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 Welcome to Mad Paper Publishing Presents “Bricks to Billions,  

our new e-book. We are excited and energized to release this relative 

information that we think many you all will be able to apply to your 

business, and we hope you can make boatloads of money using this in-

formation.

Reasons why this book was written

Well, one of the biggest reasons why we decided to write this is we be-

lieve that ‘mom’ and ‘pop’ real estate investing is dying. Here’s what 

we mean. There was just a recent article that was released by Wall 
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Street Journal that actually stated some of the changes that have been 

going on in the marketplace, especially Memphis, TN. What that arti-

cle stated was that there was a certain group of buyers that has come 

into the real estate community and these particular buyers have unlim-

ited amount of cash. These folks have been buying thousands and thou-

sands of homes. One of the companies out there bought up 3,600 

homes in one day. Crazy!! They essentially have unlimited amounts of 

cash to compete with.

If you are a mom and pop wholesaler/investor and you are not paying 

attention to these Wall Street buyers, you are going to end up extinct 

in our opinion. They are going to buy every single property that you 

cannot buy and when that happens, there will be no other properties 

you can buy as investor house flippers or wholesalers. The first thing 

we want to talk about is “information overload”.
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What is ‘information overload’?

Real estate investing has been going on for decades but the last several 

years or so, there have been gurus that have been appearing from left 

and right out the blue that have been rehashing what used to work but 

no longer does. They are selling this information to folks that want to 

get into real estate investing. The point we’re trying to make is that 

when we say “information overload”—it means there is too much in-

formation out there. People can’t decide what is the right information, 
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what works now and how they can apply it to make their first buck in 

real estate investing or to grow their real estate business. That’s a prob-

lem that we had, and that’s a problem that many folks have when they 

are trying to decide what’s the right information and that’s one of the 

biggest reasons why we are releasing this book because it is timely. 

Items that are covered in this book are going to be directly related to 

the changes that are happening now and on top of that, you can go 

ahead immediately apply it so you can generate cash in a short amount 

of time, the Mad Paper way. Things are getting difficult because there 

are more competition in the market.

More Competition is Tough

There are a lot more buyers. If you have been trying to buy properties 

or buy fixers, you probably have been told by a real estate agent, “We 

already have multiple offers.”

The question is: why is this happening? Well, couple of reasons: 1) 

there are a lot more real estate investors, 2) those folks who have 
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missed the down-turn they are coming back into the market trying to 

get a piece of the action, 3) and on top of that, in the last several years, 

the value o f the U.S. dollar has been declining which is allowing 

other international investors to acquire properties at a huge discount. It 

forces international investors into your local market and you have now 

international buyers that are buying up properties because they know 

that U.S. real estate is on sale. If you’re not paying attention, you’re 

going to be in a lot of trouble. That is the reason why we say: Make 

sure you’re paying attention!

We used to say “Cash is king.” Not many people could get financing 

back then and if you had cash, you were on top of the stack but now 

you’re saying: Cash is no longer king, deals are! This is why.

“Cash is no longer king, deals are!”

When there is more competition, meaning there are more investor buy-

ers who claim to have cash and you’re one of the 10 or 20 cash buyers 

going after that one deal, then you are going to become a commodity. 
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That is what’s going on. That’s the reason we believe that “cash is no 

longer king”. Those who control the deals are the gatekeepers, while 

those who can find the deals are going to be the ones who control the 

outcome of their own destiny or how much money they can create. 

Lets get into more detail about this and what trends we started to no-

tice.
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Overview & Important Trends

We started researching in investing in real estate straight out of high 

school when we realized that doing the ‘9-5’ work gig was not going 

to give us the kind of lifestyle that we wanted. We both completed our 

first wholesale deal at age 18. During that time (the late 2000s), it was 

a completely different market. We made good money, but during the 

Crash of 08-09, things change. We had to rebuild our self-esteem and 

income back up. Since then, we started to notice trends in late 2011 

and early 2012. There were a lot more investors and a lot more compe-

tition; the price points that we were going to acquire properties kept in-

creasing but the actual flip-out price stayed flat. Essentially that mar-

gin or spread for buying for and flipping out for was getting thinner 

and thinner. One of the strategies in 2010 was buying properties at the 

court steps at the Trustee sales here in Shelby County. During that 

time we saw many international buyers coming in, predominantly 

Taiwanese/Chinese currency, who were buying a lot of properties and 

we continued to see the margins getting thinner and thinner.

Eventually we started seeing investors that were making offers way 

higher than what you thought was feasible for any investors to even 
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make money, i.e. 15%-25% higher than what you would offer. We 

know you also noticed that many buyers had a lot of similar entity 

names.

Similar Entity Names

We wholesale a lot of properties that we got under contract. It allows 

us to get a good gage of what is really going on in the local real estate 

market because we are making multiple transactions, offers, and talk-

ing to multiple investors. There were certain properties we were get-

ting under contract and were sending to our investor list. We noticed 

that some folks were buying these properties 15%-20% higher than 

what we normally would pay. Comparing patterns in previous years, 

investors paid 5-10% higher but suddenly there was this 15-25% shift 

that occurred. We had to question what was going on. As we investi-

gated and backtracked those properties that we wholesaled to find out 

what was going on, we noticed that these buyers had the word ‘Fund’ 

after their name. We knew for a fact that they were not your regular 

buyers. We searched on the internet, did background checks on these 

entities, and quickly figured out that these were Hedge Funds. They 
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were not buying to fix, but were buying to have tenants and rent them 

out for rental income. Here’s how we analyzed exactly who was buy-

ing all these properties.

We did a deep skip-trace to try to locate the actual owners of the par-

ticular funds. For every entity that is out there, there needs to be an in-

dividual that needs to be searched if something were to go wrong. We 

located the individuals by using Google search and LinkedIn. We con-

tacted the individual through email and said: “We understand that you 

bought this property. We are wholesale investors ourselves and we con-

stantly find similar properties just like these if you’re interested in buy-

ing more, please contact us.” Just by sending out those emails we 

locked in a couple of hedge fund buyers to go ahead and work with us 

directly and exclusively that really allowed us to capitalize what is go-

ing on.

How can other people implement this in just a few brief nuggets? Just 

follow the exact same steps that will be covered in this book because 

most agents and investors are not aware of these changes. The reason 

being is that these investors and agents are only looking out for the 
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next deal. They are so focused on being a ‘hunter’ to find the next deal 

that they can buy, fix, and flip, or get under contract so they can whole-

sale but they are not looking at the bigger picture. The bigger picture 

not only includes the local market, but knowing what’s going on with 

the government, banking system, and marketplace globally. The easi-

est way to do it is obviously find out who those Wealthy Private 

Investor/Hedge Funds are.
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Inside Secrets to Find Billionaire Wall Street Buyers/Hedge 

Funds:

1. Talk to the Title Company or pull up a Title report

2. Search in your local area and type in the keyword ‘funds’ (ex. Mem-

phis, TN Fund)

3. Look for buyers who have the word ‘fund’ in their name

4. Determine actual addresses that are not property addresses

5. A fixer property that does not get resold 3-6 months after it is ac-

quired could mean that it is a Wealthy Private Investor’s rental prop-

erty

6. Talk to other rehabbers and find out what they know

All it takes is that extra step to locate those buyers using publicly avail-

able real estate information! Step by step processes and actionable 

items that you can implement will be discussed in this book.
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What you are going to learn from this book:

1) How to generate quick cash by flipping houses to Hedge Funds

2) 6 closing methods to wholesale houses in this environment (not 

strategies that worked years ago, but what’s working in the current 

market)

3) Which methods Wealthy Private Investors Love vs. Hate

4) The math or arithmetic you need to know to hit financial goals

5) How to survive and thrive in the next coming years
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CHAPTER	  1

 Welcome to chapter one of Mad Paper Publishing presents Bricks 

to Billions. If you’re reading this, we appreciate it. We want to get into 

the current stages of real estate investing and to discuss how things 

have changed from what they used to be.

The Used-To-Be’s and the “Now”

Things have drastically changed and anyone that has been in real es-

tate for the last several years will know that’s a fact! Especially any-

one that has been in business before the boom cycle, they’ll know 

what it feels like to actually have market forces that push property val-

ues to all-time highs and being able to make loads of money in a very 

short period of time. We like to phrase it this way, we have been trying 

to catch a falling knife for the last several years or so but the market 

has now flattened out because of government intervention— with 
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what’s been going on with the banking systems, it’s no longer the 

same.

