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Introduction 
Real estate investors are always looking for good deals and someone to do the legwork for them. 
Some investors want houses they can purchase and rent out on a long term basis. Others are looking 
for quick turn properties that can be acquired, rehabbed, and then sold for a nice profit. Investors 
are willing to pay a finder’s fee to anyone who finds them a desirable property. These house finders 
are affectionately termed "bird dogs." Becoming a bird dog isn’t hard – it just takes time and 
knowledge about what your investor is looking for. 

This guide will teach you the skills you need to become a very successful Bird Dog! 

It will teach you, step by step, how to become a highly paid professional Bird Dog.  You are going 
to know how to find the investors, the properties, FMV (fair market value), rehab costs, and what to 
look for in order for your investors to make a good profit on the properties you send to him/her.  
By learning these techniques, you will be able to charge top dollar for your skills!  You will only be 
sending properties to your investor(s) that will almost always be accepted. 

The guide is broken down into chapters.  Each chapter is equivalent to approximately one week’s 
worth of study.  Please do not move forward until you fully understand each chapter’s training.  

In this guide, the following topics will be covered: 

• Real Estate Investing Terms 
• What to Look for in Properties 
• Learn How to Find the Profitable Properties 
• Formula to Use for Determining a Good Investment 
• How to Find Phone Numbers of Possible Sellers 
• Seller Information Sheets 
• Managing Your Business 
• How to Track Expenses for Tax Purposes 
• Creating a Website 
• Marketing Your Business 
• Finding Your Own Investors 
• Creating a Contract 

Good luck in your new career! 

 

Lori McMahon 
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Chapter One 
Real Estate Investing Terms 

Adjustable-Rate Mortgage (ARM) 
A type of mortgage in which the interest rate paid on the outstanding balance varies according to a 
specific benchmark. The initial interest rate is normally fixed for a period of time after which it is 
reset periodically, often every month. The interest rate paid by the borrower will be based on a 
benchmark plus an additional spread, called an ARM margin. 

An adjustable rate mortgage is also known as a "variable-rate mortgage" or a "floating-rate 
mortgage".  

Both 2/28 and 3/27 mortgages are examples of ARMs. A 2/28 mortgage's initial interest rate is 
fixed for a period of two years and then resets to a floating rate for the remaining 28 years of the 
mortgage. A 3/27 mortgage is typically the same as a 2/28 mortgage, except that the interest rate is 
fixed for three years and then floats for the remaining 27 years of the mortgage.  

After Repair Value (ARV) 
The value of a property after any rehab is completed is the “ARV”.  Investors use this to determine 
what they will be able to sell it for after they do any repairs needed. 

Appraised Value 
An evaluation of a property's value is based on a given point in time that is performed by a 
professional appraiser during the mortgage origination process. The appraiser is usually chosen by 
the lender, but the appraisal is paid for by the borrower.  

The appraised value of a home is an important factor in the loan underwriting process and plays a 
role in determining how much money may be borrowed and under what terms. For example, the 
loan to value (LTV) ratio is based on the appraised value. 

In general, if the LTV is greater than 80%, the lender will require the borrower to buy private 
mortgage insurance. However, if the LTV drops to 78% upon a new appraisal, private mortgage 
insurance payments may be eliminated.  

Assessed Value 
Dollar value assigned to property for purposes of assessing taxes.  

You may be familiar with assessed valuation because it is used to determine the value of your 
residence for taxation purposes.  

Comparables (Comps) 
Comparables are the most recent prices properties have sold for and current on-market sale prices 
of properties located in the same area as the home the buyer is looking at.  It includes matching the 
square footage, bedrooms, bathrooms, and lot size.  Comps are used to determine a homes current 
market value (CMV). 
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Deed In Lieu Of Foreclosure 
A potential option taken by a mortgagor (a borrower) to avoid foreclosure under which the 
mortgagor deeds the collateral property (the home) back to the mortgagee (the lender) in exchange 
for the release of all obligations under the mortgage. Both sides must enter into the agreement 
voluntarily and in good faith.  

A deed in lieu of foreclosure has advantages for both a borrower and a lender; mainly the avoidance 
of time consuming and costly foreclosure proceedings. In addition, the borrower avoids some public 
notoriety, and may even be able to lease the property back from the lender.  

The lender needs to assess certain risks which include, among other things, the risk that the property 
is not worth more than the remaining balance on the mortgage and that junior creditors might hold 
liens on the property.   

Delinquent Mortgage 
A mortgage for which the borrower has failed to make payments as required in the loan documents. 
If the borrower can't bring the payments current within a certain time period, the lender may 
initialize foreclosure proceedings.  

Foreclosure is a last resort for lenders because it is an expensive procedure and lenders typically lose 
money in foreclosure proceedings. A forbearance agreement is a potential option to foreclosure if 
the borrower's financial difficulties are temporary. A deed in lieu of foreclosure is another option to 
foreclosure.  

Fixed-Rate Mortgage 
A mortgage that has a fixed interest rate for the entire term of the loan is a Fixed Rate Mortgage. 
The distinguishing factor of a fixed-rate mortgage is that the interest rate over every time period of 
the mortgage is known at the time the mortgage is originated. The benefit of a fixed-rate mortgage is 
that the homeowner will not have to contend with varying loan payment amounts that fluctuate with 
interest rate movements. 

There is typically a tradeoff when it comes to choosing a mortgage between risk and reward, or 
between an adjustable-rate mortgage and a fixed-rate mortgage. Depending on market conditions 
(the shape of the yield curve), an adjustable-rate mortgage might have a large initial payment 
advantage over a fixed-rate mortgage. However, if such a scenario exists, there is a probability that 
the payments on the adjustable-rate mortgage will rise over time. Mortgage borrowers need to 
understand and measure risks when deciding between an adjustable-rate and fixed-rate mortgage.   

