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Come early for our 6:00 PM Early Bird Real Estate Investor Roundtable! 

 

ering. 
 
Eppraisal.com: This site 
uses data from public records 
and lists properties sold re-
cently nearby. 
 
ForSaleByOwner.com: 
This site’s Pricing Scout tool 
gives you the average of a 
regression analysis and a com-
parative market analysis to 
estimate the worth of your 
property. It also shows recent 
sales of comparable proper-
ties on a map. You have to 
register to use it. 
 
Redfin.com :This tool 
shows you photos and listing 
information for the exact 
comps used to arrive at the 
value of your property. 
 
Surefield.com: This site lets 
you narrow or widen the 
range of comparable proper-
ties, plus excludes specific 

investment property when 
you are considering to either 
buy, sell or flip: 
 
Bank of America 
http://
realestatecen-
ter.bankofamerica.com/
tools/marketvalue4.aspx 
This tool shows comparable 
neighboring sales on a map. It 
provides only a range of val-
ues, not a single number. 
 
https://
www.chase.com/
mortgage/mortgage-
resources/home-value-
estimator 
This tool allows you to 
change the information about 
the house to arrive at a more 
precise estimate, plus pro-
vides information on recently 
sold properties and neighbor-
hood trends. You can also use 
it to estimate the value of 
improvements you’re consid-

What is your investment 
property worth? In recent 
years, a proliferation of online 
resources has emerged to 
provide investors with an 
answer before they ever con-
sult a human. But-
while investors have access to 
more information than they 
could have dreamed of a dec-
ade ago, that doesn’t mean 
they can expect a computer 
to deliver the final word on 
their investment's value – 
though it can give them some 
helpful hints. 
 
Having access to online tools 
that can provide an estimation 
of a property’s value can give 
investors the competitive 
advantage in making quick 
offers or snapping up a great 
below market property. 
 
Here are 7 online tools you 
can use to help you estimate 
the value of your real estate 

 Seven Online Tools to Estimate Investment Property Values 

By  Matt Andrews 
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comps from the list. 
 
Zillow.com: This is the pio-
neer of the property value 
estimating tool, and the com-
pany continues to refine how 
it arrives at its Zestimates. 
 
How To Treat Estimates 
If you are looking at estimates 
for your property’s value, 
you have to consider 
what kind of data went 
into that estimate. If 
your property is 
unique compared to 
others in the neighbor-
hood, for example, the 
choice of “comps,” or 
comparable properties, 
would be a challenge 
to find. Your estimate may 
also be less accurate than if 
you live in a neighborhood 
where all the properties are 
similar. If there have been lots 
of recent property sales in 
your area, there is going to be 
more data to work with than 
if there are fewer sales, and 
therefore you’ll get a more 
accurate estimate. 
 
“The more the house is an 
outlier, the more difficult it is 
for anyone to price it, 
whether it’s a human or a 
computer,” says Glenn Kel-
man, CEO of Redfin, which 
just launched its own auto-
mated estimate tool. “The 
hardest things we had to deal 
with was which properties are 
comparable and which 
aren’t.” 
 
He points out that real estate 
agents doing comparative 
market analysis have an error 
rate of 5.5 to 6 percent, and 
it’s rare that a property sells 
for the exact asking price. 
“No one’s error rate is zero. 

They’re all opinions of 
value,” Humphries says. 
 
The representatives of all the 
companies stress that their 
numbers are merely esti-
mates, based on the available 
data, plus a number of as-
sumptions about comparable 
sales. While all the services 
throw out a number for the 

property’s estimated value, 
most provide a range of val-
ues, which sometimes gets 
overlooked by investors who 
focus on the number in big 
type. 
 
The variation in the data is a 
good reminder that any esti-
mate of property value, 
whether provided by a human 
or a computer, is just that – 
an estimate. Computers and 
humans may disagree, for 
example, about which re-
cently sold properties are 
truly comparable. Plus, when 
it comes time to do the deal, 
the negotiation skills of buy-
ers and sellers (or their 
agents) may come into play." 
 
With these convenient online 

tools you should be able to 

make smart and quicker deci-

sion on your real estate in-

vesting deals.  

