
Do You Have What it Takes to Become a Wholesaler? 

So you’ve decided to be a real estate wholesaler.  You’ll need to know or have the following 

items before you begin: 

 You’ll need to dedicate certain days and hours every week to work your business. You’ll 

need time to visit properties, do research, make phone calls, attend networking events, 

etc. If you have a fluctuating work schedule, it will make it hard to run your business. By 

knowing in advance how your week is setup, you can plan specific tasks for certain days 

or times of the week. Creating this kind of routine will allow you to plan for success. 

 You’ll also need to be computer savvy. Even though real estate investing existed before 

the household computer age, to remain competitive in today’s market you’ll need to 

use technology to run your business. Understanding how to navigate the internet and   

use spreadsheets, word processors, and CRM (customer relationship management) 

tools, will improve the speed and efficiency of your wholesaling business. If you are not 

computer savvy, I suggest you take a course to learn the basics and/or partner with 

someone who can perform the computer tasks. After you learn the basics, you can also 

hire an assistant (virtual or local) to run this side of the business for you.  

 You’ll need reliable transportation. In order to get one house under contract, you may 

need to look at 10 to 20 houses. You’ll also need to meet with buyers, attend 

networking events, and drive for other business related items. Partnering with someone 

who drives or doing deals virtually can help you if you do not have reliable 

transportation. 

 You’ll need to have a basic understanding of the costs involved in rehabbing a house. I 

suggest reading J Scott’s book, titled “The Book on Estimating Rehab Costs.” This book 

gives a good breakdown of each house component, the methodology of repairing each 

component, and the approximate costs involved. I also suggest talking to contractors, 

handymen, and investors in your marketplace to learn those specific costs. 

 You’ll need to understand what buyers consider a deal.  This does not mean that you 

need 500 cash buyers on your list before you start marketing for deals or making offers 

on properties. You just need to understand what’s considered a deal to rehabbers and 

buy-and-hold investors in your area.  Talk to a few solid buyers at the BWI Meetup and 

ask their specific buying criteria. You’ll need to know the zip codes, neighborhoods, or 

counties they focus on. You’ll also need to know the number of bedrooms, bathrooms, 

square footage, and house type (single family detached, townhouses, row homes, multi-

units, etc). While most rehabbers like to buy at 65% of the ARV, buy-and-hold investors’ 

criteria may be different. Some buy-and-hold investors like properties with tenants 

already in place, while others like vacant properties that either need a full rehab, a 

cosmetic rehab, or no work at all.  Buy-and-hold investors will follow the 2 percent rule, 



have a certain budget for purchase and rehab, or buy at a certain percentage of the 

ARV.   

 You’ll need to be able to determine a seller’s motivation. If your strategy includes 

marketing to off market properties to find deals, you’ll talk to a lot of unmotivated 

sellers.  The majority of the calls you get will be from homeowners who will want retail 

value for their homes. You’ll hear phrases like “I’ll sell if the price is right and I’m not 

going to give the house away.”  You usually will not get a deal from them initially. I say 

initially because if you follow up with them consistently, they may get into a situation 

where they need to sell. A person who needs to sell is a motivated seller.  Either the 

seller or the property will be in distress. You’ll want to listen for phrases like “the tenant 

trashed the place,” “I’m going through a divorce,” “I don’t have the money to fix up the 

property,” “I’m moving out of town,” “the taxes are behind,” “I’m behind in mortgage 

payments,” “I’m getting code violation notices,” “I need to get rid of this property, etc.” 

You’ll want to ask the seller what’s their reason for selling.  You’ll also want to ask if they 

are willing to sell at a discount if you pay cash and close fast on the property. Don’t get 

discouraged if everyone you talk to wants retail value for their home. It’s a numbers 

game. Keep pushing and you’ll find the right sellers who will sell at the right price. 

By knowing or having all of the items above, you’ll be on your way to a successful 

wholesaling career. Treat it like a business and you’ll reap the rewards.  

 

If you have any questions about wholesaling, feel free to send me an email. I can be reached 

at rock@precisepropertysolutions.com 


