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Secrets of a 10-Hour Wholesaler
“How to Systematically Flip Properties Nationwide in Less Than 10
Hours a Week (and Enjoy Surfing and Living Life the Rest of the Time)”

Howdy...
My name is Justin Wilmot. And right from the start, I feel I should warn you – What
you’re about to read is dangerous.
It’s dangerous because it will challenge you. Chances are it’ll probably mess up much of
the conventional thinking you’ve already heard taught in real estate investing. It will fly
in the face of what you think you already know about how easy or hard it is to make
great money in real estate, and it will hopefully jar you into considering that, up to now,
you’ve been making this whole thing way too hard.
But that’s the point really, isn’t it? To challenge and inspire you.
In the coming pages you’re about to see my entire 10-Hour Wholesaler™ business model
laid out for you on a silver platter. I’m going to tell you my story about how this whole
thing came about almost by accident, and paint a vivid picture of what my reality looks
like today.
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By the time you’re finished reading this, you’ll know exactly how my business operates,
what makes it so unique and special, and hopefully feel moved and inspired to model
much or all of this for yourself.
I am not special.
The truth is I just stumbled upon a few key concepts
that few others seem to have noticed for some
reason. Then I simply implemented them and now
everything’s different. Everything’s easier, more
profitable and more fun. And life is sweet.
They literally laughed at me when I told ‘em I'd be
living the real estate dream while still in my
twenties. Running a highly profitable, cashgenerating real estate machine, all in only around 10
hours a week, and actually enjoying life the rest of
the time.
But here I am, doing it.

Why am I willing to share this?
Not to be dramatic, but this is my business we’re talking about, right? So it’s a
reasonable question. I have two main reasons:
First, I am now convinced that there are way more 10-Hour Wholesaler™ deals out there
than I can ever handle myself. I’ve helped a number of folks duplicate what I do already
and they’re enjoying great success of their own. This hasn’t crimped my style one bit. In
fact, we’ve actually done some great deals together. So there’s plenty to go around.
Secondly, not only does the idea of sharing and caring not threaten me at all, but it
actually kind of juices me. I guess I want to start giving back. Based on the success we’ve
enjoyed so far, I’m now aiming to create and personally cultivate a whole community of
like-minded, highly-profiting, hardly-working, happy-go-lucky, 10-Hour Wholesalers like
me. And together, we’ll flat out take over the juiciest markets by storm.
Who’s with me? Huzzah! Let’s do this…
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3 Big, Fat Things You Need to Understand First
Thing #1: I am not your attorney, nor do I play one on TV…
Please understand I’m not giving you legal or professional advice, I’m
simply sharing my story and my business with you like an open book,
in hopes that you will capture a vision for how your story
and your business can potentially be dramatically improved,
should you desire it and be willing to go for it. Please consult
your attorney before you do anything about anything,
forever and ever, amen.

Thing #2: Your results may vary…
In fact, they most likely will and the FTC won’t let me say
otherwise. Sorry, my hands are tied. You’re about to see
exactly why my 10-Hour Wholesaler™ model is extremely
unique, powerful and profitable for me, and I’ll make a strong
case for how duplicable I believe this could be for you. But
ultimately your results will speak for themselves. As you read
through this, don’t mistake it for a “get rich quick” scheme – far from
it. Instead let my story and the concepts shared in this document inspire you and
challenge your preconceived notions about what’s possible and how this business
should work. Let these words push you to uncover your own 10-Hour Wholesaler™
success story. Heck, maybe you’ll be a 15 Hour Wholesaler or even a 5 Hour Wholesaler!

Thing #3: Suspend your disbelief…
I’m about to open up and reveal the absolute lazy man’s “low hanging fruit” way to
make great money in real estate with minimal effort or risk. As you’ll see, it requires no
special skills, no existing contacts, no money, no private lenders or hard money, no
proof of funds letters, no staff, and literally no experience. Some of what you’ll hear
may be familiar, but much of it will challenge conventional thinking and may seem hard
to swallow at first.
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My mama always said, “If something sounds too good to be true, then it probably is.”
Wise words for sure – but just this once I invite you to suspend your skepticism with me
for a few minutes and let me prove this to you.
Let me take you into my own story and show you exactly what my business model is
right now. I’ll promise to be transparent and honest with you – it’s just how I am. No
made up deals, no fake numbers, no puffery, just the facts.
Let me open up the kimono for you and connect the dots about why this works so well,
and why in my humble opinion it blows every other type of make-money opportunity
I’ve ever tried in real estate flat out of the water – nothing else comes even close.
Sound like a fair deal?

