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Choosing a niche, or in some cases, a specific deal type is one 
of the most important, yet overlooked steps when marketing 
for motivated sellers.
 
Before you can send a single piece of mail, drop your first 
ringless voicemail, turn on your Google Ads campaign, or 
launch any other type of marketing,  you must choose your 
niche and determine who you will target. In other words, you 
need to determine who in your market needs the services you 
are going to offer.

01 Choose You’re
Niche

      There are 3 main reasons for this:
1

2

3

You don’t want to waste money on marketing to people 
who don’t need your services

The quality of your leads will be much higher - reducing 
your Cost Per Lead (CPL)

When you get really good at one niche or deal type, you 
can build “rinse-and-repeat” systems that will allow you to 
scale must faster.

Sadly what many new (and even experienced) investors are 
doing is the exact opposite. They are targeting a zip code 
and blasting every single house in that area with the same 
postcard, only to get a 0.5% - 1% response rate. What’s worse, 
most of those that call back are simply doing so to demand 
they be taken off the list! This is a recipe for disaster and a 
great way to spend thousands of dollars on marketing with no 
real leads or deals to show for it.

“So what do I do?”

You choose a very targetted audience, niche, or deal type to 
target, and you build your marketing message around their
needs.

A few examples of popular niches in real estate are:

Some of these lists can be found in the public domain, 
others you may have to purchase from a list broker like 
ListSource or Mellisa Data.Once you have a good list, this 
is an asset your business can continue to market to for 
months to come.

• Probate
• Absentee Owners (Landlords)
• Foreclosures
• Expired Listings
• Code Violations
• Tax Delinquencies

The Importance of Knowing Your Niche
As mentioned before, when you choose a niche, your ability to 
build systems and scale becomes much easier.

Let’s use Probate as an example.

When you’re first getting started, you may not know a whole 
lot about probate, or the needs of the individuals who have 
recently inherited a house.The thing is, the more you talk to 
sellers going through the probate process, the more you will 
start to understand their problems.
 
And the more you understand their problems, the better you 
will be at presenting them with your solution.You will notice 
that many of the sellers have the same objections, and you 
will learn how to overcome those objections much faster. This 
means you will be much more effective on the phone, and 
your ability to close deals will dramatically improve.

They decide that choosing a niche will slow them down 
because they will have fewer sellers to target. So they take 
the shotgun approach of marketing to anyone who needs to 
sell a house. They find themselves talking to sellers that are 
in foreclosure, behind on taxes, live out of state, etc.

Now compare this to what most investors do.



Now that you’ve done the work to choose a niche (if you haven’t 
done so already, stop reading and choose your niche ) you may 
be asking yourself...

“Ok, Great. I’ve got a niche, but how do I find my 
list?”

That is what this chapter is going to address.

Alright, now that we’re all on the same page, let’s talk about how 
to build a list for your real estate investing business.This list will 
be an asset that you will be able to use for weeks, months, and
sometimes years to come.The shelf life of your list will depend 
on the type of seller you are targeting.

       2 things will happen:

If you don’t know what niche to choose, start to think about 
the type of people you want to help. Do you want to work 
with people who recently inherited a house? Do you want 
to work with people who are behind on their mortgage and 
facing foreclosure? Do you want to work with people who 
are landlords and sick and tired of dealing with tenants and 
toilets?
 
Thinking about the people you will be serving and their 
problems, as opposed to the strategy itself will help to inform 
what niche you choose.

Every time they come up to an objection they don’t know how 
to overcome, or they are in the middle of a deal they don’t know 
how to handle, they have to stop, and learn the whole process 
all over again.

NOTE: This is the trap many investors fall into, and one that you should 
avoid at all costs.

Choose a niche, and get good at it. Then get great at it! When 
you do this, 

1

2

You will be able to build a system and plug people into that 
system so you aren’t working in the business every day.

Once you have identified your niche, it’s time to get to work.
Read through the rest of this guide carefully, and choose 
the one or two marketing strategies that best fit your needs, 
budget, and abilities.From there, you will have everything you 
need to get started generating motivated seller leads for your 
real estate business.

For example: 
If you choose to target probate or absentee owners, you can 
market to your list for many months, and sometimes even years.

Many times, a person who inherited a house, or someone who 
owns a rental property does not NEED to sell their property 
immediately.They may want to, but they don’t NEED to.

You will become known in your market as the “Go-To Guy/
Gal” for your niche. (Read: Referrals will start to pour in)
   2 things you must understand:

02 Get Your List

1

2

The best lists are always the hardest to get. (If the list is easy to 
get, you can bet everyone already has it!)

Depending on your market, how you get your list will vary. You 
will understand why that is later in this chapter.

The reason is this...



A list broker is simply a person or company who sells data. 
This data can be wide-ranging, but in this case, you want to 
look for a specific set of data. More specifically, data that 
would suggest a person is motivated to sell their house.
 
This can be tracked by life events (death or divorce), 
ownership status (high equity or non-owner occupied), 
financial situations (foreclosure or tax liens), etc. Since you 
already know you’re niche, now you just need to know how to 
find your data.
 
Many times, list brokers will provide support, and help you 
pull a list as long as you know the type of list you are looking 
fo. For example, if you want to find a list of landlords, you can 
use a list broker like Listsource.com to pull that list.
Simply choose a geographical area and select only properties 
that are absentee owned. You have a tremendous amount of 
power when it comes to filtering down your list.
 
For the list you can see on the next page, I chose to use any 
property within a 10-mile radius of 63139. From there, I chose

Let’s compare that to someone facing foreclosure.

The seller has a very small window of time in which they can 
sell their house, due to the impending foreclosure and auction 
date. A seller in foreclosure may have high motivation to sell, 
but you will only be able to market to them for about 4 - 6 weeks 
depending on your market.
 
Therefore, the shelf life of a probate or absentee owner list is 
much longer than a foreclosure list.This is important to know 
before you start your marketing campaign because it will inform 
the frequency at which you send mail, ringless voicemail, text, 
etc.

With that said...

Here are the 4 common ways to find a list of motivated 
sellers.

1   A List Broker

This list is far too large for my liking, so I will continue to filter it 
down. As you can see in the image above, both in state and out 
of state owners are included in that list of 79k. The next logic 
filter would be to remove all in-state owners.

This will drop the list substantially, but it will also give me a more 
motivated list since the property owners do not live in the same 
state as the property they manage.

You can see here the difference it makes when you filter your list 
down to absentee owners that also live out of state. It drops the 
list down to just 8,000 properties. That is a massive difference!
And you can continue to filter this list down until you get to a list 
size that is manageable for the size of your business.

to filter that list down to only properties that are absentee-owned.That 
gave me a list size of over 79k properties.



2   The Courthouse

3    The Newspaper

This is going to vary from county to county, but many times 
you can find a list of motivated sellers at the courthouse. But 
here’s the thing, you can’t just stroll up to the front desk and ask 
for the latest list of motivated sellers. Unfortunately, it doesn’t 
work like that.
 
Just like using a list broker, you have to know what you’re 
looking for, and how to ask for it.

Common lists you can find at the courthouse are:
• Probate
• Tax Liens
• Divorce
• Foreclosure
 

If you’re new to finding leads at the courthouse, many times it 
helps to simply go to the front desk and ask who you can speak 
to find the most up to date list of probate, delinquent tax, or 
foreclosure cases.

Depending on your niche, you may be able to find a list of 
leads in the newspaper or the local business journal. In many 
markets, you can subscribe to local publications, like the 
business journal, and you will receive a weekly paper that will 
include recent probate cases and pre-foreclosures.   
Remember, sometimes the best list you can get is one that 
requires a little bit of work. Just because this is not a big list that 
you can download to your computer in a matter of seconds, 
doesn’t mean it’s one you should ignore.
 
Spend an hour or two while you drink your morning coffee, or 
have a member of your team or your VA go through  this list 
every week and add each property to a spreadsheet. You can 
then upload that spreadsheet to REI BlackBook, and voila, you 
have a fresh new list that you can market to every week!

Driving for dollars might just be the single best list you can find. 
However, it does have its downfalls. While you can find great 
leads and deals driving for dollars, it does take time, and it’s not 
always scalable.
 
Again, that doesn’t mean you should discount this type of list 
building strategy. Anytime you hop in your car to drive across 
town or take your dog for a walk, is an opportunity to add 
properties to your “list”. Look for houses that appear to be 
vacant, or run down. Signs of a vacant house are high grass, 
overflowing mailboxes, old or chipped paint, etc.
 
In REI BlackBook, you can create a simple landing page that you 
can save to the home screen of your smartphone. This will add 
the property to your property pipeline, and immediately trigger 
a reminder for you, or your team member to research the new 
property. It will also be added to your “Driving For Dollars” list 
in REI BlackBook.
 
Now that you know your niche, who to target, and how to find 
a list, it’s time to talk about how you’re going to reach them. In 
other words, how are you going to market to this list? At REI 
BlackBook, we have identified 9 different ways to market to 
motivated sellers.
 

• Technology - How much technical “know-how” it will take 
to execute.

• Financial Investment - How much money it will “cost” to 
execute.

• Speed to Results - How long it will take to generate leads.

• Lead Quality - How qualified the leads are that you will 
receive.

• Scalability - How well the marketing strategy scale is.

4    Driving For Dollars

In the following chapters, choose which marketing 
strategy is best for you, based on the following criteria:



03 Direct Mail

Despite what you may have heard, direct mail is still one of 
the most effective methods for generating seller leads for real 
estate investment businesses of any size. Why does direct mail 
work so well?
 
With direct mail, you can generate a target list of motivated 
sellers from sources such as REI Printmail, Listability, 
ListSource and Mellisa Data, and send them a piece of mail 
that speaks directly to their needs. 
 
You can buy a list of individuals who own a house in one 
city but live out of state (Absentee Owners). Another great 
example would be a list of individuals who have recently 
received a Notice of Default letter (Pre-Foreclosure). As 
discussed in Chapter 1, this is the reason it is so important to 
choose a niche before you start marketing.
 
An even better strategy is to start stacking these lists, and 
really pin-point sellers who NEED to sell their property. 
Finding a list of out-of-state owners, who are also behind on 
payments, or taxes, is a much more valuable list because you 
are now stacking “motivations”.

Direct mail is a numbers game. You should plan on mailing to 
the same list at least 3 - 5 times. When setting your budget, 
be sure to factor this in. Do NOT spend your last $1,500 on 
a direct mail campaign hoping and praying you’ll get a deal 
out of it. Chances are, you won’t. At least not at first. The 
bulk of your responses and deals will come from mailer 3 - 5. 
That’s not to say you won’t get calls or even deals from your 
first wave of mailers, but I wouldn’t bet all your chips on that 
happening.

