

THE TAX DEED INVESTOR'S FIELD GUIDE
[image: ]
[image: ]
THE TAX DEED INVESTOR'S FIELD GUIDE
A Friendly, Step-by-Step Roadmap from Market Selection to Profitable Exit
By Ed Mitchell
Published by The Tax Deed Collective
www.thetaxdeedcollective.com
IMPORTANT DISCLAIMER
This book is provided for educational and informational purposes only. It is not legal, tax, financial, title, or investment advice. Tax-sale laws, procedures, interest rates, redemption periods, auction dates, and county practices change and may vary by property type and jurisdiction. Always verify current requirements with the applicable county, statutes, auction notices, licensed attorneys, title professionals, and other qualified advisors before bidding or investing.
Copyright © 2026 The Tax Deed Collective. All rights reserved.


WELCOME TO THE FIELD GUIDE
Tax deed investing can look complicated from the outside. There are statutes, deadlines, auction rules, property records, repair estimates, title questions, and plenty of unfamiliar terminology. The good news is that the process becomes much easier when you follow it in the right order.
This book turns the course scripts into a practical roadmap. You will learn how to choose a market, build a buy box, locate auction lists, research properties, calculate a maximum bid, prepare for auction day, and manage what happens after you win.
You do not need to know everything before you begin. You need a repeatable process, the discipline to follow your numbers, and the willingness to keep learning.
Read the book from beginning to end the first time. Then use it as a field reference whenever you are preparing for an auction or reviewing a deal.
How to Use This Book
Start with your goals, available time, capital, and risk tolerance.
Choose one primary market and one backup market rather than chasing every auction.
Use the research and financial-analysis sections as a checklist for every property.
Set your maximum bid before the auction and do not change it in the heat of bidding.
Document what worked, what did not, and what you will improve before the next sale.
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PART 1
FOUNDATIONS
Understand the vehicles, returns, risk, and the role you want to play.
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The Mechanism of Tax Deed Investing
Let’s start with the big picture and turn the terminology into something practical.
Tax Deed Investing and Tax Deed Auctions Overview
Tax deed investing begins when a property owner fails to pay property taxes on time. After sending the notices required by state law, the local taxing authority—such as a county, city, township, or parish—may begin the tax-sale process.
In lien states, tax liens are sold annually at a prescribed interest rate or through an auction method intended to balance investor returns with owner protections. In deed states, after a statutory period of delinquency, a tax deed may be sold to transfer ownership to the successful bidder. Redeemable-deed sales may occur after one or two years of delinquency, while tax deed sales may occur after three to four years. Timelines vary by jurisdiction. The conveyed tax deed generally represents the bundle of rights attached to the property, subject to applicable law and surviving interests.
To support the validity of a tax sale, the taxing authority generally must complete four key steps:
Notify all owners of record about the upcoming sale.
Notify all recorded lien holders about the upcoming sale.
Advertise the sale in the local legal newspaper for four consecutive weeks.
Post a notice on the property itself when required, often on the front door.
Once these steps are completed, the county will auction off the property either through a live auction or an online auction. Some state statutes even allow for mail-in bids. With advancements in technology, online auctions have become more prevalent due to their ease of organization and accessibility for investors.
Tax deeds are typically sold through bid-up auctions, where the highest bidder wins the tax deed. Tax liens, on the other hand, can be sold through bid-down interest auctions, rotational bid auctions, or bid-up auctions on the opening bid with the prescribed interest to be paid upon redemption. Redemption for tax liens and tax deeds involves the owner either paying off the tax certificate or settling a redeemable deed.
A common feature for both tax liens and tax deeds is the opening bid, also known as the minimum bid. The opening bid includes all back taxes owed, plus any penalties, interest, and fees associated with handling the sale. These costs may include title search fees, recording fees, advertisement costs, attorney’s fees, and the cost of certified mailing.
Field Application
Think of every tax sale as a legal collection process with an investment opportunity attached. The investor’s job is not merely to identify a low opening bid; it is to confirm what interest is being sold, what rights remain after the sale, and what deadlines govern payment, redemption, possession, and title work. Build a one-page jurisdiction profile before analyzing individual properties. Record the sale type, statutory authority, redemption rules, bidding method, payment deadline, deed-delivery timeline, and the officials responsible for the sale.
Investor Checklist
Confirm whether the sale involves a lien, deed, or redeemable deed.
Read the current official sale notice and bidder instructions.
Identify interests that may survive the sale.
Calendar every registration, deposit, payment, and post-sale deadline.
Verify conclusions with qualified local professionals when the issue is material.
Decision Rule: A low price does not cure a defective process or an unsuitable property. Process verification comes before valuation.
The Advantages of Tax Deed Investing

A well-maintained modern single-family property
Let’s discuss the advantages of tax deed investing. Tax sales operate through a government-administered process established by state law. Depending on the jurisdiction, an investor may purchase a redeemable deed that offers a statutory return or a tax deed that conveys an interest in the property after the winning bid. Because the investment is connected to a tangible asset, investors can pursue several goals: earning a statutory return, acquiring property, completing a fix-and-flip project, or adding to a rental portfolio.
Property-tax collection is a longstanding government function, but individual tax deed investments still depend on local market conditions, property quality, title, occupancy, and execution. When auctions produce suitable inventory, investors may have opportunities to acquire properties below market value. Premium bidding can support acquisitions at 40% to 60% of after-repair value (ARV), although results vary. Ideally, a property is acquired near the opening bid, which generally includes back taxes, fees, and sale costs. If bidding exceeds the predetermined maximum, the disciplined response is to stop bidding.
This approach creates potential for immediate equity, with attractive returns from rental markets or wholesale opportunities.
Field Application
The strongest advantage of tax deed investing is controlled acquisition: you can decide in advance what you will buy, what you will pay, and how you expect to exit. That control is valuable only when it is supported by disciplined research. Instead of assuming every auction property is discounted, compare the maximum bid with realistic renovation, title, holding, financing, and selling costs. The opportunity is created by preparation—not by the auction label.
Investor Checklist
Define the return required for the time and risk involved.
Compare the deal with ordinary MLS and off-market alternatives.
Use conservative ARV and repair assumptions.
Require more margin when access, title, or occupancy is uncertain.
Pass when the numbers do not protect the downside.
Decision Rule: The ability to decline a property is one of the investor’s most important advantages.
Tax Lien Certificates: An Investment Option
So far, we have discussed tax deeds, where you purchase the tax deed of a property. Tax lien certificates are a similar strategy, but instead of acquiring the property, you are buying a lien on it. Essentially, you are providing the homeowner with a loan to cover their property tax bill. This allows the county to receive the necessary funds to maintain county services, while you earn a substantial rate of return. Additionally, the homeowner has the opportunity to remain in their home.
After a specified period, typically ranging from two to four years, if the property owner does not redeem the certificate, you, as the lien holder, can foreclose on the tax lien and acquire the property at a significantly reduced cost. For real estate investors who prefer not to engage in property management or renovation projects, this presents an excellent opportunity to generate income through real estate with a low-risk profile and minimal involvement post-acquisition.
Tax lien certificates offer a higher rate of return compared to certificates of deposit (CDs), money market accounts, or mutual funds. On average, you can expect a return of 16% to 18%. The timeline for a lien is generally three years, during which the homeowner can redeem the lien at any time, and you will receive prorated interest on an annualized basis. This investment is ideal for those seeking predictable returns and the ability to reinvest their funds for a great rate of return over an extended period.
If you have a self-directed retirement account, this investment is particularly suitable for you. Instead of earning 6% to 7% while paying commissions, this strategy allows you to be actively involved in your investment with a very low-risk profile. By paying delinquent taxes on behalf of the property owner, you essentially become a creditor. You are providing private money loans to the homeowner, with the county acting as the collecting agent, thereby minimizing risk. Moreover, the real property itself secures the tax lien, so if the homeowner fails to redeem the lien or pay the back taxes and fees within the state-prescribed period, you will receive the deed to the property.
Field Application
Tax lien certificates are best evaluated as time-sensitive secured receivables. The headline interest rate is only one part of the return. Investors must also understand premium bidding, subsequent-tax requirements, redemption timing, foreclosure eligibility, administrative fees, and whether unused capital may remain idle. A lien portfolio should be tracked like a loan portfolio, with a record for each certificate and every statutory milestone.
Investor Checklist
Record certificate number, parcel, purchase amount, and purchase date.
Track the statutory redemption and foreclosure windows.
Determine whether subsequent taxes must or may be paid.
Maintain current owner, mailing, and property-condition information.
Model returns under early, average, and late redemption scenarios.
Decision Rule: Do not assume the advertised statutory rate equals the investor’s realized annual yield.
Tax Deed Purchases: Direct Property Ownership
We previously discussed tax lien certificates as an investment strategy. Now, let's delve deeper into tax deed investments, which offer direct property ownership. The acquisition process is straightforward. First, we need to define our individual goals to select the best market that aligns with our needs. For markets with excellent rental income, the Southeast and the Upper Midwest are generally ideal. If you are interested in fix-and-flip opportunities and have substantial capital to deploy, you might consider markets in California, Oregon, Washington, Florida, and New York. Other states also offer good fix-and-flip opportunities with varying funding requirements. Across the country, there are ample opportunities to purchase properties at low values, renovate them, and achieve high returns.
For rental markets, we aim for a higher rate of return, targeting an after-repair gross rent multiplier (GRM) in the range of 8 to 10. Typically, we want to be all-in at 60% to 75% of the property’s value, depending on the market. Tax deeds can provide an opportunity to meet these goals.
It is important to remember that, like any investment, real estate involves risk assessment. The risk profile for tax-deed investments is relatively low when adhering to the TDC system, which is designed to minimize risk and maximize profit. One advantage of tax deed investments is the ability to avoid properties that do not meet our criteria. If a property raises concerns, we simply do not bid on it. The remaining risks involve title issues and potential evictions. We will conduct thorough title research before the auction and assess the history of occupants to determine if eviction is necessary. Acquiring properties at favorable returns offers various options, including wholesale, fix-and-flip, and long-term rental opportunities.
Property management and rehabilitation are skills developed through experience and mentorship. For those new to investing, The Tax Deed Collective community provides valuable support to accelerate your learning in these areas. Access to our team and other investors will be a significant asset to you.
Field Application
A tax deed purchase moves the investor from bidder to property owner, often without the access and disclosures found in a conventional transaction. Prepare an ownership plan before bidding. Decide who will secure the property, confirm insurance availability, handle occupants, order title work, evaluate utilities, and manage rehabilitation. The maximum bid should reflect the cost of executing that plan.
Investor Checklist
Confirm the vesting entity and bidder name before registration.
Prepare insurance, security, and property-access contacts.
Budget for title curative work and legal review.
Establish an ethical, lawful occupancy plan.
Choose the most likely exit and a workable backup exit.
Decision Rule: Winning the auction is an acquisition event—not the completion of the investment.
	


