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PREFACE
As I sit and reflect on my life, I can’t help but to wonder if adversity is a 
common factor that serves as a catalyst for people to seek change, as it 
was an abundance of adversity that prompted me to become a real estate 
entrepreneur.  When I first set sail on my quest to become financially stable, my 
mission was simply to provide for my family. While going through my storm of 
life threatening setbacks filled with trials and tribulations, I often asked, “Why 
Me”? 

However, today I thank GOD each day for that heaven sent shift in my life 
that now serves as my mission to help and inspire you. By providing financial 
education tools that will spawn a new generation of entrepreneurs, I can help 
guide you in your quest and hopefully make your journey easier. This is why 
I wake up each morning to find, research and close deals. I feel that the more 
groundwork I accomplish in the field, will provide more educational content to 
pass on and teach you.

As you read this step by step guide, please define your true purpose for 
wanting to become a real estate entrepreneur and continue to keep that 
purpose on the frontline while navigating through each step. Remember I’m 
not here to make wholesaling easy, I’m here to make wholesaling easier.

I want to thank my devoted wife, Popi, for being my side through the good 
times and the difficult ones. I also want to thank my lovely children Ayanna, 
Jaslene, Jordyn, and Justice. Each day I pray that the road I pave now will aid in 
your journey to good health and prosperity. 

I hope that this journal nourishes your thoughts and helps you to achieve your 
goals.

Kind regards,
J. Massey
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INTRODUCTION
I know you are excited about learning how to close your first deal as a 
wholesaler. Before we discuss Step 1, it is vital that I extend a preliminary 
question to challenge your ability to succeed as a wholesaler.  I would like for 
you to ask yourself, “Why should I wholesale real estate?” 

If you know the answer to this question you’ve already began to pave a solid 
foundation to become a successful wholesaler. For those of you who do not 
yet have the answer to this question should not proceed to Step One until 
you determine how your role as a wholesaler will help neighborhoods and/
or people. My “why” was to simply feed my family.  I have a friend whose “why” 
was to ensure his wife never had to work at 9 to 5 job so she could home 
school their children. 

In both cases, if we didn’t wake up each morning focused to write a offer or 
close on a deal our families would suffer. For me, we wouldn’t eat and for my 
friend his wife would have to work because he couldn’t afford to pay all of 
their bills with the income a 9 to 5 offered in his field. This leads me to another 
question, “Who will suffer if you do not write offers and close deals”? Please 
determine your mission and proceed to Step One.
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DEFINE YOUR CUSTOMER & LEARN THEIR VALUES
As a wholesaler I earned fees ranging from $2,000 - $26,000 per transaction 
across multiple states. This manual will provide a foundation to empower you 
to begin go out into the marketplace and create value. Wholesaling is the 
process of creating value and then selling that value in the marketplace. 
This process does not require your money or credit but does require your 
focus, time and consistent effort to make it work.

The first and foremost important step in wholesaling a piece of real estate is 
to Define Your Customer. Most people just think, “If I can get any house, I can 
sell it to anyone”. Unfortunately, that’s not the case. They fail to realize that 
wholesaling is a selling strategy; not a buying strategy. 

This is where wholesaling begins, the transaction is initiated by forming a 
selling strategy. To form a successful selling strategy, first, you must understand 
to whom you’re selling to and why they will value your inventory. Now let’s get 
down to business! In wholesaling, you will encounter three main customers:

 a). Retail Customer
 b). Wholesale Customer
 c). Turnkey or Buy & Hold Customer 

Now that your customers are identified, let’s define them and learn about the 
value they seek in inventory (you will learn more about this term later).

Retail customers are those that see value in the use of a property. Most likely 
they will want to invest in a property to use or live in for shelter. Therefore, the 
property must be in “move in ready” condition. Retail customers usually obtain 
traditional financing through loans paid over a period of time to purchase real 
estate. Retail customers are usually concerned with if they are able to make the 
mortgage payments. You should make sure your deal fits the average income 
of the buyer and marketplace.

STEP ONE
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Wholesale customers are those that see value in flipping the property. Most likely 
they will want to sale the property to make a fast sale. Therefore, they only require 
the property to be structurally sound because they will add value to the property 
by fixing it up and selling it for a higher price. Wholesale customers usually 
purchase real estate with cash or hard money.  Wholesalers are looking at the 
equity in the deal.

