
OUR DETA ILED  A  TO  Z  OF  THE  ENT IRE
PROPERTY  SOURCING  PROCESS

P R O D U C E D  B Y  
P S N  P R O P E R T Y  E D U C A T I O N



IT'S THIS
SIMPLE...
When I started out sourcing years ago, I was taught that you will never
go bust putting in offers and I should view and offer on as many
properties as I could.

I quickly learned that this hap-hazard approach soon fell flat. Agents
were not receptive, in fact one guy actually said to me: 'If your a
sourcer I'm not interested in your offers!' 

So after battling against the tide for some
time I started flipping it around... Instead
of sourcing deals first and then looking
for an investor, I decided to go find the
investor first!

It was soooo much easier! Why doesn't
anybody tell you, to do it this way? It's a
gamechanger!

I started building relationships with
investors and luckily for me, I fell on my
feet pretty quickly. For me, it really was a
no brainer. I found the investor first,
spoke with them, qualified them, learned
what they wanted from their next property
investment and then... I went off and
sourced it for them!

It was so much easier, knowing what to
look for, what budget I was playing with,
what areas to focus on, it made sourcing
really simple.  

Listen Now...

Podcast Available to
download now!



The Sourcing Process from A to Z

There are two options but we will show you in detail the most successful process you can use in the
UK today. Sourcing direct and purely to meet an investors needs, is by far the most effective route you
can take. Lining up your investor first enables you to: 
 

1. Source opportunities with a clear idea of what it is you are looking for
2. The buyer is waiting… so all you have to do is find the right deal!

 
It’s that simple. Line up the investor first then go find the deal that works for them regards their criteria
etc. Here is your step by step process to enable you to source effectively and do more deals!
 
1. Source the Investor Client
 
The sourcing process begins not with sourcing but with finding your client, the investor. Once you have
found your investor you will want to build a relationship and eventually
move on to the next stage in the process which is to…
 
2. Qualify the Investor
 
To qualify an investor is to basically do a fact find and understand what it is they are looking for in an
investment. You can do this verbally in conversation but we use a form called a ‘Sourcing Agreement’.
You can email this to your investor or meet them face to face and have them complete it for you. 
 
3. Obtain ID & P.O.F.
 
Part of the ‘Sourcing Agreement’ form you send to your investor will ask them to provide you with
Photo ID and P.O.F. (proof of funds). Some investors are a little wary about providing proof of funds to
a relative stranger and so if it’s a hurdle, you can take this later should they want to proceed with a
purchase. It is vital you obtain their Photo ID at this stage however and their home address; this is so
you can comply with the necessary Anti-Money Laundering checks.
 
4. Carry Out A.M.L. Checks
 
You will need to carry out the necessary anti-money laundering checks (you could do this now or
when it becomes clear they are going to purchase a property) - which is when you send the ‘Buyers Fee
Agreement’ to them. You can carry out A.M.L. checks using the website www.veriphy.com For more
information regards Anti Money Laundering the HMRC provide further help and guidance on what you
should be doing to remain legal when working with investors - https://www.gov.uk/guidance/help-and-
support-for-anti-money-laundering 
 
5. Begin Sourcing Opportunities
 
This is when the sourcing actually begins!!! You already have the sourcing agreement second page
completed by the investor to give you a clear idea of what to source, areas, budgets, cashflow, returns
etc. Now you should begin to work through potential properties methodically and work your way
through the due diligence checklist. You don’t have to go too overboard regards due diligence at this
stage, you just want to ascertain if there is any potential in what you have found.



The Sourcing Process from A to Z

6. Create a Shortlist of Potentials

Create a small shortlist of a few properties you think have potential to work based on a first glance. 

7. Crunch the Numbers

At this stage you plug in the key numbers using the deal analyser. Always check your numbers a few
times before you are happy and save each deal analyser into a folder with the property address. 

To keep organized > name a folder with the investors name and save all the potentials in that folder so
you can easily return to anything related to that investor. When you have multiple Investor’s, you will
thank yourself for being this organised!

Check the figures against the sourcing agreement and make sure it fits what the investor is looking for
roughly speaking. Anything that does not fit, you can delete unless you think there is another angle or
strategy that may work for another investor later on. I like to have an archive list I can re-visit for
properties that may be a good option for somebody else, or yourself! 

