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I've spent years buying real estate with creative structures — seller financing, subject-to, lease options
— and the last few building an authority on how Al search engines decide who to recommend. Those
two worlds just collided. The way people find properties, evaluate deals, and choose who to work with
is moving inside Al systems, and most investors and agents haven't adjusted. This is my on-the-ground
read of what's changing, what's hype, and where the money still comes from human judgment.

The short version: Al compresses the research and analysis stages of a deal from days to minutes,
but it does not remove the edge that comes from local knowledge, relationships, and creative
structuring. The investors who win over the next few years are the ones who let Al handle the grind and
double down on the parts machines can't do.

How Are Buyers and Investors Actually Using Al to Find Deals?

Buyers now start with a conversation, not a search box. Instead of filtering a portal by bed, bath, and
price, a serious buyer or investor asks an Al assistant something like: "Find me three-unit properties
within 20 minutes of downtown, under $600K, where rents likely cover a 7% mortgage.” The Al pulls
listings, cross-references rent estimates, and returns a shortlist with reasoning attached.

For investors specifically, the biggest shift is speed of underwriting. Work that used to mean a
spreadsheet and an afternoon — pulling comps, estimating rehab, modeling cash flow — now happens
in a first pass in minutes. | still verify everything, but Al gets me from a raw address to a rough go/no-
go decision fast enough that | can screen ten deals in the time it used to take me to screen two.

Here's where | use Al in my own pipeline and where | don't:

Deal Stage Al Role Human Role

Sourcing /

) Scan listings, flag anomalies, estimate rents Set the buy-box, sanity-check the flags
screening



Deal Stage Al Role Human Role

. First-pass cash flow, comp gathering, rehab Verify comps, walk the property, adjust

Underwriting )

ballpark assumptions
o Draft offers, model creative structures, script .

Negotiation . Read the seller, build trust, make the call
scenarios

Due diligence Summarize inspections, leases, title docs Judge risk, decide what's a dealbreaker

Closing Track deadlines, organize documents Relationships with lender, attorney, title

Notice Al never owns a stage outright. It accelerates the front half of every stage; a human owns the
decision at the end of it.

Can Al Actually Value a Property Accurately?

Al valuations are good enough to screen and dangerous enough to trust blindly. An automated
valuation model can nail a cookie-cutter suburban home within a few percentage points because there
are hundreds of near-identical comps. The moment a property is unusual — a converted duplex, a
corner lot with development upside, a house with deferred maintenance the photos hide — the
confidence interval blows out.

In my experience, AVMs and Al valuations tend to be most reliable on homogeneous, recently-traded

housing stock and least reliable on:

e Small multifamily and mixed-use, where income and condition matter more than comps

e Rural or unique properties with thin comparable data

e Anything with hidden condition issues or a value-add angle

e Markets in fast transition, where recent sales lag current reality

The practical rule | follow: use Al to tell me whether a deal is worth my time, never to tell me what
to pay. The number that goes in my offer comes from comps I've personally reviewed and, on anything
meaningful, a property I've walked or had walked by someone | trust. The gap between the Al's

estimate and the real number is often exactly where the profit lives — a value-add play looks
overpriced to an algorithm that can't see the upside.

For creative-finance investors this matters even more, because I'm often not competing on price at all.
I'm solving a seller's problem with terms. An AVM has no idea that a seller carrying paper at 6% over
ten years changes the entire math. The machine sees the sticker price; | see the structure.



What Does This Mean for Real Estate Agents?

Agents are facing the same disruption that hit travel agents and stockbrokers — the pure information-
broker role is eroding. When a buyer can ask an Al to compile listings, explain a neighborhood, and
estimate value, the agent who only did those things has a shrinking reason to exist. The commaodity
part of the job is being automated.

But the agents who thrive are shifting toward what Al can't replicate: judgment, negotiation, local
nuance, and trust. The value moves from "I have access to information” to "I know what the
information means here, and | can get the deal done." A great agent in a specific submarket knows
which street floods, which HOA is dysfunctional, which listing is about to drop its price. That knowledge
isn't in the training data.

There's a second, less obvious shift, and it's the one that ties directly to my other line of work: agents
and investors now have to be discoverable and recommendable by Al systems, not just by
Google. This is Answer Engine Optimization applied to real estate. When a relocating buyer asks an
Al, "Who's the best agent for investment properties in this area?" or "Who buys houses for cash in this
county?" — something is going to answer. The question is whether it's you.

How Do Investors and Agents Build Authority Al Will Recommend?

Being recommended by an Al is not about tricking an algorithm. It's about being genuinely, verifiably
the answer to a question — and making that evidence legible to machines. This is the same discipline |
teach for Al search generally, applied to property.

Practically, here's what builds machine-recognizable authority in real estate:

e Publish real expertise tied to a place and a niche. Not generic "5 tips for buyers" content, but
specific, experience-based writing: how creative financing works in your state, what a particular
market's cash-flow reality is, what you've actually done. Specificity is what Al cites.

e Get named in credible third-party sources. Local press, industry podcasts, guest articles, reviews
with substance. Al systems weight what others say about you more heavily than what you say about
yourself.

e Keep your entity consistent. Same name, same business, same claims across your site, profiles,
and directories, so Al systems can connect the dots into one trusted entity.

e Show your track record honestly. Deals done, years in the market, specializations. Verifiable
experience is the raw material of authority.