Technology has advanced and it is getting increasingly difficult to do 

these easy wholesale deals where you can easily flip properties and in 

a few days literally making $5k - $20k. Why? Because there’s a lot 

more investors and a lot more competition! When you have a lot more 

investors and a lot more competition, price points go up and spreads 

get thinner. As a consequence, if you’re a wholesaler, then you are not 

going to be able to make your margin by trying to get it locked in as 

lower amount than what your cash investor is going to buy.

Let’s put this into perspective. We know a few years ago, specifically 

4 or 5 years ago, there were investors…. but there weren’t that many 

investors. There were savvy investors and people who wanted to do 

their own flipping but the whole bust happened, then people were 

burned by real estate.

21

BRICKS	  TO	  BILLIONS



There was the whole run-up of prices and everyone was an investor 

and they kind of all went away; the strong survived. Then slowly peo-

ple crept back into the market to where (just recently) it was filled 

with all kinds of different rehabbers and wholesalers, just a big mix of 

all kinds of different types of investors. Now the ‘big whales’ from 

Wall Street are coming in and trying to swallow up everyone, right?

Black Rock & Mertiage Capital

There are two in particular that I’ll mention that are the most well 

known hedge funds in Wall Street buyers and they are bad news. 

Black Rock Mertiage Capital are the two biggest hedge funds that I 

have seen buying properties, and they have been literally buying thou-

sands and thousands of homes in the last two years or so. Now they 

have officially moved into my backyard, which is Memphis, TN. I 

knew that they were sitting in Tipton County where the property price 

points were much lower, but now they have moved into Shelby 

County and they are buying up a storm. A lot of investors and a lot of 

wholesalers are losing out on deals which is why you may be seeing 

less properties being blasted out to buyers. How do we know this? Be-
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cause we are bonafide cash investors/wholesalers ourselves—  we buy 

fix and flip. We far less inventory coming in from wholesalers than we 

did in the past few years. How the heck do we know this? We also 

track wholesalers. We notice that their properties are not coming up. 

So a lot of the wholesalers that used to be in the business, are losing 

business. A lot of new investors who are looking to get into the busi-

ness are also losing because they are not able to go ahead and get the 

properties under contract at the right price.

In all honesty, being a real estate agent and in our perspective, there 

are a lot of real estate agents that are tired of getting burned by these 

inexperience wholesales or house flippers. For reasons that: a.) they 

are making offers that they can’t back up b.) they back out at the last 

moment because they can’t wholesale it or c.) they rerun the numbers 

and it’s just not worth rehabbing.  Then these new entities are coming 

in, these hedge funds that are making offers that are very close to (if 

not exactly) at or above retail prices and they just want to hold onto 

the property and rent it out. So it’s the real estate agent’s dream be-

cause they have a cash buyer that is willing to pay close to retail 

prices, folks who don’t give any attitude or any last minute negotia-

tion; it’s just a straight deal. So what needs to happen if this new 
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model is coming into place? What needs to happen for people to suc-

ceed?

Relationships between Listing Agents & Wall Street Buyers

If you are an investor buyer who has been focusing strictly on proper-

ties to buy from the multiple listing services (MLS) then those proper-

ties are the ‘low hanging fruit’ for Wealthy Private Investors. Wealthy 

investors has already dominated the foreclosure bidding at the court 

steps, but they are shifting away from them because either 1.) the 

banks  are not discounting the properties or 2.) there’s not enough in-

ventory because the banks are holding back the properties by not fore-

closing— the shadow inventory as they have been talking about the 

last several years or so. So Wealthy Private Investor are trickling over 

to the multiple listing deals. As we stated, once these hedge fund buy-

ers or Wealthy Private Investors make direct contact with a listing 

agent who’s able to go ahead and get fixers, get those kinds of listings 

and build a relationship with you, as the investor buyer or you, as the 

investor wholesaler who used to have that relationship will no longer 

be able to compete because they are going to look at you and they’re 
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going to say “Well, why should I accept your offer Mr. Wholesaler/

Mr. Investor Buyer when we have Wealthy Private Investor that’s will-

ing to pay $10,000 - $15,000 more than what you can offer.” How are 

you going to compete with that?

They are all cash! Like we said, they don’t complain at the end, they 

just close and move on. So we definitely see that, so in this coming 

market, in this coming wave, who’s going to win and who’s going to 

lose?

Who’s Going to Win? Who’s Going to Lose?

The people who are going to win are the folks that understand these 

changes because the market is shifting; these are the folks that can go 

ahead and innovate and adjust to these market changes, instead of be-

ing stubborn or looking the other way thinking that these changes are 

not occurring. The folks who are listening to our Mad Paper strategy 

and actually applying the things that we talk about are going to have a 

much better shot at winning! This is because we talk about cutting 
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edge strategies that are working now. Folks who just have their heads 

buried in the sand, who are just trying to figure out how they’re going 

to buy their next deal, they are not looking beyond their ‘hunting’ abili-

ties.

The way that people are going to survive is either a.) accept less on 

their margins, until they are completely down to zero, or b.) they need 

to be one step ahead of everyone and really focus on a streamlined 

strategy of getting direct consumers again. They need to get those 

deals before the listing agents get them and before the hedge funds can 

buy them at an auction if it goes to foreclosure. There’s a hybrid be-

tween where hedge funds and Wealthy Private Investor are not neces-

sarily quick enough to implement plans to run off and buy things di-

rectly from a consumer. Wealthy Private Investor doesn’t have these 

strategies to go direct mail; they don’t really know the online internet 

marketing aspect of it to get those leads before everyone else.
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A New Pool of Buyers

A lot of it obviously has to do with the size of Wealthy Private Inves-

tor and the hedge fund buyers. Because the bigger the corporation, the 

bigger the entity it becomes, it is going to be that much more difficult 

to make changes at a rapid pace. So if you’re following Mad Paper 

and you’ve been doing one or two deals, you’re looking to get started, 

or are looking to just expand your business, the fact that you are not 

an Wealthy Private Investor allows you to go ahead and be more agile. 

You have the ability to transform and actually focus on areas where 

hedge funds are not looking in. Obviously this means going directly to 

the sellers, striking a deal directly with them, and getting that under 

contract. This way you can buy directly from sellers and can go ahead 

wholesale that property to a cash buyer (preferably Wealthy Private In-

vestor) which in the end can get you a big return.

Just think about this for a second. If you’re a real estate investor, you 

are probably thinking about doing a direct mail or online lead genera-

tion but when you go out to the properties often times you have that 

maximum allowable offer or it’s like 70% minus repairs and you also 

have to build what- ever you want to make on it. Now think about 
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this! If you have a whole new pool of buyers that are willing to pay 

close to retail prices and they pay cash, you don’t have to worry about 

buying the house in beautiful condition and all that, it can be some-

body that can pay cash for that property and are willing to pay a lot 

higher prices than who you’re used to selling to. So now, you can go 

in with a lot more confidence getting deals under contract directly 

from a seller because you know that you have someone that’s willing 

to pay cash and pay close to retail prices.

Wealthy Private Investor’s Goal— 8% yield a year?

The easiest thing to do is to always try to understand what your client 

or what your buyers are looking to buy and at what price. Essentially, 

what we did is we took a property that we had under contract and we 

actually showed Wealthy Private Investor and asked “Here you go, 

what do you think of this? I’ll give you first dibs to this property.” As 

we talked to one of the Wealthy Private Investors, they started to break 

down and tell us the back story on what type of yield and return that 

they are trying to make. This is verbatim— they told us that these 

hedge funds only care to make 8% yield in a year. I’ll repeat it 
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again… these hedge fund buyers only care to make 8% yield in a year. 

Meaning a majority of house flippers will need to hit at least 15%-

20% return without leveraging debt.

Therefore you’re not taking out a loan, any type of private loan and  

so forth but a straight cash-on-cash return of 15-20% pre-tax dollars to 

stay profitable. However, these hedge funds are willing to go ahead 

and buy with the 8% yields meaning they can buy just on those num-

bers alone—12-20% higher than what you can offer.

Change Your Game: Make Wealthy Private Investor a Friend, Not 

an Enemy

Let’s put into perspective again, because you know hedge funds are 

comprised of a lot of other funds such as people’s retirement funds. 

It’s almost a limitless supply of money. A lot of those people have 

been putting that money into the stock market or to other accounts that 

are yielding them far less returns than 8%, sometimes even a drastic 

loss. So when they can have almost limitless money to put into some-
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thing that is going to consistently generate them cash flow that 

changes the game for everything! There’s going to be a point down the 

road where maybe they start liquidating this stuff but for the short 

term, for the foreseeable future, it’s definitely the niche that all inves-

tors that are smart are going to be shifting into working with these peo-

ple instead of making them their enemy.

