
 
 
 

Forever Cash Real Estate Podcast 045 

Streamlining Your Business - Getting More Offers Done 

Quicker 

Hosted by: Jack and Michelle Bosch 

Intro: Are you ready to transform your financial future? Here's your chance to see 

inside the mindset of self-made millionaires, Jack and Michelle Bosch as they pull 

back the curtain on secrets that can make you rich. Discover how everyday 

people are breaking the norms and building empires from the ground up, using a 

little known yet proven and time-tested wealth building real estate strategies. 

It's my pleasure to welcome you to the ForeverCash.com podcast, and introduce 

you to our hosts, serial entrepreneurs, investors, educators, and best-selling 

authors, Jack and Michelle Bosch. Strap yourself in for the ride of your life.  

Jack: Hello and welcome.  

Michelle: This is Michelle Bosch. 

Jack: And Jack Bosch. And we are a husband and wife team, business partners, best 

friends... I hope so. 

Michelle: Partners in crime. 

Jack: Partners in crime. 

Michelle: No crime. 

Jack: All legal crimes. No crimes whatsoever and welcome to the Forever Cash Real 

Estate Podcast where we talk to you about all things in real estate investing with 

a particular focus on tax delinquent real estate, land flipping and areas where 

the owners have not paid their property taxes. So whether that will be tax liens, 

tax deeds or our own three proprietary methods where we go around the tax 

lien or tax deed auctions and buy properties directly from the owners whether it 
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be land, whether it be houses or where we do stuff like we buy properties before 

the auctions, let them go to auctions, and then collect over just after the 

auctions.  

 No matter what, most of what we do in our real estate world has to do with tax 

delinquent real estate investing. So over the last few years, as I mentioned also 

in last week’s podcast, we have done a whole bunch of deals. We have done 

over 3,500 deals going on 3,800 deals and we love it. It’s something that... we 

love dirt, we love houses, we have portfolio of real estate properties of houses 

and commercial properties and other things. They come all with their little things 

all the time, like right now we have the deal where apparently somebody is living 

in one of our garage and squalling there. 

Michelle: In one of our rental properties. 

Jack: In one of our rental properties. So stuff happens on an ongoing basis in real 

estate but at the same time... 

Michelle: Nothing that cannot be solved. 

Jack: Nothing that cannot be solved. And we just love the ins and outs of real estate. 

So since we have done 3,800 deals and we had time periods where we 

sometimes had to make something like 1,000 offers a month or more than that, 

we have developed a pretty slick process to make a lot of offers in a short period 

of time particularly in the land area and this process is what we want to talk 

about today.    

Michelle: Yeah, absolutely. And basically, it's a process that you can look at it two ways. 

You can look at the process of basically making one offer, which would be 

receiving an inbound call, verifying the information on the particular property, 

then going and doing research on that property, confirming size, county, the 

owner of record, legal description. And then from there, doing comp analysis, 

actually giving yourself, your seller, the actual offer amount, printing those 

offers, bringing them to the mail, to the post office and sending those letters 



 
 
 

out. And then receiving the next call whether or receiving the envelope with an 

accepted signed offer from your seller or not so you can look at it…  

Jack: And that’s by the way, Michelle just walked you through the basic steps of what 

it takes for example do a land deal or actually get a land deal accepted. It's a 

really simple process yet there are multiple steps in it. Most people are trained 

to do exact that way that Michelle just explained. We are trained to look at 

something in a very linear process where you basically say, "Okay, let me take 

this and let me go down that path until I am done with that project and then let 

me go take the next project and go down the path to that next project," right.  

 That’s kind of like how in school we're trying to do. We're not trained to go to 

things in the way more of like Henry Ford did things. So like before Henry Ford, 

everyone did basically... You went to a tailor and he measured you, he selected 

the clothing, then he cut the clothing, the fabric. And then he cut the fabric, and 

then he started sewing the thing together, and then delivered your suit, and 

then he started the next suit, right? If you went to a cook, he goes starts cook 

your meal at a restaurant. He starts your meal, he finishes your meal and brings 

it out to you, and then he starts the next meal, right?  

Michelle: Uh-huh.  

Jack: That’s very normal that the world thinks like that but then Henry Ford came out. 

And Henry Ford, while apparently as a person, not being necessarily the most 

uncontroversial person but he at least found... What he did well is he basically 

realized that by splitting up the tasks and specializing in certain tasks or at least 

having one task being done a thousand times before you move on to the next 

task, he was able to produce a lot more in a lot less time, which obviously saved 

cost and save the effort and so on. And so the way we did this when... or the way 

we do this nowadays or when we transitioned it to that way, initially we did it 

the same way. We would get one call and we would start doing the research on 

that property and then we would send out an offer. 

Michelle: Yeah. 



 
 
 

Jack: And then we would...   

Michelle: And then two hours later, another person would call saying or I get another 

acceptance. And we would start the process again and basically I go again 

through my confirmation of my sizes, my county, my seller, the legal, do title 

search...  

