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Real Estate Investors and Realtors®: 

Working Together Makes Sense (and Money)
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Ever since the beginning of modern times in the 
real estate world, it seems there has been a clash 
between real estate investors and RealtorsRealtors®.  
(For simplicity purposes in this article, the word 
RealtorsRealtors® will be used to refer to real estate 
brokers, real estate agents, sales associates, licensees, 
and in general anyone with a state issued real estate 
license.  The word Realtors® actually means that 
the licensed person is a dues paying member of 
the National Association of 
Realtors®.)  

Real estate investors are 
typically all about the 
numbers.  Price, terms, and 
return on investment are 
what matters.  The price 
and terms need to be good enough so that the 
investment will be profitable.  Investors often have 
to screen dozens of potential property leads in order 
to eventually close on the right deal.  They often 
perceive Realtors® as uncreative and traditional.  
Nothing seems worse to an investor than trying to 
explain to a Realtors® some creative technique that 
they have successfully completed many times in the 
past only to hear “that is illegal” or “nobody does that 
around here” or just get a blank stare.  

On the other hand, Realtors® are typically all 
about getting deals closed.  This is because in the 
majority of cases, the Realtors® works on straight 
commission and does not get 
paid until a closing happens 
with money changing hands.  
RealtorsRealtors® often perceive 
investors as unrealistic, naïve 
people who want to buy houses 
for half off the listed price or 
with some no-money-down 
technique that they heard about 
on a late night infomercial.  Or 
worse, they think investors are 
just shady characters looking 
to trick some poor widow into 
selling their house too cheap. 

Thus we have the challenge.  
The investor is often looking for 
that gold nugget property – the 
one priced low enough or with 

the right creative terms so that the investor can 
buy and hold, buy and re-sell, or develop it so that 
it will generate a reasonable profit.  Depending on 
the market, finding that gold nugget can sometimes 
require a lot of digging (researching specific criteria, 
locating comps, viewing properties) and sifting 
(making low priced or creative offers that generate a 
bunch of rejection) just to get an offer accepted.  Then 
once it gets accepted the fun begins as the investor 

assembles the 
money, paperwork, 
due diligence, and 
more, in order to 
hopefully close 
the deal.  Since the 
Realtors® normally 
does not get paid 

unless a deal closes, all that digging and sifting 
can quickly turn cumbersome if a closing does not 
happen after a reasonable period of time.  Thus 
many Realtors® just try to avoid investors altogether 
because of these additional issues and perceptions 
involved.  

So how can investors and Realtors® find a happy 
medium so that they can work together?  That is 
what this article is all about.  We will first discuss 
some solutions that Realtors® can do.  Then we will 
discuss some solutions for investors.  Lastly we will 
discuss the pros and cons of an investor becoming 
a Realtor®.  

Or worse, they think investors 
are just shady characters looking 
to trick some poor widow into 
selling their house too cheap.

“   “

PART 1
The challenge: Investor vs. Realtor.®
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The investor’s perspective:  How Realtors® 
can make an investor’s job easier.
Investors want a Realtor® that is not afraid to make 
lower priced and creative offers.  They want a 
Realtor® that is teachable and open-minded to new 
ideas.  So how can a Realtor® make an investor’s job 
easier? 

One, it should go without saying that a Realtor® 

who wants to work with investors should get 
some education on investing.  It is hard to grasp 
an investor’s needs if you do not even understand 
what they are looking for and why. Investments are 
nearly all about the numbers.  So you need to have 
some basic level of investment education in order to 
properly comprehend these numbers.  That way you 
can better represent an investor client. 

Most of the investment classes taught through the 
Realtor® associations teach traditional investing 
of buy and hold using bank financing or possibly 
seller financing.  But they seldom address most of 
the creative, highly profitable techniques being used 
today.  So a Realtor® that wants to be investor-friendly 
should take additional steps and get investment 
education from some non-Realtor® sources like 
your local real estate investment association and 
established trainers / gurus who teach creative 
techniques.  If you get good at negotiating distressed 
sales and structuring creative deals, clients will want 
to work with you because of your expertise.

