate transaction and negotiation.   You 

need to know what they are before you ever enter the deal.  We will discuss those later. 
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Difficulties with mass marketing 

Because of the type of business you have chosen, you need to know what mass mar-

keting is and how to use it.  You cannot just market your business.  You have to mass market 

your business for success.  I can show you exactly how, so that, with mass exposure, you can 

become the go-to expert in your market.  This is the key to real estate investing.  Eighty percent 

of investors quit because they do not get results fast enough and they are not getting results fast 

enough because they are not mass marketing their business correctly.  

 

Why Your Plan Is Not Working  

 and How We Can Help 

Whatever you are doing now is not working for you, otherwise you would not be look-

ing for better techniques to help grow your business.  You may be starting to feel defeated.  

You may feel that, if you only had the secret, if you only knew the easy way, you could get 

somewhere.  This is why it can sometimes seem like an uphill battle.  You may sometimes feel 

like you are carrying a pack on your back with a hundred pounds of rocks and that you are try-

ing to do everything yourself.  You may feel like there is no one to talk to or help you with your 

deals.  That is why we are here to help you. 

Whatever you are doing now is also probably not helping you profiting consistently.  If 

you are not doing at least one to two deals per month right now, whatever you are doing is not 

working.  You need to change up your strategies.  You are probably looking for a better way.  

You know that real estate is the number one fastest way to create wealth in your life, yet you 

seem to have not yet found the right strategy to make it work for you.  You need to start imple-

menting some new things.  You have to start changing some things around you, and that is also 

why we are here to help you. 

The number one question I hear that all the time from my new students is “What do I do 

next?”  They want a roadmap to show them where to go.  That is exactly what we will be cover-

ing in this book.  The Four Profit Centers for real estate are by far the most powerful things you 

need to know and provide a simple, easy to understand map with which to chart your course in 

today’s market. 

We will also discuss marketing.  How do we market? What do we market?  Who to mar-
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ket to?  At the end of the day, you need to know your niche.  You need to know who you are 

going to market to and who those people really are.  There are some niches that are better than 

other niches, and some niches can be very, very profitable indeed. 

  We are also going to discuss how to negotiate with the seller and how to build your buy-

ers list.  We will go through the three-step process in negotiating every deal, including how to 

negotiate, what to say, when to say it, and how to do it.  It isn’t enough simply to have a buyers 

list, you must have a hungry buyers list that is going to want to buy your deals as soon as you 

are ready to sell them.  It does not matter if it is a wholesale deal, commercial deal, rent-to-own, 

or lease option; we have buyers for all of those and I can teach you how to build your own list. 

  Setting up your business is another very important topic on our agenda.  No building can 

stand without a foundation, so it is important that you learn how to set a good foundation up 

and lay the mortar for your business.  When you are ready to build on top of that solid founda-

tion, the sky is the limit.  In order to do this, you know the key factors of your business, what 

you need to be more successful, and how to practically implement those things. 

We will discuss how to analyze deals, which is an essential skill in any real estate in-

vesting business, as incorrect analysis can cost you thousands and thousands of dollars.  It is 

very important that you understand there are multiple ways to analyze every deal.  You need to 

understand all of those  ways in order to analyze each and every one of your deals for maximum 

profit.  Additionally, we will discuss the benefits of wholesaling and how to set up a wholesal-

ing system that is right for you.  If your income and credit are limited, then you need to be 

wholesaling to make income.  If you are looking for additional income or a chunk of cash to put 

down on that multi-unit that you have been trying to buy, wholesaling can get you there.  If you 

want to start up another business and you need 

seed capital, wholesaling is an excellent way to 

build capital and confidence.  It is easy, pro-

vides quick cash, and can be a perfect stepping 

stone to loftier goals. 

Last, we will round out our business plan by 

talking about working with virtual assistants 

and outsourcing.  I cannot express to you 

enough how important it is for you to start out-
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sourcing your business.  Virtual assistants allow you to segment pieces of your business model 

out to other people that you can literally pay $2 -$3 per hour to help you run your business.  We 

will discuss how to hire them, fire them when necessary, how to manage them, how to oversee 

them without even overseeing them, and how to get them to work hard for you. 

When we are finished here, you should have all the tools necessary at your disposal to 

build a strong and durable business model that can take you as far as you want to go.  So, let’s 

get started! 

In the following chapters you will learn to... 

1. Utilize a basic roadmap to success with your business 
2. Market successfully to your target audience 
3. Negotiate successfully with sellers. 
4. Build a strong foundation for your business to grow 

from. 
5. Analyze deals so that you earn maximum profit from 

each deal. 
6. Realize the benefits of wholesaling as a cash generating 

enterprise. 
7. Manage your time effectively by outsourcing busy work 

to virtual assistants 
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 How to Get the Most Out of Your Training 

Before we get to the real meat of our training, I want to talk to you about how to get 

the most out of this book.  Here are a few things to keep in mind as you continue to read:  

 

Breathe  

First, just stop and take a breath.  It may all seem overwhelming to you right now, but 

trust me: it gets easier with practice.  As you start to learn your business, and with people to 

help train and coach you, you will find that everything will seem less intimidating with time.  

The important thing to remember is that you will get there in the end.  I had almost nothing 

when I began, but I invested in gaining the knowledge I needed to succeed and now I can laugh 

about where I started from.  It all seems overwhelming in the beginning, but over time, a little 

practice, education, and the right support team helping you; you will get there too. I promise 

you that. 
 

Commit to Yourself 

Next, you need to make a commitment to yourself.  It is all about focus.  So many 

people in this business model fail for two reasons:  either they do not stick with their plan long 

enough to see results or they lose focus of their goal.  They may have a hundred and one things 

going on around them at all times and they think they can do everything at once.  The reality is 

that you simply cannot manage a business that way.  You have to stay focused on your project 

and you have to make a commitment to yourself that you are going to succeed.  Only then can 

you make serious money in this business.  

 

Implement What You Learn 

After you have spent all this time educating yourself, it only makes sense to imple-

ment what you have learn.  There is a saying that we live by in the business world:“The speed 

of implementation is what creates success.”  The sooner you act and put your education into 

practice, the faster your business can start growing and the more competitive edge you will 

have. 
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Mindset  

Mindset is really the secret to being a 

successful businessperson. You have to believe 

in yourself completely.  If you doubt yourself, 

you can undermine your own success.  You also 

have to start surrounding yourself with success.  

Remove negativity from your life.  This does not 

mean that you have to wholesale remove nega-

tive friends and family from your life, but realize 

that often these individuals have the most pro-

found impact on your state of mind and can sometimes hold you back.  It is important to realize 

that, often, they are not doing this purposefully and that you cannot help them until you help 

yourself.  In the end, the ultimate goal of a successful business person should not be simply to 

make money, it should be to help yourself become better so that you are better equipped to help 

the people around you.  The more people you help, the more successful you will be. 

 Focus is the most important aspect of maintaining your state of mind.  Do not let any-

thing distract you.  You are going to succeed no matter what.  When I was first starting, my 

wife and I were working together to build our real estate business. I said to her, “Listen, I am 

going to give this everything I have got.  I am going to focus on this like I have never focused 

on anything else.  If it does not work, at least I can say it was not because of me.  I gave it eve-

rything I had.”  And, as you can see, it worked!  That is the difference between failure and suc-

cess, and that is what the secret is for those of us who succeed.  We implement immediately.  

We get laser focused, and we do not let anything deter us or even get into our bubble unless it is 

positive influence and positive energy.  That is the key to building your business mindset. 
 

Model Successful People 

If you want to build a house, you will need a floor plan to work from, but it also helps 

to look at how other similar houses have been built.  So, it only makes sense in the business 

world to look at how successful people have earned their success and find ways that you can 

use their beneficial habits in your own business.  Often, you do not need to go out and reinvent 

4 
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the wheel, the work has already been done for you.  You simply need to find it and learn how to 

use it yourself. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Conclusion 

I am excited to be working with you.  I am excited to bring you this information so you can get 

your business up and running.  If you have just started, or even if you have been here doing this 

for a while, I know I know that what I have to teach you  is going to help you get to a whole 

Case Study: Roger Bannister and the Four Minute Mile 
Roger Bannister was a British track and 

field athlete in the 1940s.  At the time, 

the world record for running a mile was 

just over four minutes.  Bannister’s 

original goal was to compete in the 

1952 Olympics, but he was unfortu-

nately defeated by a narrow margin in 

the selection finals.  However, 

Bannister did not give up.  Instead of 

winning the Olympics, he set an even 

higher goal: to run a mile in less than four minutes.  Experts in athletics at the 

time said that it was physically impossible, that the human body was incapable 

of such a feat.  Other athletes in the field were pushing the envelope closer and 

closer, and so Bannister knew that it was possible and he kept training, putting 

others’ negativity behind him.  On May 6th, 1954, Roger Bannister broke the 

four minute mile barrier with a time of three minutes and fifty-nine seconds.  

While others have since broken Bannister’s record, what is truly remarkable 

about his  accomplishment is that, not only did he prevail in the face of over-

whelming doubt, but he continued to train in the face of a previous defeat.  That 

is the type of mindset and focus that you need to cultivate to succeed in any life 

endeavor. 
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 I want to leave you with one final thought to wrap up this chapter before we go more 

into depth about each particular topic. Have you ever wanted to know about any of the follow-

ing?   

 

 What are the Four Profit Centers? 

 How do I know what my profits are before I enter the deal? 

 What are those profit centers and what do I need to have in place right now to achieve 

those profit centers? 

 Marketing—what type of marketing should I be doing? 

 What type of marketing or market piece should I be implementing? 

 What type of people should I have around me for my marketing? 

 What should I be paying for marketing? 

 Who should I be outsourcing my marketing to? 

 What about who to market to? 

 

These are key niches in this industry and if you are not addressing them, you are most 

likely wasting hundreds, if not thousands, of dollars in possible profit.  In the following chap-

ters, I am going to teach you how to  excel in each of these areas, and when we are finished, 

you should have the roadmap you need to succeed. 
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Ch. 2 — The Four Profit Centers 

 

The Four Profit Centers 
 
In Chapter 1, we briefly went over mindset and 

how important it is to maintain a good state of 

mind as you work towards your goals. I want 

to reiterate that here in the beginning of Chap-

ter 2.  Let’s start off by talking about my Big 

Five.  

