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rock star 
Noun 

 

1. A person who is renowned or revered in his or her field of accomplishment. 

 

2. Any animal, plant, or other thing that is renowned amongst others of its type. 

 

+ 
 
real estate wholesaler 
Noun  

 

3. A person that finds motivated sellers, gets their property under contract, then assigns 

the contract to another buyer before closing, making a small but quick profit on each. 

 

= 
 
wholesaling rock star 
Noun 

 

4. A person who is revered for his or her ability to find motivated sellers and 

discounted real estate deals to wholesale to others.   

 



 

 

 

Disclaimer 

 

 

 

 

Every example in the book is 100% true but makes no claim as to how much money you will 

make in the real estate business.  

The only guarantee I make is that if you keep sitting on the couch, you’re not going to make 

any money in real estate.  

The events in this book represent actual events in my life, but the names have been changed 

to protect the privacy of the subjects. 

I am not a lawyer, cannot give legal advice, and nothing in this book should be considered 

as legal advice. I highly recommend you seek a local real estate attorney for legal help in 

your real estate endeavors. Laws vary from state to state and a local real estate attorney can 

provide expert legal advice tailored for your location and situation. 

The principals of real estate investing addressed in this book are based on generally 

accepted practices of real estate investing; they and are not guaranteed to be a legal or 

accepted practice in your state. 

 



 

 

 

What You Will Learn in This Book 

 

• Why wholesaling? 

• How to structure deals 

• Real estate contract basics 

• How to value property 

• What makes a good target market? 

• Real estate marketing basics 

• Working with motivated sellers 

• Finding cash buyers 

• And a lot more 

 

Free Training 

 

 

 

https://davidpwitte.com/free-weekly-training-signup/


 

 

 

Contents 

 

Welcome! ................................................................................................................................................ 9 

The Allure of Land .............................................................................................................................. 11 

Why Wholesaling? .............................................................................................................................. 15 

My Road to Wholesaling ............................................................................................................... 15 

The Crash of 2008 ............................................................................................................................ 17 

Avoid the Mistakes I Made ........................................................................................................... 18 

Back on the Horse ........................................................................................................................... 19 

Points to Remember ........................................................................................................................ 19 

The Plan - Go from Zero to Hero ...................................................................................................... 20 

Skipping Some Steps ...................................................................................................................... 21 

Step 1 – Commitment ......................................................................................................................... 22 

Decide - Do You Really Want to do This? ................................................................................... 22 

Step 2 - Learn the Basics ..................................................................................................................... 25 

Real Estate Basics ............................................................................................................................ 25 

A Better Way to Learn .................................................................................................................... 26 

Step 3 – Learn to Structure Deals ...................................................................................................... 27 

Think Past the End of Your Nose ................................................................................................. 27 

Avoid the Monkey Trap ................................................................................................................. 30 



 

 

 

Make Strategic Decisions ............................................................................................................... 31 

Step 4 – Learn About Contracts ........................................................................................................ 32 

Contract Basics ................................................................................................................................ 32 

Know Your Contract....................................................................................................................... 33 

Real Estate Attorney or Title Company? ..................................................................................... 34 

Step 5 - Learn How to Value Property ............................................................................................. 36 

Get a Quick Estimate ...................................................................................................................... 36 

Sales Comparison Method ............................................................................................................. 38 

Step by Step: .................................................................................................................................... 38 

Determine the Sold Price per SF ................................................................................................... 40 

Determine the Current Value ........................................................................................................ 43 

Calculate Your Maximum Offer ................................................................................................... 43 

Leave Room to Negotiate............................................................................................................... 44 

They’d Never Sell for That! ........................................................................................................... 44 

Step 6 - Find a Target Market ............................................................................................................ 46 

What Makes a Good Target Market? ........................................................................................... 46 

Narrowing Down to a Neighborhood ......................................................................................... 47 

Step 7 – Learn Real Estate Marketing............................................................................................... 50 

Find Motivated Sellers ................................................................................................................... 50 



 

 

 

Marketing Strategies ....................................................................................................................... 50 

Step 8 - Only Work with Motivated Sellers ..................................................................................... 54 

Are They Motivated? ...................................................................................................................... 54 

Weed out the Lookers .................................................................................................................... 55 

Step 9 - Find Cash Buyers for Your Deals ....................................................................................... 57 

Where to Look ................................................................................................................................. 57 

Blast out the Deal ............................................................................................................................ 58 

Control the Deal .............................................................................................................................. 59 

Step 10 - Get Going! ............................................................................................................................ 61 

Take Action ...................................................................................................................................... 61 

Why not a Real Estate Investing Seminar? ...................................................................................... 62 

What’s Next for You! ...................................................................................................................... 65 

 



 

 

9 

Welcome! 

 

Just a quick note to get this party started… 

Although I am a Licensed Real Estate Teacher, this book is not another in a long line of 

tomes filled with dry information and theory. Nor is it a “quick fix, read this, and you’ll be rich 

tomorrow” farce. As a Broker, Wholesaler, and Flipper I made my fortune in real estate over 

many years and many deals, and I have been where you are now. I started with nothing and 

built a 5-figure-a-month business wholesaling and flipping. I lost it all and made it all back 

again, and I am going to show you the way.  

There is a path to success in real estate investing that can take you from dead broke to 

riches, and that path starts with wholesaling. I discovered this path by my own trial and 

errors and by watching the efforts of countless other investors. Time after time, I watched 

new investors fail because they attempted to copy what others were doing without the 

knowledge and experience to see them through.  

It’s easy to get confused when just starting out in real estate, as there are many well-

meaning people offering advice on where to start. Uncle Joe may suggest buying a rental 

house, for example, because that’s what he did.  Someone else on YouTube, on the other 

hand, may suggest that rehabbing is the way to go because of the upside potential to make 

lots of money. Although both options may sound appealing, neither are likely suited to your 

current situation. 

If you have hesitated to get into real estate investing or have tried and failed, I 

understand why, as I’ve failed at this in the beginning, as well. The information you were 

given to work with was confusing and flawed. I am going change all that.   

 

Welcome to your new beginning! 

The focus of this book is to introduce myself and the first step of your journey. It is a 

break from the traditional real estate books and a gateway to transforming your life. I 

believe that real life examples and hands on training presented in a repeatable, step-by-step 

format can truly effect change in a person’s life. You could read every book written about 

martial arts, but they won’t help you in a street fight. To truly grasp a concept, you must see 

https://www.youtube.com/channel/UCZmdkIg1-B9OHepb8TAeyIw
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it in action, try it for yourself, and receive feedback. 

Throw out all the misconceptions and misinformation that people have told you about 

real estate. We are going to start over. It doesn’t matter where you are now in your life. You 

could be right out of school with a mountain of student debt, or you could be stuck in a 

mind-numbing job, making plenty of money but still very unhappy. Regardless of your 

situation, if you’re interested in transforming your life into something more than a day-to-

day grind of dollars for time, then this book was written for you. 

 

This is your chance to come along with me and share the ride. If you reach out to me by 

clicking one of the training links, I’ll include you in my free weekly trainings and help you 

find your way to real estate success! 

 

 

All my best,  

David 

 

 

 

 

https://davidpwitte.com/free-weekly-training-signup/
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The Allure of Land 

 

“Land is the only thing you can count on. It will always be valuable because God isn’t making any 

more of it.” 

                               My Dad 

 

To my dad, land was the path to success for the working class. It didn’t discriminate for 

class, status or education. If you bought land and held onto it, it would bring you security 

and wealth. 

I was born into a working-class family in rural central Florida in 1962, and land was all 

we had. The best way to categorize what my family did to survive would be “migrant farm 

labor.” 

We labored in the orange groves from sunup to sundown during the winter months, 

dragging ourselves home night after night exhausted from work, sun, and stings from 

Florida-size bugs. Sounds great, huh?   

Winter months in Florida weren’t exactly what one might consider cold, and on some 

days, you might even say they were downright tropical.  On one particularly sweltering 

Florida afternoon, I asked Dad, “If I study hard and learn at school, will I have to do this the rest of 

my life?” It was music to my ears when he answered, “No!” The way Mom tells it, I sat my 

half-full bucket down that very moment and stopped picking oranges. I don’t remember 

doing that, but I do recall Dad saying that it was the last good day of work he got out of me!  