Two, a Realtor® who wants to work with investors 
should make sure they have their real estate license 
hung with a brokerage 
that is investor-
friendly.  Many of the 
big corporate outfits 
and franchise firms 
are focused on retail 
buyers and sellers and 
often shy away from 
investors and creative 
techniques.  This may require you to switch your 
license to an independent or boutique type firm 
that will allow you more flexibility with what you 
can do and who you can work with.  Also because 
many investors work in a broader geographic area 
than typical retail buyers and sellers, it is important 
that the brokerage you work with services all of the 
areas that your clients are in.  Some multiple-listing 

services (MLS) are regional and cover multiple 
counties while some are very small covering only a 
portion of a county.  A brokerage that does not cover 

all the areas you need to service ends up holding you 
and your clients back.  The brokerage also should 
have a property management division so that you 
can feed your investor clients directly to someone at 
the company and keep everything in-house.  A one 
stop shop makes it easier on everyone involved.  

Three, you must have a regular stream of properties 
to provide to your investor clients.  Just having MLS 
access is not always enough.  The MLS is often 
highly competitive and the low-hanging investor 
priced properties often sell with multiple offers.   

You need to either get 
the listings on these 
distressed properties 
or have good working 
relationships with the 
listing agents who 
do regularly list these 
properties.  Developing 
r e l a t i o n s h i p s 

and goodwill can take a lot of time, so my 
recommendation is to do as much as you can to 
control the listing yourself whenever possible.  
Controlling the listing may also involve tying the 
property up with a purchase contract and then 
actually wholesaling the property to the investor.  
This technique will allow you to control the listing 

One of the best ways to get 
educated in investing is to dive 
right in and do some investing 
yourself.

“   “

PART 2
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without actually being the listing agent.  The 
important thing is to be able to successfully supply 
your clients with properties.  Many investor-friendly 
Realtors® end up becoming wholesalers so that they 
can regularly supply inventory to their clients.  While 
investing is just a numbers game, it can quickly get 
frustrating for investors to repeatedly make offers 
and not get properties under contract.  So the easier 
you can make it for your clients to get properties, the 
more they will appreciate you. 

Four, be creative with your clients.  Successful 
business people find a niche and become an expert 
at that niche.  If you want your niche to be working 
with investors, then you need to offer some unique 
services so that you can stand out from the crowd.  
Many investors are do-it-yourselfers, so if you can 
offer a la carte or hybrid full service/limited service 
type brokerage activities you can give clients a “good 
deal” that they might not find with other Realtors®.  

Five, become a resource for your industry.  There 
are a lot of moving parts in the real estate investing 
world.  Clients will also be looking for investor-
friendly title companies, lenders, contractors, 
inspectors, and other vendors.  So it is important to 
assemble a team of people that you can count on 
that have a similar mindset.  This is where real estate 
investment associations can be a major factor.  
The networking opportunities at these groups can 
exponentially increase your business and your 
referrals.  

Six, a Realtor® should do some real estate investing 
themselves.  There is nothing like practicing what 
you preach.  One of the best ways to get educated in 
investing is to dive right in and do some investing 
yourself.  There is only so much you can learn 
from a classroom and networking.  In addition to 
giving you true experience in the field, real estate 
investing will put you on your own path to wealth 
and prosperity.  

Realtors® want decisive buyers who will close with 
the least amount of effort and headaches.  That is the 
bottom line with buyer clients.  What they do not want 
are buyers who make unrealistic offers with lots of 
contingencies and no ability 
to actually close the deal.  
With sellers, Realtors® want 
ones who will be realistic on 
pricing and cooperative with 
marketing.  So how can an 
investor make a Realtor’s® job 
easier?

One, an investor should understand how a Realtor® 
earns their money. As mentioned previously, Realtors® 

normally do not get paid a penny unless a deal closes.  
Seldom do they get paid via salary or upfront retainer.  
So every action a Realtor® does is unpaid labor until 
a closing occurs.  Additionally unless they are also 
a broker/owner, they are splitting a portion of their 
commission with their office.  Any expenses for 
marketing, cell phones, office supplies, and gasoline 
are being paid out of pocket as a cost of doing business.  
If you are unsure of how the Realtor® you want to hire 
gets paid, ask them.

