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Welcome to Your
30-Day
Homeownership
Game Plan!

This is more than a workbook—it's your
game board to owning a home in 30 days.!

Follow each step, unlock daily."Golden Key"
moves, and stay in the game all the wayto
the finish line —=your own front door. e

HOW TO PLAY
(aka Use This Workbook)

LEARN Quick lessonsto
understand what you need

to do today.

TODAY'S GOAL One
clear win to shoot for.

ACTION TIME! Fun tasks,
activities, or missions
to complete.

YOUR MOVE Write your
answers, make notes, fill out
real-world info.

REFLECT Think about what
you learned and how you
feel about it.

WEEKLY
GAME
LEVELS

Level 1;
Build
Your
Foundatio

Level 2:
Search

& Discover

Find real

homes, rea|
eals, and

chances to win

Level 3:
Analyse
& Offer

~ Break it down,

make your moves,
take your shots,

~ Lock It In
& Close

Secure the deal
and grabthe keys!

WHAT YOU’LL NEED ON THIS QUEST
& PenorPencil & Highlighter [] Phone or Camera [=] Folder

O Computer + Internet ﬁ Calculator Z:= This Workbook




WELCOME TO YOUR 50-DAY JOURNEY TO
HOMEOWNERSHIP!

This workbook contains a proven system that has

helped thousands of people transition from renters

to homeowners using creative strategies that most
people never learn about.

WHAT MAKES THIS DIFFERENT?

Unlike traditional home-buying advice, this program
teaches you:
v How to use trusts for property acquisition
V' Creative financing including owner financing
v’ Lease-to-own strategies that build equity
immediately
v How to find motivated sellers before they list
v Negotiation tactics that create win-win deals

YOUR 83795 INVESTMENT INCLUDES:
- Complete 30-day step-by-step system
- Interactive worksheets and checklists
- Marketing templates ready to use
- Property evaluation tools
- Financial planning worksheets
- Proven scripts and conversation guides




WHY TRUST-BASED STRATEGIES WORK:
Traditional lending often excludes good people due to:
- Credit score requirements
- High down payment demands
- Strict income verification
- Lengthy approval processes

Trust-based strategies bypass these barriers by:
- Creating direct relationships with sellers
- Ottering tlexible terms that benetit both parties
- Building equity from day one
- Providing multiple exit strategies

SUCCESS STORIES:
'T went from paying $1,200/month in rent to owning my
first home with a $800/month payment using the lease-
to-own strategy from this program.’ - Sarah M.

"The trust education alone was worth 10x the price. I now
own 3 properties using these methods.” - Michael R.

YOUR COMMITMENT:
This system works, but only it you work the system.
Commit to:
0 Completing one day's activities before moving to the
next
O Filling out all worksheets thoroughly
0 Taking action on the daily assignments
0 Staying consistent for all 30 days

Lets begin your transformation from renter to
homeowner!



>4 TODAY'S GOAL:

Q Understand what's trust is,
how it can simpilfy the
home-buying process, and
how it will help you creats
long-term value and wealth.

WHAT IS A TRUST?

A trust is a legal atrangement
where one party (trustee)
holds property on behalf of
(nother party (beneficiary);
In real estate, the trust can
hold the title to your future
home, offering unique
advantages;

HOW TRUSTS BYPASS
TRADITIONAL LENDING:

— High crealt scores (Usually $20+).
— 20% down payments ($40;000+

on $200,000 home)
— Strict income verification

— Debt to-income calios under 43%

— Lengthy approval processes
(30-60 days)

QWF\E:F,S

DAY 1

USING TRUSTS & BUILDING YOUR FOUNDATION

*~_ KEY LEARNING
POINTS:

+ What is a trust and how doees it
work?

v Benefits of using trusts for
property ownership

v How trusts bypass-traditional
lending requirements

v Tax advantages and equiity
building opportunities

es property transfer

TODAY’S ACTION ITEMS: —

O Read this entire lesson carefully

[0 Complete the Foundation
Assessment (next page)

[ Idearity 3 potential benefits of
trust ownership for your

situation.

O Set your overall homeownership
timeline goal




DAY 1
USING TRUSTS & BUILDING YOUR FOUNDATION

TODAY'S GOAL:
Understand what a trust is, how it can simplify the home-
buying process, and how it will help you create long-term
value and wealth.

KEY LEARNING POINTS:
0 What is a trust and how does it work?
0 Benetits of using trusts for property ownership
0 How trusts bypass traditional lending requirements
0 Tax advantages and equity building opportunities

WHAT IS A TRUST?

A trust is a legal arrangement where one party (trustee)
holds property on behalf of another party (beneficiary). In
real estate, the trust can hold the title to your future home,

offering unique advantages:

TRUST BENEFITS FOR HOMEOWNERS:
v Asset Protection - Shields property from personal liability
v Privacy - Keeps your ownership confidential
v Tax Benetfits - Potential for tax-free growth within trust
Vv Flexible Financing - Opens doors traditional loans cant
v’ Estate Planning - Simplifies property transfer

HOW TRUST'S BYPASS TRADITIONAL LENDING:
Traditional lenders require:
- High credit scores (usually 620+)
- 20% down payments (840,000+ on 8200000 home)
- Strict income verification
- Debt-to-income ratios under 43%
- Lengthy approval processes (30-60 days)



Trust-based strategies allow:
- Direct negotiation with property owners
- Flexible down payment arrangements
- Creative financing terms
- Faster closing times
- Focus on property value, not credit scores

REAL-WORLD EXAMPLE:
Sarah wanted to buy a S1I80,000 home but only had $5,000
saved and a 580 credit score. Traditional lending wasn't an
option.

Using trust strategies, she:
I. Found a motivated seller facing foreclosure
2. Negotiated a lease-to-own agreement through a trust
3. Moved in with $3,000 down
4. Built equity while improving her credit
5. Purchased the home 18 months later

Result: Sarah went from renter to homeowner with minimal
upfront cost and now has $25,000 in equity.

TODAY'S ACTION ITEMS:
0 Read this entire lesson carefully
0 Complete the Foundation Assessment (next page)
O Identity 3 potential benetfits of trust ownership for your
situation
0 Set your overall homeownership timeline goal



HOW TO USE THIS WORKBOOK

This workbook is designed as a daily companion for
your 30-day journey to homeownership. Here's how to
get the most from it:

DAILY STRUCTURE:
Each day includes:

LEARNING SECTION - Key concepts and strategies
TODAY'S GOAL - Clear objective for the day
ACTION ITEMS - Specitic tasks to complete
WORKSHEETS - Interactive forms to fill out

REFLECTION - Space to process your progress

WEEKLY THEMES:
Week 1: Foundation Building - Learn the basics
Week 2: Expanding Your Search - Find opportunities
Week 3: Analyzing & Making Otters - Take action
Week 4: Making Oftters & Closing - Complete the deal

INTERACTIVE ELEMENTS:

0 Checkboxes to track completed tasks
__Fill-in-the-blank spaces for your information
Tables and charts for organizing data
Rating scales for evaluating properties
Note sections for your thoughts and observations



MATERIALS YOULL NEED:
- Pen or pencil for tilling out worksheets
- Highlighter for marking important information
- Calculator for financial calculations
- Camera or phone for taking property photos
- Folder or binder for organizing documents
- Computer/internet access for research

TIPS FOR SUCCESS:
1. Set aside 30-60 minutes each day for your lesson
2. Complete each day in order - don't skip ahead
3. Keep this workbook with you during property visits
4. Review previous days when you need reminders
5. Don't be atraid to take notes in the margins

TRACKING YOUR PROGRESS:
Use this chart to track your daily completion:

WEEK I: 0 Day 1 0 Day 2 0 Day 3 0 Day 4 0 Day 5 0 Day 6 0 Day 7
WEEK 2: 0 Day 8 &0 Day 9 0 Day 10 o0 Day 11 o Day 12 o Day 13 0 Day 14
WEEK 3: 0 Day 15 0 Day 16 0 Day 17 o Day 18 0 Day 19 o Day 20 o Day 21
WEEK 4: 0 Day 22 0 Day 23 0 Day 24 o Day 25 o0 Day 26 o Day 27 o Day
28 0 Day 29 o Day 30

REMEMBLER: Every expert was once a beginner. Every
success started with a single step. Your journey to
homeownership begins now!



DAY 1 WORKSHEETS

FOUNDATION ASSESSMENT

FINANCIAL OVERVIEW

Monthly Gross Income:
Monthly Net Income:
Current Monthly Expenses:

Available for Monthly Housing
Payment:

Available for Down Payment
Initial Investment:
Current Credit Score (if known):

CURRENT SITUATION

Current Monthly Rent:
$

Lease Expiration Date:

Desired Move-in Timeline:

o Excellent (750+) o Good (700-749)
o Fair (650-699)
o Poor (600-649) o Very Poor
(below 600) o Unknown

TRUST STRATEGY
INTEREST LEVEL

[ Very Interested—| want to
learn everything about trusts

[J Moderately Interested—
Seems useful, want to knowmore

YOUR HOMEOWERSHIP
{“'l TIMELINE:

|deal timeline to be in your own
home:

Biggest obstacle you see:

] Somewhat Interested—
Will consider if it helps my
situation

TRUST BENEFITS TRACKER
L] é‘} List 3 Benefits éﬁ‘

How trusts might help overcome
this obstacle:

] Why this matters to you: DAILY REFLECTION

[]1 Gather financial documents
for pre-qualifying packet

[ Think about your ideal property
criteria

L] Prepare to document your
gualifications

[]

TOMORROW'S PREPARATION

[ Gather financial documents
for pre-qualification




DAY ] WORKSHEETS

FOUNDATION ASSESSMENT

CURRENT SITUATION:
Current Monthly Rent: 8
Lease Expiration Date:
Desired Move-in Timeline:

Preferred Neighborhoods:
1.
2.
3.

Why these neighborhoods?

FINANCIAL OVERVIEW:
Monthly Gross Income: $
Monthly Net Income: S
Current Monthly Expenses: S
Available for Monthly Housing Payment: S
Available for Down Payment/Initial Investment: §__

Current Credit Score (if known):
0 Excellent (750+) 0 Good (700-749) O Fair (650-699)
0 Poor (600-649) 1 Very Poor (below 600) 0 Unknown

TRUST STRATEGY INTEREST LEVEL:
0 Very Interested - I want to learn everything about trusts
0 Moderately Interested - Seems useful, want to know more
0 Somewhat Interested - Will consider it it helps my situation
0 Need More Information - Want to understand benefits better



TRUST BENEFITS TRACKER

List 3 benefits of trust ownership that appeal to you:

1.
Why this matters to you:

2.
Why this matters to you:

3.
Why this matters to you:
YOUR HOMEOWNERSHIP TIMELINE:
|deal timeline to be in your own home:
Biggest obstacle you see:
How trusts might help overcome this obstacle:

DAILY REFLECTION:
What excited you most about today's lesson?

What questions do you still have about trusts?

One action you'll take tomorrow based on today's learning:

TOMORROW'S PREPARATION:
0 Gather financial documents for pre-qualifying packet
0 Think about your ideal property criteria
0 Prepare to document your qualifications
0 Review your current financial position



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




(V) TODAY'’S GOAL:

Assemble a packet that shows sellers
you’re prepared, knowledgeable, and
a serious buyer.

KEY LEARNING POINTS:
M What goes into a professional
pre-qualifying packet

™ How to present yourself as a credible
buyer

™ Understanding seller financing basics

™ Building trust with property owners

WHAT SELLERS WANT TO KNOW:

1. Can you afford the monthly payments?
2. Will you take care of their property?
3. Are you reliable and trustworthy?

4. Do you have a plan if something goes
wrong

SELLER FINANCING BASICS:

Instead getting a bank loan, the
seller acts as the bank:

* You make payments directy to them
» They hold the mortgage/deed of trust
* Interest rates are often negotiable

e Terms can be more flexible than
traditional loans

COMPONENTS
OF YOUR PACKET:

Personal introduction letter

Financial summary and
Income verification

Banking information and
proot’of funds

Employment history

References from previous
landlords/employers

Credit report (if favorable) or
explanation letter

Investment goals an timeline




DAY 2 WORKSHEETS
PRE-QUALIFYING PACKET TEMPLATE

PERSONAL INTRODUCTION:
Name:
Phone:
Email:
Current Address:

How long at current address:
Previous Address:

EMPLOYMENT INFORMATION:
Current Employer:
Position/Title:
Start Date:
Supervisor Name:
Work Phone:
Monthly Gross Income: S

Previous Employer (if less than 2 years at current job):
Company:
Position:
Dates:

FINANCIAL SUMMARY:
Monthly Income: $
Monthly Expenses: S

Available for Housing: S
Savings/Checking Balance: $
Other Assets: 8

BANKING INFORMATION:
Primary Bank:
Account Type:
Average Balance: $

REAL ESTATE GOALS:
Target Purchase Price Range: S to S
Preferred Monthly Payment: 8
Down Payment Available: 8
Desired Closing Timeline:




Why are you interested in homeownership?

SELLER FINANCING INTEREST:
o Yes, I'm interested in seller financing
0 Maybe, depending on terms
o No, | prefer traditional financing
Ideal Seller Financing Terms:
Interest Rate: %
Loan Term: years
Monthly Payment: $
Down Payment: $
REFERENCES:
Current Landlord:
Name:
Phone:
Relationship:
Personal Reference:
Name:
Phone:
Relationship:
Professional Reference:
Name:
Phone:
Relationship:
PACKET REVIEW CHECKLIST:
o All information is accurate and up-to-date
o Documents are clearly organized
o Packet looks professional and complete
o Contact information is prominently displayed
o1 can explain every item in the packet confidently
DAILY REFLECTION:
How confident do you feel about your qualifications as a buyer?

What could make your packet stronger?

TOMORROW'S PREPARATION:

o Download property and repair list templates
o Plan to practice using checklists on a property
0 Prepare to develop your inspection skills
0 Review common property issues to look for



DAY 2
WORKSHEETS

PERSONAL INTRODUCTION

Name:

Phone: Email:

Current Address:

EMPLOYMENT INFORMATION

Current Employer:

Position/Title:

Supervisor Name: MonthlyGross Income; $

Previous Employer (if fless than 2 years at current.)

Company: Position:

Dates:

FINANCIAL SUMMARY

Monthly Income:

Monthly Expenses:

$
$
Available for Housing: $
$

Down Payment Available:

Desired Closing Timeline:

p
A

REAL ESTATE GOALS

Target Purchase Price Pange: $

Preferred Monthly Payment: ¢

Down Payment Available: $

Why are you interested in

homeownership? EXAMPLE SELLER FINANCING
DEAL:

Property Valye: $200,000
Down Payment: $20,000 (10%
Loan Amount: $180,000
Interest Rate: 6% (negotiateq)
Term: 30 years
Monthly Payment: $1,079

—

What could make your
packet stronger?

PRE-QUALIFYING PACKET
TEMPLATE

SELLER FINANCING
INTEREST

[] Yes, I'm interested in
seller financing

[0 Maybe depending on
terms

[] No. | prefer traditional
financing

Ideal Seller Financing Terms:

Interest Rate: ! %
Loan Term: years
Monthly Payment:

A v

Current Landlord:

Name

Phone

Personal Reference:

Name:

Phone

Professional Reference:

Name

Phone
A A

] All information is accurate
and up-to-date

[] Documents are clearly
organized

[0 Packet looks professional
and complete

[] Contact information is
prominently displayed




DAY 2
PREPARING YOUR PRE-QUALIFYING PACKET

TODAY'S GOAL:
Assemble a packet that shows sellers youre prepared,
knowledgeable, and a serious buyer.

KEY LEARNING POINTS:
0 What goes into a professional pre-qualitying packet
0 How to present yourself as a credible buyer
0 Understanding seller tinancing basics
0 Building trust with property owners

WHY PRE-QUALIFYING PACKETS MATTER:
When you approach property owners directly, they become your
'lender’ in creative financing deals. They need to see:
- Your financial stability
- Your commitment to the transaction
- Your professionalism and reliability
- Your ability to malke payments on time

WHAT SELLERS WANT TO KNOW:
1. Can you afford the monthly payments?
2. Will you take care of their property?
5. Are you reliable and trustworthy?
4. Do you have a plan if something goes wrong?

COMPONENTS OF YOUR PACKET:
v Personal introduction letter
v Financial summary and income verification
v Banking information and proof of funds
v Employment history and stability
v’ References from previous landlords/employers
v’ Credit report (if favorable) or explanation letter
v Investment goals and timeline



SELLER FINANCING BASICS:
Instead of getting a bank loan, the seller acts as the bank:
- You make payments directly to them
- They hold the mortgage/deed of trust
- Interest rates are often negotiable
- Terms can be more tlexible than traditional loans
- Faster closing process

BENEFITS TO SELLERS:
- Higher sale price than cash offers
- Monthly income stream
- Tax advantages (installment sale)
- No realtor commissions
- Faster sale process
- Helping someone achieve homeownership

EXAMPLE SELLER FINANCING DEAL:
Property Value: $200000
Down Payment: $20,000 (10%)
Loan Amount: SISO000
Interest Rate: 6% (negotiated)
Term: 30 years

Monthly Payment: $1,079

Seller Benetits:
- Sold house quickly
- Receiving $1,079/month for 30 years
- Earning 6% return on their money
-Total return: $388,440 (8208,440 in interest)

TODAY'S ACTION ITEMS:
0 Complete your pre-qualifying packet template (next page)
0 Gather all required documentation
0 Review packet for clarity and completeness
O Print or save packet in accessible format



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




CREATING PROPERTY ~ nay 3

& REPAIR CHECKLISTS

TODAY’S GOAL: PROPERTY EVALUATION
Build two essential tools for CATEGORIES:
thoroughly evaluating Flooring throughout
properties and identifying Wall and celling condition
repair needs. Kitchen appliances and fixtures

Bathroom fixtures and plumbing

WHY PROPERTY Electrical outiets and fixtures
EVALUATION MATTERS: HVAC system

Every property has

hidden costs. A REPAIR

$150,000 house PRIORITY
might need. SYSTEM: \

¥ $15,000in
roof repairs

v $8,000 in HVAC replacement
¥ $5,000 in plumbing updates
v $3,000in electrical work

Get multiple contractor quoi)

Add 20% buffer for unexpected issues
Consider DIY vs, professional work
Factor in permit costs

Account for your time investment

MAJOR SYSTEMS TO CHECK:

1 HVAC System  $2,000-$2,000 PROFESSIONAL INSPECTION TIP:

2. Roof $8,000-$15,000 Always hire a licensed inspector for
3. Plumbing $2,000-$10,000 properties you're serious about. Cost:
4. Electrical $3,000 $300-$600. Potential savings: $10,000+

5. Foundation $5,000-$25,000

MAJORSYSTEMTO CHECK « TODAY'S ACTION ITEMS:

HIGH PRIORITY | Safety issues

Cobaliole oS [] Download and customize

property checklist template

[] Gather using repair list on your
current home or a friend’s bacus

Function and

efficiency items

Cosme'l'.IC a':'d [ Familiarize yourself with
preterence items common repair indicators

[] Organize checklists for easy transport




DAY 3
CREATING PROPERTY & REPAIR CHECKLISTS

TODAY'S GOAL:
Build two essential tools for thoroughly evaluating properties and identifying repair needs.

