
A

Addictions, motivated
sellers and, 41–42

Adjustable-rate mortgages
(ARMs), motivated
sellers and, 39–41

Advertising, to find
motivated sellers, 
27, 31, 33–34, 35, 
93

Analysis of potential 
deal, with REAP, 
42–45

Anchor Drive deal, 
76–79

Appreciation, see Capital
appreciation

Authorization to Release
Loan Information, 73, 
85

sample form, 157

B

Bankruptcy, Chapter 7,
71–72

Binding legal agreement, 73
sample form, 166

Blue View deal, 83–84, 182
Brown, Dan, 61–63
Business cards, for finding

motivated sellers, 32–33
Buyer’s agent, 91–94. See

also Simmons, Katie

C

Capital appreciation:
in Las Vegas, 19
primary contributors to,

21–22
working in areas of

highest, 27

191
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Capparro deal, 123–126
Caruso, Monica, 18
Chapter 7 bankruptcy, 

71–72
Climate, as factor in 

capital appreciation,
21–22

Crimson Rose deal, 
109–110, 172

D

Deal examples:
owner-carry financing,

deed of trust, 63–67
owner-carry financing,

land trust, 68–72
owner-carry financing,

lease-option, 72, 74–76,
83–91, 95–99, 117–123

owner-carry financing, 
lis pendens, 76–79

owner-carry financing,
traditional sale, 
115–117

sandwich lease option,
56–63

spec homes, 101–104,
109–110, 136–138

traditional mortgage,
lease-option, 123–126

Deed:
always having with you,

73
sample Grant, Bargain,

and Sale Deed, 160
Deed of trust, Dusty View

deal, 63–67
Divorce, motivated sellers

and, 38–39
Dusty View deal, 63–67

E

Emerald Waters deal, 56–60,
178

Employment outlook, for
investment area, 21–22

Eviction, of tenants, 64–65
Existing financing, see

Owner-carry 
financing

F

Fairwind Acres deal, 174
52 houses in a year idea, 

see also Deal examples
Las Vegas as place for,

15–21
origin of, 8–9
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stories and experiences 
of doing, 13–15

strategy and, 25–52
Financial overextension,

motivated sellers and,
36–42

Finder’s fee, 33
Flyers:

to find motivated sellers,
31, 33–34, 55

to find tenants, 112, 
113

G

Gated communities, 124
Golf course homes, 137–138
Grant, Bargain, and Sale

Deed, sample form, 
160

Grotta Azura deal, 101–104,
173

H

Heatherwood deal, 87–90,
180

Hidden second mortgage,
87–88

Holiwell, Larry, 74–76

I

Internet use, 124–125

K

KB homes, 101–104, 110

L

Land trust:
advantages of, 69
Anchor Drive deal, 76–79
checklist for buying with,

70
Rocky Bluff deal, 68–72,

181
LaRue, Eddie, 69, 71, 83
Las Vegas, Nevada:

population growth in,
15–21

real estate market in, 4,
15–21, 145–147

transient nature of
population in, 45–46

Lease-backs, 121–123
Lease-option:

advantages and
disadvantages of, 46, 68

Capparro deal, 123–126
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Lease-option (Continued)
Emerald Waters deal,