8. Due Diligence (Online Research) 

Now you have a defined list of actual hot potentials that may work for your investor… you will want to
carry out some due diligence to back up the initial findings. Work through the due diligence checklist
and note your findings. This will give you the content for your property brochure to send out to your
investors.

9. Send Email to Investor – Detail the Basic Figures

You will want to send an email to your investor just informing your investor, you have found some
potential opportunities and you think they could work for them. The idea is you provide them with
some basic information and ask if there are any properties they would like you to view in person,
where you can record a video and carry out a full high-level due diligence on. At this stage hopefully
one or two will have peaked their interest and so the next stage is viewings.

If at this stage they are not interested in what you have found, it’s vital you find out why. You need to
work out if they are just a tyre kicker and wasting your time, but without causing any potential damage
to the relationship. 

If the properties you have sent over are not of interest ask why and get to the reasoning as to why. You
may need to revisit and edit their criteria or add some notes after speaking with them. Ask them
outright do they wish you to continue to search and look for opportunities but be polite and obviously
keep it positive. 

It’s part of the sourcing agreement to find out what their timescales to invest are… and if they are
batting everything away you send over you need to decipher between are they wasting your time or are
you just not finding the right properties for them. Like I said above, revisit the sourcing agreement and
their criteria they gave you and see if that need changing to better suit their needs.  
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10. Arrange Viewings On Potentials

This is where it starts to get exciting you go shopping! Call the agents and ask if you can arrange a
viewing and if you are viewing multiple properties close by - make sure to leave a 20 to 30min gap
between viewings, especially if they are with different agents. Agents do have a habit of turning up
late! 

Whilst on the viewing and remember your viewing on behalf of your investor client so… it’s a great idea
to record a video. I know recording a video can be a little scary but your not the focus of the video, so
try to keep your phone in a portrait position the whole way through! Don’t turn it to get more in, just pan
around the rooms slowly, don’t go to fast. 

Provide a voice over if you feel the need to. Sometimes this is useful to your investor if you relay extra
information. Ask the agent before you start filming and explain it’s for an investor you work with who is
interested in the property. 

It’s a good idea to view the property yourself making any notes and noting down answers to any
questions you asked the agent or vendor and then shoot round again before you leave and record the
video. Doing it this way is really easy and the agent will usually just wait for you outside or in one
location rather than follow you around the property. 

11. Due Diligence
 
Complete your due diligence and leave no stone unturned. Make sure you have worked through the
due diligence checklist and covered everything. So what you are left with is a property where the
numbers hopefully stack up, an area and location that is positive and you have the tenant demand you
need. 

12. Email Update to Investor

Email your investor an update on the viewing explain your findings or provide them with a brochure
using the template on the deal sourcing course or use one of your own should you wish. The next
stage once they have all the necessary information is they make a decision to proceed or not or they
may have some questions relating to the property, which you can go investigate and find the answers
for. 

13. Send Investor ‘Buyers Fee Agreement’ 

Assuming your Investor wants to proceed with an offer, you need to send them the Buyers Fee
Agreement and await that to be signed. If you have not already obtained it you will also need to
request the buyers ‘proof of funds’ either a bank statement showing enough funds to make the
purchase or they can provide a letter from their prospective mortgage company stating they have been
approved for x amount of funds this is known as an A.I.P.(agreement in principle). The agent will ask
for this when you submit an offer! You can then complete your own A.M.L. if you need to as you have
evidence of the source of the funds from your buyer. Again, you can use the website www.veriphy.com
for these checks. (others are available)
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14. Await Confirmation of Finders Fee Being Placed with Buyers Solicitor

As per the terms on the ‘Buyers Fee Agreement’ form you should receive or check with the buyers
solicitor to make sure your finders fee (sum of money equal to your finders fee) has been placed on
account and will be paid to you if and when the property purchase completes legally. Once you have
this confirmation you are primed to make the offer…

*Some solicitors will not hold funds for their clients, so in this instance you will have to amend the
Buyers Fee Agreement template and state that your sourcing fee must be paid to you upon exchange
and completion of the property purchase. 