After a long day in the groves, Dad trudged out to our vegetable field after dinner, 

tending to the garden to ensure that we had food to can and eat year-round. I even 

remember Dad’s rough hands rousting me awake many times in the dead of night to help 

move the irrigation pipes on our vegetable crops. There was no arguing or telling Dad I was 

tired.  Rather, I rolled out of bed, and dragged my sleepy body to the field to move those 

pipes by headlight. 
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Unfortunately, the sweltering summer months didn’t offer my family much relief from 

the vegetable gardens or the orange groves.  After school let out for summer, instead of 

loading up the wagon and heading somewhere exciting like California or Texas like some of 

my friends bragged about, we traveled to Bridgman, Michigan not to enjoy a long-needed 

vacation, but to pick blueberries, apples and grapes. Child labor laws didn’t matter much in 

those days, and at four years old, I earned a whopping $2 a day. The local press even joked 

about me working my way through kindergarten.  

 

I didn’t much enjoy picking any kind of fruit, but it’s what we did, and after summer 

ended, we drove back to Florida and started back in the orange groves. Before the first sign 

of light, Dad (weary from the previous day’s work) mustered the energy to lace up his work 

boots and plod to the groves for another day. I must have watched him climb those ladders 

at least 200 times a day, working until he had 100 boxes of oranges. At that time, Dad got $1 

for each box we filled. 

It was a hard, sweaty, and sunbaked existence with no hope of retirement for my family. 

We worked, and we worked a lot. Seemingly, we didn’t have much, but the one thing that 

we did have was land. Dad told me of his struggles growing up during the depression and 

having to go without.  “Land,” Dad said, “was the only thing you can count on. It would always 

be valuable because God isn’t making more of it.”  Even as a young boy, it resonated with me 

when Dad said that we could make money off our land and if we paid the taxes, no one 

could take it from us. 

Raising four kids by the sweat of his brow, Dad labored his entire life, eventually paying 

off his 40-acre farm. Sadly, however, he passed away at an early age from over work and 

medical self-neglect before he could relax and enjoy it. I miss him dearly and think of him 

every time I face a seemingly insurmountable challenge. Those little lessons about never 

giving up – not so much the words that were said, but the actions that followed – made a 

profound difference in my life. 

 Barely tall enough to reach my dad’s belt buckle at the time and only a very young boy, 

the rows and rows of plump orange trees lined the groves far beyond my eyes could see.  

“Daddy, how are we ever going to pick all of these oranges?” I would ask wearily, and his reply 
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was always, “One tree at a time, Son.”   

Thanks to my dad and the wisdom that he imparted; Land has since become my life! 
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Why Wholesaling? 

 

A wholesaler is a person who actively seeks out property owners with property related 

issues that they cannot overcome on their own. To do a wholesale deal, you must find a 

person that NEEDS to sell their house. Not someone that “wants to” or “is thinking about 

it.” 

When the wholesaler finds one of these motivated sellers, they get the seller’s property 

under contract, and then they assign the contract to another buyer before closing, making a 

small profit on the deal. 

Wholesalers are the major providers of discounted inventory for rehabbers to fix and flip 

and for landlords to fix and rent. It is very hard for a small rehabber to market for motivated 

sellers while focusing on a rehab project. A rehabber is more than happy to pay the 

wholesaler $5,000 or more to be able to step into their next project without any downtime. 

If you have no experience, credit, or significant assets, wholesaling is the very best option 

for starting in real estate investing. You will have opportunities to learn the ropes without 

committing a lot of resources or taking on a lot of risk. 

To the uninitiated, placing a contract on a $100,000 home is a daunting task filled with 

hidden dangers and the subject of countless horror stories. Once you’ve been properly 

trained, however, it’s like riding a bike, scary at first, but then it becomes second nature. 

While it may seem that you only need a contract, pen, and a small amount of cash for a 

low refundable security deposit to get you started, there is a lot more to it than that. 

Probably the best way to start is to explain how I got involved in retail real estate and how I 

discovered wholesaling and real estate investing. 

 

My Road to Wholesaling 

 

As a young man in my early 20s, the job and security that I had counted on blew up in 

my face one afternoon when the shift foreman called everyone together for a meeting. As we 

stood shoulder to shoulder in the tiny breakroom, he explained that the company was 

shutting down the plant, and we were all laid off, effective immediately. I had believed what 

https://davidpwitte.com/blog/gen/how-to-invest-in-real-estate-with-no-money/
https://davidpwitte.com/blog/gen/how-to-invest-in-real-estate-with-no-money/
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everyone had told me about needing a secure job, but in just a short, two-minute 

announcement, it vanished. 

Stunned and horrified, I envisioned myself 20 years in the future, sitting on the porch of 

an old wood-framed house in a crappy little dusty town in central Florida, swatting flies and 

waiting for my government check to arrive. Desperate, I took the first job I could find, an 

awful position at a fertilizer mill as a laborer.  

While driving to work one morning, I noticed my old high school friend, Pete, painting a 

house. I stopped to chat and ask why he was in the house painting business. His dad owned 

a feed mill and was one of the wealthiest guys in town, so I couldn’t understand why Pete 

would be painting houses.  After a few minutes of reminiscing, he told me his dad had made 

him an offer that he couldn’t refuse. “Dad told me if I wanted to take over the feed mill, I had to 

prove that I could build and manage my own business,” Pete explained. “He would show me how to 

buy and fix old run-down houses to hold as rentals. He would even finance the houses at a low 

interest rate, but I had to promise to keep the houses and not sell them.”  

I listening to Pete’s story naively thinking, “Wow, his dad’s a jerk for pushing him out of a 

nice cushy job in the family business and charging him interest!” Looking back on this not so 

many years later, however, I realized what a wise and caring thing his father had done. He 

knew that Pete would want to take over the feed mill and when he did, he would suddenly 

have a very large income and no idea how to manage it. He also knew that by teaching Pete 

real estate investment and management skills he would set his son up in a business that 

would one day provide him a way out of the uncertainty of the feed business and into real 

wealth. 

 

 

Fast forward to the early 1980s… I was now a real estate agent, sporting a patently ugly 

Century 21 jacket with wide-eyed optimism, and although I had lost touch with Pete, I, too, 
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wanted to create real wealth.  However, in a world without smart phones and the Internet, 

breaking into the good-old-boy network to get clients was difficult. Some deals paid off, but 

I struggled to establish myself, and being an agent wasn’t what I had envisioned. The daily 

grind of prospecting, schmoozing, and ass kissing to get a customer wasn’t what I had in 

mind.  

At that time, I also owned several small businesses to support myself, trying to find the 

magic button to easy street, but nothing really clicked.  It was time to try a different side of 

real estate. I reflected on my dad and Pete, thinking of what they had done and said. Being 

an impatient person, however, I didn’t want to wait for years to get my desired payoff.  

After studying and reading all kinds of real estate information and learning from the 

experience of others, I finally decided upon rehabbing and flipping. The idea of bypassing 

the grind of retail listings and buyers and focusing on finding motivated sellers was very 

appealing. The downside was the amount of capital needed and the work required kept me 

from doing more than one at a time.  

After a few years, I stumbled upon the concept of wholesaling and quickly realized that 

this business model was much easier to scale in size. There was no capital outlay, the risk 

was almost zero, and the timeline from contract to profit in hand dropped from months to 

weeks. 

Soon enough, I found myself riding the high of the early 2000’s housing bubble. The 

lessons learned over previous decades warned me against getting in too deep. I watched 

many people do things that didn’t make financial sense, but they were still making lots of 

money. The intoxicating effects of easy, zero-down mortgages and quick profits caused 

people to throw caution to the wind and buy properties at any price because “they’re never 

going to go down.” 

 

The Crash of 2008 

 

In the end, the financial meltdown that followed destroyed almost everyone. Retirees 

who had risked their life savings buying pre-construction homes to flip were essentially 

wiped out.  When the crash started, they couldn’t get out of the contracts, and many 

suffered a 50% decrease (or more) in home values before they were even built. These 
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investors lost everything, and now face the prospect of working the rest of their lives. 

Those that fared the best belonged to two investor categories.  

 

1. Investors with paid off rental properties  

No matter how bad things got, a paid off house would generate a positive cash flow, 

if renters could be found. Since the number of available renters AND the rental rates 

dropped, landlords that were highly leveraged couldn’t cover their high mortgage 

payments. The landlords that had paid off properties could lower their price to get 

the best quality tenants from the few that were left.   

 

2. Wholesalers 

Wholesalers don’t normally close on properties and hold them.  As such, they didn’t 

get stuck with overpriced inventory, so it was easy for them to get back in once the 

dust settled after the crash. 

 

Avoid the Mistakes I Made 

 

As a wholesaler, I had avoided the worst of the crash, but still lost a lot in the end. 

Instead of stockpiling most of the easy money I had made, I spent it like a drunken 

congressman, buying a fancy pool home near the beach, a vacation home in the mountains, 

nice cars, boats, and lots of other pricy and unnecessary toys.  

