
 
 
 

Forever Cash Real Estate Podcast 044 

Reaching $200K in Profits in 3 Months - Reverse Engineering 

Your Real Estate Success 

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 everyone. This is Jack Bosch speaking and I have my wonderful business 

partner and wife Michelle here next to me. 

Michelle: Hello everyone, this is Michelle. 

Jack: We are starting it different today our podcast. All right so I am excited. We are as 

always Forever Cash podcast where we show you everything around real estate 

and tax-delinquent real estate and how to get deals on and with particularly 

focus  a little bit on land flipping which we have done over 3,500 deals or more 

than 3,500 deals since the year 2003 and... 

Michelle: So we know a little bit about that. 

Jack: We know a little bit about that and particularly in the land flipping area, we have 

done not just 3,500 deals but we have also a time period of several years where 

we literally did something like 50 to 60 and some months in the 100 deals in a 

month, so we know a little bit about scaling your business and really also back 
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tracking into revenue numbers, deal numbers and what needs to happen in 

order to hit certain goals.  

 So to tell you a little story about that and then I will let Michelle talk about that is 

back in 2004, 2005, 2006 when the world was on fire in real estate, we had the 

following the situation, we were doing especially before that, 2003 and then a 

part of 2004, we were growing, we were doing 60 deals a year or even a 100 

deals a year, we hired our first few people but we really wanted to grow this 

faster, we knew that there is an opportunity only for certain time period that... 

Michelle: Yeah, we had a window of time that was limited. 

Jack: Right, we had the window of time that the bubble would burst at some point of 

time and we knew we needed to really jump in and give in our all in that time 

period, otherwise we would always and forever regret not having taken 

advantage of that opportunity, so we knew we needed to grow big but we didn’t 

know how, so one of the things that if you remember we did back then is we ask 

ourselves one question and that one question was, well what would it take or 

how can we sell 10,000 properties a year and by the way we never got to 10,000 

properties a year. 

Michelle: But we did get to a 1,000 from a 100. 

Jack: But we did get to a 1,000 properties in a year and did that for a couple of years 

so then went back down to just a 100, couple of 100 properties a year, but still 

that is because the company, the world shifted, our own focus shifted and then 

so on and so forth, but and obviously couple 100 deals a year still nothing, it is 

still quite a bit, so but during this time period, we decided that the chosen path 

to get to a 1,000 deals a year for that matter was to do live auctions and when 

we decided to do this live auctions, we also decided that we are going to do four 

of them a year... 

Michelle: One a quarter, basically. 



 
 
 

Jack: One a quarter so in order to do four of them a year, one quarter a year, now in 

these live auctions, you got to imagine these were not realtor live auctions 

where we take other properties on a consignment and then sell them, these 

were properties where we sold our own properties at auction that means we 

had to buy 200 properties over a course of 3 months because in each of these 

auctions, we sold 200 properties and sometime even up to 250 properties in one 

day. Now you might think this is really hard and let me tell you it was, it was a lot 

of work during those auction days, we had over a 100 people in some cases 

working on all kinds of different things, the auction date itself was like 70 to 80 

people working there, there were runners, there were bid assistants, there were 

closers, there were managers, there were... 

Michelle: Readers, registration people...  

Jack: ...Readers, registration people, you name it, there was even the VIP area for our 

repeat customers, you name it, it was a big organization that needed to be 

moved for that day, but it was all worth it. 

Michelle: Absolutely. 

Jack: But in those days, we learned how to really back into the needs for our business 

in order to accomplish our goals and that is what we want to talk about today, 

yes and that is... 

Michelle: And the idea you know to talk about this came because we had a couple of one-

on-one coaching students with very aggressive goals and which we were 

absolutely excited and delighted yeah to see because more than usual you know 

what we get is all I want to do you know 5, 10, 20, 30 deals a year, I want to 

make X and it is basically somebody that wants to become a hobby investor 

versus an actual profession investor, yeah. 

Jack: And I know that is why I came in with a story of us having done 3,500 deals and a 

1,000 deals a year and 250 properties in one day in some cases because we are 



 
 
 

used to higher volume so we are completely honoring our students that only 

want to do 10 or 20 deals or want to get through that first deal and so on... 

Michelle: Because you know even though it may be like Jack said one deal and it could be a 

small spread but those small gains really sculpture spirit and give you the 

confidence to go for larger and bigger goals, small aggressive goals yeah, so they 

are just as valuable. 