This new innovative wave of Wealthy Private Investor that are coming 

in are actually attempting to create a new security instrument that they 

can sell. That particular instrument is called Rental Back Securities, 

meaning that the actual income that Wealthy Private Investor is collect-

ing from rental payments to their hedge funds—they are going to secu-

ritize it and they are going to sell that in the secondary market; they 

are going to give returns back to investors. This sounds familiar to 

when they did mortgage payments, collected them, fund them up and 

sold it. So it’s coming, it’s going on right now and there are talks 

about the actual credit agencies trying to figure out how to rate these  

securities. Is it a Triple A Security? Is it a Double A+? Right now 

they’re  questioning  the hedge fund’s ability to be able to manage 

these homes  as an actual product. Obviously we all know that 
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Wealthy Private Investor has rental portfolios sold in a secondary mar-

ket as REITs—i.e.

Real Estate Investment Trust. But never in this country’s history have 

single family homes been sold in the magnitude that we are going to 

see. Wealthy Private Investor is here with a lot of money backing it. 

That’s why you need to pay attention!
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CHAPTER	  2

 Well I started investing into real estate about four years ago. In 

2009, I was 19 when I contracted my first home. I actually got the 

house through an organic marketing campaign where I followed a cou-

ple of easy blueprints and steps from a real estate investing course that 

I bought through a late night infomercial. I followed exactly what that 

course said “send a letters to distressed homeowners and you will re-

ceive calls” After doing this, a seller ended up calling me. I was very 

excited. I followed the script as it was. When I asked her, “Why are 

you looking to sell?” and “What do you want to see happen?” the 

seller told me that she lost her job. I asked her what type of job did she 

used to have and she responded, “I'm an dancer”. “Okay, what kind of 

dancer?” I asked. And that's when she told me she was a stripper.

During that time, I didn't know this…. but her property was located in 

Whitehaven . I told my friends about this and they said, “Oh yeah, 

Whitehaven? That's in Memphis TN.” So long story short, I went out 

to the property; I don’t know if I got there early or just drove real fast. 
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But when I got there, I remembered driving up to this property and 

saw a lady in very, very short boy shorts. (You know the type of shorts 

where butt cheeks were hanging out.) She was watering the grass and 

when I saw her I was mesmerized. I thought to myself, “Oh my GOD. 

She is BAD!!” I remember feeling sort of nervous. I parked the car a 

few houses away. As I got closer to her that's when I realize why she 

probably lost her job. She probably stop stripping because she was one 

of those “good from far but far from good” types. Going back to the 

script, I followed it word-for-word and I actually got the house under 

contract that day. In the end, I sold the property. I actually profited 

over $10,000 from that particular transaction and I thought I was on 

top of the world.

“Survival in a Down Market”

Back then, the real estate business started slowing down dramatically 

and by late 2007-early 2008 the market ‘crashed’. I was still in school. 

A lot of my mentors who were in the business at that time literally 

were out of business. Some friends tried to figure out how to make 

money in real estate again or they were actually completely out of the 
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business and went back to getting a ‘9-5 job’. While I was trying to en-

ter the real estate game, I remember I had to make a couple of hard de-

cisions. Some folks who may know me say it was kind of a naive deci-

sion because I was still young at that time. But I decided, at that time, 

that I was going to figure how to make money in this down market. Be-

cause I knew for a fact that if I could make money in a down market 

and survive and even just sustain myself in making it, then I knew for 

a fact that when the next ‘up’ market came I would be able to just 

dominate the market place.

Tough decisions: To pay or not to pay?

He is a an example of what one of my mentors went through. My men-

tor made a couple of hard decisions and did what most people do 

when they're searching for an answer. He went on the internet and 

searched for the biggest educators, the top coaches when it comes to 

real estate investing. That's when he found a niche that affected him 

personally. At that time, he had an over leverage condo and had to 

make a decision: “Do I want to keep on paying for this mortgage on 

this condo?” He was upside down by almost $150K negative equity. 
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His other option was to take the dollars he was paying for ‘expensive 

rent’ and just apply it to his real estate business. He made the decision 

to actually hire some coaches and use those funds to actually better 

educate his-self so he could better understand short sale investing busi-

ness. From there, he learned the short sale flipping model— He got 

the property under contract, negotiated it and while simultaneously ne-

gotiating, went ahead and remarketed the property by obviously hav-

ing the contract in place that stated exactly what he wanted to do. So 

he went directly to the seller, closed with the shorting bank by putting 

that into a purchase contract (included anyone involved in the transac-

tion) and walked a backend retail buyer exactly through what he was 

going to do: buy the property, get on the title for 1 or 2 days and instan-

taneously sell or profit to them. And that model was very successful; it 

worked!

That was years ago where it worked beautifully. But there was a prob-

lem with that model. That problem was that the short sale process was 

controlled by the banks. At the same time, the banks were heavily in-

fluenced by actual government officials— both at the state and federal 

level. When those two parties came into the actual short sale business, 

they changed a lot of things that used to work. My mentor told me at 
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one time, he had a pipeline over 50 short sales that he was handling, 

managing and negotiating with a team of negotiators, I remember that 

in one month he had over five closings and making over $100,000. 

Then immediately after, the following month, when Home Valuation 

Code of Conduct (HVCC) came into the picture, they actually forced 

lenders (lenders who took out a loan to buy the property), the actual ap-

praisal had to be done by Appraisal Management Service (AMS) Com-

pany that they hire. When those changes were made, it literally forced 

him to figure out other ways to flip these short sales that he had in the 

pipeline that were no longer ‘flippable’. Long story short, during those 

times that those changes were happening our way, we scram- bled and 

tried to figure out ways. The only thing he was actually forced to do 

was to become a rehabber once again.

What was Learned by Tracking Lost Deals?

What we’ve learn to do keep track of every single offer that I’ve wrote 

on any properties and anyone that we ever talked to. We also decided 

to start tracking all of the actual deals that we lost— meaning those 

properties which others bought for 15-25% more, we started tracking 
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that. Based on our first month’s tracking, we saw that folks were buy-

ing properties for 15-25% more but we really didn’t think anything of 

it. We were just thinking, “Okay it’s a different investment company, a 

different group, and they’re able to go ahead and buy it because they 

have a different cost of capital.” By the second month of tracking, we 

noticed that these homes that were being bought were not listed for re-

sale. When that occurred, we said “What the heck is going on?” As we 

dug deeper and deeper and did more market research to investigate 

who these folks were, we started to notice a pattern. We started notic-

ing that a lot of these buyers that were buy- ing these properties had 

the name “FUND” after it.

Who are these Memphis Buyers?

Mike Wash and I were just surprised and had to question: “What is go-

ing on?” When we crossed checked a lot of the information with the 

Secretary of State’s website to find out what type of entity, who is actu-

ally registered for the entity, who owned the entity, and so forth, we no-

ticed that a lot of those companies were actually created in the State of 
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Tennessee, and we realized something wasn’t right and we needed to 

further explore.

We had one particular deal that I remember until this day; it was what 

we liked to call a ‘lemon deal’. It was a property in of those areas 

where the prices fluctuated; in Mid-Town when you cross certain 

streets, the property values go up or property values go down depend-

ing on its location. This deal was just located in the area where there 

were both high price points and low price points. For folks who really 

understand the local market, you know that a property that is located 

south of N.  Cleveland St. or on that particular street, prices actually 

dropped. But if you just looked at the overall view of the radius search 

of the property and then checked the value on it, you would question 

why the property wasn’t worth more.

So long story short, we ended up doing what we always do and we ac-

tually blasted out to our list. When we blasted out to our list we had a 

contact from a different representative who said, “We have a buyer 

who’s another wholesaler. And this wholesaler said I have an actual 
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buyer whose all cash, who has over a million dollars to spend and they 

are ready to buy now.

How many of the properties do you have?” At first we thought: “This 

is just another wholesaler who’s bringing us a buyer. On top of that, 

the buyer supposedly has a million dollars to buy.” At that time, we 

were struggling to find the right deals. We didn’t really think much of 

it because we needed more properties but couldn’t find any. Until the 

day we actually got the letter of in- tent from that buyer, we did the 

same thing– we researched and found that this buyer was registered in 

the state of Tennessee. And we said “Screw it! They want to buy it! 

We have no other buyers that want to buy this property so let’s go 

ahead and sell it to them. Let’s take a shot at it!” And we did.

In the end, they funded the deal, closed the transaction and we actually 

invoiced and made $10,000 on that particular transaction. On top of 

that, the other wholesaler who brought us the buyer included another 

$10,000 on their own as a fee, so the actual buyer  paid out $20,000 

on a dinky $115,000 home that no other investor buyer wanted to buy. 

