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Introduction: How to Buy Your 
First Investment Property

Here you are — at the beginning of our journey to becoming your own boss and 
creating your financial freedom. Where do you start?
You, like many others in your shoes, probably have a lot of questions. 

• How do I find good deals?
• How can I do a deal if I don’t have money? 
• How do I negotiate? 
• How to I find good contractors?
• How do I know how much a house is worth? 
• How do I get started?

I’m sure you’ve seen all the books and webinars about how to get rich with real estate 
investing — and that might be why you’re here now. 

But let’s be honest — how many of these gurus and seminars 
actually tell you how to DO anything?
This book isn’t like any other book you’ve read, because it’s not written by a “guru” or 
a big name. 
Actually — I didn’t even write it. 
This book is different because it’s written by investors who were just like you. 
They weren’t born rich or lucky, and no one handed anything to them on a silver 
platter. They educated themselves, persisted, asked for help, and took action. 
In this book, these successful real estate investors reveal the secrets that enabled them 
to buy properties quickly and at deep discounts, the perfect recipe for big paydays. 
The book is presented in a series of interviews because after doing the research and 
talking to successful investors, we thought you needed to hear it from them directly. 

How to Use This Book
Pay careful attention to each person’s story. As you read, write down one or two 
things that each investor did that YOU can do, and commit to taking that action. It 
could be something small, like browsing the internet for properties for 1 hour per 
week, or asking a specific question to each seller you contact. Just make sure that at 
the end of each interview, you have action items written down so you’ll have an action 
plan for buying your first deal by the time you finish reading this book.
Let’s begin! 
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About the Author: 

Doug Smith, Founder of 
MyHouseDeals

I was born in Lubbock, TX and grew up on a cotton farm just outside of town. Our 
family was lower middle class, but our parents always found ways to make ends meet. 
The consecutive years of bad crops led us to coin the phrase, “That’s just Smith luck” ... 
which was bad luck of course. 
After high school, I decided it was time to “get off the farm,” so I went on to graduate 
from Texas Tech University. I was a Business Administration major. After graduation, I 
went to work as a software developer for ExxonMobil. I planned to work my way up 
the corporate ladder.
But a few months later, I realized I HATED working there. I felt more like a prisoner 
than a “career man.” So I looked for other options and read in a few books that most 
millionaires either made their fortunes in real estate or regularly invest in real estate. 
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So I resigned after one year to buy, fix, and re-sell houses full-time. I said to myself, 
“no guts, no glory!”
But my investing career didn’t go so well at first. After 8 months of hard work and 
following guru tips, I hadn’t bought a single property. In fact, I was $5,500 in debt. 
But I didn’t give up! After becoming more educated about investing and discovering 
how to buy properties from wholesalers, how to get leads from the Internet, and how 
to do short sales, I FINALLY bought my first property. It’s true what they say. The first 
one really is the toughest!
I then bought 41 houses over the next five years. I was able to do this with no prior 
experience and using almost every creative purchasing method out there. 
I’m thankful that I didn’t give up on myself. I don’t have to work anymore, but I do 
because I enjoy it.
I’ve been able to give back by sharing my knowledge. To date, my investing tips 
and articles have been read by over 200,000 investors, and I’ve conducted over 25 
seminars to investors throughout the nation, speaking to audiences as large as 800 
people.
My profits from real estate investing also gave me the capital to start MyHouseDeals.
com. But I’m most proud that I’ve been able to transform people’s lives by giving them 
life-changing advice and access to highly profitable investment opportunities. And 
that this information has empowered them to make hundreds of thousands of dollars, 
quit their jobs, and most importantly, enjoy their lives with their friends and family.
I sincerely believe this book is for YOU, and will help you take your first steps towards 
becoming your own boss. See you soon!
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David Avery Made $15,000    
Without Spending Any of          

His Own Money
David recently bought his first property. His current strategy is to focus on 
wholesale deals, which is a great way for beginner investors who don’t have much 
capital to work with. David learned early on that he has to look at a few deals 
before he finds one that is right for him. He never got discouraged when he had to 
keep looking, and he advises new investors to do the same — don’t give up! 

As he shares his experience, read the additional notes provided regarding wholesale 
deals. What are they wholesale deals? How can you use this strategy to your 
benefit? What questions do you have?

In addition, read about a few of the most popular financing options and begin 
thinking about options appeal to you the most and how you can utilize them in 
your own future strategies. 

David, could you tell us a little bit about who you are and how 
much experience you have in real estate investing?
I did a lot of homework on real estate investing before I even got into it. I chased it 
around a lot, learned a lot of business, and learned as much as I could. I actually got 
into investing as a contractor and being in the business. Because I was self-employed 
beforehand, I already had an idea of how I was going to go about this and what I was 
going to be looking at whenever I did sell or purchase property.
I expect to make about $15,000 on the first property I bought. I’ve also bought a 
couple others. I am mostly looking at wholesale deals right now.
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How many wholesale deals would you say that you had to go look 
at in order to buy one that’s going to make you this $15,000?
I probably looked at quite a few of them — 10 houses, maybe 15 houses. Then I 
found one that I thought that I could do — an easy deal for me stepping into it.
That’s one thing I’ve noticed with a lot of the more successful investors: they don’t 
get discouraged when they look at 5 or 10 houses and those houses don’t meet their 
requirements. They actually keep looking at more, and just plugging away, and learn 
from each house that they inspect. 

Were you able to learn more about real estate investing with 
those 9 or 10 houses that you looked at, but weren’t able to buy? 
Absolutely. I took my checklist with me. I completed all my repair checklists and got 
an idea of how much it’s going to cost me and what I thought I could make the most 
money on.

WHAT ARE WHOLESALE DEALS?
Wholesale deals are properties that are under contract by investors (usually at 
70% of market value in fixed-up condition, minus the cost to fix up, minus what 
you want to make as the “wholesale fee”) who are looking to assign that contract 
to another investor buyer. The wholesaler earns the “whole-sale fee” without 
having to buy the property outright.

As a new investor, how did you convince the seller that you would 
actually close on the property when you promised you would? 
I already had my foot in the door since I went through a hard money lender with a 
great reputation. Additionally, it helped that I already knew I wanted it, so I just ran it 
by him and then we made it happen. We closed in a week.
Be prepared with your financing before you pursue the deal. That really helps when 
you’re speaking with a wholesaler or a motivated seller. They don’t care that it’s not 
your cash as long as they feel safe that you have the loan in place.
MyHouseDeals.com is available in a lot of markets. In each area the website provides 
information on a hard money lender. Get in touch with that company, and get it pre-
approved for a hard money loan. In most cases, they don’t care about your credit or 
your income. They just care about the property that you’re going to buy. They just 
want to see that you’re buying it at a good enough discount so that they’re secure in 
case they have to foreclose on you. 
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MOST POPULAR REAL ESTATE FINANCING OPTIONS
Conventional Mortgage: This loan from a traditional bank requires a minimum 
of 20% down, but may extend to 25-30% for investment properties. 
Hard Money: Loans acquired from a private business or individual for the 
purpose of investing in real estate. These loans are based on the value of the 
property, have shorter term lengths, have higher than normal interest rates, and 
higher loan “points” (fees to get the loan). Hard money lenders do not require 
income verification or credit references and can often fund a deal in days. 
Private Money: Loans that are financed by a private individual and require 
minimal fees or “points” as compared to hard money loans. Private lenders 
are looking to gain higher returns on the cash they lend. The interest rate is 
established upfront and the money is lent for a specific amount of time. These 
loans are often used when an investor is looking to repair a property and resell 
over a short period of time. 
Partnerships: An equity partner is someone you bring into a transaction in 
order to help finance the property. With equity partnerships each situation and 
deal requires its own analysis of how the deal will be put together, who makes 
decisions, and how the profits will be split. 
Cash: Some investors choose to pay all cash for an investment property.
Federal Housing Administration (FHA) Loan: An FHA loan has a low down 
payment requirement. FHA loans are designed for homeowners who are going to 
live in the property, but an FHA-financed loan can have up to four separate units. 
If you plan to live in of the units, you can buy a duplex, triplex, or four-plex with 
this loan.

What tips would you give a new real estate investor who hasn’t 
purchased their first property?
First things first: do your homework. Know exactly what you’re getting into. Go by the 
house and bring your checklist. Find a property that you want and get in touch with 
a hard money lender. You have to be very open minded. Keep looking and don’t let 
anything discourage you.
Learn from everything and keep rolling. Get your hard money set up, have your exit 
strategy in place, and put it down on paper. 
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Where can you find good comparable sales for the property to be 
certain about what the after repaired value really is?
I use a Realtor, but I also use bankofamerica.com. I’ve found it to be accurate 
compared to a lot of other ones. You can use Zillow.com as well.
I found the agent through my lender. Most hard money lenders will work with you on 
a deal that you’re potentially about to buy. They’ll make sure that it’s a good deal.
Look very closely with your hard money lender. Don’t be discouraged if you have to 
bring a little bit of money to the table, either.

