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table 4.1 States’ foreclosure types and timelines

State Judicial Nonjudicial Comment
Process  
Period**

Publish  
Sale**

Redemption 
Period** Sale/NTS

Alabama • • Judicial rarely 49–74 21 365 Trustee
Alaska • • Judicial rarely 105 65 365* Trustee
Arizona • • Judicial rarely 90+ 41 30–180* Trustee
Arkansas • • Both 70 30 365* Trustee
California • • Judicial rarely 117 21 365* Trustee
Colorado • • Judicial rarely 145 60 None Trustee
Connecticut • Judicial only 62 NA Court decides Court
Delaware • Judicial only 170–210 60–90 None Sheriff
Florida • Judicial only 135 NA None Court
Georgia • • Judicial rarely 37 32 None Trustee
Hawaii • • Both 220 60 None Trustee
Idaho • • Trustee sale 150 45 365 Trustee
Illinois • Judicial only 300 NA 90 Court
Indiana • Judicial only 261 120 None Sheriff
Iowa • • Trustee sale voluntary 160 30 20 Sheriff
Kansas • Judicial only 130 21 365 Sheriff
Kentucky • Judicial only 147 NA 365 Court
Louisiana • Judicial only 180 NA None Sheriff
Maine • Judicial only 240 30 90 Court
Maryland • Judicial only 46 30 Court decides Court
Massachusetts • Judicial only 75 41 None Court
Michigan • Nonjudicial only 60 30 30–365 Sheriff
Minnesota • • Nonjudicial mostly 90–100 7 180 Sheriff
Mississippi • • Nonjudicial mostly 90 30 None Trustee
Missouri • • Nonjudicial mostly 60 10 365 Trustee
Montana • • Trustee sale mostly 150 50 None Trustee
Nebraska • Judicial only 142 NA None Sheriff

Nevada • • Trustee sale mostly 116 80 None Trustee
New Hampshire • Nonjudicial only 59 24 None Trustee
New Jersey • Judicial only 270 NA 10 Sheriff
New Mexico • Judicial only 180 NA 30–270 Court
New York • Judicial only 445 NA None Court
North Carolina • • Nonjudicial mostly 110 25 None Sheriff
North Dakota • Judicial only 150 NA 180–365 Sheriff
Ohio • Judicial only 217 NA None Sheriff
Oklahoma • • Judicial mostly 186 NA None Sheriff
Oregon • • Trustee sale mostly 150 30 180 Trustee
Pennsylvania • Judicial only 270 NA None Sheriff
Rhode Island • • Nonjudicial mostly 62 21 None Trustee
South Carolina • Judicial only 150 NA None Court
South Dakota • • Judicial mostly 150 23 30–365 Sheriff
Tennessee • Nonjudicial only 40–45 20–25 730 Trustee
Texas • • Nonjudicial mostly 27 NA None Trustee
Utah • Nonjudicial only 142 NA Court decides Trustee
Vermont • Judicial only 95 NA 180–365 Court
Virginia • • Trustee sale mostly 45 14–28 None Trustee
Washington • • Trustee sale mostly 135 90 None Trustee
Washington D.C. • Trustee sale only 47 18 None Trustee
West Virginia • Trustee sale only 60–90 30–60 None Trustee
Wisconsin • • Judicial mostly 290 NA 365 Sheriff
Wyoming • • Nonjudicial mostly 60 25 90–365 Sheriff

Source: www.RealtyTrac.com.
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concLuSion

Understanding the pre-foreclosure process is critical when dealing with sellers who 
are going through this experience. Stay up to date, get an attorney on your team  
who knows how it works, and familiarize yourself with the rules specific to your state. 
These things make the difference between success and failure when working with a 
property owner in pre-foreclosure.

But where do you find those opportunities? The next chapter will equip you with 
specific techniques designed to home in on pre-foreclosure deals.

coaching Student Success Story

Coaching Students’ Names: Linda Pedersen and Andrew Brown
Property Location: Cedar Park, TX
Purchase Price: $105,000
Holding Costs: $3,000
Sale Price: $127,000
Profit: $19,000

figure 4.1 coaching Students 
Linda & andrew
Reproduced by permission of Linda Pedersen.

