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EDMUND'S MASTERMIND INVESTOR WHISPERER

YOUR MONEY-MAKING MISSION

Why You're Here

Investor clients are the highest-LTV

relationships in real estate: multiple

transactions, referrals to other investors, and

zero commission pushback — IF you can run

the numbers. Today you stop nodding along

and start underwriting.

Your Goal Today

Walk out able to produce a cap-rate analysis, a

flip scenario, and a 1031 timeline using AI —

live, in front of a client, with confidence.

Success Metric (30 Days)

One investor conversation per week where YOU

bring the analysis. One repeat-investor

relationship initiated or re-activated within 30

days.

Why This Is White Space

Fewer than 5% of residential agents can

underwrite an investment deal. AI removes the

skill barrier — first movers own the segment.

Workshop Overview: Your Profit-Generating Toolkit

The 3 revenue-boosting systems you'll master:

System #1: "The Instant Underwriter" — NOI, cap rate, and cash-on-cash analysis on any property in

minutes

System #2: "The Flip Forecaster" — ARV, rehab budgets, and hold-vs-flip scenarios that win flipper

clients

System #3: "The 1031 War Room" — exchange timelines and scenarios that turn every exchange into

a double transaction

60-Minute Session Flow

Time Segment

0–3 Welcome + the investor white-space opportunity

3–17 Teach: the three systems + live demo setup

17–32 Round 1: live underwriting on a real property

32–37 Feedback + prompt walkthrough

37–52 Round 2: flip + 1031 scenarios on member deals

52–58 Debrief + 30-day implementation plan

58–60 Close + commitments
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SYSTEM #1 THE INSTANT UNDERWRITER

SYSTEM #1: THE INSTANT UNDERWRITER

The $40,000 "Let Me Get Back to You" Killer

What This Means for Your Bank Account:

Investor clients average 3–6 transactions per relationship — underwriting skill is what earns the repeats

Agents who present analysis defend full commission; order-takers get ground down

One investor relationship at 4 transactions × average commission = the highest-ROI hour you'll spend

this year

The Technology Behind Your Advantage

Modern AI models handle the full underwriting stack — net operating income, capitalization rate, debt

service, cash-on-cash return — the moment you give them the inputs. What used to require a CCIM course

and an Excel template is now a structured prompt. The skill isn't math anymore; it's knowing which inputs

matter (rents, taxes, insurance, vacancy, maintenance reserves, financing terms) and how to ask.

The credibility shift is dramatic: when a client asks "what would this rent for and what's my return?" and

you produce a clean analysis table in three minutes, you've changed categories. You're no longer one of

forty agents — you're the advisor.

Why This Changes Everything

Residential agents lose investors to commercial brokers for one reason: language. Cap rate, NOI, DSCR —

these terms are a moat. AI demolishes the moat overnight, but only for agents who build the workflow.

Everyone else stays on the wrong side.

The Early Adopter Advantage

Most residential agents won't touch investment analysis for another 6–12 months — it still feels like "not

my lane." Every month you're the only agent in your farm who can underwrite, your investor referral

network compounds.

Real Revenue Applications

Live underwriting at showings and listing appointments

Weekly "deal of the week" analysis emails to your investor list

Back-solving offer prices to hit a client's target return

Rent-roll stress tests that win trust on bigger assets
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SYSTEM #1 PROFIT-GENERATING PROMPTS

THE INSTANT UNDERWRITER: PROFIT-GENERATING

PROMPTS

Copy these exact prompts into Claude or ChatGPT for immediate results:

For Full Property Underwriting:

Act as a real estate investment analyst. Underwrite this property for a buy-and-hold investor: Address: 

[ADDRESS]. Purchase price: $[PRICE]. Expected monthly rent: $[RENT]. Annual taxes: $[TAXES]. Annual 

insurance: $[INS]. HOA: $[HOA]/mo. Assume 5% vacancy, 8% maintenance reserve, 10% property management. 

Financing: 25% down, [RATE]% interest, 30-year fixed. Calculate: NOI, cap rate, monthly cash flow, cash-on-

cash return, and break-even rent. Present as a clean table an investor can read in 60 seconds, then add 3 

bullet points: biggest strength, biggest risk, one negotiation lever.