I soon discovered that the small amount I had saved wouldn’t nearly last the five or so 

years of market downturn.  By the time the market began its meteoric rise around 2012, I 

was bankrupt and living in a borrowed condo from a friend. 

 Let this serve as a warning to you. As you become proficient at wholesaling, the desire to 

flaunt your newfound cash flow will hit you like a ton of bricks. I urge you, however, do not 

fall victim to the desire for higher status. The profits that you make from wholesaling can 

better serve as a springboard to get you in the game, move you on to bigger and more 

lucrative deals, and ultimately make you a lot more money.  
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Back on the Horse 

 

At the close of 2011, the real estate market began to rebound. 

Understanding the potential for market growth, I got back on the horse that threw me, as 

the saying goes. This time, however, I heeded the lessons learned from great investment 

teachers like John Schaub, Pete Fortunato, Jack Shea, and Jack Miller who taught that real 

estate has up and down cycles. They said to buy and hold when the market is down, buy 

good rental houses cheaply, and stop buying rentals when the numbers no longer make 

sense.  

Finding an investor for financial backing allowed me to assemble a team and get back to 

work. After quick success with some wholesale properties, I had the bankroll to do larger 

deals. In the four years that followed, I bought, rehabbed, retailed, and flipped a lot of 

properties, creating a five-figure-a-month positive cash flow from holding the best for 

rentals. 

If you’re new to investing, then wholesaling is the answer, as it allows you to learn the 

ropes without betting the farm. You don’t need credit, lots of cash, or experience to 

wholesale, but you do need persistence.  If you can handle that, then I will teach you the 

rest! Over the next few chapters, I’m going to show you what to do and what to avoid. I’ll 

cover everything you need to know to get started in the right direction. 

  

Points to Remember 

 

• Don’t have cash to close on a house?  

• Credit stinks?  

• Market is going up and you don’t think it can keep rising?  

• Market is going down and you don’t know where the bottom is?  

• When you just don’t know what to do?  

• Wholesaling is the best option in these situations, as it allows you to make 

money without having capital or exposing yourself to a lot of potential risk.  

https://davidpwitte.com/blog/hard/how-to-find-a-hard-money-lender/
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The Plan - Go from Zero to Hero 

 

Although some seminars and trainings have merit, they all fall short of giving the 

investor what they need most, a complete, proven, step-by-step plan for success!  

To be successful in real estate and have the freedom and lifestyle that you deserve, you 

need a plan to follow that allows you to pick your level of entry. 

 

 

Whether you are a beginner, or somewhere in between, by reading this book you’re taking 

an important first step on the path to greater financial freedom. If you’re just starting out, 

proceed to wholesaling, and you will have the opportunity to make money in real estate 

quickly without credit and cash while getting the experience you will need to progress to the 

next steps. A wholesale deal will make you $3,000 to $5,000 on a small house, depending 

upon the geographic area.  

 You will learn to find motivated sellers without spending a fortune on ads and assign the 

contract to someone else to close and move on to your next deal. Since a wholesale deal 

doesn’t require a lot of your time after the contract is signed, you can do multiple deals 

simultaneously. I know wholesalers that do 10 deals a month.  

After establishing yourself in the local investor community as a player and increasing 

your bankroll and experience, you can step up to rehabbing and retailing and fold those 

profits into a high earning rental portfolio. With more experience, you can then lend money 

to other investors and also consider more complex retirement strategies, so you can enjoy all 

your newfound passive income. 

That’s the plan. You will have the lifestyle and freedom you want without having to 

spend 30 years to get it. 
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Skipping Some Steps 

 

If you have excellent credit and a six-figure job, you don’t necessarily need to start with 

wholesaling. Rather, you can skip to rentals or passive income building. By skipping steps, 

however, you miss the experience that you would gain along the way. And without 

experience, it’s easy to step into a deal that loses money instead of making it.  

A situation recently came up in my area that illustrates what can happen if you don’t 

understand the big picture.  After watching a TV show about buying foreclosures, two 

brothers in Sarasota, Florida decided to get involved. They approached their wealthy father, 

convincing him that it was a great opportunity.  

After looking at some houses for auction by the county and getting a feel for how the 

process worked, they started bidding. As they became more aggressive, they bid higher and 

higher, successfully winning the bid on a home that would sell for more than $300,000 after 

it was rehabbed. They were ecstatic, as they had only bid $160,000. They happily paid their 

five percent, non-refundable $8,000 deposit and went to meet their dad at the bank to 

retrieve the remainder of the needed funds before the 24-hour deadline.  

At the last minute, the father had the clarity to call an attorney about the situation. After 

reviewing the case file, the attorney learned that the sons had purchased a 2nd mortgage 

foreclosure, which would not pay off the existing $250,000 1st mortgage.  Suddenly the 

$160,000 dream deal turned into a $400,000 overpriced debacle. 

Luckily, due to the father’s quick thinking, the sons were able to walk away from the 

deal, losing only $8,000 instead of much, much more. 

Experience is something that you gain through action. It’s not something that you can get 

from watching a TV show or listening to a podcast. Starting small and risking less is better. 

In the short amount of time that it takes to get to the bigger deals, your experience will have 

grown to match. 

This plan and the principals that I teach are tried, tested, and proven, but you will need to 

pay attention to the market and adjust your strategy accordingly. 
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Step 1 – Commitment 

 

Decide - Do You Really Want to do This? 

 

Why should you listen to me?  

I’ve been where you are, and I know how far you can go. I’ve seen the other side where 

the grass is greener, and now I live it. I’m a successful wholesaler, house flipper, landlord, 

broker, and state-licensed real estate trainer. I didn’t show up six months ago, do a handful 

of deals, and write this book to tell you I’m an expert. I’ve been through the ups and downs 

of real estate and learned the hard way.  

I can show you a world where the fear of being fired, or the 9 to 5 grind in a cubic hell, 

are distant memories. Oh, there will be work and plenty of it.  There is no magic button to 

push to make you an instant real estate rock star, but it will be work on your terms.   

The decision on which way to go, however is yours.  Do you take the red or the blue pill?  

The red pill blue pill scene is arguably the most popular scene in the hit blockbuster 

movie, The Matrix. This sci-fi action adventure is a story of self-awareness and personal 

freedom. A young man, Neo, lived a life of “quiet desperation.” His job, life, and double life 

as a computer hacker was boring and unfulfilling.  

Neo is given a choice to take a red pill or a blue pill. If he opts for the blue pill, he will 

remain in the fantasy world created by the machines.  If he chooses the red pill, he will face a 

horrible reality. As Morpheus says in the movie, “Take the red pill, and I’ll show you how 

deep the rabbit hole goes.” 

As the movie implies, we’re all born into a prison, a prison for our minds. It is not a 

prison created by an evil race of machines, but one created by you. Your doubts, failures, 

and misconceptions comingle, creating and reinforcing the prison walls. However, the 

prison isn’t real. It’s only a figment of your imagination that will begin to dissolve the 

moment you decide it doesn’t exist and the instant YOU decide to make the transformation 

to a better life. 

Getting involved in real estate wholesaling and investing can be a life changing and 

transformational experience. Once you understand the opportunities that are available to 
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you, you will never want to go back to your former financial prison. Stop now and you can 

live the life you have been living, totally oblivious to what lies on the other side. Or keep 

going, and I’ll show you how deep the real estate rabbit hole goes. 

Have you decided that you do really want to do this? 

If so, then read on… 

  



 

 

24 

 

 

 

 



 

 

25 

Step 2 - Learn the Basics 

 

Real Estate Basics 

 

It is important to get instruction on the basics of real estate. Do not dive into this blind 

because if you have no idea what you’re talking about, people will know it immediately and 

you will set yourself up for failure. There are a few options to get basic real estate investor 

training. 

One way is to take a state-offered real estate agent course.  However, these courses do not 

teach “investment real estate.” They teach “agent real estate,” which focuses more on what 

you can’t do instead of what you can do. You will sit through lots of fluff that you don’t 

need just to get to the things that you do.  

You can also learn the basics by searching online, but there is a lot of noise out there and 

people who have not spent any real time in the business tend to give a lot of bad advice. If 

you ask a question in an online forum, you will likely get a hundred different answers. You 

need to find someone that is trained, reliable, and accountable. As a Florida-licensed real 

estate teacher, I used to answer questions online about real estate deals, but the barrage of 

bad advice out there was disheartening. Now I stay off the Internet forums and help those 

that come to me. 

Reading a book about real estate investing is another option. Although you won’t get the 

complete bundle of knowledge needed, you will get some solid fundamentals. If you go this 

route, consider books by John Schaub or other experienced investors who have been around 

for years.  

