
ACQUISITIONS & 
WHOLESALING BOOTCAMP



Acquisitions & Wholesaling Bootcamp

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Acquisition 
System 
STEP 3

Leveraging 
Artificial 

Intelligence

Marketing Systems BootcampCode of Honor

1.	Reduce	Distrac/ons	
2.	Think	BIG	Picture!	
3.	Leverage	our	Virtual	Booths	
4.	Ques+on	Sessions	(systems)	
5.	Have	Fun	&	PARTICIPATE!
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Agenda: Commercial Real Estate Educational ProcessCone of Learning

Get the Most out of Today

Interact with the 
Speaker 

Fill in the 
(_____)

Have fun with  
the exercises

Income

Expenses

Assets Liabilities

Working for Money Money Working for You

• Working Income

• Living Expenses
• Liability debts

• House 
payment

• Car loan
• Consumer 

debt

Income

Expenses

Assets Liabilities

$$

• Mortgage
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Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Excitement

Agenda: Commercial Real Estate Educational Process

WHERE DOES WHOLESALING 
FIT INTO YOUR 

INVESTING STRATEGY?

Active Income

Passive Income

Life Long Wealth

Progression of a RE Investor
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Agenda: Commercial Real Estate Educational ProcessMinimal Time

Agenda: Commercial Real Estate Educational ProcessLittle Capital Needed

Agenda: Commercial Real Estate Educational ProcessFast Transactions
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Agenda: Commercial Real Estate Educational ProcessRe-Invest Profits in Long Term Deals

Agenda: Commercial Real Estate Educational ProcessExercise: ROI from your Current Job

Annual Earnings Per Hour
$50,000 $24

$100,000 $48
$200,000 $96
$300,000 $144

Agenda: Commercial Real Estate Educational ProcessAvoiding Grey Areas

Lack of Intent Lack of Transparency

Buyers LendersAgents

Circumventing
RE Agency Laws
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Agenda: Commercial Real Estate Educational ProcessIntent & Capacity to Perform

What is your long term intention in the business
You don’t have to have the money in your bank account. 
But we take steps towards closing
Document your intent to purchase
It’s recommended that wholesaling is only part of your 
business model
When can you cancel a contract?

Agenda: Commercial Real Estate Educational ProcessTransparency in Communication

SellersBuyers Agents

Agenda: Commercial Real Estate Educational ProcessTransparency in Marketing
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Agenda: Commercial Real Estate Educational ProcessTransparency in Marketing

4 bed, 2 bath 1,600 square in Arlington, TX.  

Call 555.555.5555 or email me for more information:  

I recently signed a valid purchase and sale agreement on this property. However, due to my existing workload of other 
investment properties I am currently entertaining offers to sell the contract I have. I am not currently the owner of record of 
the property, so I am only selling the contract and assigning my rights to purchase the property. 

Agenda: Commercial Real Estate Educational ProcessAssignment of Contract

Disclaimer: I signed a valid purchase and sale 
agreement with the seller of the property which 
allows me to assign my rights to purchase the 

property. I am not currently the owner of record, so I 
am only selling the contract and my right to 

purchase the property.

Agenda: Commercial Real Estate Educational ProcessDouble Close

Disclaimer: I am not currently the owner of the 
property, however I have signed a valid purchase 
and sale agreement and will be closing escrow in 

the near future. Due to time constraints I am 
considering reselling the property after I take 

ownership. 
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Agenda: Commercial Real Estate Educational ProcessWhat’s the Difference?

No purchase & sale 
agreement

Acting as an agent 
when you get paid a 
finders fee from another  
investor

Purchase & sale 
executed

Sell the contract or 
purchase the property 
and resell it

WholesalingBird Dogging

Agenda: Commercial Real Estate Educational ProcessWhat’s the Difference?

No purchase & sale 
agreement

Acting as an agent 
when you get paid a 
finders fee from another  
investor

Purchase & sale 
executed

Sell the contract or 
purchase the property 
and resell it

WholesalingBird Dogging

Wholesaling Compliance & Best Practices
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Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Education

On Market vs Off Market

On Market Off Market

Agenda: Commercial Real Estate Educational ProcessWholesaling Overview

You
Distressed Sellers 

& Properties

Marketing Marketing

Cash Buyers

Contract on Property at 
Bargain Price

1. Sell the contract
2. Double closing
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Agenda: Commercial Real Estate Educational ProcessAssignment of Contract

Agenda: Commercial Real Estate Educational ProcessWhat We Need to Know About Contracts

All contracts are assignable unless there is a clause that 
limits you from assigning the contract
You can use any contract you want
State Contracts are all different
Some states have multiple contracts that different 
Boards of Realtors use

Agenda: Commercial Real Estate Educational ProcessImportance of your Deposit Amount

$500 is a good rule of thumb and go from there
Start with a two to four week inspection period to protect 
your deposit
If we lose a deposit, we write it off as the cost of doing 
business
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Agenda: Commercial Real Estate Educational ProcessAssignment of Contract

+

Between You & The Seller

Purchase & Sale Agreement Assignment Agreement

Between You & 
The New Buyer

Assig
nment of  Purch

ase &
 

Sale A
greem

ent Purchase & Sale 

Agreement 

Current Owner

You the Investor

End Buyer
(Rehabber or Landlord)

