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Chapter 1 

The Customer Oriented Mindset 
 

In the world of real estate wholesaling, one 
fundamental truth separates the successful from the rest: 
investors are your customers. This may seem like a simple 
concept, but when internalized and applied with precision, it 
transforms how you approach your deals, your relationships, 
and ultimately your success in the business.  

Just like any business that aims to thrive, wholesaling 
is about providing value to your buyers—who, in this case, 
are the investors. Understanding the specific needs of these 
investors, their challenges, and what makes a deal appealing 
is key to building a sustainable, scalable, and profitable 
wholesaling business. In this chapter, we’ll dive into why 
adopting a Customer Oriented mindset is crucial, and we’ll 
break down the critical elements of what investors are 
looking for in a deal that will sell fast. 

 

 The Investor as the Customer: Shifting Your Mindset 

When wholesalers first enter the industry, many focus 
solely on the deal. Finding distressed properties, negotiating 
contracts, and closing quickly can sometimes become all-
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consuming. But the true focus should be on the buyer—the 
investor—who will ultimately purchase the deal. Without 
satisfied investors, your deals won’t close, and your business 
will stagnate. 

To thrive in this industry, you must embrace a 
Customer Oriented mindset. This means shifting your 
perspective and seeing the deal from the investor’s point of 
view. What are their needs, pain points, and goals? What do 
they value most in a property? How do they evaluate a deal, 
and what risks concern them? Once you understand these 
key elements, you can tailor your deals to meet their needs, 
providing them with immense value and positioning yourself 
as a go-to wholesaler who understands what works. 

 

 Why Investors Are Your Customers 

At the core of every successful business is the ability 
to serve its customers well. In the case of wholesaling, 
investors are your customers because they are the ones who 
will ultimately buy the properties you bring to the table. 
Investors rely on wholesalers to bring them opportunities 
that are ready to go, meaning the legwork has been done, 
the property is appropriately priced, and the structure of the 
deal fits their investment criteria. 
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When you view investors as your customers, it 
changes the entire dynamic of how you operate. Instead of 
simply pushing deals and hoping they sell, you start creating 
deals with the end buyer—the investor—in mind. Your role 
as a wholesaler becomes that of a problem solver: you’re 
helping investors find profitable properties that align with 
their financial goals, risk tolerance, and timelines. 

Here are some key reasons why investors should 
always be viewed as your customers: 

1. They are your repeat business: The best investors don’t 
buy just one deal; they build portfolios and often invest in 
multiple properties. Building strong relationships with your 
investors means creating a pipeline of repeat business that 
can drive sustainable growth. 

2. They determine your success: Investors ultimately decide 
whether your deals close or fall through. If you can’t meet 
their needs, your deals will sit on the market, or worse, you’ll 
develop a reputation for offering properties that don’t meet 
investor standards. 

3. They provide feedback that shapes your business: 
Investors can offer valuable insights into what works and 
what doesn’t. When you maintain open communication with 
them, you gain an insider’s perspective on how to improve 
your deal sourcing, underwriting, and structuring strategies. 
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4. They elevate your network and credibility: The better you 
serve investors, the more they will spread the word about 
your skills and services. This can open doors to new buyers 
and strengthen your position within the real estate 
community. 

 

Understanding the Investor’s Needs 

Now that we’ve established the importance of viewing 
investors as customers, the next step is understanding what 
they need from you. It’s not enough to have a good 
property; the deal itself has to make financial sense for an 
investor, and it must be structured in a way that aligns with 
their goals and challenges. 

You probably already know the primary factors that 
investors look for in a good deal: 

 1. Profitability 

At the heart of every real estate investment is 
profitability. Investors are not just buying properties; they are 
buying future cash flow and capital appreciation. As a 
wholesaler, you need to know exactly how your deal will 
create profit for the investor. This means you must have a 
deep understanding of the numbers that drive profitability: 
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• Purchase price: Investors are always looking for a 
discount. The price needs to be low enough for them to 
add value, whether through rehabbing or holding for 
appreciation. 

• After Repair Value (ARV): Investors need a clear picture 
of the property's value once it's repaired or improved. A 
solid understanding of local comps and market trends 
will help you determine this. 

• Repair costs: Many deals look good on paper but fail 
once the actual repair costs are calculated. Investors want 
accurate and realistic repair estimates so they can plan 
their budgets. 

• Profit margins: Every investor has a desired return on 
investment (ROI). Some investors may be satisfied with a 
10% margin, while others may require 20% or more, 
depending on the property and the risk level. 

To meet the investor's profitability needs, you should 
thoroughly underwrite every deal you present. Investors 
expect wholesalers to have done the due diligence 
beforehand, including a comprehensive analysis of the 
numbers that matter most.  

 2. Risk Mitigation 

Every investment carries a level of risk, and real estate is 
no different. Investors are constantly evaluating how to 
minimize that risk while maximizing returns. If you want to 
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sell more deals, you must present properties in a way that 
addresses the investor's primary concerns about risk: 

• Location: The property's location is a significant factor in 
risk assessment. Investors will be wary of buying in areas 
with declining property values, high crime rates, or 
unstable markets. As a wholesaler, you need to 
demonstrate that the property is in a stable or growing 
market with long-term potential. 

• Market conditions: Is the local market favoring buyers or 
sellers? How is the rental market performing? Investors 
need to know the broader market conditions so they can 
make informed decisions. 

• Exit strategy: Investors want to know that there are 
multiple ways to profit from a property, even if their 
original plan doesn't pan out. Can the property be 
flipped? Rented out for cash flow? Used as a vacation 
rental? Understanding and communicating viable exit 
strategies will help reduce perceived risk. 

• Holding costs: If the investor has to hold the property 
for an extended period before selling or renting, there are 
ongoing costs (mortgage payments, taxes, insurance, 
utilities). Being upfront about these costs helps investors 
make sound decisions. 

To sell deals fast, you need to show that the risks have 
been thought through and mitigated as much as possible. 
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This means being transparent about the challenges and 
providing potential solutions that give investors confidence 
in the deal. 

 3. Time Efficiency 

Investors are often juggling multiple deals, managing 
properties, and sourcing new opportunities. Time is money 
for them, and they don’t want to spend unnecessary hours 
analyzing deals that aren’t well-prepared. This is where you, 
as a wholesaler, can differentiate yourself by providing them 
with ready to go deals that require minimal legwork on their 
part. 

• Complete deal packages: Presenting a deal with all the 
necessary information, including market data, comps, 
repair estimates, ARV calculations, and potential exit 
strategies, saves the investor time and makes the decision 
making process smoother. 

• Clear communication: Investors appreciate wholesalers 
who are straightforward and clear in their 
communications. Avoid being overly promotional or 
vague; instead, focus on delivering accurate and honest 
information about the deal. 