 

The Big Five 

 

In my opinion, there are five important things 

that help you maintain a healthy mindset.  I 

like to call them the Big Five or the Five F’s, and they are:  Family, Friends, Fitness, Faith, 

and Fun.  Maintaining a healthy balance in these five dimensions can help you create phenome-

nal success in your life.  The keys in that sentence are “healthy” and “balance”.  You have to 

find the levels of involvement for each of those factors that allow you to maintain your best 

state of mind, while making sure that you are cultivate relationships and activities that are ulti-

mately healthy for your mind, your body, and your emotional state.   Once you are well-

rounded in the Big Five, you are ready to tackle the final F, which is finance. 

 

Four Profit Centers in Real Estate  

 

If you knew there were only four ways to use every lead, would that make your life eas-

ier?  Yes, absolutely it would!  It would allow you to have the confidence that you absolutely 

could close every deal you make.  If you are working on multiple leads at once, it simplifies the 

process of deciding what to do with each lead individually.  So, let’s talk about the Four Profit 

Centers in Real Estate and how they can help you. 
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  Wholesaling 
 

The first of the Four Profit Centers is wholesaling. The sole purpose of wholesaling is 

to make quick cash.  If you need to generate money to power your other business endeavors, 

wholesaling can help you do that.  You do not need any credit and you do not need any cash to 

start with.  Out of the Four Profit Centers, wholesaling is probably the best way for a new in-

vestor to get started.  Often, people jump into real estate and they want to be the next real estate 

guru immediately.  Let’s face it: we do not all have a lot of cash sitting around and sometimes 

our credit is not all that it needs to be to get started 

in real estate.  However, we still want to continue 

with our dreams and we want to achieve the finan-

cial freedom that we deserve.  That is where 

wholesaling comes in.   

Originally, wholesaling was an art form 

based on the ability to go out and find properties at 

a discount. It was designed that way for all of the 

junior and new investors, called C-Level Investors, 

entering the field.  They would find discounted 

houses, and then bring them back to B-level inves-

tors, who are typically in the business of buying, 

fixing, and flipping houses.  They have the capa-

bility to hold properties that have financially sound 

backgrounds, because they have money in the 

bank and are experienced in dealing with the risks involved in such a process.  You will most 

likely start as a C-Level Investor and, as you gain resources and know-how, work your way up 

to being a B-Level Investor.  Ultimately, you would want to move onto becoming an A-Level 

Investor by getting involved in the commercial real estate world.  At any of these levels, whole-

saling can help you generate the cash you need to build your business. 

Even though I am a high level investor, I still love wholesaling. Let’s say I find a 50 unit 

apartment building and it is a great deal.  However, I need $40,000 to $50,000 in extra money 

2.1 

 
New Investors 
 Usually find properties to   
wholesale to higher level  

      investors. 
 
Experienced Investors 
Buy, fix, and flip houses.  
Usually have the resources 

      to hold properties to get the 
      best price. 

 
Commercial Investors 
Involved in large-scale 
commercial property  

      investing. 

Levels of Investors 

  A 

  B 

  C 
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to put into the property.  I will just go out and wholesale some properties quickly and create the 

cash needed to go do the deal.  It is easier for me to wholesale than it is for me to borrow 

money, because I have to pay interest on that capital.  Wholesaling can be an amazing tool, es-

pecially if you are just getting started.  In later chapters, we will discuss the details of wholesal-

ing, but for now it is enough to know that it can be the workhorse that powers your cash-flow. 

 

  Lease Optioning 

The second Profit Center is what I call the “lease option”.  A lease option is simply a 

deal where you agree to lease a property from a homeowner who needs to sell, with the agree-

ment that you can further sublease the property.  Typically, you then sublet the house to another 

family.  Like wholesaling, you do not need existing credit to do this, but you will often need 

some starting capital.  Lease options can have much a higher LTV (Loan To Value), however. 

Using a lease option is really a phenomenal idea, because it allows you to move in on a property 

while leaving the loan in place.   Out every ten lease options you do, you are likely to get five 

deals, which is a much higher success rate than some other methods.  This is because it is often 

an easier approach for the homeowner and makes them feels more secure about the deal. 

The key component of a lease option that makes the whole thing work is that the home 

owner has a problem making their payment.  Your bargaining chip in making this deal depends 

on the urgency with which the home owner needs to change their situation.  If they are not un-

der pressure to move out of their property, then you have a low likelihood of being able to set 

up a lease option.  If, however, the property owner is under money pressure, such as if they 

have already moved and are making two payments, then you have an excellent chance of strik-

ing a deal with them.  Once you have arranged to lease the house from the seller with the right 

to sublease, you then sublet the property to a ten-

ant.  A good situation would be set up a deal with 

your tenant buyer to lease the house for a certain 

period of time and then give them the option to 

purchase at the end of their contract if they have 

fulfilled their lease and obligation.  The seller is 

happy because they are no longer experiencing the 

same level of money pressure, the tenant is happy 

2.2 

mailto:support@arespublishing.com�


Ch. 2 — The Four Profit Centers 

14 

 

This document is protected by © laws. Do not make copies. You may not copy, forward, or post this document in 
any format. For permissions you will need to contact support@arespublishing.com 

because they feel they have a good deal to acquire a house that they might not be able to buy 

outright at the time, and you will be happy because you have made a profit on the deal. 

This is what is often called a “cash now, cash later” deal.  The “cash now” comes in be-

cause the tenant has to put down what is called an “option consideration payment”, meaning 

that for allowing their lease to have the option to purchase, they may have to put down 3% to 

5% of the purchase price.  If it is a $100,000 house, they may have to put $3,000 to $5,000 

down to be able to move into that house.  When screening your potential tenants for this type of 

deal, you should be looking for “rent-to-own” types of people.  Typically, they have good jobs 

and have money in the bank, but they may have poor credit for various reasons.  It is important 

that you are able to prescreen your people that way, and in all of your lease option agreements, 

it is wise to put in writing that the Option Consideration Payment is non-refundable.   

As for the “cash later” aspect, you could say that this deal is actually “cash now, poten-

tial cash in the middle, and cash later”.  The cash in the middle is any payment that they pay 

you over and above what you are paying for the house.  If the payment on the house is $800 and 

they pay you $900 a month then you make $100 cash flow every month.  The “cash later” is the 

payment you receive once they close on the house.  If you contracted the house for $90,000 and 

it is worth $100,000, you would, obviously, sell it to that tenant buyer for $100,000 or more.  

You are going to pick up the spread when it closes.  That is the general format of the lease op-

tion.  The reason that you might need a little capital up front is that sometimes the owner may 

want you to put down a down payment to take over the lease.   That potential down payment 

will come out of the option consideration payment from your tenant buyer.  It all works together 

to set you up with some very valuable cash flow.  

 

  Rehabbing 

The third Profit Center is rehabbing.  You can make a great deal of money at rehab-

bing, but at the point where rehabbing will benefit you most is when you are starting to move 

from C-Class Investing to B-Class Investing.  The reason for this is that there is increased risk 

in B-Class Investing tactics and so you need more experience to be able to handle it well.  If 

you are fairly new, you may wish to work with a more experienced partner on rehab deals. 

There are three main types of rehabbing: the fix and flip, the complete rehab, the re-

model.   Light remodel work is probably the best rehabbing strategy to being with, if you are a 
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 new investor.  You will want to 

improve the property, perhaps up-

grade the carpeting, painting, ap-

pliances, or the tile and linoleum.  

In some instances you may change 

the doors, put up some molding, or 

improve the landscaping.  For a 

first time rehabber, cosmetic up-

grades are probably the safest bet.  

Gutting houses and large-scale im-

provements are best left for when 

you have more experience under your belt.  Once you begin to remove sheetrock, for instance, 

the project becomes more involved and much more expensive up front. 

With great risk comes the potential for great reward,  but only if you know what you are 

doing.  Rehabbing can be enormously beneficial to your business, but it is important to know 

your business well first, and rehabbing almost always goes hand in hand with our fourth Power 

Center, which we will discuss later.  You will need access to a hard money lender and you will 

need access to private lenders if you do not have money on your own.  

There are many ways you can structure deals with private lenders.  You can do equity 

splitting deals, partnership splitting deals, and contractor deals.  In a contractor deal, you can 

negotiate with contractors to reduce their price for a percentage of the proceeds. They might not 

charge you at all, and you cut them in on the final deal just as you would a partner.  You will 

need to hone your negotiation skills, as you are trying to find ways to minimize your risk.  The 

potential for big payoffs is great.  If you find a house that can be sold as-is for $100,000, and 

the fair market value in the area is $150,000, you could possibly negotiate that as-is property for 

$70,000.  You then put $20,000 of rehabilitation into the house, which brings your total cost to 

$90,000.  You then sell it for $150,000, making your net profit $60,000 minus closing fees, 

which will probably leave you around $50,000 profit on that one deal.  That is why there are so 

many people who like to play the rehabbing game.   If you do four of those a year, you will put 

$200,000 in your bank account. 
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Buy and Hold 
 

Buying and holding a property is the ultimate goal of real estate investing.  Once you 

have the ability to do this, you have officially moved from C-Class Investing to B-Class Invest-

ing, and it is this tool that allows you to start really building your wealth.  You can do all the 

lease options you want, but it is still earned income wholesaling.  It is earned income because 

you have to work hard for those deals and they are not there forever.  Rehabbing, in this con-

text, is also earned income.    

Buy and hold is a wealth-building model because it allows you to buy the house, stick a 

renter in it, and absorb the cash flow off of it every single month.  You are now starting to miti-

gate your expenses, and now you can start to see yourself moving on your own.  You no longer 

have to worry about being laid off or not getting that raise you have been expecting, because 

now you are building your own future.  From that point on, you are deciding your own destiny, 

and that is the ultimate goal of the Four Profit Centers 

Ultimately, you want to use all of the tools at your disposal to build your business.  You 

will be using all of the Four Profit Centers in some way.  You can Buy and Hold a trailor or 

even a piece of land.  You can charge a land fee or a lot fee if someone wants to put a trailer on 

your land.  A Buy and Hold be a house or a commercial lot, or almost anything at all.  A key 

piece of wealth building is that, as you are becoming a B-Class Investor, you must start building 

cash flow real estate.  Then you can start to 1031 Exchange those pieces of properties or assets 

into a much larger piece of property, from which you can then move into the realm of A-Class 

investing.  Then you will be looking at 50-unit apartment buildings, 100-unit apartment build-

ings or 80,000 square foot commercial space.  It is a journey, and that journey gets much easier 

once you have the processes you need in place.  Organization of your time and tools will get 

you there in the end. 