Signed

Assignment of Contract

Agenda: Commercial Real Estate Educational ProcessPurchase and Sale Agreement

Between You & The Seller
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Agenda: Commercial Real Estate Educational ProcessAssignment of Purchase and Sale Agreement

Between You & The Buyer

Double Closing

Agenda: Commercial Real Estate Educational ProcessDouble Close

Between the Seller & You
As the Buyer

Purchase & Sale Agreement #1 Purchase & Sale Agreement #2

Between the Buyer & You
As the Seller
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Purchase & Sale 
Agreement  #1

Current Owner You the Investor End Buyer
(Rehabber or Landlord)

Signed

Title Company
(Escrow Agent or Attorney)

Purchase & Sale 
Agreement  #2Signed

Transactional 
Funding

Double Closing

Agenda: Commercial Real Estate Educational ProcessDouble Closing

Between the Seller & You
As the Buyer

Purchase & Sale Agreement #1 Purchase & Sale Agreement #2

Between the Buyer & You
As the Seller

Contingent upon Contract #1 
Closing

Tools of Wealth
Retirement Tools

• Traditional IRA 
• Roth IRA 
• SEP IRA 
• Solo 401(k) 
• Defined Benefit Plan

Insurance Tools
• Life Insurance 
• Captive Insurance

Trust Tools
• Living Trusts 
• Land Trusts 
• International Wealth Management Trusts

Entity Tools
• Limited Partnerships 
• S Corps, C Corps & LLC’s

Wholesaling
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Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

On Market vs Off Market

On Market Off Market

Agenda: Commercial Real Estate Educational ProcessOn Market Properties

1. We will be working with Real Estate Agents
2. Larger deposits could be required
3. Proof of Funds will be required
4. We will be using our Board of Realtors contracts
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Agenda: Commercial Real Estate Educational ProcessProof of Funds

Connect with local hard money lender
www.BestTransactionFunding.com
www.EpicFundingSolutions.com
www.iFinanceTeam.com
www.CogoCapital.com

Agenda: Commercial Real Estate Educational ProcessCase Studies of Different State Contracts

Florida
California

Florida - Residential Contract for Sale & Purchase
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California - Residential Contract for Sale & Purchase

Agenda: Commercial Real Estate Educational ProcessAssignment of Contract - On Market

+

Between the Seller & You
As the Buyer

Between You & 
The New Buyer

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Save Time
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Wholesaling Properties On the MLS
1. Understand the Facts 

About the MLS
2. Search the MLS 3. Create Property/Agent  

Record in Realeflow
4. Acquisition 

System

5. Call Agent  
with Offer

6. Create Follow Up 
Email/Text Campaign

7. Outsource to 
a VA

MLS Offer  
System

Agenda: Commercial Real Estate Educational ProcessMLS Offer System

✦Access leads immediately 

✦Implement a consistent system 

✦Build agent relationships

Target Criteria

Desirable location
Transitional area
Low days on market

Median price range Construction cost 
less than $75k

Distressed
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Wholesaling Properties On the MLS
1. Understand the Facts 

About the MLS
2. Search the MLS 3. Create Property/Agent  

Record in Realeflow
4. Acquisition 

System

5. Call Agent  
with Offer

6. Create Follow Up 
Email/Text Campaign

7. Outsource to 
a VA

MLS Offer  
System

Wholesaling on the MLS

Private Sellers Short Sales REO’S

Short Sales & REO’S
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Short Sales & REO’S

Short Sales & REO’S

Short Sales & REO’S

19



Is There a Solution?

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Marketing Triangle

Marketing Foundation

4 to 5 
Marketing Campaigns

Metrics
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Marketing Foundation

Business Name & Logo

Easy to Remember Phone #

Business Cards

Credibility Packets

Elevator Pitch

Marketing CRM & Core Website

Lead Capture Websites

Social Media Presence

Marketing Foundation

Business Name & Logo Phone Number Business Cards

Power of Systems
Amateurs Professionals

vs.

21



The Essentials - Professional Tools

Credibility Packets Core Real Estate Website

Marketing CRM Lead Capture Websites

Social Media

Marketing Triangle

Marketing Foundation

4 to 5 
Marketing Campaigns

Metrics

Filling Your Funnel

Wholesale RehabPre-hab

Exit Strategy

PROSPECTS

DEALS 

LEADS
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Choosing the Your Marketing Campaigns

Time to Execute Investment Quality of Leads

Start with Your Goals

Target Criteria

Desirable location
Transitional area
Low days on market

Median price range Construction cost 
less than $75k

Distressed

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Acquisition 
System
STEP 1

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence
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StrategyDay 1 Off Market 

Wholesaling
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Wholesaling
Marketing 
Systems

Advantage
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Marketing Systems

• Create a highly automated Lead 
Generating Machine

• Dominate with 3 Critical Steps

• Establish powerful Credibility & 
Social Proof

- Get more deals and profits faster

Objectives:

Internet Marketing & Automation = Freedom

Marketing Online for Wholesale Deals

WHAT HOLDS 
MOST PEOPLE 

BACK?
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CHALLENGE #1 

“NOT ENOUGH MOTIVATED 
SELLERS & PRIVATE LENDERS 

OUT THERE.”