Flipping 
A type of real estate investment strategy in which an investor purchases properties with the goal of 
reselling them for a profit. Profit is generated either through the price appreciation that occurs as a 
result of a hot housing market and/or from renovations and capital improvements. Investors who 
employ these strategies face the risk of price depreciation in bad housing markets.  

Investors can execute this investment strategy in several ways. For example, investors that prefer a 
short-term approach might buy several properties with mortgages and then hold them for only three 
or four months in the hope that their value will increase. Conversely, an investor can take a longer-
term approach by buying a single, moderately priced property and renovating it to "flip" it for a 
profit.   
 



- 5 - 
 

Foreclosure (FCL) 
A situation in which a homeowner is unable to make principal and/or interest payments on his or 
her mortgage, so the lender, be it a bank or building society, can seize and sell the property as 
stipulated in the terms of the mortgage contract.  

In some cases, to avoid foreclosing on a home, creditors try to make adjustments to the repayment 
schedule to allow the homeowner to retain ownership. This situation is known as a special 
forbearance or mortgage modification.  

Good Faith Money (Earnest Money) 
The deposit of money into an account by a buyer to show that he or she has the intention of 
completing the deal is called Earnest Money. In most cases, the deposit amount will be a percent of 
the amount owed.  

The money in an account can also be known as "margin" or a "performance bond", depending on 
the type of transaction.  

An example would be a homebuyer depositing money into an escrow account. When this is done, 
the seller of the home knows that the buyer will fulfill the terms of the contract and make the 
purchase. 

Home Equity 
The value of ownership built up in a home or property that represents the current market value of 
the house less any remaining mortgage payments. This value is built up over time as the property 
owner pays off the mortgage and the market value of the property appreciates. 

Home equity represents one of the largest sources of net worth for most investors. Home equity can 
be borrowed against through a home equity loan or home equity line of credit (HELOC).   

Judicial Foreclosure 
A foreclosure proceeding in which a mortgage lacks the power of sale clause is a Judicial 
Foreclosure. In such an instance, many states require the foreclosure to be processed through the 
state's courts. If the court confirms that the debt is in default, an auction is held for the sale of the 
property in order to acquire funds to repay the lender.  

This differs from non-judicial foreclosures, which are processed without court intervention.  

Many states require judicial foreclosure to protect equity the debtor may have in the property. 
Judicial foreclosure also serves to prevent "strategic disclosures" by unscrupulous lenders.  

In instances where the sale of the property through the auction does not generate enough funds to 
repay the mortgage lender, the former homeowner will still be held liable for the remaining balance.  

Loan to Value Ratio (LTV Ratio) 
A lending risk assessment ratio that financial institutions and others lenders examine before 
approving a mortgage. Typically, assessments with high LTV ratios are generally seen as higher risk 
and, therefore, if the mortgage is accepted, the loan will generally cost the borrower more to borrow 
or he/she will need to purchase mortgage insurance. 

Calculation: 

Mortgage Amount divided by Appraised Value of the Property = Loan to Value Ratio 
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For example, Jim needs to borrow $92,500 to purchase a $100,000 property. The LTV ratio yields a 
value of about 92.5%. Since bankers usually require a ratio at a maximum of 75% for a mortgage to 
be approved, it may prove difficult for Jim to get a mortgage. 

Similar to other lending risk assessment ratios, the LTV ratio is not comprehensive enough to be 
used as the only criteria in assessing mortgages. 

Mortgage 
A debt instrument that is secured by the collateral of specified real estate property and that the 
borrower is obliged to pay back with a predetermined set of payments. Mortgages are used by 
individuals and businesses to make large purchases of real estate without paying the entire value of 
the purchase up front. 

Mortgages are also known as "liens against property" or "claims on property".  

In a residential mortgage, a home buyer pledges his or her house to the bank. The bank has a claim 
on the house should the home buyer default on paying the mortgage. In the case of a foreclosure, 
the bank may evict the home's tenants and sell the house, using the income from the sale to clear the 
mortgage debt.  

Mortgage Short Sale 
The sale of a property by a financially distressed borrower for less than the outstanding mortgage 
balance due where the proceeds from the sale will be used to repay the lender is a Mortgage Short 
Sale. The lender then accepts the less-than-full repayment of the mortgage (and the borrower is 
released from the mortgage obligation) in order to avoid what would amount to larger losses for the 
lender if it were to foreclose on the mortgage.  

 A mortgage short sale is one of several options other than foreclosure that might be available to a 
financially distressed borrower. Borrowers with temporary financial problems should try to negotiate 
a forbearance agreement with their lender. For borrowers with more lasting financial problems, in 
addition to a mortgage short sale, a deed in lieu of foreclosure or a short refinance might be 
potential options in avoiding foreclosure.  

Negative Equity 
When the value of an asset falls below the outstanding balance on the loan used to purchase that 
asset. Negative equity is calculated simply by taking the value of the asset less the balance on the 
outstanding loan.  

Negative equity often occurs when a homeowner purchases a house using a mortgage and then the 
economy starts to slow or home prices start to drop. After the house purchase, the value of the 
home decreases below the value of the amount owed on the mortgage, causing negative equity.   

Real Estate Owned (REO) 
Property owned by a lender - usually a bank - after an unsuccessful sale at a foreclosure auction. This 
is common because most of the properties up for sale at these auctions are worth less than the total 
amount owed to the bank: the minimum bid in most foreclosure auctions equal the outstanding loan 
amount, the accrued interest and any fees associated with the foreclosure sale.  