Last but not at all least, we have Turnkey or Buy & Hold Customers, which see 
value in renting properties long term. This investor lacks time to create and 
structure deals and seeks properties with pre-packaged services (i.e. tenants, 
property managers, insurance and seller financing) in place. Turnkey or Buy & Hold 
Customers use creative acquisitions or cash, in additional to traditional financing 
to purchase real estate. Turnkey or Buy and Hold customers are concerned about 
doing all of these things while still making a profit - who will live at the property, 
will it rent and vacancies

Now let’s define the three main values associated with each customer.

a). Retail Customer  Use Value (investor can use or live in property)

b). Wholesale Customer Speculative Value (investor can buy property at a    

     discounted price and add value to sell at a higher price                                                           

c). Turnkey    Investment Value (investor can derive income from the asset)                                      

     Buy & Hold Customer        

You just learned about the customers wholesalers serve, the value provided to 
each customer and why each value is important to each customer. The selling 
strategy begins now. You must select the customer for which you would like to 
serve. 

Although wholesaling forces you to learn about everyone, I want to personally 
teach you to only serve the customers in you want to become. In other words, if 
you want to become a Fix & Flipper (you will learn more about this customer in the 
next step)….. ONLY sell to Fix & Flippers. If you want to become a Buy & Holder….
ONLY sell to Buy & Holders (you will learn more about this customer in the next 
step). Does that make sense? By selling to those you want to become, you begin 
to mimic their buying behaviors (when and when not to invest in a property) and 
learn their beliefs about things like money, business and value.
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You see as a wholesaler, you are technically a middle-man. You are not actually 
a end buyer or original seller. You provide inventory to the customers just 
like Best Buy, or Target or Wal-Mart. However, after gaining the experience 
and knowledge needed by completing wholesale transactions you should 
make enough money to become the person you started out selling to as a 
wholesaler. This business requires discipline and focus. Identifying, a mission 
you would like to accomplish through selling wholesale properties is key 
and aids in your continued success. A mission will keep you focused on why 
completing transactions are important to you.

STEP 1 REVIEW QUESTIONS

1. What is the first step in wholesaling real estate?________________________
_________________________________________________________________
_________________________________________________________________

2. Write the three major customers in wholesaling?_______________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

3. A property must provide ____________ for each wholesale customer.

4. Every asset offers a minimum of __________ values.

5. List the three values. Write a brief description for each value wholesale 
customers consider before purchasing properties. 
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6. Define each customer. Write a description of each customer’s value, 
requirements for the condition of properties and typical financing. 

   
   
   

7. Is wholesaling a buying or selling strategy? ___________________________
_________________________________________________________________
_________________________________________________________________ 

Helpful Wholesaling Tips

Only sell to the people who you want to become. Example - If your goal is to 
become fix & flip wholesaler, only sell to individuals that fix & flip properties.

Focused energy is more beneficial than energy dispersed. Wholesalers should 
select ONE of the three main wholesale customers and master selling to that 
particular customer.

Always know why a buyer purchased a property as well as why a buyer did not 
purchase a property.
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Financing
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INCORPORATE STRATEGY & PROCESS
In step one you learned what each customer values and because of that you 
will be able to acquire a property at the right price point and sell it to them at 
the right price point that makes sense to them. Most wholesalers fail because 
they skip the first two steps. Instead it plays out like this. People say, “I’m going 
to do wholesaling,” and the first thing they do is try to go get a list of properties 
from a bank, an REO, and all this other stuff. Then they try to sell it to people 
but don’t understand why no one is buying. They think, “I have a house, you 
should want it.” “You say you want a house.” Typically, what that is, is that the 
REO properties are in a condition such that this person they’re talking to 
doesn’t see value; meaning they paid too much. That’s usually the case. Not 
always, usually.

Since focused energy is more beneficial than energy dispersed. You must 
select one of the three customers to focus on selling to. You must master 
one customer at a time by mastering the challenge of being able to provide 
valuable inventory.  Your mind, my mind and every human mind must go 
through the four levels of learning in order to gain any one skill. 