Now, before we get started, there is one thing you must 
understand about direct mail.

Mailing list
Identify who you are going to mail. Here are a few suggestions of lists 
you can pull from the on-line resources mentioned above, or possibly 
your local courthouse. Absentee owners, pre-foreclosures, probate, tax 
delinquencies, and vacant houses.

Direct mail piece
There are many different directions you can go with your mailer. The 
two most common options are either a letter (handwritten or typed) or 
a postcard. We will get into the benefits of each later in this chapter, and 
will also give you access to our preferred vendors.

Track-able phone number
It is important to understand where your leads are coming from. Having 
a phone system like Profit Dial allows you to have a specific number for 
each campaign, so you know if you’re marketing efforts are profitable. 
This allows you to keep doing what’s working, and shut off what’s not. 

Lead sheet
Leverage the lead sheets inside REI BlackBook to input the data you 
have collected from your prospects. Simply type in their information, 
and REI BlackBook does the rest. The property is automatically entered 
into your Property Pipeline, and your new lead is simultaneously 
entered as a new contact that you’ll need to get started with direct mail.

Obtain  
List

Send 
Mail

In-bound
Call

Lead 
Sheet

Follow
Up

Create
Mailer

What you’ll need to get started

PLAY



Use this lead generation method if you...

... are a technophobe - Don’t like messing with this newfangled 
thing they call the Internetz?

... need high volume - If you need something that can scale up 
and generate a lot of motivated sellers.

... have some dinero - Direct mail can get pricey, but you can 
control that by being selective when you buy your list.

      
       Get Your List
This is one of the most (if not THE MOST) critical steps in 
building a profitable direct mail campaign. Your list will directly 
influence the success of your campaign. If you have a bad 
list, then no matter how good your mailer is, or how great 
of a salesperson you are on the phone, you will struggle to 
generate quality leads. And as a result, you will struggle to 
close deals on a regular basis.
 
The reason is pretty simple. If the people on your list don’t 
have some type of inherent motivation to sell, no amount of 
genius copywriting or salesmanship can change that. Half of 
the work in marketing and sales is done when you’ve found 
people who need your service, and you put a compelling offer 
in front of them.
 
In this example of direct mail, that means doing the work, or 
paying the money for a quality list, and then putting an offer in 
front of that list in the form of a letter or postcard. That brings 
us to the next step...

      

       Create Your Mailer
You can do some serious Google’in (that’s a verb) and get 
about 842 different opinions on what mailer to use.

STEP 1: 

STEP 2: 

The Process

Here are some common questions we get...
• Postcard or letter?
• How big should my post card be?
• What color works best?
• Handwritten or typed?
• Blue in or black?
• Do I include a website or just my phone number?
• Do I lick the envelope or just tuck in the flap?
• Real stamp or not?
 
The real answer? It depends. I know that’s not the answer you 
might be looking for, but unfortunately it’s the truth. And we here 
at REI BlackBook are not in the business of just telling you what 
you want to hear to make you feel all warm and fuzzy. We’re in 
the business of looking at the number and reporting back to you 
what we see working across the board.
 
So while you could scour the internet for the “silver bullet” of 
direct mail pieces (which some guru will conveniently charge you 
$150 for) I’d rather show you the postcard that is working for 
investors across the country and is consistently getting a solid 
response rate of 1.5% to 2%.

Are you ready for this?

Drum-roll please...



There are a few reasons this postcard is a winner. Let’s talk about 
why it works so well. For starters, the picture you saw is an actual 
picture of the house you are trying to buy!

This is HUGE!

And most investors across the country are not doing this, so you’re 
postcard will immediately stick out like a sore thumb (which will 
increase your response rates). Another reason this works so well is 
that you are asking a question and referring to their specific property 
address.

So how do you get a unique property image on every single 
postcard? You could manually go to Google and screenshot the 
most up-to-date image that you can get from Google street view, 
and append that to every single property, and spend the rest of 
your days in a fit of rage flipping between Goole Maps and an Excel 
Spreadsheet...

Or, you can use a company called REI Printmail who has the ability 
to pull a unique image for every single property address that you 
upload, AUTOMATICALLY!

This technology is game-changing, and the guys and gals at REI 
Printmail are revolutionizing the way investors send direct mail. The 
postcards you saw on the previous page are their’s, and they use a 
technology called Accupix to pull the most up-to-date image from 
Google, and automatically apply it to every individual postcard.

If you’re doing direct mail, and you’re not using a picture  of the 
property you are mailing to, then you are leaving money on the table. 
Check out REI Printmail, and be sure to mention that you heard 
about them from REI BlackBook to get 10% off your first mailing. 
They can also help you get your direct mail list as well!

                     Send Your Mail

If you’re using a service like REI Printmail, then they’ll take care of this 
for you. 

• What list you want them to send to.

• What postcard or letter template to send.

• How often you want the mail sent.

And that’s it! Using a mail house is a great way to “outsource” your 
direct mail. You don’t have to worry about remembering to send next 
month’s mail. You don’t have to run to the post office to buy stamps 
or drop off mail every month.

It’s a “set it, and forget it” system! This allows you to focus on 
answering calls and talking to sellers. With that said, you can certainly 
manage your mail “in-house” meaning, you can send it yourself. If 
you are going to do this, you need to develop a system to ensure 
your mail will be sent every single month, for at least 3 - 5 months.
 

Remember, if you don’t plan to mail at least 3 - 5 times to the same 
list, then you probably should reconsider using direct mail as your 
marketing play. There is a reason why direct mail is still the #1 lead 
source for most investors across the country. It flat out works. But 
you have to know what you’re getting yourself into before taking the 
plunge into direct mail.

STEP 3: 

You can tell them:



Ringless Voicemail (RVM) is the marketing channel that we are 
the most excited about here at REI BlackBook. Ringless voice mail 
gives you the ability to send a voice mail to an individual, or a list of 
contacts, without actually ringing their phone. You can think of this 
as cold calling at scale.

This is NOT the same as a “robo dialer”. Remember, the phone 
doesn’t ring. Your prospect will simply get notified that they have a 
missed call and a voice mail. They then listen to that voicemail and 
choose whether or not to call you back. 

Be careful with this...
If you send out 500 ringless voicemails, you will get a high volume of 
calls virtually right away. So who do you send these RVM’s to? You 
can send them to your direct mail list, your driving for dollars list, 
leads that are submitted from your Property Scouts, and any other 
“list” in which you have the contact’s phone number.

04 Ringless 
Voicemail

But what if you don’t have their phone number?
Just like direct mail, you can buy a list of property addresses.
Once you have your list, you can upload it to an append service to 
get their phone numbers and drop them an RVM. More on that in a 
moment. Then, brace yourself for responses!

Here’s a quick graphic to show you what a ringless voicemail play 
looks like on the next page.

PLAY
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Lead List

Use your direct mail, driving for dollars, or property scout list. 
Upload it to an append service to get the phone numbers of the 
homeowners on your list if you don’t already have them.

Pre-Recorded Message

You will need to record or upload a pre-recorded message that 
can be used as the voicemail that you will send to your list.

Ringless Voicemail Software

Use the Ringless Voicemail feature in ProfitDial Pro to send your 
RVM to your list. This is available in the small business plan in REI 
BlackBook.

Phone System w/ Automation

It’s important to use a tool like ProfitDial, to track your call back 
volume and route your calls to the proper person on your team.

Call Forwarding

Use the call forwarding feature in ProfitDial to route your 
incoming calls directly to your mobile phone, office line, or call 
answering service.

Lead Sheet

Once you get a prospect on the phone, enter their property into 
your lead sheet. That property will then be sent directly into your 
Property Pipeline, and a new contact record will be generated in 
your CRM in REI BlackBook.

What you’ll need to get started

Use this lead generation method if you...
... need high volume - If you need something that can scale up and 
generate a lot of motivated sellers.

... need leads NOW - This method can produce seller leads quickly.

If you think ringless voicemail is the play for you, then let’s get started!



       Set Up Profit Dial

NOTICE:  If you’re brand new to REI BlackBook, and you have 
not yet set up your Profit Dial Phone Number, this quick 
support article will help you get your number set up in a 
matter of minutes.

Before you can send your first ringless voicemail, you have to 
make sure you are ready to accept inbound seller calls.
Once you have set up your phone number in Profit Dial, the 
next step is to create a simple Call Flow that will forward any 
incoming call. You can forward calls to your cell phone, office 
line, team member, call answering service, etc.

“But what if I can’t answer the phone live?” 

Whether you work a regular 9 - 5, or you’re business is on a 
job site, being able to answer calls live, and follow up in real 
time is a competitive advantage that can not be ignored. 
 

3 Simple Steps to Setting Up Your First Profitable 
Ringless Voicemail Campaign

STEP 1: 

IMPORTANT:  
You do not need to implement the advanced call flow that 
you see above to launch a successful ringless voicemail 
campaign. Do not let complexity get in the way of execution! 
Simply forwarding your Profit Dial number to your cell 
phone is all that is needed to get started with ringless 
voicemail.
 
Once your Profit Dial number is set up, and you have your 
first Call Flow in place, it’s time to get your list uploaded to 
REI BlackBook and send your first RVM. With that said, let’s 
move on to Step 2!

 

The Process

                               Upload Your List to REI BlackBook
While getting your list was covered in Chapter 1, there is an extra 
step you may need to take with your list before uploading it to REI 
BlackBook. Many lists that are provided to you via list brokers do 
not include the phone number of the property owner. Obviously, 
to send a ringless voicemail, you must have a phone number to 
send it to.

“So how do I get those phone numbers?”

You need to use an append service. An append service, in this 
example, allows you to upload a list of property addresses and 
request the phone numbers associated with that property. Those 
numbers are then “appended” to your list, and sent back to you 
in a .csv file.

Here are a few append services that we recommend:

• Melissa Data
• Data Finder
• Data Zapp

Once you have a list of property addresses and phone numbers, 
you are ready to upload your list to REI BlackBook. 

                  

                   Send Your First Ringless Voicemail
This is where the fun starts! Now that you have your list 
uploaded, and you’re ready to access inbound calls, it’s now time 
to send your first RVM! The process to send a ringless voicemail 
blast in Profit Dial couldn’t be any easier.

Once the RVM blast has been sent out, you can expect to start 
receiving callbacks within the first 10 minutes. These strategies 
apply to any type of inbound seller call and will help you become 
better on the phone. Not only that, but you will also learn how 
they follow up with their leads to increase the number of leads 
they’re able to turn into deals.