If the property is real estate owned, the bank will then go through the process of trying to sell the 
property on its own. It will try to remove some of the liens and other expenses on the home, and 
then try to sell it on the market. Real estate investors will often go after these properties as banks are 
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not in the business of owning homes and, in some cases, the house can be bought at a discount to 
its market value. 

Abbreviations 

 

What to Look for in Properties 

Some experts recommend that investors buy properties at 30 to 50 percent below the market value 
after they're fixed up. Often, this means looking for properties owned by motivated sellers.  These 
are owners facing foreclosure or people who don't have the time or money to fix up their homes. 

Before an investor buys a property with the intention of reselling it quickly, he/she looks for at least 
a 20 percent profit margin after subtracting rehab expenses, taxes, commissions, financing and other 
costs. A 20 percent profit is something of a break-even point because most interest-only loans 
available to buy investment properties cover 80 percent of a home's expected market value. 

Rehabbing a Fixer-Upper 
If your investor knows how to do the work or has a network of inexpensive contractors, the 
likelihood of making a profit is high.  Your investor is looking to buy properties & flip them quick 
(within a year) for a profit. You need to look for properties that he/she can pick up at a significant 
discount, either because of poor property condition or desperate sellers. Poor condition properties 
provide a tremendous opportunity, because your average buyer doesn't want to deal with the 
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aggravation of fixing up a home after they buy it, either because of lack of financing, expertise or 
time. There are many reasons a seller may be motivated (desperate). It could be due to divorce, 
death, estates, city or company owned properties. It's basically anyone that would forgo some profit 
to get their cash quick. 

The key to being a bird dog for a short term investor is figuring out the reservation price that he can 
pay for any property. The following will help you figure out what he/she should pay for any 
property... And how much money he/she will make. 

The key is what your investor’s net income will be on any property. The most important part is to 
figure in all expenses including a reserve for vacancy, delinquency, advertising, repairs, utilities, etc. 
Take the yearly rental income and minus out all expenses. That will leave you with the net income. 
Divide that figure by the sale price and this will give you the capitalization (cap.) rate or rate of 
return on the property. The higher the cap rate, the better the deal. 

Foreclosure Purchases 
Properties are available at discount, and informed investors can leverage some new loan products to 
bring more cash to auction and skirt some liens owed on the property. 

HUD Homes 
All properties available for purchase by the public are offered for sale at Internet listing sites 
maintained by management companies under contract to HUD. Any real estate broker registered 
with HUD may submit an offer and contract to purchase on your investor’s behalf. HUD pays the 
real estate broker's commission, if included in the contract.   

Real Estate Owned (REO’s) 
It’s easy to see why a REO property would be considered an excellent way to make money in real 
estate investing.  REO properties are real estate owned properties.  When a homeowner defaults on 
his mortgage payments, the bank repossesses the home and then turns around and resells it.  Thus, it 
stands to reason that REO properties would have good investment potential. 

Tax Sales 
Homes that are being sold for non-payment of taxes can provide an investor with a high return on 
his money.  Look for properties in your investor’s area that are going to sale because of delinquent 
taxes. 

For Sale By Owner (FSBO’s) 
Homes that are “For Sale by Owner” are a possible good investment opportunity for your investor.  
These homes may have been listed with a Real Estate Agent for some time and were left unsold 
which could mean a lower sale price and a motivated seller. 

Vacant Homes 
Vacant homes could be property that was left behind due to divorce, death, or an unwanted 
inheritance.  Find out the information about these kinds of properties, most importantly, who to 
contact about the property. 

Property Auctions 
Some investors like property auctions and some do not.  If your investor goes to auctions, it’s easy 
to find these properties.  We will be going through how to find these types of properties next week. 
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Chapter Two 
Learn How to Find the Profitable Properties 

The places you can look for good investment properties are almost unlimited.  Here, I will inform 
you of good places to find properties over the internet – some sites are free and some are paid sites.  
You can wait until you have money coming in to purchase a membership at the paid sites, but it is 
highly recommended you do so as soon as possible.  I will also touch on Newspapers, 
Neighborhoods and Advertising sites as well as give some ideas on Direct Mail Marketing 
techniques. 

Free Online Sites to Locate Properties 
• http://www.freeforeclosuredatabase.com 
• http://equityservicesllc.com/property 
• http://www.all-foreclosure.com/foreclosures.htm 
• http://investment-property.themovechannel.com/property/USA 
• http://www.zill ow.com 

Paid Online Sites to Locate Properties 
• http://www.realtytrac.com 
• http://www.foreclosuresdaily.com 
• http://foreclosure.com 
• http://realtystore.com 
• http://foreclosures.com 
• http://currentforeclosures.com 
• https://ipreforeclosures.foreclosure.com 
• http://www.housesfast.com 

Other Ways to Locate Properties 
Newspapers:  All states are required by law to post a public notice of auction in a newspaper for all 
foreclosure properties. You can look up these notices and send a letter to them, call them or stop by. 
Another option, you have as a creative Bird Dog, might be to place an ad in the newspaper yourself 
to attract those who are in foreclosure. Believe me, if you have a good ad, your phone will begin 
ringing off the hook. You see, sooner or later the homeowner finally realizes they cannot save their 
home. Then when time runs out, they have no choice but to call, and during this time they are very 
motivated. 

Real Estate Agents: Real Estate Agents are a good way to find foreclosure properties. Normally, 
banks that end up with foreclosure properties will hire an agent to represent them. Banks are not in 
the foreclosure business, they are in the lending business, so they too are very motivated to sell. 
Agents have connections and can get a list of some "bank-owned" properties. 

