Abatement, lead-based paint, 102,
182
Accountability partner, 238, 240-243
Accountant, functions of, 130, 224
Action plan:
defined, 234
goal of, 234
importance of, 232-234
initial 12 weeks, 235-241
months 4 through 12, 241-244
Advertisements/advertising:
attracting tenant-buyers, 163-165
cancellation of, 180
expenditures, 228
guidelines for, 40, 102
information resources, 237, 239
in newspaper, 34
sample, 35-36
soft rental markets, 215
subject-to deal, 115
tear-off flyers, 34
Affidavit of Liens, 101, 114
Alterations, responsibility for,
188-189
Appliances, 189, 200
Application review:
components of, 169-172
rejected applications, 172-173
Appraiser, functions of, 90, 175
Appreciation/appreciation rates, 64,
72-73, 154, 175
“As is” sale, 180, 192
Assessments, 192
Assignment, 188
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Attorney(s):
fees, 190
functions of, 48, 88, 91, 108, 121, 130,

182, 184, 187, 192, 209
Pre-Paid Legal, 182, 236
Audits, 229

Back end, 16

Back taxes, 74

Bad credit, with reason, 166-167

Bad debt, 32, 36, 45, 171

Bad tenants, characteristics of, 170

Balloon payments, 208

Bandit signs, 33-34

Bank account files, 228

Bank Authorization, 101, 114

Bankruptcies, 167, 171

Bathroom maintenance, 200

Beneficial owner, land trust, 48

Beneficiaries, land trust, 123-124

Bill of Sale, 114

Body language, importance of, 79

Bookkeeping records, 223-224

Books, as information resource,

239-240, 242

Budgeting, importance of, 16

Burn out, 244

Business cards, 37, 144

Business organization guidelines:
documentation, generally, 228
file system, 221-223, 235-236
hiring employees, 229-231
office supplies, 235-236
recordkeeping system, 223, 228-229
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Business organization
guidelines (Continued)

software, 223-224
tenant list, 225-228
tenant payment ledger, 224-225
work orders, 224

Buyer(s), see Tenant-buyer
first-time, 25
good, see Good buyers
objections of, 173-174

Buyer's agent, 137

Buyer's market:
characteristics of, 32-33, 81, 136-137
deal structure, 154-155
lease options, 152

Buying signals, 85

Capital gains, 57, 129-130, 216
Carpet cleaning, 191, 200
Cash flow, 16
Certified public accountant (CPA),
functions of, 130
Chamber of commerce, as information
resource, 38
Check(s):
bounced, 186-187
copies of, 176, 181, 222
funds verification, 205
Check-in/out list, 179-180, 193, 200
Cleaning fees, 186
Closing:
characteristics of, generally, 87
costs, 89, 207-208
deed flow, 208
documentation, 209
lease option deals, 209
money flow, 208
subject-to deals, 209
timing of, 210-211
Color-coded files, 97, 112, 221-222
Commission, Realtor, 68, 88-89,
136-138, 150-155
Commitment for title, 97, 112
Communications:
documentation of, 223
with Realtors, 34, 239
Comparables, 72, 81, 88, 90
Contracts:
characteristics of, 80, 82-83, 87
clauses, types of, 107-109, 117-118,
121-123

drafting guidelines, 179
performance mortgage, 121-123
purchase and sale agreement, 93
subject-to deals, 117-118
Control:
without ownership, 52
of property, 183
Corporate relocation departments, 38
Cosigner(s), 185
Creativity, importance of, 26-28
Credibility kit, 237
Credit card debt, 171
Credit check, 46, 52-53, 168
Credit report, 168, 171, 173
Credit score, 171
Credit situations, types of, 166-169
Criminal background check, 171

Damages/damaged property:
collection for, 179-180
protection from, 179
security deposit, 93, 174, 186, 205

Deadbeats, 166-167

Deal structure:
building rapport, 76-79
components of, 155-158
proposal/offer, 79-83
time frame, 130-132
timing of, 62-63