For Comparing Multiple Properties:

Compare these 3 investment properties side by side for a client whose buy-box is: minimum 6% cap rate, 

positive cash flow at 25% down, [MARKET] area. [PASTE PROPERTY 1 DETAILS] [PASTE PROPERTY 2 DETAILS] [PASTE 

PROPERTY 3 DETAILS] Build a comparison table (price, est. NOI, cap rate, cash-on-cash, risk flags), rank 

them, and explain in plain English which one best fits the buy-box and why.

For Back-Solving the Offer Price:

This property is listed at $[LIST PRICE] with estimated NOI of $[NOI]. My investor client requires a 

[TARGET]% cap rate. Calculate the maximum purchase price that hits their target, show the math step by step, 

and draft 2 sentences I can use to justify that offer price to the listing agent using the income approach.

For Rent-Roll Stress Testing:

Stress-test this rental investment: [PASTE UNDERWRITING NUMBERS]. Model 3 scenarios: (1) rent drops 10%, (2) 

vacancy doubles to 10%, (3) interest rate at refinance rises 1.5%. Show cash flow and cash-on-cash in each 

scenario in one table. Then tell me: at what rent does this property stop cash-flowing?

For Explaining the Numbers to a Client:

Rewrite this analysis for a first-time investor client who has never heard the terms "cap rate" or "NOI": 

[PASTE ANALYSIS]. Use a friendly, confident tone, simple analogies, and keep it under 200 words. End with 

the one question they should be asking about this deal.
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SYSTEM #1 SUCCESS NOTES

THE INSTANT UNDERWRITER: YOUR SUCCESS NOTES

During the demo, write down:

Specific ways I can use this for my business:

Value Snapshot

Hours I currently spend (or avoid spending) on deal analysis per month: _______ hrs

Investor clients I've referred away or lost in the last 12 months: _______

Estimated commission value of ONE retained investor (3+ deals): $__________

First 3 properties I'll underwrite this week:

1. ____________________________________________

2. ____________________________________________

3. ____________________________________________

Questions to ask during Q&A:
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SYSTEM #2 THE FLIP FORECASTER

SYSTEM #2: THE FLIP FORECASTER

The "Is This a Good Flip?" Money Machine

What This Means for Your Bank Account:

Flippers transact 2–8 times per year — one flipper client can out-earn ten one-and-done buyers

Agents who model ARV and rehab scenarios get BOTH sides: the acquisition and the resale listing

A lender-ready deal summary with your name on it markets you to every hard-money lender in town

The Technology Behind Your Advantage

ARV (After Repair Value) estimation is comp selection plus adjustment logic — exactly what AI does well

when you feed it the right comps. Add three-tier rehab budgeting (cosmetic / mid / full gut) and the 70%

rule, and AI produces the complete flip model: maximum allowable offer, projected profit, margin of safety,

and timeline sensitivity.

The differentiator isn't the math — flippers can do their own math. It's speed and packaging. When you

bring the analysis BEFORE they ask, you flip the relationship: they start sending you deals to evaluate,

which means you see their entire pipeline.

Why This Changes Everything

Flippers tolerate average agents because they think all agents are average. The agent who responds to a

listing link with a full scenario model within the hour becomes their deal-flow partner — not their door-

opener. That's a permanent seat at the table.

The Early Adopter Advantage

Investor-savvy agents cluster in commercial. The residential flip market — especially in South Florida's

renovation-heavy inventory — is wide open. Six months from now this will be table stakes; today it's a

superpower.