I hope that you are really thinking about the tools we have talked about in this section 

that you are started to put together your goals and the game plan you need to move forward.  

Understanding that there are multiple ways to look at deals is crucial to your success.  By all 

regards, I am a true believer in wholesaling and I would not be where I am if it was not for 

wholesaling. However, I also learned along the way that there were a lot of homeowners out 
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there that just could not give me their house at fifty cents on the dollar.  That is where lease op-

tions came in. Then, as I started building that capital, I realized there is a lot of money to be 

made in rehabbing.   So, I started rehabbing and I realized I was working all the time.  I wanted 

to not work as much, so I learned how to buy and hold.  Then I started to build my wealth, and 

in the next few chapters we are going to talk more about how to manage and grow your wealth 

based on the foundation set by the Four Profit Centers. 
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Marketing 

Marketing is one of my favorite subjects, 

as negotiation is a particular interest of mine.   

As you progress in learning about your business, 

you are going to realize that you were born to do 

this and that you can succeed.  In real estate, as 

with any other growing business, success really 

begins with marketing, and that is why this chap-

ter comes early on in this book  . You have to be 

a student of marketing.  You need to be market-

ing both offline and online.  You need to be using social sites and branding yourself out there.  

These are crucial growing points for your business if want to prosper. 

First, let’s start at the basic foundation of marketing:  mass marketing.  Most people be-

lieve that they are marketing their business, but in reality they really are not or at least they are 

no doing it well.  Usually, these people send out ten or fifteen post cards a month, place an ad in 

a newspaper, and leave it at that.  That strategy ignores and entire set of marketing tools that are 

at everyone’s disposal, and results in a business that grows at a snail’s pace, if at all.  Earlier, I 

mentioned that roughly 80% of investors quit because they fail to see results quickly.  The ma-

jor reason that their results do not manifest is that they are not marketing their business appro-

priately, and this includes mass marketing. 

Mass marketing is the only way to get the results that you need quickly, and that will 

help you keep your energy level high and your forward momentum going so that you can 

achieve the level of success that you deserve.  The reality is that if you go out and stumble 

around doing a little marketing here and a little marketing there, you will most likely never get 

to where you want to be. 

 Can you all go out and do everything right away?  No. However, I can tell you that you 

need to be doing key things to mass market yourself as soon as you possibly can.  Making of-

fers is the first and most important step.  In the process of mass marketing, you will also be do-

ing mass offers.  Once you have started this process, your phone will ring more than you ever 

thought possible. 
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 Types of Marketing 
 
 

 Let’s talk about some different types of marketing: 
 
Business Cards 
Get business cards and flood the marketplace with them.  Everywhere you go, leave a 

business card.  Leave a business card on the counters at the gas stations, in bathrooms, post 

them on community bulletin boards, put them in all your deals.  One of the things I used to do 

when I went to the bookstore was put my business cards in all the books in the real estate sec-

tion.   So, when people bought those real estate books, they would go home and they would find 

my business card in them.  

Create Birddogs 

A birddog is someone that recommends or advertizes your business.  Birddogs are so 

inexpensive to get going for you, because they can come from a number of different sources.  

They can be your friends, family, realtors, agents, mortgage brokers, your mailman, or your me-

ter man.  There are tons of people that can be birddogs, but they do not know that you need 

them to be your birddog unless you tell them. 
 

Direct Mail 

  Direct mail is, by far, one of the best forms of marketing your business.  However, it 

is also one of the most expensive methods.  There are different approaches to use with direct 

mail, depending on whether you want to reach buyers or sellers, but in general direct mail 

campaigns should be sent to vacant, non-owner occupied properties, expired listings, pro-

bates, free-and-clear properties, people that have owned longer than ten years that are non-

1. Send as many offers as you can.   

2. Create cover letters for every offer.   

3. Brand yourself as the expert in the area.   

4. Dominate social media with your brand 

and who you are.   

5. Let people know what is going on.    

6. Get the newspaper ads out. 

7. Start to direct mail. 

The Marketing Game Plan 

3.1 
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owner occupied, and 90-day late foreclosures.  Direct mail does not work well, however, if 

you do not have a call center number in place where you have a live attendant or you have a 

landing page.  Landing pages will be an important resource for your marketing campaign 

and we will discuss those in more depth later on. 
 

Bandit Signs 

Bandit signs are another really cool way because a bandit sign allows you to display 

information around your target area.  You have to be careful about this, but it can drive a lot 

of traffic to your phone and websites.  These are typically corrugated plastic signs approxi-

mately 18 inches x 24 inches or 24 inches x 30 inches attacked to plastic or wooden stakes.   

You then place them around your target area by roadways where the most people can see 

them.  

Vehicle Signs 

Similar to the bandit signs, vehicle signs are a great way to get your message out, es-

pecially with all of the options that are available today. I would buy vehicle magnetic signs 

and I would put them on every single car I could.  One on my car, my family’s cars, and my 

employees’ cars.   

Automated Deal Maker 

If you have not heard about the Automated Deal Maker, it is, by far, one of the best 

marketing platforms out there.  It allows you to automate your deal making process.  It will 

literally send out hundreds of offers through automation to properties that are on the MLS, 

for-sale-by-owners, REO properties, whatever the case may be.  A few clicks of your mouse 

automate your marketing process for two, three, or four months down the road.  Your 

monthly cost is little to nothing when you compare it to direct mail.  We will talk more 

about that later, as well.  
 

Classified Ads 

About three years ago, classified ads were chock full of real estate investors, but at 

this point in the market, investors are beginning to move away from classified ads as a num-

ber of other options become available.  Paradoxically, this means that the investors who do 

use classified ads have a better chance of success because there are less choices on the page, 

so classified ads can be a good resource for the right investor.  
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Newspapers 
While classified ads are typically found in publications like Pinch-A-Penny, your local 

paper can also be a great resource for you.  You can use a service called NewsVoyager.com to 

see who is advertising in your area. If other ads stay up, then, obviously, the paper is working 

for their business so put yours in there as well.  

Landing Pages 

Landing pages are one-page websites that you can direct customers to.  A common 

feature of these pages is that they usually contain a video that the potential customer can watch 

that details your business and what you can offer them.  Then, they can fill out a form that sends 

you their information.  This type of information gathering can be critical, as it allows you to 

gather a lot of information in a short amount of time and with a minimal amount of work. 

Free Lead Generator 

Our Free Lead Generator, called Feed Demon, is just an amazing piece of technology 

that you can turn on with the click of a mouse and it will start pulling leads almost immediately.  

It is a great way to find motivated buyers and sellers.   With key search words terms like “Must 

Sell,” “Need to Sell,” and “For Sale By Owner;” it will pull those leads into an inbox and all 

you have to do is match them up.  Feed Demon can find a buyer and a seller in the same market.  

All you have to do is put them together.  

Social Branding Optimization 

This is a service that will literally create a brand for you on the web using social me-

dia.  Not only will they brand you, but they also will build all your sites for you on Facebook, 

YouTube, LinkedIn, Twitter, and 

MySpace, they will set them up so 

that can manage all of them through 

just once service. You can update all 

of your social media pages from just 

one page.  It is a one-stop-shop.  It is 

one of the biggest things on the mar-

ket that I have ever seen.  It is huge if 

you are looking for immediate brand-

ing in your business model.   
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So, let’s review what we’ve learned about marketing.  We want to be on social media.  You 

need landing pages.  You need to utilize your local newspapers and place signs, and get your 

friends and family to help get your name out in the market.  In the next section, we are going to 

talk more about who you need to market to.  If you like the idea of what you are seeing on our 

social sites, check out the Resources page at the end of this book to find out more about our So-

cial Branding Optimization package.  This is one of the most exciting and innovative concepts 

in the field for mass marketing right now.  You can build a following of hundreds of thousands 

if you do it correctly.  The key is when a seller is looking for you online; they can go see that 

you are the expert in the marketplace.  They can see that you are out there doing things and 

what you are all about.   

Marketing is an extremely power component of your business, which is why I chose to 

discuss it so early in this book.  You have to understand the process of mass marketing in order 

to succeed in the real estate business.  The sooner you start thinking about your marketing strat-

egy and then begin the process of putting everything we’ve talked about here into play, the 

sooner your business will start down the road to success. 

 

Targeting Your Audience 

 

So, we’ve talked about various methods of mass marketing your business, let’s now 

spend some time on  learning about who you need to market to..  It is important to understand 

that your target audience will change over time..  The market changes constantly, and the best 

plan is to be ready to move with the 

market and be aware of changes in 

the economic environment..  In order 

to do this, however, you will need to 

know more about the different types 

of markets and how to work with 

them, which is what we are going to 

cover in this section.  So, let’s take a 

look at the major target markets: 

 

3.2 
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Real Estate Owned Properties (REOs) 

 REOs are one of the hottest things on the market right.  There are literally thousands of 

them in every town or community you go into.  What is so important to understand about REOs 

is that succeeding in this market really comes down to just knowing how to go after them, what 

to do with them, and how to handle them at each of the three levels of investing. 

REOs are properties that have been taken in by banks because the property owner has 

gone into foreclosure.  So, if you are going after these types of properties, you will need on top 

of your negotiating game.  Can REOs be wholesaled?  Yes, they can be, but you need to be very 

careful.  With REOs you have a very small timeframe for the due diligence period. A due dili-

gence period is the period that you have to determine whether you want to close on that house 

or not.  Once you are clear on that, REOs are the low-lying fruit of the real estate business.   

To go successfully acquire REOs, you need a few components.  You need an agent that 

can pull REO listings for you, so that you can then generate your offers on them.  If you are us-

ing the Automated Deal Maker, you can put these listings into the system and have it send out 

all of your offers for you.  If you are just getting started and you are going after REOs, you will 

need to find an agent that handles REOs regularly to make that a reality.   

There will be some markets out there where REOs are already bided up to a high price.  