Jack: Absolutely. So at the same time we are very excited to have this couple of 

coaching students in our program whose goal is to get to I think $2 million next 

year, actually this year already. 

Michelle: Actually, I think a million bucks in 2016, yeah. And by quarter one, they want to 

have produced I think $250,000... 

Jack: $200 or $250,000 already in profits and basically they came to us and said like 

how do we do this, how do we generate $200,000 profit in Q one and then 300 

in Q two and then 500 again in the other, in the rest of the year and then go to 

$2 million next year and then $3 million the year after, we are like, hey finally 

somebody that really has similar ambitious goals to what we have accomplished 

so what we did is we went with them through an exercise that we just want to 

illustrate on this podcast. 

Michelle: And its basically an exercise where you reverse engineer based on what your 

goals are so in this case you know by Q one which means by the end of March of 

2016, you know they wanted to have $250,000 in revenues and so what we 

identified was okay if this is what you want, we have to establish certain 

parameters or we need to make certain assumptions in order to back into how 

many letters need to be mailed, how many offers need to be made you know 

and end of that how many properties we are actually going to buy and what is 

the average you know amount that we are going to make on each of those 

properties.  



 
 
 

 So one of the things that we basically need to establish was what was going to be 

the open rate of the actual letters, the original you know letters that you mail 

and what I mean by that is not just the open rate in terms of people opening the 

letter, but that they actually call you back, so actually I should say call back rate, 

the second one that we needed to establish was what was the average 

acceptance rate on offers made... 

Jack: And the amount of profits per deal... 

Michelle: ...and then the amounts of profits per deal and so basically using those three 

assumptions, which in our case because we have a lot of experience you know 

with large numbers, we could give them some guidance. 

Jack: Because there is variations that around the country from county to county, from 

area to area on those numbers. There are areas where you can get where you 

fully accept a 10% acceptance rate on all your deals meaning you make a 100 

offers you get 10 properties and there are areas where you send out a 100 offers 

and you get one or two acceptances so we had to kind of like play with the these 

kind of parameters and find kind of a middle range for that. So we started out 

with the amount of profit per deal so that we can go and see how many deals 

that we need in that time period to make $250,000, so by starting with that we 

let’s say we came to a conclusion that out on a conservative side on average, an 

average deals should make you anywhere from $5 to $20,000, let’s take an 

average of $10,000. 

Michelle: And then in order to make their $250,000 then they would need 25 properties. 

Jack: They would need 25 properties, now this is very conservative because chances 

are, in all our experience and all our students experience typically when you do 

25 deals, you have got some in there where you make $4 or $5,000 but you also 

have some in there where you make $30 or $40 or $50,000 and they well over 

compensate for the $3 or $4,000 so it is conservative fully counting but hey we 

rather want to be positively surprised and have them make $300 or $400,000 in 

the first quarter then falling short of their goals. 



 
 
 

 So, therefore, we said okay, so now with that we figured out it is 25 deals. So 

now with 25 deals, we need to next look at the acceptance rate of that we get 

for offers so how many offers do we have to make in order to get 25 deals 

accepted? Now as I said just a second ago or as Michelle said, I don’t remember 

who said it that the acceptance rates vary, in some areas they are up to 10%, in 

some areas they are 1%, so let us say if we take an acceptance rate of 3 to 4% it 

means for every basically 100 offers we make, we get about 3 to 4 deals 

accepted.  

 Now that is again low, but is very reasonable so that means that you basically for 

every 25 offers that you make you get one accepted, 20 to 25 offers you make 

you get one accepted and that is pretty cool and that is without any follow-up 

and that is without any second letter and additional offers and so on, so there 

are ways to boost this by adding a little bit follow-up to that. So if we just say, if 

4% acceptance rate, then basically we send out a 100 offers, we get 4 accepted, 

so therefore if we send 200 offers, we get 8 accepted, 300... 12, 400... 16, 500... 

20, and at 600 we have 24 deals, so we need to send about 625 offers out there, 

right so far so good. 

Michelle: Yes. I am just confirming with the calculator and yes he has got it right. 

Jack: All right. I got my mental math work actually. So now with 625 offers, we are 

pretty sure, we can get to 25 deals on an average profit of 10,000 deals, meaning 

we are making $250,000, right? So now in order to send to get 625 offers out... 

Michelle: 625 offers that means you need to have had at least 625 people call you back but 

only a percentage of the people that call you back will they actually you know 

accept an offer so how many people do you need to actually send that letter to, 

you know in order to have the 25 properties that we have. 

