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Seven Stages of a Rehab

Rehabbing is typically an area of real estate investing that requires the most time to master.  If you have ever 
completed any renovations on your own home, then you may know what we’re talking about.  Learning how 
to renovate properties and manage contractors takes more than just reading a book and watching a few home 
improvement shows. This is an area of investing that demands dedication, time, and intensely focused hands-on 
experience. This process can be painful or it can be profitable. But if you are willing to dedicate the time to learn 
this segment of investing, it will most likely prove to be one of your biggest revenue generators. 

If you’re a new rehabber, we highly recommend that you start with a very small and simple renovation, unless you 
have prior construction experience. As your experience grows, you can take on larger, more complicated projects. 

The most important action in growing your rehab business is breaking the entire rehab process down into stages 
so you aren’t spending all of your time on the jobsite. Throughout the process, you will also start to develop rela-
tionships with contractors and subcontractors; never underestimate the respect and support of a good contractor!  
Start small and build your experience gradually so you don’t get in over your head. The more rehabs you do, the 
more experienced you will become. However, until you have developed your own process, following our Seven 
Stages of a Rehab system will help you to avoid costly mistakes and pitfalls. As your knowledge and confidence 
grow, so will the scope of your projects.

Introduction

“If you are willing to dedicate the time to 
learn this segment of investing, it will most 
likely prove to be your single biggest revenue 
generator.” 

– JD Esajian, President CT Homes LLC
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Seven Stages of a Rehab

Being prepared is the key to staying on schedule and within budget for a rehab.  You will need to have a clear idea of 
what renovations and improvements you want to undertake prior to getting a contractor involved.  You should also 
have a clear idea of your budget so that you can develop a scope of work that is realistic.

The first step in preparing for your rehab is to make a visit to the property to take pictures, measure everything, and 
decide what exactly needs to be done.  One of your most important jobs on this first walkthrough is to identify not 
only the items that need to be fixed, but also the things that will help sell the house when complete. For example, 
can you improve the flow of the house by removing a non-load-bearing wall or add a window to take advantage of a 
good view? Would a skylight add brightness to a dark room?  This thought process has to occur before you start the 
rehab, not in the middle or after. 

You will need to take a few items with you when you do your pre-rehab walkthrough of the property to help you pre-
pare an accurate scope of work.

• Camera - Take pictures of problem areas so that you can refer to them as you prepare your scope of work.  This is
also convenient for before and after pictures to show the improvements that you have made. It’s also rewarding to
see the end results of your labor, so keep photo records of each project.

• Flashlight – Whether there is no power turned on at the property or you need to investigate dark nooks and crannies, a
flashlight is a good tool to have. You don’t want to waste a trip and not be able to complete the walkthrough.

• Graph Paper and Tape Measure - You are going to need to make a to-scale sketch of the property, specifically of any
areas where you are going to make repairs.  This allows you to develop quantities for your scope of work.

• Lockbox – A lockbox is essential so that you do not always need to meet your contractor at the property to grant
access.  You will also be able to send contractors to the property to prepare their bids.

• Spare Key – You will need this to put in the lockbox

• Marketing – Generate motivated buyer leads with a “We Buy Houses” bandit sign or  “For Sale” sign in front hard to
build your buyers list. If you put up a “For Sale” sign, don’t let potential buyers  view the house until renovations are 
complete.

After your walkthrough, make a sketch of the property, including any specific problem areas.  Using your Repair 
Estimator, calculate quantities such as floor area if you are replacing flooring and wall area if you are going to be 
repainting. Note the location of mechanical system items such as the water heater and the furnace.

Stage 1: 
Preparing For Your Rehab

Helpful Tip!
Often times, during your initial evaluation of the property 
(when it’s under contract), you will have already completed 
much of the work in Stage 1.
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What is a Scope of Work and Why Do You Need One?

The Scope of Work (SOW) is the foundation of your rehab. It is an agreement between you and your contractor as to 
the extent of the project and the materials to be used.  Think of it like a to-do list.  Having an SOW minimizes mis-
communications between you and your contractor and holds the contractor accountable to an agreed-upon set of 
improvements.