When that happened, I knew for a fact that they were real, it’s doable. 
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From then on, we was looking for ways to multiply that and to only 

sell to those buyers because they were so easy to deal with, in addition  

to the fact that they pay premium. So why not make $10,000 versus 

not making any?
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CHAPTER	  3

 Lets talk about how wholesaling works. We’ve talked a lot about 

how Mad Paper got in this position and who’s the new big buyer on 

the block, but for people who are just starting out, who don’t even 

know what wholesaling is or do know what it is but still want an ex-

pert to explain the structure. We’ve done a whole lot of wholesale 

deals so we’ll break it down for you.

Overview of a Wholesale Transaction

Wholesaling is a very easy structure! As we stated before, wholesaling 

has been around for a very long time. So in wholesaling what you’re 

doing is essentially negotiating with a seller. It can be directly with a 

seller or it can  be represented by a listing agent. When you’re ready 

for negotiation at a strike price, then you move forward with a con-

tract. Once you have the contract signed, executed and ratified by all 

parties, you take that contract and you find a cash investor buyer 
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who’s going to buy the property. They will buy fix and flip or they are 

going to buy fix and tenant them out. The amount that you sell the 

property or sell the contractual rights for is then that difference from 

what you have under contract or what you can sell your contract rights 

for. That difference is essentially your assignment or wholesale fee. 

It’s easy as basically taking what your purchase contract is by negotiat-

ing, getting under contract of a set price. And once you have it on con-

tract, you take that document and get your back- end retail investor 

buyer to go ahead and get them under contract. Since you’re just as-

signing or swapping the buyers then you make the difference. So it’s a 

very, very easy process. The word ‘wholesale’ means getting some-

thing at a cheap enough price so that when you can sell it to someone 

else (still at a cheap enough price), that other end buyer can still make 

a profit.

No Cash, No Credit? Still Okay!

This is something where you don’t need your own credit, you don’t 

necessarily need any money to do because there’s a lot of ways that 
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we’ll talk about later that you can do this without having to use either 

cash or credit.

You can have no credit, no cash, no anything and you can still be suc-

cessful at doing this! In this environment it is a lot difficult now if you 

don’t have the cash, the credit or the resources but if you go ahead and 

wholesale properties to private investors it still goes back the good ol’ 

days of ’09-’10 when it was ‘easy as pie.’

We’re big on projecting out your goals. We do that by back tracking 

from what we want to achieve and to what we need to do to get to 

what we want to achieve. We have a pretty easy-to-understand system 

of breaking down how someone can achieve $10,000 in a month (or 

whatever they wanted to achieve). Here’s how that works.

Know The Math, Know The Numbers

Most individuals/investors we talk to who are looking into getting 

started in the business know that real estate can produce big chunks of 
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cash and create financial freedom for themselves and their family. But 

the biggest thing is— most folks do not understand the math in the 

business (aka the arithmetic in the business). This wholesale/real es-

tate business in general is a very easy business so long as you under-

stand the actual numbers and what it means.

When we explain this to our students, we use a typical income goal 

scenario that most folks want to hit, which is about $10,000 per 

month. And based on the $10,000 per month, We will make an actual 

breakdown of the transaction. After we breakdown the numbers, we’ll 

explain to you why it would be a lot easier for you to hit the $10,000 

goal if you were to wholesale a property to private investors.

How To Achieve $10K/month By Wholesaling

The end goal: $10,000/month. To earn this type of income, the total as-

signment fee would then be an average of $2,500 on most of the deals. 

So therefore the number of closed deals a month that you need to hit 

to achieve $10K would be four deals:

46

BRICKS	  TO	  BILLIONS



4 x $2,500 is 10,000 dollars per month.

Moving on, if you know that you need to have 4 deals closed, then to 

get a deal closed you need to actually have a deal in contract (get them 

to escrow). You need to calculate the # of deals that you have under 

contract versus your closing deal ratio. Typically for us, we have a 

very high closing ratio, but for this calculation we will use a 50% drop 

off or 50% closed ratio considering that you might just be getting 

started or just want to be conservative.

If you have a 50% closed ratio on deals that you have under con-

tract--- this means that you have to actually have a total of 8 deals un-

der contract to be able to go ahead and hit your $10,000 per month 

goal.

8 deals 50% of those closed = 4 deals

4 deals x $2,500=$10,000
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Make Those Appointments To Get Those Contracts

Now, once you know how many deals you have to have under contract 

then you have to focus on how many contacts you need to have or 

how many appointments you need to make to see and speak to sellers. 

Reflecting back to the previous chapter, considering how the market’s 

changing, you need to focus on organic deals. In order to generate or-

ganic deals directly with sellers, your goal is to get appointments and 

to get in front of those sellers.

50% closed ratio

What is a 50% closed ratio? You meet/make appointments with 10 peo-

ple at their homes, if out of those 10 people who are possibly looking 

to sell, you get at least 5 contracts. Going back to that $10,000 goal—

you need a total of 16 appointments every single month to be able to 

go ahead and have a 50% closed ratio.

16 appointments x 50% (50% conversion rate) turns into 8 deals

8 deals x 50% (50% closed ratio) = 4 closings x $2,500 = $10K

Considering a 50% conversion rate on leads vs. appointment ratio 

(how many people call you and contact you) that means that you need 

to generate 32 qualified leads.
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32 leads - 16 appointments - 8 deals - 4 closings x $2,500 =$10K

So at the end of the day, for you to make $10,000 per month you need 

to generate 32 qualified leads; Essentially, in a month, they need to do 

about 1 qualified lead a day for them to be able to hit the $10,000 

goal.

It can skew obviously depending on what your closing ratios are but 

we think the point of all this is just to make sure that you know your 

numbers and you know what you want to achieve. Then you need to 

start tracking those things so that you can invest the appropriate time 

or money into the marketing aspect of it, which can generate the leads 

the appointments contracts closed deals money ($$$).

It is just an arithmetic business! You just have to understand how 

many leads you have to generate because in order to make any money 

in real estate you have to have a closed transaction. For you to have a 

closed transaction, you have to get deals under contract to have an 

open escrow. For you to have deals under contract to open escrow that 

means that you have to be talking to sellers. For you to be talking to 

sellers you need to be able to generate enough qualified leads. If you 
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know your numbers and what you need to do to achieve your goal, it’s 

going to be easier for you to reach that mark. Our average margin on 

our wholesale deals to investors are actually creeping up towards the 

$5,000 - $10,000 mark versus the average of $2,500 for the case just 

described.

Create Systems For Success

We as Mad Paper think the overall theme is that you just need to make 

sure you create those systems for success. That means figuring out 

what you need to do to generate those leads whether it’s through 

offline marketing, direct  mail, etc or whether it’s through online mar-

keting through a blog or paper click advertising etc. You need to create 

a system that will also help you predict  what you’re going to end up 

with at the end of the month. People say that real estate is a roller 

coaster and it is unpredictable but if you break down the numbers then 

you can pretty much determine every month a ballpark of what you 

are going to make as far as income goes.
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CHAPTER	  4

 In this chapter, we will be discussing some of the golden nuggets 

on how you can generate leads using online and offline strategies. I 

know we’ve talked about how to get in front of the listing agent and in 

front of the hedge funds that are buying these properties by creating ei-

ther online or offline lead generation for sellers.

Lead Generation Is a Process, Not a Check-Off Item

If you’ve visit Mad-Paper.com, you will know that one of the biggest  

things that you need to understand about lead generation (and market-

ing in general) is that it is not an item that you can just check off of 

your to do list each and every single day. It’s a process that you have 

to understand! Lead generation is a process that you have to define, re-

define and tweak. Online lead generation is no different than offline 

lead generation but with a little twist. Why is this? Because by doing 

so online, you can basically shorten your timeframe on when you’re 

52

BRICKS	  TO	  BILLIONS



going to get results; you can literally speed up your response rate from 

qualified sellers or qualified agents who can bring you deals in a very 

short period of time and see results very, very quickly.

In my opinion, there are two methods that you can use to generate 

leads online and offline:

1) The Hunting Method - physically going out there and ‘hunting’ 

like a hunter who is trying to take down an animal

2) The Farming Method - when you are like a farmer planting seeds 

and watering your plants to see them grow (analogous to building rela-

tionships with agents and sellers). When it comes to harvest season, 

that’s when you essentially get paid.

Let us just give you some golden nuggets on online lead generation. 

I’ll give you two examples, one using the hunting method and the sec-

ond using the farming method.
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The first one that we can give you is something that you can instanta-

neously apply in your business and see immediate results. Why is this 

so? Because 1) most investors don’t know about it, 2) even real estate 

agents don’t know about it, and 3) most just don’t understand how it 

works and just question “why do it that way”?