Part 1: Why Are You Here?
You’re here because you’re looking for a better way.
Whether you have yet to do your first deal or you’re a seasoned pro, chances are things
aren’t quite working out like you thought yet. Chances are, you’re working too hard, too
long and with too little to show for it. Also your risk is too high and your business has
too many moving pieces.
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I’m going to tell you something you probably already inherently know deep down inside,
but may not have heard said out loud before now.
This “make money in real estate” thing is way too hard.
At least…the way most of us are doing it.
Am I right or am I right?!?
It’s not just too hard…it’s life-sucking.
We all get into this with the alluring carrots of freedom and life-changing happiness
dangling before us – of power deals and cash flow that let you enjoy the coveted “real
estate dream”, filled with vacations and leisurely time with friends and family and
umbrella drinks…
… all while literally sucking the life right out of you without you even knowing it’s
happening until it’s too late. (OK, not literally…but it never sounds right to say
“figuratively sucking the life right out of you” does it?)
…Until one day you turn around and your “real estate dream” has turned into your own
personal nightmare. All too often we quit or jobs and jump headfirst into this business
with the noblest of goals and loftiest aspirations, only to end up with a much harder
“job”, and an even worse boss (yourself) than you’ve ever had before, who has literally
no idea how to get the best out of his or her only employee (you again).
It happens over and over again.
Maybe you never get off the ground…or maybe you do, and you start doing deals here
and there (like me), even making some decent money, but still unable to really crack the
code and figure out how to start enjoying the real estate lifestyle you thought you were
after.
I know you know what I’m talking about. It’s not just me, you’ve been there too.
Maybe you’re there right now. And all you can think is, “There must be a better way…”

Well…There IS a Better Way
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Not only is there a better, easier way… but I’m thrilled to say I’m living it. I mean I’m
really LIVING it. And not just on paper either. I’m about to lay out the whole shebang for
you, and when you’re done, you’ll find yourself wondering two things:
(1) “Why the heck have I been making this so hard all this time?”, and
(2) “Why in the world has no one else shared this with me before?”
And you know what? I’m with you.
I’ve wondered these exact things myself. I honestly don’t know…but what I do know is
that I’ve finally cracked this nut, and today at 29, I’m enjoying a low-risk, high-profit real
estate wholesaling business that generates 4-8 quality deals per month for me, at an
average profit of $4,500 or so each, and requires only about 10 hours of my time each
week.

Welcome to My Reality…
 Most days I pretty much get up when I want to (usually around 10 AM), enjoy a
leisurely half-morning sipping coffee and futzing around the Casa de Wilmot.
 Then, eventually, I take care of a little business. Check some stuff on the web,
make a few phone calls, send some emails, and that’s literally about it.
 Then I knock off while most of the rest of the world is just starting to hit the old
afternoon slump (I remember the days). From there, I typically spend the rest of
the day out catching waves. Yep, I’m a surfer dude and proud of it!
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Now I realize your ideal day may be slightly different than mine. Maybe you’re an early
riser (bleh) or maybe you’d prefer to spend your mornings making your kids breakfast,
or leisurely enjoying reading the paper on the porch, checking stocks, chit-chatting with
friends, or maybe you’ll be watching Judge Judy or whatever.
But that’s the beauty of this business model – You don’t have to slave away all day, all
week to make deals happen. And then you get to choose how you want to spend the
rest of your time. And ultimately isn’t that what this real estate dream we’re all after is
really about? Isn’t that the freedom we’re all after?
I say yes.

Part 2: The Backstory
Things weren’t always so rosy.
I come from shall we say…simple beginnings. No formal education from a very small
beach town in Florida with no formal education besides a Masters in surfing.
I was class clown as a kid and let’s say the least from my class to end up buying and
selling over $20+ million in real estate before the age of 29. (But I did.)
After working as a dishwasher, bus boy and waiter in nearly every restaurant in town (all
three of them, told ya it was small) I actually knew one thing was for sure. I hated
working for other people. Maybe you can relate.
So what did I do? Well I started a company, built it to over 100 employees, went public,
sold it &and became an instant millionaire. So I just got bored and started in real estate.
Ha!! Yeah right! Just making sure you’re paying attention.
In reality, I started an auto detailing company. Yep, from washing dishes to washing
cars. I was stoked though. I was my own boss and actually liked what I did. Yes, it was
very hard work, but eventually it grew pretty well – flourished actually.
Before I knew it, I had a handful of employees, and we evolved into a Yacht
management company, at which point we really started raking in the cash.