CHALLENGE #2 

“SIMPLE SYSTEMS  
WHICH BRING THEM TO ME”

Internet Marketing & Automation System

1. Credibility
2. Lead Generation
3. Increased Profits
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The Essentials - Professional Tools

All Connected to a Marketing CRM

Core Real Estate Website Lead Capture Websites

Social Media

The Essentials - Professional Tools

Core Real Estate Website

      
LEAD GENERATING MACHINE

 Blogs/Wordpress

 Professionally written web 
pages & photos

 Mobile Responsive

 Social Proof via 
  Testimonials/Reviews

built by experts in the real estate investing niche

Internet Marketing & Automation System

SUPERIOR TRACKABILITY
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The Essentials - Professional Tools

2-3%

41-45x  
More 

Traffic

Paid  
vs  

Organic

what people are searching for…

       1 Core Website

The Essentials - Professional Tools

Study by N.A.R and Google

The Essentials - Professional Tools

Site looks good no matter what size!

       Core Website
 

1
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The Essentials - Professional Tools

Survey	by	Consumer	Review	

Power of Reviews

Wealth Secret #1
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The Essentials - Professional Tools

The Essentials - Professional Tools

Lead Capture Websites

Target a Specific Lead Type

29



Lead Capture Websites

•   Wholesalers  
•   Buyers
•   Real Estate Agents
•   Contractors

2 Squeeze Pages

Lead Capture Websites
2

Squeeze Page Realeflow 
Seller Database

2 Squeeze Pages

Single Mom in Foreclosure Gets your Letter
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Internet Marketing & Automation

You

Pulling a List & Driving Traffic 

FaceBook Custom Audience System

Pull Leads from
Back Office System

Lead Capture Website
Email Auto-Responders in 

Back Office

Run Series of 
FaceBook Ads

Customer Receives Series of 
Professional Copy Written Emails

Import to FaceBook
Custom Audience
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Virtual Bandit Sign System

Pull Leads from
Back Office System

Import to FaceBook
Custom Audience

Customer Receives Series of 
Professional Copy Written Emails

Post Virtual Bandit Signs

Capture Customer Info with  
Mobile Landing Page

Email Auto-Responders in 
Back Office

Not Just for Sellers

Lead Generating Machine

offline
“amateur”

online
“professional”

Not Just for Sellers

Yard Sign
3D Render

Buyer Page

Buyer Lead into RF
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The Essentials - Professional Tools

Social Media

Social Media

Ten years ago, just 7% of the U.S. population  used at least one social media 
channel. Now, that number is up to 79% and increasing.

Social Media

Social Media3

• 2nd most searched site online
• Video converts > type of content 
• Emails with videos have a higher 

open rate 
• Google favors YouTube in search 

engine results
• “How to” videos are the #1 

searched content on YouTube 
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Social Media

Social Media

Social Media3

“To question the power of social 
media in society is to question the 
importance of sunlight on earth. It’s 
no longer a want, but a need… 
-Forbes Magazine 
 
How Social Media Can Move Your
Business Forward

What is the single most important 
investment you will ever make? 

$

“An investment in knowledge always pays the best interest. Because nobody can 
take that away from you.” - Ben Franklin
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Most People Trade 
Time for Money

Wealthy People Let Their 
Assets do the Work to 

Produce Money

“We just found a 4 unit property utilizing the 
Social Media Marketing we learned through the 
Internet Quickstart Program. This is our first 
passive income property and we’re so excited.”

Chris & Amanda - Fairfield, CT

Student Success

*Any examples depicting income, earnings, or results are not to be interpreted as common, typical, expected, or normal for the 
average person. The average person should only expect to receive a real estate education. The students depicted invested in 
FortuneBuilder advanced coaching services. 

Student Success

Casey & Lindsey - Gill, CO

“During the training class my wife and I turned 80 
leads into several offers and one got accepted!  All 
while still sitting in the class!  This was my wife’s 
first time making offers which ultimately lead to 
this wholesale deal.”

*Any examples depicting income, earnings, or results are not to be interpreted as common, typical, expected, or normal for the 
average person. The average person should only expect to receive a real estate education. The students depicted invested in 
FortuneBuilder advanced coaching services. 
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Acquisitions & Wholesaling Bootcamp

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Acquisition 

System 
STEP 2

Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Agenda: Commercial Real Estate Educational Process3 Step Deal Evaluation Process

1. Gathering Property Information
2. Desktop Appraisal
3. Field Appraisal
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Gathering Property 

Information

Step 1

Pre-Screening Leads

Agenda: Commercial Real Estate Educational ProcessAgent Lead Sheet
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Agenda: Commercial Real Estate Educational ProcessSeller Lead Sheet
Seller%Lead%Sheet%