KEY LEARNING POINTS:
0 Essential areas to evaluate in any property
0 How to spot potential repair issues
O Estimating repair costs and priorities
0 Using checklists systematically

WHY PROPERTY EVALUATION MATTERS:
Every property has hidden costs. A $150,000 house might need:
- $15,000 in roof repairs
- $8,000 in HVAC replacement
- $5,000 in plumbing updates
- $3,000 in electrical work

Without proper evaluation, your "deal" becomes a money pit.
PROPERTY EVALUATION CATEGORIES:

EXTERIOR INSPECTION:
v Roof condition and age
v Gutters and downspouts
v Siding/exterior walls
v Windows and doors
v Foundation
v Landscaping/yard
v Driveway/walkways

INTERIOR INSPECTION:
v Flooring throughout
v Wall and ceiling condition
v Kitchen appliances and fixtures
v Bathroom fixtures and plumbing
v Electrical outlets and fixtures
v HVAC system
v Storage and closet space



MAJOR SYSTEMS TO CHECK:
1. HVAC System - $3,000-$8,000 to replace
2. Roof - $8,000-$15,000 to replace
3. Plumbing - $2,000-$10,000 for major issues
4. Electrical - $3,000-$8,000 for rewiring
5. Foundation - $5,000-$25,000 for major repairs

REPAIR PRIORITY SYSTEM:
- HIGH PRIORITY - Safety issues, code violations
- MEDIUM PRIORITY - Function and efficiency items
- LOW PRIORITY - Cosmetic and preference items

ESTIMATING REPAIR COSTS:
- Get multiple contractor quotes
- Add 20% buffer for unexpected issues
- Consider DIY vs. professional work
- Factor in permit costs
- Account for your time investment

PROFESSIONAL INSPECTION TIP:
Always hire a licensed inspector for properties you're serious about. Cost: $300-$600.
Potential savings: $10,000+

TODAY'S ACTION ITEMS:
o Download and customize property checklist template
0 Practice using repair list on your current home or a friend's house
o Familiarize yourself with common repair indicators
o0 Organize checklists for easy transport



DAY 3 WORKSHEETS

PROPERTY EVALUATION CHECKLIST

PROPERTY ADDRESS:

DATE OF INSPECTION:
INSPECTOR:

EXTERIOR EVALUATION:
ROOF & GUTTERS: CONDITION (Good/Fair/Poor/Replace)
0 Shingles/roofing material
0 Gutters and downspouts
o Flashing around vents/chimney
o Overall roof condition
Estimated roof age: years
Replacement needed in: years

FOUNDATION & STRUCTURE:
o Foundation visible cracks
0 Foundation settling signs
o Proper grading around house
0 Basement/crawl space dry

EXTERIOR WALLS & WINDOWS:
o Siding condition
0 Paint condition
o Window frames and seals
o Door frames and hardware

INTERIOR EVALUATION:
MAJOR SYSTEMS: CONDITION/AGE
o HVAC system operational
0 Electrical panel and outlets
o Plumbing throughout house
0 Hot water heater




INTERIOR CONDITION:

o Flooring (carpet/hardwood/tile)

o Walls and ceilings

o Kitchen cabinets/countertops
o Bathroom fixtures

REPAIR PRIORITY WORKSHEET

HIGH PRIORITY REPAIRS (Safety/Code Issues):

[tem: Est. Cost: $
[tem: Est.Cost:$__
ltem: Est.Cost:$_

HIGH PRIORITY TOTAL: $

MEDIUM PRIORITY REPAIRS (Function/Efficiency):

[tem: Est. Cost: $
ltem: Est.Cost:$_
[tem: Est. Cost: $

MEDIUM PRIORITY TOTAL: $___

LOW PRIORITY REPAIRS (Cosmetic/Preference):

[tem: Est.Cost:$__
ltem: Est. Cost: $
[tem: Est. Cost: $

LOW PRIORITY TOTAL: $
TOTAL ESTIMATED REPAIR COSTS: $

OVERALL PROPERTY ASSESSMENT:
Property Grade: o A (Excellent) o B (Good) o C (Fair) o D (Poor)

Would you proceed with this property? o Yes o No o Maybe

Why or why not?

DAILY REFLECTION:
What surprised you during your practice inspection?

How will these tools help you make better property decisions?

TOMORROW'S PREPARATION:
o Prepare yellow letter and postcard templates
0 Research printing and mailing options
o Plan your marketing strategy and targets
o Set marketing budget



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




= TODAY'S

GOAL:

LAUNCHING YOUR MARKETING-
YELLOW LETTERS & POSTCARDS

Start reaching out to potential
sellers through personalized
marketing materials.

KEY LEARNING POINTS:

(4 Why yellow letters are effective
for real estate

(1 How to personalize your
marketing message

[ Creating compelling postcards

[4 Building a systematic approach
to outreach

EFFECTIVE MARKETING ’9 -

MESSAGE ELEMENTS

[~ Personal greeting using their name
(¥] Mention or use spec.ific property
[(Z] Your credentialc as local investor
(] Benefits of working with you

(' Clear call to action

(#] Multiple ways to contact you

EFFECTIVE MARKETING

MESSAGE ELEMENTS

(“ Personal greeting using their name
(# Mention of their specific property
[ Your credentials as local investor
(4 Benefits of working with you

EZ Cartalnty of sale

Crea e:yauryellow Ietter templete ;

Homeowner
123 Any St.

WHAT MOTIVATES SELLERS

« Avoiding realtor fees (6-7% savings)

v Quick closing (2-3 weeks vs.
2-5 months)

v No repairs needed (sell-as-is)
/' No showings or open houses
+/ Certainty of sale

POSTCARD ADVANTAGES

e Lower cost than letters g
® Quick to read
e Hard to ignore
e (Caninclude photos/graphics
e Good for follow-up campaigns

COMPLIANCE CONSIDERATIONS

e Include your real name and contact into
e Don't mistepresent yourself
® Follow local solicitation laws
e Keep records of all communications

Be respectful of "do not contact”
requests

(@ Design simple, effective postcards (4 [dentify initial target properties|



DAY 4
LAUNCHING YOUR MARKETING - YELLOW LETTERS & POSTCARDS

TODAY'S GOAL:
Start reaching out to potential sellers through personalized marketing
materials.

KEY LEARNING POINTS:

o Why yellow letters are effective for real estate
0 How to personalize your marketing message
0 Creating compelling postcards
0 Building a systematic approach to outreach

THE POWER OF DIRECT MAIL MARKETING:
- 90% of direct mail gets opened (vs. 20% email open rates)
- Handwritten letters have 99% open rates
- Yellow paper stands out in mailboxes
- Personal touch builds trust and rapport

YELLOW LETTER SUCCESS SECRETS:
1. Use actual yellow legal pad paper
2. Handwrite or use handwriting font
3. Keep message personal and conversational
4. Focus on solving seller's problems
5. Include multiple contact methods

EFFECTIVE MARKETING MESSAGE ELEMENTS:
v Personal greeting using their name
v Mention of their specific property
v Your credentials as local investor
v Benefits of working with you
v Clear call to action
v Multiple ways to contact you



WHAT MOTIVATES SELLERS:
- Avoiding realtor fees (6-7% savings)
- Quick closing (2-3 weeks vs. 2-3 months)
- No repairs needed (sell as-is)
- No showings or open houses
- Certainty of sale
- Cash offers

POSTCARD ADVANTAGES:
- Lower cost than letters
- Quick to read
- Hard to ignore
- Can include photos/graphics
- Good for follow-up campaigns

MARKETING BUDGET GUIDELINES:
- Letters: $1-2 each (including postage)
- Postcards: $0.50-1.00 each
- Target: 100-500 pieces per campaign
- Expected response rate: 1-5%
- Cost per lead: $20-200

COMPLIANCE CONSIDERATIONS:
- Include your real name and contact info
- Don't misrepresent yourself
- Follow local solicitation laws
- Keep records of all communications
- Be respectful of "do not contact" requests

TODAY'S ACTION ITEMS:
o Create your yellow letter template
o Design simple, effective postcards
0 Identify initial target properties/owners
0 Send out first batch of marketing materials



DAY 4 WORKSHEETS

YELLOW LETTER TEMPLATE:

YOUR PERSONALIZED MESSAGE

FRAMEWORK:

Date:

Dear (Property Owner's Name)

Opening Line:

Interest Statement:

Your Credentials:

Benefits to Seller:

Specific Property Mention:

Call to Action:

Closing:

Sincerely,

(Your Name)
(Phone Number)
(Email Address)

BATCH # - DATE SENT:
Property Address

~ POSTCARD
DESIGN CHECKLIST

RESPONSE
TRACKING SYSTEM

FRONT SIDE ELEMENTS:
[] Eye-catching headline
[ Professional appearance

Owner Name
Contact Into

-

THE BEST
QUESTION
TO ASK A
SELLER,.

[ Personalized massage
to property owner

[ Specific benefits to seller
[] Clear call to action

SAMPLE HEADLINES:

|: | Buy Houses
Cash or Terms

Sell Your House
Without Realtor Fees

|:| Quick, Hassle-Free
Home Sales

D We Buy Houses As-Is"

v @ 9

WHEN SELLERS CONTACT YOU:
Call #1:

Date: Time:
Seller Name:
Property Address:
Phone Number:

Email:

Initial Interest Level (1-10):
Reason for selling:
Timeline for selling:

Next Steps Agreed Upon:

Follow-up Date:




DAY 4 WORKSHEETS

YELLOW LETTER TEMPLATE

YOUR PERSONALIZED MESSAGE FRAMEWORK:

Date:

Dear , (Property Owner's Name)

Opening Line:

Interest Statement:

Your Credentials:

Benefits to Seller:

Specific Property Mention:

Call to Action:

Closing:

Sincerely,

(Your Name)
(Phone Number)
(Email Address)




MARKETING BATCH TRACKER

BATCH #1 - DATE SENT:

Property Address | Owner Name | Contact Info | Letter Sent | Postcard Sent | Response Date | Interest Level

POSTCARD DESIGN CHECKLIST

FRONT SIDE ELEMENTS:
0 Eye-catching headline
o Professional appearance
0 Clear, readable fonts
o Your contact information
0 Relevant graphics/photos

BACK SIDE ELEMENTS:
0 Personalized message to property owner
o Specific benefits to seller
O Clear call to action
0 Your contact information (repeated)
o Professional signature

SAMPLE HEADLINES:
0"l Buy Houses Fast - Cash Offers"
o "Sell Your House Without Realtor Fees"
0 "Quick, Hassle-Free Home Sales"
0 "We Buy Houses As-Is"
o Custom:




RESPONSE TRACKING SYSTEM

WHEN SELLERS CONTACT YOU:
Call #1:
Date: Time:
Seller Name:
Property Address:
Phone Number:
Email:
Initial Interest Level (1-10):
Reason for selling:
Timeline for selling:
Next Steps Agreed Upon:
Follow-up Date:

MARKETING BUDGET TRACKER:

Letters printed: x$ =$
Postcards printed: x $ =$
Postage costs: =$
Total marketing investment: =$
Target responserate:___ %
Actual responses received: _____
Actual responserate: %

DAILY REFLECTION:
How did it feel to send out your first marketing batch?

What response rate are you hoping to achieve?

TOMORROW'S PREPARATION:
o Plan your door-knocking route
O Prepare your introduction script
o Schedule time for in-person outreach
O Practice your elevator pitch



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DOOR-KNOCKING
AND BUILDING
CONNECTIONS

TODAY’S GOAL: Get comfortable
with in-person outreach and start connéc-
ting with sellers face-face.

THE POWER OF FACE-TO-FACE CONTACT - Invites you to continue
conversation
- Asks questions about
your process

=i PN
- Le - ; ..

- Builds immediate trust and credibility

- Allows you to read body language and interest
- Creates personal connection that letters can't
- Demonstrates your professionalism and
commitment

;Provides instant feedback and objection handling | ) =)

F

o
DOOR-KNOCKING SUCCESS FORMULA W

. 2
1. Choose the right time e
2. Dress professionally but approachable - Mentions challenges with
3. Have a clear. confident introduction . their P
4. Listen more than you talk - Discusses timeline or
5. Respect their time and property motivation
. =l - Requests your contact
6. Always leave your contact informtion info ) :
information
READING INTEREST LEVELS NEIGHBORHOOD ASSESSMENT
“Hi. ’'m interested in selling.” WHILE DOOR-KNOCKING
I’m a local real estate investor * Property maintenance levels
here in (Area), | noticed your » For Sale/Rent signs
property and wanted to » General neighbourhood condition

introduce myself’ | buy houses
in this neighoorhood and always
looking for opportunities. [t

you’re ever interested in dis- TODAY'S ACTION ITEMS:

cuszing options for your home, . : :
Id love to chat. | buy houses Plan your door-knocking route

as -is and can close quickly. g Praptice v introductipn ;cript
Here’s my card. o Visit at leas_t 10 prqpertles in person
¢ Document interactions and
follow-up needs

o Property values and trends
* Rental vs, owner-occupled ratios



DAY 5
DOOR-KNOCKING AND BUILDING CONNECTIONS

TODAY'S GOAL:
Get comfortable with in-person outreach and start connecting with sellers face-to-
face.

KEY LEARNING POINTS:
0 How to approach homeowners confidently
0 Building rapport and trust quickly
0 Reading neighborhood dynamics
o Handling objections professionally

THE POWER OF FACE-TO-FACE CONTACT:
- Builds immediate trust and credibility
- Allows you to read body language and interest
- Creates personal connection that letters can't
- Demonstrates your professionalism and commitment
- Provides instant feedback and objection handling

DOOR-KNOCKING SUCCESS FORMULA:
1. Choose the right time (5:30-7:30 PM weekdays, 10 AM-4 PM weekends)
2. Dress professionally but approachably
3. Have a clear, confident introduction
4. Listen more than you talk
5. Respect their time and property
6. Always leave your contact information

YOUR 30-SECOND ELEVATOR PITCH:

"Hi, I'm [Your Name]. I'm a local real estate investor here in [Area]. | noticed your
property and wanted to introduce myself. | buy houses in this neighborhood and
I'm always looking for opportunities. If you're ever interested in discussing options
for your home, I'd love to chat. | buy houses as-is and can close quickly. Here's my
card."



READING INTEREST LEVELS:
HIGH INTEREST SIGNALS:
- Invites you to continue conversation
- Asks questions about your process
- Mentions challenges with their property
- Discusses timeline or motivation
- Requests your contact information

LOW INTEREST SIGNALS:
- Short, closed responses
- Body language showing discomfort
- Mentions being happy with current situation
- Says they're not interested in selling
- Asks you to leave

COMMON OBJECTIONS AND RESPONSES:

"I'm not interested in selling"
Response: "l understand completely. I'm just introducing myself to neighbors. If your
situation ever changes, you'll know how to reach me."

"How much would you pay?"
Response: "That's a great question. I'd need to see the property and understand your
timeline to give you a fair offer. Would you be open to a brief conversation about your
situation?"

"Are you one of those house flippers?"
Response: "l invest in real estate, but my goal is to help homeowners who need to sell
quickly or without the hassle of traditional sales. Every situation is different."

NEIGHBORHOOD ASSESSMENT WHILE DOOR-KNOCKING:
- Property maintenance levels
- For sale/rent signs
- General neighborhood condition
- Property values and trends
- Rental vs. owner-occupied ratios

TODAY'S ACTION ITEMS:
o Plan your door-knocking route
0 Practice your introduction script
o Visit at least 10 properties in person
o Document interactions and follow-up needs



DAY 5 WORKSHEETS

DOOR-KNOCKING

ROUTE PLANNER

TARGET NEIGHBRORHOOD:
DATE:

ROUTE MAP:

©ONG G AW NS

DOOR-KNOCKING LOG

Address Contact Made

OYes [1No

INTRODUCTION SCRIPT PRACTICE

"Hi, I'm .'ma
local real estate investor here in
. I noticed your

property and wanted to introduce
myself. | buy houses in this
neighborhood and I'm always looking
for opportunities. If you're ever
interested in discussing options for
your home, I'd love to chat. | buy
houses as-is and can close quickly."

Smile and make eye contact
Speak clearly and confidently
Be respectful of their time
Listen actively to their responses

Always leave your contact
information

SRS SS

~ NEIGHBORHOOD ASSESSMENT

OVERALL NEIGHBORHOOD OUALITY:
[J Excellent [ Good [] Fair |Poor

OBSERVED CHARACTERISTICS:
Average property values
Maintenance levels

Number of "For Sale" signs

INVESTMENT POTENTIAL
High Medium []Low

REASONING:

FOLLOW-UP ACTIONS NEEDED

[0 Send information to interested
homeowners

[1 Schedule property viewing
appointments

[ Mail follow up letters to prospects

[1 Research specific properties
mentioned.

[ Call back homeowners who requested

- DAILY R_EFLE_CT[_C_)N

What did you learn about vourself
during door knocking?

Which interactions went best and why?

What would you do differently next
time?




DAY 5 WORKSHEETS

DOOR-KNOCKING ROUTE PLANNER

TARGET NEIGHBORHOOD:
DATE: TIME:

ROUTE MAP (List addresses in logical order):
1.

© © N oA ®WN

|_\
o

INTRODUCTION SCRIPT PRACTICE

YOUR ELEVATOR PITCH (Practice until natural):

"Hi, I'm .I'm a local real estate investor here in N
noticed your property and wanted to introduce myself. | buy houses in this
neighborhood and I'm always looking for opportunities. If you're ever interested in
discussing options for your home, I'd love to chat. | buy houses as-is and can close
quickly."

KEY POINTS TO REMEMBER:
o Smile and make eye contact
0 Speak clearly and confidently
0 Be respectful of their time
O Listen actively to their responses
o Always leave your contact information



DOOR-KNOCKING LOG
Address | Contact Made | Homeowner Name | Interest Level | Property Notes | Follow-up Needed

NEIGHBORHOOD ASSESSMENT
OVERALL NEIGHBORHOOD QUALITY: o Excellent o Good o Fair o Poor

OBSERVED CHARACTERISTICS:
Average property values:
Maintenance levels:
Number of "For Sale" signs:
Number of "For Rent" signs:
Overall condition:

INVESTMENT POTENTIAL: o High o Medium o Low

REASONING:

BEST INTERACTIONS TODAY:

1.
Why it went well:

2.
Why it went well:

OBJECTIONS ENCOUNTERED:

1.
How you handled it:

2.
How you handled it:




FOLLOW-UP ACTIONS NEEDED:

0 Send information to interested homeowners
o Schedule property viewing appointments
o Mail follow-up letters to prospects
0 Research specific properties mentioned
o Call back homeowners who requested it

DAILY REFLECTION:
What did you learn about yourself during door-knocking?

Which interactions went best and why?

What would you do differently next time?

TOMORROW'S PREPARATION:
0 Research tools for finding vacant properties
o Plan your vacant property identification strategy
o Prepare for owner research methods
0 Review public records resources



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 6

SPOTTING VACANT PROPERTIES
AND FINDING OWNERS

TODAY S GOAL: Identify vacant properties in your

target area and locate their owners.

WHY VACANT PROPERTIES
ARE GOLDMINES:
@ Owners often motivated

to sell quickly

@ Properties usualy pricec
below market value

@ Less competition from
other puyers

@ Creating systematic tackinc__:;
methods

OWNER RESEARCH
STRATEGIES

PUBLIC RECORDS SOURCES
® County Assessors Office

® County Recorder’s Office

@ Tax Collector's Office

® Court Records

® Probate Court

NEIGHBOR NETWORKING

® Ask abour property
@ history

® General

® Vacancy timeline
® Property condition

% TODAY'S ACTION ITEMS

[# Drive target neighbourhoods
looking for vacant properties

[¥ Document at least 5 potentia i
vacant properties

VISUAL INDICATORS
OF VACANCY

Overgrown lawns and landscaping
Piled up mail or newspapers
Boarded or covered windows

No vehicles in driveway consistently
Utility disconnection notices

“For Rent" signs that appearoldorfaded
General neglect or deferred maintenance
Nolights on at night over multiple visits

—Online RESEARCH

=

== TOOLS

County assessor websites

Property tax databases

Real estate websites (Zillow, Realtor com)
White pages/people search engines
Social media platforms

Professional networking

*

=

[z Document at least 5 potential
vacant properties

[¥ Research owner information for
each property

[ Make initial contact attempts




DAY 6
SPOTTING VACANT PROPERTIES AND FINDING OWNERS

TODAY'S GOAL:
Identify vacant properties in your target area and locate their owners.

KEY LEARNING POINTS:
o Signs that indicate property vacancy
0 Using public records for owner research
o Networking with neighbors for information
o Creating systematic tracking methods

WHY VACANT PROPERTIES ARE GOLDMINES:
- Owners often motivated to sell quickly
- Properties usually priced below market value
- Less competition from other buyers
- Owners may be dealing with financial stress
- Properties often available for creative financing

VISUAL INDICATORS OF VACANCY:
v Overgrown lawns and landscaping
v Piled up mail or newspapers
v Boarded or covered windows
v No vehicles in driveway consistently
v Utility disconnection notices
v "For Rent" signs that appear old or faded
v General neglect or deferred maintenance
v No lights on at night over multiple visits

ADVANCED VACANCY INDICATORS:
- Water shut-off notices on door
- Code violation notices posted
- Weeds growing through sidewalk cracks
- Damaged or missing house numbers
- Security companies no longer monitoring
- Pool or spa in poor condition
- Qutdoor furniture weathered/abandoned



OWNER RESEARCH STRATEGIES:

PUBLIC RECORDS SOURCES:

1. County Assessor's Office - Property tax records
2. County Recorder's Office - Deed information
3. Tax Collector's Office - Payment status
4. Court Records - Foreclosure/divorce filings
5. Probate Court - Estate proceedings

ONLINE RESEARCH TOOLS:
- County assessor websites
- Property tax databases
- Real estate websites (Zillow, Realtor.com)
- White pages/people search engines
- Social media platforms
- Professional networking sites

NEIGHBOR NETWORKING:
- Ask about property history
- Get owner contact information
- Learn about family situations
- Understand vacancy timeline
- Gather property condition details

CREATING EFFECTIVE CONTACT:
Once you find owner information:
1. Start with a polite letter or phone call

2. Introduce yourself professionally

3. Express genuine interest in helping
4. Offer solutions to their situation

5. Provide multiple contact methods

6. Follow up consistently but respectfully

TODAY'S ACTION ITEMS:
o Drive target neighborhoods looking for vacant properties
o Document at least 5 potential vacant properties
0 Research owner information for each property
0 Make initial contact attempts



DAY 6 WORKSHEETS

Identify vacant properties LOG

PROPERTY #1:
Address:

Vacancy Indicators observed
[J Overgrown landscapping

] Piled up mall

] Boarded windows
U No vehicles

[J Utility notices

L] Old “For Rent “signs
[ General neglect

Estimated Vacancy

[] Good [ Fair [

Estimated Vacancy Duration:

Property Condition: [(JHigh [ Poor
OWNER RESEARCH WORKSHEET
RESEARCH SOURCES USED:

[J County assessor’s office website
OJ Property tax records

[ Deed records

1 Online property databases
[J Neighbor interviews

L1 Utility company notice
[J Other:

PROPERTY #2

Owner Name:
Malling Address:
Phone Number:
Email Address:

NEIGHBOR NETWORKING LOG
Neighbor Address | Contact Name

Phone #

DAILY REFLECTION:

What patterns did you notice in vacant properties?

