[bookmark: _GoBack]Okay. Now, we're gonna talk about finding deals, creating deal flow, okay? And the most important is, utilizing brokers. I know I spoke a lot about that in the last slide. One good broker can make you wealthy, okay? You wanna, again, focus on multifamily brokers. I remember, some of this stuff's gonna be a little redundant but I did this on purpose because it's so important. Brokers are so important and the good ones, you know, they'll help refer you to other team members that you need. Remember, you need a real estate attorney, you need good lenders. They'll help you refer those people to you or make a connection for you. Now, here's some designations that some brokers have. My favorite is CCIM. Anybody that's got a CCIM behind their name, my brother happens to be one and I actually started the process I need to finish the process, very analytical process, you really learn how to analyze properties and anybody that's gone through that, is somebody you'd want to do business with because they're very-very knowledgeable. They're the top-top. There's some other designations as well; IRM is not a bad one institute, real estate management, Building Owners and Managers Association, and, of course, the National Multifamily Housing Council. I actually interviewed the president of that one on my podcast but if they have any of these designations behind their name, that means they take their role and their job and their position very seriously and those are the kinds of people I like to deal with, okay? Now, how do you find them? We talked about this briefly in the last module but you go to LoopNet and you see who's got the properties types that you're interested in for sale, you know. Look for somebody's got several properties for sale not just a one-off because if they've got more than one then they're really active in the marketplace and you're basically call him and say I'm calling in regards to this specific property and I'm gonna go through the script with you in just a second. Okay? So, you understand what to say or a version of what to say. I wouldn't say do it exactly like I've got but here's LoopNet, okay? This is like the website for finding properties and we're gonna get into the LoopNet in a little more detail in a minute but let's talk about the broker script first. So, here's what you say when you call a broker. Hi, my name is Rod Khleif and I'm an investor out of Sarasota. How you doing? I'm calling your regards to one of your LoopNet listings it's Shady Oaks, if it's got a name or it's the address, if it's not, you just tell him you help him identify it, is that still available, you know? Is that properties still available? Great I definitely wanna see some more information on that. Before you send that though I have a couple of quick questions. You know, what's the story on this property? That's a great open-ended question because you could end up with more information than they're typically allowed to give you. So, I always ask that question, what's the story on this property? Why is it for sale? You know, if they tell you why it's for sale, it may impact how much you offer or how you structure the deal to make it more attractive for the seller. Okay, that sounds interesting, sounds like it has my, has potential. Here's my contact information. Also, do you typically list properties like this one? Similar to this one? My partners and I criteria is, and then, you tell him what your criteria is. See, why it's so important to have your criteria? And we're currently looking to acquire several properties within the next year. Feel free to send anything you've got that's similar to this and I'll be sure to get back to you as soon as possible. Now, here's the important part okay this is critical most people when they'll go through that first step. Where they'll have that phone call and have a broker start sending the properties but they never follow up with that broker. They don't respond when that broker sends them a property. You can imagine what it's like to be on the receiving end of that. You know, as a broker, I'd be irritated. If I sent somebody some information, they didn't even respond. It's critical that you follow up, okay? It's, I know it sounds simplistic but it's so important and what you do is you tell him why that deal didn't work for you. It did, you know, it was fully stabilized and I was looking for a value add opportunity or it was more units that I wanna buy off today, but then, what you do is you tell them whatever it was, why it didn't work for you, didn't particularly like the area. Whatever it is, be honest and then, refresh their memory on what your criteria is. I wanna remind you this is what we're looking for. if you see anything more like this, please send it. And I'm really grateful to have this relationship with you and, again, value these relationships by him coffee, take him to lunch, do whatever you got to do because if they send you pocket listings, remember I told you about pocket listings with your off-market deals that haven't hit you know the general public, that's when you make the big money. That's when you get those deals and those phenomenal deals. That's why these guys can make you very wealthy, okay? And respect their time. Follow up and respect their time. And here's what I tell you to do, every few months, email them or call them and say, hey, hey, it's Rod. I just wanna say hey. How, you know, how's it going? Any great deals come your way? Or send him an email. Yeah. You know, maintaining that relationship is critical. Remember I told you, if you're new maybe you find a young, you know, you can tell if somebody's hungry, if they're aggressive, you find somebody who’s young, a new young broker that's breaking into the multifamily space and you guys can grow together but you have to manage that relationship. You have to proactively stay on top of that relationship and, again, the goal is to get off market deals. Now here's some things to remember and I've touched on all these things before but I'm gonna be redundant because it's so important. Remember, they only get paid when they close the deal and, you know, so you can't waste their time. You can't have them write offers or you write an offer, if you haven't done, you know, a significant amount of preliminary due diligence, you know there's a pretty good shot you're gonna close that deal because you can get a bad reputation really fast and it's a small world. It may not seem like it's a big world but this world is pretty small, okay? And again, until you close the deal, the really best brokers, particularly in a hot market, like right now, they won't take you seriously and that's okay. So don't get irritated by that. You know, they've been screwed over, so, like I said, don't take their lack of enthusiasm personally. It's just, now you understand why, okay? You know, again, hot markets where the brokers are doing a lot of deals are gonna be tougher. Tougher to break into but that's okay. I mean, I remember interviewing Grant Cardone on my podcast, I mentioned that to you before, and he is, he's a good guy and a friend and I will tell you that he even talks about it. The guy's got 4,000 units and he was trying to buy this big multi complex deal and he went so far as to do his preliminary letter of intent which you’re gonna learn about in a video format which is, like way out there, it's awesome great idea. In fact, I'd love to get a copy of that at some point but he sent a video to differentiate himself from all the big players he was competing against. So, even at that level, you deal with that and this is a guy that's closed on a lot of deals. So, don't get discouraged if it's a little tougher to develop these relationships but stay at it. Be that, you know, that squeaky wheel that stays on top of them, adds value to them, maybe send them a cup of coffee or a gift or whatever, particularly, the ones you wanna do business with. Now, slow markets, you'll have not have any problems developing relationships. It's a tight-knit community. Don't burn a bridge, okay? Very-very important. 