Another way to get investor training and learn the basics is to join a local REIA (real 

estate investors association). (REIA Handbook for new investors) This will give you the 

opportunity to network with other investors and pick up tidbits of information at the 

meetings.  Getting the needed training this way, however, will be a long, arduous process. 

As the new kid on the block, you will not understand the investor slang, which can be a 

challenge, so be prepared to ask questions, a lot of them.   

In addition, “experts” often attend these meetings, offering seminars, trainings, and a 

https://davidpwitte.com/blog/rentals/building-your-real-estate-freedom/
http://www.johnschaub.com/
https://nationalreia.org/
https://davidpwitte.com/blog/gen/reia-the-real-estate-investor-meeting-handbook/
https://davidpwitte.com/blog/gen/reia-the-real-estate-investor-meeting-handbook/
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variety of boot camps all in the name of helping you succeed! Their $1,000 to $1,500 

weekend seminars don’t give you the wide scope of training needed. It just cannot be done 

in a weekend. They usually take a single old idea, polish it up, and present it as though they 

have just discovered fire. When those guys come around, keep your mind open, but your 

wallet closed. 

 

A Better Way to Learn 

 

I have developed a simple, in-depth, step-by-step program that gives you everything you 

need to learn as a new investor. It is self-paced and in an understandable, easy to learn, 

interactive format. This program includes a complete video training, along with 

downloadable checklists, cheat sheets, and bonuses. More importantly, it includes support. 

Most trainings give you a bundle of info, a pat on the back, and you’re on your own. I 

wouldn’t do that to you.  

The EZ REAL ESTATE CASH program also includes ME: Q&A, coaching calls, a private 

Facebook group, and everything I can do to help transform you into a real estate 

wholesaling rock star. Due to the in-depth nature of the program, I can only accept a limited 

number of students at a time. If you would like to be notified when slots open in the 

schedule, click the link below to be added to the waiting list and my weekly email trainings. 

You’ll be the first in line the moment a slot comes open.  

 

 

https://go.davidpwitte.com/ezvid-order-form
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Step 3 – Learn to Structure Deals 

 

Think Past the End of Your Nose 

 

A key attribute of a good real estate investor is the ability to see past the obvious and find 

alternative options. Anyone can look at something and say, “I’ll take it,” write a check, and 

take it home. In real estate, there are many ways to do every deal. By understanding the 

options, you can choose the best one for your situation. 

Let’s say that you find a house in a wonderful neighborhood at a great price. It needs 

some work, but there is a large upside potential. Do you wholesale it to someone else and 

pick up some quick cash? Do you close on it, pre-hab it, and market it to a retail rehabber? 

Do you do the full rehab and retail it, or do you partner on it with another investor?  

 

The best course of action will depend on many factors, such as: 

 

• Do you have the time, energy, and money to tackle a rehab project? 

You need at least two of the three. Even if you have lots of money, you can’t just 

dump a rehab project off on a partner, handyman, or a contractor. There’s no one 

that can vaporize money like a contractor loose in a rehab. Wholesaling is the very 

best way to get your start, as rehab projects will eat up the time that you should 

spend marketing and talking to sellers. 

 

• Would it make a great rental (minimum 12%+ ROI)? 

Somehow, somewhere, someone came up with the idea that a rental with a gross 

rent of 1% per month was a great deal. This means that a house that costs $100,000 

can rent for $1,000 per month and you’re golden.  

Not so fast there, my friend, I believe they forgot about something. Who pays for 

the taxes, insurance, repairs, evictions, more repairs, vacancy, more repairs, and 

stuff like that? The only way to break even is if you have a low interest, 30-year 

mortgage! Why would you want to commit to the grind of being a landlord if 

https://davidpwitte.com/blog/flipping/real-estate-deals-looking-past-the-obvious/
https://davidpwitte.com/blog/rentals/do-you-have-what-it-takes-to-be-a-landlord/
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you’re only going to make a hundred or two of positive cash flow every month for 

30 years?   

You’ll notice that I stated a “minimum 12% ROI” at the beginning of this bullet 

point. ROI, which stands for “Return on Investment,” is what the property profits 

you, or “brings home.” It’s a very different number than the 1% rule. I won’t go 

into math here, let’s just say that it’s the percentage of the purchase price that you 

get back every year after expenses. It’s as simple as that.  

Agents and sellers oftentimes prey on novice and impatient investors, giving 

them bad advice because they want and/or need to sell overpriced rentals. If you 

move too fast on a bad deal, however, you won’t be prepared to act when you 

find a good one. Inexperienced and untrained investors typically rely on what 

they’ve been told or heard, and if they are surrounded by other novice investors 

that believe the same thing, well they think it must be true. Guess what? It’s not! 

As a wholesaler, you will have the first pick at some great deals for rentals with 

solid cash flow, but it’s important to be patient. 

 

• Is the market rising so rapidly that holding the property for a year could create 

a huge upside? 

In a rapidly appreciating market, hanging onto a property for more than a year 

can sometimes make sense. Consider if the house is in good enough shape to rent 

and pay for itself during that time. If you can pull down a big profit, the year 

holding time may allow you to pay long-term capital gains tax on the profit 

instead of short-term capital gains, which are usually equal to your ordinary 

income tax rate. That’s how the rich dogs get richer. Consult your tax advisor 

about the potential capital gains taxes. 

 

• Would the owner hold financing? 

As you move forward in your real estate career, many opportunities will open to 

you. Some you should pass on, but owner financing should always be considered. 

A good owner finance deal can be made great later by using strategies for early 

discounted payoffs, note renegotiation, and substitution of collateral. The 

https://davidpwitte.com/blog/gen/how-to-make-real-estate-market-predictions/


 

 

29 

strategies for structuring owner finance deals and the money that can be made 

down the road on these deals are some topics in my free weekly training emails.  

 

 

 

 

 

 

  

https://davidpwitte.com/free-weekly-training-signup/
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• Is it a good enough deal that you could bring in a financial partner to fund the 

deal for half the profit?  

If you can find a trustworthy partner, this can work out nicely. Consider someone 

who is willing to fund and complete the rehab or front the down payment on an 

owner finance deal and then be the rental manager. Either one will work, but 

make sure that you’re not on the hook making interest payments if they take too 

long to complete the project. This is another topic that gets covered a lot in my 

weekly emails. 

 

• Would you be better served to make $3K-$5K and move on? 

I always say, “You can’t go broke taking a profit.” When you’re just getting started, 

any upside potential of doing a rehab has to be weighed against the risks.  

 

 

Learning which tactics to use can minimize stress and make you a lot more money. A big 

issue facing investors is deciding which strategy to use for a given situation. Sadly, investors 

often let the vision of dollar signs drive them to make bad decisions. I caution you to be 

careful because being greedy or making bad decisions can get you trapped.  

 

Avoid the Monkey Trap 

 

Are you familiar with the monkey trap story? If you want to catch a monkey, trap it. Cut 

a small hole in something sturdy just big enough for the monkey to barely fit his hand 

through. Tempt the monkey with small nuts, sweets, fruits, or something else monkeys 

crave, but fill the trap with large pieces of fruit. A monkey will soon come by, smell the food, 

put his hand through the hole, grab a fistful of fruit, and then try to pull it back out. Since 

the hole is too small, however, the monkey’s hand will be stuck. Sure, he could drop his 

prize, but he is a greedy monkey and does not want to surrender the food. Instead, he pulls 

and tugs until you come by and snatch him up. Had he surrendered the food; he would be 
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free.  

Be smarter than the monkey. Learn this lesson early and don’t fall into the same trap. 

Weigh the potential profit against the potential loss of both money and freedom on every 

deal and let go of deals that will slow you down. Otherwise, when the right deal does come 

along, you may be too busy to recognize it. Walking away from some of the profit can be the 

best decision. 

Make Strategic Decisions 

On every deal consider these questions to help you decide what to do. 

1. Do you have the money?  

If you need to borrow money from a bank, the answer is always no. If the owner 

will finance the deal or you have room for a hard money loan in the costs, then it 

might be a worthwhile deal. If not, pass it on to someone else. 

 

2. Do you have handy man skills or the team who can do it for you?  

Many investors who want to rehab do not know one end of a hammer from the 

other. That’s ok if your team of subcontractors is good.  Typically, however, when 

dealing with subcontractors, their performance eventually falters, and problems 

start. Either the work becomes substandard and it takes you a while to find out, or 

they’re great and get so busy that they don’t have time to finish your project. If 

you can’t jump in and finish the job, don’t start it. 