Page 9

Secrets of a 10-Hour Wholesaler™

Side note, a quarter million bucks can be dangerous to a 21 year old surfer who
simply loves to party ;-)
Soooooo… In addition to being a pretty poor steward of my booming income, I was
smack dab in the middle of a real estate crash and I had no idea. Yep, this was in 2007
and it turns out 95% of my clients where in the high-end real estate business, so as
things went south for them, it meant bad news for me and my business as well.
Long story short, my income tanked as my bread and butter disappeared overnight, and
I needed a quick way out fast. After almost a year of late night searching on the
Internet, looking for other opportunities to pull myself up out of the quicksand…

I Decided Real Estate Investing Was My Way Out.
Not gonna lie – it was pretty tough starting over like that. But I went all in, coughed up
whatever money I had left on a credit card and hired a real estate coach.
Best decision I ever made, hands down. Not only did he teach me the ropes and keep
me accountable for taking action, he did something even better: He turned me on to
world of self-improvement and mindset mastery, which helped me to finally start taking
responsibility for myself.
Going from rags to riches and back to rags again… the agony of laying off employees,
many of whom were close friends… It had all really started affecting my decision making
at a core level. It was sabotaging me from moving forward.

My First Go At Flipping Houses…
Turns out my very first flip was a flop!
It was a wholesale deal that I failed to do good due
diligence on, and I lost my $1,000 deposit.
That really hurt. But I refused to quit, so I hit the
streets looking for another deal.
Eventually, I finally got one. It was a HUD house in
Kissimmee, FL that I got under contract at a great price, the flipped it fast made a quick
$8,678.45.
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After making that much cash on one deal, I was hooked.
From there I went gang-busters wholesaling as many HUD (government owned)
properties as I could get my paws on in central Florida.
Eventually people took notice and I recruited a partner. My partner and I started fixing
and flipping properties like gangbusters. Getting them was all too easy in the beginning.
We were the only guys around buying as many foreclosures as we could with virtually
no competition.
This little streak went on for quit sometime for us, until the market started “warming
up” again. Once the media started singing the praises of real estate again, we found
ourselves facing stifling new government regulations on the foreclosures we were
buying, including new deed restrictions and seasoning requirements which completely
blocked us from buying listed HUDS and REOs the way we had been.
The real crusher though was the new competition.
Suddenly every Jane and John started coming out of the woodwork, bidding up
whatever properties where left and squeezing all the juice (equity) out of the deals.
Sure, there were still some deals to be had here and there – the one’s that fell through
the cracks, but nothing like the consistency and flood of deals we had before.
So we were still doing deals, but things just kept getting harder and harder. Not only
that, but we were already working more than a full-time job (and willing to, for the sake
of the “real estate dream”), but now we were being forced to put in more and more
time and effort than ever before.
Things stopped being fun. Or anything resembling fun for that matter.

Something Had to Change.
I diligently searched for a solution and basically spent the next 12 months
deconstructing the wholesaling process. I was focused intently on finding or creating a
system that would give me the time and finically freedom that I envisioned getting out
of real estate investing in the first place.
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Even more specifically I wanted a solution that would allow me to bypass all of the crap,
do 5 to 10 times the amount of deals, never worry about inventory and still make boat
loads of cash.
Lofty, I know. But I didn’t stop until I found a solution, and what I consequently came up
with, ended up being far better than I could have even anticipated. And that brings us to
today.
I’ve already explained my reality today. At 29 years old I’m able to enjoy a low-risk, highprofit real estate wholesaling business that generates around 4-8 quality deals per
month for me, at an average profit of $4,500 or so each, and requires only about 10
hours of my time each week.
Yes, for all you math doctors out there, that means my average 10-Hour Wholesaler™
profit is anywhere from $18-36K per month. I know it seems like kind of a wide margin
to swing, but hey, what can I say? Some months the waves are just so insanely perfect,
I’ll end up glued to the beach, unable to pull myself away from their seductive swells.
Call me a slacker, but even the lower-end $18K months still suit my lifestyle just fine.
So let’s take a closer look at all this…

Part 3: What Is 10-Hour Wholesaling?
Not to muddy the water here, but before we dive into 10-Hour Wholesaling ™ we
should make sure we’re all working from the same fundamental framework by quickly
defining just a few key, underlying terms first. For starters…

What is Wholesaling?
In its simplest form wholesaling is controlling an asset at a noteworthy discount (a
“wholesale” price) and then re-selling it (usually as-is) for a tidy profit to either an
investor or end-user. The key is having “equitable interest” in the property, which you
typically gain by simply having it under contract to purchase. Once you've done this, you
have the right to market and sell that piece of real estate, so long as you don't actually
"sell" before you actually "buy".
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Usually wholesalers either (i) simply assign their contract to the new end-buyer, step
aside and collect an "assignment fee" at closing, or (ii) they may do a "double closing"
instead, in which both transactions are closed on the same day, and they collect the
spread in the middle as their profit.
This is wholesaling in its simplest, most straight-forward form and it's already an
extremely powerful concept all by itself – hands-down the best way for most newer
investors to get started in the business, and many of us make a full-blown business out
of it. :-)