For the property that you recently bought off the MyHouseDeals, 
did you have to bring any money to closing?
I did, but it basically just got given right back to me for the repairs. I had to bring 
$3,000 to the table.
For people reading this who don’t have $3,000: I’m sure you can find a friend or a 
relative that you can borrow $3,000 from if you’re about to turn around and make 
$15,000 or $20,000 on a property. It requires you to split some of the profits on that 
deal. There’s always a way to come up with $3,000.

Notes and Action Items:
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________
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Jeff Sampson Got His 
First Property Under 
Contract in 3 Weeks

Jeff recently found a property and put it under contract in three weeks. At the time 
of the interview, this deal would make him up to $125,000 in profit based on his 
calculations. If a few things go wrong, he could make closer to $80-$85,000. That 
would be the worst case scenario. 
As you read Jeff ’s story, read the notes on wholesale deals versus motivated seller 
leads, how to pull comps, how to find a good neighborhood and how to find good 
contractors and think about how you can apply the information to your first deal. 
How will you pull comps, assess neighborhoods and find contractors? 

What has allowed you to so quickly find such a profitable deal? 
I’ve been doing this for a little bit under a year. I’ve tried to focus in on one particular 
part of town which has given me the knowledge to know what the property values are 
in this particular area and be able to react quickly when I do see something I feel has 
a good potential for a big spread, like this one. Again, I’m very familiar with the part 
of town that this property is in. I was able to identify that it was a good opportunity, 
could do some improvement on the property, and put it back on the market to make 
some money.

WHAT IS THE DIFFERENCE BETWEEN A WHOLESALE 
DEAL AND A MOTIVATED SELLER LEAD?

Wholesale deal: Properties for sale by other investors, who put a house under 
contract from a motivated seller and are looking to assign the contract to another 
investor, collecting a wholesaling fee. 
Motivated seller leads: Properties for sale by owner at a discount for various 
reasons. Distressing landlord situations, owners in need of mediation/jointly-
owned property, active sellers with urgent needs, homeowners facing change or 
distress, or corporate and institutional sellers.
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When you are looking for investment deals, do you screen for 
property both in the motivated seller sections and the wholesale 
deals section? 
I look at both of them. It really just depends on what in particular I’m looking for at the 
time. I do have a couple of rental properties, and I’ve only had limited experience with 
the website at this point. Thus far, in the motivated sellers, it looks like there’s a pretty 
good opportunity for rental properties since many people are trying to get out of 
properties that are in decent shape.
I actually made a number of phone calls and looked at a couple of properties from 
the motivated sellers site, and that’s really what I tend to focus on since I see so many 
rental opportunities. 
With wholesale deals, I seem to find more remodel opportunities since more repairs 
are needed. That could have to do with the market or the area rather than being a 
difference between wholesale and motivated seller leads. 

“Successful investors 
don’t get discouraged 

when they look at 5 or 10 
houses and those houses don’t 

meet their requirements. 
They keep looking.”

You have a strategy of looking for deals in a certain part of town. 
Would you suggest that other investors do this as well?
It’s worked for me. There are other investors that I talk to that seem to focus on a 
much larger area. There’s even people who focus on multiple cities. 
Because I am somewhat new to it, my strategy was to try to get very familiar with 
something so as to minimize my mistakes. I didn’t want to get involved in something 
that I perceived as valuable only to find out that it wasn’t worth what I thought it 
might be. I wanted to be as familiar with the property values as possible.
There are some nuances about particular streets that have issues associated with 
them that affect the property value. Because I’ve been able to focus on that, I’ve been 
able to pick up a lot. When I see a property come up, I look at it by zip code or in a 
particular grid on a map. As I’m analyzing it from a dollar per square foot standpoint, 
it looks like a great deal. Then I realize, “Oh, I know what street this is on. Now I know 
why it is that it’s such a good deal.” That’s why it’s important to know the area.
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How many properties would you say that you had to either 
analyze on your computer or go look at before you found this one 
property?
On average I would say I probably looked at 100-150 properties to every 1 that I’ll 
make a phone call on. I’ll probably make a phone call on 5 or 6, you know, before I’ll 
actually go out and see one.

By looking at 100 to 150, are you pulling comps on any property? 
Or are you just looking to see if they’re in your particular area?
Both. I’ll go on to the county website and try to get a feel for the condition of the 
property. Look at the taxes, look at the square footage on it, and find out if they’re 
reporting a square footage that was original to the house, or if there’s been a garage 
conversion, or what have you to try to make sure I’m getting a good assessment of 
what it is I’m looking at. Again, I still feel like I’m relatively new to this and learning 
stuff every day. I certainly wish I was more efficient, but you get a little bit better at it 
the more you do it.

How have you built up your education over the last year so you 
can actually go out there and buy property?
For the most part I try to network with people that I’ve been fortunate enough to 
meet in the area and ask a lot of questions. It certainly doesn’t hurt to actually go 
see a property where someone’s got an open house or go meet with a builder. That 
doesn’t cost any money to do. It’s amazing how much you learn when people start to 
tell you everything they know, and it doesn’t cost a penny to get them to start talking 
to you.

WHAT ARE COMPS? HOW DO INVESTORS PREPARE 
COMPS?

Comparables (or comps) is a real estate appraisal term referring to the prices paid 
for recently sold homes that are comparable in size, style, and location to the 
property of interest. This is critical for assessing the current market value of the 
property. This can be accomplished either by the investor, a real estate agent, or a 
licensed/certified appraiser.
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A lot of investors are worried about having to put a significant 
amount of money into a deal. They see a property for sale that’s 
at $70,000 and they think that they actually have to come up with 
the $70,000 out of pocket.
How do you get around that? Where do you get your money for 
the deal?
Well, we were actually living in the very first property that I did. So, for that case you 
have a lot of flexibility and a lot of opportunities. You can actually do it as an owner-
occupied. I’m fortunate enough to have good credit, so I didn’t put a penny into it. I 
had a hundred percent financing. From that, I was also able to leverage and pull some 
equity out of it after a remodel, and then take some of that money and move it into 
additional properties.
With the particular property that I’m doing that we’re speaking of, I had to pull in a 
partner to help with some of the financing because it’s a bigger project than what I 
can handle myself. Getting someone else involved that has money and is willing to 
invest in the project really required me to have a good understanding of what I was 
going to do, but it really was a pretty simple sell to call him and to explain to him what 
the opportunity was. Obviously, I’m eating up a little bit of my own profit in that. I’m 
still going to make $60-$70,000 on a piece of property, so I don’t complain about 
having to give some profits to a partner.

WHAT MAKES A NEIGHBORHOOD “GOOD”
When researching neighborhoods, consider researching the following: Location, 
economic, social and ethnic diversity, functionality, crime, transportation, access 
to stores and groceries. Does it have good schools? What do the houses on your 
street look like — do the homes show pride of ownership?

Additionally, research other real estate data such as average days on market, 
foreclosures in the area, and rent averages. A great neighborhood also has 
gathering places and a variety of housing choices.
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How confident are you that you guys can make a $125,000 on this 
property? Where’d you get your numbers?
The property is in a neighborhood that I’m extremely familiar with, so I’ve got a really 
good feel for what the comps are in the neighborhood. I’ve got about a year’s history 
on the comps. In addition, there are a number of properties in the neighborhood that 
are brand new. People have come in and bought the existing properties, torn down 
the houses on them and built brand new construction homes that range anywhere 
from $700,000 to a $1mil for a 3-4,000 sqft house. In this particular area, I saw a void 
of the size of properties that I’m ultimately going to be improving this property to. 
I’m adding square footage to get it to 2,600 sqft and then sell it for $525,000. I know 
that I’m going to be selling at $100-$125,000 less than the market and I’m really not 
offering a whole lot less per footage, and I’m remodeling it from the studs up.
In that situation, I look at it and say ‘Okay, I’ve got about $125,000 to spend and I’ve 
obviously got some cost and Realtor ’s fees to take into consideration. If I get it on the 
market at the right time, and that’s certainly key to me, trying to get it up in the key 
selling season, then we should be fine. Worst case scenario, it slides all the way toward 
the end of the summer and we’ve got to reduce our price a little bit. Properties in this 
neighborhood don’t stay on the market for that long and given all of that information, 
I’m pretty confident that we’re in good shape.

TIPS ON FINDING CONTRACTORS
For many investors, the best way to meet and keep good contractors is 
networking. However, you can also employ the following tips: (Source: 
ThisOldHouse.com)
1. Get recommendations.
2. Conduct phone interviews:
            •Do they take on projects of your size? 
            •Are they willing to provide financial references, from suppliers or banks?
            •Can they give you a list of previous clients?
            •How many other projects would they have going at the same time?
            •How long have they worked with their subcontractors?
3. Meet face-to-face.
4. Investigate the facts.
5. Make plans and get bids.
6. Set a payment schedule. 
7. The price shouldn’t be your only guide (consider reputation and quality).
8. Put everything in writing. 
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How did you find your contractor to do the repairs? After it’s all 
through being repaired, how do you plan to go by selling it? Is it 
through a Realtor?
From a contractor standpoint, some of it’s been really trial and error. Again, I use my 
referral network to try to get people to refer a contractor to me. People are very 
willing to share their resources. I certainly don’t end up getting offended that people 
are so competitive that they’re not willing to pass on a referral. I’m certainly willing to 
do that because I think if I’ve got contractors that I use and they’re looking for work 
and I can get them work, the next time that they’re on my job site working with me, 
they’re a little bit more willing to work with you.
Some of that comes through referrals, some of it’s just been through driving through 
particular areas and seeing people on job sites that have a particular trade that I don’t 
have a really good handle on. I’ll pick up the phone and call them and maybe I’ll walk 
on the job and ask them if they’ll work. I don’t think that you’re ever at a point where 
you have crews that are all the crews that you’re ever going to use. I think in order to 
be successful in any business, you’ve got to continually look at additional resources 
and options because things change.
Relative to reselling the property in this particular market, my plan is to immediately 
create signage and do some listing with the property on my own and do a for sale by 
owner on the property. If it goes all the way to completion before I’ve got it sold, then 
I’ll probably consider using a realtor to put it on the market.