You might know, for example, that in your rehab you want to 
“modernize the kitchen”, “fix-up the bathrooms”, and “redo the 
floors".  You have a clear idea of what those three things entail, 
but it would be impossible for a contractor to bid the work based 
on that scope, much less actually do any work that you would ap-
prove.

The Scope of Work is where you add detailed job descriptions 
under your various main project headings; and when we say de-
tailed, we mean detailed!  Every detail down to paint color, faucet 
fixtures, etc. needs to be called out and spelled out on your SOW.  
Without a clearly-defined and well-thought-out SOW, it is very 
easy for project costs to spiral out of control and break your bud-
get. Developing a detailed Scope of Work is your most important job as the Residential Redeveloper. Once the job 
starts, you need to be out looking for the next deal and raising money for future investment activities - not 
supervising work at your rehab.

How Do You Develop a Scope of Work?
To get started on your SOW, go through the property and identify the big picture items that need to be done.  Be 
sure to include demolition and removal as well as new items.  Prioritize each item as Essential, Desirable, or Optional 
and estimate its cost, then compare this rough SOW with your budget.  You may need to eliminate optional items at 
this time to accommodate essential items and maximize the effectiveness of your rehab.

Once you have a rough SOW that is within your budget, go back through and start getting detailed.  This is where 
you decide what “modernize the kitchen” means specifically.  Does it mean take it all out and start from scratch or 
does it just mean replace the harvest gold appliances with stainless steel and update the cabinet hardware?  Ob-
viously anything that is broken will need to be repaired, but you may be able to salvage items for re-use.  Prioritize 
each item again as you finalize the Scope of Work.  This will save you time if you have to trim items due to budget 
constraints, or if unforeseen issues arise.

Stage 2:  
Creating a Detailed Scope of Work
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How Do You Coordinate the Scope of  Work and the Project Bids?
The SOW will be part of a bid package that you leave at the property for contractors who are bidding on the 
project.  They will need to see the SOW to understand the detail involved in the work.  For them to actually bid the 
project, however, you will need to use the SOW to develop a Quote Itemization Form that shows the line items that 
you want the contractor to include in his or her bid.  This way you can compare apples to apples amongst multiple 
contractors instead of apples to oranges because they are not bidding on a uniform system.

Your bid package should include (at a minimum) the following items:

• Bidding Instructions – how you want the bid prepared and formatted, and when it is due back to you
• Scope of Work
• Quote Itemization Form
• Contractor Credibility Packet – see the next section

Print at least 10 copies of your bid packet and leave them at the project site.  Send potential contractors to the site 
with the lockbox code to pick up a bid packet and examine the property.  This saves you hours and hours of time 
that would otherwise be spent driving, waiting at houses, and walking multiple contractors through the job.

Stage 2:  Creating a Detailed Scope of Work

Helpful Tip!
Make sure to have a contingency amount in your budget to cover 
unforeseeable project costs.  If you don’t need to use it you can 
bring back an optional line item that didn’t make the initial cut. 

Do Your Comparables Match Your “After-Repair Value”?

One of the biggest concerns when doing a rehab is keeping the value of the home (after the renovations) in line with 
the comparables in the neighborhood.  Before you start thinking of all of the work you want to do to the house, look 
at recent comparable sales in the area to make sure they are in line with the price you want to resell it for. 

For example, let’s say you purchased a property for $130,000, and would like to put $30,000 in renovations into it and 
resell for $190,000. However, recent sales comparables in that area are averaging $160,000. Based on your renovation 
amount, your sales price would put you $30,000 over the comparables in the area.  Even though you made the house 
look fantastic, you would have a hard time selling it for $30,000 more than other homes in the area.  Not only would 
buyers prefer the less expensive houses, but they would also have difficulty getting a loan for more than the appraised 
value of the home, which is largely determined by sales comparables.  