What is Virtual Wholesaling?
In essence, virtual wholesaling is a term for
wholesaling houses in markets outside of your
own – outside the market you actually live in.
Said another way, it’s operating a wholesaling
business remotely, and doing deals mostly from
the comfort of your computer and mobile phone.
Pretty sexy, yeah?
Many investors make a great living wholesaling houses “virtually” in other markets,
either because they don’t prefer their own market for whatever reason, or because
they’re simply scaling out into multiple markets simultaneously.
Most virtual wholesalers still have to spend a ton on marketing in order to pull this off
well, and they often require a pretty crackerjack team of “feet on the ground” and
virtual assistants to make it really work.
It’s a solid approach – but I think you’ll like mine a lot better ;-)

What is Co-wholesaling?
This is a term that’s becoming more and more popular today. Essentially it means doing
a joint-venture wholesale deal with another wholesaler. And there’s actually two
different ways you can do this:
Way #1: Match your sweet deal to another wholesaler’s sweet buyer…
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So let’s say you have a hot property under contract, but you have no cash buyer.
Meanwhile your buddy has no deal, but he’s got a great buyers list. You ask him to tell
his buyers about your deal, and you offer to split the profits with him if he can sell it.
Wham, bam, kapow!
Way #2: Marry your sweet cash buyer to another wholesaler’s sweet deal…
It’s the same scenario, but reversed. When you take this approach, you know what your
buyer wants and you go out “shopping” for deals on their behalf. Then play
matchmaker, and voilà *. This is my absolute favorite approach, and I’ll tell you why in a
minute.
So bottom line, the terms of this agreement can be tweaked, but that’s co-wholesaling
in its essence.
Sounds like a win-win, right? You both bring something of value to the table that the
other doesn’t currently have. Marry the two together and you both get a nice piece of
the pie to split between you.

What is 10-Hour Wholesaling™?
So check this out…
When it comes down to it, 10-Hour Wholesaling™ is an elegant mash-up of (i) traditional
wholesaling, (ii) virtual wholesaling, and (iii) co-wholesaling all wrapped up into one.
This may at first seem more complex, but actually it’s much simpler, more streamlined
and far easier. Think of 10-Hour Wholesaling™ as smarter wholesaling for the “New
Rich”.
Side note: The “New Rich” revolution is a movement and a way of life, in which we
focus on crafting lifestyle by demand, and not just making money. We aim to take
multiple “mini retirements” throughout the year, and leverage new the resources
and systems to bring immense value to the table, with as little time, effort, risk or
cost involved as possible. We live and enjoy life daily. Not to work our asses off
our entire life to “someday” retire.
* So apparently “voilà” is how you spell “wa-la” according to my girlfriend, though I thought that was some kind of
musical instrument. But I digress.
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In essence 10-Hour Wholesaling™ drastically simplifies my business and life by focusing
exclusively on the Low-Hanging Fruit in the arena– it clears out any and all of the
unnecessary crap, and strips wholesaling down to the very essence of what it really
needs to be – a money-making machine that doesn’t own you or control your life

Here’s How it Works…
From traditional wholesaling, we leverage the fundamental matchmaking process, and
the use of assignments and double-closings to make money fast.
From virtual wholesaling, we leverage the concept of doing deals remotely, in other
markets – specifically in strategically chosen opportunity markets; we also sometimes
leverage the idea of using direct mail (but not always).
From co-wholesaling, we leverage the idea of joint-venturing with other investors,
bringing part(s) of a deal to the table that they don’t already have readily in place, and
sharing profits together as a result.
At its core, you could think of 10-Hour Wholesaling™ as centering your whole business
around one, extremely streamlined approach to co-wholesaling, and doing it “virtually”
in select, remote opportunity markets.