L1 Other: i

e e

KEY LEARNING POINTS:
0 Signs that indicate property vacancy
o Using public records for owner
research
o Networking with neighbors for
information
0 Creating systematic tracking methods

WHY VACANT PROPERTIES ARE
GOLDMINES:

- Owners often motivated to sell quickly
- Properties usually priced below market
value

- Less competition from other buyers

~ - Owners may be dealing with financial

stress
- Properties often available for creative
financing

DAILY REFLECTION:
CREATING EFFECTIVE CONTACT:

o Drive target neighborhoods looking for
vacant properties

o Document at least 5 potential vacant
properties

o Research owner information for each
property

o Make initial contact attempts

Once you find owner information:
1. Start with a polite letter or phone call
2. Introduce yourself professionally
3. Express genuine interest in helping
4. Offer solutions to their situation
5. Provide multiple contact methods
6. Follow up consistently but
respectfully



DAY 6 WORKSHEETS
VACANT PROPERTY IDENTIFICATION LOG

PROPERTY #1:
Address:
Date Identified:
Vacancy Indicators Observed:
o Overgrown landscaping o Piled up mail
0 Boarded windows o No vehicles
o Utility notices 0 Old "For Rent" signs
0 General neglect o Other:

Estimated Vacancy Duration:
Property Condition: o Good o Fair o Poor
Neighborhood Quality: o High o Med o Low

PROPERTY #2:
Address:
Date Identified:
Vacancy Indicators Observed:
0 Overgrown landscaping o Piled up mail
0 Boarded windows o No vehicles
o Utility notices 0 Old "For Rent" signs
0 General neglect o Other:

Estimated Vacancy Duration:
Property Condition: o Good o Fair o Poor
Neighborhood Quality: o High o Med o Low

PROPERTY #3:
Address:
Date Identified:
Vacancy Indicators Observed:
o Overgrown landscaping o Piled up mail
o Boarded windows o No vehicles
o Utility notices o Old "For Rent" signs
0 General neglect o Other:




Estimated Vacancy Duration:
Property Condition: o Good o Fair o Poor
Neighborhood Quality: o High o Med o Low

OWNER RESEARCH WORKSHEET

RESEARCH SOURCES USED:
o0 County assessor's office website
O Property tax records
0 Deed records
o0 Online property databases
o Neighbor interviews
o Utility company records
o Other:

PROPERTY #1 OWNER INFORMATION:
Owner Name:
Mailing Address:

Phone Number:
Email Address:
Last Known Contact Date:

PROPERTY #2 OWNER INFORMATION:
Owner Name:
Mailing Address:

Phone Number:
Email Address:
Last Known Contact Date:

INITIAL CONTACT TRACKING

CONTACT METHOD PREFERENCE:
o Phone call first o Letter first
o Email first o Door note first



CONTACT ATTEMPT LOG:

Property #1:
Date: Method: Result:
Next Step:

Property #2:
Date: Method: Result:
Next Step:

Property #3:
Date: Method: Result:
Next Step:

NEIGHBOR NETWORKING LOG

Neighbor Address | Contact Name | Information Gathered | Owner Contact Info

DAILY REFLECTION:
What patterns did you notice in vacant properties?

Which research methods were most effective?

What challenges did you encounter?

TOMORROW'S PREPARATION:
0o Organize all property research materials
0 Plan detailed analysis of top prospects
o Prepare for deep-dive property evaluation
0 Review comparable sales research methods



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




RESEARCHING
DAY /7 PROPERTIES IN
DETAIL

TODAY'S GOAL: Conduct thorough
research on the properties you‘ve
identified to make informed decisions.

COMPREHENSIVE PROPERTY RESEARCH

Deep research prevents costly surprises and helps you
make informed offers. Every property has a story - your job
is to uncover it.

PUBLIC RECORDS RESEARCH MARKET VALUE ANALYSIS
COMPARABLE SALES RESEARCH:
\ Look for properties that are:
. - Similar size (within 20% square footage)
& S -Currentassessed value - Same neighborhood or nearby

- Sold within last 6 months

s - Tax payment histor
pay y - Similar condition and features

- Property description and square footage

- Homestead exembtions —), - Same property type (single family, condo, etc.)
P — (R MARKET TRENDS TO CONSIDER:
- Special assessments = - Average days on market
- Price per square foot trends
DEED RECORDS SHOW: " Inventory levels

- Interest rate impacts

- Chain of ownerSh'p - Local economic factors

- Purchase dates and prices INVESTMENT ANALYSIS CALCULATIONS:
- Mortgage information AFTER REPAIR VALUE (ARV):
- Liens and encumbrances Comparable Sale1: $_____

Comparable Sale 2: $

Comparable Sale 3: $
Average: $

Estimated ARV: $

RISK ASSESSMENT FACTORS

RENTAL PROPERTY ANALYSIS:
Estimated Monthly Rent: $
Annual Rent: $
Purchase Price: $
Gross Rent Multiplier:
(Annual Rent + Purchase Price)

- Easements and restrictions

COURT RECORDS MAY INCLUDE:
- Foreclosure proceedings
- Divorce settlements
- Probate cases
- Code violations
- Judgment liens

TODAY’S ACTION ITEMS



DAY 7
RESEARCHING PROPERTIES IN DETAIL

TODAY'S GOAL:
Conduct thorough research on the properties you've identified to make informed
decisions.

KEY LEARNING POINTS:
0 Using public records effectively
o Understanding property history and liens
o Evaluating market value and potential
0 Organizing research for decision-making

COMPREHENSIVE PROPERTY RESEARCH:
Deep research prevents costly surprises and helps you make informed offers.
Every property has a story - your job is to uncover it.

PUBLIC RECORDS RESEARCH:

PROPERTY TAX RECORDS REVEAL:
- Current assessed value
- Tax payment history
- Property description and square footage
- Homestead exemptions
- Special assessments

DEED RECORDS SHOW:
- Chain of ownership
- Purchase dates and prices
- Mortgage information
- Liens and encumbrances
- Easements and restrictions

COURT RECORDS MAY INCLUDE:
- Foreclosure proceedings
- Divorce settlements
- Probate cases
- Code violations
- Judgment liens



MARKET VALUE ANALYSIS:

COMPARABLE SALES RESEARCH:
Look for properties that are:
- Similar size (within 20% square footage)
- Same neighborhood or nearby
- Sold within last 6 months
- Similar condition and features
- Same property type (single family, condo, etc.)

MARKET TRENDS TO CONSIDER:
- Average days on market
- Price per square foot trends
- Inventory levels
- Interest rate impacts
- Local economic factors

INVESTMENT ANALYSIS CALCULATIONS:

AFTER REPAIR VALUE (ARV):
Comparable Sale1: $___
Comparable Sale 2: $_____
Comparable Sale 3: $___

Average: $___
Estimated ARV: $_____

70% RULE FOR FLIPPERS:
Maximum Purchase Price = (ARV x 0.70) - Repair Costs
Example: ($200,000 = 0.70) - $25,000 = $115,000

RENTAL PROPERTY ANALYSIS:
Estimated Monthly Rent: $___
AnnualRent: $___
Purchase Price: $___
Gross Rent Multiplier: ______ (Annual Rent + Purchase Price)



RISK ASSESSMENT FACTORS:
- Title issues or clouds
- Environmental concerns
- Zoning restrictions
- Pending assessments
- Structural problems
- Market volatility

TODAY'S ACTION ITEMS:
0 Complete detailed research on top 3 properties
o Check for liens, taxes, and legal issues
0 Research comparable sales in the area
o Create property evaluation summaries



DAY 7 WORKSHEETS

DETAILED PROPERTY
RESEARCH FORM

PROPERTY ADDRESS:

PUBLIC RECORDS RESEARCH:
Property Tax Assessment: $
Annual Property Taxes:
Last Sale Date:
Last Sale Price:
Current Tax Status:

Current / Delinquent

Amount Owed S
QOutstanding Liens: $
PROPERTV DETAILS:

Year Built:

Square Footage: Lot Size:
Bedrooms:

ESTIMATED MARKET VALUE:

Property Score (1-10): $
Estimated Purchase $
Needed Repairs: $
Closing Costs: $
Return on Investment: $

O Great price potential
[0 Good condition

[0 Excellent location

O Low competition

O Net monthly cash Flow

TOMORROW'S PREPARATION
[0 Plan hew neighborhood Scouting routes.

INVESTMENT ANALYSIS
WORKSHEET

Market Value

Estimated Purchase Price:  $
Needed Repairs: $
Closing Costs: $
Total Investment: $
Estimated ARV (After Repair Value) :
Potential Profit: $
Risk on on Investment:

RISK ASSESSMENT
POTENTAL ISSUES

[ Great price potential
[0 Good condition

[ Environmental issues
[J Zoning restrictions
[0 HOA issues

[ Creative finance

WEEK 2 SUMMARY REFLECTION
What has been your biggest learning this week ?

What are you most excited about moving
for ward?

What challenges do you anticipate in Week 2?

Which property from this week interests
you most and why?




DAY 7 WORKSHEETS

DETAILED PROPERTY RESEARCH FORM

PROPERTY ADDRESS:

PUBLIC RECORDS RESEARCH:
Property Tax Assessment: $
Annual Property Taxes: $
Last Sale Date:
Last Sale Price: $
Current Tax Status: o Current o Delinquent
Amount Owed: $
Outstanding Liens:

PROPERTY DETAILS:
Year Built:
Square Footage:
Lot Size:
Bedrooms: Bathrooms:
Property Type: o Single Family o Condo o Townhome o Multi-family
Garage: o Yeso No Spaces:

COMPARABLE SALES ANALYSIS:

RECENT SALE #1:
Address:
Sale Price: $___ Date:
Square Footage: _____ Price/SF: $

Condition: o Similar o Better o Worse

RECENT SALE #2:
Address:
Sale Price: $___ Date:
Square Footage: _____ Price/SF: $

Condition: o Similar o Better o Worse



RECENT SALE #3:

Address:
Sale Price: $ Date:
Square Footage: Price/SF: $

Condition: o Similar o Better o Worse

ESTIMATED MARKET VALUE: $

INVESTMENT ANALYSIS WORKSHEET
PURCHASE SCENARIOQOS:

SCENARIO 1 - MARKET VALUE PURCHASE:
Estimated Purchase Price: $
Needed Repairs: $
Closing Costs: $
Total Investment: $
Estimated ARV (After Repair Value): $
Potential Profit: $
Return on Investment: ___ %

SCENARIO 2 - DISCOUNTED PURCHASE:
Estimated Purchase Price: $

Needed Repairs: $

Closing Costs: $

Total Investment: $

Estimated ARV: $

Potential Profit: $

Return on Investment: %

RENTAL ANALYSIS (if applicable):
Estimated Monthly Rent: $
Annual Rental Income: $
Purchase Price + Repairs: $
Gross Rent Multiplier:
Monthly Expenses: $
Net Monthly Cash Flow: $




RISK ASSESSMENT

POTENTIAL ISSUES IDENTIFIED:
o Title problems o Tax liens
o Structural concerns o Environmental issues
0 Zoning restrictions o HOA issues
0 Code violations o Easement problems
o Other:

RISK LEVEL: o Low o Medium o High

MITIGATION STRATEGIES:

N

PROPERTY RANKING MATRIX
Rank your researched properties (1 = best opportunity):

RANK #1.
Property Score (1-10):
Reasons for ranking:
0 Great price potential o Good condition
0 Excellent location o Low competition
0 Motivated seller o Creative financing potential
Notes:

RANK #2:
Property Score (1-10):
Reasons for ranking:
0 Great price potential o Good condition
0 Excellent location o Low competition
0 Motivated seller o Creative financing potential
Notes:




RANK #3:
Property Score (1-10):
Reasons for ranking:
0 Great price potential o Good condition
0 Excellent location o Low competition
0 Motivated seller o Creative financing potential
Notes:

WEEK 1 SUMMARY REFLECTION:
What has been your biggest learning this week?

What are you most excited about moving forward?

What challenges do you anticipate in Week 2?

Which property from this week interests you most and why?

WEEK 2 PREPARATION:

o Plan new neighborhood scouting routes
o Prepare expanded marketing materials
0 Schedule property viewing appointments
0 Set weekly progress goals
0 Review and organize all Week 1 materials



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 8 NEIGHBORHOODS

ROUTE MAP (List addresses in logical order):

|dentify more potential properties
in areas you want to live

NEIGHBORHOOD
SELECTION a [EPY For
CRITERIA:

LOCATION FACTORS:
v/ Property appreciation trends

BooNoarwNE

KEY LEARNING

POINTS: v/ Rental demand and rates
v/ How to evluate v/ Days on market averages
neighborhood

v/ Owner vs. renter percentages

investment potential v/ Property maintenance improvements

v Finding "For Sale By

Owner" and rental ré\z‘l}'gg SIGNS A

v/ Understanding : !
neighborhood dynamics j g;g?. me ratest l

7 : clining property values
Expanding your search v/ Major employers leaving area

SIGNS OF A GOOD v/ Poor schéol ratings
am ° INVESTMENT v/ Environmental hazards

a""M NEIGHBORHOIOD | V Excessive for-sale inventory
& Well-maintained properties v/ Deferred maintenance

™ Low crime statistics RENTAL PROPERTY o

¢ Growing emplovement B o
opportunities &)

o Good schools

v/ Landlords ready to sell
v Properties with rental income history
v/ Owners dealing with tenant issues

2 Walkable ameneities
> Public transportation access

WHERE TO FIND v/ Potential rent-to-own opportunity
e / TODAY'S ACTION ITEMS:
neighborhoods O Select and drive through 2-3 new target

Craigslist and Facebook nelghborhoods
Marketplace O Look for "For Rent" and For Sale By Owner
FSBO,com O Document at least 5 new properties

Local newspaper classified ads | O Research basic neighborhood statisties



DAY 8
SCOUTING NEW NEIGHBORHOODS

TODAY'S GOAL:
Identify more potential properties in areas you want to live and invest.

KEY LEARNING POINTS:

0 How to evaluate neighborhood investment potential
o Finding "For Sale By Owner" and rental properties
0 Understanding neighborhood dynamics
0 Expanding your property pipeline

NEIGHBORHOOD SELECTION CRITERIA:

LOCATION FACTORS:
v Proximity to employment centers
v School district quality
v Public transportation access
v Shopping and amenities
v Crime rates and safety
v Future development plans

INVESTMENT INDICATORS:

v Property appreciation trends
v/ Rental demand and rates
v/ Days on market averages

v Owner vs. renter percentages

v Property maintenance levels
v For sale/rent sign density



SIGNS OF A GOOD INVESTMENT NEIGHBORHOOD:

- Well-maintained properties

- Low crime statistics
- Growing employment opportunities
- Good schools (even if you don't have kids)

- Walkable amenities

- Public transportation access

- Planned infrastructure improvements

WARNING SIGNS TO AVOID:
- High crime rates

- Declining property values

- Major employers leaving area
- Poor school ratings
- Environmental hazards
- Excessive for-sale inventory
- Deferred maintenance on multiple properties

FSBO (FOR SALE BY OWNER) OPPORTUNITIES:
Why FSBO sellers are ideal:
- Want to avoid realtor commissions
- Often more motivated to negotiate
- Willing to consider creative terms
- Direct access to decision maker
- Less competition from other buyers

WHERE TO FIND FSBOs:
- Yard signs in neighborhoods
- Craigslist and Facebook Marketplace
- FSBO.com and similar websites
- Local newspaper classified ads
- Community bulletin boards



RENTAL PROPERTY INDICATORS:
Properties showing rental signs may indicate:
- Landlords ready to sell
- Properties with rental income history
- Owners dealing with tenant issues
- Potential rent-to-own opportunities

NEIGHBORHOOD RESEARCH TOOLS:
- City planning department websites
- Police department crime statistics
- School district ratings
- Economic development reports
- Demographics and census data
- Local real estate market reports

TODAY'S ACTION ITEMS:
0 Select and drive through 2-3 new target neighborhoods
o Look for "For Rent" and "For Sale By Owner" signs
o Document at least 5 new properties of interest
0 Research basic neighborhood statistics



NEIGHBORHOOD #1.:

LOCATION ASSESSMENT:

O Distance to your work:

School district: ___ Excellent Good
U Public transportation: Excecilent Fair
O Shopping/amernities: Good
O Average property

Estimated Vacancy Duration:

Property Condition:
0 Good o Fair o Poor

Neighborhood Quality:
0 High o Med o Low

PROPERTIES OF INTEREST:
Address: Good Fair
Sign type: O FSBO

Condition: O Good O Fair

Notes:

Poor

O Poor

FSBO CONTACT LOG:
Property #1:

Owner Name;

Phone:

Initial interest level: O High

Property # 2:

Owner Name;

Phone:

Initial interest level: O High Reasons:

Poor

NEIGHBORHOOD RANKING

PROPERTY'S NEIGHBORHODS:

Property#1:
Owner Name:

Phone:

Best time to call;

Initial interest level: OHigh O Medium

PROPERTY 2:
Owner Name:

Phone:

Initial interest level: OHigh OMedium

'MARKEING TARGETS:

Add at least 5 new properties
to your marketing list:

A W N R

DAILY REFLECTION:

Which neighborhood felt most
promising and why?

What surprised you about today’s
scouting?

TOMORROW'S PREPARATION:

(O Prepare new batch of yellow letters
and postcards



DAY 8 WORKSHEETS

NEIGHBORHOOD SCOUTING REPORT

NEIGHBORHOOD #1:

LOCATION ASSESSMENT:
Distance to your work:
School district:
Public transportation: o Excellent o Good o Fair o Poor
Shopping/amenities: o Excellent o Good o Fair o Poor
Overall walkability: o Excellent o Good o Fair o Poor

INVESTMENT INDICATORS:
Property maintenance level: o High o Medium o Low
For sale signs observed:
For rent signs observed:
Average property condition: o Excellent o Good o Fair o Poor
Estimated property values: $ to$

PROPERTIES OF INTEREST:
Address:

Sign type: o0 FSBO o For Rent o For Sale o Vacant
Condition: o Good o Fair o Poor
Contact info visible: o Yes o No

Notes:

Address:

Sign type: o0 FSBO o For Rent o For Sale o Vacant
Condition: o Good o Fair o Poor
Contact info visible: o Yes o No

Notes:

NEIGHBORHOOD #2:

LOCATION ASSESSMENT:
Distance to your work:
School district:
Public transportation: o Excellent o Good o Fair o Poor
Shopping/amenities: o Excellent o Good o Fair o Poor
Overall walkability: o Excellent o Good o Fair o Poor

INVESTMENT INDICATORS:
Property maintenance level: o High o Medium o Low
For sale signs observed:
For rent signs observed:
Average property condition: o Excellent o Good o Fair o Poor

Estimated property values: $ to$
PROPERTIES OF INTEREST:
Address:

Sign type: o0 FSBO o For Rent o For Sale o Vacant
Condition: o Good o Fair o Poor
Contact info visible: o Yes o No

Notes:




Address:

Sign type: o FSBO o For Rent o For Sale o Vacant
Condition: o Good o Fair o Poor
Contact info visible: o Yes o No

Notes:

FSBO CONTACT LOG:
Property #1:
Owner Name:
Phone:
Best time to call:
Initial interest level: o High o Medium o Low

Property #2:
Owner Name:
Phone:
Best time to call:
Initial interest level: o High o Medium o Low

NEIGHBORHOOD RANKING:
Rank today's neighborhoods (1 = best):

Rank #1:
Reasons:

Rank #2:
Reasons:

NEW MARKETING TARGETS:
Add at least 5 new properties to your marketing list:

o ko

DAILY REFLECTION:
Which neighborhood felt most promising and why?

What surprised you about today's scouting?