The Hunting Method

Email Marketing

One of the ways that we generate leads heavily in our business is 

email marketing— where we use email as a gateway to make connec-

tions with multiple people all across the the Mid-South area. Through 

email we contact folks that are gate keepers for deals that we want to 

contract. Obviously, for the deals that we want to contract, it’s easiest 

to gather real estate agent emails. So what we do is typically send out 

a boilerplate email. I call it the ‘swipe file’. The term ‘swipe file’ 

means taking a copy that has already been written and has work in the 

business and using it instead of having to create a new email each 

time.
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Expired, Cancelled, Withdrawn, & On Hold

Importantly, the folks that we target on the MLS are folks that actually 

have certain key words tagged to them. For example, based on a 47 

keyword search that is triggered in the multiple listing service, we can 

pull up all these target listings. Keep in mind that the listings we are 

looking for are not “active”, “back up” or “pending”. What we’re look-

ing for is actual listings that have expired, cancelled out, withdrawn, 

or on hold. The reason why we go with these keywords is because a 

lot of times real estate agents will put a property on the MLS with one 

of those statuses because something happened to the seller. For exam-

ple, the seller probably wasn’t ready to sell at a certain price. They 

may have wanted to hit a certain price but it was overpriced in the 

area, which resulted in the listing agent to list the property based on 

what the seller wanted. NOTE: To gain access to the MLS, please con-

tact a real estate agent. Work with many as you can.

Another example could be that a seller has a property listed, but 

they’re going through a modification. There are a lot of properties 

right now where people owe more than the house is worth. Thus, peo-

ple are they’re trying to modify their property or trying to work some-
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thing out with the bank and the listing agent just to put it on hold 

while a plan is in the works. A property could also just be expired for 

whatever reason that it might be. These previously described type of 

properties are considered the ‘low hanging fruit’ and are ones we fo-

cus on via sending out an email.

Let me tell you a funny story where I got an idea. There was a course 

that was meant to be for real estate agents that I took and it was being 

taught by “top 5 of the nation’s top real estate sales coaches.’ The 

course advised us to go after expired listings! They instructed to take a 

radius search of your area, take all the expired listings and send a let-

ter directly to the homeowners. They advised to get the listing and 

show the actual homeowners what you can do for them. I remembered 

sitting at home thinking and as I sat there (as an wholesaler/investor), 

a light bulb lit over my head. I thought to myself, “Wow… we have all 

these real estate agents who don’t know about marketing to expired 

listings. Let me find out if I can go ahead and do the same thing and 

send out a letter to these sellers directly to be able to buy the prop-

erty.” That’s what we did! We sent out the letters.
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We send out the postcard and started marketing campaigns. And the 

calls started to come in.

But there was still a huge problem. The problem was that sellers 

wanted to still sell their properties at such an obnoxiously  high 

amount. So in my opinion, it was wasted marketing dollars for me be-

cause we wasn’t able to make any yield out of a campaign we spent 

over $2000. So we questioned ourselves: “How can we make this 

work?” It dawned on us— maybe we were looking at this all wrong.

We went back and said: “Let’s try something! It’s not going to cost us 

anything extra and it’s not going to take us a week to execute this. We 

can just execute it today.” We brainstormed the campaign; the premise 

of it all was to send out emails to expired listings. So what we did is 

we went on the MLS, scraped emails off of there and then started send-

ing out emails to expired listing agents. We wrote an emailed stating: 

“I saw that the  property123 Main Street was just recently expired. I’m 

a wholesaler and I wanted to see if I can go make an offer on this prop-

erty. Please let me know what price I need to come in at to make this 

deal work.” As we sent out those emails, we got a lot of responses. 
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Some of the responses were: A) the seller wants it at this price and it 

was overly priced, B) the seller just decided not to sell this year and 

wanted to hold on to the property and so forth.

It was until we found this one deal in zip code area 38115, which is 

considered Hickory Hood one of the toughest areas in Memphis, TN 

to sell. The email we received stated: “We have this priced and the sell-

ers have been wanting to sell this property but I think that the seller is 

willing to take this property at about $62,000.” We didn’t run any com-

parable sale on the property, we didn’t look at the property, and we 

didn’t look at any pictures. All we did was send a blanket email out to 

all listing agents that had expired listings to those key words.Without 

knowing anything about the property, I knew that $62,000 was a good 

deal especially when the property was a 1600 sq. ft, a 3 bedroom and 

2 bath property. So we decided: “Ok let’s try to make this work!” 

Long story short, we got under contract and we made money on the 

deal.

We reflected  on the campaign  and asked the question: “How we can 

scale this up?” Instead of just going after expired listings, we decided 
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to open it up to cancelled listings and withdrawn listings. Then we 

started to notice properties that were ‘on hold’ were typically short 

sale leads. By contacting these leads, you establish a relationship with 

that listing agent; they know who you are (i.e. if you’re a listing agent 

or an investor, etc.) and are going to be more willing to do deals with 

you when the seller is ready to sell.

We can tell you from a listing agent perspective and through our expe-

rience of doing a ton of short sales that anytime you put a property on 

hold, 9 times out of 10 it was because the seller was considering a 

loan modification. Unfortunately when that doesn’t work out for them 

and it fails for whatever reason, we go right back into an active mode 

again. But if there are any buyers that were in the pool before that, 

they’re our 1st call before we even go back active. Real talk, you need 

to use try this strategy.

P.S.— Don’t Forget The P.S.
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Earlier in this chapter, we mentioned the two methods of actually gen-

erating leads—the hunting method and the farming method but this 

particular email campaign  actually does both. You are going after that 

particular property (hunting method) but also at the same time, plant-

ing the seeds for future leads using a post script in your email. The 

P.S.! In the P.S., I always state something like: “If you have any other 

pocket listings just like this property or any other fixture, please let me 

know.” By you just putting those key words in, they will remember 

you and they will go ahead and respond back once they have a listing. 

They will be able to contact you to be able to generate leads. This has 

been one of the most profitable campaigns that we’ve ran. We held 

this very close to our heart and we have not ever released this to any-

one except you all who are reading this book. Don’t say we don’t 

mess with you all! #MadPaper

We think it’s important to take note of something that can be dupli-

cated  for little-to-no expense considering that setting up an email mar-

keting campaign doesn’t cost you anything just to send out emails 

(however if you factor in email servers and whatever you do to send 

out email blasts as a whole, it may require a fee). Overall, we think it’s 
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a great strategy to start doing something that is actionable that you can 

get the leads for virtually free.

The Farming Method

Link On To LinkedIn

Now we’ll discuss the second strategy: the farming method that plants 

seeds for your future deals. One of the ways to do the ‘farming 

method’ online is actually using a social media platform; a social me-

dia platform for business professionals. It’s kind of considered to be 

the Facebook of professionals and if you have never heard of it or if 

you have a profile, you need to start using it. It is called LinkedIn. 

LinkedIn is very powerful because it essentially is like your digital 

business card that you have online. Using this gateway, people can go 

ahead and find out who you are, what you stand for, what your values 

are, what kind of recognition you have and what kind of product serv-

ices you offer to the world for anyone who is interested in finding out 

about you.

LinkedIn—‘our farming marketing campaign’—  is backed by actu-

ally connecting with all the folks that we send an email to. When our 

backend office emails out, about 2 days later we always send a Linke-
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dIn request to connect with those professionals we have sent an email 

to. The reason for doing this is to let them know who we are, what we 

hope to let them they know about us, and what we stand for. LinkedIn, 

a 3rd party source, will send out emails stating: “Hey Mike Wash 

wants to connect with you on LinkedIn!” When they see this request, 

they’re going to click on you, they’ll see your profile and be able to go 

and see what you stand for and what your company is all about. You 

will be able to stay in front of their faces and you will be able to essen-

tially give out these digital business cards at a rapid pace as long as 

you know who to connect with and how to connect with them.

Craigslist

We wanted to reveal another one using Craigslist. We used this to find 

a seller lead. You may think that Craigslist is just full of junk and 

spam (and yes, there are definitely plenty of people over posting, be-

ing janky and doing things that you have to really think through) but 

we’ve found that you can find deals just by searching those same key-

words that we recently mentioned: searching random things like fixer, 

TLC, handyman special, needs work, cash only, etc. all of those types 
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of keywords can narrow it down to something that is manageable. We 

recently acquired a deal and are in the process of the wholesale deal 

right now, which was completely done by buyer and seller through 

Craigslist. We should net somewhere around $10,000-$15,000 on the 

deal depending on how it all shakes out.