Jack: And that depends on the actual response rate of the people and the response 

rate in this case again conservatively and realistically with our land investing 

method, they came for land investing and the housing world that looks different, 

whether or not land investing method can be tagged at least 10%. Everyone 



 
 
 

should be getting using our methods about the 10% response rate on their 

letters. So that effectively means that in order to make 625 offers, you need to 

be able to send 6,250 letters. So 6,250 letters is the very bare minimum that we 

need to do now.   

 By the way, sometimes you get people calling you back saying that they really 

don’t want you to low wall them on their offer and if you want to give him a low 

offer to rather not send him an offer at all, or they just mean to you or 

something like that, so basically if we make not on every phone call that comes 

back an offer but only about like 80 to 90% we can round this perhaps up this 

625 to perhaps 750 perhaps, we need to get so therefore 10%.  

 So we basically need to send out about 7,500 letters in a fairly short timeframe 

so that Q one, we can have made to $250,000 now just also to realize that they 

came to us just a week before Christmas in December and they wanted us in Q 

one of 2016, so one of the things we told them was that it is probably, I don’t 

know if it is 100% likely that they will make $250,000 in cash by that time, but it 

is totally possible that they make that in combination of cash, seller financing 

notes and equity and properties, that is the only possible and that is what we are 

relating here, it is possible that one or the other property might take an extra 

few weeks to sell, absolutely, is it possible that this includes... 

Michelle: You have some trophy property there.      

Jack: ...That you have some properties that you don’t buy until or you don’t even 

close, you don’t even get the contract back until the mid-March and that 

therefore it might take a little longer to actually sell absolutely, but the 

properties that come in January, you should be able to sell those by the end of 

March. So with that, we have now the number of 7,500 letters. 

Michelle: Yeah. And what that meant is that when we basically reverse engineer this for 

them, they needed to find, they needed to basically come to a moment of truth 

on whether they would be able to basically manage to service all of the inbound 

calls themselves or will they need to basically outsource this to some kind of a 



 
 
 

call center or have two or three people that would help them you know take the 

inbound calls, do the research and prepare everything for them so that they 

could actually then focus on the offer making and on the sales process. 

Jack: Exactly, because at this point, you go and look and here is what it takes, it takes 

7,500 letters in a three months period or roughly, let’s say it takes about 2,500 

letters to be exact actually 2,500 letters a month. In order to send 2,500 letters a 

month, you can basically go and three months or 13 weeks you can basically go 

and send something like 500 letters a week, and by the time you get to the end 

of the quarter, you have sent out 7,500 letters or if you want to front load it a 

little more in order to get those deals in faster, you can perhaps send a 1,000 

letters a weeks or 2,000 letters every two weeks and in this moment, we are 

getting into a bottle-neck analysis. 

Michelle: Yeah. And the bottle neck is basically can you then receive all the inbound calls 

that you are going to be getting from people opening that letter and actually 

saying yeah, you know what, I am interested in selling my property, let me call 

these guys up, yeah. 

Jack: Absolutely, so in that moment, the question is can we have a letter... 

Michelle: Yeah, you have a first class problem. 

Jack: Absolutely, I mean this is all with problems, so the answer to that if you hire call 

center, the answer might be absolutely yes, if you are not hiring a call center, 

you might want to have to look at who else is going to take those phone calls, 

you need a phone system, you need to book rate your own call center because 

you are going to get something like 200 to 250 phone calls a week that need to 

be handled by somebody, if that is your goal, if you have these high goals.  

 So sure enough in their particular case, they had a call center set up for it, it is all 

good, they can handle as many phone calls as there is, they could send out 

20,000 letters, 80,000 letters in a week and it will be handled by the call center 

so no problem, that is good. So then let us look at the next step in the process 



 
 
 

which is the actually the analysis that it takes to be able to make an offer and the 

number one piece of analysis that the next bottle neck is value analysis finding 

comps, finding comparable properties and coming to a true analysis of what that 

ballpark analysis of what this property is worth is the next bottle neck here, so... 

Michelle: And for us, we had to even go to the granular level of saying okay if each of these 

properties because you right now you are going to have to train someone and 

that person is not as skilled and as fast and quick doing this as you will, it will 

probably take them you know anywhere from 20 to 30 minutes per property and 

that means that that person can do you know four an hour and that means that 

this person needs, that you need you know 40 something hours or whatever it is, 

60-70 something man hours of a person actually doing value analysis for you so 

that you can go and actually make an offer. 

