
 

 

 
 
 
 
 
Training Module 3 
This training covers the first analysis of the deal- running that ARV (after repair value). Valuation module! We cover how 
to run comps for yourself, no realtor required. 
Every week we give an easy way to market and find a deal. How to get a deal fast that doesn’t involve spending much! 
This week’s tip: Text blast some people! Send a text to some friends, family, co- workers and anyone else in your phone. 
Something like this “Hello, just checking in and saying hi. Wanted to let you know that I have a new venture started in 
real estate and I’m looking to buy an investment property for cash, If you can think of anyone that is selling their home 
and it in “not so great shape” or if you know anyone in foreclosure, divorce, dealing with a problem tenant or ended up 
with an inherited property, just anything like that! Please give me their contact info and let them know I can reach out to 
help them out. They will pay no closing costs, no realtor fees, wont have to clean the property or anything. I can help!” 
We always want you to remember that you do have help!  
 
Things to remember every week: 
This is designed for you to train your people, many people have the end goal of being the money partner and having a 
team to handle every piece of the business. Once it is set up, this makes the most money in the least time.  
This business is for you to have free time.  
This is designed for you to work less and have more. 
We always want to remind you of the “three places you could be” Anxious to find a deal, patiently tuning in and doing 
assignments, or lastly “You waited until the end and you are reviewing all of these together”. Any one of these is fine, as 
long as you get into action. 
This will take time and effort to get there. 
In many cases you will be better off to do all the training and do the deals yourself at first, you are more likely to be the 
most committed to the process since you are leveraged. 
In many cases you’ll be better off to hire someone right away because it saves time, but realize the team member often 
times is not as leveraged as you. You have to decide and analyze that risk on an individual basis.  
 
Weekly Reminder: Basic wholesale- Wholesaling is a niche in real estate that is 100% investor based. You are finding 
deals as investments at low, low prices and then “flipping” them to other investors (usually fix and flippers or landlords). 
Your goal here is to buy at wholesale prices and “flip” them to your investors at prices that are still below market value, 
leaving the majority of the profit for them. The golden thing about wholesaling is that you are making your money 
almost INSTANTLY, in most cases without ever owning the property. You do not need to use your own money or your 
own credit to make BIG profits on these deals 
 
Weekly reminder 2: If you have enrolled into a training that has the network, then you have access to the network. You 
can use wholesalers in the network. A good goal for a wholesaler should be to set a goal for 2-3 deals within three 
months. Remember to email the office if you need to utilize the network. We reach out to the various people in the 
network that could fit your needs or we do a blanket marketing campaign for you inside the network (whichever way is 
most appropriate) and then get back to you with the response. 
 
You should have a call rail number set up. If this is your first week on board, you may have to check your email and get 
set up. This is the number that you get set up for all of your marketing. We give you call scripts and common objections 
that we have developed over the past 17 years. These scripts are perfectly tailored to explain and demonstrate to the 
seller why it makes sense to sell their property to you. This call script works extremely well and you can rely on them.  
 
Things to know about yourself. You are a cash buyer. With our network and support you have the ability to write offers 
as a cash buyer. In most cases what that really means is that you do not write your offer contingent on financing. You do 



 

 

not care about the condition of the home. You do not care about appraisals, you do not need inspections that are 
required by lending institutions. They have nothing to worry about! Roofs bad, floor is bad, bathroom is missing? That is 
all acceptable. Many sellers have been involved with a buyer that needs to appraise and inspect the property and after a 
lengthy time period the buyer backs out due to an appraisal coming in low, or inspection comes back with lists of repairs 
that ruin the deal. Always remember to tell them they do not pay any realtor fees or closing costs. Title insurance, doc 
stamps, closing fees any and all of it. You will make it so whatever you offer, that’s what they walk at closing with! No 
math! You offer $110,000 that’s what they get! This is very enticing for sellers. 
 
What you need to know about ARV. We are more particular with our numbers than typical real estate agents (much 
much much more in many cases) We are even more particular than appraisers. To be realistic we are more particular 
and aim for more accurate figures than any other profession that values properties. There are several reasons. One 
reason is because if we can know exactly what a property will sell for, not more and not less, we can be more 
competitive with our offer. Another reason is to not lose money. It goes without saying, not knowing how to be 
extremely accurate can be costly.  
 