How did you convince the home owner to sell the properties you 
use, instead of some of the other people who may have called 
about the same deal?
I honestly think it was timing. I think that they had only had it out on your website for 
a couple of days. They had an offer from an out-of-state investor, if I recall correctly, 
that was a little flaky. The guys did a little research on me and I started to get a sense 
that they were concerned I wasn’t going to be able to close the deal. I just asked them 
to meet for a drink! We met face to face and I was able to have a good conversation 
with them and I think they got comfortable quickly, knowing that this was something I 
was serious about.



14

What problems have you faced, if any, with some of the wholesale 
deals and motivated seller leads and how have you overcome 
those? 
Well, I think, again, I’ve got limited experience on this side relative to these specific 
opportunities, but I made phone calls, talked to people and analyzed. I think the only 
challenge is that you’ve got to be realistic about some of the spreads that people list 
on properties for sale. You have to remember that everything’s open to interpretation 
and what you may perceive needs to happen to a particular project may be a little bit 
different than what the seller thinks needs to happen. I think what’s important: don’t 
try to figure out what somebody else thinks is necessary to make a property valuable 
— figure out your own plan.

How flexible or inflexible have you seen these investors being 
when you make them offers and are you even making them offers 
if it’s less than the asking price?
I would offer what I think is a fair price that I think is acceptable. I tend to negotiate on 
just about everything, so I’m always going to start with a number that’s just a little bit 
less. Frankly, with the wholesalers, one of my first questions is ‘Is the price negotiable?’ 
It certainly always depends on their situation, other offers or if people are interested. 
On the other hand, if they’ve been sitting on it and it’s starting to eat their lunch a little 
bit because they’ve got their money tied up in it, then sometimes they’re more willing 
to work with you and try to get the deal closed.

“Look at lots of 
houses. When you look at 

that many houses and make 
that many offers, things are 

bound to happen.”
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What tips would you give to a new investor who’s just getting 
started and doesn’t really know how to go about pursuing new 
properties? What should they do?
That’s the million-dollar question, isn’t it? 
Just be careful and try to work within the means you’ve got. With the first deal that 
I did, I didn’t have any money tied up in it because I did it with the house that I was 
living in. I certainly mitigated my risk there because I was going to be making a house 
payment anyway, so why not find something that’s got equity in it, do some work 
with it, and use that as a learning tool. Try to learn as much as you can by talking 
to people. Research and keep your ears open and try to get yourself involved in a 
project that has limited risk.
You can find your contractors just by pulling over when you see a project that’s 
underway and trying to find that person — maybe plumbers, electrician, maybe 
someone laying tile — that you could use as a part of your team. 
Bring in partners when necessary. You might give away part of the profits in order to 
secure the deal, but learn from it so you can take that knowledge and apply it to your 
investment for years to come.
Look at lots of houses. When you look at that many houses and make that many 
offers, things are bound to happen. 
Along with looking at houses and making all those offers: even if their after-repair 
value is over inflated or their cost of repairs estimate is too low, come up with your 
own numbers based on the things you’ve learned over the last few months. 

Notes and Action Items:
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________
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Kevin Hassell: You Learn From         
Your First Deal More Than You             

Do From The Next Ten
Although he is a self-proclaimed newbie to real estate investing, Kevin has always 
had a passion for the business. A couple years ago, he decided to sell his marketing 
agency and start a new chapter.

Finally able to make the time commitment, Kevin attended seminars and utilized 
resources until he gained the confidence to complete his first deal. 

Kevin views his first deal as a true learning experience, acknowledging that the 
lessons he learned during that time would go on to inform his next 10 deals. As he 
sees it, education helped build his confidence, then practical experience has helped 
him grow his business. 

Kevin’s deals are straightforward flips, and he has enjoyed the flexibility of working 
with private lenders to get those deals financed. Kevin recognizes that building trust 
and relationships with private lenders will only help him expand his business.

With one deal under his belt in year one, two deals in year two, he’s excited to 
already have three deals in year three of his real estate investing career!

Can you tell us about yourself and your investing background? 
What inspired you to invest in real estate, and how long have you 
been an investor?
I’m a relative newbie to real estate investing. I’ve only been doing it for about a year 
and a half. I recently sold my marketing agency. I was looking for a new chapter in my 
life, and I’ve always had a passion for real estate, but no time to commit to doing it.
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When I started it, I kind of started a little slowly, and I purchased one property in 2014, 
then two last year. I’ve got three going right now, so now that I do have more time, 
I’m really jumping into it sort of head first.

How have you built up your education in real estate investing? 
What types of training or books do you focus on?
Real estate investing kind of seems like it’s in vogue these days, especially in our 
market in the Dallas-Fort Worth area. It’s very competitive. I actually attended one 
of those big seminars that you hear advertised, and while it was very educational 
and I think I got a lot out of it, I think the biggest thing for me wasn’t so much the 
education, it was more gaining the confidence that you knew what you were doing, so 
that you can actually go out and make your first deal.
I think the biggest deterrent for most investors or people wanting to get into investing 
is they feel like they don’t know enough about it and they’re not confident to get 
out and start doing it. That was what seminars helped me do, but to be honest, 
you don’t have to do those things. There’s plenty of resources out there including 
MyHouseDeals.com, where you’ve got all the resources and tools at your disposal. 
Listening to other investors, and how they’ve done it, that’s just how I started.

What are your plans for this particular deal that we’re discussing 
today?
Well this is your pretty straight forward flip. It actually happens to be in an area of 
Dallas-Fort Worth that I’m really familiar with. I was pretty confident in knowing what I 
needed to do here as far as what sells well. It’s a full cosmetic rehab. The bones of the 
home are very, very good so it didn’t need any structural changes, any foundation or 
anything like that. It’s mainly cosmetic and updating the house to make it look new.

How are you able to find and keep good and reliable contractors 
for your rehabs?
Well that is a big challenge. For the three that I’ve done so far, I haven’t used the 
same contractor in any of them. When you’re first getting going, it’s really kind of an 
interview process. I mean you do your due diligence, and you do as much vetting as 
you can of the contractors before your hire them for the projects. But you don’t know 
how good, how reliable, or how responsive they are until you actually get into it. Not 
that I was terribly dissatisfied with any of the contractors I used, but I didn’t feel like 
any of them were really good fits for me.
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Currently, I think I have a contractor who is going to be a good fit for me now. He’s 
working on two of my deals, so I think we’ve got good ones coming forward here. 
That is a big challenge. The ones that we used, we were referred, and I think that’s 
the best way to do it, is from people that have used them before. You can get them 
referred through other investors or other wholesalers.

How do you acquire reliable comps information when you’re 
analyzing a deal?
Well it’s imperative that you do your due diligence and you check other sold 
properties. I happen to have a friend of mine who’s in real estate. He’s a Realtor, 
and helps me with comps and things like that when I need them. Doing a CMA or 
comparative market analysis around the area where your buying homes is imperative 
I think. I don’t think the wholesalers try to inflate their ARV’s. For the three that I’ve 
done, I’ve sold them for at or above what their initial ARV’s were.
I think they were pretty good, and I think a lot of it has to do with what you put into 
them to be honest. I will say this, it wasn’t the ARVs that were inflated, I think it was the 
rehab budget. The rehab budgets seem to be a little low when the investor or when 
the wholesalers are putting their information out there. That may be based on an 
average. Again, I may be putting more money into my homes, but maybe that’s why 
I’m getting a higher sale.
I think you have to do your research, and you have to know your areas. I think doing 
deals in areas where I’m familiar, makes a big difference because I know what the 
values are, and what they should be for homes that are rehabbed or not.

What funding sources do you use, and what do you recommend 
for new investors?
It’s not the same for everybody. Everybody is coming into it with different means. 
My first deal that I did, I was able to buy it for cash, and rehab it. I didn’t have to go 
through the typical lender. I’ve only had to use a lender twice so far, but when we’ve 
done it, there’s no shortage of lenders out there. If you’re buying through wholesalers, 
most of those have lending sources available through them.
There’s really quite a few private lenders and that’s really the direction I would 
recommend people go. You generally pay less fees with a private lender than you will 
with a hard money lender. A lot of the wholesalers will have a source, but a lot of times 
they are private. They’re a little easier to work with sometimes. Especially once you’ve 
done a few with them, you build up some trust with them. They’re very flexible on 
terms.
Rates and points tend to be pretty consistent, but the ease and flexibility of working 
through a private lender most of the time or at least in my experience, has been a lot 
easier then working with a hard money lender.
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How do you find good private lenders?
Referrals. And I know that’s one of you all’s resources online. There are lists of those 
private lenders that you make available, and I have reached out through a number of 
those, and I did connect with a lender on your site. You have to ask people who you 
know, and you’ve worked with. You have to ask other wholesalers and other investors 
who they use. I don’t think people rely enough on other investors. These guys have 
gone through what you’ve gone through or are going through, so they’re a good 
source of information.