Word of Mouth:  Word of mouth is a technique that all the good investors use. Let it be known to 
everyone you come in contact with that you are a property locator for several real estate investors 
who specializes in foreclosure properties. You should make some business cards as well that say "I 
specialize in foreclosure properties" and hand them out to everyone you know. You will be amazed 
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what this will do for you. You may get a call from your friends, sister's, a friend of a friend who 
needs help avoiding the public auction. 

Real Estate Signs:  Driving through neighborhoods where you want to buy is another great way to 
find foreclosures. The riders on the sign posts might say:  Foreclosure, Bank-Owned or Bank Repo.  
Calls the agent whose name is on the sign and inquire about other foreclosure listings that may be 
coming on the market. Agents who specialize in foreclosures sometimes wait weeks while bank 
management approves the list price, so you can get a jump on other buyers by asking about new 
foreclosures not yet listed. 

Major Bank Websites:  Many banks maintain online lists of foreclosed properties. Here are a few 
national lenders who maintain Web sites of bank-owned properties: Bank of America and Chase 
Mortgage.  Or you can call a bank yourself and ask if they have any properties in REO and ask who 
you can talk to about them. 

Asset Management Companies:  Some lenders hire an asset management company to handle 
foreclosures on the lender's behalf.  For instance, Wells Fargo uses Premiere Asset Services. 
Keystone Asset Management is a national agency that deals with defaults. 

Search Public Records:  In various stages of the foreclosure process, notices are recorded with the 
County Clerk at your County Recorder's Office. This information is public record and is available to 
anyone. Just visit your county’s office and you can search for a Notice of Default (NOD), Lis 
Pendens or for a Notice of Sale. The best part of searching public records yourself is that it is free.  
In addition, you’re likely to find newly posted properties that haven’t yet reached many of the online 
foreclosure data providers. 

Direct Mail:  Direct Mail is one of the best ways to find the foreclosure properties. When you cannot 
find the phone number for a person in foreclosure, mail them a letter.  A sample letter to send to a 
homeowner is directly below.  Use the FMV of the house with approximately a $10K repair value 
(unless the owner knows exactly how much it will cost) to figure out what the highest offer the 
Investor will pay and include it in your letter (see example below).  If you don’t include this, you will 
be receiving many calls for nothing.  People will be calling you when they owe more than what the 
property is worth or there is very little equity, which we know will just be “NO” from our Investor. 

Sample Letter 
Date 

Dear (name of owner):  
If you need to sell your home FAST, then call me. I work for someone in your area that buys and invests in homes, 
and I can offer you a quick resolution with no obligations and fees. PLUS if you sell your home now, you could walk 
away with cash in your pocket. 

I understand how hard it is to think about selling your home, but if you haven’t come up with another solution as of 
yet, at least we can keep this off of your credit record.   
I only need about 10 minutes of your time to ask a few questions about your property.  Usually any offers will be over 
and above what you owe so you can pay off other bills or at least move on with your life. 

According to my information, your property estimated market value is $154,639.  If the total amount owed on the 
house is less than $67,680 please call me as soon as possible so I can try to help you.   
Sign it with your name & phone number included. 
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Formula to Use for Determining a Good Investment 

Most investors will offer much, much lower than the fair market value of the property.  This is so 
he/she can turn it over for a nice profit in a short amount of time.   

The formula I normally use with an investor is the following:  (FMV (fair market value) x 70% ) – 
rehab costs = highest amount the investor will offer on this piece of property. 

Always, always check with your investor in your initial call to find out if this formula will work for 
him/her or if they use a different one to determine if a property is worth looking at.  Use whichever 
formula they prefer – they pay you – remember that! 

Fair Market Value 
You can find the FMV in zillow.com or any paid site, as well at the comps (comparables).  Comps 
are simply homes in the same area with the same or close to the same square footage, bedrooms, 
baths, etc. and what they recently sold for.  This gives the investor an idea of what he can get for the 
property. 

Rehab Costs 
When you call to get the seller information sheet filled out (included at the end of the manual), you 
will be asking what needs repair.  You can estimate the cost of each repair by looking on the 
internet, talking with a contractor you know or calling contractors to find out what they charge.  
Most investors have hired a contractor to do any rehab work for them so if you’re close in the 
estimate, that will be good enough. 

Let’s look at the formula again: (FMV x 70%) – rehab costs = the highest an investor will pay for 
the property.  So, if you find a property you believe to be a possible good investment and the fair 
market value is $240,000 with estimated rehab costs of $12,000, what will be the highest offer an 
investor will make? 

$240,000 (FMV) x 70% = $168,000 

$168,000 - $12,000 (rehab costs) = $156,000 

The investor will not go over $156,000 on his offer.  If the property you found has a payoff higher 
than that, you cannot send this information to the investor unless you want a “no”. 
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Chapter Three 
How to Find Phone Numbers of Possible Sellers 

When you find a piece of property that is in pre-foreclosure, vacant, or rented out, you will need to 
locate the owner. You can find the owner’s name and address by going to the city assessor site. 
However, you will also need to find the phone number for the owner which at times can be tedious. 
Be prepared to not find the number anywhere, as well as being excited about finding the number 
only to find out that is disconnected. Don’t worry – we will handle this situation later. 

Free Online Sites to Locate Phone Numbers: 

• http://www.switchboard.com 
• http://www.whitepages.com 

Paid Online Sites to Locate Phone Numbers: 

• http://www.intelius.com 
• http://netdetective.com 
• http://www.peoplefinders.com 

There are many sites you can find that are free and paid. Just enter “find phone numbers” in the 
search bar on any search engine. 