Redeemable Deeds: A Hybrid Approach
We have previously discussed tax lien certificates and tax deeds. Now, let's delve deeper into redeemable tax deeds, also known as redeemable deeds. This approach is a hybrid of tax liens and tax deeds. When you bid on a redeemable deed, you are bidding on a deed that the property owner can redeem to retain their property ownership.
The advantage of redeemable deeds is that returns typically come in the form of penalties rather than interest. This is a significant distinction. Tax lien certificates usually offer an annualized interest rate. For example, a 12% return prescribed by the state translates to 1% per month. If the homeowner redeems after four months, you receive a 4% return on your investment.
In the case of redeemable deeds, if a homeowner redeems a Georgia property and the applicable penalty is 20%, the investor receives the full 20% penalty. A rapid redemption can produce a high annualized equivalent, although that figure does not represent a guaranteed recurring annual return. The investor can then redeploy the principal and proceeds into another qualified opportunity.
Redeemable deed investing provides an opportunity to earn returns without the need for property rehabilitation and resale. For instance, if you purchase a tax deed in Georgia with a 20% penalty, the homeowner has one year to redeem the property. If the homeowner does not redeem within that year, you can foreclose and acquire the property at a price significantly lower than what you would have bid in a standard tax deed auction.
However, there is a "cloud" on the property, meaning you cannot take immediate action with it. This aspect may deter some investors, resulting in lower winning bids compared to similar deed properties. The typical timeline for redeemable deeds ranges from six months to two years.
For more information on redeemable deed states, please refer to our TDC resource library.
Field Application
Redeemable deeds require two parallel plans. Plan A assumes the owner redeems and the investor receives the statutory amount. Plan B assumes no redemption and the investor must complete the legal process necessary to obtain marketable ownership. Capital can remain committed during the redemption period, so liquidity planning matters. Investors should also budget for taxes, notices, legal work, and property preservation that may occur before the final outcome is known.
Investor Checklist
Model both redemption and ownership outcomes.
Confirm when the redemption period begins and ends.
Track required notices and foreclosure or barment procedures.
Avoid interfering with possessory rights during redemption.
Keep reserves available for the non-redemption outcome.
Decision Rule: The preferred outcome may be redemption, but the acquisition must still make sense if redemption never occurs.
	


Potential Returns from Tax Deed Investment
We have discussed investing in tax deeds and redeemable deeds. Let’s compare the two in terms of yields and expectations.
Tax Deeds: When investing in tax deeds, we aim to purchase the property, renovate it, and sell it for a profit. We gain title to and control of the property, subject to applicable post-sale procedures and surviving interests. If our goal is long-term rentals, we focus on renovations that align with the rental market and allow for wear and tear. For long-term appreciation with significant capital, we might consider markets on the West Coast, such as Nevada, Oregon, Washington, and California. These markets can have strong demand but also higher home values. In Florida, for example, we may plan to buy and renovate while ensuring that rental income covers debt service. Appreciation targets should be supported by local historical and current market evidence.
Redeemable Deeds: The strategy for redeemable deeds differs. While we are prepared to acquire the property, our ideal scenario is to assist the homeowner in redeeming the deed quickly. For instance, if the homeowner redeems in two months at 20%, this results in a 120% yield on the initial investment. We can then reinvest this yield in the same market, compounding our returns and achieving higher profits.
Critical Success Factors
Thorough Due Diligence: Verify the parcel number, legal description, and address early on. Confirm the bedroom/bathroom count and square footage for accurate valuation. Lot size and covered parking, while not always price movers, can influence buyer decisions. Accurate due diligence ensures correct property valuation.
Property Valuation: Understand the distinction between "after rehab value" (ARV) and "fair market value" (FMV). ARV is the property's worth post-renovation, while FMV is its current value. Accurate valuation is crucial, especially when wholesaling properties.
Market Dynamics: Recognize local market dynamics. Identify areas suitable for rental income versus owner-occupied properties. Consider factors like development, growth, and the presence of major corporations, which can provide an advantage when purchasing.
By focusing on these factors, we can optimize our investment strategies and achieve higher returns.
Field Application
Return analysis should distinguish gross return, net profit, annualized return, and return on invested capital. A large percentage can be misleading when the dollar profit is small, the capital is tied up for a long time, or unplanned costs are excluded. Model each deal on a cash timeline that shows when money leaves the account and when it is expected to return.
Investor Checklist
List every acquisition and post-sale cash outflow.
Estimate the timing of redemption, refinance, rental stabilization, or resale.
Calculate both dollar profit and percentage return.
Run a downside case with lower value and longer holding time.
Compare the projected return with the risk and workload.
Decision Rule: A defensible return calculation includes time, transaction costs, and the possibility of delay.
Investment Return Comparison

Let's analyze our returns for tax liens, redeemable deeds, and tax deed purchases compared to typical investment vehicles available in the current marketplace.
Starting with money markets, yields are expected to hover around 4%, possibly slightly higher. This is a secure investment vehicle with good liquidity, suitable for long-term yields. Traditional bonds offer higher returns, with 10-year bonds currently yielding around 4.8% as of June 2025. The stock market, while presenting the potential for high returns, also comes with significant volatility, with expected returns ranging from 6% to 15% for self-directed investments and index funds held for the long-term.
For tax liens, we are targeting returns of 16%. In Arizona, liens are available at auction and over-the-counter at 16%. In Florida, over-the-counter (OTC) liens offer 18%, with auction bids starting at 18% and a first right of refusal for the next year at the full 18%.
Redeemable deeds can vary significantly, with penalties ranging from 10% to 25% per year. In South Carolina, the rate is 12%, equating to 3% per quarter. Tennessee offers a 10% annualized return with a one-year redemption period. Georgia and Texas are particularly attractive; Georgia imposes a 20% penalty immediately after the sale, while Texas offers a 25% annualized return with a six-month redemption period for non-homestead properties and a two-year period for homestead properties. With redeemable deeds, we reinvest the returns.
Finally, for tax deeds, we consider both fix-and-flip and long-term hold strategies for our rental portfolio. For fix-and-flip, we aim for a minimum return of 30% within one year. Typically, we expect to be all-in at 55% to 70% of the total investment, including acquisition and rehabilitation costs. The goal is to complete deals within four months, though six months is more common. This allows for reinvestment of both principal and gains every six to nine months.
Field Application
When comparing strategies, use the same measurement period and the same definition of return. Tax liens, redeemable deeds, flips, and rentals generate cash in different ways. A lien may produce interest, a redeemable deed may produce a penalty, a flip may create a one-time gain, and a rental may combine income, amortization, and appreciation. Compare them on liquidity, control, workload, downside exposure, and expected after-cost return.
Investor Checklist
Choose a common twelve-month comparison period.
Separate recurring income from one-time gains.
Include financing and opportunity cost.
Score liquidity, workload, and legal complexity.
Select the strategy that fits both goals and operating capacity.
Decision Rule: The highest projected percentage is not automatically the best investment for a particular investor.
Self-Assessment for Investors
We have discussed yields, returns, strategies, and goals. Now, let me provide you with the final, crucial piece of the puzzle: self-assessment. Where do you currently stand as an investor? Are you new to investing, or are you seasoned? Do you have the time and capital necessary for this endeavor? These factors are essential in determining the strategies you will employ.
We have already emphasized the importance of focus and clarity of goals. A thorough self-assessment will prevent you from adopting mismatched strategies, which can lead to frustration and ultimately cause you to abandon this business. There is significant potential for profit in this field, but it requires consistency and a long-term plan.
Begin with your time commitment. How many hours per week can you dedicate to research, due diligence, property management, and bookkeeping? Consistency is vital, regardless of the number of hours you can commit. Whether it is five or ten hours a week, your commitment is an investment in your future. Your two most valuable resources are your available time and capital.
Assess your current capital situation. Are you working with liquid capital in the bank, a self-directed retirement account, a qualified retirement plan, or an inheritance ready for investment? Alternatively, if you have limited funds, you may need to seek partners. Understanding your capital situation will guide you in selecting appropriate markets.
Evaluate your risk tolerance. How comfortable are you with uncertainties? Risk tolerance evolves with experience. Initially, tasks like property renovation may seem daunting, but with experience, they become more manageable. If your current risk tolerance is low, you might start with liens and gradually move to redeemable deeds.
Consider your investment timeline and goals. If you aim to replace income over a 5-to-10-year period, focus on rental income. If you need quick cash, consider fix-and-flip projects while raising capital. Your income needs are crucial, especially when transitioning to full-time investing. Growth may not occur as rapidly as anticipated, which is why seeking investment partners can be beneficial. Partners can help you scale by investing in multiple properties simultaneously.
In summary, honest self-reflection is key. Once you understand your assets and liabilities, ensure that your goals and assets align with your strategy.
Field Application
A useful self-assessment converts broad ambitions into operating limits. Write down the hours you can commit, the capital you can place at risk, the geographic radius you can manage, and the property conditions you can handle. Then identify which tasks require a partner or professional. Revisit the assessment after each auction because experience changes both capability and risk tolerance.
Investor Checklist
Set a maximum capital allocation per property and per auction.
Identify the number of hours available each week.
List markets you can realistically visit or manage remotely.
Define renovation and occupancy situations you will avoid.
Name the professionals needed before the first bid.
Decision Rule: A strategy should fit the investor you are today while helping you build toward the investor you intend to become.
Matching Goals with Investment Strategies
Let's integrate the three pillars of investment. We will align our goals with our investment strategy and our current position based on our self-assessment.
Tax Liens: This option is ideal for passive investors. If you have a self-directed IRA and seek higher returns, this strategy is suitable. It requires less time and has a lower risk level. We aim to acquire property at 5 to 10% of the After Repair Value (ARV). The interest rates are predictable, and the timeline ranges from one month to three years. Depending on state statutes, we could accumulate additional years of interest without needing to foreclose. This strategy is best for passive income seekers with low risk tolerance and limited time to invest.
Redeemable Deeds: These are a hybrid between liens and deeds. They require more time than lien research because they demand deeper due diligence, but generally less time than tax deeds. The due diligence process is similar, but post-sale actions may be fewer than those required for tax deed purchases. This gives redeemable deeds a medium time commitment and a medium risk profile. We may target properties with mortgages because a lender may redeem the property. Our return focus is on the statutory penalty or, if we acquire the property, the available equity. The redemption period typically ranges from six months to two years. These properties may not attract bids as high as tax deed properties because of reduced liquidity. If we acquire an equity position through foreclosure, the upside may be greater than with a tax deed purchase. The overall timeline can range from one month to two years.
This strategy appeals to investors with a good amount of time but not a full-time investment commitment.
Tax Deeds: Many investors transition from tax lien investing to tax deed investing, often on a full-time basis. This strategy can require a significant time commitment—around 20 to 25 hours a week—for activities such as property management and rehabilitation. We may also need to travel to attend selected auctions. The time commitment and risk level are higher. Because we often assess properties only from the exterior, interior condition remains an important uncertainty. We target a minimum return of 30% and generally seek to keep total acquisition and rehabilitation costs within 60% to 70% of value. An all-in cost below 60% may be ideal. The average timeline is four to six months, although some investments can take a year or longer.
Once we secure the winning bid and invest our money, we gain control of the property. The timeframe for obtaining the deed from the county can vary from a week to a month, making this strategy suitable for active, full-time investors.
Field Application
Translate each goal into a measurable investment requirement. If the goal is predictable income, specify the desired monthly amount and acceptable delay. If the goal is growth, define the required equity gain and holding period. If the goal is active business income, estimate how many completed projects are needed each year. This turns strategy selection into a practical decision rather than a preference.