!
!
Property(Address:(((_____________________________________________(((((

( (((((((((((_____________________________________________(

Contact(Person:((((((_____________________________________________( (

Owner(s)(on(Title:((_____________________________________________(

Mortgage(Holder:((_____________________________________________(((((((

Date:((_____________(((Lead(Source:(______________(

Home(Phone:((________________________________(

Cell(Phone:((((_________________________________( (

Work(Phone:(((________________________________(

Email:(_______________________________________(

(

Do(you(currently(live(in(the(home:(( (Yes(( (No(((How(Long:_________(((Style(of(Home:________((Sq.Feet:(______(((

Garage:(___________((Lot(Size:__________((HOA/Condo(Fees:____________________________________________(

Special(Features:_________________________________________________________________________________(

Any(Repairs(Needed:(_____________________________________________________________________________(

____________________________________________________________________((Repair(Cost($:______________(

Is(the(Home(Listed:( (Yes(( (No((Price:_________((How(Long:________((Any(Offers:_______((How(Much:_______(

Realtor:_______________________________((Phone:____________________((Listing(Expires:_________________(

( Bed% Bath% Rent%

Unit%1% ( ( (

Unit%2% ( ( (

Unit%3% ( ( (

Unit%4% ( ( (

Unit%5% ( ( (

Unit%6% ( ( (
(

Motivation%%

Is(there(a(particular(reason(you(are(looking(to(sell(at(this(time?(________________________________________________________________________(

____________________________________________________________________________________________________________________________(

How(quickly(are(you(looking(to(sell?(_____________________________________________________________________________________________(

Have(you(considered(what(you’re(going(to(do(with(the(property(if(it(does(not(sell?(_________________________________________________________(

Mortgage%Information%

What(do(you(currently(owe(on(the(property?(__________________________((Any(other(liens(or(Mortgages?(___________________________________(

Are(you(current(on(the(payments?(___________((Months(Behind?(________________(Amount(Behind?($______________________________________(

Back(Taxes:(__________________((Other(Lien(Amounts:(______________________________________________________________________________(

What(is(your(monthly(payment?((_________________((Does(that(include(Taxes(and(Insurance?(_________(((Taxes:(____________((Insurance:_________(

Interest(Rate:(1st________((2nd(__________((Fixed(((()________((Adjustable((((()(___________((Prepayment(Penalty:_______________________________(

Mortgage(Company:(1st___________________________________________((((2nd:(_________________________________________________________(

Price%–%“Always%Frame%the%Price”%

What(are(you(looking(to(sell(the(property(for?(_________________((Is(that(price(flexible?(___________________________________________________(

How(did(you(establish(that(number?(______________________________________________________________________________________________(

If(I(can(offer(you(cash(and(close(quickly(what(is(the(best(you(can(do?(____________________________________________________________________(

Can(you(do(any(better(than(that?(_________________________________________________________________________________________________(

Subject%To%

A(lot(of(times(when(there(is(good(financing(in(place,(like(you(currently(have,(I(can(make(you(a(higher(offer(by(taking(over(responsibility(for(the(existing(

payments(on(your(mortgage.(Is(that(something(you(would(be(interested(in(discussing?______________________________________________________((

Other%People%Involved%&%Decision%Making%Ability%

Have(you(discussed(selling(your(house(with(anybody(else?______________________________________________________________________________(

I(currently(have(other(offers(out(on(a(few(other(properties…if(I(make(you(an(offer(that(you(like(would(you(be(prepared(to(make(a(decision(today?_______(

Internal%Office%Information%Only%

Evaluator:(____________________________((((((((((((((((((((((((((((((((((((((((((((((((((((( Appointment(Date:________________((((Time:__________________(

After(Repair(Value:(_____________________((((( Confident(((((( Not(Confident(((((( Exit(Strategy:((_____________________________________________(

As(Is(Value:(___________________________((((( Confident(((((( Not(Confident(((((( ________________________________________________________(

Repair(Cost:(__________________________((((( Confident(((((( Not(Confident(((((( Offer(1:(_________________________________________________(

Likely(Purchase:(_______________________((((( Confident(((((( Not(Confident(((((( Offer(2:(_________________________________________________(

(

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Creating 
Passive 
Income

Acquisition 
System 
STEP 3

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Acquisition 
System 
STEP 2

 
Desktop Appraisal

Step 2
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Sales Comparison Approach

Income Approach

276 units 254 units

Equity Appointment Set

Verbal Offer to Test

Overview of Business Process - Stage 2
Comps Run & Comp Package CreatedGather Property Information

Short Sale Appointment Set

Seller%Lead%Sheet%
!

!
Property(Address:(((_____________________________________________(((((

( (((((((((((_____________________________________________(

Contact(Person:((((((_____________________________________________( (

Owner(s)(on(Title:((_____________________________________________(

Mortgage(Holder:((_____________________________________________(((((((

Date:((_____________(((Lead(Source:(______________(

Home(Phone:((________________________________(

Cell(Phone:((((_________________________________( (

Work(Phone:(((________________________________(

Email:(_______________________________________(

(

Do(you(currently(live(in(the(home:(( (Yes(( (No(((How(Long:_________(((Style(of(Home:________((Sq.Feet:(______(((

Garage:(___________((Lot(Size:__________((HOA/Condo(Fees:____________________________________________(

Special(Features:_________________________________________________________________________________(

Any(Repairs(Needed:(_____________________________________________________________________________(

