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YOU ASKED, WE DELIVERED
INTRODUCING THE HOME DEPOT APPLIANCE PROGRAM

EXCLUSIVE TO NATIONAL REIA MEMBERS

TEAMING UP
TO PROVIDE THE BEST 

TO OUR MEMBERS!

NOW WE HAVE A CUSTOM CATALOG
JUST FOR YOU! CHOOSE WHAT YOU ARE 

LOOKING FOR IN A SELECTED GROUP,
AT GREAT PRICES.

STEP 1: Browse NREIA catalog 
for the product you are looking 
for in specific categories

STEP 2: Fill out the appliance 
order form with all of the 
products you would like for a 
single delivery address

STEP 3: Email the order form

STEP 4: A Dedicated Appliance 
Specialist will contact you to 
place your order & inquire about 
your delivery preferences

STEP 5: Product will arrive at 
designated address and be 
installed by a Certified Home 
Depot installer. They will even 
haul your old appliances away!

THE
APPLIANCES YOU NEED AT THE PRICE YOU WANT IN 5 EASY 

STEPS
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"80% of all sales are made on the fifth to twelfth contact."

That’s a truth in sales. You continue to make contact with every lead you have because 
you never know when someone will make a decision to participate in a transaction 
with you.

You may not have a key piece of information - like they are starting a new job, or lost 
their longtime babysitter. Yes, something that random can keep someone distracted 
from focusing on your offer.

Just keep reaching out!

I had a client that would delete their leads at 90 days if they never heard back from 
them. Normally, they would reach out three times during those 90 days. That’s only 
once a month! And, all that time, energy and money just to get that lead!

Don’t make a beginner’s mistake and give up. Real Estate Investing takes a lot of ask-
ing -sometimes over and over again. But, if you continue to try, you will be there when 
your lead is ready and that’s the whole point.

Editor's Note
From the latest success strategies to the newest
innovations, CONNECT Real Estate Investing is 
your Go To publication!
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Screening 
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follow this simple checklist.
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Are you new to the world of real estate investment, or just 
want to start finding better tenants? Either way, here’s a 
simple checklist you can use to protect your investment 
or property when evaluating someone who wants to rent 
from you:

#1: Use an Approved Application
Ideally, you want to use online applications with mandato-
ry fields (check with your screening company to see if this 
feature is available). That way, you can make sure every 
space is filled, that all entries are legible, and you’ll have a 
record of the information provided.

#2: Run a Credit Check with Scoring
Some investors love to look at every account and payment 
history a credit bureau can provide. For the rest of us, a 
simple number will do. A credit score of around 700 is typ-
ically good enough to buy a home at market rate, and 625 
is the average renter’s score.

#3: Get an Investigative Criminal Report
There are lots of companies offering “instant” criminal re-
cord searches, but having a private investigator is safer and 
ensures that you won’t be duped by someone trying to 
hide their past. Also, a live investigator will have the ability 
to search specific areas in which your applicant has lived.

#4: Make Sure to Search Eviction Records
Eviction records are the hardest to check because they are 
not recorded with date of birth and Social Security details 
(imagine renting to a “Mike White” when there are dozens 
or hundreds of applicants with the same name around the 
country). Also, it’s possible that your renter might be in 
the process of being evicted at the same time as they are 
moving into your property. That’s another reason to get 
help from a trained investigator who can help spot warning 
signs.

#5: Inspect a Paycheck Stub
Privacy laws have changed to the point that calling an em-
ployer usually won’t yield much information. So, to ensure 
that your applicant can afford the property, you might 
want to view one or two paycheck stubs. Along with the 
amounts, compare the year-to-date income to what’s been 
listed on the application, and double check that names of 
employers match.

#6: Get in Touch with Past Landlords
Unfortunately, the current landlord might not give you an 
accurate report if they want to see the person disappear 
from their own property. A past landlord has nothing to 
gain or lose though, so you’re more likely to get an honest, 
unfiltered opinion.

