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Most Common Strategies for Direct 
Mail Marketing

Want to talk to someone one-on-one about the possibility of having a mentor to help you get started?
Visit Flipnerd.com/coaching to learn more!

Hey John, 
 
I drove by your house at 123 Main St. and 
I’m interested in purchasing it in as-is con-
dition. I’m a local real estate investor who 
can provide a cash offer and a quick close 
if you’re interested. 
 
My number is 214-555-5559 if you’d like to 
talk.

Thanks,  
Mike

Youremail@email.com
214-555-5590



Post Cards

Pros:

Want to talk to someone one-on-one about the possibility of having a mentor to help you get started?
Visit Flipnerd.com/coaching to learn more!

• Cheapest Mailing Option Available
• Can customize with doodles and handwritten 
printed fonts
• Works well if on a budget

Hey John, 
 
I drove by your house at 123 Main St. and I’m 
interested in purchasing it in as-is condition. I’m 
a local real estate investor who can provide a 
cash offer and a quick close if you’re interested. 
 
My number is 214-555-5559 if you’d like to talk.
	 - No need to repair or fix up the property 
	 - Cash offer 
	 - Quick close 
 
Thanks,  
Mike



Yellow Letters

Pros:

Want to talk to someone one-on-one about the possibility of having a mentor to help you get started?
Visit Flipnerd.com/coaching to learn more!

• Can create by hand as you’re driving for dollars, 
customize to that property, and mail out
• Can also have mass printed 
• Great for just starting out

Hey John, 
 
I drove by your house 
at 123 Main St. and I’m 
interested in purchasing it 
in as-is condition. I’m a local 
real estate investor who 
can provide a cash offer 
and a quick close if you’re 
interested. 
 
My number is 214-555-5559 
if you’d like to talk.

Thanks,  
Mike



Letters with Personal Photos

Pros:

Want to talk to someone one-on-one about the possibility of having a mentor to help you get started?
Visit Flipnerd.com/coaching to learn more!

• Works well if you’re mailing to smaller, highly 
targeted audiences
• Provides an opportunity for seller to get to 
know you, your family, and your business model
• More expensive option but can have great 
results

YellowLetterHQ.com
Seller Snipers REI Call Center

Hey John, 
 
I drove by your house at 123 Main St. and 
I’m interested in purchasing it in as-is con-
dition. I’m a local real estate investor who 
can provide a cash offer and a quick close 
if you’re interested. 
 
My number is 214-555-5559 if you’d like 
to talk.

Thanks,  
Mike

Youremail@email.com
214-555-5590

http://www.YellowLetterHQ.com
https://midwestrev.com/seller-snipers-rei-call-center/
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Date Call Taken: Time Call Taken: Personnel:

WHAT IS THE SOURCE OF THE LEAD? (circle one)

Phone Number Called:

Other

Who am I speaking with? 

In case we get disconnected,  what is the best number to reach you at? 

Is there a backup, or secondary  phone number to reach you at? 

Let me also give you our direct line:

How did you find our phone number today?

What is the address of the property you want to sell?  Street Address
City State Zip Code

What made you call ________________________________ today?  Why are you selling? (LISTEN!)

Are you familiar with _______________________________?   (LISTEN!)
We are America’s most trusted wholesale home buyer.  That means that we are not retail buyers. Unlike the traditional  
way of selling your home, which involves putting it on the market, showing the property to multiple people, making repairs
to get the property ready to sell and waiting an average 2-3 months to close the sale, WE offer a different solution.
We offer you TIME and CONVENIENCE for a DISCOUNTED sale.  We pay cash, can close quickly, and we don't require you to
make any repairs!  We also cover most of the normal costs associated with closing and do not require you to pay any
commissions, which can save you some money. You are basically able to just walk away from the property!

YES NO

Tell me about your house:

# of Bedrooms # of Bathrooms Garage # Year Built Sq.Ft

Type of House: (circle one) Single Family Duplex Condo/Townhome Mobile Home

Do you own the property?  (circle one) Yes No

Do you currently live there in the property? (circle one) Yes No

If you do not live at the property, can I get your mailing address? Street Address

City State Zip Code

When do you want to sell?  

How long have you lived in the property?