(continued)
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Student Story: Linda Pedersen and Andrew Brown are two coaching students from 
Texas who were both working full time in the corporate world before getting into real 
estate. Both were working long hours and had a desire to spend more time with 
their three children at home. They have completed multiple wholesale and rehab 
deals and their real estate income has now surpassed their prior income and they 
couldn’t be happier.

Deal Summary: Linda and Andrew found this property in Cedar Park, Texas, on 
a list of properties set to go to auction. They went to the property and knocked  
on the door and ended up speaking to the owners at length about the property and 
two days later they had it under contract to purchase at $105,000.

Because Linda and Andrew understood the pre-foreclosure process in Texas 
they were able to act very quickly and were able to stop the foreclosure, pay off the 
mortgage, and put money in the homeowners’ pocket, giving them a fresh start. 
They also gave the homeowners extra time to move out. Had the home actually gone 
to auction, none of this would have happened.

figure 4.2 cedar Park, tX real estate Deal
Reproduced by permission of Linda Pedersen.

(continued)
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Initially, they planned on rehabbing the property because there was a tremen-
dous potential upside to the deal. However, after letting a few of our other coach-
ing students in the area know about the deal, they got an offer on the property 
for $127,000. They ended up double closing on the property and made a profit of 
$19,000.

Our other coaching students who bought the property from them ended up 
rehabbing the property and selling it for a nice profit themselves. In the end, Linda 
and Andrew relied heavily on our coaching advice as we showed them how to pull 
auction lists, how to accurately assess the after-repair value of the property, and 
how to network with other coaching students to find buyers.

For more information about our coaching go to: www.FortuneBuildersMastery 
.com.

Any income or earnings statements are estimates of income potential only and there is no assurance that your 

earnings will match the figures presented. Any income or earnings depicted are not to be interpreted as common, 

typical, expected, or normal for the average person.
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sTep 4: deTeRMine WhaT Types oF diReCT  
Mail pieCes you Will use

People ask me all the time, which gets a better response rate: a postcard or a letter? It 
depends on many different factors, such as who else is mailing the list and what types 
of direct mail pieces they are using. More specifically, it depends on what the direct 
mail piece actually says and whether it is compelling to the owner of the property. The 
important thing is to vary what type of direct mail piece you send out if you are mailing 
multistep campaigns. There are four types of direct mail that I would suggest you use.

short letters

Short letters work well because you are not really saying much about who you are, what 
you do, or why you are interested in buying the property. Many times you will find that 
sellers call you just because they are curious. Figure 6.1 is an example of a short letter.

long letters

Sending a seller a longer letter gives you more of an opportunity to tell the seller how 
you can help him. The key is to give the seller as many reasons as you can think of to 
pick up the phone and call you to discuss selling his home. Spell out as many benefits 
of working with you as you can within the letter.

FiguRe 6.1 short letter

c06.indd   45 3/15/2014   10:35:03 AM



 Finding Wholesale deals Utilizing direct Mail caMPaigns  51

Coaching student success story

Coaching Student’s Name: Quincy Smith
Property Location: Midlothian, VA
Purchase Price: $60,000
Transaction Costs: $3,000
Sale Price: $75,000
Profit: $12,000

Deal Summary: Shortly after joining the coaching program Quincy found this deal 
from a motivated seller who responded to one of his probate direct mail campaigns. 
(He used one of our exact direct mail letters that we give to our coaching students.) 
The property was located in a nice neighborhood, but had significant fire damage. The 
seller, an attorney, owed $58,000 after the insurance claim, so Quincy agreed to pur-
chase the property for $60,000. The seller was not in a big hurry to sell the property 
so Quincy structured a 90-day escrow so he could find a buyer.

FiguRe 6.2 Coaching student: 
Quincy smith
Reproduced by permission of Quincy Smith.

(continued)
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Quincy then began marketing the property to his buyers’ list and by placing list-
ings on Craigslist and Backpage. He found a buyer less than two weeks later with 
whom he went to contract to sell the property for $75,000.

Quincy also built a pretty good buyers’ list because he kept marketing the prop-
erty even though it was under contract all the way up until closing.