Similar to doing a few emails, you can also acquire deals straight from 

Craigslist. So we’ve talked about online strategies, let’s talk about 

offline lead generation.

Offline is a very interesting subject. Why? Because a lot of times peo-

ple will have an assumption of doing an offline lead generation cam-

paign as 1) being very expensive, 2) taking up too much of your time 

or 3) people saying that it just does not work. People will question: 

Who reads mail anyway? Who reads junk mail? Who goes to the mail-

box? So in my opinion, there’s a lot of wrong information in the real 

estate community about direct marketing.

Why It Is a Perfect Opportunity to Do Direct Marketing
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Because there are those assumptions, it is a perfect opportunity for 

you to capitalize on this method because if everyone else thinks that 

the offline lead generation (i.e. direct marketing campaigns) don’t 

work then that means that there are less people doing it.

So let us go ahead and give you two methods of actually doing an 

offline lead generation model. Once again we will give you a hunting 

method so that way you can go out there, get direct responses from the 

seller and get it in contract instantaneously. Also we’ll cover a farming 

method that you can do. We’ll give you a case study on something that 

we did that worked perfectly for us.

So one of the hunting methods that we like to do is obviously going 

out there to hunt; you got to know what type of “prey” you are going 

to catch, right? I hate to use that word “prey” because it makes it seem 

like us, as investors, are going after these poor sellers and we’re prey-

ing on them which is not the case. This is not necessarily the case be-

cause we are helping them liquidate and add property. So you need to 

figure out how you’re going to get in front of them and know what 

type of pool you are going to go after.
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Focus on Foreclosures with Equity & Send out Postcards/Letters

One list of folks that we focus on are those who are in foreclo-

sure—not just in foreclosure but foreclosure with equity. BOW! These 

are people who have fallen behind their mortgage for whatever reason 

it might have been—either they lost a job, income has been cut in half, 

they got laid off, they got hurt, sick, sugar daddy not paying the mort-

gage anymore, etc. They cannot afford their home; they are in foreclo-

sure but they have equity. The reason why we go after these folks is be-

cause these folks would typically have a high motivation level— 

they’re able to take action now versus later on. They are compared to 

folks who owe more than their house is worth. This is true, a lot of 

people who owe more than the house is worth they’ll try to do every 

single thing to keep their house knowing that the actual success rate of 

a loan modification and principal  reduction is close to zero. But they 

still try to save the house.

Even with that, we broke it down to two different lists: A) People with 

foreclosure with equity and B) People who actually have equity that 
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live in the property versus not living in the property. Over the course 

of marketing to these people, we’ve found out that the people that live 

in the property will give you a higher response rate and a higher clos-

ing ratio versus the people who do not live in the property. It may be 

different in your local area so it’s something that you need to test on 

your own.

But for Memphis, TN that’s what we have found and our marketing 

campaign is very, very simple. We have a postcard campaign that we 

send out. One of the letters we send out stated on how we can help the 

homeowners. We listed 2 ways: 1) we said “we can give you cash in 3 

days or less” or 2) we tell them “if you would like to sell we can show 

you how to sell this property for top dollars.” So by those two mes-

sages alone, we get a lot of calls just from postcards. And then from 

there, our goal (as we explained in chapter 3) is to get those appoint-

ments!

During those appointments, we can sit down with the actual sellers 

and do an income or expense sheet of what’s coming in and what’s go-

ing out, have a conversation with the seller to see if it really makes 
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sense for them to go ahead and sell the property. Nine out of 10 times 

when we go through in- come and expenses (examples: the cell phone, 

what they’re eating, gas bill, credit cards, etc.) we find out that they 

are in a negative cash flow position. This means that if they can tempo-

rarily keep the property (because they can borrow the money from 

someone else and make their loan current and hold foreclosure tempo-

rarily or even file a bankruptcy to stop foreclosure), they are most 

likely going  to fall back  into the same cycle.  We’re really just there 

to educate  and explain the truth and reality to folks and that really 

helps us generate those leads online.

Be Consistent! Track Results! And Revise As Necessary

In short, send out those postcards, send out those letters. It can be ugly 

or it could be hideous but as long as you do them on a consistent basis 

you will be able to see results. As long as you see results and track 

those results, you can go ahead and quantify those results. You can 

tweak and make your campaign responses much higher. When you do 

these steps, you are going to have a much higher success rate being 
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able to take those actual offline leads then turning them into cash or 

what we like to call it, that Mad Paper.

We think anything that you do in marketing, whether it’d be online or 

offline, the problem where most people fall short (and we’ve been 

there) is the consistency of it. Doing something one time or just a cou-

ple of times and then saying that it doesn’t work isn’t going to get you 

to where you want to be. You have to have a structured plan! Now you 

can test and tweak but as long as you do something every single week 

or every single day that’s where you can get the real results.

So if you’re not doing this in your business now, you should abso-

lutely be doing it. Most wholesalers are going after a small percentage 

of distressed sales—those listed on the MLS. (As an wholesaler for 

you to get some type of deals, there has to be a distress in not just a fi-

nancial situation of the seller but also on the condition of the prop-

erty). However, the rest of the other distressed sales never even make 

it onto the MLS. So when you market and you do a targeted marketing 

campaign to properties that are not on the MLS, your success ratio is 

going to be much higher and there will be less competition. And when 

68

BRICKS	  TO	  BILLIONS



there is less competition your ability to be able to succeed and to be 

able to do this transaction to wholesaling properties is going to dra-

matically increase and that is the reason why you actually must in-

clude offline marketing or offline lead generation just as you’re going 

to do online lead generation.

In chapter 5, we’re going to shift to how to generate buyers offline and 

on- line and  more specifically, how we’re going  to generate these 

hedge fund  buyers offline and online.
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CHAPTER	  5

 In Chapter 4, we talked about Seller Lead Generation, now in 

Chapter 5 we’re going to talk about Buyer Lead Generation, but with 

a Mad Paper twist. For the most part, in this book we’ve been talking 

about wholesaling houses to investors so this isn’t Buyer Lead Genera-

tion to get the retail buyer, this chapter is about how to find the people 

who work for these hedge funds and how to find these hedge fund 

names either online or offline.

Well this is a very easy thing to do. But it’s overlooked by most 

knuckle heads. And here’s what we mean… when you buy a property 

in most states it becomes a public record; it becomes public informa-

tion on what entity bought the property. That is what we use to target 

these hedge fund buyers.
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Online Lead Generation

Search and Contact

For online lead generation sake, we can absolutely use different strate-

gies. One of the strategies that you can use is: go to your title record, 

pull up properties/fixture properties that have been bought in your lo-

cal market area and see who’s on title. Obviously if you see a personal 

name on there then they’re probably not a hedge fund, but if you see 

some type of ‘fund’ in the name you know it might be a hedge fund 

buyer. By simply doing a radius search in your pocket area or just do-

ing a search in your area for any fixtures that had been bought in the 

last 6 months you’ll find it easy to pull up that information.

Once you get that information—“Google”  the company’s  name and 

you’ll either find their website or you’ll be able to find one of the ac-

tual representatives of that company’s LinkedIn profile or any other 

websites (i.e. Wiki Corporation). Sometimes they’ll even have contact 

information and all you have to do is pick up the phone, call them, and 

let them know that you can help them find properties for them. That’s 

the Mad Paper way to do it!
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Keywords and Google Alerts

The other ways to do it are little bit more sophisticated but also at the 

same time they work very, very well. One of the things that you can 

implement is put tags on certain keywords. There’s a program Mike 

Wash found called Google Alerts. What is it? Google Alerts is basi-

cally a search engine that you can go ahead and save onto Google so 

you can save key terms and be notified when something of that ‘word’ 

pops up in the web world; you’ll get an instant notification. You can 

easily set up Google terms and tag the word “hedge fund” in your lo-

cal areas. For example, any news article that pops up with a hedge 

fund term in your particular area (i.e. Memphis, TN), a notification 

will be sent to you about that area,

So if you’re able to see a news article then you’ll be able to see those 

posts that states that this particular hedge fund is buying properties in 

your local area.

We think this a great strategy because you could the same thing for 

real estate marketing or real estate lead generation. So anytime, any-

body does an article or makes a big post about one of those search 
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terms, you can actually set the parameters on Google to notify you in-

stantly, once a week or once a day with a group of all of them. It just 

helps streamline your search so that you don’t have to spend every day 

trying to sift through different articles. We think looking for “hedge 

fund”, “hedge fund news,” “real estate hedge funds”— all of those dif-

ferent variations is really going to help you narrow down and be ahead 

of everyone else. Either you’re not going to have to do the work at all 

or you’ll have to sift through all the different Google results to really 

find something that’s relevant and recent.