#7: Use Other Clues
Don’t forget to use your own intuition and good sense. 
Look at the condition of an applicant’s car, drive by their 
current home, conduct a Google search, or call other refer-
ences. In short, take whatever (reasonable and legal) steps 
you can to ensure you won’t regret your rental decision 
later.

Remember: finding the right renter is just the first step. 
Make sure you use a state-specific lease that’s been 
reviewed and approved by an attorney (the template 
documents you get at OfficeMax or Staples will not pro-
tect you). And most of all, stick to this checklist every time 
– finding the right renter is the key to protecting your prop-
erty and earning dependable income in the future.

About the Author

David Pickron has been a licensed private investigator for 
over 20 years, specializing in tenant screening for real es-
tate investment owners and property management compa-
nies. His company, Investigative Screening and Consulting 
(ISC) helps clients get tenants from the initial background 
check to leasing and payment collection. You can learn 
more by visiting www.iscscreening.com or calling 1-877-
922-2547.

Seven Step Residential Screening
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INVESTIGATIVE SCREENING AND CONSULTING      (877)922-2547     INFO@ISCSCREENING.COM 

Information is Power 
As we all know, information is power.  Whether we are buying a house, investment or screening a new applicant; 

information helps us make the best choice possible.  In fact, the difference between a good and bad decision is all about 

information! Below is a random list of useful facts that will help you analyze your applicants and how they compare to 

the averages of the nation.   

 

Useful Facts: 

Credit Scores: 

Though many creditors have their own models, the model below will help you analyze credit scores. 

-Excellent Range: 781-850 

-Good Range:  664-780 

-Fair Range:  601-660 

-Poor Range: 501-600 

-Bad Range: below 500 

-Average National Credit Score:  664 

-Average Rental Credit Score: 625 

-Top State with Average Score: Minnesota 

-Bottom State with Average Score: Mississippi 

 

Cards and Debt: 

-Average Debt Per Consumer $28,496 

-Number of Bank Cards Per Consumer 2.18 

-Number of Retail Cards Per Consumer 1.54 

-Consumer Debt is Closing in on the All-Time High of 2008 $3.407 Trillion Total 

 

Net Worth: 

Average Homeowner: $200,000 (mostly home equity) 

Average Renter: $5000 

 

Ownership vs Renters: 

Homeowners 65% of Population 

Renters 35% of Population (slowly rising) 
 

Crime Statistics: 

• Sex Offenders 400,000 
• Over 2 Million Burglaries per year 
• Over 16,000 Murders per year 

• 30.2% of Population Have Been Arrested Prior to Their 23rd Birthday for Something Other Than Traffic offenses 

• 3 Out of 4 Prisoners Will Be Arrested Again Within 5 Years (Study of BJS 2005-2010) 
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Leads are the key to real estate investing. I’m sure that’s 
nothing you haven’t heard before and if you have any expe-
rience in the real estate investing industry, then you prob-
ably already know what a struggle it is for most real estate 
investors to maintain a full pipeline.

A continuous influx of new leads is a goldmine for real es-
tate investors, and being able to access thousands of buyer 
and seller leads with very little effort is invaluable. 

With that in mind, Realeflow has a lead generation tool in 
their software called Leadpipes, which gives users instant 
access to 11 different types of buyer and seller leads.

Here’s an explanation of the types of leads that can be ac-
cessed through Realeflow and their importance to you. 

Renters. Renter leads include people who are currently 
renting an apartment or house and may be in the market to 
purchase a property of their own. 

Why they’re important… Renters are great leads to target 
both to help you sell properties and grow your buyers list. 
Many are tired of making their landlords rich and are on the 
brink of investing in a property they can call their own! 

Our Renters Leadpipe focuses specifically on renters be-
tween the ages of 21-45 with a household income of $100k 
or more. 

Cash Buyers. Cash Buyer leads are people who have paid 
cash for a property, which is a good indication that they are 
in the market to invest in more property. These are typically 
wholesalers or rehabbers. Anyone who is investing in prop-
erties and paying cash is someone who you should connect 
with. You want them to know who you are and why they 
should do business with you. 