 

3. Do you really want to rehab a property?  

You could possibly do 10 wholesale deals in the same amount of time it takes to 

rehab and flip a property and probably make more money. Closing on a property 

and doing a rehab is always a crapshoot. There is no way to foresee all the 

problems and potential pitfalls until you start the work. If you wholesale it, you 

are guaranteed a profit with minimal stress. 

https://davidpwitte.com/blog/flipping/investors-should-avoid-bank-loans/
https://davidpwitte.com/blog/hard/how-to-find-a-hard-money-lender/
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Step 4 – Learn About Contracts 

 

Contract Basics 

 

Not fully understanding your real estate contract is like a carpenter not knowing how to 

use a saw. You may get deals done eventually, but you’ll never be good at it. To become a 

wholesaling rock star, you’ll need to become intimately familiar with the contract that you 

use.  

A real estate contract is an agreement between parties for the transfer of ownership of 

real estate. The laws and practices that govern the transfer of real estate changes is based on 

the jurisdiction in which the land is located. Contracts can be legally enforced, so it is crucial 

that you have a full and complete understanding of what your real estate contract states.  

It’s debatable whether a 1- or 2-page contract is better than a 12-page agent/attorney one, 

but both have advantages and disadvantages. The short contract is simple and easy to read; 

however, it lacks specific instructions on how to handle certain issues. Conversely, the long 

contract can be complicated, but it covers most anything that could come up.    

At a minimum, all real estate contracts must meet four criteria to be valid: 

1. Must be in writing 

2. Must contain an offer and an acceptance 

3. The purpose of the agreement must be legal 

4. Must be an exchange of things of value (e.g., money for property) 

Real estate contracts typically include: 

• The names of the parties involved 

• A description of the property 

• Price 

• Offer expiration deadline 

• Closing target date 

• Earnest money deposit amount 

• Deadlines for completion of inspections, surveys, and loan applications 

• Details about who pays for inspections, survey, title insurance, etc. 

https://www.thebalancesmb.com/elements-of-a-legally-valid-real-estate-contract-2867174
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• Details about prorating property taxes, and other fees 

 

 

As an independent real estate wholesaler, you will have to choose whether to use the 

standard real estate contract that agents use, a standard real estate contract created by your 

state’s bar association or create your own contract. I don’t suggest using a generic contract 

that you download from the Internet. Rather, use a state-specific contract, as real estate law 

changes from state to state. 

Every state has different laws regarding:  

• Who can close transactions 

• How title is given 

• How a security interest is transferred to a lender 

• Homestead 

• Taxation 

• Foreclosure 

• Redemption rights 

 

Know Your Contract 

 

Obtain a current contract from a local agent, real estate attorney’s office, or title company. 

Review the contract, reading it word by word, until you fully understand it. If needed, 

consult an attorney or closing agent for clarification. Many new investors wait until it’s time 

to fill out a contract before they read it.  At that point, it may be too late. You need to know 

in advance what all parties are agreeing to in the contract. The few hours that you spend 

researching and understanding the contract can pay off in big dividends. In addition, the 

confidence that you exude when presenting a contract to a seller will likely win you some 

deals. 

Sellers will rely on you to answer questions they may have about the contract. If you 

research it beforehand, you’ll be prepared to offer educated opinions on questions asked. In 

addition, opinions offered up quickly and confidently are usually accepted as fact. Preface 
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your answer with, “The way I understand it...”  Answering with, “I don’t know” or “I’m not 

sure” will cause doubt and may cost you the deal. 

 

 

Real Estate Attorney or Title Company? 

 

A closing agent oversees the closing of a real estate transaction.  They are an impartial 

party to the transaction and provides escrow services and information, facilitating the 

transfer of the property from the seller to buyer at closing. Some states have laws that 

require a real estate attorney to close real estate transactions, and others allow a closing 

agent at a title company to close them. If you do business in a jurisdiction that allows title 

companies to close transactions, weigh the pro and cons of using them vs an attorney. 

At the risk of ruffling some feathers in the closing agent community, I recommend 

finding a real estate attorney to close your deals. Many investors think that using a title 

company will save them money and effort. However, in my experience, a savvy real estate 

attorney that will answer your questions and offer advice can be one of the most valuable 

members of your team. Their fees are usually comparable to a title company, and the 

additional advice and legal expertise that comes with using a competent attorney is 

priceless. If you have doubts about the value, just ask the staff at a title company for legal 

advice and watch them scatter like a flock of pigeons. 

Attorneys and title agents generally do not mind which contract is used; however, the 

seller needs to be comfortable with the contract and its content.  To get you up and running 

quickly and help you avoid legal problems, it may be best to use the agent or state bar 

https://financial-dictionary.thefreedictionary.com/closing+agent
https://financial-dictionary.thefreedictionary.com/title+company
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contracts. Reach out to the attorney or closing agent that you will use, explain what you are 

doing, and get their input on rules specific to your area.  

In the EZ REAL ESTATE CASH training program,  training program, I cover contracts in 

greater detail, including specific strategies to get more contracts signed!  

 

 

https://go.davidpwitte.com/ezvid-order-form
https://go.davidpwitte.com/ezvid-order-form
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Step 5 - Learn How to Value Property 

 

Get a Quick Estimate 

 

This step can make or break you if you want to be a rock star wholesaler. A great 

wholesaler knows their market inside and out. This may seem like an insurmountable task, 

but it’s not that difficult. As you will learn when we cover the next couple of steps, you will 

only need to know a certain section of the market, possibly 1/3 of it. Be methodical in your 

approach, use this defined plan, and don’t get overwhelmed. You’ll be rockin’ in no time. 

Possibly the best way to get a quick start is to conduct research on Zillow. Don’t concern 

yourself with the “Zestimate” valuation model.  Rather, look at active listing prices and use 

the map view of your town to get an overview of where different price range neighborhoods 

are located. Then enter different price ranges of homes (e.g., $100,000 to $120,000 listings) to 

pinpoint your ideal target areas (more on this in Step 6). Steps 5 and 6 have some 

duplication, but this is necessary to ensure that you fully understand the material.  

 

https://zillow.com
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Active listings will get you in the right area, but finding value requires you to use actual 

sale prices of recently sold properties. Once you find your target area, turn off the active 

listings and only look at sold properties. 

 

 

 

  

https://zillow.com
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Sales Comparison Method 

 

Appraisers and real estate agents commonly use the Sales Comparison Method to find 

the value of a single-family home. This method is done by completing a Comparative 

Market Analysis (CMA) to compare a subject property with sales prices of similar 

properties. 

 

Subject property - the home you want to find a price for  

 

Comparable properties (comps) - sold homes used to compare to the subject property 

Properties for comparison must be:  

• located within 1 mile of the subject property 

• similar to the subject property (e.g., size, number of beds/baths, upgrades) 

• sold within the last year under normal market conditions 

 

When you prepare your sales comparison, CURRENT VALUE (CV) & AFTER 

REPAIRED VALUE (ARV) are two numbers that need to be expressed. 

CV is determined by subtracting all costs of repairs from the ARV. 

 

When trying to find a value for a property that may need repairs, you must first 

determine what the property would be worth in move-in condition. Start with comps that 

are in excellent or move-in condition. Adjust your move-in ready comps to the subject 

property for everything but condition, as you are trying to calculate an after repaired value 

for the subject property. This will give you the target ARV that the subject property would 

sell for in a retail sale if it is in perfect condition. Then subtract the needed repairs to the 

subject property to get the CV. 

 

Step by Step: 

 

1. Go to Zillow and type in the address of the subject property; locate it on the map.  

https://www.zillow.com/


 

 

39 

2. Zoom in and look at sold homes or similar ones up to 1 mile away (see image 

below). 

3. Look at the recent sales and review the photos and square footage (SF) of those 

sales.  

4. Work out the sold price per SF of heated space (examples follow). 

5. Pick three of four move-in ready comps that are close to your subject property in 

size, number of beds/baths, quality, and amenities.  

6. Adjust the comps sold price up or down for differences in SF, beds/baths, 

upgrades, and amenities they have to the subject property. 

7. The ARV of your subject property will be the average adjusted price of the comps.  

8. After you view the property, adjust the ARV down for needed repairs to get the 

current value. (CV) 

Now that we’ve gone over the steps, let’s look at some screenshots to familiarize you 

with where to look for your info. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

40 

Determine the Sold Price per SF 

 

One problem that you will face is quickly determining the sold price per SF of recently 

sold properties. The information is easy to find, if you know where to look. 

 Looking at the map view of Zillow, zoom into the neighborhood and hover over the sold 

properties and they will pop up as a clickable link. 

 

 

 

  

https://zillow.com
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When you click on a sold property on Zillow that you wish to use as a comp, you will see 

this page. Scroll down on this page.  