STEP 2:

STEP 3:



Bandit Signs on Wheels is a modern take on the traditional 
Bandit Signs that you see hammered into the ground on street 
corners all across your market. We took the idea of a basic bandit 
sign and applied it to the back window of a car.
 
A longtime REI BlackBook user Ruben Perez came up with this 
idea and has built his business around this lead generation 
strategy. He has over 400 cars on the road in Phoenix, AZ with 
a sticker that read “Full Asking Price For Your House. “We Buy 
Houses in Any Condition”, driving around town. Each sticker had 
a phone number with an extension.
 
Every time he gets a lead from one of his cars, and buys the 
house, that driver is compensated. The trick here is making sure 
that you have a phone system that allows extension tracking, so 
you know which car generated the phone call, and who needs 
to be paid for that lead. This is an excellent long-term growth 
strategy for generating leads at scale. Check out the BSOW Play 
below.

05 Bandit Signs 
On Wheels
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Landing Page:

Drive those leads to a landing page explaining how the 
program works, so you can capture driver leads 24 hours a 
day.

Classified Ad: 

Place a simple ad on Facebook or classified websites like 
Craigslist to recruit drivers.

Trackable phone number (w/ extensions):

Create an AMP phone number in REI BlackBook and assign an 
extension for every new driver that you sign up.

Car Sticker:

Order your car stickers, and schedule a time to meet with your 
new drivers to install the sticker, sign the waiver, and officially 
join your “driving-for-dollars” team.

       Build Your Landing Page

Since your primary means of marketing for affiliate drivers will 
be through online classified ads and social media posts, you 
will need a landing page to send interested prospects to so 
they can learn more about your program. Building a landing 
page in REI BlackBook only takes a few minutes. You can learn 
how to do it by reading this support article.

The Bandit Signs On Wheels Process

STEP 1: 

1

2

3

Be sure to write a captivating headline that will grab your 
prospects attention and describe the benefit they will get if 
they sign up for your program.

Outline your process, and describe what will happen after 
someone submits their information.

Explain how someone will get paid, and what is, and is not 
expected of them.

There are a few things that you will want to be 
sure you include on your landing page.

What you’ll need to get started:

https://support.reiblackbook.com/hc/en-us/articles/360011653573-Landing-Pages-Overview-


You can see that all of these elements are present in the landing 
page below

You can find the full live site at www.stlcashdriver.com

Once you’ve built your landing page, purchase a domain name if 
you haven’t already and assign it to your landing page. 

You will now be ready to post your classified ad, and start driving 
traffic to your new page!

With that said, let’s move on to Step 2.

            Post Your Ad To Recruit Drivers

Now that your landing page is ready for traffic, it’s time to post 
your first ad! There are a number of different sites and social 
media platforms that work wonders for recruiting drivers, but the 
one we recommend the most is Craigslist.
 
More specifically, the “gigs” section of Craigslist. This is where 
people go to look for side jobs and part-time work, and it’s a great 
place to start looking for drivers.The biggest questions we get at 
this point is...

“What do I say in my classified ad?”

That’s a great question. Don’t worry we have you covered!

You can download our proven classified ad to recruit drivers 
for your Bandit Signs on Wheels Program at https://www.
reiblackbook.com/motivated-seller-leads/bandit-signs-on-
wheels/. (no opt-in required). Once you’ve downloaded your 
ad template, be sure to edit it to your liking, and include your 
company information and the link to your landing page, and then 
follow the steps below to post your first ad.

To get started, head over to Craigslist (in your market city) 
and click create a posting.

STEP 2:



Select “gig offered”. Again, this is where people will go to 
look for part-time work, and side jobs.

Select “I want to hire someone”

From here you have a number of different options. We 
recommend selecting “domestic gigs”. If you’d like to post in 2 
different categories for additional exposure, the second choice 
would be “labor gigs”. Depending on your market, you may be 
charged to post in these categories. At the time of this writing 
here in the St. Louis market, you can see there is a fee of $5 to 
post.

From here you will be brought to the screen shown below. 
Use the Bandit Signs on Wheels Classified Ad Template to 
create your ad.



Once you’ve finished populating your ad, it’s time to add a 
few images. If you have a picture of one of your stickers on 
the back of your car, or one of your driver’s cars, that would 
be a great image to include here.

The last step is to review your ad, and hit publish!

Congratulations! Your ad has now been posted!

      Set Up Your Trackable Profit Dial Phone     
..... Number 

Now that your ad is posted, you will start to receive leads 
people who are interested in joining your team of affiliate 
drivers. Before you can order your stickers to place on their 
back window, you need a phone number that can track your 
calls. And any old phone number won’t do. You need a phone 
number that allows you to use extensions.

Here’s why...

When someone calls you from the back of one of your driver’s 
cars, you need to be able to know which car that lead came 
from. Therefore, each car needs its own unique extension.
Profit Dial allows you to secure a phone number in your local 
market, and use an unlimited amount of extensions to track 
your drivers.
 
To get started, you will need to create an “Information Hotline” 
in Profit Dial. You can learn how to do that here.Once your 
Information Hotline is activated, and you’ve recruited your first 
driver. You will need to create an extension for that driver (and 
every driver that you recruit for that matter).  Once your 
drivers are on the road, and you start receiving calls, you will 
be able to see exactly which car your leads are coming from.
 

STEP 3:



Order Your Stickers

Now that the Information Hotline for your campaign is set up, it’s 
time to order your first batch of stickers!

STEP 4:

1
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You can order them from our supplier at https://
my.reiblackbook.com/services/bsow

You can find a local print shop in your market

As you can see below, a call came into extension 300. So if 
that is a deal that closes, you now know who you need to 
pay out.

You have a couple of different options when 
ordering stickers.

If you choose to find your own printer, you may be able to 
negotiate a better rate and save a few bucks on each sticker.
Many REI BlackBook users also negotiate a price for the 
print shop to install the stickers at their shop. That means 
you can direct your drivers to go directly to the print shop, 
where their team will install the stickers on your behalf.
 
Many times you will have to pay an additional fee for them 
to perform the install, but that may be worth the time it 
would take you to meet the driver and do it yourself. The 
install will be your #1 bottleneck, so whatever you do, find a 
system that works for you, and stick to it.
 
If you can’t find a print shop to install the stickers, you 
may be able to find a college student or young investor 
who would do it in exchange for a small fee, or real estate 
education. 

Here is the #1 performing template that Ruben 
Perez (co-founder of Bandit Sign on Wheels) 
uses on all of his cars.



The key to having success with Property Finders is not to simply 
recruit as many as you can. While this is a number’s game, when 
it comes to working with Property Finders, quality is much more 
important that quantity. In order to recruit and retain quality 
Property Finders, you need to build a relationship with them. If 
they show promise, take them out for a cup of coffee, print them 
a stack of business cards, and take the time to educate them.

A handful of quality property finders can be a game changer for 
your business, but that won’t come without a little work on your 
end. So there you have it! Everything you need to get started 
recruiting and growing a team of high-quality Property Finders.
 
So jump into your REI BlackBook account and get started today! 
Not a member? 

Register for a demo call today!

You will notice a few things here that will impact 
your call volume in a positive way.

 

Even if they don’t leave a message, or choose to dial “0” to speak 
to you live, Profit Dial will capture their phone number, and alert 
you of a new call so you can call them back immediately.
 
Once you have your system in place, and your stickers ordered, 
the sky is the limit! You should be posting on Craigslist and 
Facebook every single week to recruit new drivers. There are REI 
BlackBook members with hundreds of drivers on the road, and 
they are receiving phone calls from motivated sellers every week 
from their signs.

Be sure to check our member’s only Facebook (REI BlackBook 
Connect) group to see how some of our top users are building 
their Bandit Signs on Wheels system.

1

2

The Verbiage

“FULL Asking Price for Your House.”

Ruben buys on terms, so he is able to say that. Any 
property that doesn’t fit his buying criteria, he will send to 
his realtor partner as a referral.

The Call Out

“FREE 24 Hr Recorded Info”

This has proven to increase call volume because sellers 
know that they can call to learn about the program, but 
they won’t have to talk to anyone if they don’t want to.

https://app.acuityscheduling.com/schedule.php?owner=14426991&appointmentType=5481088
https://www.facebook.com/groups/reiblackbook/
https://www.facebook.com/groups/reiblackbook/


06 Driving For
Dollars

You will hear this same mantra repeated over and over again. 
The quality of your list is in direct proportion to the success of 
your campaign. Whether that be a direct mail, ringless voicemail, 
or cold calling campaign, the same belief holds true.

And one of the best lists you can build is one that is 
self-generated by driving for dollars.

What is driving for dollars?

Driving for dollars is the act of hopping in your car and driving a 
neighborhood/market in search of houses that look vacant, or 
are in some form of distress.

Many people have their own “system” for doing this, and here at 
REI BlackBook, we have a system that works really well!

When you find a property that appears to be vacant, instead of 
just jotting it down on a notepad, you can use an REI BlackBook 
internal landing page, and enter the property there.

Once you do this, the property will be automatically added to 
your property pipeline. Do this for every property that you find 
on your drive, and you will have built a list of properties that you 
can export when you get home.

PLAY

Drive Locate Distressed
Property

Driving For

 

Dollars Form
Generate 

List

Direct

 

Mail

Cold  
Call

Recruit Property Scout

Driving for Dollars Intake Form
Build an internal landing page with a web form where you can 
submit property data, pictures, and more.

Property List

Export the list of properties that you submitted on your drive so 
you can generate a direct mail and/or a cold calling list.

Mailer (See Direct Mail)

Skip Tracing Service
Use a skip tracing service to generate names and phone 
numbers from the property address and either call them directly 
or drop a ringless voicemail broadcast to the entire list.

Use this lead generation method if you...

... are a technophobe - Don’t like messing with this newfangled thing 
they call the Internetz?

... have patience - This method will take some time to start producing a 
volume of leads.

... are operating on a tight budget - You can get motivated seller 
leads fairly cheaply with this method.

The Process

STEP 1:    Create Your Driving for Dollars Property     
................ Intake Form

While many investors drive for dollars, most don’t have a 
system for maximizing their ROT.

ROT stands for Return On Time.

What you’ll need to get started:



While many investors drive for dollars, most don’t have a system for 
maximizing their ROT.

ROT stands for Return On Time.

You may have heard that it takes money to make money. While 
that is true, you may not have extra cash on hand to spend a few 
thousand dollars a month on direct mail, or online ads.

If that’s the case, then you have to spend your TIME to generate 
leads, instead of spending your money.

And you better get a return on that time that you’re spending. If not, 
you will eventually burn out, and never get the results you’re looking 
for.

To do this, you need a system for collecting property data and 
inputting that data into REI BlackBook as you drive for dollars.