The reason for this is that they are in desirable neighborhoods and most lenders are putting 

them on the market at a about a 20% discount already.  It is not because the market is moving 

up.  That is a falsification of market increase, because they are already putting it on there at a 

significant discount.  These types of properties are everywhere, and they are equally as lucrative 

in buy and hold, rehabbing, and wholesaling. You will need to have your buyers ready to go, 

due to the short window for closing.  The other thing you are going to need is some transac-

tional funding to make it work.  If you need transactional funding, you can go to MLSGorilla-

Funding.com. 

If you do not want to use an agent, there is another service you can use:  the REO Gold 

Miner System.  What it does is allow you to set a discount rate, price range, and location. It will 

then go out to all of the banks websites and pull the bank’s inventory of REO properties.  My 

office can give you more information on accessing this tool, if you are interested in it.  
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Expired Listings 

I love expired listings because these properties have stagnated on the market.  No offers 

were made and, at the end of the day, their contract ran out with their agent.  The people who 

own them are probably very angry at their agent right now because their agent could not sell it.  

Their agent probably told them that they needed to drop their price.  The homeowner probably 

did not do it and they just did not want to listen to reason.  Now they are stuck with their house 

again and it is not sold.  Often, they have already moved into another house. 

These are perfect for lease options.  You can move on these properties and negotiate 

with the seller because they have already gone through the turmoil of trying to sell it and you 

can pay them more for their house.  You can give them a lease on the property to close in four 

or five years.  You are helping them, be-

cause now they do not have to worry 

about the payment anymore. They do not 

have to sell at a significant discount like 

they thought they might have to do.  Nine 

times out of ten they could not sell it at a 

discount and that is why they were not 

able to drop the price. If you are inter-

ested in this market, TheRedX.com is a 

very good place to start looking. 

 

Aged Listings 

Aged listings are another great market for investors. These are properties that have been 

on the market longer than the average property, which in our terminology, we call DOM (Days 

on Market).  If a property’s DOM is 60 days and our property has been on the market 90 days, 

we call that an aged listing.  Typically, realtors have contracts for about six months, so aged 

properties are at that phase right between when most houses sell and when their contract ex-

pires.  The owners may be more motivated to sell because the agent said houses move in this 

area at 60 DOM, so they are thinking they are going to sell in 60 days, but then when they hit 

that 60 day mark and have not yet sold they are going to think something is wrong with their 

house.  They need to get rid of it, so you could easily move in and really capitalize on the deal. 
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 Vacant  Properties 
 Vacant properties, like aged properties, can be a gold mine for investors.  These are the 

houses no one wants, no one has the time for, and no one wants to put the time into them.  They 

are really like abandoned properties.  It is a sad thing, but they have a lot of hidden potential.  If 

they are vacant, there are all kinds of things you can bring to the homeowner’s attention.  For 

instance, they could be in violation of the county; they could have all types of violations going 

on.  They could have holes in their windows.  They could have vagrants in the house.  They do 

not want to be sued for any of those things.  And so it is in their best interest to sell the property 

to someone who is interested in using it. 

 

 Non-Owner Occupied (NOO) 

 Non-Owner Occupied simply means that the owner is not living in the house.  They 

could have a renter, but the renter could be trashing the house.  The renter could be abusing the 

property and the owner might not know exactly what is going on. By far, my two favorites are 

vacant and non-owner occupied, because you can get some very good deals with these two 

types of properties, and all they need is a little work. I picked one up not too long ago, in fact.  

It was a $500,000 house I got it for $160,000 because it needed so much work.  An agent would 

not even list the house because of the amount of repairs and rehabbing it needed.  We ended up 

putting about $150,000 into it, but add the numbers up.  It was still a good deal for me. 

 

 Short Sales 

 The short sale business is an extremely lucrative market, although they are not necessar-

ily the way to go if you need quick money, unless you are selling your short sale leads.  Short 

sales, on average, take about six months to generate cash. There is a lot of work involved in 

short sales, a lot of negotiation, mitigations, paperwork, filing, and getting the homeowner to 

agree with you and move forward.  That is the only real downfall of short sales.  There is 

money to be made in it, however, once you have the finances and time to pursue it. 

 

 Probates 

 Probates properties can also be quite lucrative, but, like short saling, they can be time 

consuming.  It is very hard to automate probate investing because you have to go physically 

mailto:support@arespublishing.com�


 

This document is protected by © laws. Do not make copies. You may not copy, forward, or post this document in 
any format. For permissions you will need to contact support@arespublishing.com 

pull the list.  It’s possible to automate the mailing, after finding the listings, however.  You will 

have to deal with all the beneficiaries and the legal process.  There is a lot of money in probates 

because sometimes people inherit properties they do not want, they do not want to pay the taxes 

on it, they do not want to go fix it, and/or they do not want to do anything with it.  They just 

want to get rid of it and you want to be there when they are ready to get rid of it. So, if you can 

learn the process and have the time, probates may be an area you want to consider. 

 

Conclusion 

 So, we have talked about some formats that you might want to consider marketing to: 

REO’s, expired listings, aged listings, vacant, non-owner occupied, short sales, and probates.  If 

you market to these six types of homeowners, you are going to get some leads.  There are more 

types you can look into, such as 90 day late listings.  Non-Owner Occupied, for instance, breaks 

down into multiple categories like rental properties or out-of-state owners.  Another niche that 

we market to could be people who have owned properties for more than ten years.  Somewhere 

between ten and fifteen years is a good time frame.  These are just some of our niches. They are 

all profitable. I highly suggest that you implement those into your business. 

 Motivated sellers are often on the Internet.  In the first part of this chapter, we discussed 

various ways to mass market your business and I cannot stress enough how important the inter-

net is to your success.  Your business needs to be online and you need to be putting your social 

media out there and let people know who you are, how you buy properties, and what you do.  

You also need to be driving people to landing pages.  You need to be posting on forums.  You 

need to be using lead service companies. They will do all the marketing and put the leads in 

your inbox every day.  This is the power of using the Internet. Another great tool is a Lead Gen-

erator. Put these tools into practice through the Internet and connect with your market on a lar-

ger scale. That is the key to successful mass marketing.  
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Negotiating With Sellers 

 

In the last chapter we talked about how to 

mass market and different types of markets 

to gear your marketing towards.  By now, 

you should have an idea of what type of mar-

ket you are interested, what you need to do 

to market to them, and how you want to use 

these deals to build your business.  The next 

step is to learn how to negotiate with sellers 

to get the best deal you can get every time. 

Negotiating with the seller is one of the most important things you will do in your busi-

ness.  Once you are on the phone with a potential seller, you have to be able to take that interac-

tion from a mere lead to a done deal.  The skill is in how you communicate with your client.  It 

is not enough just to say “I want to buy your house.”  You have to understand what the seller’s 

particular needs are. If you can deliver what they want, you stand a much better chance of get-

ting what you want.  Keep that in mind as you read through the following sections. 

 
   

Negotiating After the Offer 

One of the major things that you will have to learn to do is negotiate after an of-

fer has been made.  I personally prefer to make the offer first when following up with a lead.  

We have quite a few programs that help you become better as an investor, but one of the big 

ones is the Automated Deal Maker, also known as MLS Gorilla.  It is designed to mass market 

your business by generating literally hundreds of offers on properties to weed through all the 

non-motivated sellers and to find the sellers that really want to do business with you. 

So, what happens if the lead accepts your offer, but you decide that you would rather not 

buy it at that price?  That is okay, because you at least know they are saying yes, and that means 

that you will have an easier time bringing them to the bargaining table.  In real estate there is 

what is called a “contingency period” in every offer you ever make.  You can also put in special 
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clauses, financial clauses, or escape clauses.  These allow us as investors to re-negotiate if we 

need to.  

 

 

 

 

 

 

 

 

You make a hundred offers and get ten calls out of the hundred offers. 

Out of those ten phone calls, two of them are ready to move forward now.  The 

first thing you do is analyze the deal, look at the rental market, and all other due 

diligence analyses. You look at the deal and, for some reason, you realize that 

this deal really is not a deal.  Let’s say they have it listed for $100,000, but the 

fair market value is only about $90,000 and you based my offer on $100,000.  

You would then need to go back and tell them, “After further research, I realize 

that the fair market value in the area is $90,000.  I based my offer on the 

$100,000 that you were assuming was the market value.  After the research 

has come back, my offer is no good.  So I am going to have to move out of this 

deal and exercise my right to pull out.” 

If you have money in escrow, all you have to do is send in a form called 

Release of Escrow Money and the title company or your attorney will process 

that for you.  However, you could still try to bring them back to the negotiating 

table.  You could say, “Listen, we can stay in this deal if you want us to, but we 

are going to have to renegotiate the price point.”  And there is a good chance 

that they will be willing to discuss it.  It really is that simple! 

Example: Bringing Them Back to the Table 
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 Negotiating Before the Offer 
 

Another option is negotiating before the offer.  If you are negotiating before the of-

fer, it is typically because you have done some type of marketing campaign and in that market-

ing campaign, you have driven people directly to a phone number or a lead page.  When we ne-

gotiate an offer at this point, there are three steps we are going to go through to determine the 

offer price. 
 

   The Information Stage 

 

 For step one, your mission is to gather information.  If you have any of our programs, 

you have one of our forms called the Seller Form.  Our Seller Form gives lists all the questions 

you need to be asking and tells you those questions are important.  In this stage, the purpose is 

to put the seller at ease.  The first time they are on the phone with you, they will be on their 

guard.  This is natural for any first time business interaction, as they are not yet comfortable 

with you and they do not know what to expect. 

The problem is that, if their guard remains up, it may be difficult to get the information 

you need.  So, it is in both you and the seller’s best interest to try to make it as easy as possible 

for the seller to communicate with you by simply asking them questions.  It is always good to 

lead with an open ended question, such as “Can you tell me a little about the house?”  Open 

ended questions force the speaker to talk more about their property, and the more they speak 

with you, the more likely it is they will get comfortable with you.  Also, remember that when 

you are speaking with buyers and sellers, you always refer to the property as a “house” when 

buying, and a “home” when selling. 