Use your scope of work as a tool to define the project and make sure that the new after-repair value stays within 
reasonable limits.  Keep the comparables you use to get an initial ballpark figure and continue to update comparables 
throughout the project.  At the end of the project, you will have an up-to-date packet that, along with the scope of 
work, your potential buyers can present to their bank to support the purchase price.
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Once you have a completed Scope of Work and have developed your Quote Item-
ization Form, you are essentially ready to bring contractors and subcontractors on 
board to work with you.  Convincing quality contractors and subcontractors to bid 
on your projects is extremely critical to the success of your rehabs.  In order attract 
these contractors, you have to sell them on being interested in you and the op-
portunity you provide. Your elevator pitch is your introduction to a client, whether 
it’s in person, through a document such as a Contractor Credibility Packet, or over 
the phone.  It should be designed with a specific outcome in mind. Here are some 
questions to answer to start the thought process on how you can deliver a powerful 
pitch:

• What is a problem in your industry or service and how does your company solve it?

• What credibility do you bring to the table?

• Who is your customer or market?

• Who do you want to meet?

• How or why are you different than your competition?

• What is in this relationship for your target audience?

• Will you be able to refer business?

Contractor Credibility Packet
In preparation for marketing for contractors, you will want to prepare a Contractor Credibility Packet. This is espe-
cially important if you are inviting contractors who are unfamiliar with your organization to bid on your project. 
Your Contractor Credibility Packet is NOT job specific, so once you have one developed, it will only need minor 
updating from time to time.  Since your end goal is to establish a trusting relationship with your contractor, you will 
want to put some effort into creating a professional-looking document. A Contractor Credibility Packet template is 
available for all of our Mastery students so you can hit the ground running; but we’ll summarize the main items that 
you want to cover in your packet:

• Background about your company:  This is your introduction to potential contractors, so make a good first impres-
sion; let your potential contractors know that you are serious.

• Your short and long term goals:  One concern a potential contractor will have in taking on a new client is
whether or not you will be able to bring in consistent work.  Use this section to illustrate where your company is
going.

• Why you are good to work with:  Again, you are wooing your contractor into a good working relationship, so
you will have to establish trust by laying out how you respect contractors and deal with them fairly; let your
potential contractors know that you are an investor with a continuing stream of work for them if you can get
good pricing.

Stage 3:  
Hiring Your Contractor
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• A description of your “ideal” contractor:  Let your potential contractors know what characteristics and qualities
you are looking for in a contracting partnership.  Motivate your contractor by mentioning the high potential for
repeat business if your standards are followed.  You also need to detail what licensing, insurance, and warranty
requirements you have.  This may eliminate some contractors right away.

• Examples of how you administer a project:  You can include a sample contractor agreement, pay schedule, etc.
to show your potential contractors that you mean business and are a reputable firm.

Once you have pre-screened a number of qualified, licensed and 
insured contractors and have a completed bid packet ready to go, you
can start the bidding process. Now at this point, you have assembled 
all of your documents and are almost finished with the work you need 
to do as a Residential Redeveloper.  You should obtain at least three
bids in the beginning.  Once you build a good relationship with a 
contractor you trust, you won’t need to have multiple bids as long as 
your preferred contractor comes in around your expected budget.  
If the contractor you have developed a relationship with starts to 
come in with higher bids, you need to find out why.  Your contractor 
might just be trying to make a little more money on a sure thing, or 
prices may have legitimately gone up.  If your contractor is unable to 
either come back down to your price or provide verifiable reasons for the price increase, you will have to open up the 
project for bid again.

It is a good idea to give potential contractors your estimated budget for the job before sending them out to prepare 
their bids.  If your estimate is unrealistically low, you will soon be educated as to how and where you went wrong.  
However, you should estimate at least a little bit lower than your allowable budget in case you have overestimated in 
some areas and the contractor is able to provide the service at a lower price.