Jack: ...Do some comps, run all these different steps through until we're satisfied, until 

we know the value of the property, can come up with an offer amount...  

Michelle: ...Prepare my letter, my sale agreement. 

Jack: Prepare a sale agreement, and then send it out in a mail and the only thing we 

perhaps did in bulk is we sent three or four sale agreements a day out in the 

mailbox because we wouldn’t go to the mail office, to the post office for every 

single one of them. We would stack up, and then in the evening we would go to 

the post office. As we increased the volume, that stopped being possible. So we 

had to transition to a more Henry Ford kind of model. Instead of taking it a 

vertical approach of going step-by-step by step-by-step, we needed to do a 

horizontal approach.  

Michelle: Yeah, absolutely. And so in the horizontal approach, basically you're going to go 

ahead and only focus for certain periods or certain days of the week and this has 

to do a little bit with chunking of your time on just receiving inbound calls 

because whenever the seller is ready to talk to you and calls you, that's when the 

best time it is to talk to that seller. So basically, there will be periods of time 

where it would just be nothing but servicing inbound calls, and then there's 

going to be and there continues to be a period of time during the week where 

it's only about doing research on the property, confirming the sizes and coming 

up with value. And once that has established and that is what we call in our 

facet, here in our world, offers could be 100, 200 or 300 property records where 

the research has already been done by somebody else confirming...  

Jack: Originally by ourselves. 



 
 
 

Michelle: Originally, it was done by us exactly, by yours truly. And then when once that 

entire process anywhere from 100 to 200 properties is done, then we move unto 

the next one, which would be to actually come up with a dollar amount. And 

once all the dollar amounts were in those 200 properties, in those 200 records, I 

would pass that on to somebody that would then go ahead and mail merge all 

the sale agreements, all the letters introducing the sale agreement, and would 

actually then in bulk stuff and stamp and bring to the post office and mail. And 

so we went from basically, like Jack explained in the beginning, having a vertical 

process to a horizontal process where we went by station. It was like different 

stations for each of those different things that needed to happen in the process 

of getting enough out to one of our sellers.  

Jack: Exactly right. So the beauty of that is that when you do that, as Michelle just 

mentioned, you literally focus on one activity for a chunk of time. That's why we 

call it chunking. And that also helps human nature because it's proven by 

scientists that even though we think we can do multitasking, we really can’t. Our 

way of multitasking is to do a lot of different things one after the other and we 

think we're doing them all at the same time. No, we don’t. Have you ever 

watched...? I watched football like a few weeks ago and I was sitting there and I 

was working and I had to turn the audio off while I was working because I 

thought I could do both at the same time.  

 And sure enough while I was working, and even with the audio off or with the 

audio on while I was working, I wouldn’t pay attention to what you're saying or I 

couldn’t focus on the other thing. It just doesn’t work to do both at the same 

time. So with this, you get to use your human nature to its potential and get to 

focus on one thing, get into that one mindset of finding comparables, that one 

mindset of verifying sizes or looking at all the individual things that are necessary 

before you make an offer.     

Michelle: Or looking at links on a map on Google or... 

Jack: Right, looking at links and things like that. But you do the links for two hours, and 

then you take a break. And then you have done the links and the comps and 



 
 
 

those things and then finding your property location for 50 properties up in that 

time period. If you do it for half a day, you've done it for 50 properties. Then the 

second half of the day, you do comp analysis for the same 50 properties and you 

get on so much more when doing one activity for an extended period of time 

than you ever could do if you would do the vertical approach. So as a result, you 

feel in the evening like you have accomplished much more. You actually have 

accomplished much more...  

Michelle: Accomplished much more. And you have managed your energy much, much 

better, yeah.  

Jack: Right. And you have basically... you have been in different zones. Now whether 

you do this yourself or you hire somebody to do this for you, that's the key to 

getting more offers done faster. 

Michelle: Yeah, and especially when you hire somebody else to do this, what is great is 

that when you hire them to either verify and do the research for you and get all 

the links, you can overstaff, you can train in waves all of those people at once. 

And then you can go ahead and move on to the people that are actually going to 

help you with doing the comp analysis or the value analysis and you can hire 

those people all at once, train them all at once, you know what I mean. And your 

ramp up period, in terms of outsourcing or delegating these tasks and getting 

the number of offers that you want out per week or per month, whatever your 

goals are in terms of sales or profits per property that you're looking for, you're 

more than likely to reach them and meet them if you go with this horizontal 

approach. 

Jack: Exactly, right. So this is kind of what we wanted to talk about today. Today is 

going to be a short podcast. Really the key here is to really understand that...  

Michelle: Sometimes process supersedes the person that is there. You know what I mean? 

That it's...  