•	 Level One - Unconscious incompetence – You don’t know that you don’t 
know

•	 Level Two - Conscious incompetence – You become aware that you don’t 
know

•	 Level Three - Conscious competence – You learn what you didn’t know but 
you have to think about it when you do it

•	 Level Four - Unconscious competence - You’ve completely learned and you 
can perform task without having to think about it. Example – riding a bike 
or typing your shoe

Learning to sell to any one of the customers is its own different learning curve. 
I would rather you go through one learning curve at a time, as your goal is to 
become the “go to” wholesaler. 
To learn more about this topic, please visit www.cashflowdiary.com

STEP TWO
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Here’s why this is important: Say you’re going to sell to flip-and-fix buyers. 
If you sell to flip-and-fix buyers, they find value in being able to rebuild the 
house, reconfigure, make it new and up-to-date. That’s where they find the 
value. If you’ve ever seen a house in probate, is it up-to-date? A probate 
house is usually one that that someone lived there for decades and has now 
passed away. Is that house up to date, in your mind? Not even close. The home 
probably has shag carpet, probably pink walls and more than likely has not 
seen a stainless steel appliance, EVER!

If you are looking to wholesale property to fix-and-flippers, what that says to 
me is that probate would be an adequate acquisition strategy; it makes sense. 
If I want to sell houses to people who are looking to fix them up and bring 
them up-to-date, who has out-of date houses? That would be someone in 
probate. Each customer you sell to warrants a different strategy and process to 
acquire inventory. So let’s form a strategy to acquire inventory. 

STEP 2 REVIEW QUESTIONS

1. Fill in the acquisition process or acquisition strategy for each.

 9

STEP TWO (cont)

Acquisition Process Acquisition Strategy

REO Process

Probate Process Fix & Flip
(easiest process to follow step by step)

Fix & Flip, Buy & Hold, and Retail

Pre-Foreclosures

Tax Liens & Tax Deeds Fix & Flip and Buy & Hold
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TOOLS TO USE TO FIND INVENTORY
I’ve introduced the term inventory in the earlier steps but purposely never 
defined its meaning. As a wholesaler, what should you consider as your 
inventory? Let’s use an analogy to define the meaning - Costco is to members 
as wholesalers are to real estate. Costco sells electronics while wholesalers 
sell real estate. Your inventory is real estate!

In this step you will learn the tools to use for each acquisition strategy to help 
you find inventory to sell to your customers to live in, fix & flip or buy & hold 
for a good value, even including your fee. You DO NOT sell products, as a 
wholesaler you provide a service just like Costco. 

Now you know your customer, what they value and why and you also have a 
general idea of the strategy and process to find inventory. Your last decision in 
this process is to determine if you will sell Wal-Mart style-probate real estate, 
Target style-probate real estate, or Nordstrom style-probate real estate. 

To learn more about this topic, please visit www.cashflowdiary.com . 

A vital component to learn also is the route you should take to obtain a list of 
inventory for each process. 

I’ve provided a quick roadmap for you below.

STEP THREE
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Auctions – There are multiple types of auctions. First decide which type 
you would like to participate in. There are online auctions, tax sale auctions 
and foreclosure auction. Obtain a list of the real estate for sale. You MUST 
register to become a bidder. Examine the list carefully and bid on properties 
that you know are valuable to your customers.
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STEP THREE (cont)

Pre – Foreclosures – This is not an auction. Here’s where resourcefulness 
kicks in. You must gain access of a list of people who are behind on their 
mortgages but have not yet gone to auction. My favorite way of finding 
these people is attending networking groups. You simply use the script I 
always teach, “Hi my name is J. I’m a wholesaler. What that means is I buy 
properties at a discount and I sell them at a discount. What type of investing 
are you looking to do?” Usually distressed sellers respond by saying “I’m not 
trying to purchase anything, I’m trying to sell some real estate.” Cha Ching! 
You can also find distressed sellers through title companies, notice of trustee 
sale, notice of default (from realtors). After obtaining the lists, examine the 
lists and select properties that you know are valuable to your customers.

Short Sales – Similar to pre-foreclosures, however in this case you are 
trying work out deal with bank before the bank takes it back. You will need 
the notice of trustee sale and notice of default from realtors to find people 
that are delinquent on their payments, but the bank has yet to offer their 
property up for auction. 

REO’s - Real estate owned by banks. Most banks have a REO realtor that 
negotiate properties that went to auction but no one purchased them 
which made the properties go back on the bank’s book. You are negotiating 
directly with the bank to acquire the right to control or own the property. 
This process is usually negotiated through a REO realtor. However there 
is one exception, if you happen to know the Vice President of a bank or 
someone in Loss Mitigation you can usually skip to the front of the line!