 

 

 

 

 

  

https://www.zillow.com/
https://zillow.com
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Sold dollar per SF shown here. 
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Determine the Current Value 

 

For example, if a 1,200 SF comp sold for $140,000, the sold price is $116.67 per SF. If your 

subject property is the same, except it has an extra 100 SF, add $11,667 to the comp sale price 

of $140,000 to get a comp of $151,667 for your subject property. If the other two come in near 

that price, then an average of the three will suffice. A good test for your ARV number is to 

make sure it doesn’t exceed the highest sales price in the neighborhood in the past year. If it 

does, redo your numbers. Let’s assume the number you came up with is $150,000 for your 

ARV. 

When you get to the property and find that it needs a $4,000 AC unit and a $6,000 

kitchen, adjust the value accordingly. 

 

   $150,000       ARV 

 - $  10,000       Repairs 

   $140,000       Current Value (CV) 

 

Calculate Your Maximum Offer 

 

In wholesale deals, you will not offer current value for the house. This is just an example 

to get you started and thinking.   

After you calculate the after repaired value and the current value, you need to leave some 

room for profits (yours and your buyer’s).  

There are two scenarios for the buyer’s profit. If you sell it to a landlord for a rental, they 

won’t be overly concerned with maximum ARV. They want it for cheap, will do minimum 

repairs, and rent it out as quickly as possible. If you sell for rehab and retail, then the ARV is 

a big consideration, and the finished product will need to be much nicer. I find that for 

either situation, a $20,000 profit on a home of less than $150,000 is enough to get people 

interested. 

The math works like this 
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    $ 140,000      (CV) 

 - $     5,000      Your Profit 

 - $   20,000      Buyer’s Profit 

   $ 115,000      MNA (Maximum Number Allowable) 

 

Leave Room to Negotiate 

 

Using this formula will give you confidence in your numbers, and that confidence will be 

felt by the sellers and buyers. When a prospective assignee asks how you arrived at your 

numbers (as they always do), pull out your notes and explain it to them. 

Up to this point, we have focused on the hard facts of what a house is worth and how 

much everyone will want to profit from it. The only hurdle left to cross is to negotiate with 

the seller. When approaching a seller, your initial offer should never be the maximum that 

you are willing to pay. In my early days, I made this mistake a couple of times. I either left 

money on the table by paying too much, or I had a seller that felt they should negotiate but I 

left myself no room to do so.  

Someone once said, “If you aren’t embarrassed by your first offer, you offered too much.” 

 

 

Slightly reduce your initial offer to leave yourself ample room to move on the price. 

 

  $ 115,000        MNA 

-$   20,000        (room to negotiate) 

 $   95,000         Initial offer 

 

By using this formula, you will avoid offering too much for the property.  

 

They’d Never Sell for That! 

 

You may be asking yourself, “Why would someone sell a $140,000 house for $95,000?” The 

reasons may number in the hundreds, but it usually comes down to two circumstances. 

https://davidpwitte.com/blog/marketing/how-to-make-a-low-ball-offer/
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1. The house has a problem that the seller cannot afford to fix, so they’ve given up, 

or 

 

2. There is an outside issue causing their need to leave the house quickly  

Regardless of which one it is, if you’re there at the right time, they will give you a good 

deal to make their pain go away. 
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Step 6 - Find a Target Market 

 

What Makes a Good Target Market? 

 

The term target market has two meanings. One is a target price range, and the second is a 

target or “farm” area. There are neighborhoods in your town that are best for wholesaling, 

and you need to find and focus on them. High-end neighborhoods typically do not have the 

distressed homeowners and price range that you will need.  

I recommend you choose market areas that are below the median sale price for your area. 

The median price is the “middle price.” Half of the homes sold for more, and half sold for 

less. Do a Google search for the median home price for your area. Zillow usually has a 

number that works, as well. The median price will typically be the high end of your target 

market.  

Your goal is to find homes in neighborhoods that will have the broadest appeal, such as 

homes that are affordable to young families and first-time buyers and homes that would 

make excellent rentals. When wholesaling, you’re not dealing with move-in ready houses 

and retail buyers. Most often, you will sell homes that need repairs to rehabbers and 

landlords. They need homes in neighborhoods where average people want to live and 

homes they can repair or sell quickly and profitably. 

If you find a home in an area of higher priced homes, the price point will likely be too 

high to make a profitable rental, so your best option will be to sell to rehabbers. Some people 

will argue that you can make more money on a high-priced home. They love to say that you 

can’t buy a $100,000 home at $100,000 below market, but you can with an $800,000 home. 

This may be true, but there are many things to consider. While the potential spread can be 

greater on higher priced homes, they tend to cost more to rehab, have higher holding costs, 

and take longer to sell.  

If you stay below the median, you will have more competition for your deals.  

  

https://www.google.com/
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Narrowing Down to a Neighborhood 

 

In the previous sections, you learned how to quickly estimate a property’s value and 

defined what makes a good target market. In this section, you will learn how to locate 

specific neighborhoods to consider. 

1. Start with Zillow  

Click the “buy” button and go to the homes for sale in your area.  

Enter price ranges in the Zillow search, like $100,000 to $150,000, and it will show 

you the map areas for these homes. This will help you save time when finding the 

neighborhoods that you want to target. Work your way through different price 

ranges and you will quickly get a market overview. 

 

 

 

2. Get a Map 

Yes, I know it’s archaic, but it’s a great way to really understand large areas is to 

make notes on a map, highlighting good areas and crossing off ones you want to 

avoid. 

https://www.zillow.com/
https://www.zillow.com/
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3. Take a Ride 

Once you have identified potential target areas, drive through the neighborhoods 

and check out the local streets. This is a great way to get a feel for a given area and 

gives you a chance to find specific potential target properties while you drive. 

Highlight good areas and make notes on your map.  

If you see a property that looks run down, note the address and send them a letter 

when you get home. 

Go to tax collector website to get the owner’s name and mailing address. 

 

4. Check the Solds 

Get back on Zillow and go to the area that you are working on the Zillow map.  

Remove everything but the recently sold properties. See images below. 

Click on the individual properties to see what they sold for, how many beds and 

baths, and what the sold price per SF was.  

It will be listed as $/sqft in “Price/History” Tab 

Your goal in this is to find the price per SF of different size and condition houses 

in that area.  

As you look through the sold homes, list the sale price per square foot of different 

home sizes to find the baseline price per SF that different style homes in that area 

sell for.  

 

You’ve just done more to understand real factual data than many other investors. 

Now you’ve got hard facts, when you are talking with someone about homes in that area, 

you can speak with authority.  

Be aware that when someone is trying to sell you their home, the only numbers they 

know, or at least the ones that stick in their heads, are the list prices of the homes in their 

neighborhood.  

They never bring up the actual sale price. 

With this hard data, when someone says, “Well my neighbor on the next block sold theirs for 
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$120,000,” you’ll know if that is true or false.  

That home may have listed for $120,000, but sold for only $98,000, well below the asking 

price. It may have been a different size house, or it may have been newer, nicer, or sold 3 

years ago and the market has declined.  

People don’t intend to lie; they just use the part of the truth that meets their needs.   

With the info that you have, you will know exactly what homes sell for in your chosen 

area. 

One full weekend of snooping should reward you with enough info to get started. 
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Step 7 – Learn Real Estate Marketing 

 

Find Motivated Sellers 

 

When I talk about marketing as it pertains to real estate investing, it includes the act of 

searching for a seller. Any act of either searching for a buyer or a seller falls under the title of 

marketing. 

For this section, we will concentrate on the simple and inexpensive methods that can be 

used to locate motivated sellers.  

Don’t listen to people who tell you that you need a huge marketing budget to be a 

wholesaler. I know a lot of wholesalers, both high rollers and low key. The ones with big 

marketing budgets tend to have more leads and deals, but they are also the first to crash and 

burn if they make some critical mistakes. An old investor once told me, “Always play with the 

house’s money,” meaning that once you do a few deals and make some profit, reinvest that 

into marketing if you want, but start out using the basics.  

 

Marketing Strategies 

Here are the basic things that you can do to find motivated sellers without breaking the 

bank: 

• Bandit Signs 

Place these in high-traffic intersections, outside Walmart, Dollar Stores, Goodwill, 

and local employment centers. 

 

• Printed Materials 

Print quality fliers in small batches. Make them glossy, color, bi- or tri-fold, and 

printed on both sides. Post these on bulletin boards, hand them out to potential 

clients, and leave a few with anyone that may be in contact with sellers 

(accountants, bank loan officers, and bankruptcy or probate attorneys). 
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• Walk Your Farm Area 

Once you find your perfect target neighborhoods, walk them and meet the people 

that live there. Ask about homes that may be for sale.  