When you submit a property to your Driving for Dollars Intake 
Form it will automatically be added to your property pipeline. You 
can also automatically trigger a Workflow that will create tasks for 
you, or better yet, your team, to research the property and take the 
required next steps.

Watch the video at https://www.reiblackbook.com/motivated-seller-
leads/driving-for-dollars/ to learn more.

Add your Property Intake Form to your: 

iPhone - https://www.makeuseof.com/tag/add-website-
shortcuts-iphone-home-screen/
    
Anderoid - (https://www.greenbot.com/article/3041304/how-
to-add-a-web-site-to-your-android-home-.screen-with-chrome.
html)

STEP 2:    Choose Your Driving For Dollars Route

It is important to know where you want to invest before you start 
driving. Just like you would do before buying a list from a list 
broker, you need to do some basic market research to make sure 
you’re driving desirable zip codes.

Before getting started, take some time to consider what 
type of properties you’re looking to acquire, as well as your 
main exit strategy.

While it’s always a good idea to have multiple exit strategies 
for any given property, you probably have your sights set on a 
specific strategy.

If you’re looking to wholesale, then you want to find the hot spots 
in your market where a lot of cash transactions are taking place.

If you want to build a rental portfolio, then it would be a good 
idea to locate the neighborhoods in your market that produce 
the best cash flow.

Now that you’ve got your systems in place, and you know where 
you’ll be driving, it’s time to hit the road!

STEP 3:    Locate and Submit Distressed Properties

As you’re driving through your targetted area, look for properties 
that appear to be vacant, or need a little TLC.

When you find a property, park your car, and pull out your 
phone, and click the D4D Icon that you have saved to the 
homescreen of your phone.

This will pull up your Property Intake From on your mobile 
device.

From there, simply type in the property address, add your notes, 
and upload any pictures that you’ve taken of the property.

https://www.makeuseof.com/tag/add-website-shortcuts-iphone-home-screen/
https://www.makeuseof.com/tag/add-website-shortcuts-iphone-home-screen/
https://www.greenbot.com/article/3041304/how-to-add-a-web-site-to-your-android-home-screen-with-chrome.html
https://www.greenbot.com/article/3041304/how-to-add-a-web-site-to-your-android-home-screen-with-chrome.html
https://www.greenbot.com/article/3041304/how-to-add-a-web-site-to-your-android-home-screen-with-chrome.html


To check out how to do this process, you can take a look at 
the video under Step 3 of Driving For Dollars at https://www.
reiblackbook.com/motivated-seller-leads/driving-for-dollars/.

STEP 3:    Contact Property Owners

Before you can reach out to the property owners, you first need 
to know who they are, and how to reach them.

Once you get home, you will want to jump into your REI 
BlackBook account and take a look at all the properties that you 
just submitted while out driving.

Either way, you will need to find out who owns the property, and 
obtain some type of basic contact information whether that be a 
mailing address or phone number.

Once you have the sellers’ contact information, it’s time to start 
marketing to them. 

From here you have a couple of options...

1

2

You can research each property individually on your county 
assessors website to see who owns it, when it was last sold, and 
get some basic information like the name and mailing address 
of the owner.

You can export the list, and skip trace these properties to get 
the name, mailing address, and phone number of the owner. If 
you plan on cold calling or sending ringless voicemail to these 
leads, then this is a necessary step.

If you have phone numbers, then you can start cold calling or 
send a series of ringless voicemails.

If you’re not able to get phone numbers, you can send direct mail 
to each property owner. Since this is a very targetted list, your 
response rate is typically better than a mass mailer.

In closing...

Driving for dollars is one of the best ways to build a highly 
targeted list in your local market, without spending hundreds, or 
thousands of dollars with a list broker.

It’s one of the best ways to get a high ROT (Return On Time), 
especially if you don’t have a large marketing budget.

As long as you follow the simple steps in the article, and build 
your systems, you will have a process in place to supply your 
business with fresh leads every single month.



Build A System To Recruit Property Finders To Bring 
You Distressed Property Leads

If you remember from Chapter 2, we talked about getting your 
list, and that the best list you can get is one that you build 
yourself driving for dollars. The biggest complaint investors 
have about driving for dollars is that it takes a lot of time, and 
it doesn’t scale beyond your ability to drive neighborhoods for 
hours every week.

Do you know what a property finder is? Maybe you do, but just 
in case, a property finder is a person who locates distressed or 
discounted properties with investment potential in exchange 
for a finder’s fee. Property finders can free up your time, not to 
mention marketing dollars, by finding you properties, and only 
getting paid if you do!
 
Typically, a property finder will get paid either a flat finder’s fee or 
a percentage of your net profit from any property they find and 
you close. That means, they only get paid if they are bringing in 
quality property leads that produce profits. It is an obvious “win-
win”.
 
They can come from many sources. Start thinking of people that 
you currently know in your community who may qualify to find 
your next deal. Many investors have had success asking their 
mail carrier, or even the neighborhood ice cream truck driver.

It sounds crazy, but think about it, they drive your 
neighborhood every day. Who is more qualified to 
find vacant properties? They are essentially “driving 
for dollars” on a daily basis, and don’t even know it.

07 Property Finders You can also market for them using sites like Craigslist, 
Google, and Facebook.

You have the power to advertise a landing page that we have 
preloaded into your account which is designed to educate 
and motivate prospective property finders to sign up. Using 
our Property Finder Portal, they will be able to apply to work 
for you, giving you the opportunity to accept or decline their 
application.
 
Once they’re approved, each individual property finder will 
be given access to their own portal, where they can submit 
properties to you for your approval. Along with the property 
information, each bird dog will have access to a lead sheet, 
image uploader, and a notes section, which acts like an open 
forum between you and your property finder.
 
As your property finders begin submitting properties, you 
will have the ability to accept or deny each deal, all the while 
educating them on why you made your decision to either 
accept or reject the submission. With this new streamlined 
approach to managing your property finders, the opportunity 
to expand your team of lead generators is endless. Why wait, 
start recruiting your property finders today. It’ll take you less 
than 30 minutes! Check out the drawn out Play for Property 
Finders below. 

Here’s the GREAT news! REI BlackBook has set up your 
entire Property Finders program for you from recruiting 
to accepting deals.

PLAY

Craigslist or
Facebook Ad

Landing 
Page

Set Up
Property Finder

Property
 Scout Spots
 a Property

Follow
Up

Accept or
 Reject

Lead 
Sheet

Outbound 
Call



Place a simple ad on Facebook or on classified websites like 
Craigslist to recruit drivers. You can also find these individuals in 
your sphere of influence as well (read: get out there and network!)

Use the Property Scout Landing Page already setup in REI 
BlackBook to educate potential recruits on how the process works, 
and capture them as leads. More on this below.

Use the Property Scout Portal in REI BlackBook so your Scouts can 
submit you properties using their own personal portal. You will 
know exactly who submitted each property and will have the ability 
to accept/reject each submission. You can also give feedback, and 
create educational material to help inform your Scouts on the type 
of properties that fit your buying criteria.

When the property is accepted, all of the data that your Scout 
collected on the property will be transferred directly to the Lead 
Sheet in your Property Pipeline.

Make outbound dials and track which calls are answered, and 
create automated text & ringless voicemail campaigns for those 
that were not.

Ad

Landing Page

Property Finder Management System

Lead Sheet

Phone System

What you’ll need to get started
Use this lead generation method if you...

... are a technophobe - Don’t like messing with this newfangled 
thing they call the Internetz?

... have patience - This method will take some time to start 
producing a volume of leads.

... are operating on a tight budget - You can get motivated 
seller leads fairly cheaply with this method.

This process is very similar to recruiting drivers for your Bandit 
Signs on Wheels Campaign.

                 

                  Assign A Domain Name to Your          
.................Property Finder Landing Page

If you’re looking to recruit property finders with REI 
BlackBook, then you’re in luck! In your account, you will 
find a pre-built landing page template that is ready to 
capture property finder leads right out of the box. Below is 
a screenshot of that exact landing page template. It is fully 
customizable if you’d like to change any element.

How To Recruit Property Scouts

STEP 1: 



All you have to do is purchase a domain name, and assign 
it to your landing page. If you need to purchase a domain 
name, read this support article found at https://support.
reiblackbook.com/hc/en-us/articles/220025887-How-to-
Purchase-a-Domain 

for more details. Once you have a domain name, simply 
follow the directions below to assign it to your domain 
name.

To get to the screen you see below, inside of REI BlackBook, 
navigate to WEB TOOLS >> DOMAINS.

From there, select MANAGE FORWARDING

You will then be taken to a screen that looks like this.

1
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Be sure to select Mask

From the dropdown menu select Property Finder 
Landing Page

Click Update Forward

Your domain name will now be forwarded to your Property 
Finder Landing Page.

         Post Your Ad to Recruit Property Scouts

Now that your landing page is ready for traffic, it’s time to post 
your first ad. It’s also a good idea to post a few times a week, 
if not daily, on Facebook and other social media platforms to 
let your sphere of influence know that you’re looking to recruit 
property finders as well.

Again, this is going to be almost the exact process that you 
would take to post an ad to recruit drivers for your Bandit Signs 
on Wheels Campaign. More specifically, the “gigs” section of 
Craigslist. This is where people go to look for side jobs and part-
time work, and it’s a great place to get started.

There are a number of different sites and social media platforms 
that work wonders for recruiting Property Finders, but the one 
we recommend the most is Craigslist.

STEP 2:

The biggest questions we get at this point is...

“What do I say in my classified ad?”

That’s a great question. Don’t worry we have you covered!

You can download our proven classified ad to recruit Property 
Finders here. (no opt-in required).

Once you’ve downloaded your ad template, be sure to edit it 
to your liking, and include your company information and the 
link to your landing page, and then follow the steps below to 
post your first ad.

To get started, head over to Craigslist (in your market city) and 
click create a posting.

https://s3.amazonaws.com/reibb-guides/Bird+Dog+Ads.docx


Select I want to hire someone

To get started, head over to Craigslist (in your market city) and 
click create a posting.

Select gig offered. 
(Again, this is where people will go to look for part-time work, 
and side jobs.)

           Setting Up Your Property Finders in            
          REI BlackBook

The good news is that REI BlackBook has a full Property Finder 
Portal built directly into the platform. And it’s ready to start 
accepting new Property Finders out of the box!

There are 2 different ways to add new Property 
Finders to your Property Finder Portal.

From here you will be taken through the steps to complete the set 
up of your ad. Use the Property Finder Classified Ad Template 
to create your ad.

Once, your ad is ready to go, hit publish, and be sure to share your 
ad on Facebook, LinkedIn, and any other social media platform 
that you see fit.