By delivering well-prepared and thoroughly vetted deals, you 
increase your credibility and show investors that you value 



8 
 

their time. This, in turn, makes them more likely to do repeat 
business with you. 

 4. Transparency and Trust 

Successful investors often rely on trusted relationships 
with wholesalers who consistently bring them quality deals. 
Building that trust starts with transparency. Investors want to 
know that you’ve done your homework and that there are no 
hidden surprises in the deal. 

• Honesty about property condition: If there are major 
issues with the property (e.g., structural problems, zoning 
issues), it’s better to be upfront than to have an investor 
discover them later. This builds trust and shows that 
you’re a wholesaler who values long-term relationships 
over quick wins. 

• Accurate financials: Investors expect accurate and well-
researched financials. Overestimating ARV or 
underestimating repair costs can damage your reputation 
and lead to failed deals. 

• Open communication: Maintaining an open line of 
communication with investors allows you to build strong, 
lasting relationships. Address any concerns or questions 
they may have promptly and provide them with updates 
throughout the transaction process. 
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Trust is earned over time, and as a wholesaler, the more 
transparent and reliable you are, the more likely you are to 
develop a loyal base of investor buyers. 

  

The Power of the Customer Oriented Mindset 

When wholesalers adopt a customer oriented 
mindset, they position themselves to build lasting, successful 
relationships with investors. Viewing investors as your 
customers forces you to consider their needs, challenges, 
and goals before presenting any deal.  

By understanding the key elements that investors care 
about—profitability, risk mitigation, time efficiency, and 
transparency—you can craft deals that sell faster and more 
consistently. Investors will come to view you as a trusted 
partner who provides high-value opportunities, and in 
return, you’ll create a business that thrives on repeat deals 
and long-term success. 

Remember, the most successful wholesalers aren’t just 
focused on closing individual deals—they’re focused on 
creating value for their investors. That’s the mindset that will 
set you apart from the competition and lead to a thriving 
real estate wholesaling business. 
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Chapter 2 

The Art of Underwriting 
 

Underwriting is the foundation of every real estate 
deal. It's where the numbers come to life, and it’s how 
investors determine if a deal will be profitable or not. As a 
wholesaler, mastering underwriting is essential to your 
success. If you can’t present a deal in a way that makes 
financial sense to an investor, it simply won’t sell. This 
chapter focuses on how to accurately underwrite deals with a 
detailed understanding of what matters to investors, 
including one often overlooked but critical element: 
financing costs. 

A deal that works for a cash buyer may not necessarily 
work for an investor who needs to finance the purchase. And 
since many investors rely on financing—whether through 
hard money loans, traditional mortgages, or private 
lenders—it’s crucial that wholesalers account for these costs 
when structuring deals. Failing to do so can shrink your pool 
of potential buyers and cause what looks like a good deal to 
fall apart. 
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Why Underwriting Matters for Investors 

Underwriting is the process of evaluating a property's 
value and estimating the financial feasibility of the deal. It’s 
the blueprint that tells investors whether they’ll make money 
or not. While wholesalers don’t need to be experts at 
everything an investor does, they must understand the basics 
of underwriting to ensure the deal is attractive, feasible, and 
well-positioned for a quick sale. 

For investors, the underwriting process is about finding the 
balance between risk and reward. They’re asking critical 
questions:  

1. What will the property be worth after renovations? 
2. How much will the repairs cost? 
3. What’s the exit strategy? 
4. Will the deal generate the desired return on investment? 

The better you are at answering these questions on behalf of 
the investor, the more attractive your deals will become. Let’s 
break down the key components that matter to investors 
when underwriting a deal. 
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Key Elements of Underwriting 

1. After Repair Value (ARV) 

The After Repair Value, or ARV, is one of the most 
important numbers in any real estate deal. It’s the estimated 
value of the property after it’s been repaired or renovated. 
For fix and flip investors, the ARV determines the potential 
resale price. For buy and hold investors, it helps calculate 
rental yields and long-term appreciation. 

     As a wholesaler, your job is to ensure that the ARV is 
realistic and based on solid comparable sales (comps). 
Investors rely on these figures to project profits, so 
overestimating the ARV can lead to failed deals and 
damaged relationships. Make sure to: 

• Pull comps from similar properties in the same area. 
• Focus on properties with similar square footage, 

condition, and amenities. 
• Be conservative with ARV estimates to leave room for 

market fluctuations or unexpected repair costs. 

 2. Repair Costs 

Another critical component of underwriting is the cost 
of repairs. Investors need accurate estimates for what it will 
take to get the property in saleable or rentable condition. 
Underestimating repairs can lead to a deal turning 
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unprofitable for an investor, even if it looked good on paper 
initially. 

Many wholesalers make the mistake of guessing 
repair costs or providing vague estimates. However, investors 
are looking for specificity. Partnering with experienced 
contractors or home inspectors can help you provide more 
accurate estimates. This not only makes the deal more 
attractive but also builds trust with investors. 

In your underwriting process, consider breaking down 
the repairs into categories, such as: 

• Structural repairs (foundation, roof, etc.) 
• Mechanical systems (HVAC, plumbing, electrical) 
• Cosmetic repairs (paint, flooring, fixtures) 
• Landscaping and exterior work 

By offering a comprehensive breakdown, you’re giving 
investors the transparency they need to make informed 
decisions. 

 3. Profit Margins 

Investors have different profit margin expectations 
depending on the type of deal. Flippers, for instance, often 
look for a minimum profit margin of 1020% after all costs are 
accounted for. Buy and hold investors focus more on long-
term cash flow and return on equity (ROE). 
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As a wholesaler, you need to underwrite the deal with 
these expectations in mind. A common way to assess if a 
deal meets an investor's needs is to apply formulas such as: 

The 70% Rule: This rule is a quick way for flippers to 
determine if a deal is worth pursuing. Later we’ll discuss how 
this rule doesn’t always apply, but investors typically aim to 
pay no more than 70% of the ARV, minus repair costs. If your 
deal falls within this formula, it’s likely to attract more 
investor interest. 

  Formula: (ARV × 70%)  Repair Costs = Maximum Offer Price 

Cash on Cash Return: For rental investors, you’ll want 
to calculate the projected cash flow and how it stacks up 
against the initial investment. This helps investors gauge how 
quickly they’ll recoup their money. 

  Formula: (Annual Cash Flow ÷ Total Cash Invested) × 100 = 
Cash on Cash Return % 

Ensuring your deals fit within these formulas makes 
them more appealing to a wider range of investors. But 
there’s one additional factor that often gets overlooked in 
the underwriting process: financing costs. 
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The Importance of Accounting for Financing Costs 

Many wholesalers make the mistake of underwriting 
deals assuming all investors are cash buyers, but this is far 
from reality. While some investors buy properties 100% with 
cash, many others rely on financing to fund their purchases. 
This can include hard money loans, private loans, or 
traditional bank financing. 