We already have gathered information from the seller. We go to the county website to double check the square footage 
and things like that. We also do a google drive by to see if there is any insight into the neighborhood. We also do a 
google search to see if there are any recent sales, recent listings, or any other information pulling up in a google search. 
Verify what the seller is telling you and come prepared to your appointment to buy. Its better to be accurate. Its all 
about being prepared, do not fly by the seat of your pants in an appointment to buy someone’s house.  
 
Google “drive by” when you have an address to a deal. Get on google and check the curb appeal. Compare it to the 
homes in the neighborhood. This is pre appointment. Look for commercial buildings that detract from the appeal. 
Anything like “no sidewalk” incongruencies with other nearby homes, good or bad.  
 
Go to the county appraiser website and “real property search” “property search” etc. Enter the address of your deal first 
verify the owner. You may discover the person you spoke with, was not the owner. Also look and check the number of 
bed, baths and take notes.  When you are looking at the sketch of the house or the website, if you are confused by 
anything, calling the county can be the fastest easiest way to figure out how to navigate the website. You will only use 
the under air square footage, so take a note of that. Verify what framing and construction it is, make a note (block, wood 
frame). Make a note of any pool, out buildings, mother in law suite etc. 
 
Google the property, see if its been listed as a wholesale deal, retail sale, auction or anything else that noteworthy.  
 
Go to Redfin.com you will want to sign up for redfin. On the video we mentioned that you didn’t need to, true, but it will 
be helpful. Type in the address, ignore the redfin estimates. Go to “map nearby homes for sale” if for some reason this 
doesn’t come up, look at google maps and instead of searching the subject property, you can search an address nearby 
on the same street (most of our deals we show you how to locate are off market “non MLS” deals, however, you may e 
running a comp for a deal that is listed and in this case redfin doesn’t always show the option to search nearby homes 
for sale) 
 
Looking at the map, select the neighborhood that your home is in. It is not advised to cross major roads, make sure to 
double check the selected area completely in google maps to ensure the homes are similar and the neighborhood is 
consistent throughout.  
 
Once you have outlined your neighborhood go to the more filters section. You can match the square footage, beds and 
baths and lot sizes and more. You do not need to do that. Apply filters “last 12 months” “sold” you can get more details 
by looking at everything. Look at the sales prices and look closely at the price per square foot. (sales price/square 
footage) Look at the days on market as well to predict how fast it will sell, even if you are wholesaling you will need this 
for your end buyer. When looking through comps, you will hand select the ones that are similar in beds and baths. You 
will want to verify the most solid comps the same way you verify the subject property. You are looking for fully 



 

 

renovated homes. That does not mean well maintained or clean. What you are looking for is something that is 
renovated completely. Note* Sometimes redfin will delete interior photos, so you may have to take the comps and 
enter them into Zillow a similar site to see the interior (be creative). Completely renovated homes will have painted 
driveways, new pavers, painted pool decks, pools redone, brand new tile in the bathrooms, matching floor throughout, 
high quality stone countertops (Granite, marble, quartz) all new cabinets and everything new.  Also, many new investors 
are tempted to look at the highest comps they can find, we look at all comps and make conservative wise choices. Any 
comps that are higher level comps, even if they aren’t perfect rehabs, get the top three comps and average the price per 
square foot. Take the square feet of the subject property and do the math. (If the average sold per square foot is $190 
and your subject is 1000 sq ft- youre looking at ARV of $190,000) Now go back and see if that number is justifiable. If it 
ends up making your subject the “highest priced listing” in the area, that is not a good thing. It could slow down the sale. 
You would be taking a risk to have the highest sale price in the area. You will want to lower your price to fit the market 
but note in your folder on the visit that you had a higher ARV. 
 
Remember that is all done for you when you have a deal. Make sure you had the conversation with the seller inside the 
callrail app and you filled out every line on the portal submission form.  
 

 