STEP 3:



If you choose to enter them manually, you will need to navigate 
to the Property Finder Portal (DEALS >> PROPERTY FINDERS) 
and click New Property Finder. From there, simply fill out their 
information and they will receive a user name and password to 
sign in to their own portal, where they can submit you property 
leads.

For those leads that see your ad on Craigslist or Facebook, 
and register through your landing page, the registration 
process will be completely automated. You will simply receive 
a notification when you get a new Property Finder that signs 
up.

It is highly recommended that you pick up the phone and call 
this person as soon as you can, to create a connection, and 
prove to them that this program is legitimate. There are a lot 
of people peddling “get rich quick” schemes out there online, 
and you don’t want to be roped in with them. After someone 
completes the form on your landing page, they will be taken to 
a screen that looks just like this...

They will then be asked to fill out their Property Finder Profile, 
complete their registration.



Once your Property Finder has completed their registration, they 
will be taken to the Property Finder Education page. This page is 
completely customizable, so you can add your own instructions 
and education to this page.

Once your Property Finders are ready to submit new property 
leads, they will be able to do this directly from their property 
finder portal. Remember, this entire process is already done 
for you as an REI BlackBook user. Simply log in, and get started 
recruiting Property Finders today!

Another valuable feature of the Property Finder Portal is the 
ability to track your new property submissions back to the 
Property Finder that submitted it. As you can see below, you 
have visibility into how many properties each Property Finder 
has submitted. You can even click into those properties, view the 
notes, and images they have submitted, and Accept or Reject the 
lead.

The key to having success with Property Finders is not to simply 
recruit as many as you can. While this is a number’s game, when 
it comes to working with Property Finders, quality is much more 
important than quantity.

In order to recruit and retain quality Property Finders, you need 
to build a relationship with them. If they show promise, take 
them out for a cup of coffee, print them a stack of business cards, 
and take the time to educate them.

A handful of quality property finders can be a game-changer for 
your business, but that won’t come without a little work on your 
end.

So there you have it! Everything you need to get started recruiting 
and growing a team of high-quality Property Finders.



Rank For The Top Google Searches In Your Market 
To Build An Organic Seller Lead Machine.

In all the previous chapters we talked about traditional offline 
marketing channels, like Direct Mail and Bandit Signs on 
Wheels. In this chapter, we are going to introduce a powerful, 
yet sometimes overlooked marketing channel that is done 
completely online.

More real estate investors are starting to use online marketing 
methods to help capture leads, build their brand, and set 
themselves apart from their competition. One of the most 
important online marketing methods for your business is 
Search Engine Optimization (SEO).

Not sure what SEO is?
In short, it’s the process of maximizing the number of visitors 
to your website by ensuring your site appears high on the list 
of results returned by a search engine.

This is important for your business because it will help 
improve your website’s overall searchability and visibility.
If you’re an investor who runs a motivated seller website, this 
chapter will be a comprehensive outline of what you need 
to do in order to optimize your site, increase rank, and start 
bringing in more organic leads.

So let’s begin with the definition of SEO, and the pros and cons 
of SEO as a marketing channel for real estate investors.

What is Search Engine Optimization (SEO)? And 
what is it not?
SEO (search engine optimization) is optimizing your site to try 
and rank (or, show up) when your target customer makes

08 Search Engine
Optimization

What is Search Engine Optimization (SEO)? And what is it 
not?
SEO (search engine optimization) is optimizing your site to 
try and rank (or, show up) when your target customer makes 
searches related to what you do. It’s not a quick checklist of 
things to do. It’s an ongoing effort to make your site visible 
when people use search engines.

The goal is to increase your organic traffic (the number of 
website visitors you have), and help you improve ranking over 
time. It’s not a quick way to make money or gain leads. It will 
take time, effort, and investment.

Pros and Cons of SEO
Just like any other marketing channel, SEO isn’t perfect. All 
marketing channels require work, strategy, and perseverance. 
There is no magic solution where you can simply press a 
button, and just start increasing leads or printing money.

• There’s more trust in organic results. Think about it this 
way – if you search for “REI mentor”, and you see that 
the first 3 results say “sponsored”, you know that those 
coaches paid to get in front of you, and aren’t necessarily 
there by merit. But if you scroll down to the #1-3 results, 
you’d assume that they are there because they’re the best, 
right?

• You can get ongoing, organic leads without spending 
money in an ongoing way. Once you stop paying for ads, 
your leads stop. But once you start ranking well, you may 
continue to get leads for months or years after, as long as 
you stay on top.

• The leads can be really valuable. What’s the ROI for 
ranking in the top 3 results for “sell house for cash 
Houston”? Well, optimistically, if it brings 500 people a 
year to your site, and 100 filled out forms to request an 
offer (20% conversion rate), and you closed 10 deals, 
that’s potentially $30,000 – $100,000 each year in value 
(depending on your deal structures and margins).

Pros



• It takes a lot of work. Ranking in Google is harder than it’s 
ever been. It takes work, persistence, and knowing what 
you’re doing.

• It’s competitive. As with PPC, the real estate investor 
market is flooded with people opening up new sites every 
week in your geographic area.

• Some factors are out of your control. One ranking signal 
Google may be using is domain age or domain registration 
length. Meaning, if a domain has been registered for 
longer, without showing spammy behavior, it’s going to 
rank higher. You’re going up against competitors that have 
had websites 5 years before you, more links than you, and 
more traffic than you. It won’t be easy to outrank them.

• It takes time. Ranking won’t happen overnight, no matter 
what some agencies or gurus will tell you. You could start 
getting organic leads in anywhere from 3 months to 6 
months, or you may need more time to begin getting on 
page 1.

Utilize the SEO play shown below and start optimizing your 
website today, so it will show up when someone searches “Sell 
My House Fast” online.

PLAY

Google Content
 Page

Landing
 Page

Outbound 
Call

Lead 
Sheet

Follow
Up

sell my house

Keyword research
Use phrases that motivated sellers are actually using to 
look for services like yours to help your site rank.

Content Page
Add content to your website that will use the keywords 
you picked, and covers the topic you’re writing about.

Landing Page with Lead Form
Drive leads to a landing page explaining what your 
business does, and how you can help those leads, so you 
can capture leads 24 hours a day.

Trackable Phone Number
Use a unique phone number on your site so you can track 
which inboud calls are coming from your online marketing 
efforts. You can also make outbound dials and track which 
calls are answered, and create automated text & ringless 
voicemail campaigns for those that were not.

Lead Sheet
Leverage the lead sheets inside REI BlackBook to input 
the data you have collected from your prospects. Simply 
type in their information, and REI BlackBook does the rest. 
The property is automatically entered into your Property 
Pipeline, and your new lead is simultaneously entered as a 
new contact.

What you’ll need to get started:Cons



Use this lead generation method if you...

have basic knowledge of technology - You’ll need basic web 
page editing ability with this ability.

... have patience - This method will take some time to start 
producing a volume of leads.

... are operating on a tight budget - You can get motivated 
seller leads fairly cheaply with this method.

Okay, so now that we have some of the basics out of the way, 
here are the steps to actually ranking your real estate investor 
website, and increasing organic leads.

 
 

The first thing you’re going to want to do is set up analytics and 
goal tracking. You’ll want to start with this, because it will help 
you track your progress.

Think about it this way: you don’t want to try setting up analytics 
after you’ve finished optimizing your website, because if you do 
end up seeing improvements right away, you won’t have a good 
picture of what traffic looked like before the improvements you 
made.

The Basics of Analytics and Goal Tracking:

STEP 1: Analytics & Goal Tracking

The Process

To utilize Google Analytics you will set-up your website, and 
integrate the tracking code. You can easily do this inside your 
REI BlackBook account. After your website has been created 
you can integrate the tracking code. In the control panel of your 
website there is a tracking codes section where you can insert 
your Google Analytics Tracking code. For more details on how 
to add Google Analytics to your website you can check out the 
article How to Add your Google Analytics to your Website.

•  Setup a Google Analytics account.

Once you have analytics set up, create goals inside analytics 
that will capture when someone completes an action you want 
to track. For example, if a motivated seller fills out a form, set 
that up as a goal. If they complete a 2-step form and go to a 
“thank you” page, make that a separate goal.

Later, you’ll use these goals to work backward and see if any of 
them came from organic searches ( In other words, this is how 
you measure ROI from SEO).

This requires paying for a citation building service. You can use 
a 3rd party service to do it for you. Moz Local is a great place 
to try.

•  Set up goals.

•  Build all basic local citations.

https://support.reiblackbook.com/hc/en-us/articles/360022359474-How-to-Add-your-Google-Analytics-to-your-Website


After you have goal tracking and analytics in place, it’s time 
to set up and optimize your Google Business listing. If you 
haven’t already, create your business profile on Google My 
Business. 

From there, you’ll want to register your physical address. 
Having one is crucial to ranking well for local searches, and 
unfortunately, a temporary address (like from a UPS Store, 
etc.) won’t fly.

We find many investors are resistant to using their home 
address, but often, this is the easiest and best way to get 
started. If you have a coworking space that you work in, and 
they can grant you an address, then by all means, use that!

To verify your address, Google will send you a postcard with 
a verification code. Simply log into your GMB account and 
enter the code.

Besides registration and verification, you’ll also want to 
describe your services in detail, and begin to solicit reviews 
(something we’ll talk about later).

A few words of warning.

Don’t be spammy with your Google Business listing.

Yes, you may see others titling their business name “We Buy 
Houses Houston – Sell House Fast Houston – ABC Buyers”, but we’d 
encourage you to stick to your actual LLC or operating business 
name.

Alright, you’re analytics, goal tracking, citations, and Google 
My Business are all in place and ready to go. Before you 
start with any optimization, you need to do some keyword 
research.

A great tool to get you started for free is Moz’s Keyword 
Explorer. You’ll be able to make a limited number of 
searches to cut your teeth on keyword research and gather 
some data.

STEP 2: Set Up Google My Business Setup STEP 3: Research

Use SEO tools (paid and free) to research: 

1

2

3

What phrases motivated sellers are actually typing in to 
look for services like yours (vs. ones that are tire-kickers 
or looking for a Realtor, not selling for cash)

Of those phrases, how many searches/month does each 
get, and which should be the primary phrases you target 
and go after?

Which phrases you can get competitive with, that may be 
unique to your geo area (city).

A great tool to get you started for free is Moz’s Keyword 
Explorer. You’ll be able to make a limited number of searches 
to cut your teeth on keyword research and gather some data.

Again, the point is to determine what phrases are niche 
enough that you can actually rank for them and get found, 
while at the same time, driving enough traffic to be worth 
optimizing for on your site.

