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Next NHREIA Meeting: Featured Speaker — Justin Silverio 
 

Justin is the managing member of JS2 Homes LLC, a real estate investment firm that focuses on rehab-
bing, building & wholesaling SF properties. He is the founder of Open Letter Marketing, a direct mail 

company that offers a more creative approach to marketing. Justin has been actively investing in real es-
tate since 2011 while working as a CPA in the private equity & investment industry for over 10 years.  

 
6:30 PM, Wednesday, October 12, 2016 

Best Western Executive Court, 13500 South Willow St., Manchester 
Free for members; $20 for not-yet-members 

 
 
 
 

2. Short Sale Investors & 
Agents 
 

There are specific investors, 
realtors and attorneys that 
make their living focusing 
on pre-foreclosure/short sale 

properties. I have per-
sonally flipped over 400 
short sales. Usually in 
these cases, the home is 
listed and an offer is 
made, but it takes 3-4 
months for the potential 
buyer to hear back from 

the short sale lender and they 
walk away. This happens mul-
tiple times until the asking 
price is heavily reduced. 
 
The "Sweet Spot" are proper-
ties that have been listed for 
at least 180 days because the 
agent and seller are motivated 
to unload it. 
 
3. 365 Days On Market  
 

Have your realtor search all 

you. They are out there re-
searching deals that fit your 
criteria, just for YOU. And 
the best is, it is at no cost for 
you because they are paid on 
commission by the seller. 

 
You need to find a buyer's 
agent that is investor 
friendly. A good way to find 
them is to search Trulia.com, 
HudHomeStore.com, Auc-
tion.com, etc. and find the 
realtors who are using these 
sites to advertise. You want 
to work with the agents who 
are marketing themselves and 
their business. 
 

As a serious, full-time real 
estate investor, you need to 
constantly have your feelers 
out for new methods to find 
good real estate deals. I can 
almost guarantee that you 
won't be able to find a 
sufficient amount of 
deals just by looking 
In Zillow.com and 
your local MLS.  
 
There are a ton of 
different ONLINE 
methods you can use, 
but what about the OFF-
LINE? I am going to share 
with you seven methods that I 
use myself to find hidden 
deals and stay ahead of my 
competition.  

1. Buyers Agents 
 

One great free, offline strat-
egy to find good deals is hav-
ing an acquisitions manager 
that is also a licensed realtor 
who is in a way, married to 

7 Free Ways to Find Killer Real Estate Deals Offline 
By Josh Cantwell 
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the properties in the MLS that 
have been on the market for 
AT LEAST 365 days and 
make an offer at 50% of the 
asking price. If the house has 
been on the market for a 
year, chances are, the home-
owner is dying for any kind of 
offer and it will open the door 
for negotiation. 

 
4. Expired Listings 
 

Have your buyer's agent pull 
all the listings from the MLS 
that are recently expired. 
 
What I like to do is take the 
listings and compare them to 
the short sale list because if 
someone is in a short sale 
scenario and they have an 
expired listing, it means they 

 are in pre-foreclosure and are 
about to lose their house. 
They have pressure coming 
from two different directions 
and they are over-leveraged. 
 
5. Pocket Listings 
 

Everyone will tell you that 
there are realtors that list 
bank owned properties, 
REO's, auction houses, HUD 
homes, Fannie Mae and 
Freddie Mac inventory - but 
somehow, those properties 
NEVER end up on the MLS 
and are sold before they are 
listed. It makes you wonder 
how did that happen?? 
 
That's called a pocket listing. 
They are pre-market or pre-
MLS listings when a real es-
tate agent is about to list a 
property and they go to their 
preferred client list first.  
 
How do you get in the good 
graces of these agents? You 
need to find out who in your 
market are the top foreclo-
sure listing agents. Those 

guys have a roster of investors 
they send the properties out 
to before they go on the MLS. 
In order to get work with 
them, you have to have the 
cash to close. 
 
6. Referrals 
 

These can come from family, 
friends, business associates or 
your social network. You can 
use things like a bi-monthly 
newsletter, e-mail marketing 
or direct mail pieces to keep 
you as their top of mind ref-
erence when they think of 
real estate investing. Con-
stantly be handing out busi-
ness cards and letting people 

know what exactly you do. 
 
Pro Tip: Rewarding referrals 
with a monetary bonus when 
the deal closes is also a great 
incentive for them to keep 
their eyes and ears open for 
you. 
 
7. Real Estate Investor 
Association (REIA) 
 

Every market has a REIA that 
you can join for a small mem-
bership fee or for free. There 
are many newbies there who 
are looking for partners and 
attorneys who have probate 
deals available.  

John F. Skinner III 
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Devise an incentive program for the contractor for work done 
early or on time. This is optional and something you can do if 
you feel comfortable. If a job is done on time or close to it, 
offer a 5 or 10% bonus if it looks great and meets your 
expectations. If you aren't comfortable giving them monetary 
rewards, maybe just provide some pizza and soda lunches on a 
Friday afternoon to thank for them their hard work. Don't let 
good work or meeting deadlines go completely unnoticed.    