____________________________________________________________________((Repair(Cost($:______________(

Is(the(Home(Listed:( (Yes(( (No((Price:_________((How(Long:________((Any(Offers:_______((How(Much:_______(

Realtor:_______________________________((Phone:____________________((Listing(Expires:_________________(

( Bed% Bath% Rent%

Unit%1% ( ( (

Unit%2% ( ( (

Unit%3% ( ( (

Unit%4% ( ( (

Unit%5% ( ( (

Unit%6% ( ( (
(

Motivation%%

Is(there(a(particular(reason(you(are(looking(to(sell(at(this(time?(________________________________________________________________________(

____________________________________________________________________________________________________________________________(

How(quickly(are(you(looking(to(sell?(_____________________________________________________________________________________________(

Have(you(considered(what(you’re(going(to(do(with(the(property(if(it(does(not(sell?(_________________________________________________________(

Mortgage%Information%

What(do(you(currently(owe(on(the(property?(__________________________((Any(other(liens(or(Mortgages?(___________________________________(

Are(you(current(on(the(payments?(___________((Months(Behind?(________________(Amount(Behind?($______________________________________(

Back(Taxes:(__________________((Other(Lien(Amounts:(______________________________________________________________________________(

What(is(your(monthly(payment?((_________________((Does(that(include(Taxes(and(Insurance?(_________(((Taxes:(____________((Insurance:_________(

Interest(Rate:(1st________((2nd(__________((Fixed(((()________((Adjustable((((()(___________((Prepayment(Penalty:_______________________________(

Mortgage(Company:(1st___________________________________________((((2nd:(_________________________________________________________(

Price%–%“Always%Frame%the%Price”%

What(are(you(looking(to(sell(the(property(for?(_________________((Is(that(price(flexible?(___________________________________________________(

How(did(you(establish(that(number?(______________________________________________________________________________________________(

If(I(can(offer(you(cash(and(close(quickly(what(is(the(best(you(can(do?(____________________________________________________________________(

Can(you(do(any(better(than(that?(_________________________________________________________________________________________________(

Subject%To%

A(lot(of(times(when(there(is(good(financing(in(place,(like(you(currently(have,(I(can(make(you(a(higher(offer(by(taking(over(responsibility(for(the(existing(

payments(on(your(mortgage.(Is(that(something(you(would(be(interested(in(discussing?______________________________________________________((

Other%People%Involved%&%Decision%Making%Ability%

Have(you(discussed(selling(your(house(with(anybody(else?______________________________________________________________________________(

I(currently(have(other(offers(out(on(a(few(other(properties…if(I(make(you(an(offer(that(you(like(would(you(be(prepared(to(make(a(decision(today?_______(

Internal%Office%Information%Only%

Evaluator:(____________________________((((((((((((((((((((((((((((((((((((((((((((((((((((( Appointment(Date:________________((((Time:__________________(

After(Repair(Value:(_____________________((((( Confident(((((( Not(Confident(((((( Exit(Strategy:((_____________________________________________(

As(Is(Value:(___________________________((((( Confident(((((( Not(Confident(((((( ________________________________________________________(

Repair(Cost:(__________________________((((( Confident(((((( Not(Confident(((((( Offer(1:(_________________________________________________(

Likely(Purchase:(_______________________((((( Confident(((((( Not(Confident(((((( Offer(2:(_________________________________________________(

(
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Deal Analyzer - Residential Flips

Commercial Deal Analysis Software

Quick Overview of 
Comp Packages

40



Comp Packages
 1. Seller lead sheet / MLS Listing sheet
 2. Property card
 3. Map with comparable properties - MLS 
 4. Printouts of comparable properties - MLS
 5. Off the market comparable properties
 6. Comp Evaluator
 7. Repair Estimator
 8. Deal Analyzer
 9. Investment Summary
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Property Card - Tax Assessor Data

What We Found

42



Pulling Comparables
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Pulling Comps to Determine ARV

§ Sold, Contingent, Pending, Active, Withdrawn
§Type of home (ex. Detached Single Family)
§Within ½ Mile Radius of subject property
§ Sale Date within Last 3 (ideally) to 6 Months
§House Sq. Footage within 20%
§# of Bedrooms the same (or +1 and -1)

Selecting Your Comparable Criteria

Selecting Your Comparable Criteria
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Selecting Your Comparable Search Radius

Selecting Your Comparable Search Radius

Selecting The 
Best 

Comparables
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Selecting The Best Comparable's

Eliminating Comparable Properties When
Determining the After Repair Value

• Active properties

• Pending properties

• Extremely dated properties

• REO’s & Short Sales

• Other distressed sales

After Repair Value PropertiesDistressed Sales
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Selecting The Best Comparable's

313 Encino Drive

Why did we eliminate this comparable?

• Dated Property 
•  Superior Views

313 Encino Drive

47



1116 Bluegrass Rd 925 Highland Drive

784 Granada Dr. - Subject Property

848 Granada Dr

$492,000 $520,000 $570,000

Making Adjustments
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Subject
?