Two, purchasing real estate is a numbers game.  
The buying process often involves screening through 
a bunch of properties, then viewing some of those, 
and then making offers on the best prospects.  The 

more an investor 
can do to alleviate 
the time burden of 
running comparable 
searches and 
viewing building 
interiors, the easier 
it will be for the 
Realtor®.  With the 

offer submission process, the offers need to be clean 
– short or no inspection periods, fast closings, large 
earnest money deposits, and no weasel clauses.  

If the offer does involve financing, then definitely get 
this lined up as solidly as possible before submitting 
offers.  Keep in mind that most banks will not loan 
money on fixer uppers and will require a 20-30% down 
payment that you will need to have documentation 
for.  If an investor plans on using a private or hard 
money lender, this needs to be arranged in advance 
as well.  Realtors® do not like spending a bunch of time 

Any Realtor® can put your 
property in the MLS and stick a 
sign in the yard.  A good Realtor® 
will provide a detailed marketing 
plan for your specific property.

“

  “

PART 3
The Realtor’s® perspective:  How 
investors can make a Realtor’s job easier.
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and effort only to find out that a buyer does not have 
the money to close the deal.  

Wholesalers are another angle altogether.  If you do 
plan on wholesaling MLS listed properties, be upfront 
with the Realtor® about this.  Most Realtors® are not 
going to be excited about working with anyone who 
does not plan on closing themselves.  If you are going 
to do this, have your end buyer clearly lined up before 
you start making offers.  Otherwise you will quickly 
alienate the Realtor® when you cannot close and 
have to cancel the contract.  To a Realtor®, a cancelled 
contract is the equivalent of your boss not giving you 
a paycheck on payday. The Realtor® does all the work 
to sell the property but then does not get paid.  They 
might tolerate it once in a while, but if it happens 
regularly Realtors® will not want to work with you. 

Three, listing and selling real estate boils down to 
four things:  price and terms, property condition and 
location, proper marketing, and showing availability.  
Make sure to allow your Realtor® reasonable leeway 
with all these items.  If your Realtor® advises you 
on changes you should make to any of these items, 
definitely take heed.  Little changes can often make the 
difference between selling a property fast at a higher 
price or not.  Listings are golden to Realtors® because if 
an investor follows their advice the properly will often 
sell quickly and generate a paycheck for the Realtor®.  
Nothing frustrates a listing Realtor® more than a seller 
who ignores their recommendations. 

A property needs to be properly priced to be in line 
with similar properties in the area.  A bank appraisal 
will require three recent sales of similar properties 
within specified guidelines.  While an appraiser can 
compensate a lower priced sale by making adjustments, 
a bank will probably reject an appraisal where all three 
sales had to be adjusted upwards in order to reach a 
value.  So be careful with overpricing a house.  Because 
the longer a house sits on the market, the harder it is 
to sell it.  The listing can go stale.  Have the Realtor® 

provide a detailed comparable market analysis to show 
the prices of recent solds as well as current listings in 
the area.  With non-residential properties, you may 
also have to offer financing terms in order to get it sold.  
Vacant land, multi-family, and commercial properties 
often sell with owner financing so keep this in mind.

Property condition and location should be addressed as 
much as possible in the acquisition and the renovation 
phases.  The only way to overcome location issues such 
as a busy road, a commercial building next door, or 
high power lines is to either cover it up somehow with 
a fence or hedge or to reduce the price accordingly.  As 
far as condition goes, make sure that the property is 
in good enough shape to pass FHA and conventional 
financing inspections.  Then focus on curb appeal / 
landscaping, kitchens, baths, and cleanliness.  There 
are whole books about renovating houses so I will not 
get into that.  Just make sure if you plan on selling 
retail to make it look fresh and clean above all else.  
Possibly even do some light staging of furniture and 
decorations.  A good Realtor® will look the house over 
using a buyer’s eye and advise the investor on any 
issues before it goes on the open market. 