Another important concept to keep in mind when you are speaking with a seller is that 

you need to know what motivates them.  This is sometimes referred to as the “pleasure and 

pain” principle.  You need to know why they are selling.  Once you determine the reason, you 

can either attempt to relieve their pain or deliver pleasure.  For instance, if the seller can no 

longer afford their monthly payment, that is the source of their “pain”.  If we take over their 

payment, we are removing their pain.   If they have just accepted another job in another state 

and they need to move, if we buy their house and free them up to move, we are helping them 
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experience “pleasure”, namely the ability to move worry-free.  In step one, as you ask your 

open ended questions, you are gathering information and you are looking for the source of their 

pain or pleasure. 

Next, I would ask them questions like: “Have you done any upgrades to the house since 

you have been there?” and “Your house sounds like a very nice house.  I am curious as to why 

you would sell it?”  These sorts of questions will put them on the defense, and they may feel 

like they need to explain, giving you more opportunity to gauge what their exact need is.  If 

they then say, “Nothing is wrong with the house.  I need to sell my house because of ‘X,’ ‘Y,’ 

or ‘Z.’” “I am moving out of town.” “I can’t afford the payment anymore.”, then you have what 

you were looking for. 

Another thing I may say is, “Can you tell me a little about the price that you are asking?  

What are you trying to get out of the house?”, rather than “How much do you want for the 

house?” If they say, for instance, that they are looking to get $200,000, you then ask them if 

they have an appraisal showing the house is worth that much.  If they do not, you have just dis-

credited that price point for their house.  If you would prefer not to go that route, you can say, 

“What do you think the house is worth?”  Then just continue to ask them questions.  If they are 

moving, you need to become their friend. I never throw out an offer on the first phone call.  I 

never ask them what the lowest they will take on the first phone call. I am just gathering data. 

 Once you have built up rapport with the potential seller, you might then ask for even 

more in depth information, like how quickly they need to sell.  If they say, for instance, that 

they need to be out in sixty days, that is where their “pain” in the deal is.  You can use that to 

dig for the reason that they need to sell so quickly, which may reveal more “pain” to you. Once 

you have all the information you need, you can take control of future conversations.  You may 

say, to John Seller:  “John, it was great talking to you.  What I need to do right now is I need to 

do some more due diligence on your property and figure out 

what the best option is for us to be able to purchase your 

house.  Are you available if I give you a call back Wednes-

day or Thursday? Is morning or afternoon better for you?” 

By setting the next speaking date, you demonstrate control 

and  also establish definite ongoing communicate with 

them.  That is what builds a relationship with the seller.  
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Always Call Them Back 
 
Once you’ve got your information and done your 

research, always call them back.  Your call can go 

something like this, “John, I have got great news! I 

was able to sit down with my partners and study 

your situation, and we have a couple of options for 

you.”  Now, try to find out what they owe on the 

house.  A great way to do that is by saying, “This 

deal sounds like something I can do.  If I was to 

write one check to you and one to your bank, how 

much would I need to make the check out to your bank?”  If the house is worth $100,000 and he 

says it you need to pay the bank about $50,000 then you know there is $50,000 to work with 

which is equity money that will be paid to the seller.  

In Step Two, we know what option we are going with because we were able to get that 

information from him in the first conversation.  If we cannot buy it as a wholesale, then do not 

offer it because they are going to say no and we do not want them saying no on the phone.  You 

need them to keep them saying yes.  Let’s say they could not sell it at a discount. When you call 

them back about the options.  You would say, “We have great news!  One of the ways we buy 

is all cash at a discount, but I’m sorry to say you are probably not going to be able to sell it to us 

at the discount we need.  I do have a couple of other options which allow me to pay you more 

for the property, but it is going to be on a terms program.  I can relieve the debt of the monthly 

payment for you right away.  Does that sound like something you want to hear about?”  Then 

you go on and explain about your programs. 

 

 Sealing the Deal 

In step three we go more in-depth.  Our object is to get them off of a sell price and down 

to their lowest offer.  You have to point out the pain and then deliver the pleasure.  For John 

Seller, you might say: “John, I know that you are trying to get to Texas because you have that 

job over there and you need to sell quickly.  You are not going to be able to make this payment 
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if you go ahead and go to Texas.  I want nothing more than to help you get to Texas to start a 

brand new life by relieving you of this monthly payment.  I really have to talk to you about the 

numbers, though. I know that you are a little bit flexible and I appreciate that, but like I said, we 

are a company that is in this to buy houses and we need to have a little bit of room to make 

profit.  We really need to talk about what it is that you really need for this house.”  John would 

say something like, “I think I could deal with maybe $90,000.”  Then I would say back, “Well 

John that is not what I meant.  I really mean, what do you need out of this house.  What do you 

need to get you to Texas and what do you need to get you across country?  What is that num-

ber?” 

You have got to get them off of the sell price.  It is easier to negotiate equity than it is 

the selling price because if they want $90,000 for the house but here is $40,000 in equity, let’s 

get on the equity. We can negotiate the equity better.  “John, listen, we know right now we are 

at $40,000 and that is what you really need out of the house because the rest goes to the bank.  

However, out of that $40,000, what do you need to get you to Texas if I can get the rest of it to 

you at a later date?”  That is when you start negotiating the equity.  

Step three is the most powerful one because that is when we go into the close of the 

deal.  That is where we negotiate the deal, we get the price point we need, we secure the con-

tract, and we make sure we have negotiated this to the point that they are not going to pull out 

of the deal.  We have got all of our terms in place.  We have all of our payment options in place.  

We have negotiated this thing all the way to escrow and that is when payday comes for us.   

 

I could spend hours and hours and hours on this one topic, as it is a favorite subject of 

mine.  If you are interested in more training on this, you might want to try to attend one of my 

live boot camps where we go into greater depth.  Practice your negotiation technique, and start 

making and negotiating deals.  The best training of all is to actually get out there and do it.  
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Building a Buyer’s List 
 
This chapter is all about building your buy-

ers list.  Everyone wants to sell their proper-

ties quickly, right?  If you can sell your prop-

erties quickly, you spend less time trying to 

chase down buyers while the money pours 

in.  That is where your buyer’s list comes in 

and building one is actually a very easy thing 

to do.  So, first, let’s discuss who we want on 

our buyer’s list.. 

Finding great buyers is paramount to building your buyer’s list.  I like to use a simple 

acronym to help remind me of what to look for: 
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A candidate for your buyer’s list should be good 
at what they do.  B-Class Investors make great 
buyers, because they have experience and know 
what they need. 

 
 

ood 

eady A good candidate for you buyer’s list is ready to buy 
now.  They are constantly looking for deals to buy. 

ager A good candidate for your buyer’s list is eager to close as 
soon as possible.  They don’t want to wait. 

ccountable 
A good candidate for your buyer’s list is 
accountable for their word.  If they tell 
you they are going to close, they will not 
pullout at the last moment. 

imely 
A good candidate for your buyer’s list is timely in 
accepting your offers.  If they tell you that they 
are going to close in fourteen days, then they 
close in fourteen days. 
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 You will likely end up with two buyers lists.  You will have your A-Class Buyers and 

your B-Class Buyers.  Sometimes you may even have a C-Class Buyer or two.  Your A-Buyers 

List will be a small amount of buyers who you know will close every single time if they do not 

already have a deal in place.  Your B-Buyers will be everyone else that is in the game.  They 

want to buy, but they do not always act quick enough to buy.  You always want to concentrat-

ing on the A-Class and the B-Class because you can convert B’s into A’s quickly by grooming 

them. 

 

Free Ways to Find Buyers 

 

 There are a number of free ways that you can find buyers to populate your lists:  
 

Surfing Newspapers                                    

One time-honored way to find buyers is surfing newspaper ads.  Look for the “We 

Buy Houses” guys and the “I Buy Houses” guys.  Another technique is going through 

your newspaper and looking for the rental ads.  If there are a lot of property management com-

panies, you need to call them.   Those are people who own rental properties.  You could be in a 

position to call them up and ask them if they are looking for any more properties at a discount. 
 

Social Group Sites 

Other good places are the social group sites.  As we talked about in earlier chapters, 

social media is an invaluable resource for building your business.  If you go to sites 

like MSN.Groups.com, AOL.Groups.com, Yahoo.Groups.com, Google.Groups.com, and 

MySpace.Groups.com, you search for groups that are real estate orientated.  Become a member 

of these sites, as they often have large numbers of members, each of which can become a poten-

tial resource to you.   
 

Social Branding Optimization 

Another great way to find buyers for free is utilizing social media through Social 

Branding Optimization.  Using Twitter, you can pull every real estate investor that you 

have in your area.  You can then friend them, and start tweeting your properties to them.  The 
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next thing you know, you have a new buyer in your buyers list.  Facebook, YouTube, MySpace, 

and Twitter are incredible sites.  There is also LinkedIn, which is all about professionals who 

have money to invest.  They are just not currently investing with it.  They have not found the 

deal and you are the person they are looking for.   

 

 

Paid Ways to Find Buyers 

While finding buyers through free services is extremely beneficial, sometimes 

markets may require you to use different types of paid methods to find buyers: 
 

  Pay Per Click 

One good paid method to finding buyers are using things like Pay Per Click online 

ads.  This is something that we teach in-depth at our training academy boot camps.  You can 

geographically target your ads on Google, so that you are reaching potential buyers in your area 

of interest, and you are then billed for every click on your ad.   
 

Ads 

You can pay to put ads in newspapers, radio, or even television.  You will want to put 

out ads like “Greatest Deals in Town” or “Need to Sell Quickly with Equity and Cash Flow.”  

Other good ads are: “Investment Company Is Liquidating All Assets” or “Need to Sell 

Quickly.”  These are the types of ads that get investors to come back to you and want to do 

business with you. 
 