How is this different from regular co-wholesaling?
Great question. Here’s the deal…
More and more investors are dabbling in cowholesaling nowadays. But the thing is, they’re doing
just exactly that –dabbling. Most investors, God bless
‘em, treat co-wholesaling like a supplemental tool to
their regular wholesaling business.
So kind of like that nail file in your Leatherman allpurpose tool, right? I mean, rarely if ever do you end
up needing that thing…but when you do, well there it
is.
Just whip it out and file away once in a blue moon.
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For the 10-Hour Wholesaler™ co-wholesaling is not just a handy way to do extra deals –
it’s their business. I’ve taken something others view a supplemental and I’ve made it
primary.
Why? Because back when I was soul-searching for those 12 long months, deconstructing
the wholesaling process and my entire business and seeking the solution to my
madness, I took a good, hard look backward to see what I could learn.
And when I looked back at all the deals I’d done up to then, I had a major light bulb
moment: I realized that hands down, the deals that were the easiest, earned me the
biggest bang for my buck, and gave the highest return on my time and effort – were my
co-wholesaling deals.
When it comes down to it, these are the “lifestyle dream deals” that everyone gets lured
into wholesaling in the first place by. Not the ginormous 6-figure deals, but the stupideasy, “Hey, I just made $4,700 for 45 freaking minutes of my time and never even saw
the house – Ba-bam!” kind of deals.
So once that hit me like a ton of bricks, the following conversation ensued:
<self-talk>
Idea: “Self, what would happen if I really pressed into this thing and focused
exclusively on doing only these easy-peasy, fun co-wholesale deals? Is that just
crazy, or what?”
Answer: “No, not so crazy. In fact things would probably be a heckuva lot easier
and more fun, wouldn’t they, Mr. Wizard?”
Response: “OK first don’t call me Mr. Wizard. So what if I really tried, could I
maybe streamline this whole thing even more? Maybe add some systems and
some smart outsourcing, and make it even easier? Then I could sleep late most
days and surf a lot. (I really like surfing.) I mean, these deals are pretty easy – but
could I make it so darn simple and straightforward, even Rain Man could do it in,
say, 10 or so hours a week?”
Answer: “Yep, betcha could, amigo. Let’s give it a shot! (Also Rain Man is a really
old movie…you should update your pop culture references.)”
</self-talk>
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So…all corniness aside, you get it, right?
Once I realized how ridiculously simple yet profitable my business could be focusing
exclusively on co-wholesaling, I’ve never looked back. I built an entire business out of
what most consider to be the scraps of their businesses.

My Secret Sauce
Yep, that’s right. What makes this whole thing
so special is what I call my “secret sauce”.
But the thing is, there are no secret ingredients when it
comes down to it.
Consider that when it comes to cooking, you can use all of the same obvious ingredients
to make either (i) a really crappy, awful dish or (ii) an amazingly, mind-blowing,
mouthwatering masterpiece. The “secret” almost always lies in which common
ingredients you choose and how you actually apply them, right?
So like most recipes, my secret sauce for 10-Hour Wholesaling™ uses the same basic
ingredients that are already readily available and being used by other investors in
different ways right now – but it uses them in specific quantities, in a specific way.
And truth be told, we also specifically exclude a lot of other common ingredients most
investor use. And the result is pretty freaking delicious.

Stuff We Don’t Do
Here’s what we 10-Hour Wholesalers leave flat-out of the equation:








No expensive seller marketing campaigns
No hunting for deals - driving for dollars, bandit signs, or whatever
No need to actually see houses in person
No negotiating or actually talking directly to sellers at all
No dealing with repair estimates, repairs, contractors, etc.
No lockboxes, taking pictures, running around town showing properties, etc.
No need to coordinate or even go to closings

How can I do this? Let’s see…
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The 3 Simple Steps
Fundamentally the secret 10-Hour Wholesaler™ awesome sauce boils down to a simple,
3-step process:

(1) Identify
(your target opportunity market)
(2) Build
(your system and pipeline)
(3) Outsource (the heavy lifting)
Seriously, can it get any simpler? Let’s take a closer look at each step…

Step 1: Identify
Choosing the right opportunity market is a pretty critical first step.
Why?
Because choose the wrong market and you’ve got an uphill battle to fight at best, and
possibly even a no-win scenario. Choose the right market and you’ll find it remarkably
easy to do this. Choose wrong, and you’ll end up struggling to do deals or even scrape
together enough value t be viable in the marketplace.
Remember, this whole thing is about rebooting your business to make it as easy, fun
and profitable as possible. This means going for the low-hanging fruit – i.e. a market
where you’ll have the easiest, fastest access to the ingredients you need.
So the key ingredients here are:
(1) Knowing your idea market criteria, and
(2) Knowing how to zero in on those types of markets.
What are you looking for specifically?
The rules to follow when picking the right market are simple – your market needs two
essential ingredients:

Page
18

Secrets of a 10-Hour Wholesaler™

(1) An obvious presence of active wholesalers in the arena, and
(2) A robust base of active, cash buyers
Any market that clearly contains these two ingredients is probably an ideal market for a
10-Hour Wholesaler™ to jump in and start mixing some serious secret sauce.
How do you locate these markets?
Well it’s super-duper hard actually. You have to
use this weird thing called “the internet”.
I know, right?!? Fancy.
In all seriousness, to choose exactly the perfect,
ideal market for 10-Hour Wholesaling™, I literally invest all of about 15 minutes in front
of my laptop – knocking out a few key searches, browsing a few specific websites… And
Kapow! Ideal market chosen.
Now there are some nuances to knowing exactly what to search for and the right places
to dig around to unearth the data you need. But through some trial and error I’ve got it
down pat, and I’m not kidding at all when I say this takes me (and everyone else I show
it to) literally 15 minutes or less to do.
I’ve even started letting some of my students use the specific “ideal market” lists I’ve
researched myself as a short cut. But I digress…
Once you’ve identified your ideal, target opportunity market, it’s time to take a break.
You’ve worked 15 whole minutes! Go surf a little. Then come back and keep making that
awesome sauce…

Step 2: Build
This is all about building (i) your core systems and infrastructure (ii) your pipeline of cowholesalers and cash buyers.
While this is the most time-consuming part, rest assured it still won’t take you very long
– way faster and easier compared to how most wholesalers build their businesses. And
you only do it once ever per market.

Page
19

Secrets of a 10-Hour Wholesaler™

Let’s start with the systems side of things. At the core of your systems, you need 3
essential ingredients:
(1) A Delegation Sheet (for your operations manager)
(2) Tactical Spreadsheet #1 (for your co-wholesalers – one per market)
(3) Tactical Spreadsheet #2 (for your cash buyers – one per market)
Your Delegation Sheet – This is a critical document I use to outline everything it takes to
run my business on a weekly and monthly basis. The reason it’s called a “Delegation
Sheet” is because it’s for my Operations Manager.
Oh, did I mention I have an Operations Manager? ;-)
It took me a little trial and error to figure this one out, but now I’ve got it nailed down
and at this point he easily handles 95% of the workload involved for every market I do
deals in. I can’t tell you how much easier this has made my life – It costs me literally no
money out of pocket, and is one of the biggest “secret ingredients” to the 10-Hour
Wholesaler™ model.
I’ll have a good bit more to share with you in “Step 3: Outsourcing” about hiring your
own incredible Operations Manager. But for now, just know that having a well-crafted
Delegation Sheet is an essential piece of your overall 10HW system – it lays out exactly
how to have your Operations Manager handle all the day-to-day heavy lifting in your
business for you.
Tactical Spreadsheets 1 and 2 – The other two core “systems” are your two tactical
spreadsheets for each opportunity market you’re in – one for managing co-wholesalers
and one for managing your cash buyers. Ultimately your Operations Manager will be the
one working them for you day to day – but you should set them up to start with.
We all know spreadsheets aren’t really uncommon in this business when it comes down
to it – remember, I said the ingredients we use are quite common. But it’s how we’ve
learned to set them up and use them effectively – that’s where the real 10HW magic
happens. Through some trial and error, we’ve hit on just the right mix of “robust” yet
“stupid-easy to use” – it’s the perfect combo of sophistication and simplicity.
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That’s about it for the core systems you need to build – a Delegation Sheet and two
Tactical Spreadsheets. Like I said, I really simplified this thing down to its most essential
parts.
Now let’s talk about the second part of “Step 2 – Building”…

Building Your Pipeline…
This is where you build your critical network of contacts for both sides of the cowholesale transaction:
(1) Local, active wholesalers (for inventory)
(2) local cash buyers (to sell to)
Now you may be wondering, “Which should I focus on going after first – buyers or
inventory?”
For me, I’ve learned it’s always better to start with
the buyers first.
Why?
Because quite simply my own experience has taught
me that the easiest, “low-hanging fruit” approach is
to (i) find your target buyers, (ii) determine exactly what they want, then (iii) go
“shopping” for them to find deals that match their criteria.
Could I start with finding deals first, then matching them up with buyers? Sure. But I’ve
just learned it’s a good bit easier and less stressful to just start with buyers first if you
can.
Now you can manually find cash buyers by mining through recent “cash sales” in the
MLS – that’s one approach that works, albeit a bit tedious. We use a few key resources
that let us zero-in on local area cash buyers much more quickly and easily. There’s a few
websites and services out there you can use for this – some are better than others, and
we’ve figured out which ones consistently produce the best, most accurate results for
us.
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Then I have my Operations Manager systematically reach out to them, armed with my
time-tested direct response piece and a super-easy script to use with them over the
phone.
Quite simply:
(1) The cash buyers get a killer piece of mail from us (it’s really strong)
(2) They respond by calling us (thanks to some stealthy tricks that get us an insane
response rate)
(3) My Operations Manager walks them gingerly through my script, and inputs all
necessary info into our Tactical Spreadsheet
Ba-bam! From there we’re ready to start sending them deals.
A quick word of caution: Not all cash buyers are created equal. In my experience you
should focus most of your efforts on the smaller “mom and pop” buyers, for some very
specific reasons I don’t have time to cover right now. But trust me, these are the one’s
you’ll want to identify first and give most of your attention and time to.
When it comes to building the second pipeline – active, local wholesalers – the process
is just as simple and straightforward. I simply have my operations manager follow my
specific action plan to:
(1) Research and pinpoint all of the most active wholesalers in your opportunity
market (quickly, about 3-4 different ways)
(2) Call them and propose a carefully crafted, win/win co-wholesaling arrangement
(when using my script, they almost always say yes)
(3) Input their info into our Tactical Spreadsheet
(4) Get their current inventory
And this is where things start to get really interesting…
If you’re a 10-Hour Wholesaler™, then you’ve already got a hungry list of local cash
buyers chomping at the bit for you to start sending them deals. So simply take whatever
your shiny, new co-wholesaling friends happen to have in their inventory, spiff it up a
bit, and then send it out to your cash buyers list.
I have a simple, formulaic process we use for marketing these deals to our buyers list – it
costs basically nothing, and my Operations Manager can rinse and repeat it very quickly
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every single time. It gets us a consistently good response, sells deals fast and flat-out
works.