15. Submit Offer to Agent or Vendor on Behalf of Your Investor

Submitting an offer can be done over email or verbally on a phone call to the agent in question. If it’s to
a vendor then direct to the vendor (it’s a good idea to have a written paper trail) so use email if you can
to submit the offer. The agent will then confirm in writing usually on email or verbally that your offer
has been accepted or not. This will always be confirmed via a letter too with most agents. Make sure
they have your details and the agents and that they are aware you both need to be informed as you are
working on their behalf.

16. Provide Agent with Necessary Details

It is standard practice at the beginning of the conveyancing process in the UK that the buyer must
provide certain information. You will need to provide to the agent (on behalf of the buyer):

• Buyers Photographic ID
• Proof of Funds or Agreement in Principle A.I.P. of mortgage
• Buyers Solicitor Details
• Buyers Personal Details (name, address, contact details etc)

Ask the agent at this point if you could be copied in on all emails as you are acting on behalf of the
buyer. 

17. Conveyancing Process Begins

This is when the solicitors for both parties get involved and the conveyancing begins. Typically, the
solicitor will request things such as searches, and the buyers mortgage company (if finance is being
used) will send out a surveyor to value the property to make sure they are lending money based on its
actual value and condition and true market value. 

Once the valuation is back and the searches then you may have things called ‘enquiries’ which is
where one solicitor asks questions and awaits a response from the other side… this is where the
buying process, slows right down… as this can take some time.



18. Chase-Up Any Enquiries to Speed-Up the Process!

This is where you can call the buyers solicitor and ask if there are any outstanding enquiries and then
chase the agent or vendor for the answers or at least ask when the enquiries will be dealt with.
Sometimes if you stay on, at the solicitors they will prioritise your work over the next file on their desk. 

Don’t be calling every day though, you need to be professional and push a little not be over-bearing and
become a pain. It’s a fine line! You wont to be stay front of mind, but not become a hindrance and
annoy the solicitor or vendor.

19. Obtain a Date for Exchange & Completion

This is when a property sale or transaction legally completes and changes ownership. Ask the buyers
solicitor what date the solicitors are working towards once the searches, surveys and enquiries are
completed. There is little point asking before these things have been completed.

20. Exchange & Completion Day! 

When the big day arrives, you will want to get confirmation this has actually happened. The buyers
solicitor will know as they are directly involved. Obviously at this point it is worth reminding the buyers
solicitor that your fee is now payable or is payable once exchange and completion has taken place.
Confirm they have the correct bank details with the solicitor as a way to bring this up.

If you are being paid directly from your investor client, you will want to invoice them for your services
at this point, email over an invoice and your payment terms (normally payment due upon exchange
and completion of X property, or payment due within 28days of purchase.) 

21. Congratulations

Congratulations you should have your sourcing fee sat in your bank staring back at you. The first time
this happens is truly amazing, you never forget your first time! 

Just remember, you will be paying tax on that income so don’t go blowing it all at once! Sorry but it’s
worth noting as some people do forget.
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The Sourcing Workflow: Step by Step

There’s Another Way…

You can of course start sourcing without investors and do it that way. But think about it… you will offer on
properties and be asked for your ID, your solicitor details and your proof of funds, this gives you a
problem straight away!

You may be able to hold the agent off on this information, and try find an investor quickly but why make
life difficult for yourself? Why create problems?

Investor first, sourcing second makes more sense and is an easier process to follow – trust us!

The Wrong Way….

Many property trainers sell courses and tell you to run around making offers on properties. In reality all
this does is annoy all the local agents. They get tired of showing you properties that you rarely offer on
and when you do offer they are constantly chasing you for details etc (see above). 

As a sourcer, you will get direct to vendor deals, but you cannot rely on these. You will also source using
agents and build those relationships…

Agents will in time, give you a heads up, call you first before they put things on the market – especially if
you have built their trust and followed through on your promises prior.

Off market deals with agents are possible but that comes with time, trust and yes it’s a relationship goal!
So, don’t be that fool running around doing 15 viewings a week, and offering on everything hoping that
you’ll find an investor. Nurture those agent relationships and work with them.



Visit Our Website

Join the Deal Sourcing Community on Facebook

View Paul's Property Blog

Find Us Here Online...

Click Below to Find Us Online

Watch Now
Free Workshop
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