Investor Checklist
State the financial goal in dollars and time.
Match the goal to lien, redeemable-deed, deed, rental, or resale economics.
Confirm the strategy fits available capital and time.
Choose a primary strategy and a backup.
Review actual results quarterly and adjust.
Decision Rule: Clarity improves when every strategy can be connected to a specific financial objective.
Organizing for Success
[image: ]
A disciplined investment team reviewing research
The Importance of Organization in Tax Deed Investing
Effective organization is crucial in tax deed investing, as it involves managing substantial amounts of data with critical deadlines. Being organized is imperative for the success of your business for several reasons:
Prevention of Missed Opportunities and Costly Errors: Proper organization helps prevent missed opportunities and costly errors.
Streamlined Decision-Making Process: Organization streamlines the decision-making process. Tax deed investing is a numbers game, where data is evaluated to determine maximum bids.
Systematic Tracking of Investments: For tax liens, systematic tracking is essential. For tax deeds, it is important to schedule the life of the investment. From the day a property is purchased, a three- to four-month schedule is created, depending on the level of rehabilitation required.
Scalable Business Framework: Proper systems and processes enable the transition from an individual or small partnership to a larger team. A well-organized system allows team members to easily understand and contribute to the business process.
Tools for Organization
I am a proponent of Google products because of their versatility and integration. Here are some tools I use:
Google Calendar: This tool helps schedule upcoming payments and organize cash flow.
Google Drive: It is an impressive tool for storing research and accessing information from anywhere with an internet connection. I use Google Drive, Google Calendar, and Google Sheets on my phone.
Google Sheets: While I prefer Excel for spreadsheets, Google Sheets is comparable and can open .xlsx files.
Google Docs: For quick note-taking, I use Google Docs. Throughout the day, I take notes on tasks, calls, payment reminders, and other pressing matters. At the end of the day, I review these notes and update my calendar or task list accordingly.
Field Application
Create one digital deal room for every target auction and one property folder for every serious candidate. Use consistent file names so another team member can locate the auction notice, property card, maps, title documents, photographs, estimates, and analysis without explanation. A master tracker should show the property’s status, next action, owner, deadline, and maximum bid.
Investor Checklist
Use a standard folder and file-naming system.
Maintain one source-of-truth auction tracker.
Assign an owner and due date to every task.
Save dated copies of changing auction lists.
Archive the final bid decision and post-auction result.
Decision Rule: Organization reduces both missed deadlines and repeated research.


PART 2
CHOOSING YOUR MARKET
Match your goals to the right states, counties, neighborhoods, and property types.
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State Selection – Aligning Statutes with Your Goals
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County government is central to the tax-sale process

Aligning state statutes with your investment goals is crucial, as not all states offer the same opportunities. Your investment strategy, risk tolerance, and potential returns should guide your decision on where to invest.
If you aim for high equity growth, you may want to focus on tax deed states. These states can offer high potential returns and greater control, but they require active management.
For potentially faster returns with flexibility, redeemable-deed states such as Georgia, Texas, and Connecticut may be attractive. These states have different statutory returns and redemption periods, which must be verified before investing. This approach can require less active property management, but it may involve communicating with owners, lenders, and legal professionals.
If you prefer a more passive strategy, tax lien states may be a better fit. After preparing for the lien auction and purchasing a lien, the investor primarily tracks statutory deadlines, subsequent taxes, and redemption. If the owner does not redeem, foreclosure or another legal process may be required before the investor can acquire or control the property.
Field Application
State selection begins with the investment outcome you want, then works backward through the legal framework. Build a comparison matrix that includes sale type, redemption structure, auction format, typical payment speed, title process, data availability, travel burden, and professional support. Use the matrix to narrow the country to a small number of states that fit your capital and operating model.
Investor Checklist
Confirm the current governing statutes and official guidance.
Compare sale type and redemption structure.
Evaluate payment speed and capital lockup.
Assess data quality and auction frequency.
Identify local legal, title, and property-management support.
Decision Rule: A favorable statutory return is useful only when the market and operating requirements also fit.
Zero In: Define Your Niche

Now that we have identified the states and counties, let's focus on defining your investment niche. For new investors, I recommend concentrating on single-family residences (SFRs), which include houses, condos, and townhomes. These properties typically offer excellent opportunities to purchase, renovate, and appeal to a broad market. Regardless of your investment type, it is crucial to ensure that once you buy and fix up a property, there will be a ready market for resale, depending on the price point.
For single-family residences, my preferred criteria are three-bedroom, two-bathroom homes ranging from 1,300 to 1,900 square feet. Larger properties, such as four-bedroom, three-bathroom homes, will require a higher maximum bid, making them a viable option if your capital allows.
Condos and townhomes are particularly suitable for new investors due to their generally lower price points and ease of rehabilitation. These properties are often more secure, with typically only one entry point and the presence of neighbors. Additionally, exterior maintenance, such as roofing and landscaping, is usually covered, reducing your responsibilities.
Unless you have experience with multifamily, commercial, industrial properties, or vacant land, I suggest focusing on single-family residences and condos.
When defining your buy box for single-family residences, consider properties built in the 1960s or later. This reduces the variables associated with rehabbing older properties, such as outdated plumbing, electrical systems, and roofing. Additionally, target properties in the suburbs surrounding major downtown areas or cities to ensure a ready market for resale.
Initially, cast a wide net across the county without worrying too much about zip codes. If you encounter areas with less desirable properties, you can narrow your search by zip codes later.
Field Application
A niche is a repeatable set of properties you understand well enough to price quickly. Define the property type, age range, size, neighborhood profile, price band, renovation level, and preferred exit. The narrower the initial buy box, the easier it becomes to compare candidates and recognize an outlier. Expansion should come after consistent execution—not before it.
Investor Checklist
Choose one primary property type.
Set minimum and maximum size and age criteria.
Define acceptable renovation tiers.
Name the preferred and backup exits.
List automatic disqualifiers.
Decision Rule: A clear buy box protects attention as much as it protects capital.
County Selection – Maximizing Opportunity

We are narrowing our county selection based on four key factors:
Auction Frequency and Volume: It is essential to determine if the county has enough sales in a calendar year and enough properties to make it a viable investment opportunity. Our goal is to find a market where we can establish a team of agents, contractors, attorneys, and property managers. A county with consistent auction activity will facilitate ongoing investments and streamline our efforts on the buying end.
Online Auctions vs. Live Auctions: Online auctions offer a great opportunity for numerous sales but tend to be more competitive due to their accessibility. They are an excellent way to build skills initially. Live auctions, on the other hand, involve traveling to sales, which are less competitive but require more logistical planning, such as making travel arrangements. Alternatively, hiring someone to proxy bid and take photos at live auctions is an option.
Economic Drivers: We should consider counties with strong economic drivers, such as military towns, college towns, or areas with significant new development due to high housing demand. These factors can indicate potential for rental income or opportunities for flipping properties. Additionally, suburbs of major downtown areas have historically been good investment markets.
Data Accessibility: The ease of accessing property data varies by state and county. Some states are non-disclosure states, making property cards inconsistent. We use PropStream, a paid service, for its comprehensive and uniform data, which simplifies our research process. When comparing counties, the quality of property cards is crucial. A county with detailed property cards is preferable for efficient research.
By considering these factors, we can make informed decisions about our county selection and streamline our investment process.
Field Application
County selection is an operational decision. A county may look attractive on paper but be inefficient if lists arrive late, records are incomplete, sales are infrequent, or local services are difficult to assemble. Track auction activity for several cycles before committing significant capital. Measure how many properties survive initial screening and how many ultimately meet the buy box.
Investor Checklist
Review at least several prior sale lists.
Measure sale frequency and usable inventory.
Test access to assessor, recorder, GIS, and court records.
Estimate travel and local-service costs.
Confirm buyer demand for the target property type.
Decision Rule: The best county is one that repeatedly produces researchable properties within your buy box.
Analyzing Community Data for Potential Investments: A Professional Guide
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Neighborhood-level analysis provides essential market context

Now, we will discuss the analysis of community data for potential investments, commonly referred to as demographics. There are four key demographics that we need to evaluate:



Employment Centers
Key employment centers include downtown areas, hospitals, universities, and military bases. Proximity to these centers is crucial for investment properties. Despite the rise in remote work, ensuring that properties are within a reasonable commute to major employment centers is vital to maximize the potential buyer pool.