When you have received all your bids, you will need to evaluate them.  At a minimum, each bid should meet the 
following requirements:

• Quantities should reasonably match the quantities you estimated when preparing your scope of work.
• Every item from your scope of work/quote itemization form needs to be present in the bid.
• No additional items have been added.
• License and insurance information is confirmed and up to date.
• Professional references have been confirmed.

Stage 3:  Hiring your Contractor

Helpful Tip!
Do NOT accept flat rate, lump sum bids for the project. Make sure 
to indicate that contractors are to itemize their bids and break 
out their costs by labor and material. An itemized bid lets you see 
exactly what the contractor is charging you for.  
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Look at each bid and evaluate them for professionalism, accuracy, and overall feel.  If you have any questions on an 
item that a contractor has included in his or her bid, don’t hesitate to call the contractor for clarification.  You might 
want to create a bid evaluation matrix to help you assess the bids. List the essential components of the bid and 
designate a certain number of points for each item. Compare each bid to the matrix and assign points for 
successful provision of each item. The bid that scores the highest will be most in line with the qualities and price 
that you are looking for.  A sample evaluation matrix is shown below.

PROPERTY BID EVALUATION SHEET – ABC CONTRACTING

ITEM POSSIBLE SCORE ACTUAL SCORE
Received by deadline 5 points 5

Professionalism 5 points 3
References provided 5 points 0
Quality of references 15 points 0

Quantities march 15 points 15
Contractor is licensed 10 points 10
Contractor is insured 10 points 10

Price 25 points 22
Completeness 5 points 3

Followed Directions 5 points 2
TOTAL 100 points 70

As you can see from the above matrix, ABC Contracting failed to provide references, which drastically lowered their 
overall score.  Even though they came close to the budgeted price and were licensed and insured, not turning in a 
complete bid will negatively affect their chances of being selected.

When you have completed the evaluation matrix for each bid received, you should have one bid that stands out 
clearly from the rest.  If all of your bids came out pretty even, then select a contractor based on compatible person-
ality and professionalism through the interview and bid process, as that contractor will have the highest probabil-
ity of working well with you. Contact your chosen contractor to share the good news and set a time to walk them 
through the project and execute the 6 critical documents. It isn’t strictly necessary, but it is good practice to inform 
the unsuccessful contractors that their bids were not chosen.

Helpful Tip!
Unsuccessful bidders might ask you why their bid wasn’t chosen.  
Having your matrix handy will help you to tactfully tell them where 
they fell short.

Stage 3:  Hiring your Contractor
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You’ve selected a contractor and are anxious to get started on the project!  Not so fast. You will need to establish rules 
and introduce the contractor to your successful rehab management system.  You will also need to walk the contractor 
through the six critical documents that he or she will need to sign before starting the project.  

Critical Documents To Verify & Sign
It is crucial that you have all of the appropriate paperwork ready 
for the contractor to sign before the job starts.  No work should 
be done on the project until the binding agreements have been 
signed.  This protects both you and the contractor.  Similarly, YOU 
need to be the one providing the paperwork, not the contractor.  
The contractor will need to provide proof of certain items such as 
licensure, liability insurance, and provision of workers compensa-
tion, but you provide the contractual documents.

Here are the 6 critical documents we sign on every job with every contractor that we pay directly:

1. Independent Contractor Agreement:  This is the main binding contract between you and the contractor. It
sets out all expectations and stipulations as well as the agreed upon price.

2. Final Scope of Work:  This is the final agreement between you and your contractor as to the extent of the proj-
ect and the materials to be used. Basically, this spells out every single item you want done on the property.

3. Payment Schedule:  This is a schedule of when you will make payments to your contractor based on specific
milestones completed.

4. Insurance Indemnification Form:  This clearly states the insurance requirements needed by the contractor,
both liability and workers compensation.

5. W-9:  You are required by the IRS to have every employee you hire on a contract basis (and pay more than $600)
to fill out a W-9.

6. Final and Unconditional Lien Waiver:  This is the one document that won’t be signed until the end of the proj-
ect, but you can explain what it is at the beginning. The lien waiver basically states that the contractor has been
paid in full for the agreed upon work and has no right to a lien on the property for any reason whatsoever.