Jack: If you get 250 phone calls a week and somebody can do four value analysis an 

hour at 15 minutes apiece then that means that is over 60 man hours of value of 

comp analysis that needs to happen. So the question to that to you listening to 

this podcast is if this is your goal, are you set up to setting this up and that is the 

same question we ask our students. 

Michelle: Yeah, and for us it was like okay, it was a need for them to, they needed to staff 

and they needed to over staff to basically to plan for people that are just not 

going to work out so they can still meet their goal, yeah, so over staffing for us 

was one of the solutions that we had for them in this particular area of the 

process where we identified the next bottle neck. 

Jack: Exactly and with that we then came to the conclusion that okay, they are willing 

to do that, they already had some of that, they realized they needed to decide to 

hire 3 more people to actually get that. 

Michelle: Because once you do that, you can identify costs you know and how much it is 

going to cost you in mailings and man hours doing value analysis, you know the 

cost per letter, I mean you can really get this to a very specific science on to what 

you are costs are going to be and what your profits are going to be.    



 
 
 

Jack: Exactly right and with all of that, they then came to the conclusion that they can 

pull this off, that they have the resources to do it, that they have the pieces to it, 

but also they walked away just like you potentially walk away right now if you 

perhaps listen to this podcast a few times over is because we went through 

certain things pretty quickly here that how you can literally set up your business 

for success and for scalability, so they realized that they have the budget for it, 

they made a check list out of it, just like you can make a check list sort of thing so 

you have in place... 

Michelle: Process is a mental exercise, it is an intellectual exercise. 

Jack: Right, and build that process of what are the different steps, where are your 

short step, where will you not be able to handle that flow of 250 different offers 

that come through a week and a part of that we talk to them about how to best 

make the offers but we will talk in a different podcast about that, how to get 

more offers out quickly and so on and so forth but in combination, this entire 

exercise was an exercise in basically re-engineering, peeling the onion back and 

actually re-engineering going from reverse engineering the process from the 

outcome all the way to the requirement of how many letters do I need to drop in 

a mail.  

 And even one step further considering how many properties or letters they 

needed to drop in the mail, we also then started talking about whether or not 

the counties that they are currently operating in or you are currently operating 

in are even sufficiently in size and sufficiently in number of pieces of land that 

they potentially could even mail to or do they need to look at expanding into 

other markets and into other areas so that they can carry that volume going 

forward, and with all of that a lot of clarity came out of that conversation. So we 

thought we will share it with you today as a podcast... 

Michelle: Absolutely because I thought this is so valuable for somebody that is basically 

wanting to do this you know much more seriously than just hobby investing 

which you know there is nothing wrong with that but if you are interested in 



 
 
 

doing this on a different scale then this is pretty much the process you know that 

you go from. 

Jack: All right and the result as I mentioned was really happiness in all fronts and the 

results was a clear guide as a path, a clear path to go down a checklist of items 

that they need to, that you need to check off in order to make sure you have all 

the pieces in place to be able to scale your business to the level that you make a 

$1 million this year. So with that, that is really what we wanted to share, as 

always the podcast notes are on our podcast website which is 

ForeverCash.com/Podcast, there is also transcription of the entire podcast so if 

you need to listen to that, if you don’t want to listen to it again, you can actually 

get the transcription which has the different steps in it, you can highlight them, 

you can extract them from there, and create your own check list for a million 

dollar business and... 

Michelle: Also I know that you got a lot of value from this podcast today, I am certain of 

that and I am asking you to go ahead and give us feedback and rate our podcast 

and give us five stars. 

Jack:  All right, I would love that and Michelle, the power in the house spoken, she 

wants you to do that and I want you to do that, so please go ahead and do that, 

we would love that and with that, I just have one extra thing to say and that is 

we have officially added again something different on our 

ForeverCash.com/Freedom site, we get free access to a program with multiple 

free courses, we have added it is called MyOpenPath.com and you can actually 

set up a free demo account there.  

 And when you do that you actually get full access to four complete courses in the 

tax-delinquent real estate plus you get to download the audio book of my 

bestselling book Forever Cash. And there is no credit card requested on there, 

there is no ins or opts or anything like that, there is just a free account that you 

can set up there called the free demo account and if you go to MyOpenPath.com 

and check it out, we would love to have you on board there and see you take 
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advantage of those four complete courses on tax-delinquent real estate 

investing, right then with that we say thank you and bye, bye.  

Michelle: 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 

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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