The Need for a Database

The biggest  thing is that you need to have some type of database of 

your actual buyers. You need to start creating that database and when 

you’ve created it, you’ll start seeing trends. When you start seeing 

trends, this will allow you to go ahead and market to these hedge fund. 

One of the easiest ways that we found out (as we mentioned) was by 

accident; it was brought to us by another wholesaler that happened to 

represent that actual hedge fund. Having talked to an actual representa-

tive was one of the reasons why we were able to go ahead and make 
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that deal happened—which in the end brought in $10,000. So it’s no 

different when you actually market online to actually find these pri-

vate investors.

You can also find other wholesalers, the wholesalers that are actually 

very good at finding other cash buyers and believe it or not they may 

have actual investors buyers on their buyer’s list. Obviously their only 

problem is just like every other investors problem is they’re not able 

to find deals. But in your case, you’re able to find deals as long as you 

can find them at the right price, you’ll be able to wholesale them all 

day long. So those are essential 3 methods that you can use for online 

lead generation or actual hedge funds.

Offline Lead Generation

For offline lead generation, you’ll essentially do the same thing by 

pulling up public  records  information to be able to see which hedge 

funds are buying  what but instead you’re going to make more of a di-

rect approach by sending them a postcard. A postcard that states some-

thing like: “Hey I understand that you bought 321 Main St. I can go 

ahead and help you find more properties like these, if you’re interested 
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in buying. Please contact me.” Add your phone number on the post-

card. And just simple as that, people will start calling you and perhaps 

some actual hedge funds will contact you.

Keep in mind that when you work with those wealth privates, you 

don’t

need 5,000 buyers… you only need ONE good one. If you know, 

maybe 1 or 2 or 3, that’s great. These buyers are going to buy proper-

ties at a premium so you can sell it at premium all day long. You don’t 

want to work with 10, 20, 50 buyers; you just want to work with just a 

handful of buyers that understand your proposed business model and 

you understand their business models. You can then go ahead and pro-

vide them a product or property that you can wholesale to make any-

where from $10K-$25K on each assignment fee.... Mad Paper!

Once you do these online or offline lead generation methods, 9 out of 

10 times you probably don’t have to do this campaign ever again as 

long as you have a very good rapport with your investors.
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So in chapter 6, we’re going to basically just do an overview of the en-

tire wholesale transaction with discussion of the five different ways 

that you can close on these. What’s really important is to understand 

the processes and knowing how to get paid using them. So Chapter 6, 

we’ll cover five different methods on how to do these transactions and 

also discuss the methods that investors love and hate.
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CHAPTER	  6

 This is now Chapter 6 and we’ve come a long way and have gone 

through a lot of different topics we hope you’ve been keeping up. 

We’ve talked about what a wholesale deal is, how to generate whole-

sale listing as far as sellers go, how to generate buyers and hedge 

funds, but in this chapter we will cover, how to get paid. There’s a lot 

of different ways to close these wholesale transactions and some of 

them work very well with hedge funds, but some of them don’t. Let’s 

walk through the 5 different ways that you have to close these whole-

sale deals.

Now before we explain the 6 different methods of closing let me go 

ahead and give you kind of the breakdown of the parties involved in 

the transaction so that when I throw out certain acronyms like A to B, 

B to C, you understand exactly what I am talking about.
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A = actual sellers, regardless if you’re getting the property from the 

multiple listing service (MLS) or preferably getting it directly from a 

seller

B = YOU, as the investor or wholesaler of the transaction

C = backend Wall Street Buyer/Hedge Fund

Method 1—Straight Assignment

In a Straight Assignment, which is one out of the 5 methods of closing 

a wholesale transaction, “B” is going to make an offer to “A” to go 

ahead and acquire the property and get a contract in place— a simple 

purchase contract with a certain clause in there for signees. Now once 

you get it under contract then you are going to go ahead and find “C” 

(Wall Street buyer) and you are going to use a 2-page contract that you 

can lock in your buyer. What you’re going to do is take that actual as-

signment contract that you have and you are going to send it into es-

crow. Escrow will go ahead and incorporate that into the actual transac-

tion. For our case, since we’re in Memphis, TN, we use an escrow 

company. If you’re in a different part of the country, you may be using 
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an attorney or settlement agent. Nevertheless you’re going to take that 

contract give it over to your actual closing agent or settlement agent 

and they are going to close out the transaction difference that you 

have it under contract for. The different in the amount that you actu-

ally sold the property to “C” (Wall Street buyer) will be your profit.

Method 2—Double Close

A Double Close is also known as a Simultaneous Close or Back-to-

back Close. A true double close means having two different stand-

alone transactions open at the same time (you can open it at the same 

time or not). You start off with a contract with “A” (the seller), and 

you as the investor/ buyer “B” will make an offer to buy the property. 

You are going to physically close on that transaction. Now you may 

ask: “How the hell am I going to close that if I don’t have any money, 

I don’t have any credit, or know anyone?” Well you can access a trans-

actional funding aka bridge loan where you can borrow that money for 

a little as even as 1% or 2% for few days. Once you’re on title because 

you physically close on it—then you instantaneously resell that prop-

erty to “C” (Wall Street Buyer) and make a profit. Since there are 2 dif-
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ferent stand alone transactions that are both open to escrow, you’re go-

ing to have 2 different costs in closing fees. You’re going to have to 

pay transfer taxes twice. This means that when you’re going to use 

this double close method you’re going to have to make sure that you 

have enough spread or enough ‘juice’ in your wholesale transaction to 

be able to justify this method of closing. But in my opinion, if you’re 

actually getting these types of transaction and getting these leads di-

rectly from the seller, you shouldn’t have any challenges.

Method 3—Using a Trust

The third method of closing is actually using a Trust to close the trans-

action. When you make an offer to buy a property, typically in all of 

our contracts, we will state on contract that “Vesting to be determined 

at close of the escrow.” Our team always uses that verbiage in all of 

our contracts regardless if we know how we are going to do the close. 

Even if we know that we are going to double close or do a straight as-

signment, it’s just in there. Why do we do this? We want to have flexi-

bility to be able to close out a transaction just in case. When we put 
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that verbiage on contract it allows us to change the actual vesting of 

how we hold title or physically close the property.

When you “B” (the investor buyer) have a contract with “A” (the 

seller) after making an offer on a property, once a contract is in place, 

you are going to request to swap the title to be vested into a trust. In 

Tennessee, a trust can not legally sell property so in our case we will 

actually have to set up a Trust and name the Trustee upfront. For exam-

ple, if a grant deed is signed off from the “A” (the seller), it’s going to 

state for example: John Doe as Trustee for the 321 Equity Lane Trust. 

If we’re going to wholesale to “C” (Wall Street buyer), you’re going 

to sell beneficial interest in that trust to them. So it’s as simple as just 

selling your beneficial interest in a trust.

Now if you’re not familiar with the trust and how it works think of it 

in terms of a corporation. It’s not in a true sense of a corporation be-

cause it is a trust but think of the actual beneficial interest as the actual 

stocks in a corporation. What you’re essentially saying is: “Hey, I’ll 

buy the property in this LLC but I’ll sell the actual ownership of that 

LLC or the trust beneficial interest in that trust to Wall Street Buyer/

83

BRICKS	  TO	  BILLIONS



Hedge Fund.” In our case we don’t use the actual LLC method here in 

Tennessee because the cost to actually set up that LLC in the franchise 

tax program is very high. We know in other parts of the country there 

is the 6th method that you can use, which is the LLC method, (which 

will not be described here), but that is another method that other peo-

ple are using to close out these types of wholesale transactions.

Method 4—Added Buyer and Quitclaim All

Now the 4th method to closing out a wholesale transaction is what we 

like to call Added Buyer and Quitclaim All. What is this method? 

While you’re in a contract to go ahead and buy the property from “A”, 

you’re going to request an addendum to add “C” (Wall Street buyer) 

to the actual purchase contract. For example, Jane Doe, the investor 

makes an offer to the seller and you’re going to bring in the actual end 

buyer and add them to the contract and state something like, “Jane 

Doe, the buyer and end buyer, LLC.” That end buyer is going to fund 

the whole transaction and close on the deal. Immediately after it closes 

you are going to quitclaim or deed your ownership off. By doing so, 
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“C” or the Wall Street buyer will have 100% ownership in the actual 

property.