Population
Population growth can be a positive indicator, while population decline may signal risk. It is important to consider the reasons behind these trends. I do not use an exact population number as a cutoff; instead, I emphasize population density. For instance, a county with 95,000 people in a small geographic area could offer stronger investment activity than a county with 105,000 people spread over a much larger area. The National Association of Counties website, www.naco.org, provides useful county information that can be compared with other sources.
Schools
The quality of schools is another crucial factor. Unfortunately, school quality often correlates with property values. In neighborhoods with properties valued under $100,000, schools are rarely rated 7 or 8. However, some of the best deals and most memorable transactions occur in this price range, particularly for first-time homebuyers. Selling to first-time homebuyers can be highly satisfying.
Crime Rates
Crime rates are also a consideration. Higher crime rates can affect property values, insurance, renovation security, tenant demand, and resale. Review both violent- and property-crime patterns at the neighborhood level rather than relying only on a countywide statistic.
Research Tools
Several research tools can assist in gathering demographic data, including:
City-Data: www.city-data.com
NaCo: www.naco.org
AreaVibes: www.areavibes.com
Livability: https://livability.com
Niche: https://niche.com

Field Application
Community analysis should connect demographic information to a specific exit strategy. Population growth alone does not guarantee demand, and a single school rating does not define a neighborhood. Look for multiple reinforcing indicators: household formation, employment access, building permits, days on market, rent trends, vacancy, transportation, and the condition of nearby properties.
Investor Checklist
Define the likely buyer or tenant.
Review population and household trends.
Map major employment and transportation links.
Compare sale velocity and rental vacancy.
Visit or virtually inspect the immediate neighborhood.
Decision Rule: Property value is local; countywide averages should never replace neighborhood-level evidence.
Locating Tax Sales Lists

When reviewing the three different avenues to find tax sale lists, let's start with third-party sites. Third-party sites might include online auction platforms such as RealAuction.com, Bid4Assets, and Grant Street. These platforms are excellent for finding options, but typically, the lists will only be available 30 to 60 days prior to the auction.
The second avenue is third-party sites that provide public records, such as PublicRecords.OnlineSearches.com or Netronline.com. Both resources are included in your materials. These sites have links to the counties that have the sales, making them a strong resource. However, please note that these links could be outdated.
Lastly, a good old Google search can be very effective. Simply search the county name, the state abbreviation, and "tax deed sale" or "tax lien sale" if it's a lien state. You can find whether it's a lien state or a deed state in our county or state resources.
Pro-level and higher members of The Tax Deed Collective have access to our national tax deed and tax lien auction lists. Apprentice members can use the information below to help locate local tax sale lists.
Field Application
Treat the official county or auction notice as the controlling source and third-party websites as discovery tools. Save the list with the retrieval date because properties can be added, removed, postponed, or corrected. Confirm whether the list is preliminary or final and learn how the county publishes updates.
Investor Checklist
Start with the official county sale page.
Record the publication date and sale date.
Download the original PDF, spreadsheet, or notice.
Check for updates and withdrawn properties.
Preserve the source link with the working list.
Decision Rule: A research file is only as reliable as the auction list on which it is based.
Preparing Auction Data for Analysis
To proceed, we need to locate the county list, which may be provided in several formats. Ideally, the list will be in Excel or CSV format. However, it may also be available as a PDF or text file that must be converted to Excel.
The reason for using Excel as the target format is that it allows for easy preparation with minimal paperwork. Below, you will find a link that guides you through the process of formatting both PDF and text files.
We will begin by converting a .txt file into an Excel spreadsheet. Once the conversion is complete, identify and remove redundant or irrelevant columns. You may choose to retain internal case numbers, but make sure they are not mistaken for the parcel number or parcel ID. The objective is to focus on essential data points and highlight key facts.
Field Application
Convert the auction list into a clean working dataset without altering the original. Standardize parcel numbers, addresses, owner names, opening bids, and property types. Add research columns for status, ARV, repairs, title risk, occupancy, maximum bid, source links, and notes. Use a unique identifier so sorting never breaks the connection to the source list.
Investor Checklist
Save an untouched copy of the original list.
Create a unique row identifier.
Normalize parcel and address formatting.
Separate subject address from owner mailing address.
Add source links and a dated status field.
Decision Rule: Data preparation should make errors visible rather than hiding them.
Strategic Data Sorting and Filtering
Let’s discuss the process of sorting and filtering data after converting it to Excel. County lists contain different columns, and not every list will include all the same information. Some may include additional details, but the following data points are essential:
Parcel ID or Property ID: This may be referred to as an account number, folio number, or strap number, depending on the jurisdiction.
Property Address: It is crucial to ensure that we are referring to the subject property and not the owner's mailing address.
Opening Bid: The opening bid is rarely higher than any of the maximum bids. An exception might be in Florida, where the opening bid for homestead properties is based on the assessed value, back taxes, and fees. Even in this case, the maximum bid is likely to exceed the opening bid.
Property Characteristics: This information is often incomplete, and additional research, such as a Google search, may be necessary to gather more details.
Owner Name: This is vital for conducting thorough research.
Analysis Columns: These include the ARV (Assessed Replacement Value), maximum bid, and a column for notes.
I recommend performing this filtering process three weeks before the auction. You can do this on the same day you convert the list. Once the list is converted, it is advisable to sort and filter it immediately.
Field Application
Filtering should move from inexpensive disqualifiers to expensive research. Begin with property type, obvious land or structure issues, opening bid, location, and basic value indicators. Only then spend time on title, detailed comparable sales, contractor estimates, and legal questions. Use consistent status codes so the reason for every rejection remains clear.
Investor Checklist
Define automatic exclusion rules.
Apply low-cost filters first.
Use color and status codes consistently.
Retain the reason a property was rejected.
Escalate only viable candidates to full due diligence.
Decision Rule: The goal is not to research every property equally; it is to spend the most time on the best candidates.
Initial Filtering of Properties

When considering property types, we are primarily interested in single-family residences, condos, and townhomes. If you encounter a listing labeled "V/L," it indicates vacant land. Vacant land can also be identified by the absence of a street number or a number listed as zero.
I personally keep properties marked as "red" to track the evolution of the list. Some investors prefer to delete or hide these rows, but I find it helpful to see the changes each time I review the auction. If a property has been redeemed, it will be updated accordingly.
Although opening bid analysis is rarely a significant factor, it is important to consider. If I am comfortable owning the property at the opening bid, it is marked as "green." However, if the opening bid is high, I will verify the property's condition using third-party sites such as Zillow, Redfin, or Realtor. These sites provide updated information, including any recent damage or changes in value. If conclusive evidence of issues is found, the property will be marked as "red."
Field Application
The first filter should answer three questions: Is this the property I think it is? Is it within the buy box? Is the opening bid low enough to justify more work? Confirm that the parcel, structure, and address correspond. Flag vacant land, common areas, narrow strips, mobile homes without land, and parcels with unclear access for specialized review.
Investor Checklist
Match parcel, address, and map location.
Confirm the property class and visible use.
Compare opening bid with a rough value range.
Flag access, land-only, and ownership anomalies.
Move only plausible candidates to detailed research.
Decision Rule: A fast, consistent first pass preserves time for the properties that deserve deeper analysis.
Final List Realignment and Preparation

Final list realignment and preparation are critical components of the process. When sorting the list, you have two options:
Sort the list by a specific filter and then realign it after you finish.
Leave the list in its original order and disqualify properties as you see fit.
Given my interest in a variety of different property types, I do not adjust the original list based on property type. Instead, I leave the rows in their original order and mark properties I am not interested in with red.
If you choose to sort by different filters, it is essential to restore the list to the same order as the original. The easiest way is to add a column with sequential numbers from the first row to the last. You can then restore the original order by sorting that column from smallest to largest. Maintaining order is crucial because counties may remove properties after taxes are paid. Those changes can lead to misidentification and bidding confusion, potentially causing an investor to target the wrong property.
To avoid such issues, I print two copies of my most recent Excel list, arrive at the auction early, and strike through properties that have been removed. Visit the county site or auction platform the night before the auction to obtain the latest list. Even that list may not be final because property owners may be able to pay their taxes or redeem their properties until the applicable deadline. Maintaining order is vital to avoid bidding confusion and costly mistakes.
Field Application
Before auction day, reconcile the working file with the newest official list. Confirm that row order, parcel number, bid amount, and status still match. Produce a concise bid sheet containing only approved properties, maximum bids, essential warnings, and payment requirements. Keep the full research file available for reference, but do not force yourself to navigate it while bidding.
Investor Checklist
Download the latest official update.
Reconcile removals, postponements, and opening-bid changes.
Verify maximum bids one final time.
Prepare a short auction-day bid sheet.
Confirm deposits, payment method, and buying entity.
Decision Rule: Auction-day simplicity is created by pre-auction discipline.