Direct Mail 

Direct mail, as we mentioned in the chapter on Marketing, is another immensely bene-

ficial tactic.  You can go to a list provider and get a list that you can start mailing to.  There are 

service and list companies out there and you can automate this entire process.  We have a whole 

mini course just on this alone.  It is called ‘Building an Instant Buyers List Overnight.’  I can 

show you that with a click of a mouse, you can bring me a property.  It also shows you how to 

pull every landlord buyer in that area that is buying houses where yours is, and how we can flip 

that house. 
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Building your buyers list is one of the things that you have to have in place to be successful in 

this business. If you are doing wholesaling or lease options, you can still use those same tech-

niques to build a renters list.  If you are in the buy and hold game or the rehabbing business you 

need to know how to build a buyers list. I used to give my properties to my agent and tell him, 

“Go ahead and sell this.” Then, I realized I could sell my houses faster than my agent.  I still use 

the agent to put it on the MLS and I still give him a percentage of the commission if I sell it on 

my own, but I do not pay him out for commission if I am doing my own work with my own 

buyers. We have a little contest going to see who can sell first, but 80% of the time I win. It fun, 

because it is a challenge and there is money on the line, right?  Use tricks like that to motivate 

yourself.  Drive home those buyers, get your mailings out to them, and get them to your landing 

pages.  
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Setting Up Your Business 

 
This is one  thing that you may have over-

looked in the past, either because you are just 

getting started or it’s one of those very simple 

things that are easy to overlook.  Setting up 

your business mindfully, however, is funda-

mentally important to your success.  We are 

going to take you through what you need to 

have in place, what type of business systems, 

and the training.  It is important that you un-

derstand that there are certain things about the 

business, the tools, the assets, and the re-

sources that you absolutely must have in place 

before you can really begin to grow, because you need that strong foundation to support your 

infrastructure down the road. 

 So many people get started in their business without considering all the things they need 

to have in place to be successful as a real estate investor.  I can tell you this, all the things we 

have covered so far will get you started, but if you do not have your resources in place to handle 

the business, you will not get very far. You not only need to know the direction you are going 

to grow, but you need to actually grow in that direction.  You need to have the resources and 

tools around you that allow you to grow in that direction.  That is what is most important when 

setting up your business. 

 I like to use the term ‘Virtual Investor’ for what I do, because I do more business online 

from home than I do driving around in a car knocking on doors to see how many deals are out 

there. As you are now learning the virtual investor technique through this book, you will need 

virtual strategies to help run your business.. So, let’s take a look at some of the resources you 

will need to set up your business as a virtual investor. 
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What do you need? 
 
 

Landing Pages  

 As previously discussed, landing pages are an invaluable resource.  They automate the 

process of gathering potential client information, and so they really are the conduit through 

which a lot of your buyers can get to you.  It is therefore important to make sure that the pages 

contain enough information to interest the buyer, and a reliable method of submitting form in-

formation to populate your lists. 

 

Autoresponders 

 Another thing that you will need is an autoresponder.  An autoresponer is series of auto-

mated e-mails that you can schedule ahead of time to go out at certain points.  You can even set 

sequences of e-mails to go out in a specific order.  So, you can schedule an e-mail sequence to 

send one e-mail on Day 1 of your interaction with a buyer, and then another e-mail to go out 

fourteen days later automatically.  Autoresponders keep up with your lists, so the people on 

your lists are constantly aware of what your are doing. It can send out information about any of 

your company’s latest enterprises or products.  You will be educating sellers as well as promot-

ing your business.  If a seller does not want to sell today, then you can set up an autoresponder 

sequence that keeps you engaged with the seller until they are ready to sell. 

 

Office Equipment 

 Obviously, if you are going to be a virtual investor, you will need a com-

puter.  And since you will probably be very mobile, and you may need to work 

with several computers, you will need services such as Google Docs and Google 

Talk that allow you to work between multiple computers easily.  You will proba-

bly want to use LogMeIn or a similar service so that you can access your main 

computer from anywhere. 
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You will also need fax capability and there are several good services online, such as MyFax or 

eFax that can help you with that.  Since you will be receiving many calls, you will need to look 

into services that collect your voicemails and send you e-mail notifications.  Lastly, I highly 

recommend that you find a mobile device, like a PDA or a smart phone, that works well for you 

needs.  It makes working while on the go much easier. 

 Acquire office equipment according to your need.  When you first get started, you may 

not need a fancy CRM software package or dedicated office space.  As your business grows, 

reinvest your capital into your business and acquire office equipment that will help you achieve 

your goals gradually. 

 

Budget Your Money 

 I cannot stress enough how important this is.  You have to treat your business like a 

business, rather than a hobby.  You need to make a budget and stay within your means.  When I 

first started, I had a monthly budget of $200 for all of my business needs.  Even a small budget 

can work for you, you just need to be smart, creative, and remember to stay within budget. 

 

Time Management 

 Time management can be a major problem for people in the modern world.  Our society 

comes with a lot of distractions and everyone these days is pressed for time.  Multitasking can 

seem like a benefit, but in actual practice, the more you try to take on at once, the less produc-

tive you are.   You need to learn to budget your time, just as budget your money.  Look for 

ways to make your work more efficient.  When you are at work, be at work and do not allow 

yourself to get distracted from your main focus, which is building your business and making 

money.  When you budget your time and your business is running smoothly, it is no longer 

really “work”.  You have the opportunity to do something you are passionate about, which is 

investing, and so you owe it to yourself to do it as well as you possibly can. 

 

 Sometimes the process of setting up a business can seem boring.  Everyone wants to 

jump right in and start the exciting part of the business, which the actual investing.  It is impor-

tant to remember, however, that your foundation is the bedrock on which the success of your 

business rests.  If you do not have a solid foundation and spend time making sure that you build 
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your business mindfully, then you will waste time playing catch up and wasted time is wasted 

money.  Make sure that you have the tools you need to work efficiently, stay in budget, and 

budget your time.  Make sure your lines of communication are open and easy to use, because at 

the end of the day when a client comes to you, you need to look like you are on top of your pro-

fessional game. 
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Analyzing the Deal 
 
For this chapter, we are going to be talk-

ing about how to analyzing deals.   This 

is how we determine if we can make 

money off of our leads. Also, under-

stand that there are multiple ways to 

analyze every single deal to maximize 

your profit potential on each deal.  

We’re going to learn about that process 

here. 

 

 

The Three Question Test 

When analyzing the deal, you have to ask three important questions.  I call this the 

Three Question Test.  This is how you are going to determine whether or not the property is in 

play. 

Question One:  Does it cash flow?   

Question Two:  Can I wholesale it?   

Question Three:  Can I retail it?  

If it cash flows, then you can either buy it yourself or find a landlord who might be in-

terested in the property.  We learned how to find landlords in the Building Your Buyers List 

chapter.  If it wholesales at a significant discount, you could buy it to quick turn it.  You could 

sell it to a rehabber who would rehab it and quick turn it, also.  You could also sell it to another 

investor or co-wholesaler.  There are many options with wholesaling.  If the market has a lot of 

first time homebuyers, you can retail the property. That means you have the opportunity to get 

rid of this house at a retail price. You could pay more for the property because my buyer pool is 

paying more.  

The Three Question Test breaks down to this simple maxim: Do not move forward if 
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you only answer yes to one of the questions.  If you only have one yes out of three, then it is not 

a good deal.  If you have two yeses out of the three, you may have something to work with.  If 

you have three yeses out of the three, it’s a good deal and you should jump on it. 

 

Four Ways to Exit Every Deal 

 

 When we are looking at a deal, we have to know exactly how we are going to get out of 

the deal.  The four ways to exit every deal are: 

 

 Wholesaling  

 Lease Option 

 Rehabbing 

 Buy and Hold 

 

Sound familiar?  Those are our Four Profit Centers from earlier.  We are reiterating them here 

because these four methods determine how we are going to analyze our deals.  When we ana-

lyze the deal, the profits come out at the price point.   It is going to determine which way we are 

going to go with the deal.  We can adjust the price we are going to offer on the house based on 

which exit we are going to take.   

 
 

Running the Numbers 

 

 We can run the numbers as a wholesaler, lease option, buy-and-hold, or a fix-and-flip.  

When you have wholesaling a deal, for instance, there are several things that you must consider 

as part of your due diligence.  We have forms for our own business, that we also now our stu-

dents, that help us analyze our deals.  You just stick the numbers in there and it will literally say 

“No Deal” or “Deal.”  That is how easy it can be.  So, let’s look at how to analyze our four 

types of deals. 
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Wholesale Deal 

 If you are considering a wholesale deal, 

you first have to determine whether or not you 

going to be able to wholesale the property.  At 

our academy, we teach how to wholesale 95% 

value homes.  I am not going to teach you the 

math because we save that for the boot camp, but 

I can share with you how you run the numbers 

on a true wholesale deal.   

 Let’s say our property is worth $100,000 and you have to sell it to an investor who typi-

cally wants a 30% discount.  That means you have to subtract a 30% discount right off the top.  

If you have a $100,000 market, you are going to subtract 30% right off of the top of that.  Then 

you have to subtract your rehab costs off of that.  Then you have to subtract your profits from 

that and then what left over is what we call your strike price which is your max offer allowed on 

that deal.   

 So, when you subtract the 30% discount, you have $70,000 on a $100,000 house.  If it is 

$10,000 to fix up, that puts us at $60,000.  If you want to make $5,000 that puts you at $55,000 

as your maximum offer price on that deal.   

 

Lease Option Deal 

 A lease option is slightly different, because when we evaluate a lease option, we are 

looking at a few different factors.  You are going to have to pay them per month for that prop-

erty.  You negotiate the lease option based upon that number.  Typically, we try to take over the 

mortgage payment.  Let’s say the mortgage payment is $1,300 a month.  You need to know 

what the rental market is first.  The reason that is important is because if that rental market is 

$1,000, it is likely you are going to have a negative cash flow in that property.  You do not want 

to do that unless you can obtain the negative because the profits are greater on the back end.   

 An example would be if the fair market value is $225,000 and they will let you take the 

lease at $120,000, I know I am going to make $100,000 on the deal.  Then, of course, I am go-

ing to carry that negative cash flow until it is time for them to purchase the house.  That is what 

our Lease Option Evaluation Worksheet is all about.  It breaks it down in one year, two years, 
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three years, four years, and five years.  It tells you what your profits are on the cash flow, option 

money, on the sale, and it gives you a profit amount at the end of the day.  They are just a little 

more tricky to evaluate when you are dealing with lease options, buy- and-hold, and fix-and-

flips.   

 

Buy and Hold Deal  

 Buy and Hold is very simple to analyze.   Does it cash flow?  What is your return on in-

vestment?  Typically, I prefer a 10% or higher ROI (Return On Investment).  I want to make 

sure that I am going to retain my investment back within ten years.  So let’s look at that.  I pay 

$40,000 and I can rent out for $375 per month.  If I multiply the monthly payment by 12 

months it is $4,500 a year.  The $4,500 multiplied by 10 years means I am doing well. I am 

making $45,000.  If I take that ratio, that is an 11% cap.  Therefore, I am at an 11% ROI and 

that is me paying cash for the house.  If you were not paying cash for the house, that would be 

even better but you will not make as much cash flow.  You have to determine all of that and that 

is what our evaluator worksheet is for. 