Why they’re important…   Cash Buyers make doing business 
simple; they hand over the cash, sign some paperwork, and 
the deal is done. Other buyers can make closing a deal seem 
like a nightmare. The lender may deny some buyers who 
claim to be pre-approved for a mortgage later on, causing 
the deal to fall apart at the last minute. 

By no means should you overlook buyers who use mort-
gages to purchase properties, but always keep in mind 

that placing an emphasis on working with cash buyers will 
ensure successful investing and peace of mind. 

Absentee Owners. Absentee Owners are people who own 
a property but don’t live in it. These leads are a goldmine 
because they most likely have very little emotional, and pos-
sibly financial, attachment to the property. Absentee owner 
deals often end up being a pretty easy purchase because 
they simply want, or need, to unload the property.
  
There are many reasons why a property owner may be look-
ing to sell a piece of real estate they don’t occupy, some of 
the most common are due to: 
• Job Relocation
• Divorce 
• Retirement 
• Death 

Why they’re important…   Many times these owners are 
trying to avoid juggling two house payments at once. They 
are typically highly motivated to sell and willing to negotiate 
a price that makes everybody happy. 

Free & Clear. Free & Clear leads are property owners who 
don’t owe anything on their real estate. They own their 
property “free and clear” of any mortgages. 

Finding these leads is like striking gold! Sellers who own a 
property free and clear are typically in retirement situations, 
looking to relocate without having to be an out-of-state or 
absentee owner. 

Why they’re important…   Free and clear leads offer no bag-
gage and can be more flexible when negotiating a deal with 
them. There’s no mortgage that needs to be paid off from 
the sale, so anything they get is money in the bank for them. 

Some investors tend to shy away from these types of sellers 
thinking that there’s not much negotiating room, but it’s 
actually just the opposite. You, as a real estate investor, have 
a lot of negotiating power with these leads. 

High Equity. High Equity sellers are people with small mort-
gages on their properties. The equity on a property is simply 
the difference between the value of the home and how 
much is owed towards the mortgage. 

Leads: The Lifeblood of every                
Real Estate Investor
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As a high equity seller reduces the amount that is owed on 
their home, the value of their property increases, which also 
increases the overall equity. 

Why they’re important…   This is a great lead for people who 
are looking to acquire properties via seller financing or lease 
option. Keep these leads in mind if you have buyers looking 
for this type of opportunity. They may be the perfect match. 

Bankruptcy Leads. Bankruptcy leads are in a distressed 
financial situation, generally making them very motivated 
sellers. 

A lot of investors shy away from these leads because they 
aren’t familiar with the bankruptcy process and aren’t sure 
how they can benefit from working with these leads. 

Why they’re important…   Less competition makes bankrupt-
cy leads great investing opportunities for those willing to 
take just a little time to understand the bankruptcy process 
and lingo. Not only are bankruptcy sellers motivated, but 
often so are the mortgage holders giving investors plenty of 
room to negotiate great deals.  

Tax Liens. These are great leads to target because they are 
early indicators of financial distress. I know countless inves-
tors who’ve built their entire business around marketing to 
delinquent tax liens alone! 

If a homeowner cannot pay their local or county taxes, 
taxing authorities have the right to place a tax lien on their 
property. Real estate investors who deal in tax liens have 
been known to acquire properties for pennies on the dollar 
using this investing method. 

Why they’re important…   Tax Liens are an extremely 
valuable lead because they will show up first, even before 
homeowners have filed for bankruptcy, and long before 
foreclosure. 

Upside Down Leads. Anyone who owes more on their prop-
erty than its actually worth is considered in an upside down 
situation. Upside Down leads are common after home-
owners take on a second mortgage or additional loans that 
outweigh the current value of their home. 

A majority of the time, property owners in this situation are 
left with no other option than to try to sell their property to 
an investor who attempts to negotiate a short sale with the 
lender. 

Why they’re important…   The sellers and lenders are often 
very motivated to strike a good deal that benefits all parties 
involved. 

Low Equity. Home equity is the difference between what a 
property is worth and how much is owed on it. 

Homeowners with Low-Equity might be in a situation where 
they have just moved into a new property with a new mort-
gage. It may also be a situation where the homeowner has 
taken out home equity lines of credit to pay off other debt 
and is closing in on the amount of equity available in their 
property. 