Seller Information Sheets 

You are finally ready to start making calls to get information that you are unable to find for the 
properties you hope to be a good investment. This is a touchy area and you will want to practice a 
few calls first. It can be emotional for you as well, so prepare to be comforting to the owner (if it is a 
foreclosure). If the property is an FSBO, this will actually be the easy part.  

First, fill out any information on the seller sheet that you have already found. You won’t have to ask 
these questions which will save you a lot of phone time.  Or, if you want to be sure that you have 
the correct information, just verify it with them. 

Keep track of your calls on the back of the sheet. For instance, I will write, “Left message – 
5/12/11 – 10 am CDT”. I continue to track my calls and leave notes to myself so that if I am doing 
a call back, I will remember where I was with the person when I last spoke with them. 

Foreclosure Calls 
Many times, a person who is in foreclosure will not pick up a call due to bill collectors calling. 
ALWAYS leave a message letting the owner know you would like to help out in the situation he/she 
is in. ALWAYS leave your full name and telephone number for them to call you back should they 
need your assistance. 

Remember this person is possibly about to lose their home. Let them know you understand and 
listen if they need to talk. Comfort them and tell them you will do your best to help them out. Call 
them back within 24 hours whether you have an answer back from your investor or not. Do not 
leave them hoping and wondering – keep in close touch. Other investors will be trying to get that 
property as well. How you handle the relationship is what will keep you on the top of the list! 

Below are call scripts you can follow for pre-foreclosure properties and for FSBO’s. 
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Call Script (Pre-Foreclosure) 
Is this (name of owner)?  They respond.  If “yes”, continue. 

This is (your first and last name) and actually I’m calling regarding the property at (address – not city 
or state). Are you the owner?  They respond.  If “yes”, continue.  If “no”, ask if you can leave a message. In your 
message DO NOT say anything about the foreclosure. The person on the other end may not know about it. Just give 
your name and phone number, and let the person know you are calling to help them regarding a situation they are in. 

I understand your home is in the foreclosure process. I really hope you have been able to resolve 
this issue, or are in the process of doing so. However, if you need my assistance, I would like to help 
you. They respond.   The response here could be one of three different scenarios. Either the person will say they have 
already resolved it or are talking to the bank, he/she didn’t even know they were in pre-foreclosure, or he/she will ask 
how you can help. If trying or resolved:  
Great, I hope all goes well for you. I’d like to leave my name and phone number in case you should 
need my assistance later. (Leave info.) 

If he/she didn’t know about the foreclosure:  

Well, according to the information I have found, it is. Please call your bank or mortgage company as 
soon as possible. I would hate to see you lose your home. Hopefully, my information is wrong but if 
I am correct, you should still have plenty of time to work it out. I’ll leave my name and phone 
number in case you need my assistance. Don’t be afraid to pick up your phone and call me. I totally 
understand how hard life can be at times and I really do want to help you. (Leave info.) 

If he/she wants to know how you can help: 

I know an investor (or investors) in your area who would be very interested in taking a look at your 
property. I know it’s hard to think about losing your home, but if it actually goes to auction, you not 
only will lose your home but it will also go on your credit record, you’ll have legal fees to pay, and 
possibly still owe on your home. If you sell before the auction date you won’t have to worry about 
that and you can go on with your life. The investor(s) I work with pays all cash and can close within 
7 days. Many times, you will be offered not only the amount owed but money for your pocket to use 
for moving expenses, paying off other bills, etc. I can’t promise you I can help but if you are willing 
to spend about 10 minutes with me to answer a few questions about your property, I will forward 
the information on and should have an answer within 24 hours. Either way, I will call you back and 
let you know.  They respond.   Either they will ask you to call back at a different time because they are busy doing 
something, or they will want to answer your questions. 
Obviously, if they want you to call back leave yourself a note and be sure to call back at the time 
they requested. Otherwise, tell them that if they don’t know an answer, it’s okay. From here, simply 
go down your seller information sheet as it is written. At the end of the questions, remind them that 
you will do what you can for them and get back to them within a day to let them know what your 
investor has said. 

Now, look at the numbers, do your formula, and if it works, send the information on to your 
investor! If the numbers don’t work out to be a good investment, call the person back the next day 
to let them know that unfortunately they owe too much on the property for an investor to purchase. 
Give them options such as looking on the internet for information on foreclosures, or if you have 
any advice for them (it’s a good idea to look at what a person can do in this situation), give it. This is 
where “word of mouth” comes in. If you do your best to help this person out, even if your 
investor(s) won’t buy the property, your name will be passed on to others in the same situation. 
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Call Script (FSBO’s, etc.) 
This script is much easier because the seller WANTS to sell their home. The only problem here is 
that he/she usually wants more than what the house is even worth! It’s up to you to make it clear 
that you are actually getting the information on their property to send off to an investor. Explain 
that an investor is not going to offer what the FMV is and the seller should be prepared for a low 
offer to begin with but it usually is negotiable. Ask if he/she has 10 minutes to answer a few 
questions about the property and get the information. Remember to tell them at the beginning that 
it’s okay if they don’t know the answer to something. Again, let the seller know you will get back in 
touch with them within 24 hours and be sure to do it!  

If the offer ends up being too low for the seller, be sure to leave your name and phone number with 
him/her. Tell them to feel free to call you if they would like to start a negotiation with the investor. 
Also, ask if they would like you to call them back in a couple of months to see how it’s going. If they 
say “yes”, start your call back list. Many times if a seller is unable to sell, they will re-look at the offer 
your investor initially gave. 

The three types of Seller Information Sheets (Pre-foreclosure/FSBO/REO) can be downloaded at 
this URL:  http://professionalbirddogging.yolasite.com/blank-forms.php. 