Quincy ended up making a profit of $12,000 on the deal when he sold the prop-
erty. Since this deal he has now sold 10 properties and currently has three under 
construction. Quincy is also a captain in the Army and is now at a point where he’s 
able to choose whether to continue with a career in the Army or devote himself full-
time to his real estate investing business. He’s also providing a better lifestyle for 
his family and their future.

For more information on applying for coaching go to www.FortuneBuilders 
Mastery.com.

Any income or earnings statements are estimates of income potential only and there is no assurance that your 

earnings will match the figures presented. Any income or earnings depicted are not to be interpreted as common, 

typical, expected, or normal for the average person.

(continued)

FiguRe 6.3 Real estate deal in Midlothian, Va
Reproduced by permission of Quincy Smith.
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What the Body of your advertiSement Should communicate

Once you have compelled a seller to click on your advertisement, your goal is to get the 
seller to either call you, visit your website, or reply to your advertisement via e-mail.

Remember, you will have a wide variety of different types of sellers looking at your 
advertisement so your copy should include a variety of compelling reasons why some-
one should call you or click on the link to visit your website. Here are a few example 
bullets you might want to include:

●● “Pay no commissions to sell your house.”
●● “We buy properties in all conditions and in all areas.”

uSing SymBolS to maKe your title/headline Stand out

One way to make your headline stand out on Craigslist is to use symbols and special 
characters in the headline that draw attention. Using stars, hearts, and other symbols 
in the ad headline/title will improve the open-rate.

For instance, using one of these example codes, you post this Craigslist title and 
code:

&#9654; &#9654; Sell Your House in 7 Days or Less &#9654; &#9654;
That title will show up on Craigslist like this:

▸▸Sell Your House in 7 Days or Less ▸▸

Here are examples of some symbols on codes. You’d put these codes before or 
after your title text:

▸▸ &#9654
♦♦ &#9830
▴ &#9650
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106 The Real esTaTe Wholesaling BiBle

This is why it is so important to have a system, but also perform market research on 
properties that are selling quickly in your area that have been rehabbed.

RepaiR CosT is a CRiTiCal numBeR You need To  
make The RighT offeR

In order to make a good offer there are a few critical numbers you need to know. First, 
you need to know what the after-repair value of the property is. Then, you will deduct the 
holding and transaction costs for the investor buying the property from you. Then you 
will deduct the repair cost and your profit. This will leave your maximum allowable offer, 
which is the absolute most you can pay for the property when you are making an offer.

Let’s say you are looking at a property that you believe will sell for $200,000 once it 
is fixed up and the repair cost on the property is $15,000.

After-Repair Value $200,000

Transaction and Holding Costs (20%) –$40,000
Repair Cost –$15,000
Profit –$10,000
Your Maximum Allowable Offer $135,000

Remember, your maximum allowable offer is the most you can offer for the prop-
erty and still make a profit. This should not be your opening offer because you should 
always leave room to negotiate upwards just a bit. In this example I would most likely 
open with an offer from $120,000 to $125,000, depending on the situation and the 
unique variables of the deal.

ouR sYsTem To esTimaTe RepaiRs

To streamline the process of estimating repairs we use what we call a repair esti-
mate sheet. This document helps you estimate repairs quickly and accurately and it 
doesn’t take you a long time to complete. To download a copy you can use go to www 
.TheWholesalingBible.com.

It should be noted that a repair estimate is only a high-level overview of what needs 
to be fixed on a property. On the properties we choose to rehab instead of wholesale we 
fill out a much more detailed scope of work that outlines everything that will be done 
to the property that we give to our contractors. This detailed scope of work includes 
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Presentation checklist for Private lenders

❑❑ Research the lenders as much as possible to build rapport before talking to them.

❑❑ Ask them how their investments have been doing over the past 12 months.

❑❑ Ask them what their expectations are for the next 12 months that would satisfy them.

❑❑ Go over the company biography.

❑❑ Go over the business plan. (Explain how private lenders are protected through funding 
with documents.)

❑❑ Show them previous projects.

❑❑ Show them the subject property if you have one (full details, pictures, video, property 
packet).

❑❑ Discuss the social mission.

❑❑ Explain how they’re protected with the equity position (tangible documents, comps, etc.).

❑❑ Explain the terms for this project (first lien/second lien, interest rate, etc.).