If you only underwrite deals for cash buyers, you’re 
cutting out a significant portion of your potential buyer pool. 
More importantly, failing to account for financing costs can 
make a deal look profitable on paper, but once the investor 
factors in loan costs, interest rates, and points, the deal can 
quickly become unfeasible. 

Here’s why financing costs matter, and how they 
impact the bottom line for investors: 

 1. Loan Costs and Interest Rates 

When investors use financing to purchase a property, they 
typically incur loan costs, such as: 

• Origination fees: Many lenders charge origination fees 
to process the loan, which can range from 13% of the 
loan amount. 

• Points: Hard money lenders often charge “points” on the 
loan—typically 13 points (1 point = 1% of the loan 
amount). 
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• Interest rates: Hard money loans usually come with 
higher interest rates than traditional loans, often in the 
range of 1015%. Traditional loans may have lower interest 
rates, but they may also be harder to qualify for, 
particularly for distressed properties. 

These financing costs eat into the investor's profits. If a 
deal looks great on paper but doesn’t account for the costs 
of financing, an investor might find that their returns are 
significantly lower than expected—or that the deal becomes 
unprofitable altogether. 

 2. Holding Costs 

When an investor finances a deal, they are responsible for 
holding costs throughout the duration of the project. 
Holding costs typically include: 

• Monthly mortgage payments: If the investor is using a 
loan to purchase the property, they’ll need to make 
monthly payments on the loan. The longer the property 
takes to rehab or sell, the more holding costs accumulate. 

• Property taxes and insurance: Investors still have to pay 
property taxes and maintain insurance on the property 
while they hold it. These costs can add up, especially if 
the property sits on the market for an extended period. 
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• Utilities: While the investor holds the property, they are 
also responsible for paying utility bills (water, electricity, 
gas) to keep the property functional during renovations. 

• Property Maintenance: Landscaping and other property 
maintenance items can and will creep up depending on 
how long the property sits on the market and need to be 
accounted for. Pool pumps can break, septic pumps can 
give out etc.  

By not accounting for these holding costs in your 
underwriting, you risk presenting a deal that looks profitable 
to a cash buyer but doesn’t work for an investor who’s 
financing the purchase. Understanding and communicating 
these costs to investors can make a significant difference in 
whether a deal closes or not. 

 3. Exit Strategy and Timeframe 

Investors who finance properties are often working on 
tight timelines due to loan terms and interest rates. A cash 
buyer might not worry about the speed of a flip, but an 
investor with a loan will. The longer the property takes to 
rehab, rent, or sell, the more interest payments they accrue, 
and the more holding costs they accumulate. 

As a wholesaler, you must underwrite deals with a 
realistic timeframe in mind, accounting for how long the 
project will take and how financing will impact overall costs. 
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If the deal has potential but requires a longer rehab or 
selling period, the investor may need a deeper discount on 
the purchase price (so the 70% rule wouldn’t apply anymore) 
to compensate for the additional holding and financing 
costs. 

This is where you, as the wholesaler, can make a huge 
impact: negotiate a steeper discount on the front end to 
create more room for financing costs. By understanding the 
investor’s financing situation, you can craft a deal that works 
for both cash buyers and investors using loans. 

 

Why You Can’t Underwrite All Deals for Cash Buyers 

As we’ve established, many investors rely on financing 
to fund their deals. By only underwriting deals for cash 
buyers, you’re not only eliminating a large portion of your 
potential buyers but also limiting the deals you can close. 

Here’s why you need to underwrite for both cash and 
financed buyers: 

 1. Cash Buyers Are Limited 

While cash buyers are great because they offer quick 
closings and fewer complications, the reality is that not all 
investors have access to 100% cash. In fact, many investors 
leverage financing to scale their businesses and fund 
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multiple projects simultaneously. By ignoring the financing 
element in your underwriting, you’re missing out on a much 
larger market of investors who could potentially buy your 
deals. 

 2. Financing Changes the Profit Equation 

For an investor using financing, the cost structure of 
the deal changes. Interest payments, loan fees, and holding 
costs need to be factored in when calculating profitability. A 
deal that works for a cash buyer may become unfeasible for 
a financed buyer if these costs aren’t accounted for.  

For example, let’s say a property looks like a great 
deal for a cash buyer who can close quickly and avoid 
holding costs. But an investor using hard money financing 
has to account for higher interest rates, monthly payments, 
and loan points. If these costs aren’t factored into the 
purchase price, the deal may fall apart for the financed 
buyer, even if it looked profitable at first glance. 

 

How to Account for Financing Costs in Your 
Underwriting 

Now that we’ve covered the importance of financing 
costs, how can you, as a wholesaler, account for these in your 
underwriting? 
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Here’s a step by step approach: 

 1. Understand the Investor’s Financing Terms 

Not all investors use the same type of financing, and loan 
terms can vary significantly. When working with an investor, 
ask about their financing structure: 

1. What are the loan origination fees and points? 
2. What is the interest rate on the loan? 
3. How long do they plan to hold the property? 

By understanding their financing terms, you can factor 
these costs into the deal structure and negotiate a deeper 
discount if needed. 

 2. Estimate Holding Costs 

For investors using financing, the longer they hold the 
property, the more costly the deal becomes. Estimate how 
long the project will take and factor in the monthly mortgage 
payments, taxes, insurance, and utilities. You may need to 
offer a larger discount on the purchase price to offset these 
costs. 

 3. Negotiate a Steeper Discount 

Once you’ve accounted for financing and holding 
costs, it’s time to adjust the offer price. Investors using 
financing often need a larger margin to make the deal 
profitable, so your goal should be to negotiate a steeper 
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discount on the front end. This creates more room for 
financing costs and ensures the deal works for a broader 
range of buyers. 

 4. Present Financing-Friendly Deal Structures 

When presenting your deals, offer transparent 
financial projections for both cash buyers and financed 
investors. Show how the numbers break down, and be 
upfront about the costs associated with each financing 
structure. By doing so, you’re giving your buyers all the 
information they need to make a confident decision. 

 

Expanding Your Pool of Buyers by Accounting for 
Financing 

By factoring in financing costs in your underwriting 
process, you’ll not only improve your deal presentation but 
also expand your pool of potential buyers. Many investors 
use financing to purchase properties, and failing to account 
for these costs can kill a deal before it even begins. 