Probate – Visit the County courthouse review the court records of people 
that passed away, declared insane, disable, or orphans that may have 
real estate. Look through the probate index. Its key to track the records 
so that you will know when new records are created. Locate the personal 
representative, the executore or executrix, the name depends on if the 
person is male or female and if they have a will or not. This is the person 
you need to talk to - not the attorney nor the judge. Contact the personal 
representative. This is the person that have or will in the future have the 
ability to sell the property. Often times, you will be the first person or close 
to the first person to contact them. This is one of my favorite strategies. 
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STEP THREE (cont)

Tax Liens & Deeds – Visit the County website to obtain the tax foreclosure 
sale list. Although every county may not have a website, each county 
produces a list. You can obtain the list online or directly from the county 
courthouse. After you obtain the list, examine the list carefully and bid on 
properties that you know are valuable to your customers. Please note – they 
are various types of real estate sold at Tax Liens & Deed sales. Timeshares, 
commercial, single family, multi family and much more. Be 100% certain 
that you know what you are actually bidding on the type of real estate that 
your customers value.

STEP 3 REVIEW QUESTIONS

1. Pre-foreclosures and short sales are similar acquisition processes. Distinguish 
the difference?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

2. Define REO’s. ____________________________________________________
_________________________________________________________________
_________________________________________________________________

3. Fill in the blanks with the appropriate answers for each.

Wholesale 
Customer

Value Condition Typical
Financing

Use Value Retail

Speculative Value
Probate, Auctions,

Tax Liens & Tax Deeds

Turnkey Buy & Hold
REO, Auctions,

Tax Liens & Tax Deeds

Strategy Chart
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GAIN LEADS
Its time for you to introduce yourself to the real estate community! Guys find 
a nice shirt/slacks and ladies a nice dress. Attending networking events will 
position you around buyers, sellers and your support team. A good way to find 
networking groups is to visit www.meetup.com and select real estate events 
and meetings to attend. 

Once there you should use the verbatim introduction to each person you 
encounter ““Hi my name is J. I’m a wholesaler. What that means is I buy 
properties at a discount and I sell them at a discount. What type of investing 
are you looking to do?” The script has the potential to produce buyers, sellers 
and private capital.  By using this intro, buyers will tell you exactly what type of 
properties they are looking to buy. Distressed sellers may tell you that are not 
interested in buying but have a property to sell and potential investors will tell 
you that they would rather seek a joint venture deal. The only task for you is to 
perform market research and find those properties using the tools introduced 
in Step 3. Arrive equipped with a pen and clipboard to record contact info 
and customer values. You will need this info later to build your investor profile 
database (you will learn more about this in Step 7). 

Another approach to position yourself around potential buyers, sellers and 
investors is to get involved in special interest hobbies. If you enjoy activities 
such as  mountain climbing, golf, photography o even flying airplanes, you will 
find that people with money to buy or invest are the ones who usually have 
the time to spend doing these things.

This memory jogger exercise can also help you think of people to contact.

In order to start, you must do what is called a “Memory Jogger”, which is a list 
of names of people you know that you will call or contact to tell about your 
business.  This Memory Jogger is a list of “Triggers” that will trigger your mind 
of people that you know.

It is a Psychological Fact that if you are 25 years or older, you know 100 people.  
You have just forgotten most of them, so you need a reminder of them.  That 
is the purpose for the Memory Jogger.  The list could contain names of family, 
occupations, associations, plus many more.  You need to look at the list and 
come up with as many names as you can.

STEP FOUR 
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You must come up with at least 100 names the first attempt, and you are 
going to want phone #’s and emails as well.  This will give you what is called a 
“Working Inventory”.

Your REAL Inventory is NOT the products or Services your company sells.  It 
is PEOPLE.  And you MUST have people to talk to about what you are doing.  
Many folks who start out have way too few names, and then complain that 
they have no one to talk to.  Think of everyone you know WITHOUT judging 
their interest level, and write their name down.  If you can, ask your partner to 
do it with you.  It will become a very important part of your beginning success 
in Real Estate.