Death, contract provisions for, 87

Deed:
characteristics of, 45, 47, 56, 58-59,

89
in escrow, 121
flow, 208
refinance, 57
transfer, 49, 50-51

Default, landlord remedies, 190

Delinquent taxes, 54

Department of Housing and Urban

Development (HUD), 102, 215

Deposit, nonrefundable, 178, 180,

193

Depreciation, 154

Desperate and distressed sellers, 32

Digital photos of property, 179

Disabilities, economic impact of,

167

Discrimination issues, 87-88

Distressed sellers, 17, 32, 58

Divorce sale, 27-28, 45, 167
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Documentation:
Affidavit of Liens, 101, 114
Bank Authorization, 101, 114
Bill of Sale, 114
check-in/out list, 179-180
for closing, 209
contracts, 179, 182-192
copies of, 228
Escrow Payoff, 114
Lead-Based Paint Disclosure, 102, 114,
180, 192
Letter for Due on Sale Clause, 114
Limited Power of Attorney, 114
memorandum of option, 100-101,
106-107
Notice to Insurance Company, 114
Notice to Mortgage Company, 114
Offer to Purchase/Purchase
Agreement, 113
option agreement, 99, 108, 183-184
purchase agreement, 87, 100, 109,
126, 183, 191-193
rental agreement, 99-100, 108-109,
182-191, 201
revocation letter, 201-202
Seller’s Acknowledgment, 113, 117
Seller’s Disclosure, 101, 114, 180, 192
sources for documents, 228
subject-to deal, 113-114, 116
Warranty Deed, 24, 113, 116
Double-closing, 208
Down payment, 46, 51, 86
Driver’s license, as identification, 169,
178
Due on sale clause, 47-49, 56

Economic conditions, impact of, 81,
244
Employees, hiring process, 229-231
Employment status, importance of,
170, 178
Entry points, 188, 234
Equity Trust, 52
Escrow account, 71
Escrow Payoff, 114
Ethical guidelines, 50, 56
Ethics:
capital gains, 129-130
Realtors’, 148-149
Eviction, 182-185, 187, 201-202
Exercising the option, 194, 216

Exit strategy, 22-23, 70, 234
Extensions, request for, 131

Fair housing laws, 171-172
Federal regulation, 39, 168, 172
Fee(s):
attorney, 190
late, 203
pet, 193
transfer, 72, 126, 157
types of, overview of, 185-187
FHA financing, 58, 101, 157, 192
File system, 221-223, 228
Financially strong sellers, 53-55
Financing, sources of, 46
Fire, 190, 213
First deals, case illustrations, 18-20
First mortgage, 71, 73, 75
First-time buyers, 25
Fixtures, terms and conditions,
191
Flexibility, importance of, 26-27
Flyers, 34
Follow-up, importance of, 146-147,
237,239-243
Foreclosure, 36, 48-49, 171, 185
Forfeiture, 185
For rent ads, 35
For Sale By Owner (FSBO), 37, 85,
90
Fraud, 49, 171
Future Financial Freedom (FX3)
program:
action plan, 232-244
business organization, 221-232

Garnishment, 176, 204
Gifts, move-in, 193
Goal-setting, importance of, 238-242
Good buyers:
qualifications of, 168
who turn bad, 201-204
written standards for, 168-169
Good credit, 166-167
Good debt, 36, 45-46, 55-56
Government mortgage, 192
Grantor, land trust, 48
Growth rate, 244

Handyman specials, 214-215
High-end market, 127
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Holding over, 191
Home-based businesses, 190
Home construction, 46
Home equity, 54-55, 57-58
Home owners, types of:
inherited, 55
long-time, 55
new home builders, 55-56
newly married, 56
Home selection, 244
Honesty, importance of, 49, 148
Hot markets, 127

Illness, economic impact of, 45
Income check, 46, 52
Inherited property, 55
Inspection, 115, 188, 192
Insurance, generally:
coverage, 40, 115, 190
liability, 40, 103-104, 109
owner’s proof of, 104
policies, types of, 87
policy payments, 48-49
renter’s, 181, 190, 193
Integrity, importance of, 148
Interest rates, 47
Internal Revenue Service (IRS), 53, 129,
217. See also Taxation
IRA, 47, 52. See also Roth IRA