Real Revenue Applications

Same-day flip analysis on any new listing your flipper clients flag

"Flip-ability reports" as a prospecting tool for estate and as-is listings

Hold-vs-flip comparisons that create rental-conversion listings

Co-branded deal summaries for hard-money lender referral partners
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SYSTEM #2 PROFIT-GENERATING PROMPTS

THE FLIP FORECASTER: PROFIT-GENERATING PROMPTS

Copy these exact prompts into Claude or ChatGPT for immediate results:

For ARV Estimation From Comps:

Act as a fix-and-flip analyst. Estimate the ARV for [SUBJECT ADDRESS], a [BEDS]/[BATHS], [SQFT] sqft home, 

assuming a full modern renovation. Here are 4 renovated comps: [PASTE COMP 1-4: address, sqft, beds/baths, 

sale price, sale date, condition notes]. Adjust for size, condition, and date. Give me: adjusted value per 

comp, weighted ARV estimate, a conservative/likely/optimistic range, and which comp is most reliable and 

why.

For Three-Tier Rehab Budgeting:

Build a 3-tier renovation budget for a [SQFT] sqft, [YEAR BUILT] home in [MARKET]: Tier 1 cosmetic (paint, 

flooring, fixtures), Tier 2 mid-level (plus kitchen, baths), Tier 3 full renovation (plus roof, HVAC, 

electrical, layout). Use current [MARKET]-area contractor pricing assumptions, show a line-item table per 

tier with a 15% contingency, and flag the 3 line items most likely to blow the budget.

For Maximum Allowable Offer (70% Rule):

Using ARV of $[ARV] and rehab budget of $[REHAB], calculate the maximum allowable offer using the 70% rule. 

Then build the full deal stack: purchase, rehab, 6 months holding costs (taxes $[TAXES]/yr, insurance $

[INS]/yr, hard money at [RATE]% on [LOAN]% of purchase), selling costs at 7%. Show projected profit and ROI 

at the MAO, at list price $[LIST], and the price where profit hits $0.

For Hold vs. Flip Comparison:

My client can flip this property or hold it as a rental. Flip case: [PASTE FLIP NUMBERS]. Hold case: 

expected rent $[RENT]/mo, refinance at [RATE]% after renovation. Compare 5-year outcomes side by side: total 

profit, annualized return, tax considerations to ask a CPA about, and risk profile. Recommend which fits a 

client whose priority is [CASH NOW / LONG-TERM WEALTH].

For the Lender-Ready Deal Summary:

Turn this analysis into a one-page deal summary for a hard-money lender: [PASTE FULL ANALYSIS]. Sections: 

Property Snapshot, Purchase & Rehab Plan, ARV Support (comps), Exit Strategy, Borrower Ask. Professional 

tone, numbers in tables, under 350 words. Add a footer: "Analysis prepared by [AGENT NAME], The Edmund Bogen 

Team."
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SYSTEM #2 SUCCESS NOTES

THE FLIP FORECASTER: YOUR SUCCESS NOTES

During the demo, write down:

Specific ways I can use this for my business:

Pipeline Snapshot

Flippers/investors already in my database: _______

As-is / estate / dated-condition listings in my market right now: _______

Hard-money or private lenders I could partner with: _______

First 3 "flip-ability reports" I'll send this week (property + recipient):

1. ____________________________________________

2. ____________________________________________

3. ____________________________________________

Questions to ask during Q&A:

Page 8 — Edmund's Mastermind — Investor Whisperer



SYSTEM #3 THE 1031 WAR ROOM

SYSTEM #3: THE 1031 WAR ROOM

The Double-Transaction Generator

What This Means for Your Bank Account:

Every 1031 exchange is TWO transactions — a sale AND a purchase — often within 180 days

Exchange clients are deadline-driven: they MUST buy, and they buy with the agent who understands the

clock

1031 fluency puts you in rooms with CPAs and estate attorneys — the best referral sources in real

estate

The Psychology Behind Your Advantage

1031 exchanges intimidate agents because the rules feel legal and unforgiving: 45 days to identify, 180

days to close, like-kind requirements, boot exposure. But the rules are mechanical — exactly what AI

handles flawlessly. Feed it a closing date and it produces the entire timeline with every deadline. Feed it

sale and purchase numbers and it flags boot before the client's CPA does.

Your role isn't to BE the tax advisor — it's to be the agent who understands the game well enough to

quarterback it. AI gives you that fluency in one session instead of one decade.