 
How to Market Your Wholesale 

Deal to a Buyer’s List 

By Than Merrill 

Marketing your wholesale 
deal is contingent on three 
things: providing potential 
buyers with informative de-
tails, informing those on your 
buyers list that a property is 
for sale, and making sure it is 
visible to the general public. 
The concept is relatively sim-
ple, and for good reason – it 
just is. However, the devil is 
in the details. Whether or not 
marketing your next whole-
sale deal to a buyers list pans 
out the way you intended is 
dependent on the execution 
of the strategy. That said, 
there is a system that is capa-
ble of eliciting proven results.  

If you want to market your 
wholesale deal to a buyers 

list, I recommend following 
these steps: 

4 SIMPLE STEPS TO 
MARKET YOUR 
WHOLESALE DEAL 
 
1. Organize Your Buyers 
List 
The best wholesale investors 
are well aware of the fact that 
their most trusted marketing 
asset is none other than their 
own buyers list. No other 
tool has the ability to sell a 
wholesale deal more effi-
ciently than a list of interested 
contacts that you have already 
developed a working rapport 
with. That said, not unlike 
any other tool real estate 
wholesalers have come to rely 
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on, a proper buyers list must 
be cultivated, maintained and 
organized. If yours isn’t, I 
highly recommend doing so 
before you even consider 
taking on your next deal. 
Provided your buyers list is in 
need of an overhaul, don’t 
hesitate to do a little spring 
cleaning. Be sure to update 
where necessary, but consider 
getting rid of contacts that are 
no longer worth keeping.  
 
Their presence on your list 
simply makes it less efficient, 
and therefore expendable. 
Say, for example, your list 
consists of a lot of old emails. 
If by chance they are no 
longer valid, there is a good 
chance they are hurting your 
deliverability rate. The valid 
emails on your list could end 
up being ignored without you 
even having any clue. 
 
Once you have determined 
which contacts are worth 
keeping, it’s time to perform 
some routine maintenance. 
Double check that you have 
all of the information you 
need. Are you fully aware of 
they types of deals each con-
tact is interested in? Are they 
even interested in a wholesale 
deal? Keep on top of your 
contacts, and be mindful of 
their intentions. The more 
you know about what they 
want, the easier it will be to 

offer them a deal in the 
future. 
 
With that in mind, you 
must also understand that 
peoples’ intentions change 
periodically. What may 
have been a priority for 
them last week could no 
longer have any relevance. 
That’s why it is important 
to remain in constant con-
tact with those on your list. 
In fact, regularly engaging 
with the contacts on your 
list is just as important as 
maintaining the list itself. 
Send out emails with up-
dates to those who may be 
interested, or even just to 
catch up. Doing so will not 
only allow you to keep up 
with what the people on 
your list are looking for, 
but it also has the potential 
to keep you at the forefront 
of their minds — some-
thing I have yet to find a 
better replacement for. 
 
At the risk of sounding cli-
ché, how you do anything is 
how you do everything. 
Get in the habit of asking 
for all of the information 
you may need in the future. 
It could be the difference 
between landing a deal and 
not. 
 
2. Create A Marketing 
Package 

I want to be perfectly clear 
here; the easier it is for your 
prospective buyers to digest 
the information you place in 
front of them, the better. Any 
attempt to barrage them with 
numbers and data that don’t 
have any context may actually 
scare them away, and could 
potentially prevent you from 
making the connection you 
had hoped for. Instead, you 
need to gather all of the infor-
mation you have on a prop-
erty and combine it into one 
concise, easy to read packet. 
In other words, you need to 
make it easy for any potential 
buyers to make a decision. 
 
Your main priority should be 
to provide them with infor-
mation that is easily accessible 
and quick to digest. Time is 
money in the real estate in-
dustry, and the sooner they 
can come to a clear decision, 
the better. I recommend 
printing out the following 
information and creating a 
wholesale deal marketing 
package: 

 Deal Terms: In addition 
to the property’s physical 
location, lay out the num-
bers of the deal: the sale 
price, the estimated repair 
cost, and the after repair 
value. It can’t hurt to in-
clude the date you hope to 
close by or which types of 
offers you are willing to 

entertain. 

 Property Card Informa-
tion: This is another way of 
identifying certain details 
about the property. Print a 
PDF of the tax assessor’s 
field card and include it in 
your packet. 

 Images & Videos: I highly 
recommend including as 
many pictures and videos 
of the property as you can. 
Remember, the key is to 
facilitate a timely transac-
tion. The more pictures 
they have to base their 
decision on, the sooner 
they will be able to make a 
decision. There should be 
no less than 15 pictures 
documenting every square 
inch of the property. 