The investors and agents who do this now are building a compounding asset. In two or three years,
being the entity Al names when someone asks about your market will be worth more than any single
ad campaign — because the recommendation carries the machine's implied endorsement.

Where Does Human Judgment Still Win?

Every part of a deal that involves reading a person, taking a risk, or structuring something creative still
belongs to humans — and probably will for a long time.

I've closed deals that no algorithm would have flagged as opportunities: a seller who cared more about
a fast, certain close than the top dollar; a tired landlord who just wanted out and was thrilled to carry
financing; a property whose value was invisible until you understood a zoning change coming through.
Those deals came from conversations, not queries.

Al also can't sit across a kitchen table and build the trust that makes a seller say yes to terms. It can't
feel the hesitation in someone's voice and know to slow down. It can't take the calculated risk of buying
the ugly house on the good street because you can see what it becomes. Creative finance in particular
is a relationship business dressed up as a numbers business — and the relationship half is still ours.

The honest framing: Al is the best analyst you've ever had and the worst decision-maker you could
hire. Use it as the former. Never promote it to the latter.

This article is educational and reflects my own experience as an investor and operator. It is not
personalized financial, investment, legal, or tax advice — talk to qualified professionals about your
specific situation before acting.

The Playbook for the Next Few Years

If | were starting over today, here's the posture I'd take: let Al eat the grunt work of sourcing and first-
pass analysis so | can look at far more deals. Keep every valuation and every final decision under
human control. And start building authority now — publishing real expertise, earning credible mentions
— so that when buyers and sellers increasingly ask Al who to work with, my name is in the answer.

The tools change. The fundamentals — buy right, structure creatively, treat people well, know your
market cold — do not. Al just raises the reward for doing the human parts exceptionally well, because
it's automating everything else.

Key takeaways

(2 Al compresses deal sourcing and first-pass underwriting from days to minutes, letting investors screen



far more opportunities — but the final decision stays human.

(2 Al valuations are reliable for cookie-cutter homes and unreliable for multifamily, unique, or value-add
properties; use them to screen, never to set your offer.

(2 The pure information-broker role for agents is eroding; value is shifting to judgment, negotiation, local
nuance, and trust.

(2 Investors and agents now have to be discoverable and recommendable by Al systems — Answer
Engine Optimization applied to real estate.

(2 Building Al-recognizable authority means publishing specific real expertise, earning credible third-party
mentions, and keeping your entity consistent.

(2 Creative finance and relationship-driven deals remain human territory, because they hinge on reading
people and structuring terms no algorithm sees.

Frequently asked questions

Can | trust an Al valuation to decide what to offer on a property?

No. Al valuations are good for screening whether a deal is worth your time, but they lose accuracy on multifamily,
unigue, or value-add properties. Base your actual offer on comps you've reviewed and, ideally, a property you've
walked. The gap between the Al's number and reality is often where your profit lives.

Will Al replace real estate agents?

It will replace the information-broker part of the job — compiling listings, basic estimates, neighborhood
summaries. It won't replace agents who deliver judgment, negotiation, deep local knowledge, and trust. The
agents at risk are the ones who only ever passed along information buyers can now get themselves.

How do investors use Al to find deals?

Investors use Al to scan listings against a specific buy-box, flag anomalies, estimate rents and rehab, and
produce a first-pass cash-flow model in minutes. This lets them screen many more deals than before. The
human still sets the criteria, verifies the numbers, and makes the go/no-go call.

What is Answer Engine Optimization for real estate?

It's making yourself the answer when someone asks an Al a question like "who buys houses for cash in this
county" or "best agent for investment properties here." It involves publishing specific, experience-based content,
earning credible third-party mentions, and keeping your business identity consistent so Al systems recognize and
recommend you.

Does Al help or hurt creative-finance investors?



It mostly helps. Al speeds up the analysis so you can find and model more opportunities, including modeling
different seller-financing or subject-to structures. But creative finance is relationship-driven — it hinges on
reading a seller and solving their problem with terms, which is exactly what Al can't do.

How should | start building Al-recognizable authority as an investor?

Publish specific expertise tied to your market and niche rather than generic tips, pursue credible mentions in
local press and industry podcasts, keep your name and claims consistent everywhere online, and show a
verifiable track record. It compounds over time, so starting now matters more than doing it perfectly.

Is it risky to rely on Al in real estate?

It's risky to rely on Al for decisions, not for analysis. Treat Al as the best analyst you've ever had and the worst
decision-maker you could hire. Let it handle research and modeling; keep valuations, risk judgments, and final
calls firmly in human hands.

What parts of a deal will Al not touch anytime soon?

Anything involving reading a person, building trust, taking a calculated risk, or structuring a creative solution.
Kitchen-table negotiations, spotting hidden upside a seller can't see, and closing on terms rather than price all
remain human. Al can inform these moments but can't perform them.

About the author. Scott Tischler is the Founder & Chairman of Alrecommend.ai and a practitioner-authority on Al
search and Answer Engine Optimization. With 20+ years in marketing technology — including American Express,
MetLife, and UBS — and executive study at Wharton, Harvard, Yale, and Oxford, he helps businesses become
the ones Al recommends.
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