Networking plays a tremendous role in real estate investing, 
correct?
Yes, and I don’t do near enough of it, but it’s definitely a key part. It’s a good tool, and 
there’s a lot of good networking and real estate investment networks out there.

Looking back, what do you wish you knew when you first got 
started in real estate investing?
One thing that I didn’t realize when I first got started is that there’s more information 
out there that’s super easy to find and access than I thought there was. Resources, 
videos, etc. You don’t have to go to some of these expensive schools to hear this stuff. 
Not that they’re not good, and that they don’t give you good information, they do, 
but you don’t have to attend. Like I said at the beginning, the one thing that I think a 
lot of people struggle with is just getting the courage to get out and do that first deal.
I looked at it this way: my first deal didn’t even have to make me money, it was just 
something that was an experience. You’ll learn more from your first deal then you 
probably will from your next ten. You just have to do it, but it takes a little guts to do it. 
That takes time to gather up, and that’s usually just through information and gaining 
some confidence by the information you have. I know the MyHouseDeals site has a lot 
of tools that can give a lot of people the confidence that they would need.
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Notes and Action Items:
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

“There’s a multiplier 
effect. You meet one person 

who takes you to two more, and those 
two take you to four, and six, and so on. 

Pretty soon you’ve got a lot of 
good sources.”
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After Becoming a Seminar Junkie, 
Chris Larson Found a Source of 

Properties and Took Action
Chris spent a lot of time reading and attending real estate investing seminars 
before finally doing his first deal — and it paid off! Once he found a steady source 
of investment properties to review, he was able to move forward quickly with 
everything he learned. 

Chris actually moved into one of his first investment deals, and he has also done 
several short sales — a strategy discussed more in this section. Chris also mentions 
double-closings, a strategy used to close quickly and use less personal cash for 
closing by buying a deal and selling deal on the same day. Many title companies 
don’t perform double-closings any more, but they are a great tool for efficient 
closings.

Could you tell us a little bit about your background in real estate 
investing and what has allowed you to get involved so quickly and 
buy a property at a discount?
I think that I was sort of a seminar junkie for several years and all of the stuff 
that I would go to and listen to was percolating through my mind. Once I got to 
MyHouseDeals.com and started to talk to motivated sellers and talk to people that 
had wholesale deals, then I realized that hey, all the stuff that I had been learning 
and was percolating through my mind I was actually able to put into action. I’ve got 
a person down in Texas, south of Dallas, that is almost in foreclosure, and a Realtor 
friend of mine was able to go down there and convince him that we needed to do a 
short sale with his bank so that we could keep him out of foreclosure. I feel like that’s 
real beneficial, and a real win-win situation for the folks that go in and sign up on the 
motivated seller because those folks need help and they need help yesterday.

You bought that one property that you’re moving into. That was a 
wholesale deal, right?
Right. It was a house that was a 2,700 square foot house with a huge swimming pool 
in a great appreciating section of Fort Worth, which is what I wanted. I found it on 
MyHouseDeals.com. I went to talk to the owner, they were going through a divorce, 
and I was able to work with their Realtor to be able to get the house at a price that 
was probably about $50,000 less than the actual market value.
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You mentioned you had been working on two motivated seller 
leads and doing short sales on those. Could you elaborate on that?
These are folks that were in situations, either health-wise or otherwise, that cause 
them to need to get out of their obligations. There’s an elderly lady that I’m working 
with now. She’s got to go into a nursing home, and she’s got an acre of land with a 
trailer on it down in Venus, Texas. She is just not going to be able to carry the note 
anymore, so I’m working with the bank to get a short sale on that, which is not a 
whole lot. It’s only about $27,000 we’re talking about, but that would give me the land 
plus the trailer.
Then there’s a young couple in Mansfield that is looking for some place to live. They 
live with their mother and dad, they’ve got two kids, and they want to move into a 
trailer and have their own space to live in. I’m going to try to set up a double close on 
that one. The bank will take the short sale and then I’ll offer them a contract, go to the 
title company, and turn right around and sell it to this couple.

You mentioned earlier that you like working with motivated 
sellers because you get to help people in need. Could you 
elaborate on that a little bit more?
As I said, when I went to all these seminars they would always talk about how much 
money you could make, and how many deals they had worked on. Sometimes, I 
would wonder to myself, ‘Well, what happened to the poor seller?’ You know, that 
person that was foreclosed on, or whatever else happened in the end. Did they end 
up going to the street? 
Then when I started working on these motivated seller leads, I really felt like people 
were definitely in need of my services to be able to help them move on. I think that’s 
really gratifying. You know you’re actually helping somebody and keeping them out of 
foreclosure or keeping them in a situation where they could save their credit.

When you first started getting really active in investing, did you 
have to overcome any fears, and if so, what were those fears?
My biggest fear was, what happens if I end up with fifteen houses and for some 
reason five of them go vacant? Am I going to be over-extended? 

WHAT IS A SHORT SALE?
A short sale is a sale of real estate in which the net proceeds from selling the 
property will fall short of the debts against the property. In this case, if all lien 
holders agree to accept less than the amount owed on the debt, a sale of the 
property can be made.
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What I realized after talking to some of these motivated sellers is that they’re willing to 
do things like sell on terms or do situations where you can make cash where you don’t 
have to worry about having a portfolio. I want to have rental properties, but I want to 
do it in a structured way, one at a time so that I can carry everything and not be over-
extended. That’s what I realized I could do by having a steady source of good leads.
That’s another thing, too. The quality of the leads is what really impressed me with 
MyHouseDeals because you are taught at these seminars to go out and look in the 
newspapers, or beat the bushes, or knock on doors. That’s stuff for the birds.

Have you spoken with many wholesalers and established a 
relationship with them?
In fact, I just got through this morning updating my Excel spreadsheet on sources 
of investors and lenders and people that I’ve met as a result of the networking I’ve 

done. I looked at a house in Fort Worth that I was interested in that was posted 
by a MyHouseDeals member, and talking with her led to another set of mortgage 
connections that I deal with now. In fact, the house in Fort Worth that I just financed 
was through a mortgage company that I got through this investor.
So, there’s a multiplier effect. You meet one person who takes you to two more, and 
those two take you to four, and six, and so on. Pretty soon you’ve got a lot of good 
sources.

On a lot of these deals that you’ve come across, how much credit 
or cash has been required to complete those deals?
So far I’ve just put contracts out there and I try to do a double closing which requires 
no cash. However, the house that I bought in Fort Worth required additional financing 
because that’s going to be where I live. At the same time, because I got in with such 
a low price, I have instant equity and I didn’t have to put down as much as if I had 
needed to pay retail. So, that conserved my cash.
Quite frankly, I just borrowed $35,000 from my 401K to have as a little seed money. 
That way, if I need to strike fast on a deal I want, I’ll do it but I’ll put down as little as I 
can in order to control and leverage the property.

WHAT IS A DOUBLE CLOSING?
A double closing is the simultaneous purchase and sale of a real estate property 
involving three parties: the original seller, an investor (middleman), and the final 
buyer. The underlying reasons for having a double closing vary.
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On a lot of these properties that you’ve purchased, how quickly 
do you need to act in order to get these properties under 
contract?
I’ve listened to another couple of seminar tapes that talk about how to talk to 
motivated sellers, and I’ll just sit down with somebody. I don’t care about the time it 
takes. If it takes two, three, four hours for them to actually make a decision, I’ll stay 
there until they do it. I’ll tell them, ‘This is where you’re at, this is where I’m at, and we 
both need to make a decision’. If they can’t make a decision during that time, I usually 
don’t go back. I’ll check with them a week later to see what the situation is. 
I like to strike fast and I like to be able to have their motivation turn into action, 
because otherwise, nothing happens. If you fiddle around with something long 
enough, it just unravels.

When a new wholesale deal or motivated seller lead is posted, do 
you act on it and call that person right away, or have you found 
that it’s okay to let it sit before making that first phone call?
No, I go on the website. That’s part of my regimen. I go up on there every morning. 
When I get up in the morning, I go have a cup of coffee and I go sit there and start 
looking for things that interest me. I’m concentrating in Fort Worth since that’s where 
I’m going to be living. 

What tips would you give for a new investor and wants to have 
the same type of success you’ve had?
Just continue going forward in steady increments and do something every day. That’s 
the whole key because that gets you over your fear. As long as you’ve got things 
happening that keep you excited and motivated, that’s a lot of antidote for fear. 
Otherwise you sit around and analyze everything to death and you’re never going to 
do anything.