- Josh Cantwell 

The easiest way to save money on fix and flip home expenses is to partner up with another investor. In doing so, it is entirely 
possible to cut your costs in half, provided your arrangement with your partner acknowledges as much. It is important to note, 
however, that while costs are cut, profits will also receive a hit. 

This is a strategy I recommend for new investors without access to a lot of capital, as it is a great way to get your feet wet in the 
investing industry. However, don’t let the lower profit margin scare you; with two people working on the job, not only will you 
see fix and flip expenses reduced, but you will also be able to complete a deal in much less time. That means you will be able to 
turn around and fund another project much faster than if you were working by yourself. The amount of money you lost splitting 
profits with your partner can easily be recouped on your next deal.—Than Merrill 

Staging Tip of the Month 
 

Stage your bathrooms—small investment, huge WOW factor 
White towels hung on towel racks or rolled on tubs and vanities 
A piece of wall art over the toilet and an empty wall if it needs it 
A piece of decor on the toilet 
A scale appropriate piece of décor on the vanity 
Buy a silver tension shower rod and a 84 inch drapery panel instead of a 
shower curtain; hang it higher towards the ceiling—Huge WOW factor! 
No bath mats!!  
 

 -  Brenda Douglas 

Savvy landlords will need to learn or re-learn how to file evictions AND collect their money in the coming days. Many landlords 
know how to get the judgment, but NOT how to get the money!  
 
Here are five quick tips: 

1. You CAN run the credit report of former tenants (who owe you money) every six months to get possible updated 

information. 

2. You SHOULD record the judgment, usually in abstract form at your local recorder's office (deeds, weddings, etc). 

3. You CAN order the court or judge to order an examination of their assets. (They raise their hand and swear in front of the 

judge, and then you take them into a side room and ask them questions on their debts AND assets). 

4. You SHOULD file a wage garnishment if they are employed. 

5. Plus, recording the judgment if they have real estate will SURVIVE a Bankruptcy as the judgment is recorded as a secured 

judgment and if or when the property is sold or refinanced, your judgment will get paid off. 
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Why Use You Tube For Real Estate Investing? 
By Matt Andrews 

Make no mistake, ranking on 
Google is the main reason we 
use YouTube for video 
marketing. Since YouTube is 
owned by Google, it is 
considered a website with 
high authority. Google wants 
their videos to be the first 
thing people see. This works 
to your advantage. 

YouTube will become 
increasingly more important 
as a real estate marketing 
tool throughout the upcoming 
years. Most marketing is 
heading toward video format. 
Some analysts say that in the 
next 10 years, 75% of all 
marketing will be video 
marketing. 

Most people tend to think of 
YouTube as a place to find 
funny videos. YouTube is 
actually a search engine 
in itself. It’s quickly 
becoming one of the top 
search engines out there. 

FORM A MESSAGE 

The first step to creating your 
videos is forming your 
message. After watching 
the video, the viewer should 
be able to have a clear 
understanding of the 
message. You don’t want the 
viewer to wonder what it is 
that you’re trying to say. You 
also don’t want to go on and 
on, boring the viewer to 
tears. Be concise while 
making sure that your 
message is fully developed. 

CREATING DIFFERENT 
TYPES OF VIDEOS 

Are you ready to start 
watching your page hits and 
real estate leads grow? 
That’s what will happen once 
you start posting exceptional 
videos. By “exceptional”, I 
mean exactly that. 

Not just any video will work. 
It must meet certain criteria. 
Here is a list of the type of 
real estate investing videos 
you should create: 

5 Types of Real Estate 
Investing Videos 

Walking a Property: 

These videos can be made at 
any point in the property’s 
life cycle—after 
first acquiring the property, 
in the middle of the rehab, or 
after all renovations 
are complete and its rent-
ready. I typically start outside 
of the house and literally walk 
through the property while 
providing commentary in 
each room. This helps your 
buyers get a feel for the types 
of properties you sell and may 
also give some insight into 
your rehab process. 

How To: 

Quite simply, these videos 
explain “how to” do 
something. If you’re working 
with a new investor, you’d be 
surprised how much 
education is actually 
necessary. Some processes 
you take for granted may be 
essential for the investor to 
learn. For instance, an 
investor might need to close 
without you present to hold 
their hand. Creating a how-to 
video for closing would be 
very helpful in this situation. 

Fun & Engaging: 

These videos allow the viewer 
to get to know you—the real 
you! I never mind goofing off 
on camera since I find that 
some of these videos get the 
most views. Just because 
you’re on vacation doesn’t 
mean you can’t get a little 
work done by creating some 
fun videos.  

Promotions: 

Do you have something 
exciting that’s about to 
launch? A new program or 
a large property package? This 
is the perfect way to showcase 
it. Let the viewer see how 
excited you are. It’s 
contagious! 

Interviews: 

Every now and then you may 
want to offer your viewers 
someone else to look at. It’s 
not that they don’t love your 
mug, but a little variety never 
hurt! If you have friends in 
the industry who are willing 
to do a short 5 minute video 
with you, get them on camera 
and have them discuss their 
latest deals. 
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