 
 
 

Jack: Right. And we know that particularly from an example also from... This is a 

question we get quite a bit from people like, "Jack, how can you do...?" or 

"Michelle, how can you do 100 offers in a day?" Well, the answer is very simple. 

Michelle: It's not me, the person; it's the process that is beautiful. 

Jack: Exactly, it is very simple. The offer-making process takes several days but the 

offer making only takes two minutes per property. 

Michelle: Absolutely. 

Jack: So as a result, I can make offers on 30 properties an hour and in 3 hours and 20 

minutes I am done with a 100 offers. As a matter of fact, that's a long time. We 

actually think... 100 offers should be made in an hour. But you can only... you 

can make 100 offers in an hour if you have right in front of you the research on 

100 properties that was also done by somebody focusing on that aspect of it for 

one period of time.  

Michelle: And that information is presented to you in such a way that it's all there in one 

spot so that you can go in this horizontal approach versus vertical. 

Jack: Exactly, you don’t have to go look around for additional information that's 

missing on an ongoing basis. All the information was already put in a format that 

you can see on a spreadsheet like you still do it. 

Michelle: Or in a software. 

Jack: Or in a software. But even the software for the actual offer making, we are 

exporting the corresponding data out of the software just for the task of making 

the offer, and then importing it back or we just hand entering the amount into 

the software so that the software then can take it to the next step. But I like 

having a spreadsheet in front of me. We have 100 properties with all their details 

listed right next to each other or one above the other grouped.  



 
 
 

 Not only that, but also grouped by state, county, and within the county by area 

or by subdivision so that similar properties get similar offers. If you have three 

properties all are in acre in size, all in the same subdivision, all the same assessed 

value, all the same market value, guess what? They all three getting the same 

offer because it's land. Remember, when we're talking about this land? In the 

housing world, that's probably a little bit different. The offers need to vary based 

on condition of the property but in this case, what's the condition of a land? It's 

land, it's land, it's land.  

 So you just make the same offer on all three. And now instead of taking three 

minutes per property, it takes 30 seconds per property to make such an offer. 

And then you move on to the next step of mail merging them all at once and 

sending them all at once. So the key, whether you're one person or whether 

you're 10 people in your office, don’t have everyone go vertical on one property 

at a time. Instead, have one person or have one task of doing all the property 

analysis, meaning if one person checking all the sizes, have one person do all the 

comps, have one person... whether it's the same person in a different day of the 

week, it doesn’t really matter.  

 But have one task being done get the comps for 100 properties, get one task, get 

the links to the topo map or to Google Maps for all 100 properties. And then 

have it put all into one spreadsheet so you can actually see it, and then you go 

and make 100 offers in a couple of hours. That’s how it ultimately works so that’s 

how you can get volume done. And that’s how Henry Ford also did it, right? They 

have one person in charge of just making front lights, right? One person in 

charge of just making steering wheels or even in the assembly part.  

 Even if they didn’t make the steering wheels themselves, one person was only in 

charge of creating, of putting the steering wheels into the car and making sure 

the steering wheel sits well and is screwed on well and runs well. They did 

steering wheels all day long and while that is boring sometimes if you do it all 

day long, I trust that in your business you're not just going to do one thing. You 



 
 
 

got to do a few different things so there's some variety in there. But volume can 

be created by going horizontal instead of vertical.    

Michelle: Absolutely. And, hooray for process. 

Jack: Hooray for process. So with that, wanted to again thank you for the podcast. 

Again, we have a free gift available for you. It's actually free, what we call a 

demo account. We have a new website that is called www.MyOpenPath.com. 

There is literally thousands of hours of real estate online marketing and business 

building training inside. You can set up a free demo account, 100% free demo 

account. We don’t even ask for your credit card, free demo account. With the 

demo account, you get four complete courses for free plus you get to download 

the audio version of my best #1, Amazon #1 bestselling book, Forever Cash.  

 And also you get to take all the other courses on a test drive and check them out 

and get full access all around the website. You can navigate all around this 

program. So if you want to check it out, the very least, set up for the free demo 

account and get those four courses plus the audio book. I would love that. So 

again that's www.MyOpenPath.com. And on the top right, there's a little link 

that says 'Start For Free' and that's where you want to click on to set up your 

demo account. And with that, I want to say thank you.  

Michelle: Thank you everyone. 

Jack: And you all have a wonderful, wonderful rest of the week, and we'll talk to you 

next week. 

Michelle: Bye. 

Jack: Bye, bye. 

Outro: Thanks for listening to the Forever Cash Freedom podcast. Subscribe now for 

future content packed episodes on how to push the ejector seat on your 

financial hamster wheel. And discover our radical way to freedom and wealth 

http://www.myopenpath.com/
http://www.myopenpath.com/


 
 
 

through cutting edge real estate investing strategies. To learn more about living 

the forever cash lifestyle, investing smartly, and becoming financially free, visit 

www.ForeverCashFreedom.com to claim your free Forever Cash starter kit 

today.   
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