Comparable #1
Sold $250,000

Comparable #2
Sold $257,000

Making Adjustments

Value of Garage = $7,000

Subject
Sale Price: ?
1900 sq. ft

Comparable #1
Sold $250,000

2000 sq. ft

Comparable #2
Sold $255,000

2100 sq. ft

Making Adjustments

Value of 100 sq. ft = $5,000
$5,000 / 100 = $50.00 per ft.

1116 Bluegrass Rd 925 Highland Drive

784 Granada Dr. - Subject Property

848 Granada Dr

$492,000 $520,000 $570,000
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What Are We 
Comparing?

Comparable Property Sales Adjustment Grid

Comparable #1
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1116 Bluegrass Rd 925 Highland Drive

784 Granada Dr. - Subject Property

848 Granada Dr

$492,000 $520,000 $570,000

1116 Bluegrass Rd- $492,000

1116 Bluegrass Rd- $492,000
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Major Adjustment Differences

• N/A

1116 Bluegrass Rd

Better Worse
•  Square Footage
• Age of Property
• Landscaping
• Layout Quality

Square Footage

Landscaping
Layout Quality

Age of Property

Comp Evaluator
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Comparable #2

1116 Bluegrass Rd 925 Highland Drive

784 Granada Dr. - Subject Property

848 Granada Dr

$492,000 $520,000 $570,000

925 Highland Drive - $520,000
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925 Highland Drive

Major Adjustment Differences

• N/A

Better Worse
• Square Footage
• Age of Property

• Interior Condition
• Landscaping
• Layout Quality

925 Highland Drive
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Comp Evaluator

Age of Property
Square Footage

Interior Condition
Landscaping
Layout Quality

Comparable #3

1116 Bluegrass Rd 925 Highland Drive

784 Granada Dr. - Subject Property

848 Granada Dr

$492,000 $520,000 $570,000
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848 Granada Drive - $570,000

848 Granada Drive - $570,000

Major Adjustment Differences

• Square Footage

• Bedrooms
• Garage

Better Worse
• Landscaping

848 Granada Drive
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Comp Evaluator

Square Footage

Landscaping

Bedrooms
Garage

Comp Evaluator
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Repair Estimator

Deal Analyzer - Residential Flips

8. Deal Analyzer
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Investment Summary

Save Comp Package in Realeflow
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Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Creating 
Passive 
Income

Funding 
Your DealsDay 3

Evaluating 
Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Acquisition 
System 
STEP 2

Acquisition 
System 
STEP 3

Follow Up

Dead

Contract Signed
Negotiation & Offer

Overview of Business Process - Stage 3
Comp Package Subject Property Evaluation Comparable Evaluation

Repair Estimate Sheet
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Preparing for Your Property 
Evaluation 

 
 
 

Comp Package
& Contracts  Mobile Office  

Preparing for Your Property Evaluation

Manila Folder
• Comp package
• Contracts & paperwork

Back Up Mobile Office
• Expandable file folder with contracts & paperwork
• Camera
• Lockbox
• Flashlight
• Directional signs
• Master key

Follow Up

Dead

Contract Signed
Negotiation & Offer

Overview of Business Process - Stage 3
Comp Package Subject Property Evaluation Comparable Evaluation

Repair Estimate Sheet
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Comparable Property Sales Adjustment Grid

Follow Up

Dead

Contract Signed
Negotiation & Offer

Overview of Business Process - Stage 3
Comp Package Subject Property Evaluation Comparable Evaluation

Repair Estimate Sheet

Repair Estimator
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Follow Up

Dead

Contract Signed
Negotiation & Offer

Overview of Business Process - Stage 3
Comp Package Subject Property Evaluation Comparable Evaluation

Repair Estimator
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Acquisitions & Wholesaling Bootcamp

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Creating 
Passive 
Income

Day 3
Evaluating 

Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Acquisition 
System 
STEP 2

Acquisition 
System 
STEP 3

Funding 
Your Deals

How Private Money 
Lending Works
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How Private Money Works

Find Private 
Lenders

Private Money 
Meeting with YOU

Identify Property

DocumentsFind Wholesale Buyer or 
Rehab and Sell House

Pay Private 
Lender

Our Private Money
SYSTEM

Private Money System

Find Private Lenders Market to Lenders

Meet with Lender & Give Investment 
Summary & Comp Package

Capture Private       
Lender Leads

Track Leads

Send Professional Marketing 
Materials to LenderPrepare for Meeting

Question & Objection
Playbook 
Standard Operating Procedures and System 
for Communicating with 
Sellers, Lenders, Contractors, and Buyers.
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Step 1: Find Private Money Lenders

Step 1: Find Private Money Lenders

Step 3: Capture Private Lender Leads
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Step 4: Track Leads

Step 5: Email Credibility Packet

Step 5: Email Recorded Presentation Online
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Step 6: Prepare for Meeting

Question & Objection
Playbook 
Standard Operating Procedures and System 
for Communicating with 
Sellers, Lenders, Contractors, and Buyers.