Job transfer, 46, 56
Joint and several liability, 188
Judgments, 171

Keys, possession of, 102, 115, 193
Kitchen maintenance, 200

Land contract, 165
Landlord(s):
history, 169
motivated, 38-40
Land trust, 47-48, 123-125
Late fees, 185-186, 203
Late payments, 203-204
Lead abatement, 102, 182
Lead-Based Paint Disclosure, 102, 114,
180, 192
Leads:
for tenant-buyers, 162-163
wholesale deals, 51

Lease option(s), generally:
advanced selling strategies,
214-215
advantages of, 5, 51-52
case illustrations, 8-11, 59-60
characteristics of, 3—4
defined, 44
matching motivated sellers with,
54-56
negotiations, 82
preparation for, see Preparation for
lease option deal
profitability of, 64-69
pros and cons of, 56-58
questions and objections, 85-88
Realtor’'s commission and, 151-153
risks, 52-54
standard deals, 6-8, 17
Lease Option Boot Camp, 20, 234
Lease purchase, sample proposal,
156-158
Letter for Due on Sale Clause, 114
Liability:
insurance policies, 40, 103-104, 109
protection, 188
of tenant, 190
Limited liability company (LLC),
establishment of, 236
Limited Power of Attorney, 114,
126-128
Listing agent, 137
Litigation, 180, 213-214, 223
Loan qualification, 46
Lockbox, 181, 193
Locks, changing, 200

Maintenance, see Property management;
Repairs
co-pays, 205
responsibility for, 188-189
types of, 200
work list, 105-108, 116
Marital status, significance of, 46, 56
Marketing plan, 21
Market value, 81, 90. See also
Comparables
Mediation, 182
Medicaid, 125
Medical problems, economic impact of,
167



Memorandum of option:
characteristics of, 53, 58, 100-101,
106-107, 121
filing process, 184
Month-to-month rental agreement, 184,
186
Mortgage, generally:
back payments, 70-71
fraud, 47
non-owner occupied, 52
payments, 44, 86
payoff, 210-211
performance, 121-123
rejection, 173
second, 71, 73, 75, 92, 207-208
sources of, 131
statement, as information resource,
98-99, 113
status, 113,116
underwriters, functions of, 101
Mortgage broker:
code of conduct, 50, 56
functions of, 168, 173, 184, 192,
238
Mortgage lender:
functions of, 209
payoff letter, 210-211
Motivated sellers:
characteristics of, 31-32
search techniques, 33-38, 41
Move-in costs, 186
Moving in/moving out, preparation
for, 173, 193-194, 199-200,
205
Multiple Listing Service (MLS),
37, 64, 81, 135
Multiple offers, 33, 83

National Association of Realtors
(NAR), 37
National Real Estate Investors
Assocation, 39
Negligence, 190
Negotiations:
economic conditions and, 81-82
guidelines for, 63-64, 67, 75
length of term, 93
lock-in agreement, 93
psychology of, 79
with Realtor, 154

Index

seller paying you to take over
payment, 93

seller pays part of payment, 92-93
Networking, 138-139, 237
New home construction, 55-56
Newspaper ads, 34, 40-41
Non-owner occupied mortgage, 52
Not desperate/not distressed sellers, 32
Notices:

characteristics of, 190-191

Notice to Insurance Company, 114

Notice to Mortgage Company, 114
Nursing homes, 125-126

Occupancy, 187-188
Offer, see Proposal/offer guidelines
creation of, 62-63
development of, 154-155
Offer to Purchase/Purchase Agreement,
113
Office manager, selection factors,
230-232
Office supplies, 235-236
Option agreement, components of, 99,
108, 183-184
Option fees, 15-16, 21, 173, 176, 192
Ordinances, 190
Out-of-pocket costs, 68-69
Out-of-state owners, 37
Owner folder, filing system, 97
Ownership, 44, 46, 53