Are the payments current on the mortgage? (circle one) Yes No If no, how far behind? 

_________________________ - BUY CALL SCRIPT

ARE YOU INTERESTED IN A DISCOUNTED OFFER ON YOUR PROPERTY? (circle one)

PPC Organic (online) Postcard Letter Probate

HVA Lead Referral Other Investor Realtor Fast Home Offers

Page 1 of 2



Where are you in the process of selling?  Have you considered contac�ng a Realtor? 

What kind of repairs does the house need?  

Are you the only decision maker, or is there someone else that will be part of the process?

Our appointments generally last one hour, some�mes a li�le more.  Is that ok?   Which works be�er for you - morning or 
a�ernoon?   Let me check our calendar.

Appointment Date Appointment Time

Buyer Name

Please know that our Buyer usually spends 2-3 hours researching and preparing to meet with you,  as well as
�me traveling to meet with you.  If anything changes at your end, can you please give us as much advanced no�ce
As possible so we make sure that we can adjust as necessary?    Our direct number again is ____________
Also, can I get your email address to send you an email confirma�on of the appointment?

email address:

Thank you for calling __________________________________ and we look forward to the opportunity to assist you

Page 2 of 2



NOTES:



NOTES:



LESSON

ATTENDING APPOINTMENTS
AND MAKING OFFERS

SELLER APPOINTMENT PREPARATION

BUSINESS OPERATIONS
PART 2

#4



LESSON
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#4 Setting the Appointment

Preparing for Appointment

Qualified Lead - We understand why they are 
selling
Appointment Schedules for next 24-48 hours
Added Appointment to Acquisitions calendar
Got “Up front” Contract from Seller

Have MLS Comps
Have Tax Data
Have detailed notes from prior seller interaction
Have other important data (previous listings, 
sales history, etc. )

Seller Appointment Preparation 
Checklist
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FlipNerd.com  - Repair Analysis Worksheet                                                                Date: _________________________          

Address: ________________________________________ City: ______________________ State: _______ Zip: _______________ 

Seller: ___________________________________________________________   Phone: ________________________ 

Year Built: _________Beds: _________ Baths: ________ Gar: _____   Add-On SF: __________   Garage SF: ____________ 

Comp #1  Address ______________________________ SQFT ____________________  $/SQFT _____________ Distance ________ 

Comp #2  Address ______________________________ SQFT ____________________  $/SQFT _____________ Distance ________ 

Comp #3  Address ______________________________ SQFT ____________________  $/SQFT _____________ Distance ________ 

Subject Property  SQFT ________________  $/SQF__________________ 

□ FOUNDATION:    
____CP&B($7.00/sq) or _____x Piers($250x-6ft)   ____Post Pier &Beam($2.00/Sq)  ____Slab ($7.00/sq) or ____x Piers ($250-8ft)                                                                                                                                                                                                                                                                                        
____with Basement ____Thru-fl Post *w/4-12” Crawl Space ($4/sq)                   TOTAL: _____________ 
□ ROOFING  (ADD SQFT FROM GARAGE): 

 ____Dimensional ($3.00/sq)    ____ Re-Deck (add $1.20/sq)    ______Tear-Offs (add .30/ layer) 
____ High Pitch (add .50/sq)    ____Hot Tar ($2.75/sq)                    TOTAL: _____________ 
□ PAINT: 

____Inside ($1.25/sq)    ____Int. Door (.25/sq)   ____Retex Ceiling (.70/sq)   ____Retex Walls (.70/sq)  Drywall: ____ x Room ($600)   
____ Drywall House ($4.00/sq)  _____ x Cabinet ($20/LF) ____ Exterior ($1.25/sq)                TOTAL: _____________ 
□ FLOORING: 
_____ Replace ($2.50/sq)  ____ Estimate: ____________   Ceramic Tile Replacement: ________(Add $1.50/sq) 
NOTES: _______________________________________________________________________________       TOTAL: ____________ 
□ PLUMBING: 
____Replace all Pipes ($2.00/sq)   ____ Hot Water ($650)   ____   Kit Sink ($200)   Toilet____ x $150   Vanity ____ x $225 
______Small Tile ($800)   ______Large Tile ($1000)   Tile Pan ($750)   Tile Stall _____ ($1100)   _____ Tub ($600) 
NOTES: ________________________________________________________________________________     TOTAL: _____________ 
□ Electrical: 
____ Rewire($3.00/sq)   ____Panel and Weatherhead ($1500)   ______x Light Fixtures($50)   _____x Ceiling Fans($120) 
____ Outlets/switches ($2.50 each) 
NOTES: ________________________________________________________________________________     TOTAL: ____________ 
□ Kitchen Appliances: 