PART 3
PROPERTY RESEARCH
Build a repeatable due-diligence process that protects your capital.
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Introduction to Property Research
Strong deals are built during research, long before the bidding begins.
Three Critical Aspects of Property Research
The Importance of Property Research: Property research is fundamental to making informed real estate investment decisions. It helps investors understand market conditions, identify high-profit opportunities, evaluate investment potential accurately, and make well-informed bidding decisions or offers.
The Property Research Process: The property research process involves a systematic approach that includes gathering data from reliable sources, analyzing property characteristics, evaluating comparable sales, determining maximum bid amounts, and assessing potential risks and returns.
Key Components of Property Research
Public Data Sources: These include the county assessor’s site, the appraiser’s office, GIS maps, and plat maps from the county.
Online Tools: These include mapping tools such as Google Street View, Google Earth, Google Maps, and Bing Maps. Real estate websites such as Homes.com, Xome, Movoto, Realtor.com, Redfin, Zillow, and occasionally Trulia can also be valuable resources.
Research Checklist: This is where all data is recorded, either manually or using our TDC Excel spreadsheet, which will be shared with you. The analysis performed helps arrive at an After Repair Value (ARV), which is crucial for establishing the Maximum Bid.
When property research is conducted correctly, it typically leads to competitive bids and profitable deals.
Field Application
Property research is a chain of verification. Every important conclusion should be supported by a source and retrieval date. Begin with identity, then move through physical characteristics, location, value, condition, title, occupancy, costs, and exit. If two sources conflict, do not average them—resolve the conflict or price the uncertainty into the bid.
Investor Checklist
Verify parcel identity and legal description.
Document physical characteristics and location.
Estimate value from relevant comparable evidence.
Investigate title, liens, and occupancy.
Record sources, dates, assumptions, and unresolved questions.
Decision Rule: Good research does not eliminate uncertainty; it identifies and prices it.
Understanding Property Data Sources I
Governmental maps serve as essential data sources for Geographic Information System (GIS) maps and plat maps. Plat maps illustrate subdivision layouts and property boundaries, typically providing lot dimensions of the parcel. GIS maps, on the other hand, offer more comprehensive information and are usually interactive. They include details such as the parcel number, street number, and dimensions, as well as the structures within the boundary. This information is particularly crucial when ensuring the correct property is being purchased.
Additionally, accessing aerial imagery is important for obtaining aerial views. This can be done through platforms like Google Maps, Google Earth, or Bing Maps, which often provide up-to-date aerial views for recently constructed properties. It is also necessary to review zoning information, which is found with the property card and aligns with the structure on the property. Occasionally, there may be opportunities for value addition through use changes or rezoning, which can immediately enhance the property's value. In real estate, the goal is always to identify the highest and best use of property.
Furthermore, it is important to consider environmental factors such as floodplains. If there are concerns about flood risk, consult the official FEMA Flood Map Service Center and relevant local floodplain records.
Field Application
County assessor, recorder, GIS, court, tax, and code-enforcement systems answer different questions. Learn what each source is designed to show and what it does not prove. An assessor record may describe improvements but not establish clear title. A GIS boundary may assist orientation but not replace a survey. A recorded deed may identify an owner but not reveal every current claim.
Investor Checklist
Use assessor records for characteristics and assessment history.
Use recorder records for deeds and recorded encumbrances.
Use GIS for mapping and parcel context.
Use court records for litigation and probate indicators.
Use qualified title and survey professionals for material conclusions.
Decision Rule: The source must match the question; no single database completes due diligence.
Understanding Property Data Sources II
Let me provide some useful tips for analyzing properties during the data-source review process.
Identifying Condos and Townhomes: Although condos and townhomes may look similar, their ownership structures differ. A condominium unit may have no separate land value on the assessor record because the owner holds the unit plus an undivided interest in common elements. In contrast, a townhome owner commonly owns the land beneath the home, including associated patios or porches. Verify the legal description and local assessor treatment for the specific property.
Understanding Mobile Homes: Mobile and manufactured homes can be attractive because of their price points, but ownership must be verified carefully. A home may be treated as personal property even when the underlying land has a value. If the home is permanently affixed and legally converted, it may be treated as real property. Confirm the title status, land ownership, assessor classification, and whether the home is included in the sale.
Appraised Values vs. Assessed Values: Homeowners can challenge their assessed values. About 25 to 30 years ago, appraised values began to diverge from assessed values because homeowners could challenge the assessed value during market drops. Property taxes are based on the assessed value multiplied by a millage rate. Counties can adjust the millage rate and assessed value to achieve the desired property tax income while keeping the assessed value lower than the Fair Market Value, making it harder for homeowners to challenge.
Importance of GIS Maps: GIS maps are increasingly embedded in property cards. While they used to require a separate search, nowadays, about 80-90% of property cards include GIS maps. These maps are crucial in the research process.
Field Application
Resolve anomalies before valuation. A land value without an improvement value, an unusual tax classification, a mismatched address, or inconsistent square footage may indicate a data problem or a materially different asset. Compare multiple official records and examine aerial and street imagery. When the ambiguity cannot be resolved, lower the bid or remove the property.
Investor Checklist
Compare assessor, GIS, recorder, and auction identifiers.
Investigate missing or inconsistent improvement data.
Confirm whether a mobile or manufactured home is included.
Check unit numbers and condominium legal descriptions.
Treat unresolved identity issues as material risk.
Decision Rule: A valuation is meaningless if it is attached to the wrong parcel or property type.
Leveraging Online Tools
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Online tools support research and auction preparation
Now that we have visited the property card, our next step is to leverage online tools. These tools will enable us to make quicker and more informed decisions.
Our first step in utilizing online tools is to visit Google Maps. Simply copy the property address, paste it into Google Maps, and perform a search. The first thing you want to do is identify the property. Ensure that the property you are looking at is the one of interest. Do not rely solely on the numbers on Google Maps. To identify the property, first look at the curb, then check the mailbox (both sides if necessary). If the address is not on the curb or mailbox, look above the garage door on either the left or right side. If you still cannot find it, it is next to the door of the house. If all these methods fail, return to the GIS map and count structures from a landmark.
Once the property is identified, walk the street to observe the types of properties in the area. Assess whether the area is homogeneous in terms of similar structures, the condition of the properties, and the general upkeep of the neighborhood. Determine if the area is owner-occupied or renter-occupied, which can typically be discerned by walking the neighborhood. After gaining a good understanding of the neighborhood, move on to the aerial view.
The aerial view allows you to identify any amenities on the properties, such as pools, spas, decks, patios, porches, and landscaping. Assess the size of the property and any external influences that may affect its value. Consider whether the property backs up to a garbage dump, multifamily housing, a supermarket, or positive features like a lake, ocean, golf course, or mountain views. In Las Vegas, a strip view is highly valued. Lastly, rate the neighborhood and external influences on a scale of 1 to 10, keeping in mind that a rating of 7 is considered average.
If Google Maps does not provide sufficient information, use Bing Maps, which offers similar tools. After completing the map analysis, proceed to third-party valuation sites. The sites we currently use are Homes.com, Xome.com, Movoto.com, Realtor.com, Redfin.com, and Zillow.com. Use several sources to develop a preliminary understanding of the property’s value, but do not assume that averaging automated valuation models produces an accurate appraisal. Each estimate should be tested against relevant closed comparable sales.
Finding comparable sales is simpler than it may seem. Redfin and Zillow can help identify comparable sales that fit the parameters used to estimate a property’s value. If comparable sales are not readily available, use search filters for recent closed sales and select only those that are relevant to the subject property.
Field Application
Online tools accelerate research but should not create false confidence. Street imagery may be old, automated valuations may use poor comparables, and listing sites may repeat incorrect facts. Use online tools to form questions, identify patterns, and locate potential comparables. Confirm key facts through official records, current photographs, local professionals, or site inspection.
Investor Checklist
Check imagery dates whenever available.
Compare several map and aerial sources.
Verify comparable-sale distance, date, size, and condition.
Separate active listings from closed sales.
Document discrepancies instead of choosing the most favorable number.
Decision Rule: Convenience is valuable, but verification protects the bid.
Creating a Research Checklist
 Now that we have compiled all the data regarding the practical characteristics of the property, we need to create our research checklist. This checklist can be in three different formats: a blank PDF, an editable PDF, or an Excel spreadsheet. All these resources are available to you as part of the program. The Excel spreadsheet is the most advanced research checklist we offer, designed to help you research your property quickly and efficiently while ensuring you cover all necessary details.
The research checklist brings structure to your research process and helps you make informed decisions based on complete information. Let's start with the auction information. We review this information three weeks before the sale to ensure we have the auction date, time, platform (online or live), address, registration rules, deposit requirements, and payment terms. We will add all this information to our Google Calendar for the auction.
We obtain property details from the property card and other verified sources. The key details include living area, year built, bedroom and bathroom count, lot size, and construction type. We often focus on properties built in the 1960s or later because they may have fewer age-related variables. However, experienced investors may also find profitable opportunities in older homes.
Lot size is particularly important in areas outside subdivisions, where there might be excess land that can be subdivided and sold for a profit. We also consider the construction type, such as brick, wood frame, or concrete block, and the exterior materials like stucco or siding. Amenities like pools, spas, decks, enclosed patios, and porches are also noted.
The date and details of the most recent arm’s-length deed can provide useful ownership-history context. However, no single deed date establishes clear title; liens, encumbrances, probate, litigation, and later recordings must also be researched.
To recap our indicators of value, the property checklist includes several automated value estimates and comparable-sales evidence. Automated estimates may provide preliminary context, while relevant closed sales support the after-repair value (ARV). Reconcile these indicators rather than relying on a simple average. Then calculate the maximum bid by applying the selected all-in factor to ARV and subtracting estimated rehabilitation and other applicable costs. Estimate rehabilitation conservatively when material conditions are unknown.
Field Application
A checklist turns expert judgment into a repeatable process. Organize it by decision gates: identity, eligibility, value, physical risk, title and legal risk, costs, exit, and final approval. Include a space for the source, date, reviewer, and confidence level of every material item. A checklist should allow another trained person to understand how the maximum bid was reached.
Investor Checklist
Use required fields for every material fact.
Record source links and retrieval dates.
Mark unknowns explicitly.
Require a final risk and exit review.
Archive the approved checklist with the bid decision.
Decision Rule: If a question matters to the bid, it belongs on the checklist.
Interpreting Property Data, ARV, and Maximum Bid
 Identifying High Profit Potential Deals
Over the past 30 years, I have achieved my greatest returns on deals that most people would not pursue, could not execute, or did not recognize the property's potential. It is important to note that real estate investors should have a different perspective than someone purchasing real estate as an owner-occupant. Developing the ability to recognize value where others do not will be a key component of your success as an investor.
When conducting my initial research, I ask myself one simple question: “Would I want to own that property for the minimum or opening bid?” If the answer is yes, I will proceed to the final research phase. It is worth mentioning that there have been hundreds, if not thousands, of properties that I would not own even if they were offered to me for free.
While I gladly bid on properties that are in excellent condition, newer, and located in great neighborhoods, these are usually the most competitive properties, resulting in bids that are extremely difficult to profit from. I look for houses with "warts" but good bones. These are typically houses that are structurally sound but cosmetically unappealing. Common factors include overgrown grass, poor paint, bad roofs, or design flaws. These homes, which can usually be transformed with a modest rehab budget, are often referred to as "diamonds in the rough" or value-add propositions. They are frequently overlooked by competition.
A simple formula for determining the maximum amount you are willing to bid on a property is the maximum-bid formula: Maximum Bid = (ARV × All-In Factor) − Estimated Rehabilitation. ARV means after-repair value. The all-in factor is the percentage of value an investor is willing to commit to acquisition and project costs while preserving the required profit. For single-family residences and vacant land, that factor is informed by comparable sales and the exit plan. For two- to four-unit and multifamily properties, gross rent multiplier (GRM) and income analysis may also be relevant; for larger multifamily and commercial properties, capitalization rates are commonly used. Estimated rehabilitation is the projected renovation cost based on an itemized scope, local estimates, or a reliable construction-cost resource.
The variables that influence your All-In Factor include your profit margin target (the dollar amount or percentage you expect to make), risk assessment (property condition and market volatility), competition level (usually reflected in desirable locations), and property uncertainty (unpredictable rehab costs).
Your Max Bid should be based solely on the predetermined numbers derived from your market and property research. When determining your ARV, be slightly conservative when necessary and aggressive when estimating rehab costs if there are unknowns. This approach will result in a built-in cushion. I use 30% as a targeted return. If needed, you can adjust your Max Bid up or down depending on your personal preference.
Field Application
ARV is an opinion supported by comparable evidence, not a number copied from a website. Select sales that resemble the subject in location, property type, size, age, condition, and buyer appeal. Adjust conservatively and explain every material adjustment. Then convert ARV into a maximum bid by subtracting rehabilitation, holding, financing, title, legal, selling, and contingency costs plus the required profit.
Investor Checklist
Use closed, relevant, recent comparable sales.
Reconcile conflicting value indicators.
Estimate repairs by scope and local cost.
Include every transaction and holding cost.
Round the final bid down to preserve discipline.
Decision Rule: The maximum bid is a risk-control number, not a prediction of what others will bid.
Advanced Property Information Sites
 Our primary source of property data is typically the information available on the targeted county's website. Each county has its own property card, which provides varying degrees of information and unique formats and layouts.
With advancements in technology and the growth of AI, premium data solutions have emerged that consolidate the information needed for thorough research. Tax Deed Collective offers a proprietary report tool that provides insights into the subject property. Additionally, PropStream and ATTOM Data are paid subscription services that offer comprehensive retail real estate data. At Tax Deed Collective, we utilize and have partnered with PropStream for our detailed research.
These sites are crucial for research in non-disclosure states, particularly California and Texas. Some strategies in redeemable deed states rely on mortgage information to make informed decisions. Detailed ownership history and contact information are often found in both PropStream and ATTOM Data. This information is essential for several advanced tax-distressed purchasing strategies, as well as for researching existing liens and encumbrances.
In conclusion, these tools assist investors in making informed decisions by aiding in accurate property valuations, providing access to lender contact information, and offering details on existing liens and encumbrances.
For more information, please refer to our resource page for links to PropStream, PropWire, and ATTOM Data.
Field Application
Premium data platforms are useful for speed, nationwide consistency, mortgage clues, ownership history, and preliminary comparable analysis. They remain secondary sources. Provider data can lag, merge parcels incorrectly, or misclassify transactions. Use premium tools to broaden the search and identify questions, then verify the facts that materially affect ownership, value, or bid price.
Investor Checklist
Compare provider data with county records.
Confirm deed and mortgage details in recorder records.
Validate comparable sales before using them.
Watch for duplicate or non-arm’s-length transactions.
Save the report date and provider name.
Decision Rule: A paid subscription improves access; it does not replace professional judgment.