❑❑ Ask them how capitalized they are.

❑❑ Ask where the money is coming from.

❑❑ Ask how quickly they can fund.

❑❑ Ask how soon they can fund the next deal.

❑❑ Close or give them assignments to get a self-directed account set up.

conclusion

Private money lenders can be great resource for your real estate business. Once they 
understand the nature of how a back-to-back wholesale transaction works it can become 
a great way for the lender to make money in a very short period of time. The lender will 
literally be wiring money to the title company or attorney, and then, a few days or a few 
months later, the lender gets his or her money back with points and interest. After you 
complete the first transaction with a new private money lender, he will literally want 
to become your new best friend. These private money relationships are very valuable 
and you can utilize their money for a wide variety of different types of real estate deals.

In the next chapter, we will look at two other really good sources of funding for your 
back-to-back closings: hard-money and transactional lenders.
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Coaching student success story

Coaching Students’ Names: Wes and Sheela Dorsey
Property Location: Garland, Texas
Purchase Price: $64,000
Transaction Costs: $3,124
Sale Price: $74,000
Profit: $6,876

Student Story: Wes and Sheela were investing on a part-time basis when they started 
coaching with us. With our help and their determination they are now both full-time 
investors. The flexibility of working in real estate has enabled them to spend more 
time with their children while creating a very comfortable lifestyle.

Deal Summary: The seller of this property reached out to Wes and Sheela 
through Facebook. The seller living in the property could not keep up with the main-
tenance on the property and it was becoming a money pit. The seller had fallen 
behind on the mortgage and did not have the financial capability to make the neces-
sary repairs that the property needed.

figuRe 20.1 Coaching students Wes & sheela 
Reproduced by permission of Wes Dorsey.
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Wes and Sheela offered to purchase the property for $64,000, which paid off 
the mortgage and gave the seller enough money to find a more affordable place  
to live.

Wes and Sheela then marketed the property to their existing buyers’ list they had 
already started building. They sent out a packet of information about the property 
to their buyers’ list and found a buyer for the property at $74,000. Having already 
developed a list of buyers was critical to their success on this particular deal.

For more information about our coaching go to: www.FortuneBuildersMastery 
.com.

Any income or earnings statements are estimates of income potential only and there is no assurance that 
your earnings will match the figures presented. Any income or earnings depicted are not to be interpreted as 
common, typical, expected, or normal for the average person.

figuRe 20.2 Real estate Deal in garland, TX 
Reproduced by permission of Wes Dorsey.
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ConClusion

These are just a few of the better strategies to find other investors in your area through 
direct response marketing. Start by implementing one of them right away to begin 
building your trophy database of buyers. As your database grows, track how many 
new buyers you are adding each week. Monitoring growth is a key part of building a  
successful wholesaling business.

Beyond marketing to buyers, you can also find business by marketing your  
wholesale deals themselves. I’ll cover all the bases of how to do that in the next chapter.

Coaching student success story

Coaching Student’s Name: Clint Jones
Property Location: Tulsa, Oklahoma
Purchase Price: $224,500
Transaction Costs: $15,800
Gross Profit: $51,200

Deal Summary: Clint found this large, 5,100-square-foot property in his neighbor-
hood that was scheduled to go to auction a few weeks later. On the Saturday  

figuRe 22.1 Coaching student Clint Jones 
Reproduced by permission of Clint Jones.
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of the auction he was surprised to see only six people register to bid on the prop-
erty. The next thing he knew, he was the winning bidder and still $15,000 under 
the maximum allowable offer he calculated based on the after-repair value and 
estimated repair cost.

He had 30 days to close on the property at his winning bid of $224,500. 
He immediately marketed the home on Craigslist and found a buyer three days 
before he had to close. Because the buyer was getting bank financing, Clint knew 
he would have to close on the property using hard money and then resell the 

 property after the buyer got his bank financing in line. The buyer had to ultimately 
go through a few lenders to get financing. As a result, Clint ended up negotiating 
a sale price of $280,000, plus he had the buyer cover $10,000 of his transaction 
and holding costs.

Clint ended up making a profit of $51,200 on the wholesale deal.
For more information about our coaching go to: www.FortuneBuildersMastery.com.