Painting, 200
Partial payoff, 54
Partnership(s):

accountability, 238, 240-243

with seller, high-end/hot markets, 127,

132

Part-time employees, 230
Payment(s):

history, 225

late, 203-204

ledger, 224-225

setting up, 105, 107, 116
Payoff letter, 211
Performance mortgage, 121-123
Pet(s):

deposit, 186

fees, 193

policies, 188, 192-193
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Photographs, for protection, 193
Pools, 184
Pre-Paid Legal attorneys, 182, 236
Preparation for lease option deal:
advertising, 102
checklist for, 96-97
documentation, 99-100, 104-107
keys, 102
liability insurance, 103-104, 109
liens, IRS/state tax, 98
maintenance/work list, 105-108
mortgage statement, 98-99
owner folder, 97
owner’s proof of insurance, 104
payments, setting up, 105, 107
pretitle work, 97-98
property taxes, 99
title work, review of, 104
utilities, 102-103
water reading, 103
water softener, 103
Preparation for subject-to deal:
advertising, 115
checklist, 111-112
documentation, 113-114, 116
inspection, 115
insurance, 115
key possession, 115
maintenance/work list, 116
mortgage status, 113, 116
owner folder, 112
payments, setting up, 116
pretitle work, 112
property taxes, 113
“Summary of Our Deal,” 117-118
tax liens, IRS/state, 113
title work review, 115
utilities, 115
water reading, 115-116
water softener, 116
Presentations, preparation for, 144-145
Pretitle work, 97-98, 112
Price objections, 90-91
Principal, interest, taxes, and insurance
(PITY), 52, 72
Privacy issues, 198
Profit(s):
increase strategies, 204-205
ranges, 17
requirement, calculation of, 63-64

Profitability:
for lease options, 64-69
profit requirement, calculation of,
63-64
“Stupidest Moves Award,” 61-62
for subject-to deals, 69-75
Property management:
case illustration, 195-197
maintenance, types of, 200
moving in/moving out, 199-200
privacy with tenant, 198
repairs, responsibility for, 198-199
Property manager:
functions of, 202-203
selection factors, 230-232
Property taxes, 54, 99, 113
Proposal(s):
creation of, 238, 240-244
guidelines for, see Proposal/offer
guidelines
sample, 156-158
Proposal/offer guidelines:
determination of, 82-83
format, 79-82
negotiations, 82-84
rejection of, 84
research, 81-82
seller’s objections, 84-92
Pro-seller forms, 176
Protection guidelines:
for lease option, 120-123
for subject-to deals, 123-125
Purchase agreement, components of, 87,
100, 109, 126, 183, 191-193
Purchase and sale agreement contract, 93

Quickbooks, 223

Rapport-building:

importance of, 89

techniques, 76-79
Real estate courses, listening to, 239-243
Real estate investor clubs, 38
Real Estate Investors Association

(REIA), 236-237, 241-243

Real estate license, 238
Real estate sales, traditional, 136
Realtor(s):