The key is to understand the total cost structure of the 
deal from the investor's perspective. This includes not just 
the purchase price and repair costs, but also the loan fees, 
interest payments, and holding costs associated with 
financing. By doing so, you’ll position yourself as a savvy 
wholesaler who understands what investors truly need, 
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leading to faster sales and stronger, long-term relationships 
with your buyers. 

Always remember: The more buyers you can appeal 
to, the more deals you’ll close. Don’t limit yourself by only 
underwriting for cash buyers—expand your perspective, 
account for financing, and watch your business grow. 
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Chapter 3  

Creative Deal Structures  
 

In real estate wholesaling, conventional deal 
structures are often the go-to, focusing on all cash purchases 
or traditional financing. However, sticking to these limited 
methods may cause you to miss out on potential deals, limit 
your pool of investors, and leave money on the table. That’s 
where creative deal structures come in. 

Creative deal structures allow wholesalers to navigate 
complex deals, solve unique seller challenges, and open the 
door to more investors with varied financial strategies. By 
mastering these strategies, you can serve a broader range of 
buyers, close more deals, and stand out as a knowledgeable 
and versatile wholesaler. This chapter will explore several 
popular creative deal structures, including subject-to 
transactions, seller financing, and novation agreements, and 
provide real world examples of how they can be used 
effectively. 
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The Importance of Understanding Creative Deal 
Structures 

Why should a wholesaler bother learning creative deal 
structures in the first place? The answer is simple: they help 
you close more deals, faster, and with more profit. 
Understanding creative financing options makes you: 

• A more competent wholesaler: Investors trust 
wholesalers who understand multiple ways to solve 
problems. 

• A problem solver for sellers: Some sellers are motivated 
by different needs, such as avoiding foreclosure, reducing 
tax burdens, or spreading out capital gains. Creative deals 
often provide solutions that traditional deals can't. 

• More attractive to a wider range of investors: Many 
investors, especially newer ones, may not have the ability 
to buy properties all cash. Offering deals with creative 
structures gives them the flexibility they need to invest. 

In short, by understanding and implementing creative deal 
structures, you expand the range of deals you can wholesale 
and increase your potential for profitability. 

 

 

 



25 
 

Subject-to (SubTo) Transactions: Buying a Property 
Subject to the Existing Mortgage 

A subject-to transaction is a creative financing 
strategy in which the buyer takes control of the property 
while keeping the existing mortgage in place. In this 
arrangement, the buyer takes title to the property but does 
not assume legal responsibility for the mortgage. The 
mortgage remains in the seller’s name, but the buyer agrees 
to make payments on behalf of the seller. 

This structure is particularly useful when the seller is in 
financial distress, facing foreclosure, or has little equity in the 
property. For the seller, a subject-to deal offers an 
opportunity to sell quickly without having to satisfy the 
mortgage. For the investor, it provides a way to acquire a 
property with minimal upfront costs. 

 

Example of a Subject-to Deal 

Let’s say a homeowner is behind on mortgage 
payments and facing foreclosure. They owe $150,000 on 
their mortgage, but the property is only worth $160,000 in its 
current condition. The seller needs to sell quickly to avoid 
foreclosure, but they don’t have the equity to pay a real 
estate agent, cover closing costs, or satisfy their mortgage. 
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As a wholesaler, you come in and offer a subject-to 
deal, where the investor takes control of the property and 
agrees to make the mortgage payments moving forward. 
The seller is able to walk away without facing foreclosure, 
and the investor acquires a property without needing a large 
down payment or financing approval. 

 

 Benefits of Subject-to for Investors 

• Minimal upfront costs: Investors don’t have to pay off 
the entire mortgage or take out new loans, which makes 
this structure appealing for those who want to minimize 
their initial outlay. 

• No need for credit checks: Since the existing mortgage 
remains in place, the buyer doesn’t need to qualify for a 
new loan, making it easier for investors with less than 
perfect credit. 

• Quick closings: Because no new financing is needed, 
subject-to deals can close quickly, which is beneficial in 
time sensitive situations, like pre-foreclosures. 

As a wholesaler, offering a subject-to deal can make 
you more competitive, especially when dealing with 
distressed properties or motivated sellers. By facilitating a 
subject-to transaction, you provide investors with an 
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appealing opportunity to acquire properties at a lower cost 
while helping sellers resolve their financial problems. 

 

Seller Financing: When the Seller Acts as the Bank 

Seller financing (also known as owner financing) is 
another powerful tool in creative deal structuring. In this 
arrangement, the seller agrees to finance all or part of the 
purchase price, allowing the buyer to make payments 
directly to the seller over time instead of securing a 
traditional mortgage from a bank. 

This structure can be particularly beneficial for 
properties that are harder to finance through traditional 
means, such as distressed or unique properties, or when the 
buyer may not qualify for conventional financing. It also 
works well for sellers who own their property free and clear, 
or who want to spread out their income over several years 
for tax purposes. 

Example 

Consider a seller who owns a property outright and is 
asking $200,000 for it. The property is in need of repairs, and 
as a result, traditional lenders won’t offer financing to 
potential buyers. Instead of the buyer going through the 
hassle of securing a hard money loan, the seller agrees to 
finance the purchase. 
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In this case, the investor (your buyer) agrees to put 
down $20,000 and pay the remaining $180,000 to the seller 
over a 10year period at a 6% interest rate. The investor now 
owns the property, makes monthly payments directly to the 
seller, and can start rehabbing or renting out the property. 

Benefits of Seller Financing for Investors 

• Easier approval: Investors can acquire properties without 
the strict requirements of traditional lenders. 

• Flexible terms: Buyers and sellers can negotiate interest 
rates, down payments, and repayment schedules to fit 
their needs. 

• No bank fees: Since the transaction is between the buyer 
and seller, there are no bank fees or lengthy underwriting 
processes. 

From a wholesaler’s perspective, structuring deals with 
seller financing can make a difficult to sell property attractive 
to a wider range of buyers. By understanding how to 
facilitate seller financing, you can make deals happen that 
might otherwise be impossible with conventional methods. 

 

Novation Agreements: Partnering with Sellers to Flip 
Properties 

A novation agreement is a unique structure where the 
investor (or wholesaler) enters into a contract with the seller 
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to improve and sell the property on their behalf. The seller 
retains ownership until the property is sold, but the investor 
takes on the responsibility of rehabbing and selling it. In 
return, the investor and the seller agree to share the profits 
from the eventual sale. 

This structure can be particularly useful when the 
seller doesn’t have the resources or time to make necessary 
repairs but still wants to capture a higher price than what 
they would get in an as is sale. For investors and wholesalers, 
novation deals offer an opportunity to control the property 
without having to purchase it outright. 

Example 

A seller has a distressed property worth $100,000 in 
its current condition, but with $30,000 in repairs, the 
property could sell for $180,000. The seller is unable or 
unwilling to make the repairs but doesn’t want to sell for the 
low as is price. 