The Final Scope of Work, the Payment Schedule, the Insurance Indemnification Agreement, and the Final Lien 
Waiver are all included as exhibits, or attachments, to the Independent Contractor Agreement.  Since this is a legally 
binding document, you will want to have a lawyer in your state review any modifications and additions you need to 
make before putting it into use so that it is follows all local laws and protects you and your job. The money and time 
invested to set up these documents will literally save you hundreds of thousands in dollars, headaches, and future 
contractor rehab horror stories.

Stage 4:  Executing the 6 Critical 
Documents & Starting the Project
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Stage 4:  Executing the 6 Critical Documents & Starting the Project

Please keep in mind that no documents should be signed with a contractor before you have closed on the house.  
This may sound obvious, but just like the warning on hairdryers that they shouldn’t be used in the bathtub, 
someone has made this mistake before and paid for it.  If anything falls through and you are unable to close on the 
house, you do not want to have a legally binding contract with a contractor who has already scheduled the rehab 
work and is counting on getting paid for that work.  In some cases, you may even be obligated to pay the contract 
amount to avoid being sued for breach of contract.

Project Kick-Off Meeting
Set up a time for a project kick-off meeting at the site with the contractor and all subcontractors to introduce them 
to each other, share a phone list, and establish the go-to contact person.

This meeting allows you and the contractor to verify that you are on the same page regarding the rehab and to 
iron out any misunderstandings prior to signing project paperwork. This is when you have the opportunity to make 
sure the contractor understands your expectations for the project scope, budget, and timeline.  It is also a chance 
for you to walk through the project with the contractor to make sure that nothing essential was left out of the 
scope of work.  You are the owner, and as such the director of the project - but take advantage of your contractor’s 
experience and expertise.  He or she may be able to see more economical or efficient ways to achieve the same end 
results.  Let your contractor know that you will be involved in the project, but will not be micromanaging.

Again, DO NOT skip this step of walking through the paperwork and contract with your contractors as this is what 
will save you management headaches and time once the job starts. The time you take to walk through, explain, 
and share what you expect from them on the job and what they should expect from you is what determines a very 
professional and respectful working relationship.
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Seven Stages of a Rehab

Whether you are using a lead contractor, a general contractor or managing the project yourself, communication is key. 
If you are working with a general contractor, you need to establish at the kick-off meeting once again what everyone 
is responsible for based on your system. Now is a good time to remind the contractor that he or she is responsible for 
action items such as pulling permits, scheduling subcontractors, and purchasing materials.  

Stage 5:  Managing the Rehab

Do You Need a Building Permit?

When rehabbing a property, the city will typically require a building permit for constructing, enlarging, 
moving, demolishing, or changing the occupancy of a structure, as well as major changes to electrical, 
gas, mechanical, or plumbing systems.  In some areas, a permit will also be required for re-roofing.

A permit is usually NOT required for typical rehab work such as painting, papering, tiling, carpeting, and 
similar finish work. 

Before you start any rehab project, it is a good idea to visit your city’s building department and do a little 
research on the permitting process.  City personnel will be able to guide you through the requirements 
for the various types of permits you will need; take notes to make sure your permit applications are com-
plete and have all necessary information.

We recommend having your contractors pull your permits. If a contractor says that the work needed 
does not require a permit, you can let him or her know that will need to be determined by the building 
department after we explain our scope of work. In our experience, it’s always best to have the building 
department on your side. A building inspector can make your life a complete nightmare if they catch 
one of your jobs being done without a permit. They will fine you, penalize you, and typically make you 
wait a long period of time before you can resume the job.