Learn ObjectionsLearn Presentation

Step 7: Meet with Lender & Present Investment

Investment Summary & Comp Package

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Creating 
Passive 
Income

Day 3
Evaluating 

Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Acquisition 
System 
STEP 2

Acquisition 
System 
STEP 3

Funding 
Your Deals
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Commercial Real Estate

Income Approach
“Introduction to Real Estate Math”

200
4

200
5

200
6

200
7

200
8 2009 201

0
201
1

201
2

201
3

201
4

201
5

201
6

201
7

201
8

&

Residential & Commercial Properties
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Active Investor Passive Investor Fund

1 2 3

Apartments - 47 units  
29,000 sq. ft

Retail - 22,000 sq. ft Retail / Mixed Use - 183,185 sq. ft Office - 27,000 sq. ft

Hotel - 26 rooms - 6,117 sq. ft
Apartments 181 units 

195,000 sq. ft

762,302 Square Feet
$72 Million Property Value

Student Housing/Retail - 500 units 
300,000 sq. ft

1
Active 

Investor

Passive 
Investor

321 units - Las Vegas, NV 320 units - Henderson, NV 410 units - Las Vegas, NV 168 units - Fort Worth, TX

321 units - Redmond, WA344 units - Seattle, WA 456 units - Vista, CA

2,340 Apartment Units
$511 Million Property Value

2
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Fund

Retail/Office - 101,285 sq. ft Retail/Office - 69,000 sq. ft Retail/Office - 14,700 sq. ft Mixed Use - 14,895 sq. ft

Retail - 81,000 sq. ft Retail - 29,120 sq. ft

591,000+ Square Feet

$65 Million Property Value

Apartments - 29,000 sq. ft

Office/Apartments 
110,000 sq. ft

Mixed Use - 142,215 sq. ft

3

Imagine this property comes across your desk…
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=  Price Per Square FootPurchase Price

# of Square Feet

=  $100 sq. ft$1,500,000 
15,000

Price Per Square Foot

Initial Deal Analysis - 3 Key Numbers

1

2 3

Cap Rate

Cash on Cash Return Debt Coverage Ratio

=  CAP RateNet Operating Income (NOI)

Purchase Price

Expresses a relationship between a property’s value 
and its Net Operating Income (NOI) for the current 
or upcoming year. It does not take debt into account. 

Capitalization (CAP) Rate
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=  CAP RateNet Operating Income (NOI)

Purchase Price

=  9% CAP$135,000 
$1,500,000

Capitalization (CAP) Rate

=  Cash-on-Cash Return
Annual Cash Flow

Initial Cash Investment

Cash-on-Cash Return

=  Cash-on-Cash Return
Annual Cash Flow

Initial Cash Investment

=  8.28%
$53,820
$650,000

Cash-on-Cash Return
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=  Debt Coverage RatioNet Operating Income (NOI)

Annual Debt Service

Debt Coverage Ratio

The ability of an asset to produce enough annual cash 
flow to cover the annual debt service. Banks usually 
want to see a number greater then 1.25

=  Debt Coverage RatioNet Operating Income (NOI)

Annual Debt Service

=  1.66
$135,000

$81,180

Debt Coverage Ratio

How does the deal look so far?
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Initial Deal Analysis - 3 Key Numbers

1

2 3

Cap Rate

Cash on Cash Return Debt Coverage Ratio

9%+

8.6%+ 1.66+

1 Financial 2 Physical Property 3 Legal
• Title

• Leases

• Compliance

• Building Inspection

• Service Contracts

• Building plans

• Environmental

• Zoning

4 Internal
• Market Survey

• Comparables

• Employment

• Rent Roll

• TTM Income & Expenses

• Rent Growth Projections

• Renovation & CAPEX Timeline

• Debt Financing

• Equity Financing

• Sale Assumptions

Due Diligence Checklists

We move forward - what’s our business plan?

Value Add Renovations1

2 Rent to Market
$1,500       $1,600

3 Lease 4 of 5 Vacant Units
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$119,460
Net Operating Income Annual Debt Service

$200,640 $81,180
Annual Cash Flow

- =
*Any	examples	depicting	income	or	earnings	are	not	to	be	interpreted	as	expected	or	typical.	All	income	or	earnings	statements	are	only	depicted	so	you	better	understand	how	to	analyze	the	math	involved	
in	analyzing	a	commercial	real	estate	investment.	

$2,866,285

Net Operating Income

$200,640

.07 Value of Property
=

CAP Rate = Value of Property

$2,866,285 (Sale Price)

$1,500,000 (Purchase Price)

$  200,000 (Renovation)

$  200,640 (Transaction/Cost of Sale)

$ 965,645 (Profit)
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You have a decision to make….

What could we do to decrease expenses?

Decreasing Operating Expenses
• RUBS - utility bill back to tenants
• Water conservation
• Energy saving common lighting
• Multiple insurance quotes
• Property tax appeal
• Price shop all vendor contracts
• Property management efficiencies
• Going paperless
• In house marketing
• Reduce maintenance expenses
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Decrease Operating Expenses 5%

Decrease Operating Expenses 5%

Operating 
Expenses at 45%

Operating 
Expenses at 40%

Net Operating 
Income $200,640 $218,880

Sale Price (at 7 
CAP) $2,866,286 $3,126,857

Profit $965,645 $1,226,617

Profit Difference $260,972

What else could we do to increase the value of the property?
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• Laundry facilities
• Utility bill back
• Parking
• Covered parking
• Garages
• Private backyards
• Storage lockers
• Package lockers
• Trash pick up at door
• Late fees
• Day care

• Pet fees
• Vending machines
• Built in increases
• Cleaning fees
• Property amenities
• Renters insurance
• Application / Move in fees
• Application fees
• Real time rental software
• Appliance upgrade package
• Cell tower leases

How We Can Enhance The Value of the Property

Big Picture Lesson!