TOMORROW'S PREPARATION:
o Prepare new batch of yellow letters and postcards
o Research printing and mailing for new targets
o Plan follow-up for FSBO contacts made today
0 Set marketing budget for expanded outreach



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 9

EXPANDING YOUR
MARKETING OUTREACH

TODAY'S GOAL: IMPROVING YOUR

Continue reaching out to property MARKETING MESSAGE
owners through targeted marketing « Which headlines get

and build on your initial efforts the best response? | :

» What questions did [v—]
KEY LEARNING POINTS: sellers ask most? [v—gf
@ Building on your initial marketsing e Which benefits ' /

@ Creating systematic resonated most?

follow-up campaighn

@ Tracking and measurln —
marketing effectlveness ‘ I j

* What objections came up repetedly?

RESPONSE RATE OPTIMIZATION:

FOLLOW'UP MARKETING |ndustry averages:
MESSAGE: - Cold letters: 1-3% response rate
e Consistency beats perfection - Personalized letters: 3-7% response
e Multiple touches increase | S
response rates 1B - Follow-up contacts: 5-15% response
| " | rate

| W
» Personal connection [ v
drives results [

» Tracking data improves

performance TRACKING AND ANALYTICS:

. - - - . -
Persistence pays off over time @ Pieces mailed vs, responses received

@ Cost per lead generated
®@ Quality of leads (interest level
@ Conversion rate to appointmennts

IMPROVING YOUR
MARKETING MESSAGE:

e Which headlines got
the best response?

* What questions buy
name ask most? \ \

TODAY’S ACTION ITEMS

ki ¥ Prepare new batch of
yellow letters and postcards

& Update your messaging
based on Week 1

[ Expand your target list
with Day 8 discoveries

& Mail out second wave
of marketing materials

e Which benefits resesonated
most?

» What objections came up
repeatedly?




DAY 9
EXPANDING YOUR MARKETING OUTREACH

TODAY'S GOAL:
Continue reaching out to property owners through targeted marketing and build on your initial efforts

KEY LEARNING POINTS:
o Building on your initial marketing success
o Creating systematic follow-up campaigns
o Tracking and measuring marketing effectiveness
0 Scaling your outreach efficiently

MARKETING MOMENTUM PRINCIPLES:
- Consistency beats perfection
- Multiple touches increase response rates
- Personal connection drives results
- Tracking data improves performance
- Persistence pays off over time

FOLLOW-UP MARKETING STRATEGY:
First contact: Yellow letter
Second contact: Postcard (2 weeks later)
Third contact: Different postcard (1 month later)
Fourth contact: Phone call (if contact info available)
Fifth contact: Personal visit (for high-interest properties)

IMPROVING YOUR MARKETING MESSAGE:
Based on responses from Week 1:
- Which headlines got the best response?
- What questions did sellers ask most?
- Which benefits resonated most?
- What objections came up repeatedly?

ADVANCED MARKETING TECHNIQUES:

PERSONALIZATION STRATEGIES:
- Reference specific property features
- Mention neighborhood by name
- Include local market knowledge
- Address specific property conditions
- Reference recent sales in area

URGENCY CREATORS:
- Limited time offers
- Market condition references
- Competitive situation mentions
- Seller timeline acknowledgments



CREDIBILITY BUILDERS:
- Local investor credentials
- References from past clients
- Professional certifications
- Community involvement
- Years of experience

RESPONSE RATE OPTIMIZATION:
Industry averages:
- Cold letters: 1-3% response rate
- Personalized letters: 3-7% response rate
- Follow-up contacts: 5-15% response rate

Your goals:
- First campaign: 2% response rate
- Follow-up campaigns: 5% response rate
- Phone follow-ups: 10% response rate

TRACKING AND ANALYTICS:
Measure these key metrics:
- Pieces mailed vs. responses received
- Cost per lead generated
- Quality of leads (interest level)
- Conversion rate to appointments
- Time from contact to contract

BUDGET SCALING GUIDELINES:
Start: $200-500/month in marketing
Growth: Reinvest 20% of profits back into marketing
Successful investors: 5-10% of gross revenue on marketing

TODAY'S ACTION ITEMS:

0 Prepare new batch of yellow letters and postcards
0 Update your messaging based on Week 1 feedback
o Expand your target list with Day 8 discoveries
o Mail out second wave of marketing materials



DAY 9 WORKSHEETS

MARKETING MESSAGE OPTIMIZATION

WEEK 1 MARKETING REVIEW:
Total pieces mailed:

Total responses received:

Response rate:
Best performing message element:

COMMON QUESTIONS
FROM SELLERS:
1.
2.
Sk

UPDATED MESSAGING STRATEGY

Based on feedback, | will adjust my
message to:

Target date for mailing:

Number of letters planned:

Number of postcards planned:

Budget allocated:
$

IMPROVING YOUR MARKETING
MESSAGE:

Based on responses from Week 1:

- Which headlines got the best
response?

- What questions did sellers ask
most?

- Which benefits resonated most?
- What objections came up
repeatedly?

UPDATED LETTER TEMPLATE:

Date: Contact method:
Seller name:

Property address:

Interest level: oHigh oMedium olLow
Reason for selling:

Timeline:

Next step:

FOLLOW-UP CAMPAIGN TRACKER
Total pieces mailed (all campaigns):
Total responses received:

Overall response rate: %
Cost per response: $

Quality of leads: oExcellent oGood oFair oPoor

- Which headlines got the best response?
- What questions did sellers ask most?
- Which benefits resonated most?

- What objections came up repeatedly?

RESPONSE TRACKING SYSTEM
AREAS FOR IMPROVEMENT:

How do you feel about expnding
your marketing efforts?

What adjustments are you making
based on early feedback?




DAY 9 WORKSHEETS
MARKETING MESSAGE OPTIMIZATION

WEEK 1 MARKETING REVIEW:

Total pieces mailed:
Total responses received:
Response rate:
Best performing message element:

COMMON QUESTIONS FROM SELLERS:
1
2.
3.

UPDATED MESSAGING STRATEGY:
Based on feedback, | will adjust my message to:

NEW BATCH PLANNING

BATCH #2 DETAILS:

Target date for mailing:
Number of letters planned:

Number of postcards planned:

Budget allocated: $

TARGET PROPERTY LIST:
Property Address | Owner Name | Property Type | Priority Level | Last Contact

UPDATED LETTER TEMPLATE

Dear

Opening (reference specific property):

Updated value proposition:

Local market reference:

Call to action:

Contact information:

FOLLOW-UP CAMPAIGN TRACKER



ORIGINAL CONTACTS NEEDING FOLLOW-UP:
Contact Name | Original Contact Date | Follow-up Method | Follow-up Date | Response

MARKETING BUDGET TRACKER

WEEK 1 COSTS:
Printing: $ Postage: $ Total: $

WEEK 2 PLANNED COSTS:
Printing: $ Postage: $ Total: $

TOTAL MARKETING INVESTMENT TO DATE: $
RESPONSE TRACKING SYSTEM

NEW RESPONSES THIS WEEK:
Response #1.:

Date: Contact method:
Seller name:
Property address:

Interest level: otHigh oMedium oLow
Reason for selling:
Timeline:
Next step:

Response #2:

Date: Contact method:

Seller name:
Property address:
Interest level: oHigh oMedium oLow
Reason for selling:

Timeline:

Next step:

MARKETING PERFORMANCE ANALYSIS

CUMULATIVE STATISTICS:

Total pieces mailed (all campaigns):
Total responses received:
Overall responserate: ___ %
Cost per response: $
Quiality of leads: oExcellent nGood oFair oPoor

BEST PERFORMING ELEMENTS:
Headlines:
Benefits mentioned:
Call to action:

AREAS FOR IMPROVEMENT:

DAILY REFLECTION:
How do you feel about expanding your marketing efforts?

What adjustments are you making based on early feedback?

TOMORROW'S PREPARATION:
O Prepare to start contacting sellers directly
o Practice phone scripts for seller conversations
o Plan property viewing appointment strategies
o Review negotiation basics



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY ‘I CONTACTING SELLERS
AND SCHEDULING VIEWINGS

TODAY’S GOAL:
Reach out to propery owners directly COMMON SELLER
and schedule times to view their MOTIVATIONS:

* Job relocation or transfer

._3 KEY LEARNING POINTS:

* Divorce or separation

v Effective phone conversation techniques » Financial hardship

v Building rapport with property owners  Inherited property burden

v Qualifying sellers and their motivation « Tired of being a landlord

v Professional scheduling practices « Property needs major re:
pairs

PHONE CALL PREPARATION:
“BEFORE YOU DIAL:

v/ Have property information ready

« Want to avoid realtor fees
 Need quick cash

v Know comparable sales in the area
v Prepare your questions

v Clear your schedule for
you transaction

QUALIFYING QUESTIONS TO ASK:  HANDLING OBJECTIONS:
MOTIVATION DISCOVERY: avant to thinlkc abolit it

v What's prompting you gz property? | understand completely. What
v What condition would you say it's in? specific information would help you
v Are there any repairs or issues | should make a decision?

know about?
v Are you currently living in the property?

PROPERTY DETALILS:
v Do you have a mortgage on the property?
v What do you think the property is worth?

” Partner? When would be a good
time to speak with both of you?”

“I'm not sure about the price.”
That’s exactly why I'd like to see
the property, Once | understand its

v Would you be open to owner financing? condition, | can make you a fair
v Are you looking for a quick sale or highest  offer.
price

m®»CHEDULING BEST PRACTICES:

i 15

 Offer multiple time options

» Confirm contact information

« Ask for directions if needed

e Discuss what to expect during visit
* Plan for 30-45 minute viewing

(% TODAY’5 ACTION ITEMS:

¥ Make calls to property owners
from your contact list

& Practice your phone scripts be natural
(v Schedule at least 2 property viewings




DAY 10
CONTACTING SELLERS AND SCHEDULING VIEWINGS

TODAY'S GOAL:
Reach out to property owners directly and schedule times to view their homes.

KEY LEARNING POINTS:

0 Effective phone conversation techniques
o Building rapport with property owners
0 Qualifying sellers and their motivation

o Professional scheduling practices

THE IMPORTANCE OF DIRECT CONTACT:
Phone conversations accomplish what letters cannot:
- Build immediate trust and rapport
- Qualify seller motivation and timeline
- Answer questions in real-time
- Schedule property viewings
- Begin the negotiation process

PHONE CALL PREPARATION:

BEFORE YOU DIAL:
- Have property information ready
- Know comparable sales in the area
- Prepare your questions
- Clear your schedule for conversation
- Have calendar available for scheduling

YOUR OPENING SCRIPT:
"Hi [Seller's Namel], this is [Your Name]. | sent you a letter about your property at [Address].
I'm a local real estate investor and I'm genuinely interested in your property. Do you have a
few minutes to chat about your situation?"

QUALIFYING QUESTIONS TO ASK:

MOTIVATION DISCOVERY:
- "What's prompting you to consider selling?"
- "What's your ideal timeline for moving?"
- "Have you thought about listing with a realtor?"
- "What's most important to you in this transaction?"



PROPERTY DETAILS:
- "How long have you owned the property?"
- "What condition would you say it's in?"
- "Are there any repairs or issues | should know about?"
- "Are you currently living in the property?"

FINANCIAL QUALIFYING:
- "Do you have a mortgage on the property?"
- "What do you think the property is worth?"
- "Would you be open to owner financing?"
- "Are you looking for a quick sale or highest price?"

COMMON SELLER MOTIVATIONS:
- Job relocation or transfer
- Divorce or separation
- Financial hardship
- Inherited property burden
- Tired of being a landlord
- Property needs major repairs
- Want to avoid realtor fees
- Need quick cash

HANDLING OBJECTIONS:

"l want to think about it"
Response: "l understand completely. What specific information would help you make a
decision?"

"l need to talk to my spouse"
Response: "Of course. When would be a good time to speak with both of you?"

"I'm not sure about the price"
Response: "That's exactly why I'd like to see the property. Once | understand its condition, |
can make you a fair offer."

SCHEDULING BEST PRACTICES:
- Offer multiple time options
- Confirm contact information
- Ask for directions if needed
- Discuss what to expect during visit
- Plan for 30-45 minute viewing

TODAY'S ACTION ITEMS:
o Make calls to property owners from your contact list
0 Practice your phone scripts until natural
o Schedule at least 2 property viewings
o Document all conversations and follow-up needs



DAY 10 WORKSHEETS

PHONE

CALL

PREPARATION
CHECKLIST

& Property.
address and
details readv

¥ Comparable
sales

APPOINTMENT #1:
Property Address:

Date: Time:

Property:
Seller Name:

Contact Number:

KEY INFORMATION GATHERED:

Property condition: Mortgage status:
Desired timeline:
Price expectations:

RESULT:

information
™ Qualifying
sellers
SELLER CONTACT LOG
Date: Time:
Property .
Seller Name:
Conversation length:
KEY INFORMATION
Property condition:
Desired timeline: Follow-up needed
Price expectations: OOther:_
Next steps:

OBJECTION HANDLING PRACTICE
Rate your phone conversations?

What conversations were most productive?

¥ Scheduled viewing 0 Already sold

VIEWING APPOINTMENTS SCHEDULED

APPOINTMENT #1:
Date:

Time:

Seller Name:
Contact Number:
Directions/Notes

4 Property checklist

TOMORROW'S PREPARATION

O Review property viewing checklist

™ Prepare questions for property owners

4 Measuring tape:

™M Camera

™ Calculator:

DAILY REFLECTION:

How comfortable did you feel making calls?

Which conversations were most productive?

TOMORROW'S PREPARATION:
™ Review property viewing checklist
M Prepare questions



DAY 10 WORKSHEETS
PHONE CALL PREPARATION CHECKLIST

BEFORE CALLING:
0 Property address and details ready
o Comparable sales information gathered
0 Questions written out
0 Calendar available for scheduling
0 Quiet environment for calls
o Pen and paper for notes

SELLER CONTACT LOG

CALL #1:
Date: Time: Property:
Seller Name:
Phone Number:
Conversation Length:

MOTIVATION DISCOVERED:
o Job relocation o Divorce/separation o Financial hardship
o Inherited property o Tired of landlord duties o Needs repairs
o Other:

KEY INFORMATION GATHERED:
Property condition:
Mortgage status:
Desired timeline:
Price expectations:

RESULT:
0 Scheduled viewing o Notinterested o Follow-up needed
0 Referred to someone else o Already sold

Next steps:




CALL #2:
Date: Time: Property:
Seller Name:
Phone Number:
Conversation Length:

MOTIVATION DISCOVERED:
o Job relocation o Divorce/separation o Financial hardship
o Inherited property o Tired of landlord duties o Needs repairs
o Other:

KEY INFORMATION GATHERED:
Property condition:
Mortgage status:
Desired timeline:
Price expectations:

RESULT:
o Scheduled viewing o Not interested o Follow-up needed
0 Referred to someone else o Already sold

Next steps:

VIEWING APPOINTMENTS SCHEDULED

APPOINTMENT #1:

Property Address:

Date: Time:
Seller Name:

Contact Number:

Directions/Notes:

What to bring:
0 Property checklist o Measuring tape o Camera
0 Calculator o Business cards o Contract templates



APPOINTMENT #2:

Property Address:

Date: Time:
Seller Name:

Contact Number:

Directions/Notes:

What to bring:
0 Property checklist o Measuring tape o Camera
o Calculator o Business cards o Contract templates

OBJECTION HANDLING PRACTICE

OBJECTION: "I want to think about it"
YOUR RESPONSE:

OBJECTION: "l need to talk to my spouse"
YOUR RESPONSE:

OBJECTION: "I'm not sure about the price"
YOUR RESPONSE:

OBJECTION: "l want to try listing it first"
YOUR RESPONSE:

CONVERSATION QUALITY TRACKER

Rate your phone conversations today:
Confidence level (1-10):
Rapport building (1-10):
Information gathering (1-10):

Professional presentation (1-10):

o Plan route if viewing multiple properties



What went well in your conversations?

What would you improve for next time?

FOLLOW-UP ACTIONS NEEDED

IMMEDIATE FOLLOW-UPS (within 24 hours):
0 Send promised information to interested sellers
o Confirm viewing appointments
0 Research properties for upcoming viewings
o Call back sellers who requested it

WEEKLY FOLLOW-UPS:

o Mail information to sellers who requested it
o Schedule second calls with interested parties
0 Add new prospects to marketing list
0 Update contact database

DAILY REFLECTION:
How comfortable did you feel making these calls?

Which conversations were most productive and why?

What questions will you add for future calls?

TOMORROW'S PREPARATION:
0 Review property viewing checklist
0 Prepare questions for property owners
0 Research neighborhoods for scheduled viewings



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 11 VIEWING PROPERTIES
AND TAKING NOTES

TODAY’S GOAL: Begin viewing properties and assessing them

based on your checklists while building /
relationships with sellers.

ARRIVALAND FIRST
IMPRESSIONS

[] Arrive exactly on time

[ Dress professionally but

approachably
[1 Bring business cards & meterials
[0 Turn off phone or put on stent
[0 Be respectful of the property
and owner

BUILDING RAPPORT WITH SELLERS

Show genuine interest intheirsituation
Ask about their history with property
Listen more than you talk

Find common ground a shared interests
Compliment positive aspects of home
Be respectful of their emotional
attachment

1 6 o o o

Paint condition interior /extenfior
Kitchen cabinet and countertop
Bathroom

Lighting fixture

Overall cleaniiness and care

NEIGHBORHOOD CONTEXT

A Comparable properties nearby
[ Traffic patterns and noise levels
[0 Proximity to amenities

O Property maintenance standards
[J Signs of appreciation or decline

K & K K &

PROPERTY VIEWING
BEST PRACTICES

O Make positive comments

[0 Ask permission before taking photos
O Use your checkst systematically

[0 Take notes discretely

BUILDING RAPPORT WITH SELLERS

O Show genulne interest in their situation

[0 Ask about their history with the property
O Listen more than you talk

O Find common ground or shared interests
[0 Compliment positive aspects of the home

RED FLAGS TO WATCH FOR

« Foundation cracks or settiing

« Water damage

= Electrical safety

» Plumbing problems

» HVAC system not functioning

= Roof leaks or structural damage

‘BUY?‘
—

‘R_ENT ?W

$af R
[0 Ask thoughtful questions

[J Explain your buying process
[ Build rapport

TODAY S ACTION ITEMS:

[J Conduct scheduled property viewings
[J Complete detailed evaluation forms
[0 Take photes and notes



DAY 11
VIEWING PROPERTIES AND TAKING NOTES

TODAY'S GOAL:
Begin viewing properties and assessing them based on your checklists while building
relationships with sellers.

KEY LEARNING POINTS:
0 Professional property viewing etiquette
0 Systematic property evaluation
0 Building rapport during viewings
o ldentifying deal potential quickly

PROPERTY VIEWING BEST PRACTICES:

ARRIVAL AND FIRST IMPRESSIONS:
- Arrive exactly on time
- Dress professionally but approachably
- Bring business cards and materials
- Turn off phone or put on silent
- Be respectful of the property and owner

VIEWING METHODOLOGY:
1. Start with exterior walk-around
2. Make positive comments about property
3. Ask permission before taking photos
4. Use your checklist systematically
5. Take notes discretely
6. Ask questions throughout

BUILDING RAPPORT WITH SELLERS:
- Show genuine interest in their situation
- Ask about their history with the property
- Listen more than you talk
- Find common ground or shared interests
- Compliment positive aspects of the home
- Be respectful of their emotional attachment



EVALUATION FOCUS AREAS:

MAJOR SYSTEMS (Highest Priority):
o HVAC system age and condition
0 Electrical panel and wiring
o Plumbing throughout house
0 Roof condition and age
0 Foundation integrity

STRUCTURAL ELEMENTS:

o Windows and doors operation
0 Flooring condition and type
o Wall and ceiling condition
O Insulation adequacy
0 Drainage around property

COSMETIC ASSESSMENT:
o Paint condition interior/exterior
o Kitchen cabinet and countertop condition
o Bathroom fixture updates needed
o Lighting fixture quality
o Overall cleanliness and care

NEIGHBORHOOD CONTEXT:

o Comparable properties nearby
o Traffic patterns and noise levels
0 Proximity to amenities
0 Property maintenance standards
0 Signs of appreciation or decline

RED FLAGS TO WATCH FOR:
- Foundation cracks or settling
- Water damage or stains
- Electrical safety issues
- Plumbing problems or low water pressure
- HVAC system not functioning



- Roof leaks or structural damage
- Environmental hazards
- Code violations or unpermitted work

QUESTIONS TO ASK DURING VIEWING:
- "How long have you owned the property?"
- "What updates have you made?"
- "Are there any issues | should know about?"
- "What do you love most about this house?"
- "What would you change if you were staying?"
- "Are you flexible on timing?"