Rehab Milestones
We’ve broken down this process into 5 distinct stages for new rehabbers. The workflow of the rehab is critical. As 
residential redevelopers, we always want the exterior to be the first thing fixed and looking good so the neighbors 
can start talking; work from the outside in. Working outside in also prevents doing interior work that can be damaged 
later if you do not properly address the roof, windows, and doors from the start. These milestones typically align 
closely with the permit pulling process. The payment schedule is also tied to these milestones so that we stay ahead 
on work and behind on payments!
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Stage 5:  Managing the Rehab

Here are the milestones and coinciding Building Inspections, which will vary slightly by area:

1. Demo & Cleanout – Initial permit is pulled before demo starts

2. Frame Out – 1st on-site building inspection by the building inspector

3. Rough Out – 2nd on-site building inspection by the building inspector

4. Insulation – 3rd on-site building inspection by the building inspector

5. Finishing –  4th and final inspection by the building inspector; can’t
get a Certificate of Occupancy without the final inspection

Milestone #1 – Demo & Cleanout: 

Out with the old, in with the new is the theme of this phase of the rehab.  This stage is where you are most likely to 
discover unpleasant surprises. You will be tearing out flooring, removing fixtures, and knocking down walls, finding 
anything from rotten floorboards to unexpectedly placed piping. Depending on how much demo and trash is at the 
house, your team may need multiple dumpsters during this phase. It is always good to walk through the property after 
the demo and cleanout as you may have new ideas or a different feel for the space now that it is wide open. If you are 
going to make any changes to the layout and your original scope of work, now is the best time to do so.

Milestone #2 – Frame Out:  

Framing out the house creates the skeletal structure of the space. Your team will be fram-
ing any new spaces like bathrooms, kitchens, additions, etc. Carpenters will frame any new 
walls and mark the location of new utilities, appliances, and lighting.  Once the frame-out 
is complete, other trades can come in and get started on the rough-out.

Milestone #3 – Rough Out: 

After the carpenters are finished, the electrical, plumbing, and HVAC (heating, ventilation, 
and air conditioning) subcontractors will come through and work their magic.  The build-
ing inspections that take place at this time are critical and will need to happen at the end 
of the rough-out phase before the insulation and walls are closed up.  Get the electrical, 
plumbing, and HVAC work signed off on before scheduling the final rough inspection.  

Milestone #4 – Insulation:  

After all of the inspections have been passed, insulation can be placed in the walls and around the new utility work.  
Since insulation will obscure wiring, piping, and ducting, make sure the insulation goes in after the inspections.  In some 
municipalities, the building inspector needs to make one more visual sign off on the house after the insulation is com-
plete and before you close up the walls.

Milestone #5 – Finishing: 

This is the fun part of the rehab! If you are doing major work and opened up a lot of spaces, sheet rock and taping will 
take the most time at this stage. Upon completion of the sheet rock and taping, the door trim, window trim, base-
board and crown molding should be installed. After all the trim work is up, then the paining should commence. Now 
at this point, it is a race to the finish. The electrician is installing electrical fixtures, light switches, plugs and plates. The 
plumber is installing fixtures, faucets, toilets, and shower trim. The HVAC contractor is installing the heating registers, 
thermostat and final cosmetic touches. Finally, the carpenter is completing all big and small finishes such as cabinets, 
counter installation, tile work, touch up painting, flooring, etc. to deliver a finished product that matches your original 
scope of work.  Your vision has now become a reality.
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When the last milestone has been completed, you are ready 
to start closing out the project.  It is inevitable; no matter how 
good your contractor is, there will be little things that are typi-
cally overlooked.  You should do a thorough walkthrough of the 
project with the contractor and develop a punch list of items 
that need to be addressed before you will sign off on the work.  

Walk through the project a second time after the contractor 
has completed the punch list work to make sure all items have 
been addressed.  Now is also the time to schedule any final 
inspections required to close out your building permits.  

Once the permits have been signed off on and you are happy with the completed project, have the contractor sign 
the Final & Unconditional Waiver of Lien before issuing the final payment for the job.  This waiver indicates that both 
you and the contractor agree that the project is complete per the contract and that the contractor does not have 
any grounds to make a claim or file a lien against the project.  The amount of the final payment is typically included 
with the waiver of lien and is acknowledged as payment in full.