Hint: 
there are usually 2-3 primary keywords, and the rest can 
serve as supporting keywords.

After you find the keywords you want to track, you’ll need to 
add them to a keyword tracking tool. This will let you measure 
where your site is ranking at the very beginning, through the 
end of your SEO work.

The tool should show you where your site is ranking for each 
search phrase, both within the target city, and nationally. This 
will be the main metric you’ll want to track as you go along, 
because if you aren’t increasing in rankings, then you aren’t 
going to increase in traffic, leads, or closes.

https://www.youtube.com/watch?v=N5enqVGaDx8
https://www.youtube.com/watch?v=N5enqVGaDx8
https://moz.com/explorer
https://moz.com/explorer


Once you’ve done your research, and have a list of all the 
keywords you want to rank for, and you’ve set up reporting to 
track them, it’s time to create some content for your site.

STEP 4: Content Creation

Determine which pages should rank for 
what terms.
This is really important. You can’t rank every page for every 
keyword. It doesn’t work like that. You’ll need to decide 
which pages should rank for certain terms, and organize 
your site accordingly.

For example, say you want to rank for a few 
foreclosure-related keywords. You may decide that 
building a specific foreclosure page, explaining the 
process, is going to be better to rank than trying to 
get your homepage to rank for that.

In the end, it’s up to you, and this is where the 
strategy comes in. The goal is to get a single page 
ranking for all the relevant terms it can… but then 
when a term just doesn’t fit, breaking it off into 
its own page which ranks for its own cluster of 
keywords.

Create the actual content.
Now that you have a visual map or layout of what 
pages should rank for what keywords, it’s time to 
actually write the content.

Now, many of you may be using the ready-made 
content REI BlackBook produces for you that is 
available on each website template. And that’s fine, 
except you’ll still need to write your own (or throw 
out the stock stuff entirely and re-write from the 
ground up). 
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Steps for creating content for your site:

Here is why...

• If you don’t, you’ll literally look like everyone else 
in your target city who is using the same content, 
with no competitive advantage.The stock content 
likely isn’t targeting all the keywords you want, 
isn’t long enough, and probably doesn’t even 
sound like your “voice”. You’ll want to write 
something in your own voice that connects to 
motivated sellers, and less like a canned copy.
Aim for content that is long enough to be 
fully-comprehensive, so that each page is fully 
covering the topic you’re trying to write about, 
leaving no major questions unanswered.

• Once you have all the copy written, you can build 
out the pages, creating new content, or add the 
copy to existing pages and enhance existing 
content. Again, this requires some strategy and 
planning, and in the end, it’s up to you and your 
goals

Aim for content that is long enough to be fully-
comprehensive, so that each page is fully covering 
the topic you’re trying to write about, leaving no 
major questions unanswered.

Once you have all the copy written, you can build out 
the pages, creating new content, or add the copy to 
existing pages and enhance existing content. Again, 
this requires some strategy and planning, and in the 
end, it’s up to you and your goals.



STEP 5: On-Site Optimization
STEP 6: Review Building

all the major signals and check it off one by one to make sure 
each page has what search engines will be looking for.

Everything up until now is considered “on-site optimization”, 
making up the 1st half of SEO. Now we’ll move to the 2nd half: 
off-site optimization.

Off-site optimization

At this point, all the optimization on your site is done. From the 
analytics and tracking to the copy, to the way you’ve optimized 
your pages.

All that is only 50% of the work. The rest comes from building 
signals that Google looks at off of your site (hence the name, 
“off-site optimization”).

Truth be told, there are over 200 signals that Google weighs 
at any given time to know where to rank your site. SEOs don’t 
know all of them. No one has access to the full algorithm 
except Google. And it’s impossible to turn the investors 
reading this article into professional SEOs in 3,000 words.

So here we’re just focusing on two of the most major, change-
making off-site signals: reviews and link building.

The first off-site signal to focus on is increasing the number 
of Google Business reviews you have. Some users ask us 
whether or not it’s helpful to get reviews on places like Yelp, or 
Facebook.

While it does appear that Google is taking note of Facebook 
reviews for your business, we always recommend that the 
best use of your finite time is to solicit reviews for your Google 
listing. After all, the one thing you know for sure is that Google 
is ultimately only going to want people to use it more and 
more.

The best way we have found to do this is to find the direct link 
to your reviews area, and send that to clients every time you 
close with them, or send it to past clients and ask them to

Now that you’re content is written, and the pages are built 
or enhanced with it, it’s time to optimize. On-site is basically 
laying out the page(s) in such a way that all the confirmed 
ranking signals Google looks for, will be there.

This includes everything from having the right “density” 
of keywords to the file names of your images, outbound 
links, headings, metadata, and more. We’ve found there are 
roughly 13 (depending on how you count) that matter the 
most.

You’ll want to go through and optimize each page that 
you’re trying to get to rank. One pro tip is to go down a 
checklist of

https://www.stlhomeoffers.com/


STEP 7: Link Building
The second major off-site signal you’ll need to continue 
building over time is links. A backlink is simply any link, on 
another website, that when clicked, goes to your website. If 
you click on a link, on another website, and it takes you to 
yours, it’s a backlink.

Gaining high-quality backlinks is the hardest part of SEO. Links 
have always been super important when it comes to ranking, 
and 2019 or 2020 is no different.

However, link building has evolved, today it’s more about 
quality over quantity. Google wants to see a diversity of 
trustworthy links related to the industry you’re in. For 
example, if you’re a cash home buyer, you shouldn’t have 
20 links on obscure websites, bakery websites, or car-
salesman websites. You want links on websites that are about 
remodeling, homes, interior design, etc.

When you’re optimizing your real estate investment site, you’ll 
want to make sure you get links on high authority, real estate 
related websites, or websites that are focused on the location 
you’re targeting.

Again, take a marathon mindset and aim for quality over 
quantity. And remember that you never want to gain links in 
a blackhat way that violates Google’s guidelines. Don’t work 
with any agency that builds links through PBNs (private blog 
networks), don’t buy links, and don’t build a bunch of spammy/
cheap links.

Aim for 10, high quality, real estate related links. If it seems 
hard, that’s because it is. Dan Barrett’s SEO team at Adwords 
Nerd builds anywhere from 8-15 links for their SEO Kickstart 
clients, all through pure hard work.

Remember, this strategy takes time and effort, and patience is 
required.

SEO is a marathon, not a sprint.

You now have a full picture of every step you need to have a 
fully-optimized website that can start ranking, and over time, 
bring in organic motivated seller leads.

leave you a review. If you tell clients, “find us on Google and 
leave a review” it’s just not going to happen. People are lazy. 
So make it easy for them.

A really easy way to do this is to search for your business 
name and find your business listing. Click “leave a review”. 
Then copy and paste the URL into an email or text message 
(however you’re asking them to leave you a review)

If you want to take it a step further, you can always use Bitly, 
or REI BlackBook has made this easy for you.

Inside your REI BlackBook account there is a tool called 
Campaign Tracker, and within this tool you can track how 
many people access your Google review link, and you can also 
create a unique shortened link to share with clients.

Once you have the shortened link share this link on social, 
email, text message, wherever you’re communicating with 
customers.



If it still seems overwhelming reach out to Dan’s team at 
Adwords Nerds, or check out the SEO Accelerator where 
Dan Barrett himself will teach you the most up-to-date SEO 
strategies for real estate investing. 09 Google

Ads

Author: Dan Barret with Adwords Nerds

Generate High Quality Motivated Seller Leads In A 
Hurry with Google Ads
Google Ads is another type of paid online ad you can use to 
drive highly motivated seller leads to your website. Google’s 
online advertising platform allows you to create online ads to 
reach people exactly when they’re interested in the products 
and services that you offer.

For example, if someone opens Google and types in the 
search term “Sell My House Fast”, you have the ability to place 
your ad at the top of their search results. Chances are that 
you’ve seen one while you were googling something yourself.

Just like Facebook Ads, Google Ads are  “pay per click” (PPC) 
marketing, which simply means they are a method
of direct marketing where you pay (auction or bid style) for

https://adwordsnerds.com/
https://www.reiblackbook.com/accelerator
https://www.google.com/search?q=google+ads&rlz=1C5CHFA_enUS815US815&oq=google+ads&aqs=chrome..69i57j0l5.2078j0j8&sourceid=chrome&ie=UTF-8


every click over to your chosen URL (website).

Since you are paying for the ads you can determine who 
the audience is that will see the ad, and the audience will be 
the people who need your services. Out of all the marketing 
methods available, you may be wondering why you should use 
Google Ads. 

Google Ads is one of the best ways to generate high-quality 
seller leads for your business because the prospect is initiating 
the contact with you. That means someone is going out of 
their way to open Google and type a search term like “Sell My 
House Fast”.

They see your ad, click on it, and fill out the form on your 
website. This is a person who is actively searching for a 
solution to their problem, and that is why they are such 
valuable leads.

Keyword research
Use phrases that motivated sellers are actually using to look 
for services like yours to help your site rank.

Google Ad
You will need to create an Ad for your business that will show 
up when people search for services your company offers.

Landing Page
Drive leads to a landing page explaining what your business 
does, and how you can help those leads, so you can capture 
leads 24 hours a day.

What you’ll need to get started:

Trackable Phone Number
Use a unique phone number on your site so you can 
track which inboud calls are coming from your online 
marketing efforts. You can also make outbound dials and 
track which calls are answered, and create automated 
text & ringless voicemail campaigns for those that were 
not.

Lead Sheet
Leverage the lead sheets inside REI BlackBook to input 
the data you have collected from your prospects. Simply 
type in their information, and REI BlackBook does the 
rest. The property is automatically entered into your 
Property Pipeline, and your new lead is simultaneously 
entered as a new contact.

Use this lead generation method if you...

...need leads now - you can see results the instant you turn on 
these ads.

...have a marketing budget - you can control how much you 
spend, but to do Google Ads at a scale, you’ll need your wallet.

...are tech-savvy - Google Ads definitely has a learning curve. 
You’ll need to be pretty tech-savvy or plan on bucking up to hire 
an agency or freelancer to do it for you.

Note:  
Many of our users who are having success with Google Ads are 
doing so because they’ve partnered with Dan Barrett and his 
team over at Adwords Nerds. You can learn more about their 
services and book a strategy session over at adwordnerds.com

Like every other marketing method there are 
Pros and Cons to Google Ads.
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Cons

• Leads are highly motivated because they are intentionally 
going online to search for a solution to their problem.

• Gain leads “instantly”. We say “instantly” because ultimately 
conversions depend on your website, your campaign being 
properly setup, and your budget.

• You can quickly and accurately measure your ROI (return on 
investment).