Leveraging “O.P.I.” and the Value You Bring
If you haven’t caught on yet, what you’re doing here is building an entire business
around leveraging O.P.I. – Other People’s Inventory. It’s about crafting win/win
agreements with the local wholesalers to let you offer their existing deals to your inhouse list of cash buyers. The price you offer your buyers is the same as the price
they’re already offering publicly – nothing extra is added. Then if you end up bringing a
buyer to the table, you both split the net wholesale profit fairly between you – which
almost always end up being 50/50.
What are the mechanics of all this?
It’s not something I can comprehensively cover
blow-by-blow here. But it’s simple, clean and
clear.
Essentially we have a carefully crafted, airtight
document we let our 10-Hour Wholesaler™
community use that accomplishes all this for us. It’s 100% ethical and above-board,
protects everyone involved, and spells out in simple, plain English our understanding of
agreement.
Understand that you’re bringing a very unique and tangible value to the table here:
 For your local wholesalers, you’re helping them sell their deals to buyers who
they rarely, if ever, already have contacted with.
 And in almost every case, your cash buyers will be “mom and pop” types who
aren’t already dialed into the local area wholesalers – they might not even really
understand what a wholesaler truly is.
Can you smell what I’m cooking here? The value of our role here is undeniable – you’re
positioning yourself as a key matchmaker to both sides of the deal. In every opportunity
market I sink my teeth into, I’m working with wholesalers and buyers who are extremely
grateful I reached out to them, and eager to do business with me over and over again.
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Step 3 – Outsource
As I mentioned before, I have one local operations manager that works with me and
handles 95% of the workload involved for every market I do deals in. It costs me literally
no money out of pocket, and is one of the biggest “secret ingredients” to the 10-Hour
Wholesaler™ model.
Having an operations manager saves me sooooooo much time and effort every week –
way more than the actual hours he works for me. He’s also much more organized than I
am, he’s exceptional at management and task-management, and thoroughly enjoys
working behind a computer.
And with my well-crafted Delegation Sheet guiding him, he basically handles all the dayto-day heavy lifting in my business for me, including:






Finding, contacting and schmoozing cash buyers
Finding, contacting and schmoozing co-wholesalers
Managing both tactical spreadsheets and all key contacts and communications
Receives and analyzes new deals from co-wholesalers
Sends new deals out to cash buyers

He and I specifically meet once per week to sync up, plan and occasionally trouble-shoot
stuff. Otherwise he just pings me randomly with phone calls or emails on when/if
necessary.
What’s left for me to do?
I get to focus my time and effort exclusively on
my “highest and best” use – which basically
means choosing new markets, advising the
team, and leading the company through
direction, vision, goals, accountability, etc.
I also get to surf a lot. Which is nice ;-)
In terms of structure – it’s basically a commissions-only based position (15% of net
profit), so if my profit is $4,000 on a deal, my O.M. pockets $600. To put this into
perspective, on average right now, he puts in around 30 hour/week for me and earns
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around $4K-$5K/month give or take – but he’s also made as much as $9,000 in a month
with me before. It just depends on our deal flow.