Here are the final things to confirm and closeout:

1. Final Certificate of Occupancy (if needed)
2. Final punch list
3. Final lien waiver
4. Final payment to contractor

It is very important that these final steps are done in this order.  Do not, under any circumstances, make the final 
payment to the contractor until you have received the Certificate of Occupancy from the building department upon 
final walkthrough, and the contractor has completed the final punch list. Once those steps are complete, the con-
tractor signs the Final & Unconditional Lien Waiver, you issue the final check and thank the contractor for a job well 
done.

Stage 6:  Contract Closeout & 
Final Payment

Helpful Tip!
You don’t want to have to make multiple trips to the property with 
your contractor to go over final punch list items. We recommend 
purchasing a roll of blue painters tape and marking off any areas 
throughout the home that need touch up work.
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Stage 7:  
Final Touches & Home Staging

You have put a lot of work into rehabbing your property, so go the extra mile and put some effort into preparing it 
for sale.  After you have the property cleaned, you will want to hire a couple of professionals – a stager and a photog-
rapher – to make it look its best.  

Staging the property does not mean that you need to fully furnish the house.  The goal of staging is to give potential 
buyers an idea of how the space can be used and to give the space a lived-in feel.  In general, staging the main living 
area, the kitchen, the dining area, the master bedroom, and a bathroom will be enough.  If the house has any unusual 
features, those should be staged also so that their purpose is evident.

When the staging is complete, bring in a professional photographer to take pictures of the house.  However tempting 
it may be, do not use smartphone pictures for your listing just to save a little money.  Houses with well-lit, profession-
al photographs are more likely to sell more quickly and for a higher price than houses with bad or no photographs.

Once the house has been staged, the exterior landscaping is spot on, and the interior cleaning has occurred, do a 
“buyer’s eye” walkthrough before you list the house. This means you need to take off your “investor owner” hat and 
put on your “I am a potential buyer”  hat. From the minute you pull up to the property, think like a buyer and ask 
yourself:  Is the landscaping perfect? Does the front door stick? is the house clean inside? When you go into the kitchen and 
open the cupboards under the kitchen sink, is it spotless? When you walk through the bathroom, does it smell like a typical 
bathroom or does it smell like potpourri?

The goal of this final stage is to put your absolute best foot forward as of Day 1. If you list the property and it’s not 
clean, the lawn is over grown, and the bathrooms smell like they have been used, you are simply shooting yourself 
in the foot. When a new property is listed on the MLS with a Realtor, the serious and qualified buyers are the first to 
walk through - so you have to bring your A-game as well.
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Seven Stages of a Rehab

Wrap Up

STAGE #1
PREPARE FOR YOUR REHAB
Most of your work in a rehab will be    

done in the planning stages.

STAGE #3  
HIRE YOUR 

CONTRACTOR
Make sure to get itemized, 
line item bids that include 

materials and labor.

STAGE #2  
CREATE A DETAILED 
SCOPE OF WORK

Paying attention to detail in this 
stage will save you a world of 

grief later on.

STAGE #4
EXECUTE 6 CRITICAL 

DOCUMENTS & 
START THE PROJECT
As the project owner, it is your 

responsibility to provide the contract 
for the project. Do not let the     
contractor tell you otherwise.

STAGE #7  
FINAL TOUCHES & 
HOME STAGING

Money spent on a professional 
stager and a professional 
photographer is money well 

spent.

STAGE #5  
MANAGE THE 

REHAB
Establish milestones and an 
inspection schedule to make 
sure the project stays on 
schedule and on budget. 

STAGE #6  
CONTRACT     

CLOSEOUT & 
FINAL PAYMENT

Walk through the project and 
note any final items that the 
contractor needs to complete 
before issuing final payment.

7 STAGES 
OF A REHAB
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join our team as Coaches and Trainers. As stipulated by law, we cannot and do not guarantee results or offer legal advice. As with any
business, your results will vary and will be based on your drive, effort, follow-through and other variables beyond our control. We believe in
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