MAKING A POSITIVE IMPRESSION:
- Show enthusiasm for good features
- Ask thoughtful questions
- Demonstrate your professionalism
- Explain your buying process
- Leave your contact information
- Thank them for their time

TODAY'S ACTION ITEMS:

0 Conduct scheduled property viewings
0 Complete detailed evaluation forms
0 Take photos and notes systematically
0 Build rapport with property owners



DAY 11 WORKSHEETS

PROPERTY VIEWING REPORT #1

PROPERTY ADDRESS:

DATE/TIME OF VIEWING:
SELLER NAME:
ASKING PRICE:

EXTERIOR EVALUATION:

Roof Condition: o Excellent o Good o Fair o Poor

Age: years Replacement needed:
Gutters/Downspouts: o Good o Needs repair o Replace

Siding: o Excellent o Good o Fair o Poor

Windows: o Updated o Original o Mixed condition
Foundation: o No issues o Minor cracks o Major concerns
Landscaping: o Well-maintained o Overgrown o Minimal

INTERIOR EVALUATION:
Flooring:
Condition: o Excellent o Good o Fair o Poor
Kitchen:
Condition: o Updated o Functional o Needs work
Bathrooms:
Condition: o Updated o Functional o Needs work
HVAC System:
Age: years Working:oYesoNo
Electrical:
Panel type:
Plumbing:
Water pressure: o Good o Adequate o Poor

REPAIR ESTIMATES:

High Priority Repairs:
1. Cost: $
Cost: $
3. Cost: $

N




Medium Priority Repairs:
1. Cost: $
2. Cost: $

Low Priority (Cosmetic):
1. Cost: $
2. Cost: $

TOTAL ESTIMATED REPAIRS: $

SELLER INFORMATION GATHERED:
Reason for selling:
Timeline for sale:
Mortgage balance:

Recent updates made:

Property challenges:

INVESTMENT ANALYSIS:
Asking Price: $
Estimated Repairs: $

Estimated ARV: $
Potential Profit: $

Your Interest Level: o High o Medium o Low
PROPERTY VIEWING REPORT #2

PROPERTY ADDRESS:

DATE/TIME OF VIEWING:

SELLER NAME:
ASKING PRICE:




EXTERIOR EVALUATION:
Roof Condition: o Excellent o Good o Fair o Poor
Age: years Replacement needed:
Gutters/Downspouts: o Good o Needs repair o Replace
Siding: o Excellent o Good o Fair o Poor

Windows: o Updated o Original o Mixed condition
Foundation: o No issues o Minor cracks o Major concerns
Landscaping: o Well-maintained o Overgrown o Minimal

INTERIOR EVALUATION:
Flooring:
Condition: o Excellent o Good o Fair o Poor
Kitchen:
Condition: o Updated o Functional o Needs work
Bathrooms:
Condition: o Updated o Functional o Needs work
HVAC System:
Age: years Working: o Yes o No
Electrical:
Panel type:
Plumbing:
Water pressure: o Good o Adequate o Poor

REPAIR ESTIMATES:
High Priority Repairs:

1. Cost: $
2. Cost: $
3. Cost: $

Medium Priority Repairs:
1. Cost: $
2. Cost: $

Low Priority (Cosmetic):
1. Cost: $
2. Cost: $




TOTAL ESTIMATED REPAIRS: $

SELLER INFORMATION GATHERED:
Reason for selling:
Timeline for sale:
Mortgage balance:

Recent updates made:
Property challenges:

INVESTMENT ANALYSIS:

Asking Price: $
Estimated Repairs: $
Estimated ARV: $
Potential Profit: $

Your Interest Level: o High o Medium o Low
VIEWING EXPERIENCE REFLECTION

RAPPORT BUILDING SUCCESS:
What went well in building relationships with sellers?

What could you improve in future viewings?

PROPERTY EVALUATION SKILLS:
How confident do you feel using your checklists?
0 Very confident o Somewhat confident o Need more
practice

What areas of evaluation do you want to strengthen?




NEXT STEPS PLANNING:
Properties requiring follow-up:

A

Information promised to sellers:

DAILY REFLECTION:
Which property showed the most potential and why?

What surprised you most during today's viewings?

TOMORROW'S PREPARATION:

0 Organize and review all property viewing notes
0 Research comparable sales for viewed properties
o Plan follow-up communications with sellers
0O Prepare property ranking system



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




pAY REVIEWING AND
12 ORGANIZING YOUR

VIEWINGS

TODAY'S GOAL:

Organize all the Information you've gathered from property
viewings so far and create a focused action plan.

B KEY LEARNING POINTS:

After viewing multiple properties, it's easy to let emotions cloud judgment.

Systematic review helps you:
- Compare properties objectively

- Identify the best investment opportunities

- Avoid costly emotional decisions

- Focus your time on highest-potential deals

- Seller motivation level

- Property location desirability
- Neighborhood trajectory

- Your personal comfort level

For each property, research:
- Recent comparable sales

- Current market listings

- Price per square foot trends
- Days on market averages

- Seasonal market factors

IDENTIFYING MOTIVATED SELLERS:
High motivation indicators:

- Urgent timeline (job transfer, divorce)
- Financial distress

- Inherited property burden

- Tired of landlord responsibilities

- Property in poor condition

- Multiple failed listing attempts

MARKET VALUE ASSESSMENT

For each property, research:
- Recent comparable sales
- Current market listings
- Price per square foot trends
- Days on market averages
- Seasonal market factors

FOLLOW-UP STRATEGY
PLANNING

FOLLOW-UP STRATEGY PLANNING:
Immediate follow-up (24-48 hours):
- Send thank you notes
- Provide promised information
- Answer any questions that arose

Short-term follow-up (1 week):
- Market analysis for their property
- Initial offer presentation
- Financing options discussion

Long-term follow-up (monthly):
- Market update reports
- Check-in calls
- Relationship maintenance



DAY 12
REVIEWING AND ORGANIZING YOUR VIEWINGS

TODAY'S GOAL:
Organize all the information you've gathered from property
viewings so far and create a focused action plan.

KEY LEARNING POINTS:
O Systematic property comparison methods
0 Creating weighted decision matrices
o ldentifying your best opportunities
0 Planning strategic follow-up

THE POWER OF ORGANIZED EVALUATION:
After viewing multiple properties, it's easy to let emotions cloud
judgment. Systematic review helps you:
- Compare properties objectively
- Identify the best investment opportunities
- Avoid costly emotional decisions
- Focus your time on highest-potential deals

PROPERTY COMPARISON METHODOLOGY:

QUANTITATIVE ANALYSIS:
- Purchase price vs. market value
- Repair costs vs. potential appreciation
- Cash flow potential for rentals
- Return on investment calculations
- Risk vs. reward ratios



QUALITATIVE FACTORS:

- Seller motivation level
- Property location desirability

- Neighborhood trajectory
- Your personal comfort level
- Financing flexibility available
WEIGHTED DECISION MATRIX:
Assign points (1-10) for each factor:

- Purchase price (Weight: 25%)

- Property condition (Weight: 20%)
- Location quality (Weight: 20%)
- Seller motivation (Weight: 15%)

- Financing options (Weight: 10%)
- Personal preference (Weight: 10%)
MARKET VALUE ASSESSMENT:
For each property, research:
- Recent comparable sales
- Current market listings
- Price per square foot trends
- Days on market averages
- Seasonal market factors
DEAL ANALYSIS FORMULAS:

70% RULE (for fix and flip):
Maximum offer = (ARV x 0.70) - Repair costs
1% RULE (for rentals):

Monthly rent should equal 1% of purchase price
2% RULE (for cash flow):

Monthly rent should equal 2% of purchase price
CAP RATE (for investment properties):
Net Operating Income + Property Value



IDENTIFYING MOTIVATED SELLERS:
High motivation indicators:
- Urgent timeline (job transfer, divorce)
- Financial distress
- Inherited property burden
- Tired of landlord responsibilities
- Property in poor condition
- Multiple failed listing attempts
FOLLOW-UP STRATEGY PLANNING:
Immediate follow-up (24-48 hours):
- Send thank you notes
- Provide promised information
- Answer any questions that arose
Short-term follow-up (1 week):
- Market analysis for their property
- Initial offer presentation
- Financing options discussion
Long-term follow-up (monthly):
- Market update reports
- Check-in calls
- Relationship maintenance
TODAY'S ACTION ITEMS:

0 Complete detailed comparison of all viewed properties
0 Calculate potential ROl for each opportunity
0 Rank properties by investment potential
0 Plan specific follow-up actions for each seller



PROPERTY RANKING

DAY 12 WORKSHEETS

RANK #1 (Best Opportunity):

Property Address:

Total Score:

Key Advantages:

N

Potential Challenges:

RANK #2:
Property Address:

Total Score:

Key Advantages:

Potential Challenges:

RANK #3:
Property Address:

Total Score:

Key Advantages:

Potential Challenges:

DECISION TIMELINE

Target date for making first offer:
Property of primary focus:

Backup options if first choice doesn't work:

1.

2.




DAY 12 WORKSHEETS
PROPERTY COMPARISON MATRIX
PROPERTY EVALUATION SCORING (Rate 1-10, 10 being best):

Property A Property B Property C
Address:
Purchase Price:
Property Condition:
Location Quality:
Seller Motivation:
Financing Options:
Personal Appeal:

WEIGHTED SCORES.:
Property A Property B Property C
Price (x0.25):
Condition (x0.20):
Location (x0.20):
Motivation (x0.15):
Financing (x0.10):
Appeal (x0.10):

TOTAL SCORES:

FINANCIAL ANALYSIS WORKSHEET

PROPERTY A:
Asking Price: $
Estimated Repairs: $
Total Investment: $
Estimated ARV: $
70% Rule Max Offer: $
Potential Profit: $
ROl Percentage:




PROPERTY B:
Asking Price: $
Estimated Repairs: $
Total Investment: $
Estimated ARV: $
70% Rule Max Offer: $
Potential Profit: $
ROl Percentage:

PROPERTY C:
Asking Price: $
Estimated Repairs: $
Total Investment: $
Estimated ARV: $
70% Rule Max Offer: $
Potential Profit: $
ROI Percentage:

SELLER MOTIVATION ANALYSIS

HIGH MOTIVATION SELLERS:
Property:
Seller:
Motivation:

Timeline:
Opportunity level: o Excellent o Good o Fair

Property:
Seller:
Motivation:
Timeline:
Opportunity level: o Excellent o Good o Fair




MEDIUM MOTIVATION SELLERS:
Property:
Seller:
Motivation:
Timeline:
Opportunity level: o Excellent o Good o Fair

PROPERTY RANKING

RANK #1 (Best Opportunity):
Property Address:

Total Score:
Key Advantages:

N

Potential Challenges:

1.
2.
RANK #2:
Property Address:
Total Score:
Key Advantages:
1.
2.
Potential Challenges:
1.
2.
RANK #3:
Property Address:
Total Score:

Key Advantages:



Potential Challenges:

FOLLOW-UP ACTION PLAN

IMMEDIATE ACTIONS (Next 24-48 Hours):
o Send thank you note to:
0 Provide market analysis to:

o Answer questions for:
o Schedule second viewing with:

THIS WEEK'S ACTIONS:
o Prepare offer for:
0 Get contractor estimates for:

0 Research financing options for:

o Follow up with:

ONGOING RELATIONSHIP BUILDING:
Monthly check-ins planned with:
1.
2.
&)

DECISION TIMELINE

Target date for making first offer:

Property of primary focus:

Backup options if first choice doesn't work:
1.
2.




DAILY REFLECTION:
Which property analysis surprised you the most?

How has your confidence in evaluating properties changed?

What additional information do you need before making offers?

TOMORROW'S PREPARATION:

0 Prepare for additional marketing outreach
o Plan follow-up communications with sellers
0 Research offer preparation strategies
0 Review financing options available to you



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 13
FOLLOWING UP AND
SENDING MORE
MARKETING

(©) TODAY'S GOAL:

Follow up with theowners you haven't
heard back from and continue
expanding your marketing efforts.

THE FORTUNE IS IN THE
FOLLEW-UP

Statistics show that most
sales happen after multiple
contacts:

- 2% of sales are made on the 1st contact
- 3% of sales are made on the 2nd contact
- 5% of sales are made on the 3rd contact
-10% of sales are made on the 4th contact
- 80% of sales are made on the 5th-12th contact
Yet most people give up after 1-2 attempts!

FOLLOW-UP BEST PRACTICES:

TIMING STRATEGY:
- First follow-up: 1 week after initial
contact
- Second follow-up: 2 weeks after
first follow-up
- Third follow-up: 1 month after
second follow-up

EXPANDING YOUR
MARKETING REACH

NEW TARGET SOURCES:
- Expired real estate listings
- Properties with code violations
- Estate sale advertisements
- Divorce court filings
- Foreclosure notices
- Tax delinquent properties

KEY LEARNING POINTS:
SEASONAL MESSAGING:

Adjust your message for:
- Spring: "Spring cleaning? Time to
sell?"
- Summer: "Before school starts..."

- Fall: "Year-end tax considerations"

- Winter: "New year, new home?"

CONTACT METHOD:

Initial: Yellow letter
Follow-up 1: Postcard
Follow-up 2: Phone call
Follow-up 3: Different postcard design
Follow-up 4: Personal visit (high-value

prospects)

- Your professionalism
- Your local market expertise
- Your ability to solve their problems
- Your reliability and trustworthiness
- Your unique value proposition

# TODAY'S ACTION ITEMS:
] Contact all previous prospects

whe haven’t responded

Prepare and send new marketing
batch to fresh prospects

Update your tracking systems
with new responses

[ Plan next week's follow—up activities



DAY 13
FOLLOWING UP AND SENDING MORE MARKETING

TODAY'S GOAL:
Follow up with owners you haven't heard back from and continue
expanding your marketing efforts.

KEY LEARNING POINTS:
o Creating systematic follow-up systems
o Building brand recognition through consistent contact
0 Expanding your prospect pipeline
0 Measuring marketing effectiveness

THE FORTUNE IS IN THE FOLLOW-UP:
Statistics show that most sales happen after multiple contacts:
- 2% of sales are made on the 1st contact
- 3% of sales are made on the 2nd contact
- 5% of sales are made on the 3rd contact
- 10% of sales are made on the 4th contact
- 80% of sales are made on the 5th-12th contact

Yet most people give up after 1-2 attempts!
FOLLOW-UP BEST PRACTICES:

TIMING STRATEGY:
- First follow-up: 1 week after initial contact
- Second follow-up: 2 weeks after first follow-up
- Third follow-up: 1 month after second follow-up
- Ongoing: Quarterly check-ins for relationship maintenance

CONTACT METHOD VARIATION:
- Initial: Yellow letter
- Follow-up 1: Postcard



- Follow-up 2: Phone call
- Follow-up 3: Different postcard design
- Follow-up 4: Personal visit (high-value prospects)

MESSAGING EVOLUTION:
Each contact should build on the previous:
- Contact 1: Introduction and interest
- Contact 2: Market knowledge demonstration
- Contact 3: Success stories and testimonials
- Contact 4: Urgency or market updates
- Contact 5: Personal relationship building

BRAND BUILDING THROUGH CONSISTENCY:
Every contact should reinforce:
- Your professionalism
- Your local market expertise
- Your ability to solve their problems
- Your reliability and trustworthiness
- Your unique value proposition

EXPANDING YOUR MARKETING REACH:

NEW TARGET SOURCES:
- Expired real estate listings
- Properties with code violations
- Estate sale advertisements
- Divorce court filings
- Foreclosure notices
- Tax delinquent properties

GEOGRAPHIC EXPANSION:
- Adjacent neighborhoods to your current targets
- Up-and-coming areas with development
- Established neighborhoods with older homes
- Areas with good rental demand
- Communities with strong appreciation potential



MEASURING MARKETING ROI:
Track these key metrics:
- Cost per contact made
- Response rate by contact method
- Quality of responses generated
- Conversion rate to appointments
- Cost per deal closed

ADVANCED MARKETING TECHNIQUES:

MARKET UPDATE MAILERS:
Send quarterly market reports showing:
- Recent sales in their neighborhood
- Market trends and predictions
- Interest rate impacts
- Best time to sell analysis

PERSONAL STORY SHARING:
Include success stories like:
- How you helped other sellers
- Community involvement activities
- Local market knowledge examples
- Personal connection to the area

SEASONAL MESSAGING:
Adjust your message for:
- Spring: "Spring cleaning? Time to sell?"
- Summer: "Before school starts..."
- Fall: "Year-end tax considerations"
- Winter: "New year, new home?"

TODAY'S ACTION ITEMS:

0 Contact all previous prospects who haven't responded
0 Prepare and send new marketing batch to fresh prospects
0 Update your tracking systems with new responses
0 Plan next week's follow-up activities



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




[

REFLECTING AND PLANNING
FOR NEXT WEEK

TODAY’S GOAL: Review your progress from Week 2 and
set clear, actionable goals for Week 3 (Analysis & Offers).

Gj KEY LEARNING POINTS:

0 Honest assessment of progress and

COMMON WEEK 2

challenges
o Identifying successful strategies to continue Many people experience:
o Planning strategic improvements for Week 3 - Initial nervousness about contacting
o Setting realistic but ambitious goals owners
- Information overload from multiple
properties
V4 '\2\ WEEK 2 ACCOMPLISHMENT - Difficulty comparing properties
H '/l objectively
REVIEW: - Balancing optimism with realistic
This week you've: assessment
- Expanded your property search to new - Managing time across multiple activities
neighborhoods
- Increased your marketing outreach significantly
- Made direct contact with property owners -
- Viewed and evaluated actual properties g"—ﬁﬁ. TROUBLESHOOTI NG
- Built relationships with potential sellers 1_»‘ COM MON ISSU ES
- Organized and analyzed your opportunities KEY MINDSET SHIFTS FOR WEEK 3:
- From exploration to decision-making
COMMON WEEK 2 - From gathering information to taking action
CHALLENGES: - From building relgtionships Fo making offers
. - From learning to implementing
Many people experience: _ - From potential to commitment
- Initial nervousness about contacting
owners
- Information overload from multiple E WEEK 3 PREPARATION
properies CHECKLIST:
- Difficulty comparing properties objectively :
- Balancing optimism with realistic o Financial documents Organized
assessment . .
- Managing time across multiple activities O Property evaluation summaries
complete
PREPARING FOR WEEK 3: 0O Top prospects identified and

Week 3 focus areas:

- Financial analysis and budgeting o seller reletenslip Stee

- Understanding lease-to-own strategies documgnted
- Offer preparation and presentation o Questions and concerns noted
- Negotiation skills development for resolution

- Decision-making and commitment



DAY 14
REFLECTING AND PLANNING FOR NEXT WEEK

TODAY'S GOAL:
Review your progress from Week 2 and set clear, actionable goals for Week 3
(Analysis & Offers).