You, as a wholesaler, offer a novation agreement 
where the investor will handle the repairs and sell the 
property on the open market. The seller agrees to retain 
ownership while the investor takes on the rehab costs. Once 
the property sells, the seller agrees to pay the investor back 
for the repair costs and split the profits from the sale.  
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In this scenario, if the property sells for $180,000, the 
investor recovers their $30,000 in rehab costs, and the 
remaining $150,000 is split between the seller and investor 
according to the terms of the novation agreement. 

 

Benefits of Novation for Investors and Sellers 

• No upfront purchase: The investor doesn’t need to 
come up with the full purchase price since the seller 
retains ownership until the property is sold. 

• Shared profits: The investor and seller both benefit from 
the property’s improved value. 

• Win-win for distressed sellers: Sellers who don’t have 
the means to make repairs can still sell their property for 
top dollar. 

For wholesalers, novation agreements offer a way to 
control properties without needing to purchase them 
upfront. You can offer investors deals that require little 
capital, yet still have the potential for significant returns. 

 

Knowing When and How to Use Creative Deal Structures 

Understanding these creative deal structures is one 
thing; knowing when and how to apply them is what will set 
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you apart as a wholesaler. Let’s explore how to determine 
which structure works best for a given deal. 

 1. When the Seller Is in Financial Distress 

If a seller is facing foreclosure, has little equity, or is 
unable to make mortgage payments, a subject-to deal can 
be a perfect solution. By leaving the existing mortgage in 
place and allowing the investor to take over payments, you 
can quickly solve the seller’s problem while creating an 
opportunity for your buyer to acquire the property with 
minimal upfront costs. 

 2. When Traditional Financing Isn’t an Option 

Distressed properties, unique properties, or situations 
where the buyer has poor credit can make traditional 
financing difficult. In these cases, seller financing can be the 
best option. This structure provides flexibility for both the 
buyer and seller, allowing the deal to move forward without 
the involvement of a bank. 

 3. When the Property Needs Significant Repairs 

Properties in need of extensive repairs often struggle 
to sell in an as is condition. For sellers who don’t have the 
resources to make these repairs, a novation agreement offers 
a way to partner with an investor to rehab the property and 
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sell it for a higher price. The investor handles the work, and 
both parties benefit from the increased value. 

 4. When Investors Need Flexibility 

Not every investor has access to all cash or 
conventional loans. Some may prefer to leverage existing 
financing, partner with the seller, or defer significant cash 
outlays.  

Creative deal structures provide these investors with 
flexibility and access to opportunities that might otherwise 
be out of reach. By understanding these structures, you can 
tailor your offers to meet the unique needs of each investor, 
making you a more attractive partner in their real estate 
ventures. 

 

Building Your Knowledge and Skills 

As a wholesaler, mastering creative deal structures 
involves more than just understanding the definitions and 
mechanics; it requires practical experience and ongoing 
education. Here are several steps you can take to enhance 
your knowledge and skills in creative financing: 

 1. Educate Yourself 

Read books, attend workshops, and participate in 
online courses focused on real estate investing and creative 
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financing. Resources from experts in the field can provide 
insights into the nuances of each structure, best practices, 
and real-world case studies. 

2. Network with Investors 

Engage with local real estate investment groups, 
attend meetups, and connect with seasoned investors who 
have experience with creative deal structures. Networking 
allows you to learn from their successes and mistakes, and it 
may even lead to potential partnerships. 

 3. Practice Negotiating 

Every deal is unique, and negotiation skills are critical 
in creative financing. Start practicing negotiation techniques 
in low stakes scenarios, such as negotiating with friends or 
family over smaller transactions. Understanding how to 
negotiate terms, payments, and profits can make a 
significant difference when working with sellers and buyers. 

 4. Analyze Deals 

Practice analyzing potential deals using different 
creative structures. Take real-world properties and run the 
numbers for subject-to, seller financing, and novation 
agreements. This will help you become comfortable with 
calculations and projections, making you more confident 
when presenting options to investors. 
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 5. Build a Resource Network 

Having a network of reliable professionals—like real 
estate attorneys, title companies, and contractors—can be 
invaluable. These experts can provide guidance on the legal 
aspects of creative financing, assist in drafting contracts, and 
help ensure that all parties understand the terms involved. 

 

Real-World Scenarios: Applying Creative Deal Structures 

To cement your understanding, let’s consider a few more 
detailed real-world scenarios where creative deal structures 
would be advantageous. 

Scenario 1: A Motivated Seller Facing Foreclosure 

Imagine you come across a homeowner who is three 
months behind on their mortgage and is facing imminent 
foreclosure. They owe $200,000 on the mortgage, but the 
property is only worth $220,000. They have little equity to 
work with and are desperate to sell quickly. 

In this case, presenting a subject-to deal could save 
the seller from foreclosure. You negotiate with the seller to 
take over their mortgage payments, and you bring in an 
investor who is willing to make the payments and keep the 
home in good standing.  
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Outcome: The seller avoids foreclosure, and the 
investor gets the property without needing a large down 
payment. The wholesaler earns a fee for facilitating the deal. 

Scenario 2: Unique Property with Limited Financing Options 

Consider a unique property—a converted church—
where traditional financing options are scarce. The seller is 
asking for $300,000 but is having trouble finding buyers 
because the property doesn't conform to standard 
residential lending guidelines. 

In this case, you could propose a seller financing deal. The 
seller could finance 80% of the purchase price, allowing the 
buyer to make a lower down payment and manageable 
monthly payments over time.  

Outcome: The seller receives steady income from the 
financing, and the buyer secures a unique property that 
might otherwise be inaccessible through traditional channels. 
The wholesaler benefits from a fee for structuring the deal. 

Scenario 3: Property in Disrepair with Unmotivated Seller 

You come across a property that needs significant 
repairs, with an owner who doesn’t have the time or money 
to invest in renovations. The property is valued at $150,000 
as is but could be worth $250,000 after repairs. 
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You suggest a novation agreement to the seller. The 
seller retains ownership while you partner with an investor 
who will fund the repairs. You both agree on a profit sharing 
model once the property is sold. 

Outcome: The seller doesn’t have to invest time or 
money into repairs and still benefits from a higher sale price. 
The investor gets a property with built-in equity, and the 
wholesaler makes a profit from facilitating the deal. 

 

Elevating Your Wholesaling Game 

Understanding and implementing creative deal 
structures is a game changer in real estate wholesaling. By 
mastering techniques like subject-to transactions, seller 
financing, and novation agreements, you position yourself as 
a knowledgeable and versatile wholesaler.  

