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 Real Estate Investing Podcast 

Consistent Persistent Marketing 
Hosted by: Joe McCall 

 

Joe: Hey, what's up everybody? Joe McCall, REI in Your Car.  

I hope you guys are doing well. It's a beautiful spring day. I love the spring. I'm just really 

grateful for this beautiful weather and I'm grateful for you guys. You might have heard 

in my last podcast, I am going to be doing a new lease options podcast and my goal is to 

keep them short, sweet, simple, to the point, once a week, maybe 30 minutes, and I'm 

going to be teaching you all about lease options and so some of you already are doing 

lease options. Some of you maybe have done them in the past and you screwed them all 

up and you didn't like them and you thought they were stupid, so it's for you. I'm going 

to show you the right way to do lease options. So, some of you also, maybe you're just 

getting started and maybe you've tried wholesaling and you're getting frustrated with it. 

You've tried other strategies and you're like, man, what's this thing about lease options?  

Maybe I should check it out. So, the podcast, I'm pretty sure I'm going to call it Lease 

Option Wealth by Real Estate Investing Mastery and it's going to be fun. Lot of good 

stuff. I'm going to be just teaching on the podcast. I'm not going to be interviewing 

people like I've been doing for seven years on this podcast. I'm going to still continue 

doing that, but I'm just going to be on this podcast just teaching and I don't know if 

there's any other podcast specifically about the subject of lease options. So, I'm just 

gonna take the bull by the horns and do it. What do you think of that? I appreciate you 

letting me know what you think and if it's a good idea or bad idea. So, if you're listening 

to this, maybe not, I'm not sure what I'm going to be releasing this, but go check out, go 

to iTunes, go to Stitcher, Google Play, whatever your podcasting listening preferences is 

and check out the Lease Option Wealth Podcast.  
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It'll be a lot of fun. All right, hold on a second. I want to talk about something today that 

I've been getting a lot of lately because I don't know, I just seems like I go through these 

phases where I get certain questions a lot and maybe it's because we're coming into 

spring, I don't know, but like I get complaints from people saying whether it's lease 

options or wholesaling or whatever the strategy is that you're teaching, and I know 

anybody that coaches people are has courses or books on real estate investing hears the 

same thing, but this is the common complaint: My market is too competitive and this 

doesn't work. The market's too hot. Any seller, all they need to do, if they want to sell 

their house is just stick a sign in the yard. It can sit on the MLS next day, they get 

multiple offers.  

This doesn't work. No seller wants to sell their house to a wholesaler. No seller wants to 

do a lease option. Why would they want to do that when they can get full price like next 

day on the internet or on the MLS? Right, and man, if I've heard that 100 times, I've 

heard it a million times and I've been hearing it ever since I got started in real estate in 

2005, so that's 13 years now. Wow. Guess what? I used to make the same complaint. I 

heard the complaints way back when the market, when you're looking back now, like 

the best time to get into the real estate market was like 2012 when it was at its bottom 

right, 2013, but even back then people were complaining it doesn't work. There's no 

deals, no seller wants to sell their house at a discount. I can't find any deals on the MLS.  

Direct mail sucks, blah, blah, blah. So, I'm hearing it again, but I can understand the 

complaint, right? I can understand, but here's the thing you gotta remember in this 

business you can only do deals with motivated sellers. Let me repeat that. You can only 

do deals with motivated sellers, so your job number one is to do marketing to find 

motivated sellers and they're out there. Guess what, motivation happens in all kinds of 

market conditions, hot or cold, flat going down, whatever it happens, life happens, 

right? People still get divorced when the market's hot. People still get job transfers. 

When the market's hot, they lose their jobs when the market's hot, landlord still get 

tired when the market's hot, right? So, you're going to find if you do enough marketing 

and if you're talking to enough sellers, you're going to find deals. It's just a matter of 

time.  
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It's a numbers game. Bottom line. If you were to ask every seller, honestly, would you 

like me to pay you full price for your house, pay you cash for full price, you know, full 

ARV, and would you like me to close in one week? Guess what? Every seller in the world 

is going to say yes to that, right? Every seller is going to say, yeah, I'll sell it for full price. 