Remember – it is very important to get all of the information you can, however, let the owner know 
that if he/she doesn’t know something, it’s okay.  Write any notes down on the bottom or sides of 
the Seller Info sheets that you feel the Investor should know. 

After getting the information filled in, do the formula.  If the amount it equals is more than what the 
owner wants, scan the sheet, save it as a .pdf file, and attach it to an email to your Investor.  In the 
email, inform him/her if the owner seemed motivated or not and request a fast response.  On the 
back of the sheet, put the date of the call and the date/time you sent it to the investor.  If you don’t 
hear from your investor within 24 hours, contact him/her via email or phone. 

 

 

 

 

 

 

 

 

 

 

 

http://professionalbirddogging.yolasite.com/blank-forms.php
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Chapter Four 
Managing Your Business 

In order to manage your business, the very first thing you want to do is set up all of your folders and 
files on the computer.   

Investor Folders 
The following folders should be set up as follows: 

1. Go to “My Documents” in the “C:” drive. 
2. Create a folder named:  Bird Dogging 

• Open that folder and create a new folder named Blank Forms and save your Seller 
Information Sheets, Homeowner Letter, Investor Contract, and other blank forms 
you have.  These are the ones you will open, edit and save under different Investors.   

At the end of this training program, you will learn how to find your own Investors.  As soon as a 
contract has been signed with the Investor, create a new folder named:  “(Investor Name)”.  Open 
that folder and create the following new folders: 

• Legal Forms: This is where you’ll put your signed contract with the Investor as  well 
as any other legal form the two of you sign. 

• Mailings:  For each property owner you mail a “Homeowner Letter” to, save it here.  
When the homeowner calls, you can refer to this letter to see what you put down as 
the highest offer your Investor will make.  Be sure to keep the letter so you will have 
it for proof of postage and post office mileage for taxes. 

• Properties:  This is where you will place your scanned Seller Info sheets saved as .pdf 
files that you send to your Investor. 

• Accepted Properties:  If a property is accepted and will be purchased by the Investor, 
move the saved Seller Info sheet from your “Properties” folder to this folder. 

Keep track of all of your Investors/Properties in this manner so that you can locate a particular 
property immediately if the owner or Investor wants information on it. 
 

Review of what your folders should like at this point: 
C: My Documents/Bird Dogging 

C: My Documents/Bird Dogging/Blank Forms 

C: My Documents/Bird Dogging/Investors/Investor Name/Legal Forms 

C: My Documents/Bird Dogging/Investors/Investor Name/Mailings 

C: My Documents/Bird Dogging/Investors/Investor Name/Properties 

C: My Documents/Bird Dogging/Investors/Investor Name/Accepted Properties 

Advertising: 

Keep track of any ads you place.  Create a word document and title it “Ads Placed – Date”.  When 
you place an ad that day, copy and paste the ad you typed and place that on the top.  Underneath the 
ad, enter all the sites or newspapers you placed the ad in.  Follow the trend.  If an ad doesn’t bring 
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you any new Investors or possible properties, change it.  If a particular site or newspaper doesn’t 
bring you any new Investors or possible properties, stop using it. 

Example of what your word document might look like: 

Investor Ads Placed – June 1, 2011 

“copy of your ad here” 

http://craigslist.org – Milwaukee, WI 

Milwaukee Sentinel – Classifieds – Jobs 

You would save this document as:  “Investor Ads – June 1 2011” 

Open up your “Bird Dogging” folder and create a new folder named:  Advertising 

Save your word documents for the ads placed in here. 

Review of what your folders should like at this point: 
C: My Documents/Bird Dogging 

C: My Documents/Bird Dogging/Advertising 

C: My Documents/Bird Dogging/Blank Forms 

C: My Documents/Bird Dogging/Investors/Investor Name/Legal Forms 

C: My Documents/Bird Dogging/Investors/Investor Name/Mailings 

C: My Documents/Bird Dogging/Investors/Investor Name/Accepted Properties 

C: My Documents/Bird Dogging/Investors/Investor Name/Properties 

Now you have your system set up to begin.  Almost all of the folders regarding your Bird Dogging 
business are in place.   

Now, for the actual paperwork you will need!  Buy yourself a folder and notebook for each Investor 
you have.  Write their name on both the folder and notebook (I like to keep them the same color – 
it makes it easier for me to keep track of all of it). 

Open up your blank Seller Info sheet.  Where it says “Investor Name”, put your Investor’s name.  
On the left side, where it says, “Your Name” and “Your Phone Number”, put that information in as 
well.  Don’t just hit “Save”!  You will save it over your blank document.  Click “Save As” and save it 
in that Investor’s Blank Forms folder as “Seller Info sheets”.  Print out at least 10 for yourself for 
the time being and place in your folder. 

You will be using the notebook daily.  In here, each day put the day and the date, highlight it so you 
can find it easy and begin your day by writing what you need to do.  As you complete each task, 
check it off.  As things happen during the day, write them down in here.  If you email a property to 
an Investor, write it down.  This will keep track of your days and you may need to look back to see 
when you actually did something. 
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Example of what your notebook page might look like: 

June 1, 2012 

To do: 

*Call on properties I found yesterday 

*Check w/Investor regarding property located at: 

*Place ad in (where ever you are placing ads): 

Call came in from seller on property located at (address) 

Sent above property to Investor 

You will want to create documents for tracking your expenses as well.  These are tax deductible!  We 
will be discussing that next. 