Why they’re important…   Low equity leads may be nearing 
financial distress and could soon become an upside down 
lead. Keep an eye on these as they may be willing to sell to 
get rid of the headache of owning the property.  

Probate. In most cases, people who acquire houses in the 
probate process don’t want the property in the first place, 
typically don’t know what their options are, and don’t even 
have the patience to figure it out. 

Why they’re important…   By taking an unwanted proper-
ty off the sellers’ hands, you’re actually removing a major 
stress in their life. THIS creates the ideal “win-win” scenario 
that makes real estate investing so fulfilling.

You’re allowing them to focus on what’s important; which is 
relieving the stress of dealing with the loss of a loved one. 
You are helping them solve a very big problem. 

Targeting these lead-types can create great investing oppor-
tunities. Dealing with motivated sellers creates the right set 
of circumstances where you can negotiate mediocre deals 
into killer deals. 

Private Lenders. Anyone who is in a position to lend money 
to a company or an individual is considered a Private Lender. 
Private Lenders are out there, and they’re eager to make 
a large return on their money, more than they would by 
letting it sit in a savings account. 

Why is raising Private Money important?  Access to private 
money allows you to move quickly and negotiate great 
deals. 

No longer having to rely on traditional bank loans to do 
deals gives you the flexibility and speed to get the best deals 
done more quickly. 

It also gives you the flexibility to decide with your Private 
Lender what the return will be on the money that they 
invest with you. As you develop relationships with your 
Private Lenders, they will become more enthusiastic about 
lending you money with every deal, assuming that you pay 
them back in the terms and time frame that was agreed 
upon. 

While there are other types of leads, the are the types of 
leads that are included in your lead profile as members of 
REIF-Jacksonville. Now that you know, you can choose more 
wisely.
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Real estate investors today are facing a changing market 
place. New regulations, historical lawsuits and settlements, 
along with a still sluggish economy have affected the sup-
ply and demand of real property in a significant way. 

These profound effects will set the course of real estate in-
vesting for the next several years. Real estate investors will 
have to adjust their approach to real estate as yesterday’s 
strategies and techniques will not yield the same result in 
the future.

The good news is that real 
estate investors have always 
had to change their tactics 
as market conditions change. 
Back in the early 2000’s real 
estate investors jumped into 
the rehab market buying up 
foreclosed fixer uppers. Still 
others jumped into buying 
preconstruction property 
which they would flip to an-
other buyer for a quick profit. 

Shortly after real estate prices plummeted in the 2007 
financing crisis, investors switched gears and starting 
buying short sales approved by lenders and REO’s owned 
by lenders. Enter the robo-signing lawsuits, new legislation 
and a broken economy and again real estate investors have 
to adjust and adapt.

Where are the deep discounted REO’s? Why have short 
sales all but dried up? Where is the foreclosure inventory? 
Why are cap rates on rental property so low? The answers 
to those questions ultimately come down to the issue of 
supply and demand.

Housing inventory in general is down, while the foreclosure 
and REO inventory is down significantly yet cash investors, 
stung by the memory of stock losses, are hungry for safer 
returns and are buying properties at increasing prices driv-
ing yields down.

Nationwide, foreclosures are selling at an anemic 13% dis-
count while rental properties are providing a paltry 8% cap 
rate. These numbers, as well as inventory numbers, can be 
easily found with a quick Google search. If you have been 
an active real estate investor, you don’t even need to look 
those numbers up as you have already experienced there 
impact. 

So, is this simply the new market you have to live with? It 

may be for you unless you examine the financial side of the 
business. Let’s face it; financing has always been the defin-
ing factor when it comes to real estate. The government’s 
involvement in financing has always been a defining factor. 
Not sure about that? Do some research on the history of 
FHA. 

You will find that before FHA this was a nation of renters. 
You couldn’t get a mortgage unless you put 50% down and 
that mortgage would be for 5 years and not the current pe-
riod of 30 years. The government created Fannie Mae and 

Freddie Mac and as a result we 
had a significant growth as more 
people were able to buy homes 
(and of course more homes be-
ing built meant many more jobs 
in numerous industries).