Also, for all cash. I'll sell it in a week, like I don't want to rent it out. I want to sell it. 

Every seller would say that even the unmotivated sellers would say, yeah, I'll sell it. If 

you can pay me cash full price, so just get used to that and accept it, right? This business 

is all about marketing and you got it. It's like you're fishing, you know, you got to have a 

lot of lines in the pond.  

You got to use different baits and lures and when the market is hot like it is now or 

hotter than like it is now, and you're going to have to put more lines in the water, right? 

You're going to have to do more marketing, but they are out there. And the cool thing 

about lease options is you don't need as many, you know, the seller doesn't need to be 

as motivated, right? And in fact, there's more sellers out there with little-to-no equity 

than there are sellers with lots of equity. But let me rephrase that. There are more 

sellers with motivation, with little equity than motivation and lots of equity just the way 

it is. There's a lot of landlords out there that are tired of being landlords are tired of 

their rental properties and would jump at any kind of lease option offer if you present it 

the right way and you tell them what you, how it is that you can help them if you're 

looking for good deals.  

Right. There are still sellers out there. In fact, I was just looking at core logic at this 

report that comes out every quarter. There's about 15% of all homeowners in the 

United States have little-to-no equity in their house. Still 15% of all homeowners in the 

US have little-to-no equity. So, the motivated sellers are out there and usually the 

people that complain that it's too hard. It's not, there's not enough sellers out there. 

Every seller says, no, they're not doing enough marketing and they're not talking to 

enough sellers. And every time when I asked them, okay, how much marketing have you 

done? How many sellers have you talked to? How many offers have you made? I've 

done a lot. Okay, how much? Well, um, I don't know. So, there's two problems here. 
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They're not doing enough marketing or they don't know how much marketing they're 

doing.  

That feels like a lot, but it's actuality. It's not. That's number one. Number one, they're 

not doing enough marketing. The number two, they're not doing any follow up with 

their old leads. This is especially important now in this market. You need to be doing 

follow up. You must be following up with your leads. You're going to get more deals 

from the follow up than you are from new leads, and that's just a matter of fact. That's 

the way it goes in the in the hot market and in cold markets. Okay? I gotta figure this 

out. Hold on one second. Got a little traffic jam. Traffic jam, so guys don't get 

discouraged. The deals are out there. Markets go in cycles, they go up, they go down, 

and anybody that has been in this business long enough knows that it's you got be 

patient. You got to be persistent.  

You've got to be consistent. You've always got to be marketing, okay, and you need to 

be getting your marketing done for you in spite of you. If you're trying to do it all 

yourself, you got to stop that silly business and you need to get somebody else to do 

your marketing for you in spite of you. That way the marketing is always going out 

regardless of you and whether you're involved in it or not. Whether, no, regardless of 

how busy you are, that marketing is going out. You're getting leads and if you're doing it 

right, you know if you're talking to sellers, if you're having somebody answer the phones 

would be good place to start, but if you're answering the phones, if you're calling sellers 

back, if you're nice, if you're not a jackass, if you just make offers with people and you 

follow up, you're going to do deals.  

It may be like three or four or five years ago you only had to spend maybe $1,000 in 

marketing to do one deal and now you've got to spend maybe $3,000 in marketing to do 

one deal, and guess what? Your profits are still eight, 10, 15, $20,000. That's a pretty 

stinking good ROI if you asked me, so it still works. We're back to a normal market now. 

This is the way it normally is. And so, one other thing I'll say is this, I'll let you go. 

Especially in a difficult market where it's more a little more competitive and stuff, you 

need to start, there's two things you need to do. Number one, you need to start thinking 

about looking into other markets outside of your own. You need to start looking into the 
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smaller markets around your city. There is a lot of potential in the smaller markets out 

there. I'm telling you there's a lot. And number two, you need to be more open to 

creative real estate strategies. You need to have more to offer to sellers. You need to be 

able to offer them creative financing like a lease option or subject to. You need to be 

open to doing deals that don't have much equity or maybe the sellers aren't that 

motivated. Cool? That is the secret to success guys. Persistent, consistent marketing. 

We'll see you all later. Take care. Bye. 
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