Tracking Expenses for Tax Purposes 

You will want to track all of your expenses and use it as a tax deduction at the end of the year.  You 
can either do this on paper in a ledger book or on your computer.  If you do this on your computer, 
you will still want a large yellow envelope marked “Year – Receipts” for verification purposes – keep 
ALL of your receipts for the year in here.  On each receipt, circle the product and cost if there are 
non-deductible expenses on there also.  On the top of each receipt, write the date so you don’t have 
to search for it. 

On your computer, you can create an excel worksheet or a word document.  The items you will 
want to track are as follows: 

• Mileage looking at properties in your area 
• Mileage running to the Post Office to do your mailings 
• Mileage running to the store to purchase more office supplies 
• Postage Stamps 
• Phone bills or phone cards for long distance calling (for calling Investors and sellers, 

online services, advertising) 
• Any new computer equipment you purchase to keep your business running smoothly 
• Fax bills 
• Office Supplies you can deduct:  Notebooks, Folders, Printing Paper, Envelopes, 

Toner for your Printer, Stapler & Staples, Paper Clips, Pens, Highlighters, Tape, 
White-Out, Discs for backing up your documents (you should back up your 
documents once a week) 

You will probably want to get yourself an Accountant if doing taxes confuses you.  By giving 
him/her all of your receipts and documents you’ve created (or your ledger book), it will make doing 
your taxes easier and take less time. 
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Chapter Five 
Creating Your Website 

Depending on how big you want to be will help you to decide how and where you want to market 
your Bird Dog business. 

If you plan on having a large portfolio of Investors, you might want to think about your own 
website.  Don’t worry if you don’t know how to create one!  There are many sites available to help 
you do this from scratch.  Or, you can hire a website designer to create one for you.  My favorite 
website designer is me, however, you can find one by surfing the net or perhaps you have a friend or 
relative who can do it for you. 

The first step in designing a website is deciding what name you want for it.  You will have to 
purchase this name as a domain name (this is very cheap to do) after checking to be sure it is still 
available.  How?  Just go to the Yahoo home page, scroll down a bit and you will find a link on the 
left side named “Small Business”.  Click on that link and when the page opens, type in the name you 
would like for your website in the box.  If it is available, it will tell you.  You then can purchase this 
domain name from several different places: 

• Yahoo.com 
• GoDaddy.com 
• Web.com 
• Networksolutions.com 

There are many more places you purchase your domain from – just search the net for “purchasing a 
domain name.” 

Okay, you now have your website name.  Now what?  Now you need to find a host for it.  A host 
will give you the virtual space you need to upload your website.  All of the above places will also 
host for you for different prices depending on how large of a website (pages) you will need.  All are 
very reasonable.  

You now have your domain name and a place to put your website.  You can easily create your own 
web pages these days just by playing in the website creation tools that almost every host gives you.  
First, you will want to draw it out on paper so you can visualize it.  What will your links be (pages – 
home, about us, contact us, etc.)?  How will you welcome your visitors?  What will your logo be?  
What colors do you want to use?  You can also use software programs such as Dreamweaver to 
create your own and upload it to the server.  All instructions for uploading will be given to you by 
your host. 

Above I listed sites that you will have to pay for.  You might want to start with something totally 
free.  That’s fine!  The only difference between a “free domain” name and a “paid for domain” 
name is that the site offering it to you will be added to the end of it.  The only difference between a 
“free web hosting service” and a “paid web hosting service” is the ads that are placed on the very 
top and bottom of your webpages.  Advertisers pay the host to advertise which in turn covers the 
cost of your site hosting.  Below are some sites you can use that won’t cost you anything! 

• http://www.own-free-website.com 
• http://www.doteasy.com 
• http://www.mister.net 
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• http://www.yolasite.com 

Have fun and enjoy creating your own web presence! 

Marketing Your Business 

There are many ways to market your business and it will depend on whether or not you will be 
directing the Investors and/or motivated sellers to a website (if you are going national) or to your 
phone number (if you are staying local) or both. 

You can start out by advertising on free sites such as:  

• http://www.craigslist.org 
• http://www.epage.com 
• http://www.worldslist.com 
• http://www.USFreeAds.com 
• http://www.kijiji.com 

Search for “free advertising” on the internet and you will find many, many places to put a classified 
ad.  Also, become members of different forums where you can post your new business. 

After you start saving some advertising funds, place ads in newspapers, magazines, radio, etc.  Put 
flyers out looking for distressed homeowners with your name and phone number to contact. 

For more in depth marketing techniques, go to: 

• http://www.squidoo.com/no-cost-freeadvertising 
• http://www.yoursoft-tm.com/course.htm 
• http://hubpages.com/hub/FREE_Marketing_Techniques 
• http://www.wilsonweb.com/wmt5/viral-deploy.htm 

Study as much as you can for free and you will be surprised at what you can do! 
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Chapter Six 
Finding Your Own Investor 

Finding your own Investor is actually quite simple.  I can find one within minutes and you will be 
able to do the same! 

My favorite place to look is Craigslist:  http://craigslist.org. 

Simply go to the city & state you want to work with and search for “buy houses” or “for sale” under 
real estate.  Usually if you see an ad that states someone buys houses in 7 days or less with all cash 
you are looking at a possible Investor.  

You can also go to any search engine and search for “Real Estate Investors in (city & state you want 
to work in).  It will bring up many Real Estate Investor listings for you.  If you go the website you 
will be able to get a contact email or phone number.  Some of the Investors will have a form for bird 
dogs to fill out right on the site. 

You can contact any REIA (Real Estate Investment Association) in any state and request a list of 
Investors that might be looking for a bird dog. 