Proper marketing means exposing the property to not 
only the most buyers possible but also to the type of 
buyers who will be buying your property.  Any Realtor® 
can put your property in the MLS and stick a sign in the 
yard.  A good Realtor® will provide a detailed marketing 
plan for your specific property.  If they do not provide 
acceptable answers to your marketing questions, then 
dig deeper.  You need someone who will actually sell 
your property and not just list it.  Some areas have 
top producer agents who specialize in a particular 
neighborhood.  If you drive through a neighborhood 
and see the same Realtor’s® sign over and over again, 
you might want to interview them before you list your 
house even if they are not a true investor-friendly 
agent.  Often they still might be the best person to sell 
the house.  It is important to learn your market so that 
you can better know what you are dealing with when 
it comes time to sell the house.

As far as showing availability, the main thing is to 
make the property as available as possible for buyers to 
see the house.  Tenant occupied properties can be the 
biggest headache for a listing agent.  The tenant might 
already be perturbed that they have to move and thus 
they leave the house a mess for showings and they 
only allow showings at limited or inconvenient times.  
If at all possible it is best to show the house when it 
is vacant, cleaned up, and with a lockbox on the door 
for easy access.  The easier an investor can make a 
Realtor’s job, the better the working relationship will be 
for both parties. 
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I have had hundreds of investors ask me whether or 
not they should become a Realtor® in order to invest 
in real estate. There is no quick and easy answer to 
this question. The answer really depends on what 
you plan to do in your investment career.

A real estate license is typically for someone who 
wants to work for other people to help them buy, sell, 
or lease their real estate. That is what a traditional 
Realtor® does. Most investors are not planning on 
working for others, but I do know many Realtors® 
who invest in real estate as a side business.

There are really three main reasons to get a real 
estate license outside of doing traditional Realtor® 
services. 

Reason #1 — is to obtain access to the local MLS. 
The MLS is the database used by nearly all residential 
Realtors® to advertise their listings to other Realtors® 
and to get their listings posted onto major websites 
like Realtor.com, Trulia, Zillow, etc. The MLS has 
information on all listings past and present in the 
area including solds and expireds. It makes checking 
for comparable sales easy. MLS access can only be 
obtained by dues paying Realtors®, licensed real 
estate appraisers, and their employees. 

Reason #2 — is to legally get paid commissions 
or referral fees without being a principal in the 
transaction. In all 50 states you need a real estate 
license to get paid for assisting others in buying, 
selling, or leasing property.  The licensing laws are 
on a state-by-state basis, so every state has its own 
rules and definitions on exactly what you can and 
cannot do without a license. 

Reason #3 — is access to all the online contract 
forms. The local Realtor® association contract, all the 
various addenda, listing agreements, and dozens 
of other standardized forms are available to dues 
paying members. Most of the forms can even be 
filled out online and signed electronically as needed.

Here are a few of the other “pros” for obtaining a 
license. 

Reason #4 — The educational benefits 
from courses offered and trade magazines and 
newsletters.  Until you take a real estate pre-license 
class, you will be surprised at how much you do not 
know about real estate law. 

Reason #5 — The ability to show properties 
to yourself without needing another Realtor® to 
accompany you. This is a big obstacle if you are 
making lots of offers on listed properties. 

Reason #6 — Favorable income tax rules 
regarding active versus passive income and tax 
write-offs. (Ask your CPA.) 

Reason #7 — You can offer to list properties that 
do not make sense to purchase as an investment. 
Many times we offer to buy the property first and 
then list the property second - depending on the 
deal of course.  With the license, you never have to 
turn away a deal just because the numbers or terms 
do not work. 

Now, for the negatives to obtaining a license. 

Reason #1 — The educational requirements 
which include pre-licensing, post-licensing, 
continuing education, and several tests are 
mandatory. 

Reason #2 — The costs in both time and money 
for the license, the application, and annual dues with 
the state licensing board, the board of Realtors®, and 
the MLS. You only need to join the board of Realtors® 
if you want access to the MLS though; you can still 
legally get paid a commission without joining the 
board of Realtors®. 

Reason #3 — Having to abide by the state 
real estate laws and the board of Realtors® Code of 
Ethics. Just because you are unlicensed does not 
mean that you do not have to abide by the state laws. 

PART 4
Should a Real Estate Investor get a real 
estate license?
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Plenty of investors have gotten cease and desist 
orders from their state licensing board because of 
their “creative investment techniques”, “property 
management” , or “consulting fees” that were truly 
just unlicensed brokerage activities. The statutes 
will have a definition of what constitutes acting as 
a real estate broker.  Usually the definition is long 
and intentionally broad so as to cover a multitude 
of things. 