Notes and Action Items:
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________
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A Realtor for 3 Years, Stephen 
Rivers Finally Pulled the Trigger 

on His Investing Dreams
Stephen is a Realtor who has been in the real estate industry for 3 years. After 
asking a friend to help him learn how the investment side of real estate worked, 
his friend walked him through his first deal. After 8 months in real estate investing, 
Stephen has already done 8 deals!

In Stephen’s story, you will read about different types of real estate investing 
strategies, tips on selling a property after its contracted, and advice on negotiating 
with wholesalers. While reading, think about the most popular types of real estate 
investment strategies and which appeals to you most.

Could you give us a little bit of information about your 
background in real estate investing? What kind of experience do 
you have?
I started about eight months ago and I’ve been in the real estate industry about 3 
years. Started as a Realtor and got my license when I was eighteen. I was always 
interested in investing. I met up with a partner of mine that was a longtime friend. I 
told him I wanted to learn how to invest. He said, ‘Find me some properties!’ and then 
I ran into MyHouseDeals.com. I showed him what I was looking at and he had the 
money. Then we bought the property, and from there on he showed me how to rehab 
homes, what to look out for, etc.
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For these 8 wholesale deals that you bought, how much have you 
made per property that you’ve sold so far?
An average of $25,000. We plan to sell them. In fact, some of them we just bought 
recently, maybe within the last two months, so either still rehabbing or just put on the 
market.

WHAT ARE THE MOST POPULAR REAL ESTATE 
INVESTMENT STRATEGIES?

Buy and Hold: Purchasing a property and renting it out for an extended period 
of time.
Fix and Flip: Buying a piece of real estate at a discounted price, improving it in 
some way, and then selling it for a financial gain.
Wholesaling: Finding real estate deals, writing a contract to acquire the deal, 
and then selling the contract to another buyer. Generally, a wholesaler never 
actually owns the piece of property they are selling.

Your properties were all wholesale deals, so is that where you like 
to spend most of your time as opposed to the motivated seller 
section?
Yes. I’ve looked at some of the motivated sellers and I’ve seen some good deals but it 
looks like sometimes someone will get there before I did, so I mostly just spend a lot 
more time with the wholesale deals, yes.

How have you handled the fact that some of the after-repaired 
values and repair costs aren’t always accurate? 
When I see that number of an estimate of repair, I take that with a grain of salt. 
Everybody has their own crews and I can do repairs differently, maybe even cheaper 
or better. So, I take the posted repair estimate as an average. 

About how many properties have you found that you need to 
look at in order to buy one?
About six to eight. I go by numbers on the computer. Usually when I’ve actually 
looked at a property on wholesale deals, I can look at the numbers and see if it 
matches what I’m looking for. Then I’ll do my comps with an agent before I even go 
out there. I do my homework. I look at the property, pull out the comps, look at the 
tax records and crunch in my numbers. If it works and then I’ll go out there and look, 
and usually every time I’ve went out and looked, it’s been a good deal.
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Do you typically offer these wholesalers about what their asking 
price is or do you go in and try to negotiate?
I usually try and negotiate. I’ve never been intimidated by what they put on it, and I 
always go in and try to find out if I can work with it. I say ‘Hey, we’re really interested 
in that property, we have the money, now can you work with me?’ And if you come in 
with that attitude, and if you have the money and the backing, they will work with you 
and try to get that property sold. They want the money as much as you do.

How much have you found that you can get off the asking price?
I guess that depends really on the wholesale dealer. Some of them have been really 
easy to work with and some of them have been pretty firm. I really couldn’t give you a 
number. Off the top of my head, probably about $8,000.

What kinds of houses do you focus on — is it the lower end or the 
higher end or the mid-range? 
The mid-range. We’re looking for at least 1,200 sqft and up. Three bedroom, two bath 
brick home. Probably mid-range. Those properties are nice to hold on to for the long 
term. At this point we’re just fixing them up and selling them, but we are going to 
begin holding properties pretty soon.

What do you do to sell these properties? 
We put a bunch of signs out. Once we have the property, we handwrite our signs 
and stick that in the front yard; then, we create other signs that point towards the 
house. We usually put them on a main street to get some traffic and that’s worked out 
great. We also include the monthly payment on the sign because so many people are 
focused on that number as opposed to the actual purchase price. They can look at 
that number and say ‘Hey, I can afford that’.

How do you find time to buy so many properties part-time? That’s 
twelve or so in the last eight months, eight of those being from 
MyHouseDeals.com. How do you oversee all that?
We work really hard, what’s helped is that there’s about three of us. Myself, Joe, and 
Scott, and we are moving to the point where it’s going to be full-time really quick and 
all of us are still in the real estate industry, just not in investing. Mortgages, and then 
the Realtor side.
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What tips could you give a new real estate investor who wants 
to get the same level of success that you’ve had over the last few 
months?
Well, my personal success story is that I found somebody that was willing to teach 
me. The best advice I can give anybody else is to join real estate clubs and real estate 
classes and all the other books that you can buy, but the best is always finding a 
mentor that can spend time with you, that can personally go out to the property with 
you and someone that you can trust.
Finding a mentor is really important and to do that you just need to get out and 
network with other local investors in your area, through your local real estate 
club, through bulletin boards, through MyHouseDeals.com, talk with the different 
wholesalers there. Another thing that will allow you to be successful is flat out making 
offers on properties, even when you felt the asking price was too high and that their 
numbers might be incorrect. 

Notes and Action Items:
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________
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With an Eye on Retirement, this 
Former Realtor Turned to Real 

Estate Investing
After watching hundreds of house flipping shows, David and his wife finally took 
the leap and began buying and rehabbing houses. Their main goal was to achieve 
financial stability for retirement, and so they studied and networked as much as 
they could to learn the ropes of the business.

Although David currently works as a defense contractor, he is not entirely new 
to the world of real estate investing. He previously worked as a Realtor with cash 
investors, which also helped him get started as an investor. David sees the value 
of learning as you go and learning from those who are seasoned in the real estate 
community.

As an investor, David is all about the details. From finding deals and contractors to 
funding options, David does his research and explores his options carefully before 
taking action. When it comes to picking his next deal, David focuses on the math. If 
the deal doesn’t fit his numbers, he simply moves on to the next.

He has cultivated a team to help any potential deal come to fruition, from finding 
a property that meets his parameters to completing closing paperwork. Ultimately, 
with little time to dedicate to investing, David is able to work smarter with a solid 
team.
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Tell me a little bit about yourself and your investing background. 
What inspired you to invest in real estate?
Right now, I’m working for a large defense contractor. My wife has her own business 
in architectural illustration. From 2003 to 2010, I was actually a Realtor. In my last year 
in real estate, I worked with cash investors helping to find discounted properties to 
rehab and lease. The market wasn’t ready for rehab and resell at that time, as you can 
imagine during the recession. We thought we could possibly sell those properties in a 
more favorable market down the line. We had rehab crews that were actually affiliated 
with our realty firm. I would monitor those crews and make sure they rehabbed them 
to a lease quality, then they would build their portfolios from that. During that time 
and then even continuing today, we have watched literally hundreds and hundreds of 
house flipping shows. We had been dreaming about trying it ourselves and because 
of our joint experience we felt like we could do it. Our thinking now is that it would 
be a great way to create supplementary income during our retirement. I’m 64 so I’m 
starting to think about that.

How have you built up your education? Are there any specific 
seminars you attended or books that you read?
Way back, we did go to some investment clubs in Atlanta and we listened to a lot 
of presentations. I have to say we were sort of disciplined and we didn’t buy a lot of 
programs. We really wouldn’t recommend going that route. This is something that 
is not rocket science, you can learn on your own. You can learn by talking with other 
people, other people who have done it or contacts you make through MyHouseDeals.

Can you elaborate on the role that networking has played in your 
success?
The clubs in Atlanta for example, people we met through MyHouseDeals, that’s all 
networking. When you meet a wholesaler, you typically think, okay I’m going to meet 
this guy one time that’ll be it, right? We usually get to know them a little bit, tell them 
about our parameters, the kind of properties we’re looking for. He’s got you in mind 
and your parameters in mind when he goes out and looks for properties.

What is your favorite feature of the site and how do you use the 
site in addition to networking?
We consider MyHouseDeals a one stop shop for finding discounted properties. We 
find properties though MyHouseDeals. My wife and I have little time and we don’t 
have any desire to be wholesalers, so having that source of deals where you can filter 
a variety of parameters such as zip codes and city and your projected profit, etc. is 
helpful. There’s a link that takes us right to the map. Usually I keep Zillow open in 
another tab so that I can research the property details and history while I’m still on 
MyHouseDeals website. It’s a fairly straight forward process because of your website 
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actually. Ultimately, once we have a successful track record we’ll probably contact 
more private money lenders through the website. We have used a hard money lender 
that we found looking on the internet, doing some research, making some phone calls 
and comparing their requirements.