The Junk in Your Head
If you’re like most people, you probably have a huge limiting belief about your ability to
outsource these kinds of things in your business. It might not feel realistic or possible to
imagine having someone else effectively handling all these things for you – and doing it
without spending an arm and a leg.
And let me just say – I get it. That was me too not long ago. But I’m telling you I’ve
cracked the code on this thing, and not only can it be done, but I’m doing it. What’s
more, I’ve helped a number of other 10-Hour Wholesalers do exactly the same. It’s all
about:
(1) knowing how to find the right qualified person,
(2) knowing how to structure your arrangement with them to minimize your risk and
out of pocket expense, and
(3) handing them the right blueprint for running your business day to day.
I’ve done all the trial and error on this, and then blueprinted how to do it right.
I can’t emphasize this enough: Having a well-trained operations manager in place is THE
epic breakthrough most investors need to really take things to another level. It’s what
lets me run my business extremely efficiently from the “CEO” seat rather than from the
“technician-wearing-all-the-hats” seat. And this, my friend, is how a legitimate real
estate investing business is supposed to be run.

Bonus Step – Scale, Baby!
This is a bonus step – once you’ve accomplished the first 3 steps…
(1) Identify (your target opportunity market)
(2) Build (your system and pipeline)
(3) Outsource (the heavy lifting)
Next, why not scale this baby up?
 Find another ideal opportunity market,
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 then rinse and repeat!
Frankly that’s a huge part of what makes this business model so powerful. Not only is it
the quickest, easiest way to make great money in one opportunity market, but thanks to
its simplicity in having so few moving pieces, it’s ridiculously easy to scale up. Which of
course only means more profits for you. Now you’re getting somewhere!

So…Want to be a 10-Hour Wholesaler?

Well as promised, you’ve now enjoyed a good, long snapshot of my business from the
inside out – I’ve shared with you not only what it looks like, but revealed the core
systems and the key players. I’ve also explained exactly what makes it so special and
unique – what sets it apart and why it works so ridiculously well.
As you now know, the 10-Hour Wholesaler™ system was created out of necessity and
frustration of a young “stuck” real estate investor. Yours truly. After years of successful
rehabbing and wholesaling I was still feeling frustrated and over-worked. I realized that
there was a smarter way to do this. A way that allowed me to spend time with my
family, travel, surf to my heart’s desire, and enjoy a nice income and financial freedom
without working myself to death, or taking huge risks.
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My goal was a workable system that would:








Give me an endless amount of inventory
Drastically reduce my hours spent working
Continue to make a ton of money
Enjoy multiple “Mini-retirements”
Experience the freedom to do what I want, when and where I want
Have little to no marketing costs
And risk NO more of my own money, credit or assets

And that’s exactly what we’ve got here.
Bottom line, it’s a model that simplifies
your life by picking the Low-Hanging
Fruit in the arena– it clears out any and
all of the unnecessary crap, and strips
wholesaling down to the very essence
of what it really needs to be – a moneymaking machine that doesn’t own you
or control your life.

What I DIDN’T Share Here
In all candor, this little resource has already turned out to be a good bit longer than I
intended when I started writing it. (So much for the “10 to 12 pages” I imagined :-) But I
really hope you’re starting to grasp the simpler, easier, higher-profit, lower-work,
lifestyle-driven, lower-risk 10-Hour Wholesaler approach.
If this resonates with you, then I invite you even deeper into the rabbit hole with me.
You probably also have a few questions not covered here, and I’d like to answer them
for you.
So next step is to watch all the way through this video presentation I made for you:

Watch the 10 Hour Wholesaler Video
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Watch the 10 Hour Wholesaler Video
I’d like to share with you:
 What some of our real-life 10HW deals look like
 How to hire the best, most qualified operations manager for your business
 How to do it as quickly and cheaply as possible (including my exact job description
and the exact ad I use to get qualified leads)
 The exact websites I use for all my market, buyer and wholesaler research
 My Tactical Spreadsheets (simple, but carefully crafted and perfected)
 My Delegation Sheet (to guide operations manager)
 Our exact process for quickly finding cash buyers
 Our exact process for quickly finding all the active co-wholesaler in a market
 Exactly how I send fresh deals to my cash buyers (to get lightning fast responses)
Page
28

Secrets of a 10-Hour Wholesaler™

 How to handle it if/when your cash buyers and co-wholesalers already know each
other (easy answer on this one)
 A deeper understanding of the unique value you’re providing to everyone involved
 The exact, simple terms of my agreement with all my co-wholesalers & buyers
 How to keep people from going around you
 The biggest mistakes you can make with this model (and how to avoid them)
 My exact arrangement with my operations manager, in detail
 Why I don’t have to worry about training up my competition
For all this and more, go watch the video I made for you. And if it hasn’t happened
already, get ready for your own light-bulb moment ;-)

Watch the 10 Hour Wholesaler Video
See you at the top!
My best,
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