Today’s legislation is pushing 
banks to refinance existing loans 
while also putting restrictions on 
new loans. Other laws are mak-
ing it more expensive for banks 

to foreclose and to hold foreclosed properties. 

In another huge move, new Fannie and Freddie actions 
have incentivized banks to sell more troubled loans rather 
than foreclose. These changes have led to a massive supply 
of troubled, non-performing notes.

How massive? Estimates show that there is 4 times the 
amount of non-performing notes available right now then 
the total number of foreclosures sold since 2006. Please 
re-read that. You can look that up at Realty Trac. With that 
much of a supply, what do you think has happened to the 
prices?

Industry numbers show that the average price for a 
non-performing note is about $9000. That note is secured 
by a property with a value of $60,000. I would re-read 
that sentence as well. Where else can you get discounts 
like that today? You can probably see why non-performing 
notes is the hottest topic in real estate today!

Joe Varnadore invested in his first property at the age of 
19. He learned the importance of using creative financing. 
Since then, he has created and brokered more than $30 
million in note transactions. He believes that there is a 
great opportunity for real estate investors to use non-per-
forming notes to acquire properties and seller financing to 
cash out.Joe currently teaches for The Note School.

Position Yourself for the                       
Changing Real Estate Market!
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A very close friend and I were having a casual conversation.  
My friend, a dabbler in real estate, mentioned that he 
hated sales people.  With ferocity of a lion, he roared, 
“I could never do that!”  I, having been a professional 
salesman for almost 7 years, could only laugh.  What my 
dear friend didn’t understand was that he was a salesman.  
He just wasn’t trained.

If you are in real estate, you have to sell! 

Call yourself whatever you want: rehabber, wholesaler, 
landlord, investor.  You are selling something.  

Sales professionals spend a small fortune learning to get 
good at sales.  I spent in excess of $8,000 in four years, 
while working as a loan officer selling mortgages.  I paid 
other sales professionals to teach me their skills and 
bought numerous books and tapes.  I encourage you to do 
the same.

I will attempt to break down the basics of sales for you 
here.

Know Your Product
When selling a house, know everything that you possibly 
could know.  When the garage was added or when the 
windows were replaced may not be important to you, but 
your buyer may care.  If you are renting, know your lease.  
Every clause may draw a question, so knowing how to 
answer will be very valuable.

Know Your Customer
There are actually two meanings here.  First, getting to 
know the buyer can help you push buttons that will appear 
to you with training.  Second, taking time to identify who is 
your ideal buyer will help you find them.  You should also 
know who is your typical buyer because ideal buyers may 
not be available.  

Know How To Answer Objections
We often turn away a buyer or renter because they object 
to something we say or something we show them.  I 
have learned to love objections.  When they object to 
something specific, your buyer is doing two things. 

One, they are telling you they don’t object to everything 
else you have said.  And two, they are asking you to 
convince them to buy the house or rent the apartment.  
This seems a little odd at first.  They don’t like something, 

so that means the want it?  If you experiment with this, 
you will find success.

According to Brian Tracy (sales guru), there are usually only 
three objections to every sale.  You have to figure out what 
they are for what you are selling, but usually there are only 
three.

Know How To Close
The Sales Close is the exact moment when the buyer says, 
“Yes, I will take it.”  There are over 100 documented closing 
techniques that I know of.   Most commonly use are the 
assumption close, the encyclopedia close and the take 
away close.  You could learn all 100 techniques. I would 
suggest, however, that you learn just a few that you feel 
comfortable with, and get really good at them.

Ask For Referrals
If you want to sell more houses or rent more apartments, 
ask for referrals.  Ask early in the sales process and ask 
at the end of the sales process. Ask often!  If you find a 
good tenant and he has a good friend, you can bet on that 
friend’s character.

With all this in mind, let’s all sell a little more. 

Reprinted courtesy of the Akron/Canton Real Estate 
Investors Association Newsline

Basic Sales Breakdown                                  
for the Real Estate Investor
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