These strategies not only help you close more deals 
but also enable you to serve a wider array of sellers and 
investors. As you enhance your skills and deepen your 
understanding of these structures, you'll find that your 
confidence grows, your opportunities expand, and your 
business flourishes. 

Remember, real estate is ultimately about 
relationships—helping sellers solve their problems and 
providing investors with the deals they need. By 
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incorporating creative financing strategies, you can become 
a trusted partner in the real estate market, paving the way 
for long-term success and profitability.  

As you navigate this ever evolving landscape, stay 
adaptable, continue learning, and embrace the challenge of 
structuring deals in innovative ways. The rewards are worth 
the effort, and the potential for closing more profitable deals 
is limitless. 

 

 

 

 

 

 

 

 

 

 

 

 



38 
 

Chapter 4  

Deal Presentation 
 

In the competitive landscape of real estate 
wholesaling, the difference between closing a deal and 
losing a potential investor often hinges on one critical factor: 
how well you present your offers. An organized, well-
structured deal presentation can significantly enhance your 
credibility, instill confidence in investors, and ultimately lead 
to more successful transactions. This chapter will explore the 
importance of creating a comprehensive deal packet, detail 
the essential components to include, and highlight the 
power of clear communication in driving sales. 

 

The Importance of Organized Deal Presentation 

When you present a property to an investor, you're 
not merely showcasing a piece of real estate; you are selling 
a comprehensive package of information. An organized 
presentation serves several vital functions: 

1. Builds Trust: Investors are more likely to trust a 
wholesaler who presents information clearly and 
professionally. A well-structured packet reflects your 
commitment and diligence, enhancing your credibility. 
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2. Addresses Investor Concerns: Investors often have 
numerous questions about a property’s potential. An 
organized deal packet anticipates these queries and provides 
the necessary answers upfront, reducing the need for further 
clarification. 

3. Streamlines Decision Making: Providing all relevant 
information in one place enables investors to make informed 
decisions quickly. In real estate, time is often of the essence; 
a comprehensive presentation can help seal the deal before 
opportunities vanish. 

4. Enhances Credibility: An organized presentation 
showcases your expertise and professionalism, making you 
more appealing to potential investors. This credibility can 
lead to repeat business and referrals. 

5. Increases Sales: By proactively addressing concerns and 
questions, a thorough deal presentation can significantly 
boost the likelihood of closing sales. Investors are more likely 
to commit when they feel informed and confident about the 
deal. 

Key Components of an Effective Deal Packet 

To maximize the effectiveness of your deal presentation, 
your deal packet should include several key components: 

1. Executive Summary 
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Start with a concise executive summary that outlines the 
key details of the deal. This section should be engaging and 
informative, capturing the essence of the opportunity. 
Include: 

• Property Address: Clearly state where the property is 
located. 

• Purchase Price: Provide the asking price and any 
flexibility in that amount. 

• Potential ROI: Highlight the expected return on 
investment, such as projected rental income or resale 
value. 

• Key Selling Points: Summarize the property's unique 
features or advantages (e.g., location benefits, recent 
upgrades). 

Example:   

Imagine presenting a two family home in a desirable 
neighborhood. Your executive summary might state: “This 
two family home located at 123 Main St. is listed at $350,000, 
with a projected cash on cash (COC) return of 12% based on 
current rental market rates. The property is fully occupied 
with long-term tenants and has been recently updated, 
making it a turnkey investment opportunity.” Often times, in 
real-world application, wholesaler’s bullet point that 
information: 
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• Property Type: Duplex 
• Address: 123 Main st 
• Price: $350k 
• COC: 12% 
• Gross rental income: $1500/mo 
• Etc. 

2. Property Details 

The next section should provide comprehensive information 
about the property itself. Include: 

• Description: A brief overview of the property type, 
square footage, number of bedrooms and bathrooms, 
and any special features. 

• Condition: An assessment of the property’s current 
condition, including necessary repairs or renovations. Be 
forthright about the property’s state to foster trust. 

• Photos: High quality images showcasing both the interior 
and exterior of the property. Visuals can significantly 
enhance the attractiveness of your presentation. 

Example:   

For the same duplex, you might describe: “This 
spacious property features 2,000 sq. ft. with three bedrooms 
and two bathrooms. The roof was replaced in 2020, and both 
kitchens have been remodeled within the last five years. 
Attached are photos highlighting the modern finishes and 
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large backyard.” Again, often this information is bullet 
pointed. 

 3. Market Analysis 

Investors need to understand the broader market context 
surrounding the property. Include: 

• Comparable Sales (Comps): Recent sales data of similar 
properties in the area to justify your asking price. This 
data helps investors gauge whether the deal is 
competitive. 

• Market Trends: Insights into local real estate trends, such 
as price appreciation, rental demand, and vacancy rates. 
Highlighting positive indicators can bolster investor 
confidence. 

Example:   

“Recent comps show that similar duplex homes in this 
neighborhood have sold for between $360,000 and $400,000 
over the past six months, indicating strong demand. The 
neighborhood has seen a 10% increase in property values 
year over year, and rental rates have steadily risen due to low 
inventory.” 

 4. Financial Analysis 

A thorough financial analysis is critical in demonstrating the 
potential profitability of the deal. Include: 
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• Estimated Repairs: Provide a detailed breakdown of 
necessary repairs and their associated costs. This shows 
investors that you’ve done your due diligence. 

• Projected Income: If the property is rental ready, include 
potential rental income, vacancy rates, and other income 
streams (e.g., parking fees, storage). 

• Cash Flow Projections: Present a projected cash flow 
statement over a specific period, detailing expenses, loan 
payments (if applicable), and net profit. 

Example:   

“Estimated repair costs total $25,000, covering roof repairs 
and kitchen upgrades. Based on current rental rates, the 
property can generate $3,500 per month in rental income. 
With estimated expenses of $1,500 per month, the net cash 
flow would be $2,000 monthly, resulting in an annual cash 
flow of $24,000.” 

 5. Investment Strategy 

Outline your recommended investment strategy for the 
property, whether it's a fix and flip, rental, or wholesale 
strategy. Provide: 

• Timeline: An estimated timeline for the completion of 
repairs, tenant acquisition, or resale. 
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• Exit Strategies: Various exit strategies for the investor 
should they choose to pivot during the investment 
process. 

Example:   

“This property is ideally suited for a buy and hold strategy. 
With renovations expected to take approximately three 
months, the property can be leased out by the start of the 
rental season. If needed, an exit strategy could include 
selling the property for an anticipated value of $450,000 
once rental income stabilizes.” 

 6. Supporting Documentation 

To further validate your claims and enhance credibility, 
include supporting documents such as: 

• Title reports 
• Inspection reports 
• Appraisal reports 
• Any relevant legal documents 

Having these documents readily available allows investors to 
verify your claims easily, reassuring them of your 
professionalism. 
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Example:   

“Attached is the recent inspection report highlighting the 
property's condition and any required repairs, along with the 
title report confirming clear ownership. This transparency 
builds trust and confidence in the transaction.” 