Method 5 - Become the Bank

The last method of closing is what we like to call: “Become the Bank” 

Method. Why and how this method came about is due to the restric-

tions that are involved— the REO’s, not being able to add a buyer, not 

being able to even change the vesting on it to use a trust, etc. Because 

of these restrictions, it’s important to get creative. Using this method, 

we take our Hedge Fund Buyer— who’s our end-cash buyer and trans-

form them over to our private investor. By turning them into a private 

investor, you can go ahead and get a short form deed of trust assigning 

the rent and sign a promissory note stating that you’re going to pay 

them all back. When they go ahead and fund the transaction as if they 

are the private money lender, they will then physically close on the 

transaction and buy the property in exchange for a reconveyance. Why 

is a reconveyance important? Because you don’t want to be on hook 

for that particular loan or that short deed of trust. In exchange for your 

assignment fee, you’ll be giving them the actual deed to the property 
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so you will not be on hook for that property and “C” (Wall Street 

Buyer) will be on title.

So those are the 5 methods of closing any wholesale transaction in this 

current market right now. As a hedge fund, here are their favorite 

method to do these deals with people.

Hedge Fund’s Favorite Deal—“The Easier, The Better!”

The easy way is they want to keep it as easy as possible. Why? Be-

cause they are regulated by the SEC, the Security Exchange Commis-

sion, the federal government at the state and federal level and so forth, 

they always want to make sure that they can go on title. Ninety-

percent (90%) of the time, hedge funds are going to request to be on ti-

tle. This means that using the bank method or adding a buyer and quit-

claim, or even using a trust is going to be very difficult for you to 

wholesale a transaction to a Wall Street buyer.
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The two best methods to wholesale properties to Wall Street hedge 

fund buyers would be doing a straight assignment or doing a double 

close. If you read this book thus far and have learned to go after sell-

ers directly and know how to do online/offline lead generation, you 

will have no problem whatsoever to be able to do a simple straight as-

signment and make $20K-$40K. If you have $20K-$40K thousand in 

spread, you can do a straight double close because you have enough 

spread to cover the hard cost of the two escrow fees, the two title fees, 

and the two transfer taxes that you have to pay for.

Before we wrap up this chapter, what I wanted to just make clear with 

everyone is although we’ve given you 5 different methods of closing, 

please note that every state is different, every transaction is different 

so make sure you’re checking with your local rules and regulations 

and following the law “to a tee”.
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CHAPTER	  7

 We’re finally in the last chapter of this e-book, which will be a re-

cap. We’ve covered a lot and revealed vital information to you people! 

The first thing we covered is just the current state of real estate invest-

ing. We also took some time and covered some personal struggles and 

also some success. We took the time to really breakdown the structure 

of a wholesale deal and then we went into seller lead generation— 

both online and offline. We discussed about buyer lead generation but 

in a unique way, not just as a retail buyer but how to actually attract 

and market to hedge funds that can buy your properties. And then 

lastly we described ‘how do you get paid’; we broke down the 5 differ-

ent ways a wholesale transaction can be done and how those can be 

structured. Now before we get into the one thing that people can do 

next, we want to take a moment to discuss stories of team members 

that are really starting to be successful with this. Can you just give us 

a brief story with what’s going on with some friends and what they’re 

able to do now?
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Corey Story

We can take some credit for what some people are doing but a lot of it 

has to do with them and their ability to just follow instructions, just go 

out there and just do it. I have a guy name Corey. Previously to work-

ing with us, he no background in real estate. Corey was an business 

major; he was actually working on his bachelor’s degree out in Tennes-

see State University before he came down here (Memphis, TN) to 

learn more about our business (Mad Paper). He’s now 1 year in the 

business and every single day he’s been at it, he has made some real 

profits with us. Especially in this last year alone, he’s been a multiple 

vacationer. Not to say we’ve been making millions but we’ve been 

comfortable. For one vacation in particular, he took a trip to L.A. for 

over 2 weeks. His trip actually started off as only 1 week but while he 

was there he decided to extend his vacation and luckily enough, he 

was still able to take care of his stuff—the pipeline here at home base. 

But the ability to be able to do those types of vacation and just ex- 

tend because you’re able to go ahead and do so is great. You’re not on 

a punch clock that says ‘Oh damn, I have to get back to work!’ or ‘Oh 

shit, I need to go ahead and check in with my boss’ or ‘Oh shit, I need 

to do this and do that’, you actually have time to be able to do what-
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ever you choose, whatever you decide to do and so forth. Thats where 

Mad Paper can get you.

Chad’s Story

Before Chad got involved in real estate, he was actually working at a 

tire store. He was fixing tires the kind of that you would describe as 

‘working with your hands’ but now instead of using his hands, he is us-

ing what is between his ears, “his mind”. He was naturally gifted at be-

ing very good over the phone, you know, macking to these females but 

now he’s macking to this investors and getting this paper. In this busi-

ness, wholesaling is a very easy process because your end buyers are 

very easy to work with, buy properties, and give you decisions within 

24 to 48 hours.

Chad always says to me, “Rico, what do I need you for? I just need 

my laptop and my cell phone and I can go and run this business any-

where.” He actually did that this year. He went on a vacation where he 

visited multiple places in the country; he went to Texas, Florida, and 

Miami for a while. After that, he went to his homeland, Puerto Rico, 

to see his family and stayed there for another 3 weeks. Last I heard 
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from him, he was spending the summer with his family. That shows an-

other motivated individual from our organization going on month long 

vacation.

Again, it’s the ability to be able to have control of your own financial 

destiny and the ability to control what you’re going to do with your 

time. Being able to have the option to not work if you don’t want to 

and just say: ‘Hey, you know what, I don’t want to work today.’ But 

when you do work, you should be able to go out there and know that 

you have the tools and the knowledge to be able to generate that 

chunk of cash in a very quick manner.

My boy Chad was a hustler, within 30 days he did another 4 deals. Ob-

viously he has the training and the background from the deals that he 

closed before hand, but even if you’re half as good as him, or even if 

you’re a percentage as good as him, you should be able to do your 

first deal in a short period of time. Even in 90 days or so, you could 

make anywhere from $5K - $20K on your first wholesale transaction 

as long as you wholesale them to hedge fund buyers. I hope you learn 
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to adopt these flexibilities and abilities you have learned from follow-

ing this Bricks to Billions e-book.

Your New Beginning

What we like to do is leave people with a few different words of wis-

dom and some motivation to get out there and take action. I know it 

frustrates both of us (Mike and I) when we do these things, such as 

write books, make online videos, classroom speeches, ect; we have a 

lot of people tuning in but they don’t really take action; some people 

do and they do very well and then others just take the information and 

don’t do anything with it, so what do you have to say to those people 

before we end this chapter?

“Ignorance on Fire Will Make You More Money Than Knowledge On 

Ice”
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Take Action People!

One of the most powerful things that I’ve learned was from my men-

tor, He told me, “Ignorance  on fire will make you more money than 

knowledge on ice.” So I am not saying go out there and be ignorant 

about it or be  stupid  about what you’re doing because you’ve learned 

how to wholesale properties by reading this book, but instead, get out 

there and do something! You got to take action and not be afraid of 

making mistakes. A lot of times people look at this and say: ‘Oh shit, 

it seems too complicated, it seems too difficult, this seems as though 

this won’t work in Memphis or this can’t happen or I can’t do it be-

cause I am not smart enough, etc.” Whatever excuse you have, put it 

aside, GET YO’ LAZY ASS UP and just take action!

When you take action something magical will happen and you’ll 

start seeing results, it may not be huge results on your first deal, but 

when you take action, things will reinforce your knowledge that you 

are applying and you’ll be able to say ‘Wow, that shit worked! Well let 

me see how I can go ahead and make it look better. “Well damn…. 

this works also.” or “Maybe I should try this next time.” Your creativ-

ity starts flowing when you start moving and when you start taking ac-
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tion. So I will always say “Fail forward and keep on moving for-

ward!”

So please, from Mad Paper to you, please take this knowledge that 

you have learned in this e-book, the details that you’ve learned from 

how to wholesale houses directly and put it into play. Email us and let 

us know about some success stories and what happens to you and your 

business because we would love to hear from you. We definitely love 

to hear those success stories because that’s one of the reasons why it 

motivates us to do what we’re doing right now.

Once again, we just want to thank everyone for purchasing this book 

an spending this time to read this e- book from the introduction all the 

way to the conclusion here. There are a couple of things you can do to 

help us out:

#1) Please share any of the media that you get from us either through 

this e-book, video, podcast or audio. Just tell people where to 
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purchase/download the book, it helps spread the message and really 

helps us reinforce what we are doing to provide good content for you.

#2) Make sure again that you go to www.mad-paper.com if you 

haven’t already to to check us out and visit store.mad-paper.com for 

all you Mad Paper gear and books.
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