 Repair List: Include a list 
of the repairs you believe 
are needed. I have found 
that the repair list I use 
when analyzing the prop-
erty for the first time 
comes in handy. Essen-
tially, you want to let peo-
ple know what they can 
expect. 

Comparable Sales: The best 
way to identify how much a 
property may sell for after 
repairs have been made is by 
offering “comparables.” In-
clude at least three properties 
in your packet that are close 
by and have sold recently. 
That way they have an idea of 
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what to expect to sell the 
home for. 
 
3. Offer The Deal To Your 
Most Serious Buyers First 
The next time you attempt to 
wholesale a deal to your buy-
ers list, I can assure you it is 
in your best interest to offer 
it to your most serious buyers 
first. While the amount of 
people you intend to inform 
could vary depending on the 
type of property, I highly 
recommend starting with 5 to 
10 buyers that you know are 
both interested and capable of 
closing fast. It’s not a coinci-
dence that many investors 
tend to sell to the same buy-
ers over and over. Once you 
have developed a working 
rapport with a trusted indi-
vidual or company, you will 
understand how important 
this relationship is. 
 
Real estate, as I am sure you 
are aware, is a people busi-
ness. If you can become a 
trustworthy wholesale sup-
plier to a select few buyers, 
there is no reason for them 
not to continue doing busi-
ness with you. In the end, 
everyone wins, and you most 
likely already have a buyer 
lined up before the property 
is under contract. 

 
4. Send Out An E-Mail 
Blast 

In the event your most seri-
ous buyers pass on the oppor-
tunity, there is always the 
chance someone else on your 
buyers list will be interested. 
After all, that’s what it’s 
there for, right? However, 
instead of calling each poten-
tial buyer, send out a massive 
email blast. There is no better 
way that I am aware of to 
reach such a broad audience 
in such a short period of time. 
Ideally, the email blast will 
direct them to your website, 
where they can gain access to 
all the information I men-
tioned in step two. However, 
for the email to work, they 
must first open it. Provided 
you have maintained a work-
ing rapport with those receiv-
ing the email, this shouldn’t 
be a problem. If the opposite 
is true, you will need to come 
up with a catchy headline. 
You must enable your email 
to stand out from the myriad 
of emails they are likely to get 
on a daily basis. 
 
One thing I like to do is to 
send a follow-up email imme-
diately after someone accepts 
the deal. In doing so, a sense 
of urgency is created, and 
people will presumably act 
faster upon receiving your 
next email if they know 
someone else capitalized on a 
deal that was offered to them. 
 

Home Depot: 2% cash back 
rebate for all of 
your purchases at 
Home Depot 

 

Entryonly.com: 
$299 flat fee list 
your property on 
the 
MLS,realtor.com, 
& many MLS partners web-
sites for 6 months 

 

Investigative Screening & 
Consulting: An all-in-one, 
mobile screening process—
discounted $0.95 set up fee 

 

Real Protect: free quotes/
advisor for insurance cover-
age for rehab, vacant, occu-
pied rental properties, retail 
or office spaces  

 

Realeflow: Discounts on 
system on finding deals, ana-
lyzing properties, making 
offers & finding buyers 

 

Rentals.com: Receive up to 
35% off standard listings at 
Rentals.com or get bulk dis-
counts for multiple listings 

 

REIFA: Connecting funders 
& investors 

 

Local Market Monitor: 
25% off all pur-
chases of Per-
sonal Investor 
Market Reports 

 

Office Depot: 
45% off retail 
store pricing on 
select items 

 

Partnership: Discounts on 
small package, LTL freight, 
truck shipments for FedEx, 
UPS, YRC Freight & other 
carriers 

 

Cashflow Solutions: Col-
lect bad checks;  discounts on 
check services, recurring pay-
ments & credit card process-
ing 

 

Avis and Budget: Received 
discounts on Avis & Budget 
car rentals 

 

CallFire: Compose/send 
text and voice broadcasts in 
minutes. 3 cents per Voice 
Broadcast, 2.5 cents for Text 
Messages 

 

BuildASign.com: Receive 
up to 20% off all purchases of 
Retractable Banners, Yard 
Signs & accessories 

Are you taking advantage of your 
NHREIA Member Benefits? 