Use the “Follow your Dollar” strategy 

STEP FOUR (cont)
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Memory Joggers

Business milestones and progress
Business relationships – new & old
Delegation & management
Leadership success
Presentations & speeches
New technologies learned/used
New abilities, skills & confidence

Financial, income & investments
Personal relationships – new & old
Habits developed & overcome
Events attended
Personal presentation (skills, image)
Personal development
Family

Home 
Health & fitness
Trips  & vacations
Letting go
New additions
Spiritual 
Community

TEAM 100 LIST
OCCUPATION NAME EMAIL PHONE
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STEP FOUR (cont)
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OCCUPATION NAME EMAIL PHONE
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STEP FOUR (cont)
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OCCUPATION NAME EMAIL PHONE
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STEP 4 REVIEW QUESTIONS

1. What type of events should wholesalers attend to build an investor 
database? 
_________________________________________________________________
_________________________________________________________________

2. Write the standard introduction to use while at networking events.
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

3. Why is this intro important?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

STEP FOUR (cont)
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Believe it or not, you will find real estate for sell that matches the exact or 
similar needs of the customers you meet at the networking events. Your 
ultimate goal is to pin point the area and locations in the marketplace in 
which you can find those types of properties. If your customers need Wal-
Mart style-probate houses then look in lower income neighborhoods. If your 
customers need Nordstrom style-probate houses then target higher income 
neighborhoods. 

As a wholesaler, you should learn the trends of your market. Average and 
cumulative days real estate stays on market, sale price per square foot. Rent 
price for square foot is important to consider when writing offers for buy & 
hold customers

For more information on step, please visit www.cashflowdiary.com

STEP 5 REVIEW QUESTION

1. Why should you find specific areas in each marketplace to find inventory? 
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

2. What factors should you consider?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
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FIND A LOCATION
STEP FIVE
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RECRUIT SUPPORT TEAM 
I mentioned that you would meet sellers, buyers and your support team at 
networking events. A support team is comprised of anyone that can give you 
leads, help you close deals or simply help you after closing. Support teams 
include transactional funders, a person who has the ability to literally give you 
all the money that is necessary to purchase the property. 

Realtors can provide you with property listings, REO realtors can help you 
break through the clutter of bank owned negotiations and property managers 
can do just that, manage properties. Your goal is to make as many of these 
people like and trust you. In return you will prove yourself to be a wholesaler of 
good character and build a positive working relationship.

This template should help you get started.

Essential Members

Front Line Acquisition Team
 Deal Finders
  Realtor ________________________________________________
  Bird Dog-1 _____________________________________________
  Bird Dog-2 _____________________________________________
  Wholesaler-1____________________________________________ 
  Wholesaler-2____________________________________________

 Deal Analyzers
  Appraiser ______________________________________________
  Inspector _______________________________________________
  Contractor-1 ____________________________________________
  Contractor-2 ____________________________________________
  Contractor-3 ____________________________________________

STEP SIX

19
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Financial and Legal Team
 Mortgage Broker _____________________________________________
 Local Banker-1 _______________________________________________
 Hard Money Lender___________________________________________
 R.E. Attorney ________________________________________________
 Accountant _________________________________________________
 Title Rep/Officer _____________________________________________
 Insurance Agent _____________________________________________

Property Protection Team
 Property Manager ____________________________________________
 Contractor __________________________________________________
 Maintenance ________________________________________________
 Plumber ____________________________________________________
 Electrician __________________________________________________
 Roofer _____________________________________________________
 Yard Service ________________________________________________
 Painter ____________________________________________________
 Handy Man ________________________________________________

Exit Strategy Team - Your “go to” team members likely pulled from your other 3 teams.
 Realtor ____________________________________________________
 Bird Dog ___________________________________________________
 Mortgage Broker ____________________________________________
 Property Manager ___________________________________________

STEP 6 REVIEW QUESTIONS

1. As a wholesaler, you must build a support team. Name the types of real 
estate professionals that can play a vital role in assisting you to close deals?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

STEP SIX (cont)

20
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A list of people or entitles willing to buy properties from you. As you go out 
there to interview the marketplace and you ask the question, “What type of 
investing are you looking to do?” Buyers will tell you. They’ll say things like, “I’m 
looking to hold some more properties.” or I’m looking to flip.” or  “I’m looking to 
rent.” Then you ask questions to uncover their investor identity. 

You’re only going to buy houses that you know your customers value. Just 
like Apple, they always do market research before they come out with a new 
product. They find out what we want, then they make it and sell it to us, and 
we go, “Oh, my God. How did they know?” They asked us; and that’s all you’re 
going to do, too. You’re just going to do it as it relates to real estate. You need 
to, A; decide what customer. B; you need to come up with your own list of 
questions. 