Reason #4 — Disclosure of your real estate 
license to potential buyers and sellers. Some people 
say this is a negative. To me it is actually a positive. 
Why would a seller or buyer want to deal with some 
unlicensed investor (who might be a scam artist or 
time waster) when they can deal with someone that 
is regulated by the state? I use this for credibility all 
the time when buying property and it often helps 
me clinch the deal. 

Reason #5  —  Courts may hold a licensed person 
to a “higher standard” then they would an unlicensed 
person. However if you are doing lots of deals and 
are advertising yourself as a professional investor, 
you are going to be held to a higher standard than 
a layperson anyway. If you go to court, you still lose 
time and money even if you prevail. Most of the 
people that I know who have been sued by a seller, 
buyer, or partner in a bad real estate investment deal 
did not have a license. Often they got sued because 
they were ignorant of the various laws regarding real 
estate - laws that get taught in the pre-licensing real 
estate 101 class.

So what is my advice on getting a license? If you do 
not plan on listing and showing properties, do not 
get a license at least in the beginning. Do a few deals 
and find out if real estate investing is really what you 

want to do. After a few deals, then you can decide 
if you want to take the step of getting a license. 
Having the license is not for everyone, and there 
are plenty of successful investors that do not have 
a license. I have found it is better to get a license if 
you are doing many transactions on a regular basis 
or if you have a large portfolio of properties that 
you are working with. The more volume you do, 
the more you probably need the license. It does not 
necessarily need to be you who obtain the license 
though. I know many investment teams where a 
spouse, parent, child, friend, or partner gets the 
license.

My recommendation is to take the real estate pre-
licensing course.  Many of the local community 
colleges and real estate schools offer the class and 
some even offer it online so you can take it in the 
comfort of your own home. Even if you never get a 
real estate license, the course goes over many of the 
basics of real estate, the contract, and the law. The 
course can be a real eye-opener to investors on how 
to conduct business the proper and legal way. 

A great investor-friendly Realtor® is worth their 
weight in gold.  They are few and far between so 
it may take some sleuthing to find them.  A solid 
investor is likewise worth their weight in gold to the 
Realtor® because unlike a retail buyer or seller who 
only has one transaction every five to ten years, an 
investor may do multiple transactions every year.  It 
will most likely take a bunch of trial and error for an 
investor and Realtor® to match up well.  

The best way for an investor to make this match is 
by referral from other successful investors.  This can 
often be accomplished by joining your local real 
estate investment association and asking around.  
These associations can be a fantastic place to network 
with like-minded people who have the same goals in 
mind. It is important to build a team so that you can 
amplify your business.  Here is to your success!

Conclusion
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Robert Arnold is the 
investor-friendly real 
estate broker/owner of 
Sand Dollar Realty Group 
Inc., Sand Dollar Referrals 
LLC, and Sand Dollar 
Property Management 
all headquartered in 
Altamonte Springs, 
Florida.  

A broker since 1996, 
his business caters to the needs of investors and 
investor-minded Realtors®.  His firm is a member of 
the Orlando, Tampa, Pinellas, Northeast Florida, Fort 
Lauderdale, Ocala, Daytona Beach, and Space Coast 
Association of Realtors®.  

He is a lifelong resident of Florida and a graduate 
of the University of Central Florida.  His real 
estate designations include Accredited Buyer’s 

Representative (ABR), Certified Real Estate Brokerage 
Manager (CRB), Graduate Realtor® Institute (GRI), 
and Preferred Housing Provider (PHP).  In his career, 
he has sold over 1000 homes for his customers.  He 
has structured lease options, contract assignments, 
seller financing, discounted note sales, and many 
other creative transactions.  

Additionally he has wholesaled or rehabbed 
over 100 residential and commercial properties 
through his websites WeBuyHousesFlorida.com 
and WeBuySinkhole.com.  He is married with two 
daughters and in his spare time enjoys traveling, 
watching movies, reading, fishing, and spending 
time with his family.   

He can be reached at:  407-389-7318,  
robert@sdrhouses.com, and www.SDRhouses.com 
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