• You can get started for under $1,000, and take it from there.

• Your CPC (cost per click) could range from $15-$75+ 
depending on your market and campaign setup.

• If you’re running your own ads, there can be a steep learning 
curve. You will want to know the ins and outs of the Google 
Ads platform enough to improve your conversion numbers 
and reduce your cost.

• Results are probably less “trusted” than organically shown 
results, and you’ll need a good website or landing page to 
drive traffic to ensure you capture leads.

Why Googole Ads For Real Estate Investors?

Pros

Google ads are one of the most effective marketing strategies 
for real estate investors, but before you get started, you have 
to make sure your business is ready to capture and convert 
these leads.

Since a click to your website can cost $15 - $75 dollars and 
leads can sometimes cost hundreds of dollars, you don’t want 
these falling through the cracks. Not to mention, they are 
more valuable leads than those from direct mail, bandit signs, 

and even Facebook ads. Again, think about how they are getting 
to you. Someone has to go out of their way to open Google, type 
in a search term like “Sell My House Fast”, click on your ad, and 
submit their details. In this scenario, they are initiating contact 
with you, not the other way around. And you’re probably not the 
only company they are talking to, so the longer it takes you to 
reach out and contact them, your chances of closing that deal 
greatly decreases.

5 major benefits of Google Ads in more detail...

Quickly determine ROI in your market
One major benefit of running a Google Ad, is 
that you can quickly determine it’s ROI (return on 
investment) in a short amount of time. In maybe 1 
month (shorter or longer depending on your budget, 
ad content, and campaign setup) you can get a fairly 
good idea of how much it costs you to get a lead 
from paid advertising. The Google Ads platform will 
show you stats like: $25 per click, $250/lead. You 
then can measure how many of those leads end up 
converting. If a lead costs you $250, and it takes 10 
to convert, then you’re getting a closed deal for every 
$2500 you spend. If that makes great profit, then 
double down on these ads (because they’re sure to 
end up costing more as time goes on).

Instant website traffic
As opposed to SEO, you can start driving traffic to 
your site with Google Ads today. One major benefit is 
that if you absolutely need leads (like, right now), you 
can start driving traffic to your website and collecting 
leads (assuming you have a good website, and are 
targeting the right traffic, and running the right ad).

Extremely measurable stats (even for beginners)
Even if you’re a newbie, the Google Ads platform will 
provide data, and explanations of what each piece 
of data means. Google will break down in a simple, 
visual way, how much each click is costing you, how 
many people have seen your ad, etc.
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This is a bit extreme, and it’s a bit more nuanced than this, but 
the point is that it all works on a bidding system. Because real 
estate investors stand to make $10,000 to $30,000 or more 
per deal, and the competition for Google Ad leads is steep.

As long as you know your numbers, this shouldn’t scare you.

For example, if you know you make an average of $12,000 
per deal, then you should be able to spend $2,000 - $4,000 to 
acquire a deal using Google Ads. Don’t forget, any lead that 
you capture that doesn’t close right away, can be automatically 
followed up with over a long period of time.

That means you can convert those cold leads into deals on 
autopilot using REI BlackBook long term drip Workflows like 
Marcy Martinez’s power workflow used to turn dead leads into 
deals.

Google Ads is a very popular traffic source for serious 
investors, and you should plan on spending $25/click or 
more depending on your market. Again, none of this should 
matter as long as your profit from a closed deal far outweighs 
the cost of the ads. Now it’s time to set up your Google Ads 
Campaign...

When starting a Google Ads campaign we typically 
recommend you name the campaign on a very broad idea of 
what the campaign’s focus is, and then the location it targets.

For example, if you’re a Philadelphia-based real estate 
investor, and running a campaign in the Philly area, call it 
something like “Motivated Sellers – Philadelphia”.

5

They can be improved over time
Another benefit is that after you’ve figured out an ad 
set that brings you leads on a regular basis, you can go 
to work making it more efficient. Finding out things like 
what headlines convert better, what landing page layouts 
convert better, and more. By tweaking your ad content, 
audience, budget, campaign, and landing page, you can 
either raise or decrease the cost of each click or lead 
(within reason).

You can know the exact audience you want
With marketing channels like SEO, you can’t really 
know what kind of traffic you’ll end up driving until 
after the fact. For example, analytics may tell you 
basic demographics about who is finding your website 
organically, and what search phrases they typed to get 
there. And that’s great, but with Google Ads, you can 
essentially say, “only show this ad to the demographic I 
want.”
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How It Works...

Understanding the Bidding Process for Google Ads 

• There are people who go to Google to perform searches 
for all different types of products, services, and answers 
to questions.

• There are multiple companies that want to pay to get in 
front of those people (ABC Corporation, you, and another 
small business).

• Therefore there is a bidding war to see who will pay the 
most. For example, ABC Corp. is willing to pay $50/click to 
get in front of motivated sellers, so unless you bid $50.01, 
your ad will show up below theirs

The Google Ads Process

How To Run a Google Ad Campaign

STEP 1: Name Your Campaign



No matter who you are, you’re not advertising to every person 
in the world. So now it’s time to start filtering your campaign 
and being specific about who you want to target.

With Google, you’ll start filtering search phrases. You only want 
to target users who type in certain phrases. For example, you 
probably wouldn’t want to get in front of people searching, 
“Philadelphia realtor”, because it’s fairly clear that those 
searchers are likely looking to sell on the MLS, and are not 
interested in your solution.

“Sell house cash Philadelphia” on the other hand, is exactly the 
type of niche search phrase you’d want your ad to be shown 
for. Google will give you the ability to narrow down by keywords 
or phrases, so you’ll want to start building your base keywords.

Aim for a dozen or so (to start with) and keep them fairly 
generic. For example, the phrase, “sell my house” is essentially 
the same phrase as “sell my home”, etc. So think broadly at 
first. Come up with broad keywords you want to be shown for, 
and then over time you can add in more specific variations of 
them.

Not sure which keywords to use? Check out this Motivated 
Seller Keyword Report (Adwordsnerds.com/keywords)

After you pick out keywords that are similar, you can put them 
all in the same ad group, and name that ad group after them. 
So in our example, if you found the keyword “sell my house”, 
you can put it in an ad group named “Sell my house”.

Working one ad group at a time, now we get fiddly. In case 
you’re not familiar with the term, it means that we’re going to 
tinker around, adding more phrases to your ad groups, and 
tweaking some things.

So in our example, go inside your “sell my house” adgroup, 

STEP 2: Set Your Parameters

STEP 3: Use that Base List as The Names of your Ad 
Groups

STEP 4: Add Keyword Variations

and add all the keywords that could be close variations of this 
(the phrases we told you to leave out earlier).

So add things like, “sell my home”, “sell your house”, “sell my 
home”, “how do I sell my house”, etc.

You can add as many variations as Google Suggestions, or you 
can think of.

It’s important to understand that Google handles keywords in 
different ways. For example, what if you only want your ad to 
get shown when someone types in “sell my house” exactly in 
that word order, with nothing added to it? Or, what if you want 
your ad to be shown if someone types in “help me sell my 
house”?

Google handles these distinctions through keyword “types”.

So take all your keywords and copy them into the following 
match types: phrase match, exact match, modified broad 
match. You should run those 3 versions of each keyword 
within the same ad group.

The 3 main keyword match types are...
        “Phrase Match”

         

STEP 5: Add Support For Keyword “Types”

1

Only triggers when someone types in exactly what’s 
in the quotes, but they can add words before and 
after.
 
• Example:  “sell my house”

• Triggers when someone searches for:

•	 Sell my house fast

• I want to sell my house

•	 Sell my house in Nashvile



OK, now that you have your campaign created and named, 
your ad groups named with keywords and keyword types 
populated, it’s time to build your ads.

Your ads are the actual words / media that are going to get 
shown to people when they search.

Build (at least) two different ads per ad group. As much as you 
can, make sure the ads contain the keywords as this will BOLD 
them in the ad text on the search results page.

STEP 6: Build Your Ads

2 [Exact Match]
Only triggers when someone types in exactly what’s 
in the brackets, nothing more, nothing less.

• Example: [sell my house]

• Triggers when someone searches for:

+Modified +Broad +Match
They must search for the words with the + signs, but 
in any order, and can add words before and after.

• Example: +sell +my +house

• Triggers when someone searches for:

• Sell my house

3

• Sell my ugly house

• Sell my house in Skyrim 

• Wife wants to sell our house

Essentially, this is going to let you measure which ones convert 
better, measure the different CPC (Cost Per Click) of each, 
and more. It’s important that you’re measuring each type of 
keyword differently.

So in our sell my house ad group, an ad might read 
something like “Sell Your House in 7 Days” or “You Can 
Sell Your House for Cash”. Notice how each of these ad 
headlines contain natural variations of the base keywords.

Besides the basics of creating a campaign, you can also 
run ads only to searchers within the metro area you’re 
targeting, or the State, or the entire U.S. For example, it 
may benefit you target searchers from across the U.S. 
when they query “sell house fast for cash Philadelphia” 
because maybe they have a vacation or rental property 
they want to sell, even though they live in Florida.

Also, make sure you’re measuring your results, capping 
your ad budget (so you don’t overspend) and monitoring 
your campaign daily. You’ll have to be fairly involved to 
check data, pause what’s not working, etc.

STEP 7: Other Setup Instructions



For some guidance on check ins for your ads check out The 
“Big 5” Weekly Check In.

Now that you’ve been flooded with information, there’s one 
last very important thing you have to keep in mind:

If your ads drive all the traffic in the world, but your website 
does not inspire trust or is not ideal for conversion, you’re 
going to throw money down the drain and lose opportunities.

Paying to get people onto your site does you no good, unless 
those people trust you enough to submit their info for a cash 
offer. If you want to build your own amazing site, use one 
of the templates inside your REI BlackBook account. As your 
customizing your site refer back to the SEO chapter to ensure 
you have a fully optimized website.

Do keep in mind that since Google is the biggest search 
engine, you’ll end up spending a bit more money. However, if 
you have the budget for it, investing in Google Ads also means 
that your visibility can hit a record high and that you have a 
bigger pool of people you can reach, according to your target 
settings. Which in turn can drive loads of real estate leads 
every month to your website.

STEP 8: One Last Consideration: Your Website 
(REALLY) Matters

A Note from the REI BlackBook Team:
If you still need assistance there are additional resources out 
there to help. Reach out to Dan’s team at Adwords Nerds, 
or check out the Google Ads Accelerator where Dan Barrett 
himself will teach you how to build your very own Google Ads 
Campaign.



10 Facebook
Ads

Facebook is quickly becoming one of the best platforms 
to build your brand in your local market, and generate a 
steady stream of motivated seller leads each and every 
month.