What are your plans for this particular deal?
Well we’re definitely going to resale it. Rehab and resale, and hope to make a profit. 
Of course, we’ve done all our calculations, we’ve done our due diligence. There are 
always variables. You can’t say, I know I’m going to make exactly $13,000 on this 
property.
For example, just the Realtor itself is a huge variable. A Realtor will cost you 6%, 
maybe you can negotiate him down to 5.5%. That includes both sides, both the 
listing agent’s side and if he finds the buyer he earns the other half. If he doesn’t find 
the buyer, then a buyer’s agent gets involved and they earn the other half of the 
commissions. So it’s going to be 5.5%. If you do a modified for sale by owner, you put 
out your own signage, field your own calls, you can always put a little note on the sign 
saying “buyer’s agents protected.” A Realtor driving by is going to speed up when he 
goes by a for sale by owner with his clients in the car, but if he sees the buyer’s agent 
protected he can bring a pre-approved buyer to you and get his 3% commission. So 
then you’re not paying the 5.5% or 6%, you’re paying 3%. You have advertised and 
the Realtor comes directly to you.
Then if you happen to find your own buyer, you can still hire a Realtor as a 
transactional broker. A transactional broker will charge you around $750 and all 
they do is fill out the legal paperwork for you. You have peace of mind that it’s all 
being done legally and they’ll even set up the closing for you. So there you have it, 
you’ve gotten that $750, or 3% of the entire purchase price, 5.5% or 6% of the entire 
purchase price, just depending on how much involvement you have with a Realtor.

“Decide what you 
can do with your own 

resources and then go and 
meet people who have given an 

indication that they need 
some help.”
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How do you find and keep good reliable contractors?
Well, that’s probably the $54,000 question. I won’t sugar coat it. It’s not easy to find 
a contractor who is going to keep your prices tight, who is completely trustworthy 
and reliable, who is going to start when he says he’s going to start, who is going to 
finish near when he says he is going to finish, and do a quality job all the way through. 
Those contractors however do exist.

When you do your initial analysis, how do you verify the after 
repair value and the cost of repairs?
We use the wholesaler ’s estimate as a guide. If you know that wholesaler well, you 
know whether the numbers are reliable or not. Primarily we use Zillow, there are other 
sites out there. We establish parameters for sold homes that match our type of home 
with all the parameters and get comparables. Ideally, comparables as close to the 
property as possible, as similar as possible. If you find a minimum of 3 to 5 houses 
that are the exact same type of house, in the exact same neighborhood and they just 
sold in the last 3 months, guess what your house is going to sell for? It’s going to sell 
for what they sold for, right? Now you can make a tiny adjustment because the market 
is going down or the market is going up. It’s currently going up, not rapidly, but it is 
on an upswing which is great. So the longer you’re in the house, the more money 
you’re going to make off the house.
There’s plenty of other expenses than just buying a home and rehabbing it. For 
example, the hard money lender requires an upfront fee. It requires monthly 
mortgage payments at a high interest rate. There are many different things. For 
example, on this property, we actually chose a property that we needed to have 
rezoned back for single family residents. That was a three-month effort. I wouldn’t 
recommend going that route, but it was a property that tempted us too much. We 
were willing to do it.
Ultimately, if you do your due diligence and the property simply doesn’t fit your 
numbers you need to either negotiate the price down or you need to pass on the 
opportunity. Don’t go into it thinking, okay I know I paid a little too much for this 
property but somewhere along the line I’m sure I can make it up. No. If anything 
you’re going to find hidden costs later on that will make it even more expensive. So 
if it doesn’t fit your numbers, there’s plenty of other deals out there and you can find 
them on MyHouseDeals.

Do you normally get your comparables from your real estate 
agent?
No, having been a Realtor I know how to do broker price opinions and essentially it 
is as simple as finding those comparables yourself online and doing your math. Your 
house will sell for what all the other houses are selling for in your neighborhood, 
bottom line, within a small margin.
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What funding sources do you recommend for new investors?
Until you can show that you have a track record, consider finding and comparing 
multiple hard money lenders. People say they don’t want to use a hard money lender 
because they’re going to take some of their money. Well, yes they are. Even in the 
most ideal situations where you have a money partner, they’re going to take part of 
your profit as well. If you watch any of those shows on TV, they have private money 
investors who give them all the money and everything is wonderful and easy to do. 
Ultimately, at the end of the show you see they walk into the office of their private 
money lender and hand him a check for 50% of their profit. If you do the math, you’ll 
find out that all the money that you spend on a hard money lender ends up being 
roughly half of your gross profits.

Top 5 FAQ For Hard Money Lending
#1 What is the process for Hard Money Loans?
Hard Money Loans provide investors access to capital to purchase investment 
properties. They can fund quickly, typically within 72 hours of receiving the final 
docs from the Title Company. 
#2 What is the interest rate?
The interest rate depends upon the lender, but will range from 10% interest only 
to 18% interest only annual interest rate payable monthly in most cases. 
#3 Can I get money to pay for repairs?
Yes. Most Lenders require a “Draw Request” form to be filled out to identify the 
completed repairs to the property, copies of the invoices from the contractors or 
sub contractors. After work is inspected, draws can be dispersed. Typically work is 
not paid in advance.
#4 Do I need to put any money down?
In most cases, yes. Most lenders want to ensure that you have enough resources 
to finish the repairs and cover the costs of the loan plus any surprises. Expect to 
pay all origination/discount points and other costs at or before closing. If you 
cannot afford to close you typically cannot afford to take out this type of loan.
#5 Does my credit matter?
Maybe. Hard Money Lenders do check credit, not necessary for credit scores, but 
to check for bankruptcies, foreclosures, charge offs and collections. They look for 
ability to repay. The loan is more collateral based, which means they look really 
closely at the property.

Credit: BiggerPockets.com
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Are you using a portfolio to present to potential lenders?
No, we used our own capital. I’m 64, so if anybody out there is working for a 
company who has a 401k, it is one hundred percent okay and legal to take a certain 
percentage. It’s about 50% or something of the money that you have in your 401k. It’s 
called a fifty-nine and a half, literally you have to be fifty-nine and a half or older to 
withdraw. That’s what I did. I had built up my 401k enough that I could take a portion 
of it, put it into a LLC, and setup a business account. I recommend a smaller and more 
personal community bank instead of a major conglomerate. That’s how we got the 
amount that we needed in order to have a hard money lender.
A hard money lender will tell you that you need 20% to 25% of the purchase and 
rehab in your own capital in order to be able to qualify to work with them. We had 
that. The shortfall can come from hard money lenders at first but in time you will 
develop an investor portfolio to apply to private money lenders.

If you were a new investor, what advice would you give yourself?
First, any home can be rehabbed. As a newbie you may not want to tackle some 
homes, like ones that have serious foundational or structural issues, fire or flood 
damage, or septic tank and drainage field issues. Those can turn into a nightmare. As 
a newbie I would advise against those types of homes.
Second, you’re going to want to build a team, a team of people you’re going to work 
with for some time. Of course you can always change someone out if it doesn’t work 
out, it’s flexible. Wholesalers, we know where we get those: MyHouseDeals. Realtors, 
which is as easy as looking in the yellow pages or researching on the internet or 
asking for recommendations from friends and family. A hard money lender is going 
to be part of the team in the beginning. Yes, they will take a lot of your profit, but so 
would any other private money lender. The private money lender in the future will be 
part of your team. You can build up a rapport and relationship with them. Contractors, 
of course, good contractors, reliable honest contractors. And the closing attorney or 
attorneys.
Finally, don’t wait to start until that you feel that you know everything about the 
business. That’s a catch 22. The only way you’re going to learn everything you need to 
know to be successful is to actually do it. Learn the basics, get to know the basics, but 
do your own due diligence. Don’t accept everything that is told to you in writing or 
verbally. Then go for it.
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Notes and Action Items:
_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________

_____________________________________________________________________________
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Jim Carrol Has Been Investing For 
Over 30 Years

After reading an impactful real estate investing book about 30 years ago, Jim 
promptly set out to begin building his empire. After a market crash in 1984 and 
taking a break for a few years, Jim is back in the game and more motivated than 
ever. 

Jim is an investor who has a specific strategy for working directly with motivated 
sellers. As you read his story, find out what a Subject-To is and if it’s an investment 
strategy that could work for you, and consider how you would go about finding 
motivated seller leads. 

Did you have to look at a lot of different deals then go meet with 
a lot of different sellers? 
I started at the very oldest of the listings on motivated sellers and I sent emails to all 
of them in the area that I wanted to work in and because some of them were quite 
old, I waited to see if I got a response by email or phone, I did put my phone number 
on my email in case they wanted to call. I got very decent response, that is to say they 
were still motivated and they were still wanting to sell even though they had originally 
listed the property as oldest, three months earlier.

People often say that after five days, a listing isn’t motivated 
anymore, so you found that it still is?
Yes. Many of them are not motivated now. For example, you look at their listing and 
they say the property is worth $85,000 and they’d like to have $80,000 — that’s not 
a motivated seller. He wishes he could sell. I put them on the bottom of the list, send 
them an email, tell them I’m interested and then let it go. I then revisit them about two 
or three months later to see if they become more motivated.