 

Fix and Flip Deal 

 Fix and flip requires a lot of experience to pull off, and so it is not for the beginner in-

vestor. You need to be focused in on getting your income coming in through other avenues first, 

and then attempt to fix and flip.  I am only telling you this because I do not want you to go out 

and get burned.  You can work your way into fix and flips.  They have great potential for re-

turns, but they come with a larger amount of risk.  I encourage you to concentrate on the whole-

saling and the lease options to get started.  Once you are ready, we have some great worksheets 

that will evaluate all of that for you, and you will be able to knock it out of the park.   

  

 Once you have the deal in play, focus on your analysis.  Our quick evaluation sheets al-

low us to evaluate quickly and then move on to closing the deal.  When considering your deals, 

do not forget the ‘Three Question Test’ and how we run the numbers. All of these tools will 

help you make the best decisions for your business.  

mailto:support@arespublishing.com�


 

This document is protected by © laws. Do not make copies. You may not copy, forward, or post this document in 
any format. For permissions you will need to contact support@arespublishing.com 

 

Wholesaling 
 

I want to talk to you more now about the 

meat and potatoes of wholesaling proper-

ties.  How does wholesaling actually work?  

In previous chapters, we discussed how 

wholesaling can help power your business, 

and in this chapter I’m going to share with 

you some of the most beneficial principels 

on wholesaling that I’ve learned over the 

years. 

 
 

Four Keys to Success 

There are four keys to success with all wholesaling systems: 

 

Knowledge  

 The first key is knowledge.   You need to spend time educating yourself about your busi-

ness and your markets.  Do not just run out there and start trying to make a million dollars in 

real estate, without knowing more about the process first.  It is important that you have the 

knowledge base, the education, and the knowhow to achieve the different things that you want 

to do.  For instance, if you want to be a great wholesaler, then you need to first learn the practi-

cal process of wholesaling, how to be in the right position at the right time, and how to know 

what contract to use.   

 In addition to educating yourself, you need practical experience.  You may have read 

fifteen books on how to be a great wholesaler and, while education is a wonderful first step, you 

may still not have the practical experience with wholesaling to pull off a deal comfortably and 

well.  Experience means that you know what to do in real world situations to implement your 

goals.  We have been carrying you through how to market, who to market to, and building your 

buyers list.  We have been taking you through these step-by-step so you have the first steps to 

go out there, build experience, and start to run a successful business.  Obviously, I cannot give 
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you all the information from my four day academy and video modules in this book, but you 

should by now have some valuable starting information.  I would also encourage you to attend 

one of our academies as a means to gaining more experience and comfort with your business.   

 

Resources  

 The next thing that you need is resources.  Resources are the main hard barrier that pre-

vents most people from entering into any business.  They feel that, because they do not have 

much in the way of resources, they cannot succeed.  The good news is that you do not need 

money to buy houses and you do not need credit to buy houses, if you are starting your business 

by retailing. You will need some resources, however.  You will need equipment, such as your 

computer to help you analyze deals and your phones and faxes to help you communicate.  You 

also need to be able to know where to get your contracts, where to get your assignment con-

tracts, and where to get your LOI’s.  These are the types of resources you are going to need in 

your arsenal as you move forward. 

 

People 

 After resources, you will need people.  People are the business, or I should say the busi-

ness is the people.  Either way your business is surrounded and represented by the people who 

work for it.  Who are your people?  Well, they are the business professionals in your area.  They 

are your power team.  They are your attorneys, title companies, mortgage brokers, and real es-

tate agents.  You need to build the mindset of a strong power team around you so that you can 

establish a solid and coherent business plan around you. Building your power team is easier 

than most people make it out be.  Be persistent, knowledgeable, and confident and people will 

want to work with you.   

 

Take Action to Create Success 

 So, now that you have your education, your experience, and your team, the last of the 

four keys is obvious: it’s time to take action.  You can have all the books, all the tools, all the 

right people around you, but if you never implement your plan, you will never achieve your 

goals.  There are so many things in life that we want to achieve but at the end of the day, some 

people fail to get off the couch and do anything.  They lose focus or maybe they lose the belief 
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that they can succeed, and so they never implement their ideas.   

 Over the years I have taught and I have coached people all over the country.  I think the 

one thing that separates winners from losers, more than anything that I have ran across, is that 

winners take action.  They simply get up and get it done.  That is what I have noticed in all my 

times of teaching and educating people.  Nothing stops a winner until they reach their goal.  

When I was getting started in this, remember I started with $200 a month in a marketing budget, 

I was determined to make this work.  I was up bright and early every morning working on my 

business before I went off to my job.  When I got off my job, I would come home and I would 

work and work and work all night long.  Taking action can be a lot of work, but it is the only 

way to get where you deserve to be.  

 

 

 

 

 

 

 

 

 

 

 

Basic Wholesaling in Three Steps 

There are three steps to the basics wholesaling that will help you get started in the 

business: 

  Building Lists  

 

 For this step, it is important to understand that we are doing two things: we are building 

a list of buyers and we are building a list of sellers.  It is important that you have landing pages 

and things of that nature in place as tools at your disposal.  Landing pages will collect informa-

tion for your lists automatically.  You want to be focused in on that, as it is a huge time saver.  

The buyers in the buyers list that I build are landlords.  I have landlord buyers because they 

know the game plan.  They know they are in this for the long haul.  They know they are in this 
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for however many years down the road, and they are going to pay today because we are whole-

saling at a discount.   

 Other types of buyers may not be in the long-term game.  They may be in the cash flow 

market.  Cash buyers are nice, do not get me wrong.  I love dealing with a cash buyer; however, 

a landlord buyer can be a cash buyer also.  Sometimes there are not as many cash buyers as 

there are landlords because they do not all have as much capital as we would like for them to 

have.   It is still a good resource.  So, remember, step one in the basics is that you have to re-

member you are building a list of buyers and you are building a list of sellers on an on-going 

basis.   
 

  Contracts and Offers 
 

 Step two is about contracts and offers.  Making offers is the most important thing about 

wholesaling.  If you make no offers, you will make no deals, and therefore you will make no 

money.  This business is a numbers game.  It is all about how many offers you get out there, 

how many responses you can get back, and how many deals can you close.  More offers equals 

more deals which equal more money.  More offers, more deals, more money.  It is really that 

simple.  I cannot express it enough.  If we are building buyers lists and we are building sellers 

lists, the only way for us to be able to wholesale a deal is to make an offer.  We have to put a 

contract in on it, a Letter of Intent (LOI) on it, or an option on it.  We have to put something on 

that property that the seller is selling so that we can control that property.  We have to control 

that property so we can assign it to the new buyer.   
 

  Assign the Contract 
 

 Once you have a contract, you have to assign the contract.  We have to now put some-

one in place and give them the rights to the contract we just wrote up.  We are always in mar-

kets looking around for the best way to go after real estate.  I am going to tell you that in the 

wholesaling business, your best markets to be looking for are going to have ratios of 50% own-

ers and 50% renters. That information can be accessed on sites like Zillow.com and Cyber-

Homes.com.  Once we start making our offers and getting contracts within our markets, we can 

assign them to landlords in those markets.  
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  Controlling Paperwork 

Let’s talk about controlling the paperwork and controlling properties.  It is really all 

about controlling the paperwork.  

 

Letter of Intent (LOI) 

  The Letter of Intent is, by far, the best thing to use.  I have been using it for years and I 

still use it to this day.  I will always use it because it is non-binding.  What does that mean to 

you?  That means you can send out thousands of LOI’s and they do not bind you to anything.  It 

is just saying, “Here is my intent to purchase.  Are you interested?  If you are, let’s do busi-

ness.”  The LOI initiates the negotiation process.  If I send a thousand LOI’s out, I am probably 

going to get twenty or so phone calls back from people who are going to accept my intent to 

purchase and write up a contract.  Or they are going to want to counter my intent to purchase.  

That is an excellent tool to have in your arsenal.  

 

Purchase Agreement  

 The is the next stage, once the LOI goes out and people want to play ball, is the Pur-

chase Agreement.  A Purchase Agreement is basically a legal agreement that states we are go-

ing to do ‘as follows.’  The contract states the price that we are willing to pay, what our terms 

are, what our inspection periods are, and so forth.  That way there is neutral playing ground be-

tween us and the seller.  I will tell you that the person that controls the paperwork controls the 

deal.  That is the bottom line.  Every-

thing on the Purchase Agreement is 

negotiable.  Remember, you can ne-

gotiate anything on that Purchase 

Agreement whether it is how many 

days you have to close, who pays 

what of escrow, who pays inspec-

tions, or whatever the case may be.  

You can negotiate the contract; noth-

ing is permanent.   
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Details 

 Another thing you can do is put details in your contracts about your deposits such as 

your deposit is fully refundable.  If you do not execute the right to close on the contract, your 

deposts are refundable for ten days.  They go hard on the eleventh day.  You can always negoti-

ate deposits.   

 

Assignable   

 You can also make contracts assignable.  How do you do that?  All contracts are  fully 

assignable unless otherwise stated.  A lot of people do not understand that and do  not know that 

much about contract law.  So, it is up to you to put it in that contract.  You will want to put 

something like “This contact is fully assignable.”  You can also write,  “Buyer reserves the 

right to take title in name or entity of choice.”  That will help you  also.  

 The assignment is just that.  It is the last stage you want to talk about because it  is 

where you are going to assign that contract over to another buyer.  If you have our assignment, 

it will say something like this:  “Zack Childress is in a contract with ‘John  Smith’ for property 

located at ‘123 Main Street.’  Zack Childress is assigning his rights to that contract dated 

(whatever date you had on that contact) to the new buyer ‘Mike Brown’ for an assignment fee 

of $10,000.  With a $5,000 deposit to be paid that is nonrefundable after a three day period.”   