Commercial Opportunities Will Cross Your Desk
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Commercial Online Training 

Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Creating 
Passive 
Income

Day 3
Evaluating 

Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Acquisition 
System 
STEP 2

Acquisition 
System 
STEP 3

Funding 
Your Deals
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Agenda: Commercial Real Estate Educational ProcessThis Weekend’s Agenda

Day 2
Creating 
Passive 
Income

Day 3
Evaluating 

Commercial
Properties

Marketing & 
Closing Your 

Deals

Leveraging 
Artificial 

Intelligence

Investment
StrategyDay 1 Off Market 

Wholesaling
On Market 

Wholesaling
Marketing 
Systems

Advantage

Acquisition 
System
STEP 1

Acquisition 
System 
STEP 2

Acquisition 
System 
STEP 3

Funding 
Your Deals

Agenda: Commercial Real Estate Educational ProcessWholesaling Overview

You
Distressed Sellers 

& Properties

Marketing Marketing

Cash Buyers

Contract on Property at 
Bargain Price

1. Sell the contract

2. Double closing
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Agenda: Commercial Real Estate Educational ProcessBuilding a Buyers List

Auto Responder 
Email Campaigns

Realeflow

Agenda: Commercial Real Estate Educational Process5 Ways to Find Investor Buyers

Attending Networking Events
Leveraging Your Sales Team
Online Marketing
Social Media
Cash Buyers List in Realeflow

Agenda: Commercial Real Estate Educational Process#1 Networking Events

Auctions
REIA Events
Landlord Associations
Chamber of Commerce Events
HBA Meetings
Networking Lead Groups
Contractor Associations
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Agenda: Commercial Real Estate Educational Process#2 Leveraging Your Sales Team

Realtors
Mortgage Brokers
Hard Money Lenders
Attorney’s
Insurance Agent
Contractors
REO Agent

#3 Online Marketing - Buyer Squeeze Page

You

#4 Social Media Presence

Establishes further credibility
Generate leads
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Social Media System

Realeflow

Lead Capture WebsiteFacebook Post Facebook Business Page

Social Media System

Free Foreclosure List - Call For Your List Today 
555.555.5555 or visit www.YourWebsite.com

Foreclosure Properties for Sell - Must Sell Quickly - Call 
555.555.5555

#5 Cash Buyers List
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#5 Cash Buyers List

Agenda: Commercial Real Estate Educational Process

Have the Ability to Capture Leads & the 
Technology to Manage them

Agenda: Commercial Real Estate Educational ProcessLet Realeflow Manage Your Leads
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Agenda: Commercial Real Estate Educational ProcessLet Realeflow Manage Your Leads

Agenda: Commercial Real Estate Educational Process

Build Trust with Buyers in an 
Automated Fashion

Agenda: Commercial Real Estate Educational ProcessAssign Lead to an Autoresponder Campaign

General - Any new buyer lead
Real Estate Investment Tips
Wholesale Buyer Campaign
Landlord Campaign
Realtor Campaign
Contractor Campaign
Mortgage Broker Campaign
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Agenda: Commercial Real Estate Educational ProcessLeverage Mastery Tools & Resources

Agenda: Commercial Real Estate Educational ProcessPrescreening Buyer Leads

Agenda: Commercial Real Estate Educational ProcessMarketing to Find a Buyer

Website: Add property to your core website
Emails: Email wholesale package to your buyers 
list & sales team
Text: Text messages buyers list
Phone: Personally call your top buyers

*include proper disclaimer on all your marketing materials

96



Agenda: Commercial Real Estate Educational ProcessMarketing to Find a Buyer

Sales Price
Estimated Repairs
ARV
Closing Date 
Types of Offers
And….?

Sold Comps
Property Card
List of Repairs
Pics of Property

Body of Email Attached to Email

Agenda: Commercial Real Estate Educational Process

Communicating with Other Investor Buyers

Agenda: Commercial Real Estate Educational ProcessThings We Should Expect from Buyers

Easy to Work With
Can make Quick Decisions
Non-Refundable Deposits
Quick Close with Cash
Transparent Transactions
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Agenda: Commercial Real Estate Educational ProcessNegotiating with Investor Buyers

Know their objections ahead of time
Pre-frame and control the conversation
Know your information
Create an environment of competition
Always check everything

Agenda: Commercial Real Estate Educational ProcessClosing Wholesale Deals

PROPERTY 
UNDER  

CONTRACT

MARKET TO 
BUYERS 

LIST

ASSIGN 
CONTRACT

DOUBLE 
CLOSE

Agenda: Commercial Real Estate Educational ProcessAssignment Checklist
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Agenda: Commercial Real Estate Educational ProcessEscrow Checklist
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ACQUISTIONS & 
WHOLESALING 
BOOTCAMP 
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