Any income or earnings statements are estimates of income potential only and there is no assurance 
that your earnings will match the figures presented. Any income or earnings depicted are not to be 
interpreted as common, typical, expected, or normal for the average person.

figuRe 22.2 Real estate deal in Tulsa, ok
Reproduced by permission of Clint Jones.
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Coaching student success story

Coaching Student Name: Jenna Rouse
Property Location: Connellsville, PA
Purchase Price: $8,000
Sale Price: $17,000
Profit: $9,000

Student Story: Just over nine months ago Jenna Rouse joined our coaching program. 
At the time, she was brand new to real estate investing. Since then she has whole-
saled and rehabbed over 10 properties and is currently rehabbing multiple projects. 
She has long surpassed the income of her prior jobs and is now providing a better 
lifestyle for her daughter.

Deal Summary: Jenna got the lead on this property from a bandit sign campaign 
she executed. The property had been in the seller’s family for decades and more 
than 100 years earlier had served as a former train station, which was followed  
by a country store, a restaurant, and a single family residence. There was an addi-
tion built onto the main structure of the house that had fire damage—and the seller 
just wanted to wash his hands of the property. Jenna got the property under contract 
for $8,000.

fIgure 26.1 Coaching student 
Jenna rouse 
Reproduced by permission of Jenna Rouse.
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She then marketed the property online and to her buyers’ list and got quite a few 
interested parties to contact her. She ended up “selling the contract” to another one 
of our coaching students for a $9,000 profit. The deal was very smooth because of 
the education and coaching she received on how to sell contracts.

For more information about our coaching go to: www.FortuneBuildersMastery 
.com.

Any income or earnings statements are estimates of income potential only and there is no assurance that your 

earnings will match the figures presented. Any income or earnings depicted are not to be interpreted as common, 

typical, expected, or normal for the average person.

fIgure 26.2 real estate Deal in Connellsville, pa
Reproduced by permission of Jenna Rouse.

c26.indd   199 3/17/2014   7:07:27 AM



 How you Profit 207

ConClusIon

When you understand the various purchase scenarios you can enter into, as well as 
the various types of buyers you will be dealing with when you enter into them, you 
empower yourself to choose the best way to close a deal. In the next chapter, I’ll walk 
you through the closing process itself to bring you full circle on taking a wholesaling 
deal from start to finish.

Coaching student success story

Coaching Student’s Name: Dan Robles
Property Location: Bloomington, California
Purchase Price: $37,727
Holding Costs: $1,734
Sale Price: $95,000
Gross Profit: $55,538

FIguRe 27.1 Coaching student 
Dan Robles
Reproduced by permission of Daniel Robles.

(continued)
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Student Story: Dan Robles had a background in finance when he joined our coaching 
program. He currently has multiple real estate projects going on and just recently 
transitioned out of his day-to-day job to focus on his real estate investment company 
full time.

Deal Summary: This property was scheduled for a tax sale when Dan tracked 
down the owners’ mailing address since they did not live at the property. Dan actu-
ally tried to find the owners, but the day he went they weren’t home, so he left some 
information about his company and how he could help them avoid the tax sale.

About a month-and-a-half later the owners finally contacted Dan via phone and 
asked him for more information about the tax sale they were unaware of. Dan offered 
them $38,000 for the property, which completely paid off the tax lien and gave them 
an additional $8,000 on top of that.

(continued)

FIguRe 27.2 Real estate Deal in bloomington, Ca
Reproduced by permission of Daniel Robles.
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The owners of the property were very thankful because they did not want the 
property to go to sale. Dan had to close relatively quickly because the pending sale 
was not too far off. He originally planned on rehabbing the property. However, soon 
thereafter, Dan was approached by a local investor-contractor who had been trying 
to purchase the property for over two years. The investor expressed a high level of 
interest and offered Dan $95,000 for the property. Dan ended up double closing on 
the property and made $56,000 on the deal.

For more information about our coaching go to: www.FortuneBuildersMastery 
.com.

Any income or earnings statements are estimates of income potential only and there is no assurance that your 

earnings will match the figures presented. Any income or earnings depicted are not to be interpreted as common, 

typical, expected, or normal for the average person.
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