And with recent updates to the Facebook Ad platform, 
this marketing channel is only going to grow in popularity 
in the months and years to come.

The good news for you is this... We are currently standing 
at the forefront of what is going to become a very popular 
marketing channel heading into 2020 and beyond, and you 
have the opportunity to get ahead of your competition.

Here is an example of a simple Facebook Ad we are running 
for a select number of REI BlackBook users with great success. 
In this chapter, you will learn how to create a similar ad, the 
simple targeting that is working in local markets all across the 
country, and how to automatically follow up with every single 
lead as they are captured.

While Facebook marketing, and Facebook Ads specifically, 
have been around for a long time, the real estate investing 
community is only now just starting to adopt it as a source for 
motivated sellers. There are a few reasons for that, but the 
biggest one is this…

Since the Cambridge Analytica scandal, and other notable data 
breaches, Facebook has had to rein in some of the targeting 
options that it used to provide to marketers and business 
owners. Since Facebook doesn’t give you the ability to target 
your prospects quite like it used to, it’s algorithm was forced to 
get smarter.

You see, Facebook is in the business of providing folks like us 
(marketers and business owners) the ability to place an ad in 
front of people who would like to buy our products, and need 
our services. And it is in their best interest to ensure that you 
are seeing a positive ROI on every dollar you spend with them.

So what does that mean for you?

It means that Facebook is leaning heavily on its algorithm and 
their automation to do most of the heavy lifting for you. In 
plain English, it means that Facebook is now smart enough to 
find people who need what you have to offer, all you have to 
do is create a compelling ad. And this is good news for all of us 
as business owners and marketers.

In today’s Facebook environment, the best ad and the best 
creative wins. You no longer have to be a tech geek to make 
Facebook Ads work.

There are 2 main reasons we love Facebook Ads as a 
marketing channel for real estate investors.

1

2

It’s the best platform to grow your brand, tell a story, and 
differentiate yourself in the market place.

Motivated sellers are on Facebook every single day. You 
just need to know how to find them.



You simply have to know how to speak to your target audience 
and be there for them when they raise their hands and say 
“Yes. I need to sell my house”

Here’s what you need to know about 
Facebook before getting started.
Facebook has over 214 Million daily active users according 
to statista.com. Included in that 214 Million people are 
individuals who are behind on payments, or may have recently 
inherited a house.

But you must realize, people do not go to Facebook to find 
answers to their questions, or to solve problems. They are 
there to browse their news feed, see what their friends and 
family are up to, or to stumble across some news or an 
interesting article.

The mistake many investors make when running Facebook 
Ads is that they go directly for the ask. They run ads that read 
“We Buy Houses”, or “Sell Your House Fast”.

There is no consideration for the wants, needs, or emotions of 
their audience. While these types of ads do work, and you will 
generate leads, and even possibly close a few deals, this is not 
a recipe for long term success.

The beauty of Facebook is that you are in control of who sees 
your ads, and you have the ability to follow up with them 
(retarget) directly on Facebook. Did you know that you can 
upload your direct mail list, and show your ad to them directly 
in their Facebook newsfeed? This is just another way to 
leverage your list, and squeeze even more ROI out of it.

PLAY

Outbound
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List (Optional)
Similar to direct mail and cold calling, you can find 
these lists through popular list companies, your local 
courthouse, and a number of other sources. You can then 
upload that list to Facebook and create a custom audience.

Facebook Ad Copy
Craft a compelling message that speaks directly to the 
needs of your target audience. Do not make the mistake of 
making a broad offer like “We Buy Houses for Cash.”

Facebook Ad Image (or Video)
A good rule of thumb is to use images or videos that show 
you prospects in their desired “after state”. In other words, 
show a smiling person/couple who recently sold a house.

Facebook Lead Form
The style of ad that we recommend running is something 
called a Facebook Lead Ad. When using a Facebook Lead 
Ad, your prospect’s information is captured directly 
inside of Facebook. And since REI BlackBook has direct 
integration with Facebook, your prospect information 
is sent directly to your contact manager in your REI 
BlackBook account.

REI BlackBook Workflow
Because you’re able to capture leads from Facebook 
directly in REI BlackBook, that means you have the ability 
to follow up with them, just as you do when you capture 
a lead from your website. When a lead comes from 
Facebook, you can trigger an REI BlackBook workflow to 
automatically follow up with leads via text message, email, 
ringless voicemail, etc.

Lead Sheet
Once you get a prospect on the phone, enter their 
property into your lead sheet. That property will then be 
sent directly into your Property Pipeline, and a new contact 
will be generated in your CRM.

What you’ll need to get started:



Setting Up Your First Facebook Lead Ad
Facebook Lead Ads is the best type of Facebook Ad to run 
to find motivated sellers because your prospect never has 
to leave Facebook, and the process for them to opt-in is 
seamless.

You can see in the image below when a Lead Ad is clicked, 
a Facebook Lead Form pops up that is pre-filled with the 
Facebook user’s information. All they have to do is enter the 
address of the house they are interested in selling, and hit 
submit.

Use this lead generation method if you...

...need high volume - If you need something that can scale up 
and generate a lot of motivated sellers.

... don’t mind spending a little coin  - Facebook can get a little 
pricey, but the good news is you have the ability to set daily 
budgets. You can get started for as little as $5 a day if you’d 
like. We suggest about $15 a day if you’d like to get consistent 
lead flow.

...need leads NOW - This method can produce seller leads 
quickly.

Integrating Facebook Lead Ads with REI 
BlackBook

To put your Facebook Ads campaigns on steroids, we’ve 
built a direct integration with Facebook, so all of your leads 
are sent directly to your CRM inside of your REI BlackBook 
Account.

With the integration, you also have the ability to trigger an 
automated workflow that will automatically apply a tag to 
the contact, assign tasks to you and your team, and follow up 
with the lead via automated text message, email, and ringless 
voicemail.

If you’d like to learn more about this integration, check out 
the video at https://www.reiblackbook.com/motivated-seller-
leads/facebook-ads/.



To get started, open your Facebook Business Page and 
navigate to Publishing Tools

Click Forms Library on the left-hand menu.

The Facebook Ads Process

STEP 1: Set Up Your Facebook Lead Form
Click + Create in the top right-hand corner of your screen.

And then Select New Form

From this screen, there are 5 quick steps that need to be 
completed before saving your Lead Form.

1 Select Form Type - More Volume



Questions - Select the questions that you would like 
to ask on your lead form. We suggest selecting the 
following in this order:

• Street Address
• Full Name
• Email Address
• Phone Number

3

2 Info - Enter a headline, select your image, and create your 
bullet points.

Privacy Policy - If you don’t have a privacy policy, you will 
need to add a page to your website to do so. If you build a 
website in REI BlackBook and choose the “Aquire Sellers” 
template, your website will include a privacy policy 
automatically.

Simply scroll to the bottom of your website, and you will 
find a link to your privacy policy in the footer of your 
website.

Thank You Screen - Add a message letting your new lead 
know that you have received your information. If you 
would like to add a call to action to this screen, you can 
do so.

4

5



To get started, open your Facebook Ads Manager and click 
Create Ad

The first thing Facebook will ask you to do when creating a 
new campaign is to select your campaign objective. Popular 
campaign objectives are traffic, video views, lead generation, 
and conversions.

To set up a Facebook Lead Ad, you will need to select 
Lead Generation.

This tells Facebook that the purpose of your ad is to do just 
that, generate leads.

STEP 2: Create a Campaign

At the Ad Set Level, you are able to select your targeting, define 
your budget, and select the schedule for your ads.

Unless you’ve uploaded your direct mail list, your safest bet 
when targetting motivated sellers online is to start in a defined 
geographic area.

UPDATE: Due to recent privacy restrictions for housing ads, 
you are no longer able to target specific zip codes. You are now 
limited to dropping a pin in a specific geographic area, and the 
smallest radius that Facebook will allow you to target is 15 miles 
from your pin drop. You will no longer be able to target by age or 
gender either.

While this does greatly broaden your capabilities to target, you 
will have to rely on your ad copy to further segment your leads. 
What this means is you will need to be even more specific with 
the language you use in your ad.

STEP 3: Select Your Targeting and Budget



The Image

We recommend selecting a photo that either shows a house that 
is typical to the area that you are running your ads in, or local 
landmark.

For bonus points, take a picture of yourself, or a member of your 
team standing outside of a house that you’ve recently purchased, 
or even better, shaking the hand of a happy client that you’ve 
recently served.
(See next page for image)

The Copy

Primary Text: This is the copy that will appear above your 
image. It is important to call out your market and present a 
solution to a problem that your perfect customer would be 
facing. The sooner you can do this the better, because, after a 
few lines of copy, Facebook will cut off your ad and require the 
reader to click “Read more...”. Don’t forget to include a direct 
call to action in your Primary Text. In this example, we are using 
“Click ‘Get Offer’ to get started”.

Headline: This is the most important piece of copy that you 
will write for your ad. Assuming your image or video grabs the 
attention your prospects attention, the headline is typically 
the first thing they will read. Knowing that you want to make 
sure you are very direct and speak to the needs of your perfect 
customer.

Description: The description will only show up in certain ad 
placements, but it’s still important to restate the value that you 
bring to your prospects, and include a direct call to action.

This is typically the extent of the targeting that you need 
to do. Many “gurus” will tell you that you need 27 different 
targetting parameters, and until just a few months ago, they 
weren’t wrong. But remember, because of the hot water 
that Facebook has found themselves in, they are relying less 
on advertisers choosing hyper-specific targetting, and more 
on their own algorithm to do the heavy lifting. Again, this is 
great news for you!

Once you’ve decided where you want your ads to run in your 
market, you now have to choose a daily budget. We suggest 
starting out at $15 - $30 per day and scaling up from there.

Now that you have defined the type of campaign you’ll be 
running, set geographic parameters, and a budget, it’s time 
for the most important part of the process...

Your Ad Creative
Ad creative is a fancy term for the actual ad that you’re going 
to run. It’s the image or video...the headline...the body copy...
etc.
Your ad creative is what will set you apart from everyone 
else in your market, and it’s the biggest variable to success 
when it comes to creating successful Facebook campaigns. 
Here’s an example of an ad that we’ve been running with 
success for some of our members.

STEP 4: Build Your Ad Creative



You are now ready to Confirm your ad, and submit it for 
review.
The review process typically takes anywhere from a few 
minutes to a few hours. Once your ad is approved, you will 
receive a notification from Facebook.

Congratulations...you have just created your first Facebook 
Ad! Be sure to check back in the coming days and weeks to 
monitor your ad.
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