closing deals with, 150-158

code of ethics, 56-57
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contact strategies, 140-141 Revoking options, 201
deal structure and, 153-158 Risk, 51
disclosure by, 192 Roth IRA, 47, 243
educating, 142-145
ethics, 148-149 Seasoning of title, 56, 58, 101, 209
follow-up with, 146-147, 237, 239-243 Second mortgage, 71, 73, 75, 92,
letters to, 34 207-208
listing with, 88, 91 Section 8 housing, 215
meeting with, 143-144 Security deposit, 93, 174, 186, 205
networking with, 138-139, 237 Security Deposit Act, 190
presentation for, 144-145 Seller(s), generally:
rapport with, 20-22, 52, 146-147, 152 closing with, 210
referrals from, 165 financing, 165
selection factors, 137-138 first contact with, 41-43
targeting, guidelines for, 141-142 folder, 222
teamwork, 145-146 motivated, see Motivated sellers
traditional sales, 136 rapport with, 52
training for, 171 situation, 45-46
working with, 135-137 Seller’s Acknowledgment, 113, 117
Recordkeeping system, 213, 223, Seller’s Disclosure, 101, 114, 180, 192
228-229 Seller’s Information Manual, 91
Red flags, 170, 191 Seller’s market:
References, checking, 169-170 characteristics of, 28, 32-33, 81
Referrals: deal structure, 153-154
from Realtors, 165 lease options, 152-153
sources of, generally, 21 Selling options checklist, 177-181
from tenants, 166 Septic systems, 184
Refinancing, 49, 56-57, 129, 131 Showings, 40
Rehabilitation, 78 Signs/signage:
Reinvestment, 16-17 attracting tenant-buyers, 166
Rejection, handling strategies, 84-92, removal of, 181, 193
172-173 Skip-trace services, 37-38
Rejection letter, 178 Slide presentations, 144
Rent, 35, 40, 187 Sob stories, dealing with, 202-204
Rental agreement: Social Security number, as
components of, 99-100, 108-109, identification, 178, 193
182-183, 185-191 Soft rental markets, 215
month-to-month, 184, 186 Software, selection factors, 223-224
violation of, 201 Spreadsheets, 70
Rental fees, 186 State regulation, 39, 56, 172, 182
Rental payment, 51-52 Statutes, 190
Renter’s insurance, 181, 190, 193 Subject-to deals:
Repairs: advantages of, 46-47
cost of, 211, 213, 224 case illustrations, 12-15, 24-28, 59-60
responsibility for, 16-17, 183, 188-189, characteristics of, 4
192, 198-199 defined, 44
Repossessions, 171 ethical guidelines, 50
Research, importance of, 81 first deals, 25-26
Return on investment (ROI), 47, 52 first-time buyer, 25
Revocation letter, 201-202 negotiations, 82
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Subject-to deals (Continued)
profitability, 69-75
pros and cons of, 56-58
questions and objections, 88-92
risks, 47-51
standard deals, 8

Subletting, 188

Success story, sample, 205-206

Sweat equity, 214

Taxation:
back taxes, 72
impact of, 53
liens, 98, 113, 170
property taxes, 54, 99, 113
proration, 192
reduction strategies, 216-217
Tax-deferred exchange, see 1031
exchange
Tax liens:
implications of, 170
IRS/state, 98, 113
Team-building guidelines, 238-239
Telephone service, 193
Tenant(s), see Tenant-buyer
folder, contents of, 178-179
liability, 190
list, 225-228
referrals from, 166
Tenant-buyer:
closing, 210
contract signing, 212
credit situations, 166—-169
defined, 19
folder, in filing system, 178-179,
222-223
lease option risks, 53
paperwork, see Tenant-buyer
paperwork
relationship with, 203
screening process, 169-173
selection factors, 155, 161-166
Tenant-buyer paperwork:
contracts, types of, 182-192
preparation of, 175-181
review of, 181-182
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1031 exchange, 39, 216-217
Term, length of, 93. See also Extensions
Testimonials, 89
Time line, for action plan:
initial 12 weeks, 235-241
months 4 through 12, 241-244
Title, generally:
characteristics of, 56-57
transfer, 47, 184, 192, 200
work review, 115
Title companies, functions of, 209, 239
Title insurance, 72, 157
Transfer fees, 72, 126, 157
Trustee, land trust, 48, 124

Underwriters, functions of, 101

Unemployment, economic impact of, 45,
167

Unknown credit, 166, 168

Up-front funds, 72

Utilities, 180, 193. See also Water

Vacancies, 40

Vacant homes, implications of, 37,
59-60

VA financing, 157

Valuation, see Comparables; Market value

Vehicles, terms and conditions, 191

Videotape of property/premises, 179,
199-200

Waiver, 191
Walk-through, 179, 193, 199-200
Warranty Deed, 24, 113, 116
Water, generally:

bills, 204

reading, 115-116

softener, 116
Weak market, 33
Web sites, advertising on, 164, 166
“We want it now” mentality, 167
Wholesale deals, 51, 63, 132
Work orders, 224
Written standards, 168-169

Zoning laws, 190