Place ads in free advertising sites (there are hundreds of them!) giving full details of what you do and 
your contact information.  Go to any search engine, search for “free advertising” in the state you 
want to work in and go at it!  A few good ones are:  

• http://craigslist.org 
• http://www.adsnearyou.com/?pg=home 
• http://www.kijiji.com 
• http://lycos.oodle.com 
• http://www.theadnet.com 

Place ads in newspapers once you are feeling comfortable enough to spend the money.   

Keep track of your ads, free or paid, and know when they expire so you can renew them. 

Once you have an Investor interested in using your services, be sure to state your terms (response 
time of 24 hours, finder’s fee amount, formula they use, what type of properties they are looking for, 
most amount of money they will spend on a house or commercial property, etc.) in the first contact 
with him/her, whether it be by phone or email.  It’s very important to understand clearly what your 
Investor is willing to buy and how much they are willing to spend.  The finder’s fee should be 
negotiated immediately.  Let the Investor know you are a fully trained professional bird dog, 
therefore, your fee is $2,000 per property they purchase, due once the closing occurs.  It’s also 
important to let the Investor know that this finder’s fee is negotiable depending on the profit 
margin.  If he/she is only making a profit of $2,000, obviously you will not get that large amount but 
you can negotiate a percentage.  Make it clear how you would like to get paid – via direct deposit, 
check in the mail, PayPal, etc. 

Ads to Place Samples: 

Wanted! Real Estate Investors! 

I have property leads available for pre-foreclosures, REO's, FSBO, etc. in (city, state) area. 
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Let me make your cold calls and provide you with the information you need to determine your 
profit potential. 

Just let me know what you are looking for and I’ll do all the leg work! 

When I locate a property for you, I can make the initial phone call and get all the info you need from 
the property owner.  I’ll even make the call back to the owner with a purchase offer for you. 

There are no fees charged by me unless you actually purchase a property using my services! 

Real Estate Bird Dog for Hire! 

Highly trained Real Estate Bird Dog looking for Investors!  I not only find the type of properties 
you are looking for, but I also get the ARV, recent Comps, last sold date and amount, reason for 
selling, repairs needed, and enter all information into a Seller Information Sheet!  If you want me to 
call back with your offer, that is not a problem!!  Call or email me today! 

Attention Real Estate Investors! 

Professional Bird Dog available immediately!  Highly trained!  I will go above and beyond what your 
normal bird dog does!!  Contact me via phone or email for further information! 

1st Contact Email Samples: 
When an Investor responds to one of your ads, be sure to reply promptly.  The time and the 
professionalism of this first contact are very important to establish a good relationship with the 
client (the Investor). 

Give all details of what you are capable of doing as well as what you expect as a finder’s fee.  Let 
him/her know that you do require a contract to be signed.  An example of a 1st contact email is 
below: 

Dear (Investor Name): 

Thank you for your reply to my ad listed in (where you placed the ad). 
I look forward to working closely with you and to help your Real Estate Investing business grow. 
As your Bird Dog, you can expect to receive a complete Seller Info sheet which includes seller information, property 
information, needed repairs inside and out, financial situation (how many mortgages, total owed, if current, etc.), 
reason for selling and if property is listed with a realtor, as well as the lowest price they will accept for the property.  If 
possible, I will attach photos of the property and give the recent comps, the ARV and the assessor’s appraisal.   
I will then use the formula you request to determine if it is something you can make a profit on.  The current formula I 
use is:  (FMV x 70%) – 10K (or more for rehab).  If this is acceptable, please let me know. 

My finder’s fee is $(what you want to charge) which is due immediately after closing, payable by (check, money order, 
direct deposit, PayPal).  If a property is purchased by you and the profit margin doesn’t realistically allow a finder’s fee 
for that amount, we can negotiate it at that time.  
Please inform me of the types of properties you are looking for (residential or commercial), if you deal with any rehabs 
or rental property, the zip code of the areas you prefer to stay in, maximum amount you are willing to spend, and any 
other information you think I need. 
I will attach my contract to this email.  Please look it over and email me or call me with any questions.  Once the 
contract is signed by both of us, I will begin my search! 

Have a wonderful day and I look forward to a close working relationship! 
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Sincerely, 
Sign it with your name & phone number included. 

If your first contact is a call, simply go through the same information (keep a copy of it in front of 
you to use as a call script).   

You now have an Investor!  Keep advertising!  Before you know it, you might have to hire someone 
to help you! 
 
Creating a Contract 
It’s important to sign a contract with your Investors.  These types of contracts are simple and easily 
edited to fit each Investor you have.  Both you and the Investor need to sign the contract and the 
Investor needs to initial the bottom of each page. 

A sample can be downloaded at this URL:  http://professionalbirddogging.yolasite.com/blank-
forms.php. 

Be sure to read your contract very carefully before sending to your Investor.  It’s easy to forget to 
change a particular requirement when using the same one and editing.  Each Investor may have 
different services he/she would like you to do as well as different finder’s fee amounts. 

Save your blank contract in a Word Program as “Contract” in your documents folder.  Any new 
Investors should have their own folder on your computer.  Place the signed contract in their folder 
and name it “Contract – (Investor Name) – Month Day Year”.  Of course, you can save it however 
you want to but I have found this to be an easy way to find my different contracts and not confuse 
them with each other. 

Edit the blank contract to fit the needs of your new Investor by using your Word Program editor.  
You can always change the file to a .pdf format after editing. 

Congratulations!!  You have finished the study guide and are now a fully trained bird dog!   

Remember, “RESEARCH has the same amount of syllables as BIRDDOG!” (Floyd Johnson III, 
one of my first students!)  And, he is so right!  Good luck to you! 

 

 

* You will find the blank Seller Information Sheets and Contract at this URL:      

   http://professionalbirddogging.yolasite.com/blank-forms.php. 
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