____ Micro($400)   ____Range($650)   ____Stovetop($600)   ____Dishwasher($600)   ____Hood($250)          TOTAL: ____________ 
□ HEATING / AC: 
____ Small HVAC (<1000sq) $4000   ____ Med HVAC (1000-1800sq) $5000 _____  Large (1800-3000sq) $6000 
____Replace Ductwork ($800-1200)  ____Replace Vents/Thermostat ($500-800)   ____Clean & Service($500) TOTAL: ____________ 
□ DOORS: 
House: ____ x Int. Door ($120)   ____ x Ext. Door ($300)   ____ x Door Hardware ($15)    ____ x Patio Door($700) 
Garage: ____ Single($450) ____ Double($850) ____ Per Opener ($300)                 TOTAL: ____________ 
□ WINDOWS: 
Metal: ____x Sm ($200)   ____ x Med ($250)   ____x Lg ($300);   Med Glass Pane____ x Double ($75)   ____Single ($30)  
Notes: _______________________________________________________________________________         TOTAL: ____________ 
□ Misc & Other: 
Carpentry:    ______x Trim ($1.50/LF)   ______x Soffit ($20/LF)   Gutter (incl. downspout): ______x ($4.50/LF) 
Clean-up:     Debris Removal Labor: ________  Dumpster ($400) X _____ 
Kitch Cabinets:   ______x ($125/LF)   ______ Countertop ($40/LF or $70/LF Granite)   ____ Replace Vinyl Siding ($4.50/sf living area) 
 Landscaping: $_________ Pest Control: $_______ Permits: $_______ Mold: $______ Asbestos: $_______       TOTAL: _____________ 
Notes:              
                     GRAND TOTAL: $_____________________ 
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ASSIGNMENT OF CONTRACT OF SALE 
 
In consideration of the sum of $ ___________ and other good and valuable consideration, and 

the mutual benefits to be derived by all parties to this assignment, the undersigned,  

__________________, Inc. does hereby assign unto __________________________________ 

all rights, interest, suits, claims and titles in and to a contract of sale, including any and all 

related amendments, (the “Contract”) dated ___________ by and between ________________, 

Inc. and/or Assigns as purchaser, and __________________ as seller, concerning such property 

known as ____________________________________________________________ and 

further described as  Lot _____, Block ___________, _________________________________ 

Addition to the City of  _____________, County of ___________, Texas. 

 

This assignment does not transfer any earnest monies that the assignor may have on deposit. 

Assignee understands and agrees closing must be on or before the closing date identified in 

Contract or assignment of contract is null and void. 

 

Assignee further agrees not to contact, negotiate, or conspire with the seller. Assignor will 

continue to manage interaction with the seller and title company. Availability of funds must be 

confirmed by the title company at least 48 hours prior to close. Assignee understands that 

assignee is only being assigned the right to purchase the subject property under the original 

terms of the attached contract. This assignment is not valid until deposit is received. 

 

Executed this _            (day) of __________________ (month), 20____ 

 

_______________________________________ 
____________________, Inc. 
 
This Assignment of Contract of Sale accepted this ______ (day) of ________ (month), 20____.  
 
 
_______________________________________   _____________________________ 
(Buyer Signature)       (Phone number) 
 



 
DEPOSIT AGREEMENT 

 
In exchange for the right to pursue an assignment of contract on the property located at 

__________________________________________, ______________________________ 

(Buyer) agrees to pay a non-refundable deposit fee of $_____________ to _______________, 

Inc.  If an assignment of contract of sale is successfully executed, the deposit will be applied 

toward the final assignment price.  Deposit will be refunded if title issues prevent the sale from 

being completed. 