STEP 7 REVIEW QUESTIONS

1. What is an investor list? Why is the list important?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

2. What type of information can wholesalers obtain by asking investors the 
following question – “What type of investing are you looking to do”?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

21

BUILD INVESTOR LIST DATABASE 
STEP SEVEN
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Example of an investor profile questionnaire.

22

STEP SEVEN (cont)
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FIND PROPERTIES
In Step 3, I taught you the tools needed to find properties. Now you must 
execute the strategy & process required to find properties that are of value to 
your customers. You’re only going to buy houses that you know customers will 
buy. 

When you have 4 and 5 people who say the same thing, “I want a 4-bedroom, 
2-bath house that’s about 1,800 square feet on this size lot,” once you find 
about 4 or 5 people, that’s the property you go find. Then you let all 4 or 5 of 
them know, “Hey. I found one.” What you mean when you say “you found one” is 
that you have it under contract. Meaning, you have a negotiated contract with 
the seller, with the seller’s signature and yours, that they can buy from you. You 
have something in inventory. Until you have the contract signed, you do not 
have anything in inventory. I’ve got to stress that hard because people do this 
to me all the time. “I’ve got property.” You don’t have property if you don’t have 
a contract. If you don’t have a contract signed, you’ve got an idea, and I don’t 
want you to be that person. 

STEP EIGHT

23
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A wholesaler without a negotiated contract is like a McDonald’s without 
hamburgers.  Also performing real estate transactions without a license is a 
felony and punishable by law. If you do not have negotiated contracts in place 
you do not have any inventory to sell. Allow to me repeat – IF YOU DO NOT 
HAVE NEGOTIATED CONTRACTS IN PLACE YOU DO NOT HAVE INVENTORY TO 
SELL.

A contract can be a verbal or written agreement. In all wholesale transactions 
a written agreement is required. Your initial contract can be as simple as one 
document that lists your name, company, address of property, date you will 
buy property and amount you will pay for company. Or you can obtain a free 
template from an online resource. If you choose to take this route, please do 
not use a realtor template because their contracts are designed to protect 
agents. As a wholesaler, you must gain constructive control by becoming a 
principle. Thus allowing you to earn a profit as opposed to a commission which 
is earned by agents. Also, constructive control gives you more authority over 
the real estate.

After you document your intensions, take the draft forms to a title company 
or attorney (depending on your state). The title company or attorney will 
generate a official document named escrow instructions to literally spell out 
each step each party must accomplish to close on the deal. Once al parties 
agree and sign, all parties are held responsible to deliver the items outlined in 
the escrow instructions. Please note, the only contract you and your customer 
should sign is the official contract generated by the title company or attorney.

Meaning, you have a negotiated contract with the seller, with the seller’s 
signature and yours indicating that you can buy their property. Your signed 
and notarized contract is your inventory. Until you have the contract signed, 
you do not have anything in inventory. I’ve got to stress that hard because 
people do this to me all the time. They say, “I’ve got property.” 

However in reality, you don’t have any property if you don’t have a signed 
contract. You only have an idea without a signed contract. Trust me, you do not 
want to be that guy!!! You must obtain a signed contract with the seller to buy 
their property and also obtain a contract with a buyer to sell them a property. 
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Remember, writing a contract is like giving your word. Your word is to sell or 
buy a property. Since you are using other people’s money and credit to get 
transaction closed, you don’t have any other option when you sign a contract 
but to close on it. 
So know the value of each customer and only sign contracts deals that you are 
100% sure are good deals. 

Paying an attorney to generate a official contract was my only expense as a 
wholesaler. This was a one-time fee, as I simply reused the same contract for 
each deal thereafter. Only changed the name, address and terms. 

Clauses I often include in my contracts are indication that I or a representative 
of me must inspect the property and my inspection period and escrow period 
does not begin until buyer receives all requested documentation (rent rolls, 
proof of insurance, etc).

STEP 9 REVIEW QUESTIONS

1. What is a negotiated contract? Why are negotiated contracts important to 
wholesalers?
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

2. As a wholesaler, what should you consider as inventory? 
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
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DO THE DEAL
STEP TEN

The moment of truth is here.