KEY LEARNING POINTS:

0 Honest assessment of progress and challenges
o Identifying successful strategies to continue
0 Planning strategic improvements for Week 3

O Setting realistic but ambitious goals

WEEK 2 ACCOMPLISHMENTS REVIEW:
This week you've:
- Expanded your property search to new neighborhoods
- Increased your marketing outreach significantly

- Made direct contact with property owners

- Viewed and evaluated actual properties

- Built relationships with potential sellers
- Organized and analyzed your opportunities

COMMON WEEK 2 CHALLENGES:
Many people experience:

- Initial nervousness about contacting owners
- Information overload from multiple properties
- Difficulty comparing properties objectively
- Balancing optimism with realistic assessment
- Managing time across multiple activities

WEEK 2 SUCCESS INDICATORS:
You're on track if you have:
0 Contacted at least 10 property owners
0 Viewed 2-4 properties in person
0 Built rapport with several sellers
o ldentified 1-3 properties of serious interest

0 Organized your prospect tracking system
0 Maintained consistent marketing efforts



PREPARING FOR WEEK 3: ANALYSIS & OFFERS
Week 3 focus areas:
- Financial analysis and budgeting
- Understanding lease-to-own strategies
- Offer preparation and presentation
- Negotiation skills development
- Decision-making and commitment

KEY MINDSET SHIFTS FOR WEEK 3:
- From exploration to decision-making
- From gathering information to taking action
- From building relationships to making offers
- From learning to implementing
- From potential to commitment

SELF-CARE AND MOMENTUM:
Real estate investing can be emotionally demanding:
- Celebrate your progress so far
- Acknowledge the learning curve
- Don't rush major decisions
- Maintain work-life balance
- Stay focused on your ultimate goal

GOAL SETTING FOR WEEK 3:
Effective goals are:
- Specific and measurable
- Achievable but challenging
- Relevant to your overall objective
- Time-bound with clear deadlines

TROUBLESHOOTING COMMON ISSUES:

IF YOU'RE BEHIND SCHEDULE:

- Focus on highest-impact activities
- Increase daily time commitment
- Simplify your approach
- Ask for help or guidance
- Adjust timeline realistically



IF YOU'RE OVERWHELMED:
- Break tasks into smaller steps
- Prioritize most important activities
- Take breaks when needed
- Review and simplify your systems
- Focus on quality over quantity

IF YOU'RE LOSING MOTIVATION:
- Revisit your "why" for homeownership
- Celebrate small wins daily
- Connect with supportive people
- Visualize your success
- Remember that persistence pays off

WEEK 3 PREPARATION CHECKLIST:
o Financial documents organized
O Property evaluation summaries complete
o0 Top prospects identified and prioritized
o Seller relationship status documented
0 Questions and concerns noted for resolution

TODAY'S ACTION ITEMS:
o Complete comprehensive Week 2 review
o ldentify top 3 properties for Week 3 focus
0 Set specific, measurable goals for Week 3
o Plan your schedule and priorities for next week



DAY 14 WORKSHEETS
WEEK 2 COMPREHENSIVE REVIEW

MARKETING ACTIVITIES COMPLETED:

Total marketing pieces sent:
Response rate achieved: %

Quality of responses: o Excellent o Good o Fair o Poor

Most effective marketing method:

PROPERTY VIEWING ACTIVITIES:

Number of properties viewed:
Number of sellers met in person:
Properties added to "interested" list:
Best potential opportunity identified:

RELATIONSHIP BUILDING SUCCESS:

Number of positive seller interactions:

Sellers requesting follow-up information:

Sellers expressing serious interest:
Rapport-building skills improvement: o Significant o Moderate o Some

WEEK 2 CHALLENGES ENCOUNTERED:
Biggest challenge faced:

How you handled it:

What you learned from it:

Skills that need improvement:

o Calendar cleared for focused Week 3 activities
0 Mindset prepared for decision-making and action



WEEK 2 ACCOMPLISHMENTS TO CELEBRATE:
Personal breakthrough moment:

Skill you're most proud of developing:

Relationship you're most excited about:

Progress that exceeded your expectations:

TOP 3 PROPERTIES FOR WEEK 3 FOCUS

PROPERTY #1 (Highest Priority):
Address:
Seller Name:

Why this is your top choice:

Current status with seller:

Next planned action:

PROPERTY #2:
Address:
Seller Name:

Why this interests you:

Current status with seller:

Next planned action:

PROPERTY #3:
Address:
Seller Name:
Why this interests you:

Current status with seller:




Next planned action:

WEEK 3 GOAL SETTING

FINANCIAL PREPARATION GOALS:
o Complete detailed budget analysis
0 Research financing options available to me
o Understand lease-to-own strategies
o Calculate maximum offer amounts for top properties
0 Organize all financial documentation

OFFER PREPARATION GOALS:
o Learn offer presentation best practices
o Prepare offer templates and forms
0 Practice negotiation scenarios
0 Understand seller financing options
o Develop backup strategies for each property

RELATIONSHIP ADVANCEMENT GOALS:
o Advance conversations with top 3 sellers
0 Provide promised market analysis to interested sellers
0 Schedule second viewings if needed
0 Build trust through consistent follow-up
o Position myself as the preferred buyer

DECISION-MAKING GOALS:
0 Select primary target property for first offer
0 Set offer deadline for myself
0 Prepare for various seller responses
0 Have backup options ready
o Commit to taking action this week

SPECIFIC WEEKLY TARGETS:
By end of Week 3, | will have:

i




Daily time commitment for Week 3: hours per day

POTENTIAL OBSTACLES AND SOLUTIONS:
Obstacle | might face:
Planned solution:

Obstacle | might face:
Planned solution:

SUPPORT SYSTEM ACTIVATION:
People | can call for advice:
Resources I'll use for guidance:
Professional help | might need:

MOTIVATION AND MOMENTUM:
What excites you most about Week 37?

What are you most nervous about?

How will you maintain motivation this week?

One thing you're committed to doing differently in Week 3:

DAILY REFLECTION:
What's the most important lesson you learned in Week 27

How has your confidence changed since Day 8?

What are you most looking forward to in Week 3?




KEYS IN 30 DAYS
THE FINAL PUSH!

From Analysis to Keys in Hand - Your Final 15 Days to

Homeownership:
* YOU'RE HALFWAY THERE! *
NOW LET'S CLOSE THE DEAL!

PROGRESS TRACKER
DAYS COMPLETED:
DAYS AHEAD: [ 1]

WEEK 4: CLOSING THE DEAL

Day 15 L1 OOOO OO

Day 20 LICICICIOICICICIEIEIE]

Day 21 [I[ICICIOICICIEEI L] WELCOME TO YOUR

D 225 5 1 o o FINAL STRETCH!!

Day 23 LJLILJLILILILLILIEILT  You're halfway through your

incredible journey to homeown-

WEEK 3: ANALYZING ership! These next 15 days are
& MAKING OFFERS where everything comes toget-

Days 15-21- Crunch Time — her. You'll analyze deals, make

I T R U offers, negotiate like a pro, and
This week is oll about furning finally hold those keys in your

your research into real action, hands.
TR Rl Remember: Every homeowner

R E (rsaseul  started exactly where you are
actually make offers on proper- right now. The difference?
ties. By end of this week, you They took action, just like
could have a signed agreement! you're doing!

KEEY PROCESSS TO YOUR FINAL STRETCH




KEYS IN 30 DAYS - THE FINAL PUSH!
From Analysis to Keys in Hand - Your Final 15 Days to
Homeownership

You're Halfway There! Now Let's Close the Deall!

PROGRESS TRACKER
DAYS COMPLETED: (Days 1-14)

DAYS AHEAD: oooooooooooooooo (Days 15-30)

WEEK 3: ANALYZING & MAKING OFFERS
0 Day 150 Day 16 o Day 17 o Day 18 o Day 19 o Day 20 o Day 21

WEEK 4: CLOSING THE DEAL
0 Day 22 o Day 23 o Day 24 o Day 25 o Day 26 o Day 27 O
Day 28 o Day 29 o Day 30

WELCOME TO YOUR FINAL STRETCH!

You're halfway through your incredible journey to
homeownership! These next 15 days are where everything
comes together. You'll analyze deals, make offers, negotiate
like a pro, and finally hold those keys in your hands.
Remember: Every homeowner started exactly where you are
right now. The difference? They took action, just like you're
doing!

WEEK 3: ANALYZING & MAKING OFFERS
Days 15-21: Crunch Time - From Numbers to Negotiations
This week is all about turning your research into real action.
You'll clarify your finances, learn creative financing
strategies, and actually make offers on properties. By the
end of this week, you could have a signed agreement!



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 15: REVIEWING YOUR
FINANCIAL PARAMETERS

Progress: INGININNGNGNGGEGEGEGEEEER . 50%to Homeownership!
TODAY’S GOAL: 4 )

Get crystal clear on your budget Shiz ol
before making any offers FINANCE SNAPSOT

Why This Matters: Write a one-paragraph
You can't hit a target you can't see. LA O el T
Today, you're drawing clear financial anelzl Bornelries:
boundaries so you negotiate with
confidence, not confusion. Finance Snapshat:

QUICK LESSON STEPS

Step1:
Pull out your Pre-Qualifying Packet from Day 2.

Look at your: o I've written my

|nc9me Finance Snapshot and
Savings feel confident about my
Monthly expenses numbers.
Now determine: \_ J

Maximum purchase price: $
Comfortable monthly payment: $
Available upfront cash: $

Step 2:

Consider Owner Financing Terms
Imagine the seller finances the deal for 6-12
months while you prepare for a traditional
mortgage. What would work for you?

Imagine the seller finances
the deal for 18-24 months
while you prepare for a
traditional mortgage.
What would work for you?
My ideal owner financing

terms:
GREATE YOUR FINANCE Monthly payment: $
© SNAPSHOT Length of financing: (mo.)
Write a one-parag raph summary months
of your financial Balloon payment amount:
Does knowing your limits make you $

feel more secure in negotiating?



DAY 15: REVIEWING YOUR FINANCIAL PARAMETERS
Progress: INGcNcNINEGEGEGEGEEEEEE . 50% to Homeownership!
TODAY'S GOAL:
Get crystal clear on your budget before making any offers
Why This Matters: You can't hit a target you can't see. Today, you're drawing clear financial
boundaries so you negotiate with confidence, not confusion.
LJ QUICK LESSON: Know Your Numbers
Before making any offer, you need to know:
Maximum price you can afford
Comfortable monthly payment
Available cash for upfront costs
What owner financing terms work for you
Think of this as your financial GPS - it keeps you on track and prevents expensive wrong turns.
TODAY'S ACTION STEPS:
Step 1: Review Your Pre-Qualifying Packet
Pull out your Pre-Qualifying Packet from Day 2. Look at your:
Income
Savings
Monthly expenses
Now determine:
Maximum purchase price: $
Comfortable monthly payment: $
Available upfront cash: $
Step 2: Consider Owner Financing Terms
Imagine the seller finances the deal for 6-12 months while you prepare for a traditional
mortgage. What would work for you?
My ideal owner financing terms:
Monthly payment: $
Length of financing: months
Balloon payment amount: $
CREATE YOUR FINANCE SNAPSHOT
Write a one-paragraph summary of your financial boundaries:
Finance Snapshot:
Task Complete: o I've written my Finance Snapshot and feel confident about my numbers.
DAILY REFLECTION:
How confident do you feel about the numbers you came up with? Does knowing your limits
make you feel more secure in negotiating?




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




Progress:

DAY 16:

UNDERSTANDING
LEASE-TO-OWN

TODAY’S GOAL

Master the (Triple-Net)
lease-to-own arrangements to
fit your situation.

QUICK LESSON:
Dating Before Marriage

A lease-to-own deal means you:
Dating Before Marriage
A lease-to-own deal means you:
Lease (rent) the property now
Option to buy it later at an agreed time/price
Often pay slightly higher rent (some goes toward
purchase)
May handle maintenance like an owner during the
lease
From the seller's perspective: They get someone
covering expenses and possibly a buyer later.
Triple-Net Lease: You cover maintenance, taxes, and
insurance during the lease period (acting like the
owner).

Lease (rent) the property now

Option to buy it later at an agreed time/price

Often pay slightly higher rent (some goes toward
purchase)
May handle maintenance like an owner during the
lease

From the seller's perspective: They get someone

covering expenses and possibly a buyer later.

Triple-Net Lease: You cover maintenance, taxes, and
insurance during the lease period (acting like the
owner).

yF = R

\\\\53% to Homeownership!

TODAY'S ACTION STEPS:

Step 1: Learn the Basics
Review this lease-to-own checklist:
Benefits for You:

o Move in with lower upfront cost
o Time to improve credit
o Test the home before buying
o Build equity through rent credits
Potential Risks:
o Might lose extra rent if you don't
buy
0 Responsible for maintenance costs
o Need financing ready at lease end

Step 2: Consider the Owner's
Perspective

Why would a seller agree to lease-to-
own?
o Steady income without landlord
duties
0 Someone to maintain the property
o Potential future sale without realtor
fees

«/ TASK COMPLETE:

(O | understand lease-to-own and
have noted my questions.

> YOUR QUESTIONS ABOUT LE%&-TO-OWN

Write down any concerns or questions:

O DAILY REFLECTION: Summarize in one sentence how a lease-to-own
& arrangement could benefit you in this 30-day journey.



DAY 16: UNDERSTANDING LEASE-TO-OWN
Progress: INIEGIGININNNGNEEEEEE )\ 53% to Homeownership!
TODAY'S GOAL:

Master (Triple-Net) lease-to-own arrangements and see if they fit your situation
Why This Matters: Lease-to-own can be your secret weapon - a way to move in NOW while
preparing to buy later. It's like test-driving homeownership!

(J QUICK LESSON: Dating Before Marriage
A lease-to-own deal means you:

Lease (rent) the property now
Option to buy it later at an agreed time/price
Often pay slightly higher rent (some goes toward purchase)

May handle maintenance like an owner during the lease
From the seller's perspective: They get someone covering expenses and possibly a buyer
later.

Triple-Net Lease: You cover maintenance, taxes, and insurance during the lease period
(acting like the owner).

TODAY'S ACTION STEPS:

Step 1: Learn the Basics
Review this lease-to-own checklist:

Benefits for You:

0 Move in with lower upfront cost
o Time to improve credit
0 Test the home before buying
0 Build equity through rent credits
Potential Risks:

0 Might lose extra rent if you don't buy
0 Responsible for maintenance costs
0 Need financing ready at lease end
Step 2: Consider the Owner's Perspective
Why would a seller agree to lease-to-own?

0 Steady income without landlord duties
0 Someone to maintain the property
0 Potential future sale without realtor fees
YOUR QUESTIONS ABOUT LEASE-TO-OWN
Write down any concerns or questions:

Task Complete: ol understand lease-to-own and have noted my questions.
DAILY REFLECTION:

Summarize in one sentence how a lease-to-own arrangement could benefit you in this 30-
day journey.



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 17: DECIDING YOUR IDEAL TERMS

Progress: IR\ 57% to Homeownership!

TODAY'S GOAL:
Define your perfect

lease and purchase

terms for negotiations
£ QUICK LESSON: : -

Your Offer Wish List

You're creating your TODAY’S ACT'ON STEPS:
negotiationroadmap: @) cyan 1: Define Your Lease Terms

How long to lease before

buying? Ideal Lease Length: o 6 months o 12 months 018
What monthly payment months o 24 months

during lease? Maximum Monthly Lease Payment: $
What purchase price at the Who Pays During Lease:

Who bavs ?grdv?/hat durin Property taxes: o Me o Seller o Split
2 }';h & Insurance: o Me o Seller o Split
e lease? . ; .
Major repairs: o Me o Seller o Split
Minor maintenance: o Me o Seller o Split
) Step 2: Set Purchase Expectations
- Purchase Timeline: | want months before buying.
g Expected Purchase Price: o Market value at time of
N ow yOU Wi l'l' purchase o Pre-agreed price of $ o Current market
feel more value mirTus rent credits
My Expected Finances at Purchase:
prepared to Available down payment: $__
. Expected monthly payment ability: $
AISCUSS TErmS 5 11y IbeAL OFFER OUTLINE
with an owner,
Property:
today_! Lease Terms:
. Length: months at $ per month
What termis Rent credit toward purchase: $ per month
most im portant Responsibilities:
5 Purchase Terms:
to yOU . Purchase price:
Timeline:
@ DAILY Task C Filnandnlgr:\ ideal off Li i
REFLECTION: ask Complete: o | have my ideal offer outline written

and ready to use.



DAY 17: DECIDING YOUR IDEAL TERMS
Progress: IINIGNINNENGEGEGEGEGEEE . 57% to Homeownership!
TODAY'S GOAL:
Define your perfect lease and purchase terms for negotiations
Why This Matters: Going into negotiations without knowing what you want is like going to a restaurant
without knowing what you're hungry for - you'll end up with something that doesn't satisfy you.
QUICK LESSON: Your Offer Wish List
You're creating your negotiation roadmap:
How long to lease before buying?
What monthly payment during lease?
What purchase price at the end?
Who pays for what during the lease?
TODAY'S ACTION STEPS:
Step 1: Define Your Lease Terms
Ideal Lease Length: o 6 months 012 months o 18 months o 24 months
Maximum Monthly Lease Payment: $
Who Pays During Lease:
Property taxes: o Me o Seller o Split
Insurance: o Me o Seller o Split
Major repairs: o Me o Seller o Split
Minor maintenance: o Me o Seller o Split
Step 2: Set Purchase Expectations
Purchase Timeline: | want months before buying.
Expected Purchase Price: o Market value at time of purchase o Pre-agreed price of $ i
Current market value minus rent credits
My Expected Finances at Purchase:
Available down payment: $
Expected monthly payment ability: $
MY IDEAL OFFER OUTLINE

Property:
Lease Terms:
Length: months at $ per month
Rent credit toward purchase: $ per month

Responsibilities:
Purchase Terms:
Purchase price:

Timeline:
Financing:

Task Complete: o | have my ideal offer outline written and ready to use.
DAILY REFLECTION:

Do you feel more prepared to discuss terms with an owner now? What term is most important to you?




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 18: EVALUATING &

SELECTING TOP OPTIONS

Progress: IHNNEENNNEEEN 60%
to Homeownership! =

TODAY'S GOAL: Review all properties with fresh eyes
and pick your top contenders

WHY THIS MATTERS: You're the judge of your own home- buying
competition. Time to decide which houses make it to the finals based
on your new financial clarity.

(® QUICK LESSON: Playing Judge
With your financial parameters clear, some

properties might now seem:
Too expensive or need too much work -» Drop from list
Perfect fit for your budget and terms > Move to top
Good backup options » Keep as Plan B

@ TODAY’S ACTION STEPS: Rank Your Top 3
Step 1: Review Each Property
Property #1: Property #1 (Primary Target):
Meets my must-haves? o Yes o No Why it's #1:
o Mostly
Fits my budget? o YesoNo o Property #2 (Strong Backup):
With adjustments
Owner seems flexible? o Yes o No Why it's #2:
o Unsure
MO CEBEAREE Property #3 (Third Option):

Bi tad t :
iggest advantages Why it's #3:

Repeat for Property # 2 and #3.

O I've identified my #1 property and committed to focusing
my energy there.




DAY 18: EVALUATING & SELECTING TOP OPTIONS
Progress: IINGcNININIIIIIBIBERN . 60% to Homeownership!
TODAY'S GOAL:
Review all properties with fresh eyes and pick your top contenders
Why This Matters: You're the judge of your own home-buying competition. Time to decide
which houses make it to the finals based on your new financial clarity.
QUICK LESSON: Playing Judge
With your financial parameters clear, some properties might now seem:
Too expensive or need too much work -» Drop from list
Perfect fit for your budget and terms » Move to top
Good backup options » Keep as Plan B
TODAY'S ACTION STEPS:
Step 1: Review Each Property

Property #1:

Meets my must-haves? o Yes o No o Mostly
Fits my budget? o Yes o No o With adjustments

Owner seems flexible? o Yes o No o Unsure
Major concerns:
Biggest advantages:
Property #2:

Meets my must-haves? o Yes o No o Mostly
Fits my budget? o Yes o No o With adjustments

Owner seems flexible? o Yes o No o Unsure
Major concerns:
Biggest advantages:
Property #3:

Meets my must-haves? o Yes o No o Mostly
Fits my budget? o Yes o No o With adjustments

Owner seems flexible? o Yes o No o Unsure
Major concerns:
Biggest advantages:
Step 2: Rank Your Top 3

Property #1 (Primary Target): Why it's #1.:
Property #2 (Strong Backup): Why it's #2:
Property #3 (Third Option): Why it's #3:

Task Complete:
o I've identified my #1 property and committed to focusing my energy there.
DAILY REFLECTION:
List your top 3 properties and one reason why each made the cut.



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 19: PREPARING
TO MAKE AN OFFER

Progress: IHENEENEREER 63%
TODAY’S GOAL: Draft a clear, professional offer

for your #1 property

Why This Matters: You can't hit a target
you can’t see. Today you’re drawing clear
financial boundaries so you negotiate
with confidence, not confusion.

QUICK LESSON: Your Written Proposal

e Purchase price

e Payment terms
(down payment.)

e Payment terms

e Any conditions
(repairs, inspect...)

da B A

STEPS

&
&
&7

[# TODAY’S ACTION STEPS

Step 1:

Draft Your Offer Using
This Template
PROPERTY OFFER
OUTLINE

Step 2:
Identify Your Negotiation
Flexibility
Where | Can Be Flexible:

Where | Cannot Compromise:
Step 3: Write a

friendly cover lettter
Dear [Seller's Name],
Thank you for showing me [property
address]. | really love [specific thing
about the house] and believe it would
be perfect for [your situation].
| would like to offer the following terms:
[Summarize main offer points in simple
language]
I'm excited about the possibility of
making this my home and am prepared
to move forward quickly. I'm happy to
discuss any questions or adjustments
you might have.
Thank you for your consideration.
Sincerely,
[Your name] [Your contact info]

Property Address:
Buyer:
Seller:

FINANCIAL TERMS:
Purchase Price: $
Down Payment: $
Monthly Payment: $
Payment Duration: months
LEASE TERMS (if applicable):
Lease Period: months
Monthly Rent: $
Rent Credit: $ per month toward purchase
Lease Start Date:
CONDITIONS:
o Subject to property inspection
o Seller to complete agreed repairs:
o Buyer to obtain financing by:
o Other:

TIMELINE:
Offer expires:
Closing/Move-in date:

Final purchase date:

TODAY’S ACTION

o

€ E & E

o | have my formal offer document and cover

letter ready to present.

DAILY REFLECTION:

How does it feel to put together your first offer?




DAY 19: PREPARING TO MAKE AN OFFER
Progress: INEGNGNININNTTEEEEEE . 63% to Homeownership!
TODAY'S GOAL:
Draft a clear, professional offer for your #1 property
Why This Matters: An offer isn't scary legal paperwork - it's just a written
conversation starter that shows you're serious. Today you're putting your intentions
on paper.