Can you give us a little bit of a background on what kind of 
investing you’ve done over the years? You’ve mentioned you had 
a big break — what kind of investing do you do now?
I read a wonderful book about thirty years ago called The Fortune at Your Feet and 
promptly set out to become a real estate empire on my very own. I bought several 
houses, one of which really was interesting. I was trying to get rid of a real estate 
agent, I told him I wanted a house with 2,400 square/feet on three acres on a lake 
in Houston under $100,000, which seemed impossible. However, he brought me a 
terribly run down property. I bought it, fixed it and made a lot of money on it.
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Unfortunately, I strayed from that path and started buying everything I could put 
my hands on. When the real estate crash in 1984 happened, I got caught with way 
too much property. I couldn’t make my notes and it was just a horrible experience. 
It wasn’t until a couple years ago that I realized that just because it didn’t work once 
doesn’t mean it’s a bad idea. I decided that it’s time to get back in real estate, so here I 
am.

What kind of investing are you doing mostly now? Is it different 
than what you used to do?
I used to approach financial institutions to borrow money in my own name and buy 
properties to get assumptions (of course, there are no assumptions now, but Subject-
Tos are similar). Because I have not been doing this long enough to get an investor 
base, I stick to Subject-Tos.
A Subject-to is where you’re taking over the seller ’s payment, so the loan is in their 
name then their credit is not at risk. You typically don’t have to put much money into 
the deal. 

What kind of money are you having to put into the Subject-To 
deals that you’ve been doing over the last three or four months? 
I’ve done three. The first one I did I picked up from MyHouseDeals.com, motivated 
sellers. I actually put no money in, other than pressure washing it, landscaping, and 
catching up on $4,000 of back payments. It’s a very nice house and that’s all we’ve 
done to it. We got a super deal on it and I expect it to sell any day.

How much profit do you anticipate on making and how quickly 
should you be selling it? 
Basically, we’ve just been waiting for the weather to clear up and for the selling season 
to start in Houston. There is a little bit of a challenge with people qualifying for loans 
but we may actually do this one. Since we don’t have but a few thousand dollars in it, 
we may actually finance this one ourselves. 

About how much time have you put into this deal as far as 
negotiating a purchase, buying it, and overseeing the repairs?
Maybe fifteen hours? It’s tragically simple once you’ve found someone that really 
needs help and you can help them.
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A lot of people are scared of Subject-To investing and they think 
it’s really complicated. How did you get educated on investing in 
Subject-To?
The local real estate club in Houston has a workshop on Subject-To and there are 
numerous very active Subject-To dealers in town so it was fairly simple just listening 
to their workshops and extracting that information. I didn’t even have to buy their 
course.
In most large cities, there is at least one real estate club that you can go to and get 
this kind of education. 

You mentioned earlier that you are more interested in the 
motivated seller leads than the wholesale deals. Can you please 
explain why?
Yeah, the motivated sellers are the people that are actually looking for help. For 
instance, I once dealt with a lady that got a divorce and thought she was fortunate 
to get the house in the divorce. Well, she had to re-finance to pay her husband his 
share, and when the property didn’t sell immediately at the tippy top of the market, 
she found herself struggling to keep the payments up. That’s not rare — that happens 
a lot. 
So, I like that part of it. You get to actually meet someone that needs help, determine 
if you can help them, explain to them what you’re going to do, and generally, if 
they’re really motivated, they will do it. After you’ve done a couple, of course, you 
can start talking to people about the people you have helped and that makes it even 
easier.
I’ve only bought one house, and I didn’t buy it for myself — I bought it for my father 
— which would actually be considered a deal. When I look at borrowing at 16 percent 
and borrowing 4 points, I want it to be really fat because if it doesn’t work the way 
you think it’s going to work out, the financing will crush you. I’m trying to shy away 
from hard money and look more toward investors where I can get along with 8 to 10 
percent interest.

What are your top tips to go from buying zero houses to at least 
getting a first house under your belt?
I would say that what you want to do is decide what you can do with your own 
resources and then go and meet people who have given an indication that they need 
some help. Listen carefully to them about what help they need and then sit down and 
talk to them about whether what you can do fits with what they need. 
Motivated seller leads are a valuable resource so don’t be afraid to call and email 
them. It’s very possible to get these deals subject to without putting your own credit at 
risk and taking over the seller ’s payments on the motivated sellers side. 
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Notes and Action Items:
_____________________________________________________________________________
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Jeff Martin is Rehabbing 
Properties 1,000 Miles Away

Now a seasoned real estate investor, Jeff recalls the wise words from 
his grandfather, “Real estate investing is the one area you have more control of 
than any other investment.”

Although it took years and some exposure to a certain late night infomercial in 
college, Jeff decided to forge his path as a real estate investor. A teacher by trade, 
Jeff got started by participating in a weekly real estate investing course, which gave 
him the confidence to do his first deal.

After gaining experience, Jeff is no longer phased by unfamiliar or distant markets. 
A resident of Phoenix, Jeff just used his MyHouseDeals membership to buy and 
rehab a property in Dallas, TX. 

Because of the long distance, Jeff relies heavily on his networking and connections 
to get a deal done, especially when it comes time to rehab a property. He is the first 
one to admit that he can’t do it all on his own.

Keeping his grandfather’s words in mind, Jeff has taken more control of his financial 
future through real estate investments and continues to grow his business.

What inspired you to invest in real estate, and how long have you 
been investing?
I live in the Phoenix area, but right now Dallas is the hottest market in the country. 
Phoenix isn’t exactly up to par. I’ve been investing since about 2003 or 2004, started 
here in the Phoenix area. I’m a teacher by trade so this has always been a part-time 
thing for me.
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We typically do single-family homes. We’ve done one or two duplexes but most have 
been single-family homes. We started here in the Phoenix area, then we actually 
moved to Memphis, Tennessee for about five years and worked there from about 
Christmas time 2005 until about Summer 2010. So we’ve had experience in three 
different markets now. I absolutely love it. What got me started, you can probably 
laugh at this, when I was in college, I had a job working in a youth corrections group 
home. Basically a halfway house for teenage kids. I worked the night shift with a 
couple other guys. We’d stay up all night, do our homework, and then go to school 
the next day, which didn’t work out really well. But there wasn’t a whole lot on TV 
other than infomercials at two o’clock in the morning.
I bet I watched the Carlton Sheets infomercial probably thirty times over that year or 
two I was working there. That’s what kind of got me kick started. My grandfather was 
an investor on quite a few houses here in the Phoenix area and I remember sitting 
down and talking with him after watching that. He told me real estate is the one 
area that you have more control than any other type of investment. I can attribute 
inspiration to my grandfather and Carlton Sheets and all the trial and error along the 
way.

How have you built your real estate investing education 
throughout the years?
You know, when I started here in Phoenix I was scared to death. We probably went 
back and forth, back and forth, we’re going to do it, we’re not going to do it. It was a 
four or five-year period before I finally pulled the trigger on the first one. I actually got 
some formal training, I guess you could call it. I signed up for the Saturday courses 
with a couple of guys who walked me through step-by-step. I didn’t know what hard 
money was, I didn’t know how to find contractors, I didn’t know anything. I think with 
them in my back pocket as sort of a consulting thing, that gave me the confidence to 
do the first one.
After that it kind of snowballed from there. People always say the first one is by far the 
hardest and it gets easier after that and that’s true. It got to the point when we were 
in Memphis, I would buy a house and I knew the neighbors well enough, I knew the 
guy’s son, I trusted his opinion. So I think it just kind of came with comfort. I definitely 
paid for the formal training up front and I knew that I needed to have that advice if it 
came to it. I don’t remember how much I leaned on these trainers or didn’t, but just 
knowing that they were there to help me in case I needed it. It was probably a couple 
thousand dollars but I know I took that back with my first investment.
And then a whole bunch of reading along the way. I’ve been to so many different 
training workshops. I got my real estate license after that.
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How much has networking played a part in your success?
Huge! One hundred percent. Here in the Phoenix area when I started, the network 
was kind of already there. I had a built-in network. These guys had already vetted 
everyone. When we moved to Tennessee, we didn’t know a single soul in the city of 
Memphis. During that four and half year time in Memphis, I met so many people. 
Every single one of them is through networking.
When we came back to Phoenix in 2010 we knew we couldn’t really do much business 
because we were still recovering from the massive crash we had here. But it wasn’t 
that big of a deal for me to do some homework and pick out a city and decide that’s 
where I am going to work at. So I identified Dallas as a great place to be right now. I 
found a wholesaler, went out and met with him. Through him I got ahold of his hard 
money guy, got ahold of his contractors, and got a whole new title company. I have 
fantastic lenders, I have three or four wholesalers, and I’ve met with a person I feel 
comfortable with. It’s a hundred percent networking.
I learned a long time ago I can’t do it all myself and to find competent people, it’s 
such a huge thing. Referrals from other professionals within the industry, that’s what 
it’s all about. Now it turns out my hard money guy turned me on to this contractor 
and I absolutely love these guys. And being a thousand miles away I rely heavily upon 
them and their honesty. Having that referral from the inside; that’s what it’s all about 
for me.  And being able to work a thousand-mile distance from where these homes 
are at.