Why This Changes Everything

Aging landlords across South Florida are sitting on appreciated rentals they'd sell tomorrow IF someone

showed them how to defer the tax hit. The agent who opens that conversation with a clear timeline and

scenario comparison creates listings that don't exist yet — inventory no one else is competing for.

The Early Adopter Advantage

Almost no residential agent proactively prospects with 1031 education. Six emails to your landlord

database positions you as the exchange-fluent agent in your market before anyone realizes the lane exists.

Real Revenue Applications

1031 timeline roadmaps delivered at listing appointments for investment properties

"What would a sale actually cost you?" tax-deferral conversations that unlock hidden listings

Replacement-property matrices that lock in YOUR buyer representation

Co-hosted seminars with qualified intermediaries and CPAs

Page 9 — Edmund's Mastermind — Investor Whisperer

• 

• 

• 

• 

• 

• 

• 



SYSTEM #3 PROFIT-GENERATING PROMPTS

THE 1031 WAR ROOM: PROFIT-GENERATING PROMPTS

Copy these exact prompts into Claude or ChatGPT for immediate results:

For the Exchange Timeline Roadmap:

My client is selling an investment property closing on [CLOSING DATE] and wants a 1031 exchange. Build the 

complete exchange timeline from that date: 45-day identification deadline, 180-day closing deadline, and 

recommended internal milestones (QI engaged, properties toured, offer submitted, inspection, financing). 

Present as a dated table I can hand the client, and add a reminder that the QI must be engaged BEFORE the 

sale closes.

For Boot Exposure Flagging:

Check this exchange for boot exposure: Relinquished property selling at $[SALE PRICE] with $[MORTGAGE] 

mortgage payoff. Replacement property: $[PURCHASE PRICE] with $[NEW LOAN] new loan. Explain whether cash 

boot or mortgage boot applies, estimate the taxable amount, and list 2 ways to structure around it. End 

with: "Confirm all figures with your qualified intermediary and CPA."

For the Replacement Property Matrix:

My 1031 client must identify replacement properties by [DEADLINE]. Their proceeds: $[PROCEEDS]. 

Requirements: [CRITERIA — e.g., positive cash flow, within X miles, property type]. Here are the candidates: 

[PASTE 3-5 PROPERTY DETAILS]. Build an identification matrix: price, est. NOI, cap rate, fit-to-requirements 

score, and which identification rule (3-property vs. 200%) makes sense for this list.

For the Defer vs. Cash-Out Comparison:

My client owns a rental bought for $[BASIS] (plus $[IMPROVEMENTS] improvements, $[DEPRECIATION] depreciation 

taken), now worth $[VALUE]. Compare two paths in plain English: (1) sell and pay capital gains + 

depreciation recapture (estimate at federal rates, note Florida has no state income tax), (2) 1031 into a $

[TARGET]-value property. Show estimated tax in path 1, wealth kept working in path 2, and the 3 questions 

they must ask their CPA. Keep it under 300 words.

For the Landlord Prospecting Email:

Write a 150-word email to a landlord who has owned a rental for 15+ years. Tone: helpful advisor, not 

salesy. Message: their equity may be working harder elsewhere, a 1031 exchange defers the tax hit, and I can 

show them a no-obligation timeline and scenario for their property. End with a soft CTA to book a 15-minute 

call. Sign as [AGENT NAME], The Edmund Bogen Team.
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SYSTEM #3 SUCCESS NOTES

THE 1031 WAR ROOM: YOUR SUCCESS NOTES

During the demo, write down:

Specific ways I can use this for my business:

Exchange Opportunity Audit

Long-term landlords in my database (10+ years ownership): _______

Qualified intermediaries I know (need at least 1): ____________________

CPAs/estate attorneys I could co-market with: ____________________

First 3 landlords I'll send the prospecting email to this week:

1. ____________________________________________

2. ____________________________________________

3. ____________________________________________

Questions to ask during Q&A:
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IMPLEMENTATION YOUR 30-DAY PROFIT PLAN