 

• Vehicle Sign 

Put an “I BUY HOUSES” sign on your car. Place one on the rear of the vehicle and 

it will be more noticeable in traffic. 

 

• Court Records 

Review your local clerk of court records for evictions, foreclosures, divorces, and 

people who are about to go to jail. Mail hand addressed letters to them. NO labels. 

 

• Attorneys 

Probate, divorce, bankruptcy, and criminal attorneys always get new clients, some 

of which need to come up with money fast. Reach out to these attorneys and offer 

to leave your professional color flyers in their waiting areas. 

 

• Nursing and Retirement Homes 

The monthly cost of nursing home care can be massive. Often an older 

homeowner waits until it is too late and finds themselves in a nursing home, 

needing funds to pay for it. In some situations, they may need to sell their 

property fast.  Leave your flier with the admissions person in nursing and 

retirement homes. 

 

• Social Media 

Advertise what you do on Facebook, Pinterest, LinkedIn, or whichever social 

media is next. Don’t be an obnoxious spammer, forcing yourself into groups and 

private messaging people.  Rather, offer real and honest interaction by creating a 

profile that promotes what you do and links back to your website. 
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• Website 

Develop a simple one- or two-page website that talks about sellers and their 

possible problems, how you can help them, and includes your contact info. To 

avoid confusion, limit the amount of information you put on the website. The goal 

is to get a call, text, or email from them for a “no obligation friendly discussion” 

about how you can help. 

 

• Pay-Per-Click Ads 

Google or Facebook ads target people who search online for foreclosure defense, 

probate attorneys, second mortgages, private lenders, how to sell homes quickly, 

and other related topics. With pay-per-click or cost-per-action ads, you only pay if 

someone clicks on your ad. To get started, set a low daily budget in the system. 

 

• Small, High Quality Mail Campaigns 

Hand addressed, stamped envelopes get opened. If you want to mail on a budget, 

do the extra work and address the envelopes. Print your letter on yellow legal 

paper, or at least, wrap your ad piece in yellow legal paper. This shows through 

the envelope and piques interest. Also, consider hand addressing small invitation 

cards. 

 

• Probate  

Look for ads referred to as “Notice to Creditors” in the local newspapers. These 

ads are required in order to close out the estate of a deceased person. Send a letter 

to the executor of the estate offering your condolences and offer to help close out 

the estate by making a cash offer for any property held by the estate. 

 

• Driving for Dollars 

While you drive around town or on your way to work, look for signs that a 

property may be available.  

Drive a different route every day and cover all the streets. 
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Look for things like:  

 

Estate sales (ask if the property is for sale) 

Garage sales (ask if the property is for sale) 

Eviction notices or piles of furniture at street 

Overgrown yards 

Homes in obvious need of repair 

Vacant properties 

Moving trucks or containers 

“For Rent” signs 

Notices on front doors from court or code enforcement 

This should give you a good start to effectively market for motivated sellers on a budget. 

Implement one or two options at a time and see what feels best to you. Don’t try to do them 

all at one time or you will be overwhelmed. 

If you work your way through this list and only implement half of it, you’ll be too busy 

with deals to worry about different marketing strategies. 

 

 

https://davidpwitte.com/free-weekly-training-signup/
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Step 8 - Only Work with Motivated Sellers 

 

Are They Motivated? 

 

I know this sounds obvious, but you’ll get a lot of calls from people that want to sell their 

home for retail. Sadly, new wholesalers tend to waste a lot of time trying to make something 

out of nothing. In their desire to get a deal, novice wholesalers will drive all over town to 

meet with sellers without qualifying them first. You need a simple set of standards, a 

template of sorts that you can apply to a seller within the first few minutes on the phone 

with them.  

Here are three simple criteria to quickly cut to the chase with sellers. 

 

1. Do they live in the house they want to sell?  

If yes, that’s strike one, especially if they don’t have a moving deadline that they 

have to meet. Owners will not be motivated if they are snug, warm, and safe in 

the comfort of their home. It’s better if they do not live in the house, and better 

yet, if they do not live in the same state. From an owner’s perspective, when they 

live out of state, their perceived equity tends to lose value. The further away they 

are, the less it seems to be worth. These owners can become very motivated 

because of the maintenance responsibilities and costs that come along with 

owning out-of-state property. 

 

2. Are the mortgage payments current?  

If yes, the chances of them being motivated to sell decrease more. 

   

3. Do they have a story?  

I’ve never met a motivated seller without a tale of woe. Bad things sometimes 

happen to good people. If they call and say they want to sell their house and 

invite you over to look at it, there is a slight chance they’re motivated, and you 

can go see them if you’ve got the time. However, if they call and delve into a story 
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about what is happening to them, pay attention. Motivated sellers use words like 

must, need, or have to sell their house. If they have a sad story and say they need 

to sell their house, get the car started and head over there. 

 

Weed out the Lookers 

 

When you start getting results from the marketing efforts that we covered in Step 7, make 

sure to prequalify the callers to determine their needs, motivation, and expectations before 

you invest more time with them. Ask about their story and take some notes. If they spill 

their guts over the phone, keep them talking, get their story, and then close for the 

appointment.  You can’t buy a house over the phone, so get the appointment. That’s the only 

way you can get the deal. 

Before you hang up, make sure you know how long they have lived in the home and how 

much they owe on it. These two tidbits could save you time. If they bought it last year and 

didn’t put much money down, they may not be able to sell. They could be extremely 

motivated, but if they’re broke and heavily financed, you can’t help them.  

 

If they seem gruff or cocky on the phone, they may just be fishing for an offer. Sometimes 

sellers (especially old guys) feel like they just have to see what you’re willing to offer, so 

they will call and preface the conversation with something like… 

 

• “I don’t need to sell…” 

• “I’m just wondering what it’s worth…”  

• “You said you wanted to buy it, so drive by and call me back with an offer…” 

 

You will immediately know that the seller isn’t motivated and is only fishing for a high 

offer. At that point, consider using my stock answer that cuts to the chase with those “I don’t 

have to sell” statements. 

“Great, I’m in the business of helping homeowners that have either distressed properties or a 

personal situation that requires they sell their home quickly. Do you have a situation that I can help 
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you with?” 

This is the “put up or shut up” question. Say it very nicely. Then stop talking. There is no 

telling whether their response will be positive or negative.  

A truly unmotivated seller will probably hang up on you before you finish the question.  

PERFECT! 

You just saved yourself a lot of time and effort, dealing with some crusty old bored 

curmudgeon that was once a used car salesman. They do love to negotiate over anything.  

Finding motivated sellers is the primary focus of a wholesaler, but you may first have to 

weed through some time wasters. If you get good at that, stardom is within your grasp.  
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Step 9 - Find Cash Buyers for Your Deals 

 

Where to Look 

 

One of the oldest sayings in real estate is “If you’ve got a great deal, the money will find 

you.” 

Finding a buyer to assign your contract to is easy if you’ve got a true wholesale deal. 

Pitch your deal to the local REIA, landlord associations, and post it on Craigslist. Word will 

spread quickly about your deal. Some other options include: 

 

• Check the local courthouse records for buyers of foreclosed properties. They love 

wholesale deals.  

 

• Check for evictions while you are at the courthouse. Landlords need wholesale 

deals, as well. 

 

• Call heating and AC companies and ask if they work with any rehabbers.  

 

• Call home inspectors, as they deal with buyers for a living.  

 

• Place bandit signs but understand that you will get a lot of calls from people who 

don’t have the cash to close quickly. Save their contact info, however, as it may be 

useful on your next deal.  

 

• Call real estate attorneys, as they know all the players in town. 

 

• Call title companies.  Their business caters to both buyers and sellers.  

 

• Call property insurance agents. They are well acquainted with the local flippers 

and landlords. 
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• Call property management companies. 

 

• Call landlord associations and clubs. 

 

Blast out the Deal 

 

When contacting potential assignees, make sure that you have a solid property info 

package available for them.  

Putting the bulk of the info on a web page and providing a link to it can be a real time 

saver. 

Make sure when someone starts asking questions that you are prepared to answer with 

hard info.  

Your buyers will want: 

• Good pictures 

• County tax records 

• Solid estimate of ARV 

• Solid estimate of repair costs 

• A way to get into the home for inspections 

 

Before moving forward, they will want to review the contract that you are assigning to 

them. 

If the owners still live in the property, a great way to handle buyer inspections is to schedule 

them all at one time.  

This creates an auction atmosphere amongst the potential buyers and reduces the wear 

and tear on the sellers, as you’ll want them out during showings.  