PART 4
FINANCIAL ANALYSIS
Estimate repairs, model costs, calculate profit, and set a disciplined maximum bid.
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Investment Spreadsheet Structure
When recording your research, we recommend using the TDC Excel spreadsheet. You can also use our editable blank property checklist, which I still use from time to time, mainly for vacant land. The TDC Excel spreadsheet is a powerful, customizable template designed for comprehensive property-investment analysis. It helps ensure that no critical data is missed while supporting repeatable, scalable research. The spreadsheet is designed for speed, accuracy, thoroughness, and a presentable format that is easy to share with investors and prospective investors. Keeping all your research in one readily available, adjustable file is extremely valuable.
The design follows the actual research process. First, enter the property details that form the foundation of the analysis. For every single-family residence, gather the lot size, square footage, year built, property type, bedroom and bathroom count, and parking information. Also gather the assessor’s parcel number (APN), taxes, fair market value (FMV) or assessed value, most recent arm’s-length deed date, and any amenities.
Next, use Google Maps or Bing Maps to view the house, examine the neighborhood, and review aerial imagery of the subject and surrounding properties. You can also research schools and crime patterns in the immediate area.
The next step is value analysis, which focuses on two indicators: third-party estimates and comparable sales. Reconcile those indicators to determine ARV. Then complete the cost analysis, which consists of rehabilitation and expense projections. This allows us to calculate the maximum bid. Finally, analyze potential profit and adjust the maximum bid, if necessary, based on the documented risk assessment.
The cell color codes also guide use: white cells are for manual data entry, while blue and yellow cells contain formulas. Watch for drop-down lists.
Field Application
A strong investment spreadsheet separates inputs, calculations, and decisions. Manual inputs should be clearly distinguished from formulas, and every major assumption should have a source or note. Protect formula cells, use data validation where practical, and create a summary that displays ARV, total cost, maximum bid, projected profit, ROI, and key warnings.
Investor Checklist
Separate assumptions from calculated fields.
Label all units and percentages.
Protect or visually distinguish formulas.
Add source and confidence notes.
Test the model with known sample deals.
Decision Rule: A spreadsheet should make the decision easier to audit, not merely faster to calculate.
Rehab Cost Estimates
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An investor and contractor reviewing renovation scope
The numbers should make the decision for you. Your job is to calculate them honestly.
General rehabilitation costs can be divided into three categories from an investor’s perspective.
Tier 1 is a light rehabilitation. It includes the basic work required on most projects, such as paint, flooring, fixtures, minor repairs, cleaning, and landscaping. These costs should be included in nearly every renovation budget.
Tier 2 includes all Tier 1 work plus age-related repairs. It may require replacing some or all major mechanical systems, including plumbing, electrical, HVAC, and the water heater. Investors should also evaluate the roof, windows, and exterior components.
Tier 3 includes all Tier 2 work plus a full interior demolition, replacement of mechanical systems, structural repairs or alterations, and potentially a new roof. Full renovations require detailed planning, experienced contractors, and a larger contingency.
Every investor should develop an understanding of rehabilitation costs. Even if the business plan is limited to wholesaling, knowledge of local costs is essential when establishing a purchase or assignment price. Many renovation components can be estimated using current material prices and contractor input. PropStream includes a built-in rehabilitation calculator through Bluehammer that can help investors develop preliminary estimates. Consult the TDC rehabilitation resource page for general project estimates, then verify them against local labor, material, permit, and disposal costs.
Field Application
Estimate rehabilitation from a written scope of work, even when interior access is unavailable. Divide the project into exterior, structure, roof, mechanical systems, kitchen, baths, surfaces, safety, permits, cleanup, and contingency. Use local unit costs and contractor input. When condition is unknown, model more than one tier rather than relying on a single optimistic number.
Investor Checklist
Create line items by trade and building system.
Use local labor and material assumptions.
Include permits, debris, utilities, and project management.
Price inaccessible areas conservatively.
Update the estimate after access and contractor review.
Decision Rule: The rehabilitation budget should explain what work is included and what remains unknown.
4-5 Contingency Planning
 Renovation is one of the most challenging parts of tax deed investing, but it can also create substantial value. Most rehabilitation problems stem from inadequate planning, weak cost estimates, or an insufficient contingency.
A contingency creates a buffer for unexpected expenses. Avoid being overly cautious, but include a questionable repair in the initial estimate when there is a reasonable chance it will be necessary.
A contingency is an educated estimate based on the property’s age, visible condition, and scope of work. Some issues cannot be predicted and can quickly increase renovation costs. Conservative estimates create a cushion against loss. Depending on the project, include an appropriate miscellaneous allowance in the rehabilitation budget for items such as broken windows, an unserviceable water heater, or a buyer’s request for appliances.
A buyer’s home inspector will also identify minor issues that may need to be addressed through negotiation. A contingency gives the seller flexibility when deciding which repairs or concessions to accept.
Field Application
Contingency should reflect known uncertainty, not a universal percentage applied without thought. A newer, inspected property may justify a smaller reserve than an occupied property with no interior access. Identify the major unknowns, estimate their potential cost, and decide whether the remaining margin is sufficient. Also plan schedule contingency because delay creates holding costs.
Investor Checklist
List unresolved physical and legal risks.
Assign a likely cost range to each.
Include time-related holding costs.
Set a minimum remaining profit after the downside case.
Know which discovery would cause the project to stop.
Decision Rule: Contingency is part of the bid—not extra money discovered after the auction.
4-6 Seller’s Closing Costs
 Seller’s closing costs are recurring transaction expenses that must be included in profit projections. A useful planning estimate is approximately 10% of ARV, including real estate commissions, title and escrow charges, transfer or recording costs, concessions, and other sale-related expenses. Actual costs vary by market and transaction.
In some transactions, a seller may pay for a home warranty, termite coverage, or other buyer concessions. Although these costs may be modest individually, they add up and must be included in projected profit.
Field Application
Selling costs vary by exit strategy and market. Build a line-item estimate for brokerage, title or escrow, transfer charges, recording, concessions, warranties, staging, cleaning, repairs after inspection, and financing payoff. For a wholesale or investor resale, use the costs that actually apply rather than a generic retail percentage.
Investor Checklist
Choose the expected exit before estimating costs.
Obtain current local title and settlement estimates.
Model likely buyer concessions.
Include taxes, payoff charges, and prorations.
Run a higher-cost scenario before setting the bid.
Decision Rule: Profit is measured after the property is sold and every closing cost is paid.
4-7 Post-Sale Holding Costs
 Holding costs are the expenses associated with owning and maintaining a property before resale or stabilization. They must be included because they can accumulate quickly, even during a four- to six-month project.
Key holding costs include property taxes, homeowners insurance, utilities, security, lawn care, and routine maintenance. For condominiums and townhomes, include homeowners association dues as well.
Another potential cost for condominiums is a special assessment. Before bidding, contact the homeowners association to ask about current assessments, pending assessments, unpaid balances, litigation, and transfer requirements.
Field Application
Holding costs begin when ownership or financial responsibility begins and continue until the property is sold, refinanced, or stabilized. Build a monthly carrying-cost schedule and multiply it by a realistic timeline. Include taxes, insurance, utilities, security, lawn care, association dues, financing, and routine maintenance. Then run a delay scenario.
Investor Checklist
Identify the start date for each expense.
Estimate monthly fixed and variable costs.
Model the base timeline and a delayed timeline.
Include vacancy and utility activation costs.
Update actual costs throughout the project.
Decision Rule: Time is an expense; every delayed month changes the deal.
Maximum Bid Determination
The maximum bid is the highest price we are willing to pay at auction while preserving an acceptable profit margin. It is calculated by determining ARV and subtracting rehabilitation, holding, acquisition, financing, and selling costs. ARV is the after-rehab value; FMV is the property’s value in its current condition. Use the Max Bid Formula presented earlier and verify that every input reflects the subject property and market.
I typically target a minimum profit margin of 30%, with adjustments for risk. A straightforward property with fewer variables may justify a slightly lower target. A difficult property with greater uncertainty should carry a larger margin—sometimes 40% to 45%—to absorb unexpected costs or delays.
Ultimately, the target return on investment (ROI) is an individual decision. Important factors include the cost of capital, familiarity with the market, the quality of the investment team, and proximity to the property. The decision should reflect a disciplined risk-versus-reward analysis.
Field Application
The maximum bid is the point at which the expected return no longer compensates for the risk, work, and capital involved. It should be approved before bidding and changed only when new verified information changes an input. Keep a visible calculation sheet during the auction and never add expected appreciation merely to justify a higher bid.
Investor Checklist
Use a conservative, supported ARV.
Include acquisition, rehab, title, holding, financing, and selling costs.
Add an uncertainty reserve.
Require the target profit and ROI.
Stop bidding when the predetermined limit is reached.
Decision Rule: A property lost above your maximum bid is not a lost opportunity; it is a protected investment decision.
Scenario Analysis with Excel

The Tax Deed Collective Excel spreadsheet allows us to analyze multiple scenarios. After saving the original analysis, model changes in ARV, rehabilitation costs, project duration, holding costs, and other major assumptions. For example, a Tier 1 rehabilitation may justify a lower repair estimate, while a new market may require a longer timeline and higher carrying costs.
Scenario modeling reveals potential risk before the final bid is set. It tests the effect of variables that are uncertain but plausible, keeps the decision data-driven, and creates a ready contingency plan if conditions change.
Field Application
Scenario analysis tests whether a deal remains acceptable when reality differs from the base case. Build at least three cases: expected, downside, and severe downside. Change only a few material variables at a time—typically ARV, rehabilitation, timeline, financing, and selling costs—so you can see what drives the result.
Investor Checklist
Create expected, downside, and severe-downside cases.
Stress ARV, rehab cost, and holding period.
Identify the break-even bid.
Document the variables with the greatest impact.
Base the final bid on a survivable downside.
Decision Rule: A robust deal does not require every assumption to be perfect.