IMPLEMENTATION SUCCESS CALCULATOR

Week 1 — Foundation Setup

☐ Save all 15 prompts into a "Investor Toolkit"

note/project

☐ Underwrite 3 active listings using the Instant

Underwriter

☐ Tag every investor + landlord in your

database

Week 2 — Business Integration

☐ Send your first "deal of the week" analysis to

investor contacts

☐ Produce 1 flip-ability report on an as-is listing

☐ Identify 1 qualified intermediary + 1 CPA to

connect with

Week 3 — Optimization & Scaling

☐ Send the 1031 landlord email to 10 long-term

owners

☐ Run live analysis in at least 1 client meeting

☐ Refine your prompt inputs based on what

clients ask

Week 4 — ROI Measurement

☐ Count: analyses delivered, conversations

created, appointments set

☐ Book 1 investor consultation from your

outreach

☐ Complete the Monthly ROI Assessment

(page 14)
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COMMITMENT YOUR PROFIT COMMITMENT CONTRACT

YOUR PROFIT COMMITMENT CONTRACT

Based on today's workshop, I commit to:

Primary System Focus: I will master ______________________ first because it will create

$____________ in commission opportunity within 90 days.

Time Investment: I will invest _______ hours per week practicing and deploying these systems.

Success Metrics:

Investment analyses delivered per week: _______

Investor/landlord conversations per week: _______

Repeat-investor relationships activated within 90 days: _______

Accountability Partner: ____________________________

Weekly Check-in Schedule: Every ____________ at ________ AM/PM

30-Day Review Date: ____________________________

My Signature: ____________________________    Date: ______________

Workshop Interaction Notes

Live Demo: property underwritten in session

Member challenge solved:

Key takeaways for my business:

Page 13 — Edmund's Mastermind — Investor Whisperer

• 

• 

• 



TRACKING SUCCESS TRACKING SYSTEM

SUCCESS TRACKING SYSTEM

Weekly Progress Scorecard

Week of: ______________

☐ Instant Underwriter — _____ analyses run

☐ Flip Forecaster — _____ scenarios built

☐ 1031 War Room — _____ timelines/emails

sent

Investor conversations created: _____

Appointments set: _____

Time saved vs. manual analysis: _____ hrs

Next week's priority: ________________

Monthly ROI Assessment

Month: ______________

Total analyses delivered: _____

Time saved: _____ hrs × $_____ /hr = $_______

New investor relationships: _____

Transactions sourced from this system: _____

Commission attributed: $__________

Competitive advantages gained:

Total Monthly ROI: $__________

Support & Resources

Implementation questions: bring your deals to the next mastermind Q&A — live deal reviews every

session

Community: post your first analysis in the mastermind group for feedback

Advanced training: monthly deep-dive sessions included with membership

Professional guardrail: tax and legal questions go to the client's CPA, attorney, or qualified

intermediary — you quarterback, they certify
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CLOSING FINAL SUCCESS CHECKLIST

FINAL SUCCESS CHECKLIST

Before You Leave Today:

☐ All 15 prompts saved and tested on one real property

☐ Accountability partner identified and contact exchanged

☐ First week's implementation plan written

☐ Success metrics defined and committed to

☐ 30-day review scheduled

This Week:

☐ Deliver your first AI-powered analysis to a real investor or landlord

☐ Tag every investor in your database

☐ Share your first win with your accountability partner

☐ Identify your next expansion opportunity (QI partnership, lender co-marketing, seminar)

Remember: Your success with these systems is directly proportional to your commitment to

implementation. The difference between agents who capture the investor market and agents who keep

referring it away is action, not knowledge.

Closing Manifesto

"While other agents debate whether investment analysis is 'their lane,' I'm using AI to own it. These

tools don't replace my judgment — they amplify it. Every analysis I deliver makes me the smartest

advisor at the table, and every investor I serve brings me the next three deals. This is my competitive

weapon, and I will master it." 

Personal Success Statement:

© 2026 Edmund's Mastermind — Your AI-Powered Investor Profit System

"Because Guessing at the Numbers is NOT an Option!"

Educational content only. Analysis examples are illustrative, not financial, tax, or legal advice. 1031 exchanges require a qualified intermediary; clients

should consult their CPA and attorney.
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