 

The Importance of Clear Communication 

While an organized deal packet is crucial, clear and accurate 
communication is equally important. Here’s why 
communication matters: 

1. Clarity of Information: Use straightforward language. 
Avoid jargon or technical terms that might confuse the 
investor. The goal is to ensure that your message is easily 
understood. 

2. Be Responsive: After presenting the deal packet, remain 
available for questions. Promptly address any inquiries or 
concerns. This responsiveness shows that you value the 
investor's time and investment. 

3. Follow Up: If an investor expresses interest but doesn't 
commit immediately, follow up. A polite follow-up can keep 
the deal fresh in their mind and demonstrates your 
commitment to facilitating the sale. 



46 
 

4. Listen to Feedback: If an investor has concerns or 
suggestions about your deal presentation, take them 
seriously. Listening to feedback allows you to improve your 
approach and tailor future presentations to better meet 
investor needs. 

5. Be Transparent: Honesty is key in building trust. If there 
are potential downsides to a deal, address them upfront. This 
transparency can foster long-term relationships with 
investors based on trust. 

 

Implementing Previous Chapter Insights 

Your presentation is where all your hard work comes alive. 
For instance, if you’re presenting a seller finance deal, you’ve:  

− properly underwritten the deal  
− negotiated terms any investor would love 
− gathered all the information and documents from the 

seller  
− got the property under contract 

Now you need to package that data in a clear and 
organized manner so the investor can simply look over your 
packet and not have to do anything else other than verify the 
information you’ve given them is accurate.  
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By leveraging the knowledge gained from previous chapters, 
you can enhance your deal packet with tailored financial 
analyses for different types of investors, whether they’re cash 
buyers, financed buyers, or those seeking creative options. 
Each deal presentation can be customized to fit the needs 
and preferences of your target audience. 

 

Real-World Scenarios: Organized Deal Presentations in 
Action 

To better illustrate the impact of organized deal 
presentations, let’s explore a few real-world scenarios. 

Scenario 1: A Motivated Seller Facing Foreclosure 

Imagine you come across a homeowner who is three 
months behind on their mortgage and facing imminent 
foreclosure. They owe $200,000 on the mortgage, but the 
property is only worth $220,000. They have little equity to 
work with and are desperate to sell quickly. 

You prepare a deal packet that includes a subject-to 
transaction structure, allowing the investor to take over the 
mortgage payments without assuming the loan. The 
executive summary highlights the urgency of the situation, 
and you provide comparable sales that demonstrate the 
property’s value. The financial analysis includes the potential 
cash flow once the mortgage is taken over. 
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Outcome: The organized presentation effectively 
communicates the urgency and potential profit, leading the 
investor to act quickly and secure the deal before the 
foreclosure occurs. 

Scenario 2: Unique Property with Limited Financing Options 

Consider a unique property—a converted church—
where traditional financing options are scarce. The seller is 
asking for $300,000 but is having trouble finding buyers due 
to the property’s unique nature. 

You propose a seller financing deal and create a 
comprehensive deal packet. Your executive summary 
outlines the seller’s willingness to finance a significant 
portion of the purchase price. You include detailed market 
analysis showing that properties like this have appreciated in 
value over time, as well as cash flow projections based on 
potential rental income from the unique property. You can 
even suggest a few different exit strategies or potential uses 
for the property which may pique the investor’s interest. 

Outcome: The investor, excited by the flexible 
financing options, is drawn to the organized presentation 
and decides to proceed with the purchase. 
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Scenario 3: Property in Disrepair with Unmotivated Seller 

You come across a property that needs significant 
repairs, with an owner who doesn’t have the time or money 
to invest in renovations. The property is valued at $150,000 
as is but could be worth $250,000 after repairs. 

You suggest a novation agreement to the seller and 
prepare a deal packet that outlines the proposed agreement 
structure. The packet includes a clear description of the 
property’s condition, estimated repair costs, and a projected 
timeline for renovations. Additionally, you present cash flow 
projections for the investor, demonstrating the potential 
profit once the renovations are complete. 

Outcome: The organized and detailed presentation 
convinces the investor of the property’s potential, leading to 
a successful agreement that benefits all parties involved. 

 

Recap 

Having an organized deal presentation is not just 
beneficial—it’s essential. A comprehensive deal packet that 
anticipates and answers all potential questions will position 
you as a competent and professional wholesaler. 

When combined with the insights from previous 
chapters, your ability to present deals effectively will not only 
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increase your chances of closing sales but also foster trust 
and credibility with investors. In real estate, reputation is 
everything, and an organized, professional approach can set 
you apart from the competition. 

As you refine your deal presentation skills, remember 
that this is not just about selling a property—it's about 
building relationships and establishing yourself as a trusted 
partner in your investors’ success. The more organized and 
informative your presentations, the more likely you are to 
secure deals, repeat business, and referrals, ultimately paving 
the way for a thriving real estate wholesaling career.  

By investing time in crafting your deal packets and 
honing your communication skills, you position yourself to 
become a top tier wholesaler, capable of navigating the 
complexities of the real estate market with confidence and 
success. 
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Chapter 5  

Active Investments and Strategic 
Relationships 

 

Providing exceptional value to your buyers is crucial 
for long-term success. As a wholesaler, your role is not 
merely to connect sellers and buyers; it's to facilitate 
transactions that are beneficial for all parties involved. Two of 
the most effective strategies for adding value are actively 
investing in a project or two yourself, and establishing 
relationships with private investor-lenders. This chapter will 
delve into these strategies, providing insights on how they 
can enhance your credibility, improve your deals, and 
ultimately lead to increased profits. 

 

 The Value of First Hand Investment Experience 

One of the best ways to provide unparalleled value as 
a wholesaler is to actively invest in one or two projects 
yourself. Engaging in real estate investment allows you to 
experience the challenges and rewards firsthand, providing 
invaluable insights that will benefit your buyers and set you 
apart from other wholesalers. 
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 1. Understanding the Investor's Perspective 

When you actively invest in real estate, you gain a 
deeper understanding of the investment process—from 
acquisition and renovation to leasing or selling. This 
firsthand experience allows you to empathize with your 
buyers and anticipate their needs, making you a more 
effective partner. 

Real-World Challenges: By experiencing the 
challenges investors face—such as managing contractors, 
navigating financing options, and dealing with unexpected 
repairs—you become better equipped to address similar 
concerns for your buyers. For instance, if an investor is 
worried about renovation costs, you can provide insights 
from your own projects, helping them make informed 
decisions. 