If you have a true wholesale-priced deal, your problem won’t be finding someone to take 

the assignment of contract.  Your challenge will be dealing with all the crybabies that acted 

too late. 
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Control the Deal 

 

When you find your buyer and get ready to assign the contract, check out your buyer 

carefully. Get a proof of funds before you assign the contract to them. If using a hard money 

lender, verify that they have approved the deal and that funds are available.  

A major concern in wholesaling is making sure that you don’t lose control of the deal. An 

inexperienced buyer may not understand the limitations of the assignment, and you may 

need to coach them on their role and rights in the deal. 

Novice wholesalers typically do not know that they should be concerned with the timing 

of the transfer of an assignment. If your deal gives the assignee rights to the assignment at 

the time it’s signed, you have effectively lost control of the deal. If you did this style of 

assignment with someone who is inexperienced or less that honest, you can have a problem.  

The best way maintain control is to have your assignment state that the buyer/assignee 

doesn’t get control of the assignment until just before and simultaneous to closing. You can 

also add some language in the assignment that would allow you to reject the assignment if 

they didn’t follow certain rules. This always keeps you in control of the deal. 

I recently had an investor relay a story to me that drives this point home. The investor 

mailed to probate leads and got one under contract. His original plan was to wholesale the 

property. After talking it over with his hard money lender, however, they thought the 

property had a great upside potential and they decided to close on it, do a quick rehab, and 

retail it out. 

As they were conducting inspections, a neighbor came by and asked about the property. 

The neighbor said that he was a doctor and wanted another home in the neighborhood for 

his daughter and grandchildren. 

The doctor questioned the investor about his plans and how much he would want for the 

house after the rehab was completed. After some discussion, the doctor said he wanted to 

oversee the rehab of the property and offered to pay the investor $20,000 for the contract 

assignment.  

The investor accepted the offer and used an assignment contract that didn’t transfer the 

assignment until closing. In later discussions, the investor learned that the doctor would be 

out of the country on vacation on the closing date, but the doctor agreed to wire the $155,000 
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to the closing agent in advance and gave his daughter power of attorney to sign the closing 

documents.  

Everything went as planned, until the closing agent tried to schedule a closing time. The 

doctor’s daughter did not respond to calls, texts, or emails. In addition, the doctor was 

unavailable and would not be back in the country until after the contract expired. The 

investor had to make a decision regarding the property, so he moved forward with his hard 

money lender and closed on the house.  

The doctor returned the following week and offered no explanation for why his daughter 

did not respond. It may have been a ploy to try and cause the investor to default on the 

contract, at which point the doctor would have been able to deal directly with seller and 

save the $20,000. 

The moral of the story? Use an assignment that keeps you in control, and always have a 

backup plan. 
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Step 10 - Get Going! 

 

Take Action 

 

As Tony Robbins says, “Take Massive Action!” 

Getting started in wholesaling may seem daunting, but it’s a simple process that anyone 

can do without having credit, verifiable income, or years of experience. You can start today 

by focusing on real estate in your daily thought. Your brain sees what you tell it to see. If 

you start thinking about buying something, like a red car, suddenly red cars seem to pop up 

everywhere. It works like that with real estate, too.  Tell yourself you want to find wholesale 

opportunities, and you will start noticing empty houses and opportunities.  

Find a real estate attorney in your area that will give you a consultation. Speak with them 

about the business that you’re about to start and ask if they have a contract and assignment 

addendum, they feel comfortable using. Let them know that you will attempt to have all the 

deals close with them.  

If they say anything negative about wholesaling, then you have the wrong attorney. 

Some attorneys don’t have experience with investor deals and focus only on retail. If that’s 

the case, find another attorney who is “investor friendly,” as they normally will provide 

contracts and some advice without charging fees, in hopes of getting the closings.   

Next, research your area and learn the home values. Hit Zillow for the map areas and 

take a ride. Find a couple of addresses on Zillow to drive by and compare them to other 

homes in the neighborhood. Also, look at the homes that are currently listed for sale and 

compare them to the sold properties. While driving, remember to keep an eye out for homes 

that need help. 

Narrow down your target area, remembering to stay on the lower end of the market. 

Then get started on some marketing. Bandit signs are an easy and cost-effective starting 

point. If placed properly; they offer a good “bang for the buck.”  

From there, follow the 10 steps outlined in this book and sign up for my weekly trainings, 

tips, and more. 

 

 

https://davidpwitte.com/free-weekly-training-signup/
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Why not a Real Estate Investing Seminar? 

 

When I started this journey of helping others, friends asked me why I wasn’t teaching 

this as a seminar. It’s simple. I don’t believe that seminars work well for teaching real estate 

or anything else. This is due to a concept called “cognitive backlog.” The brain uses a lot of 

energy when trying to understand new things. The more information that you pile onto a 

person in a single sitting, the more likely they are to forget most of it. According to 

neuroscience research dating back to the 1980s, the brain begins to tune out after about 10 

minutes. Available science suggests that if you actually want someone to learn a new 

concept and remember it, shorter is better.  

Seminars serve a great purpose to get people motivated, particularly when it comes to 

motivating them to spend money. That is why everyone from financial advisors to fitness 

coaches want to give seminars. 

Seminars allow presenters to: 

• Meet with and get to know a large number of people at one time 

• Meet in a favorable and comfortable environment 

• Establish themselves as experts 

• Disturb the seminar attendees about specific problems while educating them 

• Sell the seminar attendees a solution to the disturbing problems  

The downside to seminars is that the environments are not conducive to learning and 

they are expensive to produce. The person hosting the seminar must pay for the hall, 

training materials, and a lot of other stuff, so he’s got to sell, sell, sell to you to cover those 

expenses! They’re also expensive to attend. Not only do you have to pay to attend the 

seminar, but you also incur expenses for food, hotel, travel, and lost time with your family. 

Have you been to a seminar? If so, then you likely understand the format. The seminar 

speaker wants to make friends with you, tells you things to get you excited and up out of 

your seat jumping and applauding, and then homes in on your wallet. 

In my long career of real estate, I have watched many people offer seminars and 

programs on different topics. Almost all, however, promote the “shiny object” offer. They 

come to town with their little dog and pony show, go to local investor meetings, and 
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proclaim “this is THE WAY to make money.”  

 

I’ve seen all the marketing programs, probate, pre-foreclosure, ugly houses, pretty 

houses, buying apartments is the only way, never buy apartments, single-family housing is 

the only way, and more. The noise gets deafening.  

 

 

 

 

The worst ones host a seminar, give you basic information, and encourage you to register 

for their “3-day boot camp,” which is three long days of sales pitch for their even bigger 

program. 

I have watched new investors sink $30,000 plus into “training” before they ever get 

started! 

All they are left with is a 3-ring binder filled with general information that they will never 

open again and maybe some CDs to listen to during their drive to work. 

Even if you attend a seminar that is packed full of training and information, how much 

can you retain in a single sitting? Training needs to be repeated and reinforced.  

I believe the best way to learn is to study at a manageable pace and in a format that you 

can watch, listen to, and carry with you. That’s why I teach with videos and email trainings, 

it allows me to present concepts in small, actionable segments that you can digest and put 

into action immediately. Putting something into practice yourself is the best way to learn 

and retain information. 

Real estate wholesaling and investing is your new opportunity to transform your life 

from where you are now to stardom. You need to get involved in a program that provides 
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training and support, but also the coaching and community to keep you motivated, on track, 

and accountable. 

 Click the link now to get on the wait list for the next openings in the EZ Real Estate Cash 

Training Program and take your life from surviving to THRIVING! 

 

 

 

 

 

 

 

 

https://go.davidpwitte.com/ezvid-order-form
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What’s Next for You! 

 

Finally, you found what you’ve been looking for: A NEW OPPORTUNITY TO CHANGE 

YOUR LIFE!  All that’s holding you back is YOU. 

 Now that we have your tour bus pointed in the right direction, getting on your way to 

becoming a wholesaling rock star starts with YOU.  

I would say, “Good Luck,” but it’s not about luck!  It’s about being prepared, educated, 

and motivated.  Take the instructions in this book and apply them.  These steps will work 

for you at any speed that you want to progress. 

 

If you have specific questions, email me at david@davidpwitte.com.  

 

That’s all for now!   

 

If you signed up for the wait list or the free trainings, watch your inbox because I’ll be 

sending you more tips, tricks, and strategies to help you. 

 

See you next time! 

David P. Witte 

 

 

 

  

 

 

mailto:david@davidpwitte.com
https://davidpwitte.com/free-weekly-training-signup/
https://www.reea.org/