LJ QUICK LESSON: Your Written Proposal

An offer typically includes:
Purchase price
Payment terms (down payment, monthly, etc.)
Timeline for closing or lease start
Any conditions (repairs, inspections, etc.)
Contingencies (what happens if...)
Think of it as a business proposal that benefits both you and the seller.
TODAY'S ACTION STEPS:
Step 1: Draft Your Offer Using This Template
PROPERTY OFFER OUTLINE
Property Address: Buyer:
Seller:
FINANCIAL TERMS:
Purchase Price: $
Down Payment: $
Monthly Payment: $

Payment Duration: months
LEASE TERMS (if applicable):
Lease Period: months
Monthly Rent: $
Rent Credit: $ per month toward purchase
Lease Start Date:
CONDITIONS:

O Subject to property inspection

0 Seller to complete agreed repairs:

0 Buyer to obtain financing by:
o Other:




TIMELINE:

Offer expires:
Closing/Move-in date:
Final purchase date:

Step 2: Identify Your Negotiation Flexibility
Where | Can Be Flexible:
Where | Cannot Compromise:

Step 3: Write a Friendly Cover Letter
Dear [Seller's Name],
Thank you for showing me [property address]. | really love [specific thing about the
house] and believe it would be perfect for [your situation].
| would like to offer the following terms:
[Summarize main offer points in simple language]

I'm excited about the possibility of making this my home and am prepared to move
forward quickly. I'm happy to discuss any questions or adjustments you might have.
Thank you for your consideration.

Sincerely, [Your name] [Your contact info]

Task Complete:
o | have my formal offer document and cover letter ready to present.

DAILY REFLECTION:
How does it feel to put together your first offer? Write a one-sentence pep talk to
yourself.



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 20: PRESENTING YOUR OFFER & NEGOTIATING

Progress: INNENEGIGIGIGEGEGEBGEEGEGEEEEN -\ 67% to Homeownership!

<, TODAY S GOAL:

Confidently present your
offer and engage in
positive negotiation

&) QUICK LESSON:

" The Art of Win-Win
Remember:

Stay calm and respectful
Listen more than you talk
Focus on mutual benefits
Be prepared to find middle
ground
Everything is negotiable

SET UP YOUR MEETING

Meeting Detalis:
O Date:
O Time:
(1 Location:___ [1] Video call

What to Bring:

o Printed offer document

0 Your notes and backup info
o Calculator (for quick
adjustments)

0 Positive attitude!

[ NEGOTIATION NOTES

Their Main Concerns:
Adjustments We Discussed:
Next Steps Agreed Upon:
Follow-up Timeline:

HANDLE THEIR RESPONSE

If They Say Yes:
o Thank them enthusiastically
o Confirm all details in writing
0 Set timeline for next steps
If They Have Concerns:
o Listen carefully to their specific
issues
0 Ask clarifying questions
0 Reference your flexibility points
from Day 19
o Propose alternative solutions
If They Need Time:
o Respect their need to
think/consult others
0 Ask for a timeline for their
decision
o Confirm next steps for follow-up

© DAILY REFLECTION:

How do you think the presentation
went? What's one thing you did well
and one thing you want to improve
for future negotiations?

Did Well:

Want to Improve:




DAY 20: PRESENTING YOUR OFFER & NEGOTIATING
Progress: INININIEIEEEEEREN .\ 67% to Homeownership!

TODAY'S GOAL:
Confidently present your offer and engage in positive negotiation
Why This Matters: This is your moment to shine! Negotiation isn't a battle - it's a
collaborative conversation to find a win-win solution.

QUICK LESSON: The Art of Win-Win
Remember:
Stay calm and respectful
Listen more than you talk
Focus on mutual benefits
Be prepared to find middle ground
Everything is negotiable

TODAY'S ACTION STEPS:
Step 1: Set Up Your Meeting
Meeting Details:

Date:
Time:

Location:

Format: o In-person o Phone o Video call
What to Bring: o Printed offer document o Your notes and backup info o Calculator
(for quick adjustments) o Positive attitude!

Step 2: Present Your Offer
Your Presentation Checklist: o Thank them for their time o Express genuine interest
in the property o Walk through main offer points clearly o Hand them a copy of the
written offer o Ask if they have any initial questions
Script Starter: "Thank you for meeting with me. I've really thought carefully about
your property, and I'd love to make it my home. I've put together an offer that | think
could work well for both of us. Let me walk you through the main points..."



Step 3: Handle Their Response
If They Say Yes: o Thank them enthusiastically o Confirm all details in writing o Set
timeline for next steps
If They Have Concerns: o Listen carefully to their specific issues o Ask clarifying
questions o Reference your flexibility points from Day 19 o Propose alternative
solutions
If They Need Time: o Respect their need to think/consult others o Ask for a timeline
for their decision o Confirm next steps for follow-up

NEGOTIATION NOTES
Their Main Concerns:
Adjustments We Discussed:
Next Steps Agreed Upon:
Follow-up Timeline:

Task Complete:
o | presented my offer and documented the outcome and next steps.

DAILY REFLECTION:

How do you think the presentation went? What's one thing you did well and one thing
you want to improve for future negotiations?

Did Well: Want to Improve:




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 21: FINALIZING YOUR OFFER

& MOVING FORWARD

O\

Progress: [N\ 70% to Homeownership! P

TODAY’S GOAL:

Secure a signed agreement and
organize next steps toward closing

Why This Matters:

Today you transform from someone who's "looking
at houses" to someone who has a real deal in motion.
This is where dreams become legally binding reality!

QUICK LESSON: Making It Official

l :l SOLD

Once the seller says "yes":
Get everything in writing
Both parties sign the
agreement
Create your closing
timeline
Start your closing
document folder

Final Agreed Terms:
Purchase Price: $
Down Payment: $

Monthly Payment: $

Lease Period:
months (if applicable)
Closing Date:

Move-in Date:

Changes from Original
Offer:

Step 2: Confirm Next Steps with Seller

Finalize the Written Agreement

Agreement Status:
o Seller accepted offer as presented
o Seller accepted with minor changes
o Still negotiating (use space below to track)
0 Need to revise offer significantly

CELEBRATION MOMENT.:

Step 2: Create Your Closing Folder
Documents to Collect:

o Signed purchase agreement

o Pre-qualification packet (copy)

o Property inspection notes

o Insurance quotes/policies

o Financing paperwork

o Repair agreements (if any)

Closing Checklist:

o Schedule home inspection

o Get insurance quotes

o Arrange financing (if needed)

o Title search/title company

coordination

o Set closing date/location

o Prepare closing funds

WEEK 3: YOU DID IT!




DAY 21: FINALIZING YOUR OFFER & MOVING FORWARD

Progress: [INNIININIEINIGIEIEIIGGEGEG SRR .\ 70% to Homeownership!

TODAY'S GOAL:

Secure a signed agreement and organize next steps toward closing
Why This Matters: Today you transform from someone who's "looking at
houses" to someone who has a real deal in motion. This is where dreams

become legally binding reality!

QUICK LESSON: Making It Official
Once the seller says "yes":
Get everything in writing
Both parties sign the agreement
Create your closing timeline
Start your closing document folder

TODAY'S ACTION STEPS:
Step 1: Finalize the Written Agreement
Agreement Status:
o Seller accepted offer as presented
o Seller accepted with minor changes
o Still negotiating (use space below to track)
0 Need to revise offer significantly
Final Agreed Terms:
Purchase Price: $
Down Payment: $
Monthly Payment: $
Lease Period: months (if applicable)
Closing Date:
Move-in Date:
Changes from Original Offer:




Step 2: Create Your Closing Folder
Documents to Collect:
o Signed purchase agreement
o Pre-qualification packet (copy)
O Property inspection notes
o Insurance quotes/policies
o Financing paperwork
0 Repair agreements (if any)
Closing Checklist:
0 Schedule home inspection
o Get insurance quotes
o Arrange financing (if needed)
O Title search/title company coordination
0 Set closing date/location
o Prepare closing funds

Step 3: Confirm Next Steps with Seller
Our Agreed Timeline:
Home inspection by:
Financing arranged by:
Closing scheduled for:
Key handover:
Seller's Responsibilities:
My Responsibilities:
CELEBRATION MOMENT!
You have a deal in motion! Take a moment to acknowledge this huge
accomplishment:
How I'm feeling right now:
What I'm most excited about:
Task Complete: o | have a signed agreement and clear path to closing!

DAILY REFLECTION:
How does it feel to have a signed agreement? What are the main things you
need to take care of before closing day?

WEEK 3:YOU DID IT!



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




Progress: I 73 %

to Homeownership! (88

DAY 22: REFINING

YOUR OFFERS (SELLER-

FOCUSED SCRIPTS)

TODAY'S GOAL: Master seller-focusd conversations to

make irresistible offers

Why This Matters: How you talk to sellers can be just as important

as what you offer. Today you'll learn to speak their language
and address their real motivations.

QUICK LESSON: Speak to
Their Heart, Not Just Their Vallet

Every seller has a story:

How you talk to sellers can be
Jjust as important as what you
offer. Today you'll learn to
speak their language and
address their real motivations.

v/ TODAY'S ACTION STEPS
Step1:

Master the Seller-Focused Script
Key Questions to Ask Every Seller:
"What's prompting you to sell?"

"How long have you owned the property?"
"Are you working with a timeline?"
"What would be most important to you in an
offer?"

"Are you open to creative financing
arrangements?"

Step 2.
Practice Different Scenarios
Scenario A: The Tired Landlord Seller says: "I'm
tired of dealing with tenants and repairs." Your
response: "I completely understand. What if |
took over all the property responsibilities
through a lease-to-own arrangement? You'd have
guaranteed income without any landlord
headaches.

YOUR SELLER CONVERSATION NOTES

Current/New Leads to Contact:
Lead #1:

Seller's situation:

Their main concern:

How my offer helps them:

Lead #2:

Seller's situation:

Their main concern:

How my offer helps them:

Lead #3:

Seller's situation:

Their main concern:

How my offer helps them:

Task Complete:
o I've contacted at least one lead using
my seller-focused approach.

@) DAILY REFLECTION:

How did your conversations change
after using a seller-focused script?
Give an example of a question you
think is really effective.



DAY 22: REFINING YOUR OFFERS (SELLER-FOCUSED SCRIPTS)

Progress: [INNNEGINGzNGEGEGEENE .\ 73% to Homeownership!

TODAY'S GOAL:
Master seller-focused conversations to make irresistible offers
Why This Matters: How you talk to sellers can be just as important as what you
offer. Today you'll learn to speak their language and address their real
motivations.

QUICK LESSON: Speak to Their Heart, Not Just Their Wallet
Every seller has a story. Maybe they're:
Relocating for a job
Tired of being a landlord
Dealing with an inherited property
Facing financial pressure
When you understand their "why," you can craft offers that solve their specific
problems.

TODAY'S ACTION STEPS:
Step 1: Master the Seller-Focused Script
Key Questions to Ask Every Seller:
"What's prompting you to sell?"
"How long have you owned the property?"

"Are you working with a timeline?"
"What would be most important to you in an offer?"
"Are you open to creative financing arrangements?"

Step 2: Practice Different Scenarios
Scenario A: The Tired Landlord Seller says: "I'm tired of dealing with tenants
and repairs." Your response: "l completely understand. What if | took over all
the property responsibilities through a lease-to-own arrangement? You'd have
guaranteed income without any landlord headaches."

Scenario B: The Relocating Family Seller says: "We need to move by next
month for my job." Your response: "That timeline works perfectly for me. | can
close quickly and handle all the details to make this as smooth as possible for

you."



Scenario C: The Inherited Property Seller says: "l inherited this from my aunt
and live across the country." Your response: "Managing a property from far
away must be challenging. I'd love to take it off your hands and give it the care
your aunt would have wanted."

YOUR SELLER CONVERSATION NOTES
Current/New Leads to Contact:
Lead #1:
Seller's situation:
Their main concern:
How my offer helps them:
Lead #2:
Seller's situation:
Their main concern:
How my offer helps them:
Lead #3:
Seller's situation:
Their main concern:
How my offer helps them:

Task Complete:
0 I've contacted at least one lead using my seller-focused approach.

DAILY REFLECTION:
How did your conversations change after using a seller-focused script? Give
an example of a question you think is really effective.



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 23: STARTING

THE PROBATE PROCESS
(BONUS STRATEGY)

TODAY'S GOAL.: .

Explore probate properties as a source of future deals (

IEHl QUICK LESSON: The Probate Opportunity

Probate properties come from
estates being settled after someone
passes away. Often: Heirs want to
sell quickly Properties aren't widely
marketed lLess competition from
other buyers Potential for below-

Why This Matters: Probate properties are hidden gems
that many buyers overlook. Learning this strategy gives
you access to deals others miss!

) HE NN
market prices po LD L1 e ,
Gl _ ontat person:
5 (;q' . ) + Contactinfo:
v/ TODAYS ACTION STEPS: <= S W5, o . o
Step 1: Learn How to Find Probate Leads
Where to Look: Lead #1:

o County probate courF records (public information) property address:

o Legal newspaper notices

o Obituaries mentioning real estate Contact person:

0 Estate sale advertisements : .

o Probate attorney networks Conta ct me.

Online Resources: Status:

o "[Your County] + probate properties"

o Legal notice websites Lead #2:

o Court record databases )

 Estate sale websites Property address:

2. Learn the Probate Deals Contact person:
Key Tips for Probate Deals: Contactinfo:

O Be respectful - families are often grieving Status:
0 Emphasize quick, hassle-free closing
o Offer to handle property cleanup/clearing DAILY REFLECTION:

0 Be flexible with timing

o Work with executors/attorneys

Task Complete:

o I've identified at least 3 probate leads for
my future pipeline.

Why might probate properties be a good
opportunity for you? What should you be
mindful of when pursuing probate deals?

Good opportunity because:

Be mindful of:




DAY 23: STARTING THE PROBATE PROCESS (BONUS STRATEGY)

Progress: I NNEGTGNGITNGNGEGEEGEEE .\ 77% to Homeownership!

TODAY'S GOAL:
Explore probate properties as a source of future deals
Why This Matters: Probate properties are hidden gems that many buyers overlook.
Learning this strategy gives you access to deals others miss!

QUICK LESSON: The Probate Opportunity
Probate properties come from estates being settled after someone passes away.
Often:
Heirs want to sell quickly
Properties aren't widely marketed
Less competition from other buyers
Potential for below-market prices

TODAY'S ACTION STEPS:
Step 1: Learn How to Find Probate Leads
Where to Look: o County probate court records (public information) o Legal
newspaper notices o Obituaries mentioning real estate o Estate sale
advertisements o Probate attorney networks
Online Resources: o "[Your County] + probate properties" o Legal notice websites o
Court record databases o Estate sale websites

Step 2: Collect Probate Leads

Lead #1:
Property address:
Contact person:
Contact info:
Status:

Lead #2:

Property address:
Contact person:
Contact info:
Status:




Lead #3:
Property address:
Contact person:
Contact info:
Status:

Step 3: Learn the Probate Approach
Key Tips for Probate Deals:
0 Be respectful - families are often grieving
0 Emphasize quick, hassle-free closing
o Offer to handle property cleanup/clearing
0 Be flexible with timing
0 Work with executors/attorneys

Task Complete:
o I've identified at least 3 probate leads for my future pipeline.

DAILY REFLECTION:
Why might probate properties be a good opportunity for you? What should you be
mindful of when pursuing probate deals?
Good opportunity because:
Be mindful of:




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 24: VIEWING &
INSPECTING

Progress:

NN\ 80% to Homeownership!

TODAY’S GOAL: Complete thorough inspections to ensure
you know exactly what you’re buying
Why This Matters: This is your last chance to uncover

any surprises before you own the property. Better to find
issues now than after you have the keys!

QUICK LESSON: Your Property Physical Exam

A good inspection covers:

Big-ticket items: Roof, foundation, HVAC, plumbing, electrical
Safety issues: Mold, lead paint, structural problems
Cosmetic needs: Paint, flooring, fixtures
Future costs: Appliances nearing end of life

STEP 3 ACTION STEPS:

Step 1: Schedule Your Inspection INTERIOR INSPECTION:

Inspection Details: o Plumbing (all faucets, toilets):
o Electrical (outlets, switches, panel):

D_ate: o HVAC (heating/cooling):

Time: o Insulation/ventilation:

Inspector: o Flooring condition:

(or "Self-inspection") o Wall/ceiling condition:
Who's attending: MAJO.R.SY_STEMS:
X o Water heater age/condition:
What to Bring: o Appliances included:

0 Property checklist from Day 3 o Smoke/carbon detectors:

0 Camera/phone for photos Step 3: Document Findings

o Flashlight Issues Found:

0 Measuring tape HIGH PRIORITY (must fix before/at closing):

o Notebook for additional notes MEDIUM PRIORITY (fix within first year):

LOW PRIORITY (cosmetic/future improvements):
Step 2: Complete Detailed Inspection Estimated Repair Costs:
EXTERIOR INSPECTION: High priority repairs: $

o Roof condition: Medium priority repairs: $
o Gutters/downspouts: Low priority repairs: $
o Siding/exterior walls:
o Windows/doors: DAILY REFLECTION:
o Foundation: What was one important issue the
0 Driveway/walkways: inspection revealed? Are you still

comfortable proceeding with the purchase?
O Yes O No DO Withadjustments

Reasoning:




DAY 24: VIEWING & INSPECTING PROPERTIES

Progress: IR .\ 80% to Homeownership!

TODAY'S GOAL:
Complete thorough inspections to ensure you know exactly what you're buying
Why This Matters: This is your last chance to uncover any surprises before you
own the property. Better to find issues now than after you have the keys!

QUICK LESSON: Your Property Physical Exam
A good inspection covers:

Big-ticket items: Roof, foundation, HVAC, plumbing, electrical
Safety issues: Mold, lead paint, structural problems
Cosmetic needs: Paint, flooring, fixtures
Future costs: Appliances nearing end of life

TODAY'S ACTION STEPS:
Step 1: Schedule Your Inspection
Inspection Details:
Date:
Time:
Inspector: (or "Self-inspection")
Who's attending:

What to Bring:
o Property checklist from Day 3 o Camera/phone for photos o Flashlight o
Measuring tape o Notebook for additional notes
Step 2: Complete Detailed Inspection
EXTERIOR INSPECTION:
0 Roof condition:

0 Gutters/downspouts:
o Siding/exterior walls:
o Windows/doors:

o Foundation:
o Driveway/walkways:




INTERIOR INSPECTION:

o Plumbing (all faucets, toilets):
0 Electrical (outlets, switches, panel):
o HVAC (heating/cooling):
o Insulation/ventilation:
o Flooring condition:
o Wall/ceiling condition:
MAJOR SYSTEMS:

0 Water heater age/condition:
o Appliances included:
o Smoke/carbon detectors:

Step 3: Document Findings
Issues Found:

HIGH PRIORITY (must fix before/at closing):
MEDIUM PRIORITY (fix within first year):
LOW PRIORITY (cosmetic/future improvements):
Estimated Repair Costs:

High priority repairs: $
Medium priority repairs: $
Low priority repairs: $

Task Complete:
o I've completed a thorough inspection and documented all findings.

DAILY REFLECTION:
What was one important issue the inspection revealed? Are you still
comfortable proceeding with the purchase?
Issue found:
Still comfortable proceeding? o Yes o No o With adjustments
Reasoning:




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 25: FINALIZING & SUBMITTING FORMAL OFFERS

Progress: I - 83% to Homeownership!

TODAY’S GOAL
Submit polished, formal offers

incorporating all your inspection findings. r,_./f"fﬂ:;.e;;\

Time to make everything official!

You're transforming negotiations into

binding contracts and securing
backup options.

-

|

QUICK LESSON From Handshake to Signature

A formal offer means:

L1 All terms clearly written

[ Both parties’ full legal names
L1 Property legally described

[1 Signatures making it binding
[1 Clear timeline for next steps

STEP 1:
Adjust Offers Based on Inspection

For Your Primary Property:
Original Offer Price: $
Inspection-Based Adjustments:
Repair credit requested: $
Price reduction requested: $
Seller responsibilities added:
Revised Offer Price: $
Justification for Changes:

Step 2:
Prepare Final Contract

Documents
PRIMARY PROPERTY CONTRACT:
o Buyer name:
o Seller name:
o Property address:
o Purchase price: $
o Down payment: $
o Monthly payment: $
o Closing date:
o Contingencies:
0 Repair agreements:
o Special terms:
BACKUP PROPERTY CONTRACT (if pursuing):
o All same details filled out for backup property

o Clear timeline for response needed

o Terms that work if primary deal falls through

Step 3: Submit and Track Offers
Primary Property:

Submitted to:
Date/time sent:
Response expected by:
Follow-up scheduled:
Backup Property:

Submitted to:
Date/time sent:
Response expected by:
Follow-up scheduled:

OFFER TRACKING SHEET
Status Updates:

Day 1:

Day 2:

Day 3:

Task COMPLETE:

o All formal offers submitted with
follow-up schedule in place.