What are your favorite MyHouseDeals features and how do you 
use the site as a resource?
I’m honest here, I’ve never really found a website that is as detailed. It’s almost like 
being on EBay shopping. I love it, I really do. Typically, in the past I would get the one-
off emails from the wholesaler directly. I tried my best to source my own property. I 
said no, forget it. There’s enough money for everyone to go around. Let them get a 
cut, I’ll get a cut and we’ll all be happy. Ninety-nine percent of the time I purchase my 
properties through wholesalers. Your site allows me at any time to see who’s there. 
I’ll literally stop at work when I’m sitting at my computer, open that email and see 
what came through that day. It’s very cool, one-stop shopping. I still get emails from 
other wholesalers who don’t advertise through your website, but I like having the one 
location to go to for shopping.
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WHAT IS MYHOUSEDEALS?
MyHouseDeals.com is a website that contains properties at 20%-50% below retail 
in several cities across the United States. Investors can create a free account to 
view properties, and wholesalers can post properties for sale for free, as well. 
The wholesale deals on this site come from other local investors. Typically, 
these properties cannot be found on other websites, the MLS, the newspaper, 
or a foreclosure list. Seeing that these properties get less exposure, there is 
less competition for you. This allows you to buy them at a greater discount. In 
addition, a wholesale deal must have room for at least a $15,000 profit for it to be 
listed here.
Investors can view these properties for free on MyHouseDeals.com.

What are your plans for this particular deal that you’re getting the 
refund for?
Ironically we are closing on it today. I’ll sign off and being a long-distance investor, I’ll 
find a notary to sign them and I’ll overnight them back to the title company. It was 
basically Grandma’s house! We were able to go in there and put about $65,000 into it. 
It’s about 3,000 sqft and not a single surface was untouched.
We did everything from strip the ceiling to remove the little crusty texture off the 
wall, which was horrible. Plumbing fixtures all the way through, you name it. We did 
some foundation work, which is something that I’m still getting used to in the Dallas 
area. Concrete slab foundation work. I’ve never come across that before. We did a 
complete cosmetic revival. Very few mechanical issues. We did some upgrading here 
and there with the A/C system and what not but most of it was super cosmetic. It is 
in a fabulous area and we found a buyer probably in about three-week period, but 
our closing has been tremendously long because of some outlying title issues that I’ve 
never come across before.
But anyway, for the most part it was really pretty simple. It was the perfect way to start 
my investing there in the Dallas area.
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How do you find and keep good reliable contractors for your 
rehabs?
As I mentioned before, it’s all about the networking. There’s a huge difference 
between investor-friendly contractors, and the guys you call out of the phone book. 
Not just pricing, but with expectations. I’ve always gone with the contractors who were 
referred to me through wholesalers or through the lenders. There are a lot of these 
guys who advertise through your website. A lot of them, even on the emails they send 
out on your website, they have a list of contractors they’ve already vetted and they’re 
more than happy to pass you the names of these guys. If they don’t advertise just ask 
them “Hey, who do you recommend?” Again, the networking and the credibility and 
the vouching for someone else’s work is important because obviously the wholesaler 
wants you to be happy because they’re all about repeat business. They don’t want the 
one-shot home owner. They want you to come back and keep you coming back by 
providing you with the contacts that they’ve already created. That really goes a long 
way and helps you as an investor as well as it helps them, to turn repeat business.

How do you go about verifying the after repair value and the cost 
of repairs?
I assume the ARV (after repair value) is overstated. It isn’t always, it’s tough to put 
a percentage on it. The wholesalers are not lying. If there are fifteen comps in the 
area, they’re going to pick out the top four. That makes perfect sense. When you 
sell the property, the agent or the buyer, they’re going to pick out the lowest comps 
in that neighborhood to try and justify their offer price. That’s just the way it works. 
I typically try and find something in the middle. So to keep the numbers simple, if 
the wholesaler says it’s worth 100 and I can find comps that justify 100 and I can 
find comps that justify 70, that’s probably what I’m going to offer on. I try and find 
something in the middle. I always assume the wholesaler ARV is a perfect case 
scenario.
One of the first things I did in Dallas was find a Realtor who helps me list the property 
when I’m done with it, but she also has full comps when I’m valuing the property 
as well. You can’t ever undervalue comps from a real estate agent. That’s another 
network you’ve got to have in place. So if you can find them, they’re looking for 
repeat business as opposed to the one-shot home buyer as well.
The real estate costs, the house and Realtors, that’s really the only true way to 
determine the ARV. You can’t ever take anybody’s word for it. Take it with a grain of 
salt knowing where the wholesaler is coming from. And chances are you need to 
know the exact number, but take it with a grain of salt.
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What funding sources do you recommend for new investors in 
this industry?
I would bet 95% of the deals that we’ve done over the years we’ve used hard money. 
And there may have been deals where we could fund the cash ourselves but I’m 
all about leverage. I understand that I’m giving away some profit, but at the same 
time instead of more profit at the same time, I can leverage a lot more money. So in 
addition to hard money when I first started I brought in partners. My parents came in. 
I had some friends who came in as well. Partners. Don’t be afraid to give away some 
profit to spread the wealth, so to speak. Once you get your own nest egg, you can 
kind of go from there and you won’t need the partners, but don’t be afraid to partner 
with people. That allowed me to get started, whereas on a teacher’s salary I could 
barely save enough money to put diapers on my kids at the time. There’s no way I 
could have gotten started if I didn’t bring in partners at that time.

Do you now use a portfolio for credibility or do you rely on your 
network resources when funding properties today?
With the work I started in Dallas, I haven’t really had an issue of people not taking 
me as credible. I think once you can talk the talk with people and you know the lingo 
and the language, they know you know what you’re talking about. However, there 
are some hard money lenders out there who want to know that you’ve done this 
before. But at the same time if you haven’t done it before don’t be afraid to let them 
know that. But you need to have done your homework ahead of time to build your 
credibility that way.
I have had a couple of lenders back in Tennessee that said, “Hey, let’s see what you’ve 
done.” So I did put together a small portfolio for obvious reasons and was able to 
explain different exit strategies that we use. But for the most part I think just being 
yourself and explaining your angle; that’s what all these lenders want to know is how 
will I get paid back? So I think if you can articulate your end game of how you plan 
on getting out of this property, the fact that you haven’t done 25 properties is even 
necessarily going to be a big deal to them.

What advice would you give new investors who are just starting 
out in this industry?
It sounds really simple, but just do it. You’re petrified the first time, I promise you. It 
definitely becomes easier and more comfortable. That strange Carlton Sheets thing, 
I remember him saying this from more than twenty years ago now. I remember him 
saying, “I’m as comfortable buying a house as I am buying this suit.” It will get to that 
point where as long as the numbers work the other little things are less important. 
Don’t over analyze. Once you finally have the numbers you know are going to work, 
when you have everything in place, just pull the trigger, just do it. You’ll have hiccups 
along the way but it will become much easier as time goes on.
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10 steps to buying your first property:

1. Create a routine: Check for properties first thing each morning or at 
some point during the day just to stay on top of new deals. That way 
they don’t become aged or get taken by some other investor.

2. Overcome fear: Stay focused, keep doing your research, and keep 
moving forward. After seeing a few properties and looking at 
the numbers, you’ll be able to stay in the right mindset and take 
calculated risks.

3. Always research: Do your homework. Know exactly what you’re 
getting into. Go by the house and bring your checklist. Find a 
property that you want and get in touch with a hard money lender. 
Keep looking and don’t let anything discourage you.

4. Work with motivated sellers: With some motivated sellers, it’s very 
possible to do short sales because their mortgage balance might be 
just about what the property is worth, so you can go work a short 
sale with a vendor. Additionally, working with motivated sellers is a 
great way to begin wholesaling properties — a method of investing 
that is low risk and requires no money to get started.

5. Get creative: There is more than one way to enter into the real 
estate investing world. Wholesaling, fix and flip, short sale, Subject-
to and rentals are all common strategies. Many investors begin their 
career by wholesaling or doing Subject-to’s since they require little or 
no money. Find what works for you and build from there. 

Conclusion
Since the investors covered so many valuable points, let’s review them now. Below 
these steps you will find some space to write out a plan of action. What are your 
goals? What will you do, today, this week, this month, and in the next year to get 
closer to your goals? Write your list down below with dates, and make sure to find us 
on Facebook or Instagram, where we can answer immediate questions. 
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6. Network every day: You need to go out there and talk to people 
and network and you’d be surprised, if you keep track of the people 
you’ve met, it really keeps adding up, just like Chris did with his Excel 
spreadsheet. When you meet the wholesalers, just put them in your 
Rolodex and keep in touch with them. It’s a great way to build up 
your network.

7. Find a mentor: Finding a mentor to work with will accelerate your 
progress in the beginning. When networking, seek out seasoned 
investors who are willing to split the profits of a deal with you for 
walking you through it. You’ll both still make money, and you will 
have a safety net of information through the process.

8. Build a team: Bring in financial partners when necessary, and work 
on building a consistent group of people to work with, like deal 
partners, contractors, inspectors, Realtors, and bird dogs.

9. Do something each day: Something related to real estate 
investment, whether it’s learning a new strategy from a course that 
you purchased or whether it’s going out and looking at a property, 
or pulling comps, whatever part of real estate investment it is, do 
something each day.

10. Start now: There’s no sense in putting it off, just go ahead and 
start now even though you may not have all the education you feel 
you need, you’ll learn as you go. You can’t know it all until you do 
something.
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Goals:
__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

Due Date Action Item
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