PART 5
AUCTION EXECUTION
Prepare, register, bid, pay, and move confidently from research to ownership.
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From Research to Purchase
Auction day should feel like the final step in a process, not the beginning of an improvisation.
Online Auction Platforms
Over the past 25 years, the tax sale process has steadily moved from live auctions to online platforms. This shift has increased convenience and access, but it has also increased competition. Investors should be prepared to participate online while continuing to evaluate live auctions where they remain available.
Major online auction platforms include RealAuction, Bid4Assets, Grant Street, and GovEase. Platform availability varies by jurisdiction.
Before registering, confirm the auction date, registration deadline, deposit requirement, payment deadline, accepted payment methods, bidding format, and refund process. Review the rules for every auction because procedures vary by platform and jurisdiction.
For example, some RealAuction events require a deposit equal to 5% of your expected spending limit and adjust buying power as bids are won. Because rules can vary by county and sale, verify the current requirements on the specific auction page.
Some Grant Street events require deposits tied to active bids. This can require closer management because deposits may remain committed while multiple bids are active. Verify the rules for the specific sale before bidding.
Bid4Assets requirements vary by sale and may include a fixed deposit and a nonrefundable registration or application fee. Confirm all current fees, bidding limits, and payment deadlines on the sale page.
Two critical auction features are proxy bidding and closing procedures. Proxy bidding differs by platform: some systems automatically increase a bid up to the bidder’s maximum, while others use different rules. Closing procedures may use a fixed end time or extend bidding when a late bid is placed.
Auction end times are important because they affect bidding strategy. Some platforms close properties sequentially, while others use staggered or extended closing. Observe an auction before bidding so you understand the pace and interface.
The key takeaway is to study the specific auction rules before participating. Follow at least one auction without intending to bid, and consider placing a small practice bid only after you understand the platform and have completed due diligence.
Pre-Auction Preparation
Pre-auction preparation is essential to a disciplined online bidding strategy. Select target auctions four to eight weeks in advance, complete registration early, confirm deposits and payment procedures, and finalize property research before bidding begins.
Field Application
Auction execution should follow a written operating procedure. Before bidding opens, confirm registration, deposits, bidder identity, payment method, maximum bids, and backup communication. During bidding, record active bids and remaining buying power. After a win, save confirmation immediately, initiate payment, and begin the post-sale checklist.
Investor Checklist
Observe the platform before the target auction.
Verify registration and cleared deposit.
Use a concise approved bid sheet.
Track buying power and active bids.
Launch payment and post-sale tasks immediately after a win.
Decision Rule: The auction interface should never be the place where the investment decision is made.





PART 6
ALTERNATIVE OPPORTUNITIES
Expand beyond the auction through OTC properties, land banks, commissioner sales, and a strong team.
[image: ]
Over-the-Counter and Land Bank Properties
Over-the-counter (OTC) properties went to auction but did not receive a qualifying bid. That does not automatically mean they lack value. Attendance may have been light, the property may have fallen outside other bidders’ criteria, or its condition may have required more work than bidders wanted to undertake. Because an OTC property can remain available for years, later appreciation or neighborhood improvement may turn a previously unattractive property into a viable deal.
For example, a property that failed to sell eight years ago may now warrant a fresh analysis because property values, rents, or neighborhood conditions have changed.
OTC properties can often be purchased on a first-come, first-served basis. Confirm availability and pricing directly with the county, then use any permitted review period to complete title, property, and financial due diligence before purchasing.
Land bank properties can resemble OTC opportunities, but the selling entity and objectives differ. Land banks are often mission-driven organizations focused on community revitalization. Purchasers may need to submit an application, renovation plan, proof of funds, and project timeline.
Field Application
OTC and land bank inventory should be treated as a new acquisition channel, not as leftover auction property. Ask why the property remained unsold, what obligations accompany the purchase, and whether the current market has changed the economics. Land banks may impose renovation deadlines, owner-occupancy requirements, development standards, or proof-of-funds conditions.
Investor Checklist
Confirm the selling entity and authority.
Request current pricing and application rules.
Research title and surviving obligations.
Inspect development or renovation requirements.
Model the property using current—not historical—market data.
Decision Rule: Time can improve a property’s economics, but it can also increase taxes, deterioration, and legal complexity.
Understanding Commissioner Sales
Commissioner sales are not uniform across the United States. Their purpose, procedures, and legal effect vary by jurisdiction. For this guide, the primary focus is on county-owned or tax-related properties sold outside the ordinary tax sale process. Some properties previously failed to sell, and some sales may include a redemption period. The minimum bid may not be tied to the delinquent taxes.
Commissioner sales may also arise from estate settlements, divorce proceedings, partition actions, foreclosures, or other judicial matters. Research the specific sale and jurisdiction carefully because procedures differ and some liens or interests may survive. These sales can include overlooked vacant land and nonperforming commercial or industrial property.
Finding Agents and Contractors
Finding the right professionals is crucial to real estate investment success. Investor-friendly agents and reliable contractors can make the difference between profitable deals and costly mistakes.
When searching for an agent, look for experience with investors, property management, out-of-state clients, and 1031 exchanges. An agent who is also a property manager or investor may provide useful continuity from acquisition through renovation, leasing, or resale. Local knowledge of values, rents, rehabilitation costs, and market trends is especially valuable to an out-of-state investor.
For one- to four-unit residential income property, the agent or property manager should understand gross rent multipliers (GRMs), lease rates, operating expenses, and applicable housing programs. For larger multifamily property, look for experience with net operating income (NOI), vacancy, capitalization rates, and investment returns. For every property type, the agent must be competent in valuation and ARV analysis.
Contractor referrals are often the best starting point, especially when the contractor has completed acceptable work for a trusted peer. Before awarding a full renovation, test a new contractor on a smaller project when practical. Local REIA meetings, investor meetups, and professional referrals can help build a reliable network.
Field Application
The term commissioner sale can describe different legal proceedings. Before analyzing the property, identify the court, case, legal authority, commissioner, and exact interest being sold. Read the order of sale and bidder terms. Determine whether confirmation, redemption, liens, occupancy, or special payment rules apply.
Investor Checklist
Identify the case and issuing court.
Read the order, notice, and terms of sale.
Determine what interest the purchaser receives.
Investigate surviving liens and confirmation requirements.
Use local counsel for material legal uncertainty.
Decision Rule: The sale label is not enough; the underlying case controls the process.
Alternative Acquisition Channels
Build alternative acquisition contacts in every market targeted for tax deed purchases. Two important sources are wholesalers and agents who specialize in working with investors. Join the local Real Estate Investors Association and other industry groups to meet investors, wholesalers, lenders, contractors, and agents. These relationships can establish a steady pipeline of off-market opportunities.
Strong wholesalers, investor agents, and bird dogs are in demand. Unlike a scheduled auction, an off-market opportunity can appear at any time. Be prepared to evaluate the property and, when appropriate, submit competitive terms quickly. Before promising a cash closing, short closing period, or limited contingencies, confirm that your capital, due diligence, and closing team can support those terms.
Field Application
Alternative channels stabilize deal flow when auctions become highly competitive. Build relationships with wholesalers, investor-focused agents, lenders, attorneys, property managers, probate professionals, and local investors. Give each contact a precise buy box and respond quickly when a matching opportunity appears. Evaluate every deal with the same underwriting standards used for auction property.
Investor Checklist
Prepare a one-page buy-box summary.
Track sources and follow-up dates.
Respond quickly without skipping due diligence.
Compare off-market terms with auction economics.
Measure which relationships produce qualified opportunities.
Decision Rule: A broader pipeline is valuable only when underwriting discipline remains consistent.
Building Your Investment Team
Develop wholesaler relationships by immersing yourself in the target market through REIA meetings, investor meetups, social media groups, referrals, and local advertising. When contacting a wholesaler, explain your buy box clearly and ask to receive opportunities that match it.
For contractors and agents, start with professional referrals and search for experience with both local and out-of-state investors. Evaluate reliability as carefully as technical ability: verify references, recent projects, licensing where required, insurance, communication practices, budgets, and completion history.
Find private and hard money lenders through investor referrals, professional networks, and targeted searches. Ask about rates, points, loan-to-cost limits, draws, appraisal requirements, fees, extensions, and preferred contractors before relying on a lender for an auction purchase.