You have acquired all of the pieces to the puzzle, now its time to “Do the 
Deal”. You will place an offer to purchase the property from the seller. Making 
offers to purchase real estate can seem intimidating for buyers. Its important 
to understand that making an offer is simply an invitation for a conversation, 
meaning you are inviting the seller to have a conversation with you by writing 
on a piece of paper how you would like the deal structured. You are trying to 
get the seller to respond to begin discussing the finer details of the deal. Initial 
offers are rarely accepted. 

However, it is very normal to participate in a “wheel & deal” conversation in 
which both you and the seller go back and forth discussing how you prefer the 
terms and structure of the deal Personally, if a seller accepts an initial offer from 
me, I become uncomfortable. This is one of the things that I do not want to 
hear. If I make an offer and a seller says “Yes” I say “Crap”. I feel this way because 
I’m certain that I missed something in the contract - maybe I offered to pay too 
much or maybe the terms I offered were a bad decision for me but good for 
the seller. When sellers accept an initial offer in its initial without a “Wheel & 
Deal” conversation, you have more than likely made an offer to good to refuse 
for the seller.  

Make this third paragraph - List price is a suggestion and I wholeheartedly 
ignore list prices. The price the buyer is asking  is irrelevant. What’s important is 
your offer and what you are willing to pay and your terms to get the property 
paid in full. For example – You can find a buyer to buy a property for $100,000 
and pay $1 per month until the property is paid off or a buyer to pay $10,000 a 
month until the property is paid off. This is the point, you must be willing and 
not afraid to write an offer and negotiate. You can negotiate seller financing, 
non-recourse financing, deferred interest and even deferred payments. When 
you submit your offer, be sure to tell seller that you must hear back from them 
by a specific date or the offer no longer stands.
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DO THE DEAL
STEP TEN (cont.)

After you “Wheel & Deal” and the seller accepts your offer, you will be given a 
certain number of days to deposit the purchase price into escrow for closing. 
THIS IS WHERE THE TRUE BEAUTY OF WHOLESALING IS REVEALED. Now 
you will negotiate a date with the buyer to provide the purchase price to you 
to purchase the property. When its time to close, you deposit the purchase 
price into the sellers account, you deposit your fee into your account and 
you sell that property to the buyer you met at the networking events. With 
continued practice and repetition of the steps outlined in this manual you will 
gain the bearings most wholesalers lack – knowledge and experience. You are 
also destined to become the person you started out selling to as a wholesaler.

In order to do the deal, you must now follow through on the process outlined 
in the escrow instructions. As a wholesaler, it is not your responsibility to 
complete the due diligence on the property. However, if you want to close 
on the deal you must assist the buyer to make sure they complete the due 
diligence. Always opening and closing escrow is how you know you are in 
business as a wholesaler. There is no set time to close on escrow you may 
request one weeks or five weeks. The timeframe is totally for you to decide. If 
you are not able to close in the time outlined in the escrow instructions, you 
can negotiate an extension, or secure bank financing to close on deal yourself. 
This is why I stress to always sign contracts on good deals. One day you may 
have to close on the deal if he seller or buyer backs out.
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HELPFUL WHOLESALING TOOLS

•	www.foreclosureradar.com
•	www.meetup.com
•	www.bid4assets.com
•	www.ebay.com
•	www.facebook.com
•	www.Linkedin.com
•	www.Twitter.com
•	www.narpm.org - National Association of Property Managers
•	www.realtor.org - National Association of Realtors
•	www.nolo.com
•	 First American (title company)
•	www.realestatetools.com
•	www.Dropbox.com
•	www.SugarSync.com
•	HP 10B II Calculator
•	www.marketcircle.com - Daylite
•	www.loopnet.com
•	www.cbre.com
•	www.rentometer.com

CONGRATULATIONS ON YOUR SUCCESS!
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WHOLESALING GLOSSARY
Acquisition Processes – Processes investors can use as tools to assist them in 
finding inventory specific for each customer.

Contract – A legal agreement between a two parties that outlines terms in 
which a property can be purchased or controlled.

End Buyer – The buyer that actually acquires a property as a result of a real 
estate transaction.

Investor – A real estate entrepreneur that purchases real estate for a specific 
value to render income.  

Inventory – The list of properties a wholesaler has under contract to buy or 
control.

Investor profile – A data sheet that outlines each customers investment 
values for specific markets.

Investment Value -  Value seen by investors in which they can derive income 
from the asset over a period of time.

Offer - A written agreement proposed by a buyer. The agreement acts as an 
invitation to begin negotiations to purchase real estate.

REO’s – Bank owned properties.