 

 ________________________________________ 

(Buyer Signature) 

Name:      _________________________________ 

Address:  _________________________________ 

                _________________________________ 

Phone:    __________________________________ 

Email:    __________________________________ 

 
1) Buyer (assignee) pays all closing costs in accordance with the attached contract.  
2) Title has been opened at __________________, located at __________________________ 
________________.  Please contact _____________ @ ________________________ or Call 
__________________ with any title or closing questions. 
3) Please endorse and deliver deposit to ___________________, located at ________________ 
____________________________________________________________________________.   
 

EARNEST MONEY DEPOSIT RECEIPT 
 

Receipt of $______________ earnest money deposit in the form of ______________________ 
is acknowledged by:  
____________________________________ (Name) 
____________________________________ (Company) 
____________________________________ (Date) 
____________________________________ (Phone) 
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Visit Flipnerd.com/coaching to learn more!



LESSON
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FlipNerd Rehab Price List

Roofing (Add Sq. Ft from Garage)

Dimensional: $3 / Sq Ft
Re-Deck: (add $1 / Sq Ft)
Tear-Offs: (add .30 / layer)
High Pitch: (add .50 / Sq Ft)
Hot Tar: $2.75 / Sq Ft
Total:

Paint

Inside: $1.25 Sq Ft
Int. Door: $.25	 / Sq Ft
Retexture Ceiling: $1 / Sq Ft
Retexture Walls: $.70 / Sq Ft
Drywall: $600/Room
Drywall House: $4 / Sq Ft
Exterior: $1.75-2.00 / Sq Ft
Total:

Want to talk to someone one-on-one about the possibility of having a local mentor in the DFW Area?
Visit Flipnerd.com/coaching to learn more!



Flooring	
Replace: $2.50 / Sq Ft 
Ceramic Tile Replacement: (add  $1.50 / Sq Ft)
Tile: $4.50 / Sq Ft
Carpet: $1.70 / Sq Ft
Vinyl: $2.50 / Sq Ft
Total:

Plumbing
Replace all Pipes: $2 / Sq Ft
Hot Water: $850
Kit Sink:  $200
Toilet: $150
Vanity: $225
Small Tile: $800
Large Tile: $1000
Tile Pan: $750
Tile Stall: $1100
Tub: $600
Total:

Electrical
Rewire: $ 3 / Sq Ft
Panel and Weatherhead:  $1,900
Light Fixtures: $50 / each
Ceiling Fans:  $120 / each
Outlet/Switches: $2.50 / each
Total:

Want to talk to someone one-on-one about the possibility of having a local mentor in the DFW Area?
Visit Flipnerd.com/coaching to learn more!

Want to talk to someone one-on-one about the possibility of having a local mentor in the DFW Area?
Visit Flipnerd.com/coaching to learn more!



Windows
Metal:
Small: $250 / window
Med: $300 / window
Lg: $350 / window

Med Glass Pane: 
Double: $75 / window
Single: $30 / window
Total:	 	

Misc & Other
Carpentry:	
___ x Trim ($1.50 / LF)
___ x Soffit ($20 / LF)
Gutter (Incl. downspout) : x 4.50 / LF
Clean-up:  Debris Removal Labor 
      Dumpster $400 / each
Kitchen Cabinets:   x (125 / LF)	
Countertop: $40 /LF or $70 / LF Granite
Replace Vinyl Sliding:  $4.50	 / Sq Ft. living area
Landscaping: $
Pest Control: $
Permits: $	
Mold: $
Asbestos:$
Total:

Want to talk to someone one-on-one about the possibility of having a local mentor in the DFW Area?
Visit Flipnerd.com/coaching to learn more!



Foundation

Concrete Pier and Beam: $7 / Sq Ft
Piers: $250 x 6 ft
Post Pier and Beam: $2 / Sq Ft
Slab: $7 / Sq Ft
Piers: $250 x 8 Ft
Total:

Grand Total: $ 

*Pricing in every market is different and can change at any time. The price list is not meant to be used as an exact price list for a 
rehab project and is meant to provide a general idea of pricing.

Want to talk to someone one-on-one about the possibility of having a local mentor in the DFW Area?
Visit Flipnerd.com/coaching to learn more!
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