56–60, 178
Milbank Avenue deal,

60–63, 170
Lease-option, owner-carry

financing with:
Blue View deal, 83–84, 

182
Heatherwood deal, 87–90,

180
Orange Sun deal, 95–99,

170
Silver Bark deal, 121–123,

171
Swan Brook deal, 

119–121
Tahiti Isle deal, 85–87, 

181
Teetering Rock deal,

117–119, 174
White Quail deal, 72,

74–76, 176
Willow Pond Court deal,

90–91, 177
LIBOR (London interbank

offered rate), 40
Limited Power of Attorney,

73
sample form, 162–164

Lis pendens, 76–79

M

Marketing strategy, see
Advertising

Milbank Avenue deal, 
60–63, 170

Mornings Dawn deal,
115–117, 179

Motivated sellers, 34–42
finances and, 34–38
learning to approach,

50–52
main reasons for

desperation of, 38–42
questions to ask of, 51

N

Neighborhood, learning
about, 64–65. See also
Capital appreciation

Neighbors, speaking with, 
55

Networking, with family and
business associates,
129–130

Nevada Housing, 137
Notary, 69, 71
Notice of Default (NOD), 

35
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194

ccc_deroos_ind_191-197.qxd  12/6/05  9:02 AM  Page 194



O

Orange Sun deal, 95–99, 170,
175, 176

Owner-carry financing, 89
advantages of, 93
Mornings Dawn deal,

115–117, 179
Owner-carry financing with

deed of trust, Dusty
View deal, 63–67

Owner-carry financing with
land trust, Rocky Bluff
deal, 68–72, 181

Owner-carry financing with
lease-option:

Blue View deal, 83–84, 
182

Heatherwood deal, 
87–90, 180

Orange Sun deal, 95–99,
170, 175, 176

Silver Bark deal, 121–123,
171

Swan Brook deal, 119–121
Tahiti Isle deal, 85–87, 

181
Teetering Rock deal,

117–119, 174
White Quail deal, 72,

74–76, 176

Willow Pond Court deal,
90–91, 177

Owner-carry financing 
with lis pendens, Anchor
Drive deal, 76–79

P

Phoenix, Arizona, 4
Planning, see Strategy for

investing
Population growth:

in Las Vegas, 15–21
as primary factor for

capital appreciation,
21–22

Posters, to find motivated
sellers, 33

Pre-foreclosure seminars,
55–56

Private investigator, 83
Property taxes, see Tax lien

certificate homes
Pulte Homes, 104, 109–110

Q

Quiet title action, 78
Quitclaim, 39, 66
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R

Real Estate Acquisition
Program (REAP), 
42–45

Real estate agent, see
Buyer’s agent

Real estate investing, 
see also Strategy for
investing

courses in, 99–101, 105
future of, 151–153
hot markets for, 4, 15–21,

147
Rental properties, see

Lease-option; 
Tenants

Rocky Bluff deal, 68–72, 
181

S

Second mortgage, hidden,
87–88

Section Eight tenants, 
141

Sellers, see Motivated 
sellers

Siegler, Cassie, 101–102
Sight-unseen deals, 120

Silver Bark deal, 121–123,
171

Silverstone Golf Course deal,
137–138

Simmons, Katie, 92–93, 120,
121–122, 124

Smith, Dennis, 18
Spec houses:

Crimson Rose deal,
109–110, 172

golf course homes,
137–138

Grotta Azura deal,
101–104, 173

Mornings Dawn deal,
109–110, 179

phase one purchasing 
of, 136–138

Sweden Street deals,
136–137, 172, 179

“Stop foreclosure”
advertisements, 93

Strategy for investing, 25–52
house choice decisions,

25–27
marketing plan, 27, 31–34,

35
motivated sellers and,

34–42, 50–52
outline of and worksheet

for, 28–30
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REAP and, 42–45
willingness to take action

and commit to plan,
46–49

Summerlin, Nevada, 16–17,
60–63, 123–124

Swan Brook deal, 119–121
Sweden Street deals,

136–137, 172, 179

T

Tahiti Isle deal, 85–87, 181
Tax lien certificate homes,

130–135, 169
Teetering Rock deal,

117–119, 174
Tenants:

creative ways to find,
110–115

default and, 56–60
eviction of, 64–65
federal Section Eight, 

141
finding homes for, 90–91

with some money but bad
credit, 126

Title action, quiet, 78
Title agent, 85–87
Title insurance, 88
Traditional mortgage with

lease-option deal,
123–126

W

White Quail deal, 72, 74–76,
176

Willow Pond Court deal,
90–91, 177

Winter Thor Court deal, 180
Wolf Dancer deals, 175

Z

ZIP code, capital
appreciation research
and, 27, 28. See also
Neighborhood
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