Informed Decision Making: Your personal investment 
experiences can guide your buyers through the decision 
making process. When they ask about specific 
neighborhoods, property types, or potential returns, you can 
offer informed opinions based on your own successes and 
failures. 

Example:   

Imagine you've invested in a fix and flip project in a 
particular neighborhood. You encountered zoning issues and 
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unexpected repair costs. With this knowledge, you can advise 
your buyers about potential pitfalls in similar deals, 
equipping them to navigate their investments more 
effectively. 

 2. Building Credibility and Trust 

Active investment not only enhances your knowledge 
but also boosts your credibility in the eyes of potential 
buyers. When investors see that you are also putting your 
money on the line, they are more likely to trust your 
judgment and recommendations. 

Demonstrating Understanding: Putting yourself 
through the investment process shows buyers that you 
believe in the opportunities you present because you know 
and understand the challenges investors face making them 
more likely to take your advice seriously. 

Sharing Success Stories: As you complete successful 
projects, share your experiences and results with your buyers. 
Highlighting your achievements and failures can inspire 
confidence in the deals you present because they know you 
have experience. 

Example:   

If you successfully renovated and sold a property for a 
substantial profit, share the details with your buyers. Discuss 
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the strategies you employed, the challenges you faced, and 
how you overcame them. This transparency not only builds 
trust but also positions you as a knowledgeable resource. 

 3. Enhancing Your Network 

By actively investing, you’ll naturally expand your 
network within the real estate community. Engaging with 
contractors, lenders, and other investors provides valuable 
connections that you can leverage for your wholesale 
business. 

Access to Resources: Your relationships with 
contractors can lead to referrals for your buyers, helping 
them find reliable professionals for their projects. Similarly, 
connections with lenders can offer financing options for 
investors you work with. 

Collaboration Opportunities: Active investors often 
seek partnerships on projects. By networking with other 
investors, you may find opportunities for joint ventures, 
enabling you to expand your portfolio while still acting as a 
wholesaler. 

Example:   

If you build a rapport with a contractor during your 
own renovation project, you can refer that contractor to an 
investor you’re working with. This not only adds value to the 
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investor but also strengthens your relationship with both 
parties. 

 

Key Relationships with Private Investor-Lenders 

While investing in real estate yourself offers immense 
value, establishing relationships with private investor-lenders 
can further enhance your wholesaling business. These 
connections allow you to provide financing options to your 
buyers, creating additional income streams for yourself while 
facilitating smoother transactions. 

 1. Understanding Private Investor-Lenders 

Private investor-lenders are individuals or entities that 
provide capital for real estate investments, typically in 
exchange for a return on their investment. They can offer 
various financing options, including short-term loans for fix 
and flip projects, long-term loans for buy and hold 
strategies, or even bridge financing. 

Flexibility: Unlike traditional lenders, private investor-
lenders often have more flexible terms and quicker approval 
processes, making them appealing to real estate investors 
looking for fast financing solutions. 

Personalized Referrals: Building relationships with 
these lenders allows you to understand their investment 
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criteria, preferences, and risk tolerance, enabling you to 
match them with suitable deals. 

 2. Enhancing Your Value Proposition 

By connecting your buyers with private investor-
lenders, you provide them with valuable resources that can 
facilitate their investment process. This enhances your value 
proposition as a wholesaler and positions you as a trusted 
partner. 

Streamlining Transactions: When you already have 
established relationships with lenders, you can facilitate the 
financing process for your buyers. This streamlining can be 
the difference between a quick close and a drawn out 
transaction. 

Understanding Investor Needs: Since you’ve 
underwritten the deal, you’re in an excellent position to 
present the investment opportunity to the investor-lender. 
You can articulate the potential returns, risks, and the 
investor’s track record, making a compelling case for 
financing. 

Example:   

If you’ve built a relationship with a private lender who 
specializes in fix and flip projects, you can confidently refer 
an investor buyer seeking financing. You can provide the 
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lender with all necessary information about the deal and the 
investor’s experience, improving the likelihood of approval. 

 3. Creating Additional Income Streams 

Connecting buyers with private investor-lenders not 
only adds value to your wholesale business but can also 
create additional income streams for you as a wholesaler. 

Referral Fees: Many private lenders are willing to pay 
referral fees to wholesalers who bring them qualified 
borrowers. By establishing a mutually beneficial relationship, 
you can earn extra income for facilitating these connections. 

Equity Partnerships: In some cases, you might 
negotiate a deal where you earn a small equity stake in the 
projects financed by the lender. This can be particularly 
lucrative if the investor achieves significant returns. 

Example:   

If you refer an investor to a private lender and 
facilitate a $200,000 loan for a fix and flip project, you might 
receive a referral fee of 12% of the loan amount. This fee can 
provide you with an additional income source while helping 
your buyer secure the necessary funds. 

 4. Building a Strong Network of Lenders 

To maximize the benefits of relationships with private 
investor-lenders, aim to establish a diverse network of 
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financing options. This allows you to cater to various investor 
needs and preferences. 

Different Lender Profiles: Build relationships with 
lenders who have different investment philosophies, such as 
those focusing on residential vs. commercial properties, or 
those specializing in specific types of projects (e.g., new 
construction vs. renovations). 

Local and National Lenders: Establish connections 
with both local and national lenders. Local lenders might 
have a better understanding of the regional market, while 
national lenders can offer competitive rates and terms. 

Example:   

By cultivating a network that includes both local 
lenders familiar with your market and national lenders 
offering attractive financing options, you position yourself as 
a go-to resource for investors seeking funding. 

 

Elevating Your Wholesaling Business 

In the competitive world of real estate wholesaling, 
providing exceptional value to your buyers is key to long-
term success. Actively investing in a project or two not only 
enhances your knowledge and credibility but also allows you 
to empathize with investors, making you a more effective 
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partner. Simultaneously, building relationships with private 
investor-lenders creates additional resources for your buyers, 
facilitating smoother transactions while generating extra 
income for yourself. 

By implementing these strategies, you can elevate 
your wholesaling business, distinguishing yourself from 
competitors and positioning yourself as a trusted partner in 
the real estate investment process. As you navigate your 
journey as a wholesaler, remember that your value is defined 
not only by the deals you present but also by the 
relationships you build and the experiences you share. 
Investing in your own projects and establishing a network of 
reliable lenders will not only enhance your credibility but also 
create a sustainable and profitable wholesaling business for 
years to come. 
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Flipworx is a real estate investment firm with operations in 
wholesaling, fix and flips, new construction and development 
projects. If you are interested in working with us in any 
capacity, please be sure to visit our website flipworxllc.com, 
and send us a message letting us know what your interest is, 
and someone from our team will be in touch.  


	private(2)
	Think Like an Investor