Retail Customer – Customers that purchase properties for use values.
                           
Selling Strategy – Combining acquisition processes and acquisition strategies 
to find inventory valuable to real estate investors

Speculative Value  - Value seen by investors in which they will buy properties 
at a discounted price and add value to sell at a higher price.                                                         

Turnkey or Buy & Hold Customer  - Customers that purchase properties for 
investment value.

Use Value  - Value seen by investors in which they can use a property. 

Wholesale Customer – Customers that purchase properties for speculative 
value.

Wholesaler – A real estate entrepreneur that sells real estate to investors 
according to their use value. 
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ANSWER KEY
STEP 1 ANSWERS

1. What is the first step in wholesaling real estate?
Define your customer

2. Write the three major customers in wholesaling?
Retail Customers, Wholesale Customers, Turnkey or Buy & Hold Customers

3. A property must provide value for each wholesale customer.

4. Every asset offers a minimum of three values

5. Define each customer. Write a description of each customer on requirements 
for the condition of properties and typical financing for each.

6. List the three values. Write a brief description for each value wholesale 
customers consider when purchasing properties. 

7. Is wholesaling a buying or selling strategy? 
Selling

Values Description

Use Investor can use or live in property

Speculative
Investor can buy property at a 
discounted price and sell at a 

discounted price

Investment Investor can derive income from the 
asset without selling it

Wholesale 
Customer

Value Condition Typical
Financing

Retail Use Move in Ready Loans

Wholesale Flip Structurally Sound Cash or 
Hard Money

Turnkey / 
Buy & Hold

Rent Services set up 
for asset 

Creative Acquisitions 
or Cash
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ANSWER KEY
STEP 2 ANSWERS

1. Fill in the acquisition process or acquisition strategy for each.

STEP 3 ANSWERS

1. Pre-foreclosures and short sales are similar acquisition processes. Distinguish 
the difference?
Pre-foreclosures are properties that have not yet gone to auction. Short 
sales are properties that went to auction.

2. Define REO’s. 
Bank owned real estate that was not purchased at auction.

3. Fill in the blanks with the appropriate answers for each.

Acquisition Process Acquisition Strategy

REO Process Buy & Hold

Probate Process
Fix & Flip

(easiest process to follow step by step)

Auctions Fix & Flip, Buy & Hold, and Retail

Pre-Foreclosures Retail

Tax Liens & Tax Deeds Fix & Flip and Buy & Hold

Wholesale 
Customer

Value Condition Typical
Financing

Use Value Retail

Speculative Value
Probate, Auctions,

Tax Liens & Tax Deeds

Turnkey Buy & Hold
REO, Auctions,

Tax Liens & Tax Deeds
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ANSWER KEY
STEP 4 ANSWERS

1. What type of events should wholesalers attend to build an investor 
database? 
Networking events

2. Write the standard introduction to use while at networking events.
“Hi my name is ____________ I’m a wholesaler. What that means is I 
buy properties at a discount and I sell them at a discount. What type of 
investing are you looking to do?” 

3. Why is this intro important?
By using this intro at networking events you are introducing yourself as a 
wholesaler and also initiating a conversation to find out the types of real 
estate customers are seeking to buy in specific marketplaces.

STEP 5 ANSWERS

1. Why should you find specific areas in each marketplace to find inventory? 
Each marketplace offers different types of inventory. 

2. What factors should you consider?
For each marketplace you should carefully consider the demographics of 
each marketplace in order to meet the needs of your customer.

STEP 6 ANSWERS

1. As a wholesaler, you must build a support team. Name the types of real 
estate professionals that can play a vital role in assisting you to close deals?
Transactional funders, realtors, property managers
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ANSWER KEY
STEP 7 ANSWERS

1. What is an investor list? Why is the list important?
A list of people or entitles willing to buy properties from you. The list tells 
wholesalers what types of real estate investors are looking to buy.

2. What type of information can wholesalers obtain by asking investors the 
following question – “What type of investing are you looking to do”?
The intro allows investor to tell wholesalers the exact types of properties 
investors are seeking to buy in specific market places.

STEP 9 ANSWERS

1. What is a negotiated contract? Why are negotiated contracts important to 
wholesalers?
A contract between the seller of a property and the wholesaler, which 
gives the wholesaler permission to either buy or negotiate the sale of the 
property.

2. As a wholesaler, what should you consider as inventory? 
Properties under contract
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