Field Application
Build the team before it is needed. At minimum, identify legal and title support, insurance, property access and security, valuation, contracting, property management, financing, and resale representation. Clarify who makes decisions, who approves costs, and how updates are reported. Create a backup for every role that can delay a closing or project.
Investor Checklist
Create a market-specific vendor roster.
Define role, scope, rates, and response expectations.
Verify credentials and insurance where applicable.
Use shared folders and written status reports.
Review performance after every project.
Decision Rule: Systems allow good professionals to work together; relationships alone are not an operating plan.
INVESTOR FIELD WORKBOOK
Use these worksheets as repeatable templates for market selection, property due diligence, bid approval, auction execution, and post-deal review.
WORKSHEET 1: INVESTOR READINESS PROFILE
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Primary investment goal:  ________________________________________________________________________
Capital available for acquisition:  ________________________________________________________________________
Capital reserved for post-sale costs:  ________________________________________________________________________
Hours available per week:  ________________________________________________________________________
Preferred sale type:  ________________________________________________________________________
Primary property type:  ________________________________________________________________________
Preferred exit strategy:  ________________________________________________________________________
Maximum distance from home market:  ________________________________________________________________________
Current team members:  ________________________________________________________________________
Skills or relationships still needed:  ________________________________________________________________________
Approval question: Does the selected strategy fit your current capital, time, experience, and risk tolerance?
WORKSHEET 2: JURISDICTION PROFILE
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
State and county:  ________________________________________________________________________
Governing statute or official authority:  ________________________________________________________________________
Sale type:  ________________________________________________________________________
Redemption period or post-sale process:  ________________________________________________________________________
Auction format and platform:  ________________________________________________________________________
Registration deadline:  ________________________________________________________________________
Deposit requirement:  ________________________________________________________________________
Payment deadline and method:  ________________________________________________________________________
Deed-delivery timeline:  ________________________________________________________________________
Primary county contacts:  ________________________________________________________________________
Local attorney/title contact:  ________________________________________________________________________
Key risks or surviving interests:  ________________________________________________________________________
Verification rule: Date every answer and save the official source used to support it.
WORKSHEET 3: COUNTY OPPORTUNITY SCORECARD
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Auction frequency:  ________________________________________________________________________
Average number of listed properties:  ________________________________________________________________________
Number that fit the buy box:  ________________________________________________________________________
Official data accessibility:  ________________________________________________________________________
Property-card quality:  ________________________________________________________________________
Recorder/court access:  ________________________________________________________________________
Population and employment trend:  ________________________________________________________________________
Buyer or tenant demand:  ________________________________________________________________________
Contractor and agent availability:  ________________________________________________________________________
Travel or remote-management burden:  ________________________________________________________________________
Overall county score (1-10):  ________________________________________________________________________
Decision rule: Commit resources only when the county produces enough researchable inventory to justify building a local team.
WORKSHEET 4: PROPERTY IDENTITY AND PHYSICAL REVIEW
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Auction item number:  ________________________________________________________________________
Parcel or account number:  ________________________________________________________________________
Subject address and unit:  ________________________________________________________________________
Legal description checked:  ________________________________________________________________________
Property type:  ________________________________________________________________________
Year built:  ________________________________________________________________________
Living area:  ________________________________________________________________________
Bedrooms/bathrooms:  ________________________________________________________________________
Lot size and access:  ________________________________________________________________________
Visible exterior condition:  ________________________________________________________________________
Occupancy indicators:  ________________________________________________________________________
Flood, environmental, or code concerns:  ________________________________________________________________________
Source links and retrieval dates:  ________________________________________________________________________
Stop rule: Do not value or bid until the parcel, address, and property type agree across reliable sources.
WORKSHEET 5: VALUE AND COMPARABLE-SALE REVIEW
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Subject property summary:  ________________________________________________________________________
Comparable 1—address, date, price, distance:  ________________________________________________________________________
Comparable 2—address, date, price, distance:  ________________________________________________________________________
Comparable 3—address, date, price, distance:  ________________________________________________________________________
Major condition adjustments:  ________________________________________________________________________
Major size or feature adjustments:  ________________________________________________________________________
Automated value indicators:  ________________________________________________________________________
Current-condition value:  ________________________________________________________________________
Supported ARV range:  ________________________________________________________________________
Conservative ARV used in analysis:  ________________________________________________________________________
Reviewer and review date:  ________________________________________________________________________
Valuation rule: Use the lower end of the supported range when access or condition is uncertain.
WORKSHEET 6: TITLE, LEGAL, AND OCCUPANCY REVIEW
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Current owner of record:  ________________________________________________________________________
Last arm’s-length deed:  ________________________________________________________________________
Mortgages or deeds of trust:  ________________________________________________________________________
Judgments, liens, or assessments:  ________________________________________________________________________
HOA or condominium status:  ________________________________________________________________________
Probate, bankruptcy, or litigation indicators:  ________________________________________________________________________
Governmental or municipal claims:  ________________________________________________________________________
Interests that may survive the sale:  ________________________________________________________________________
Occupancy status and evidence:  ________________________________________________________________________
Planned title-curative process:  ________________________________________________________________________
Attorney/title professional consulted:  ________________________________________________________________________
Unresolved legal questions:  ________________________________________________________________________
Escalation rule: A material legal unknown must be resolved, priced conservatively, or treated as a reason not to bid.
WORKSHEET 7: REHABILITATION SCOPE AND BUDGET
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Exterior and site work:  ________________________________________________________________________
Roof and structure:  ________________________________________________________________________
Plumbing:  ________________________________________________________________________
Electrical:  ________________________________________________________________________
HVAC and water heater:  ________________________________________________________________________
Kitchen:  ________________________________________________________________________
Bathrooms:  ________________________________________________________________________
Flooring, paint, and finishes:  ________________________________________________________________________
Windows and doors:  ________________________________________________________________________
Permits and professional fees:  ________________________________________________________________________
Cleanup, security, and utilities:  ________________________________________________________________________
Base rehabilitation estimate:  ________________________________________________________________________
Contingency:  ________________________________________________________________________
Total rehabilitation budget:  ________________________________________________________________________
Budget rule: Every number should be tied to a scope item, local unit cost, contractor input, or clearly labeled allowance.
WORKSHEET 8: MAXIMUM BID APPROVAL
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Conservative ARV:  ________________________________________________________________________
Acquisition fees and transfer costs:  ________________________________________________________________________
Rehabilitation:  ________________________________________________________________________
Title and legal:  ________________________________________________________________________
Holding costs:  ________________________________________________________________________
Financing costs:  ________________________________________________________________________
Selling or exit costs:  ________________________________________________________________________
Contingency:  ________________________________________________________________________
Required dollar profit:  ________________________________________________________________________
Required ROI:  ________________________________________________________________________
Calculated maximum bid:  ________________________________________________________________________
Rounded approved maximum bid:  ________________________________________________________________________
Primary exit:  ________________________________________________________________________
Backup exit:  ________________________________________________________________________
Final approver and date:  ________________________________________________________________________
Auction rule: The approved maximum bid may change only when new verified information changes an underwriting input.
WORKSHEET 9: AUCTION-DAY AND POST-SALE CHECKLIST
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Registration confirmed:  ________________________________________________________________________
Deposit cleared:  ________________________________________________________________________
Buying entity verified:  ________________________________________________________________________
Bid sheet finalized:  ________________________________________________________________________
Payment method and deadline confirmed:  ________________________________________________________________________
Winning-bid confirmation saved:  ________________________________________________________________________
Payment initiated:  ________________________________________________________________________
Insurance contacted:  ________________________________________________________________________
Property security/access assigned:  ________________________________________________________________________
Title and legal tasks opened:  ________________________________________________________________________
Occupancy plan initiated:  ________________________________________________________________________
Rehabilitation or preservation inspection scheduled:  ________________________________________________________________________
Calendar and project tracker updated:  ________________________________________________________________________
Execution rule: A winning bid activates a prepared post-sale plan; it should not create a new plan from scratch.
WORKSHEET 10: DEAL REVIEW AND LESSONS LEARNED
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Property or auction:  ________________________________________________________________________
Result—won, lost, or passed:  ________________________________________________________________________
Final bid versus maximum bid:  ________________________________________________________________________
Actual acquisition cost:  ________________________________________________________________________
Actual rehab and holding costs:  ________________________________________________________________________
Actual exit value or redemption:  ________________________________________________________________________
Actual profit and ROI:  ________________________________________________________________________
What the research got right:  ________________________________________________________________________
What the research missed:  ________________________________________________________________________
Team performance:  ________________________________________________________________________
Process changes for the next auction:  ________________________________________________________________________
Follow-up owner and deadline:  ________________________________________________________________________
Improvement rule: Every auction should produce either a profitable acquisition or a documented improvement to the system.
WORKSHEET 11: CAPITAL AND FUNDING PLAN
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Cash available:  ________________________________________________________________________
Required reserves:  ________________________________________________________________________
Self-directed retirement funds:  ________________________________________________________________________
Private lender or partner:  ________________________________________________________________________
Hard money terms:  ________________________________________________________________________
Interest rate and points:  ________________________________________________________________________
Loan-to-cost or loan-to-value limit:  ________________________________________________________________________
Draw process:  ________________________________________________________________________
Extension terms:  ________________________________________________________________________
Personal guarantees or collateral:  ________________________________________________________________________
Proof-of-funds location:  ________________________________________________________________________
Backup funding source:  ________________________________________________________________________
Funding rule: Confirm that capital is available, documented, and compatible with the auction payment deadline before bidding.
WORKSHEET 12: PROJECT TIMELINE AND ACCOUNTABILITY
Complete this page before advancing to the next decision gate. Attach supporting records and source links in the property’s digital deal room.
Acquisition/payment date:  ________________________________________________________________________
Deed or confirmation milestone:  ________________________________________________________________________
Insurance and security:  ________________________________________________________________________
Title-curative milestones:  ________________________________________________________________________
Occupancy milestone:  ________________________________________________________________________
Scope and contractor approval:  ________________________________________________________________________
Permit milestone:  ________________________________________________________________________
Renovation start:  ________________________________________________________________________
Renovation completion:  ________________________________________________________________________
Listing, leasing, or refinance date:  ________________________________________________________________________
Target exit date:  ________________________________________________________________________
Responsible team member for each phase:  ________________________________________________________________________
Weekly reporting day:  ________________________________________________________________________
Management rule: Every milestone needs an owner, target date, current status, and next action.
YOUR NEXT 30 DAYS
Knowledge becomes valuable when it is converted into a routine. Use the next 30 days to build the foundation of your tax-deed investing business.
Reach out to The Tax Deed Collective for an introductory strategy call at 702.899.7619. Mention that you are a friend of Ed.
Week 1 - Define your strategy
Complete your self-assessment. Choose liens, redeemable deeds, tax deeds, or a staged approach. Set your time commitment and capital range.
Week 2 - Select a market
Choose one state and two counties. Review auction frequency, online versus live format, economic drivers, property data, and local rules.
Week 3 - Build your system
Create your folders, calendar reminders, research spreadsheet, property checklist, contractor list, title contacts, and auction-registration checklist.
Week 4 - Practice on a real list
Research an upcoming auction without bidding. Calculate ARV, repairs, holding costs, maximum bid, and exit strategy for at least five properties.
	THE GOLDEN RULE
Set your maximum bid before the auction. Once the bidding begins, your job is not to win every property - it is to win only the properties that still work at your number.


A Final Word from Ed
Tax deed investing has rewarded prepared investors for generations, but it does not reward shortcuts. The opportunities are real, and so are the responsibilities. Treat every property like a business decision. Verify the facts, respect the process, protect your capital, and stay patient.
You will not buy every property you research, and you should not. Every property you pass on strengthens your judgment. Every auction you observe improves your confidence. Over time, your process becomes faster, your team becomes stronger, and your decisions become clearer.
The goal is not simply to buy at an auction. The goal is to build a disciplined, repeatable investment business.
Learn. Invest. Win with Tax Deeds.
www.thetaxdeedcollective.com
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