 What that means is I am giving the buyer three days. I am saying you have three  days 

and I am going to take $5,000.  I always take half up front, but you have three days to make 

your mind up.  Are you going to close or not in three days? If you are going to close, great!  I 

am keeping the money after three days, but if you tell me within the three  days that you do not 

want to close, I will give the money back.  That is why it is important to have a non-refundable 

clause in your contacts.  Give them a deadline.  I do not believe in just doing non-refundable 

without a timeline.  We always give them some type of period that they can refund their pay-

ments.   

 

Contingencies  

 

You can always negotiate your inspection period.  Typically, if we are dealing with homeown-

ers, our inspection period is the same length as our closing period.  You can have any type of 
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contingency in there.  One of our contingencies that we have when we are dealing with a home-

owner is an extension clause.  We have a contingency that says something like, “Extension 

Clause:  Buyer has the right to extend this contract for a two-week period based on financing.”  

That is saying if we do not get our money, we can extend it for two more weeks.  That is some-

thing you should always pay attention to when you are dealing with a contract.   

 

  Closing the Deal 

Let’s talk about the closing, the title companies, and what is in the file.  It is impor-

tant that you start to research your title companies.  You need to start going around to the title 

companies and ask them questions, such as: “Do you work with investors?”  “Do you do a lot 

of investor transactions?”  “Do you close short sale transactions?”  “Do you work with assign-

ment agreements?”  “Have you ever completed a demand of funds?”  “Do you work with trans-

actional funding?”  It is important to know the answers to these questions for later.   

 Sometimes they may say that they are not sure.  One of the best things that you can do is 

take your agreements that you have either gotten on your own or through one of our resource 

files, and print out your documents.  Print out your assignment agreement, print out your de-

mand of funds, print out whatever it is that you are going to be using in their office and take it 

to them.  Ask them to review your items and make sure they can do it in their office.  

 What that does is it allows you to get a free look from a real estate attorney because that 

is who they are going to take it to for review so they can tell you if you need to change some-

thing for that state, that county, or that city.  Basically, you did not have to pay an attorney.  The 

demand of funds is something that we teach at the academy.  It is how to get paid out of escrow 

when you are doing wholesale deals.    

 

What is in the File? 

 What is in the file is important because this is really your platform or your upkeep so 

you know what is going on, when it is going on, how it is going on, etc.  What that means for 

you is that inside that file you should have all your contact information, the buyer’s informa-

tion, the seller’s information, the closing date that you have to close on the property, the Pur-

chase and Sales Agreement, the Assignment Agreement, and copies of any deposit checks that 
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were paid. It is very important you put that in there.  You also want to have the title company’s 

name, your representative’s name, or even attorney information.  The title companies love this!  

When you are going to the closing just bring them that file and say, “All the information I have 

on this deal is in here.”  Just let them know you want it back when the closing is over so you 

can then file it in your filing cabinet.   

 

 That is the wholesaling system.  I have taken you through the key success steps to the 

basics, the contract, and the closing.  With this information, you should have a good start on 

your own wholesaling technique. 
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Virtual Assistants &  
Outsourcing 

 
With the boom in global communications 

technology, outsourcing is on the rise and 

you, too, can take advantage of the bene-

fits.  If you rely upon yourself only, you 

can only grow to the point of what you can 

do yourself.  It is important to understand 

that you are the CEO of your business, not 

just an employee.  And once you under-

stand that, you will probably realize that you will eventually need help to grow your business. 

 I highly suggest that you use a virtual assistant to start outsourcing your business as 

much as possible.  All of the research that you do analyzing a deal can be done by a VA.  They 

can help you put the file together for a wholesaling deal.  They can also help you market online 

and manage your social media.  They can help you begin step one of the negotiation process, as 

we discussed in earlier chapters, and gather information so that you can follow up later.  These 

are some things that I highly suggest you use a VA for.  It is, by far, one of the easiest and fast-

est ways to get someone helping you in your business and start growing your business to suc-

cess.  That is really what it is all about.  It is about taking you to a whole other level in real es-

tate investing.  So, let’s discuss some important points about using a VA. 

 

Finding and Hiring a Virtual Assistant 

The first question we should ask is when is the right time to look into finding a VA 

for your business?  The right time for your VA is now.  If you are managing a growing busi-

ness, then you cannot afford not to have a good VA working for you.  The reason for this is that 

you can get so much more done with help than you can by yourself.  VAs come from a variety 

of different backgrounds and locations, and it does not matter where your VA is because a VA 

is nothing more than someone who has the skill sets to do the job at hand.  They just do not 

work in your office. 
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This second question would be, then, where do we find a VA that is compatible with our 

business? There are so many resources out there.  One is GetAFreeLancer.com and another one 

is ODesk.com.  ODesk.com is probably one of the best ones out there, in my opinion, because it 

allows you to be able to monitor and manage your VA’s in a very systematic order.  You can 

see work that is being done by them.  You can build a team through ODesk.com and you can 

handle your payroll through ODesk.com.  This allows you to find the people and the compo-

nents that are going to work for your business model in an efficient and timely fashion. 

You can also go to Craiglist and hire a VA.  Go through the resume process and then set 

up a Paypal account.  That is how I got started. When we talk about a VA’s, the things that they 

can do is really unlimited.  They can handle all of your script calling, they can do all of your 

market research, they can actually log in to some of your other resources and technology, and 

they can put those into place.  They can do a lot of stuff for you.   
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One of the things I hear from our students all the time is that they just do not know what to 

teach them or they do not know what to train them on or how to get them moving.  Because of 

this, REI Success Training has a whole virtual assistant training platform called the Virtual 

Assistants Training System.  It covers the entire backend platform and allows your VAs to 

analyze the deal right inside the system.  They can add their leads into the backend so your 

leads from the VAs are collected in one place, in addition to many other valuable utilities.  

They have their own logins and training modules that teach them all the different components 

of real estate investing, working with your business, and the things that they need to have in 

place to be able to make that stuff work.   

 

Use your VA Handbook.  Some of you may already have this.  This is not the Virtual Assis-

tant Training System.  This is a handbook on training your virtual assistant about how to find 

motivated sellers.  You basically put all of your company’s information in it and send it to 

your VAs.  It tells them exactly what websites to go to so they can find deals, how they are 

going to be paid, when they are going to be paid,  and what skill sets they need to have in 

place to work with you.  You also have the ability to send them the VA book that tells them 

exactly what to say and when to say it.  It is a huge resource for you as you move forward 

with your investing business because it allows the VA to start to understand what it is that you 

do.  One of the things that you should do when interviewing a VA is you should always have 

them research you.  Then they get a better idea of who you are.    

mailto:support@arespublishing.com�


 

This document is protected by © laws. Do not make copies. You may not copy, forward, or post this document in 
any format. For permissions you will need to contact support@arespublishing.com 

 

Training Your Virtual Assistants 
 
When you are training your VA, there are some things that you will want to keep in 

mind.  You need to have your VA on the same mindset as you when it comes to what you are 

looking for.  They need to be very clear on how many leads you want from them a day.  Give 

them a quota.  Tell them, “Hey, I want five to ten leads per day” or whatever you want the 

quota to be, and hold them accountable for those leads. Let them know that you do not want any 

leads from a realtor and you do not want any listed properties.  Let them know you are only 

looking for motivated sellers.   

For instance, if you are paying your VA’s $2.00 an hour (it is possible to find VAs over-

seas that can work full time at this price) and your quota is ten leads per day, for every lead they 

are short from your quota that you set, you take $.50 cents off of their pay.  So, if they only sent 

eight leads and your quota was ten, you are going to take off $1 off their hourly pay.  You are 

only going to pay them $8 for that day.  Imagine if you made $15 an hour and your pay was cut 

in half for one day.  You would definitely want to work harder! 

The other thing that we teach them is when you want those leads sent to you.  I want my 

leads on Monday, Wednesday, and Friday which means they need to work on Sunday, Tuesday, 

and Thursday.  Also, you need to be clear with their time blocks.  This means, do not go find a 

property and then research and then find another property and then research.  Tell them to find 

all the properties first then research them and then prescreen them.  I would highly recommend 

that you have some type of website or a lead page that the VA’s can go to and put in your 

seller’s information.    
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 One tool you may be interested in to help your VAs is the Automated Lead Finder.  A 

lot of what we train our VA’s do is obviously included as part of our particular training system.  

If you are just getting started, you could use Craigslist.  You could use GetAFreelancer.com 

you could use ODesk.com.  These two are management companies; whereas, Craigslist is not.  

You can find a VA for $2 or $4 an hour and they are going to be highly qualified people.  When 

you are searching for a VA, search for one that has real estate experience.  Search for one that 

has telemarketing experience.  Search for one that has administrative experience.  These types 

of searches will help you narrow down finding a great fit for your team.  

 You want to be very clear with them on how you want them to work with you.  You 

want to be very clear on telling them to go research you and what you do, how you help the 

community, how you help investors find deals, and how you help homeowners.  I also like to do 

a Q&A call with them.  A Q&A is where we spend some time with them on the phone just go-

ing back and forth on a Q&A session.  I act like I am the homeowner and they are asking me 

the questions.  The reason I do this is because I want to see how well they speak English so I 

can determine if I am going to let them be one of the pre-screeners that are calling the home-

owners.   
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In Closing… 
 
 After reading this book, you should now have all the tools you need to start making your 

business work.  Check out our Resources page to find out more information on all of the re-

sources and tools we talked about throughout these chapters.  I want to be there for you. I want 

to support you and I want to help you.  This is Zack Childress and I am with REI Success 

Training.  It has been a pleasure giving you this roadmap.  I am excited, and I am so fortunate to 

be one of your teachers, one of your mentors, and to help you get to that next level of success in 

real estate.  We are here for your success!  

 

 

In Closing 
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Resources  
 

 

Get in touch and stay in touch!  

support@AutomatedRealEstateSystems.com  

Facebook.com/zackchildress  

Myspace.com/zack_childress  

Twitter.com/zackchildress  

ZackChildress.com  

 

Get Your Business Booming!  

SocialBrandingOptimization.com  

REILandingPages.com  

 

Leads and More Leads!  

TheRedX.com  

PropertyLeadsNow.com (Discount Code: Z2895C11) 

AutomatedLeadFinder.com  

 

Buyers & Funding!  

InstantBuyersNow.com  

MLSGorillaFunding.com  

 

Want More Training (FREE!)?  

REISuccessCoaching.com  

    Resources 
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