DAILY REFLECTION
How many formal offers did you submit?
How do you feel about the expected outcomes?
Number of offers:

Expected outcomes:




DAY 25: FINALIZING & SUBMITTING FORMAL OFFERS
Progress: IIIGIGNGIGNGEGEGEGEGEGEEE . 83% to Homeownership!
TODAY'S GOAL:
Submit polished, formal offers incorporating all your inspection findings
Why This Matters: Time to make everything official! You're transforming negotiations into binding
contracts and securing backup options.
QUICK LESSON: From Handshake to Signature
A formal offer means:
All terms clearly written
Both parties' full legal names
Property legally described
Signatures making it binding
Clear timeline for next steps
TODAY'S ACTION STEPS:
Step 1: Adjust Offers Based on Inspection
For Your Primary Property:
Original Offer Price: $
Inspection-Based Adjustments:
Repair credit requested: $
Price reduction requested: $
Seller responsibilities added:
Revised Offer Price: $
Justification for Changes:
Step 2: Prepare Final Contract Documents
PRIMARY PROPERTY CONTRACT: o Buyer name: o Seller name:
o Property address: o Purchase price:
$ o Down payment: $
$ o Closing date:
0 Repair agreements:

o Monthly payment:
o Contingencies:
o Special terms:

BACKUP PROPERTY CONTRACT (if pursuing): o All same details filled out for backup property o
Clear timeline for response needed o Terms that work if primary deal falls through
Step 3: Submit and Track Offers
Primary Property:
Submitted to:
Date/time sent:
Response expected by:
Follow-up scheduled:
Backup Property:
Submitted to:
Date/time sent:
Response expected by:
Follow-up scheduled:
OFFER TRACKING SHEET
Status Updates: Day 1: Day 2:
Responses Received:
Task Complete: o All formal offers submitted with follow-up schedule in place.
DAILY REFLECTION:
How many formal offers did you submit? How do you feel about the expected outcomes?
Number of offers: Expected outcomes:

Day 3:




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 26: CLOSING PACKET PREPARATION

87% to Homeownersship!

TODAY’S GOAL: Organize all documents needed

for a smooth closing

Why This Matters: A well-organized closing
packet is like having all your ingredients ready
before cooking - It makes the final process

smooth and stress-free.

Your closing packet should include everything

D QUICK LESSON: Your Closing Toolkit

needed to transfer ownership:
STEP 1: DOCUMENTS CHECKLIST:

Signed purchase/lease agreement
Pre-qualification packet (copy)
Property inspection reports
Inspection reports

Personal Identification

Closing funds

STEP 2: Coordinate with Closing
Professionals

Closing Details:
O Closing agent:
O Title company:
O Date:

O Location:

What to Bring to Closing:
O Photo ID

O Certified check for:$
O Cashler's check for, $

O All documents from Step 1
O Questions list

Time:

[¥ My closing packet is complete and
I've confirmed all details with closing
agent.

| PERSONAL DOCUMENTS:

O Driver's license or state ID

O Social Security card

O Bank statements

O Any other lender
requirements

Closing Cost Breakdown:

S Down payment
© Closing costs $
B Title insurance
B8 Recording fees
© Other fees:

TOTALDUE. $

Document Accuracy

Names spelled correcty
everywhere

Addresses match exactly

Dollar amounts are acurate

Dates are correct

All signatures are place

Items Needing Correction:




DAY 26: CLOSING PACKET PREPARATION
Progress: IEIGNGNINININIGNBNGNGEGEGEGEEE . 87% to Homeownership!
TODAY'S GOAL:
Organize all documents needed for a smooth closing
Why This Matters: A well-organized closing packet is like having all your ingredients ready before
cooking - it makes the final process smooth and stress-free.
QUICK LESSON: Your Closing Toolkit
Your closing packet should include everything needed to transfer ownership:

Purchase agreement

Financing documents

Insurance information

Inspection reports
Personal identification
Closing funds
TODAY'S ACTION STEPS:
Step 1: Compile Your Documents
REQUIRED DOCUMENTS CHECKLIST: o Signed purchase/lease agreement o Pre-qualification
packet (copy) o Property inspection reports o Homeowner's insurance policy/quote o Proof of
insurance payment o Financing paperwork (if applicable) o Owner financing promissory note (if
applicable) o Title search documents o Survey (if required) o HOA documents (if applicable)
PERSONAL DOCUMENTS: o Driver's license or state ID o Social Security card o Proof of income
(recent pay stubs) o Bank statements o Any other lender requirements
Step 2: Coordinate with Closing Professionals
Closing Details:

Closing agent:
Title company:

Date:
Time:
Location:
What to Bring to Closing: o Photo ID o Certified check for: $ o Cashier's check
for: $ 0 All documents from Step 1 o Questions list

Closing Cost Breakdown:
Down payment: $
Closing costs: $
Title insurance: $
Recording fees: $

Other fees:
TOTAL DUE: $

Step 3: Final Document Review
Document Accuracy Check: o Names spelled correctly everywhere o Addresses match exactly o
Dollar amounts are accurate o Dates are correct o All signatures are in place
Iltems Needing Correction:
Task Complete: o My closing packet is complete and I've confirmed all details with the closing
agent.
DAILY REFLECTION:
What's one thing you must not forget to bring or do on closing day?




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 27

FINAL REVIEW s

PREPARATION

Ensure all documents are accurate and o

coordinate a smooth closing day.

i — G B = . '
=, Closing Day Appointment

Date

Time

DOCUMENT

CHECKLIST

& Names
spelled
correctly

& Addresses
match

& All
amounts/
dates

 Signatures
in place

SN U N LOCK the KEYS

\J 30-Day Homeownership Challenge

FINAL CLOSING COSTS
Downpayment _  $
Closing costs $
Other fees $

READY FOR CLOSING
- PhotoID

7 Questions for closing
agent

2 Certified/cashier’s
check for:

MR
\ &



DAY 27: FINAL REVIEW & PREPARATION
Progress: IGTGEININININBEEEER . 20% to Homeownership!
TODAY'S GOAL:
Final check of everything and mental preparation for closing day
Why This Matters: Tomorrow could be THE day! A final review ensures no surprises and
helps calm any closing day nerves.
QUICK LESSON: The Final Rehearsal
Like the night before a big performance:
Review your "lines" (documents)
Prepare mentally
Get a good night's rest
Trust your preparation
TODAY'S ACTION STEPS:
Step 1: Final Document Review
Go through each document and verify:

Purchase Agreement: o Purchase price: $ o Closing date:
O Special terms: O Everything
signed:
Financing Documents: o Loan amount: O Interest rate:
0 Monthly payment: o Terms clear:
Insurance Policy: o Property address correct: 0 Coverage amounts
adequate: o Policy active on closing date:
Step 2: Confirm Closing Day Details
Final Confirmation Calls: o Seller (or their agent): o Closing agent:
o Title company: o Insurance
agent:

Closing Day Schedule:
Meeting time:
Arrive early at:
Parking:
Duration expected:
What happens after:
Step 3: Personal Preparation & Planning
How I'm Feeling: o Excited o Nervous o Confident o Ready o Grateful o Proud o
Overwhelmed o Other: _____
Why | Started This Journey:
What This Means to Me:
Task Complete: o I'm mentally and practically prepared for closing day.
DAILY REFLECTION:
What are you most looking forward to about becoming a homeowner?




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




PROGRESS: HNNENNNNNNER 93% COMPLETE!

TODAY’S GOAL:

Successfully complete
your closing and receive yor keys!

Why This Matters: This is the moment you've
been working toward for 28 days! Today, you officially

become a homeowner and hold the keys to your future.

The Closing Process

Review all final
documents in folder

1 All required

documen’s realy
[1 Photo ID in wallét
[1 Phone charger

[1 Comfortable
clothes for moving

Step 2: Closing
Immediate Tasks

[] Take a photo
with your keys!

[1 Change locks
(or schede locksmith

[] Test water,
electric, HV/AC

[ Locate main
water shutoff &
electrical pane!

[1 Schedule utility
transfers

' homeowner and have my keys!

RL

The Closing Process
During closing, you'll:
Review all final documents
Sign the mortgage and deed
Transfer funds
Receive the keys
Celebrate your achievement!

Step 3: First Day as a Homeowner

Essential First-Day Tasks:
o Walk through property and note any issues
0 Test smoke and carbon monoxide detectors
O Locate and test main systems
0 Take "after" photos for your records
o Call family/friends to share the news!

CELEBRATION MOMENT!
YOU DID IT! YOU'RE A HOMEOWNER!

Time you received keys:

First thing you want to do
in your new home:

People you want to call first:

0 Task Complete: | am officiallya Ty, .
\



DAY 28: CLOSING THE DEAL - THE BIG DAY!
Progress: [N 039 COMPLETE!

TODAY YOU BECOME A HOMEOWNER!

TODAY'S GOAL:
Successfully complete your closing and receive your keys!
Why This Matters: This is the moment you've been working toward for 28 days! Today,
you officially become a homeowner and hold the keys to your future.

QUICK LESSON: The Closing Process
During closing, you'll:
Review all final documents
Sign the mortgage and deed
Transfer funds
Receive the keys
Celebrate your achievement!

TODAY'S ACTION STEPS:
Step 1: Closing Day Checklist
Before Leaving Home: o All required documents in folder o Certified/cashier's checks
ready o Photo ID in wallet o Phone charger (for celebration photos!) o Comfortable
clothes for moving
At the Closing: o Arrive 15 minutes early o Review each document carefully o Ask
questions about anything unclear o Verify all numbers match your expectations o Sign
all required paperwork o Receive keys and garage door openers o Get copies of all
signed documents
Step 2: Post-Closing Immediate Tasks
Right After Closing:
0 Take a photo with your keys!
o Change locks (or schedule locksmith)
0 Test all systems (water, electric, heat/AC)
0 Locate main water shutoff and electrical panel
0 Schedule utility transfers (if not done already)
Step 3: First Day as a Homeowner
Essential First-Day Tasks:
0 Walk through property and note any issues
O Test smoke and carbon monoxide detectors
0 Locate and test main systems
0 Take "after" photos for your records
o Call family/friends to share the news!



CLOSING DAY DOCUMENTATION

Final Closing Details:
Closing time:
Final purchase price: $
Cash brought to closing: $
Monthly payment: $
First payment due:

Who Was Present:
Buyer(s):
Seller(s):
Closing agent:
Real estate agents:
Other:
Documents Received:
o Deed
0 Mortgage documents
o Insurance policy
o Title insurance policy
0 Keys and garage remotes
o0 Property tax information
o Warranty information
0 HOA documents (if applicable)

CELEBRATION MOMENT!

YOU DID IT!' YOU'RE A HOMEOWNER!
Time you received keys:
How you're feeling right now:

First thing you want to do in your new home:
People you want to call first:

Task Complete:
0 | am officially a homeowner and have my keys!

DAILY REFLECTION:
Describe this moment - what does it feel like to hold the keys to YOUR home?



NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




A DAY 29: SETTING UP YOUR
NEW HOME

I__,\.____V] Progress:

= 97% COMPLETE!

v TODAY’S GOAL:

Begin organizing your new space and handling essential
homeowner tasks

I QUICK LESSON: STEP 2: IMPORTANT *
First Week Homeowner Priorities DOCUMENTATION l:? =

STEP 1. SAFETY AND SECURITY | crente v -
SETUP HomeownerFile: ™= [

Security Measures: o Copy of deed

0 Mortgage documents

o Insurance policies

o Warranty information

o Property tax documents

0 HOA documents (if applicable)

o Change all exterior
door locks

o Test all smoke
detectors

o Test carbon monoxide
detectors

o Install new batteries in < Inspection reports

glieeions fieeeed o Contact information for all
o Install new batteries in .

detectors if needed SRS

o Test security system (if applicable) Update Your Address:

o Update security codes 0 Bank accounts

o Give spare key to trusted friend/family & Credit cards

Safety Check: o Insurance (auto, health, etc.)
0 Locate fire extinguisher or buy one o Employer/HR department
0 Check that all windows open and close 4 |RS/tax documents
properly o Voter registration

o Test all exterior lighting o Driver's license

o Vehicle registration

N\

B

o

% What’s your favorite thing about your
new home so far? What task are you
most proud of completing today?

o0 Ensure all handrails are secur
o Remove any trip hazards




DAY 29: SETTING UP YOUR NEW HOME

Progress: I © /% COMPLETE!

TODAY'S GOAL:
Begin organizing your new space and handling essential homeowner tasks
Why This Matters: Now that you're a homeowner, there are important tasks to handle in your
first few days to ensure everything runs smoothly and safely.

QUICK LESSON: First Week Homeowner Priorities
Your first week priorities should focus on:
Safety and security
Essential services and utilities
Basic comfort and functionality
Important documentation and contacts

TODAY'S ACTION STEPS:
Step 1: Safety and Security Setup
Security Measures: o Change all exterior door locks o Test all smoke detectors o Test carbon
monoxide detectors o Install new batteries in detectors if needed o Test security system (if
applicable) o Update security codes o Give spare key to trusted friend/family
Safety Check: o Locate fire extinguisher or buy one o Check that all windows open and close
properly o Test all exterior lighting o Ensure all handrails are secure o Remove any trip
hazards
Step 2: Essential Services and Utilities
Utility Transfers/Setup: o Electricity transferred/connected o Gas service
transferred/connected o Water/sewer service confirmed o Internet/cable scheduled for
installation o Trash/recycling pickup scheduled o Mail forwarding confirmed with postal
service
Service Contacts to Establish:
o Electrician:
o Plumber:
0 HVAC technician:
0 Handyperson:
o Landscaper (if needed):




Step 3: Important Documentation
Create Your Homeowner File:
o Copy of deed
o Mortgage documents
o Insurance policies
o Warranty information
0o Property tax documents
o HOA documents (if applicable)
o Inspection reports
0o Contact information for all services
Update Your Address:
o Bank accounts
o Credit cards
o Insurance (auto, health, etc.)
0 Employer/HR department
o IRS/tax documents
o Voter registration
o Driver's license
o Vehicle registration

HOMEOWNER CONTACT LIST
Emergency Contacts:
Police: 911
Fire: 911

Poison Control: 1-800-222-1222

Gas Company Emergency:
Electric Company Emergency:
Water Company Emergency:
Utility Companies:

Electric:
Gas:
Water/Sewer:
Internet/Cable:
Trash/Recycling:
Service Providers:
Insurance Agent:
Mortgage Company:
Property Management (if HOA):
Task Complete: o I've handled essential safety, utility, and documentation tasks.
DAILY REFLECTION:
What's your favorite thing about your new home so far? What task are you most proud of completing
today?
Favorite thing: Most proud of:




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




DAY 30: CELEBRATION & PLANNING
YOUR NEXT STEPS

Progress: NN 10 0% COMPLETE!

CONGRATULATIONS! YOUREA
A  YOU'RE AHOMEOWNER! MOMEOWNER

TODAY’S GOAL:
Celebrate your achievement and plan your

future real estate goals

You've accomplished something incredible! Today is about recognizing
your achievement and thinking about how this success can lead to even
bigger opportunities.

STEP1: Document Your Journey

Your 30-Day Achievement Summary:
Start date:
Purchase date:
Purchase price: $
Total days to find and close:
Financing method used:
Biggest challenge overcome: |
Most valuable lesson learned: Success Refection:

Before and After: Write a letter to yourselfon
Day 1 knowledge level (1-10): Day 1 of this journey.

Day 30 knowledge level (1-10):
Day 1 confidence level (1-10):
Day 30 confidence level (1-10):

Take phot fCelebra[cflontlans: K d deed Short-Term Goals (Next 6-12 months):
0 18K€ PROTOS OF yOUTSETT WIth your keys and deed . g 514 equity through improvements:

o Have a friend/family member take photos of you $

at your new home ) o Pay down mortgage principal by:
o Plan a housewarming party $
0 Treat yourself to something special
o Share your success story with others
o Write thank you notes to people who helped O Learn about:
Success Reflection: Write a letter to yourself on

Day 1 of this journey: o Save for next investment: $

o Increase property value through:




DAY 30: CELEBRATION & PLANNING YOUR NEXT STEPS
Progress: I 10 0% COMPLETE!
CONGRATULATIONS! YOU'RE A HOMEOWNER!
TODAY'S GOAL:
Celebrate your achievement and plan your future real estate goals
Why This Matters: You've accomplished something incredible! Today is about
recognizing your achievement and thinking about how this success can lead to
even bigger opportunities.
QUICK LESSON: From Homeowner to Real Estate Investor
Now that you've successfully navigated your first real estate purchase, you have
valuable skills that could lead to:
Building equity in your current home
Future investment properties
Helping friends and family buy homes
Potentially starting a real estate business
TODAY'S ACTION STEPS:
Step 1: Document Your Journey
Your 30-Day Achievement Summary:
Start date:
Purchase date:
Purchase price: $
Total days to find and close:
Financing method used:
Biggest challenge overcome:
Most valuable lesson learned:
Before and After:
Day 1 knowledge level (1-10):
Day 30 knowledge level (1-10):
Day 1 confidence level (1-10):
Day 30 confidence level (1-10):




Step 2: Celebrate Your Success
Celebration Plans:
0 Take photos of yourself with your keys and deed
0 Have a friend/family member take photos of you at your new home
o Plan a housewarming party
0 Treat yourself to something special
O Share your success story with others
0 Write thank you notes to people who helped
Success Reflection: Write a letter to yourself on Day 1 of this journey:

Step 3: Plan Your Next Real Estate Goals
Short-Term Goals (Next 6-12 months):
O Build equity through improvements: $
0 Pay down mortgage principal by: $
o Increase property value through:
O Learn about:
o Save for next investment: $
Long-Term Goals (1-5 years):
0 Purchase investment property #1
o0 Refinance to better terms
o Help family member buy their first home
O Start real estate side business
o Build portfolio of _____ properties
o Other:

Next Steps Action Plan:

First priority:
Timeline:

Resources needed:

First action step:




WEEKLY GOALS TRACKING:

Week 3 Goals:
Primary Goal:

Secondary Goal:
Completed: o Yes o Partially o No

Week 4 Goals:

Primary Goal:
Secondary Goal:

Completed: o Yes o Partially o No

ACCOUNTABILITY CHECK-INS:
Week 3 Check-in Notes:
Week 4 Check-in Notes:

Final Success Celebration:



FINAL REFLECTION:

Looking back at your entire 30-day journey, what are you most proud of?
What does homeownership mean to you?

Most proud of:

Homeownership means:

YOU DID IT! FINAL CELEBRATION!
YOUR 30-DAY TRANSFORMATION:

DAY 1: Someone who dreamed of homeownership
DAY 30: A SUCCESSFUL HOMEOWNER!

You've proven that with the right plan, consistent action, and determination,
homeownership is absolutely achievable in 30 days.
Your journey doesn't end here - it's just the beginning of your real estate
success story!

ACCOUNTABILITY PARTNER SECTION
MY ACCOUNTABILITY PARTNER:
Name: Phone:
Email: Check-in Schedule:




NOTES SECTION

ADDITIONAL NOTES AND IDEAS:

FUTURE PROPERTY IDEAS:

LESSONS LEARNED:




CONGRATULATIONS ON BECOMING A HOMEOWNER!
You've completed an incredible journey. Your keys
aren't just to a house - they're to your future, your

equity, and your success.
Job Well Done!



RESOURCES &
CONTACTS

IMPORTANT PHONE NUMBERS: (===

Realtor/Agent:
Mortgage Broker:
Insurance Agent:
Title Company:
Home Inspector:
Attorney (if used):

USEFUL WEBSITES:
County Records:
MLS/Property Search:

Mortgage Calculators:
Insurance Quotes:

EMERGENCY CONTACTS:
Police:

Fire:
Utility Emergency:

ALY

EMERGENCY CONTACTS:

=

Police: 011
c Fire: 011

Insurance Claims;




FINAL ACCOMPLISHMENT RECORD
Your Official Completion Certificate:
CERTIFICATE OF COMPLETION
KEYS IN 30 DAYS PROGRAM
This certifies that
[YOUR NAME]
has successfully completed the Keys in 30 Days
program and achieved homeownership on
[DATE]

Property Address:
Purchase Price: $
Completion Date:

Signature:




Your Success Stats:

30 days completed
Property researched and evaluated
Financing secured
Offers made and negotiated
Inspection completed
Closing successfully completed
Keys received
Homeowner status: ACHIEVED!

SHARING YOUR SUCCESS
Help Others by Sharing Your Story:

What would you tell someone starting Day 1?
What was the most surprising thing about this process?
What kept you motivated during tough days?
What resources were most helpful?

Task Complete:
o I am officially a homeowner and have planned my next steps!






