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Warning!! – These Are Copyrighted Materials

Protected by Strict Copyright Law! 
 

Legal action will be brought against you and/or your company if you are 
found to have made ANY unauthorized copies of these materials in part or 
in whole. 

 

Unauthorized copying is AGAINST THE LAW, regardless of intent, whether 
you are: 
 1. making a single copy to keep for yourself 
 2. making a copy to give to a friend for free 
 3. distributing one or multiple copies to others for profit 
 4. making copies for any other reasons 

 

No matter if you make a profit or not, you are committing a serious 
copyright infringement crime, punishable by severe fines and 
imprisonment and you may be held liable under BOTH civil and criminal 
law. 

 

Remedies Against Violators Can Include Fines in excess of 
$400,000 Plus Up To 5 Years Jail Time Plus Recovery Of All Legal Fees 

 
When a civil action is brought against violators, the owner of these 
copyrighted materials will seek to stop you from using the material 
immediately and will also request monetary damages. The law allows 
for the copyright owner to choose between actual damages, which 
includes the amount lost because of your infringement as well as any 
profits attributable to the infringement and statutory damages, which 
can be as much as $150,000 for each program copied. In addition, the 
government can criminally prosecute you for copyright infringement. 
If convicted, you can be fined up to $250,000, or sentenced to jail for 
up to 5 years, or both. 
 

Any use of the name Ron LeGrand® for commercial gain is strictly 
prohibited by federal trademark law. 

 

NOTE: The providers of this Real Estate Investment Intellectual Property have united with others in the industry 
and are utilizing Watchdog Reporting to identify and prosecute to the fullest extent of the law all criminal activity 
involving the illegal copying and/or pirating of these copyrighted materials. 

 

LLLP Distributed By:  

Global Publishing Inc. 

9799 Old St. Augustine Road  

Jacksonville, FL 32257 

Toll Free Phone: 1-888-840-8389 (904-262-0491) 

Toll Free Fax: 1-888-840-8385 (904-262-1464) 
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The 6 Major Ways To Profit 

 In Quick Turn Real Estate 
 

1. WHOLESALING: The business of locating houses, usually needing repairs, at 
bargain prices and quickly passing them to bargain hunters well below retail 
for all cash. 

 

2. RETAILING: The business of locating houses at bargain prices, usually 
rehabbing them and selling to the end user for all cash with new financing. 

 

3. GETTING OWNERSHIP: The business of owning pretty houses in lovely areas 
by taking over existing debt subject to, creating seller carry back financing or a 
combination of the two. 

 

4. LEASE OPTIONS: Taking control of a property by leasing it from the seller 
and retaining the option to purchase at an agreed upon price and terms. And 
the right to sub-lease it to tenant/buyer, giving them the right to purchase from 
you. 

 

5. OPTIONS: An agreement you may buy without the right to sublease. 

 

6. ACTS: Assigning contracts with terms to a new buyer or tenant buyer. 

 

 

You Should Become a Transaction Engineer 
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The Big Picture 

There are four types of businesses within the business we refer to as being 
a Real Estate Entrepreneur. 

 
The Pretty House Business 

 
These houses will come with financing you can take over or seller will carry 

or you will option. The pretty house business will require you to raise little or 
no capital because no new financing will be required to get ownership or 
control. 

 
Any house that doesn’t need a lot of repairs in any price range. This house 

is ready to move in or close. Sometimes it may need cosmetic repairs such as 
a little painting, clean up, carpet cleaned, etc. As long as it doesn’t need 
more than $5,000 in work, it is still considered a pretty house and some 
higher priced homes may need much more work and still be considered a 
pretty house. 

 
The market value has nothing to do with labeling it a pretty house. 

Pretty houses come in all price ranges. 

 
Your focus in the pretty house business is getting free equity by taking

over debt or controlling the property long enough to cash out. 

 
The Ugly House Business 

 
These houses will require you to raise funds to buy or find a wholesale

buyer to do so. Your focus is to get large equities by buying at a deep
discount because the house is ugly and needs major repairs. 
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The Paper Business 

 
You can’t find real estate deals without finding opportunities within the 

paper attached to real estate, i.e., mortgages, trust deeds, liens of all kinds 
including tax liens and judgments. The more you learn about removing or 
discounting these liens, the more profit you’ll extract from every deal. 

 
The Commercial Property Business 

 
In every city in America, there are numerous commercial properties and 

vacant land to build more. The opportunity is endless when you learn how 
to spot these deals, fund them and convert to huge paychecks. 

 
The Plan 

 
Build your cash flow with easy residential deals you can duplicate every 

month while simultaneously looking for paper deals attached to both 
residential and commercial properties you uncover in the process. This event 
will be focused on the pretty and ugly house business only, so you can 
master the basics and get checks rolling in on a regular basis. 
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5 Steps To Success 

 
1. Locate Prospects 

2. Prescreen Prospects 

3. Construct and Present Offers 

4. Follow Up 

5. Close Quickly 

 

 
These are the steps to success in any business. 

One out of order can kill the business. This 

manual is laid out in step by step order but may 

be discussed out of order. 
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The Pretty 

House 

Business 
 
 

“Most Entrepreneurs Are 
Ex-Employees Who Had A Job Too Small 

For Their Spirits.” 
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Terms 

 
 There’s only two ways to buy a house.  Cash or terms. 

 

 In the Pretty House business, your objective is simple…. 

 

Get Terms From The Seller 

So You Can Offer Terms To A Buyer 

 

NO TERMS—NO DEAL 

 

 There are five times more buyers for terms deals than cash deals 

and very few sellers offering them. 

 

 Terms only come three ways. 

1. Owner financing—my second favorite 

2. Lease purchase—my least favorite 

3. Take over debt “subject to” - my favorite 

 

 A fourth way to control the home is an option but not considered 

terms. 

 

 Which you use will be determined by the seller’s needs and your 

wants. 
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What Is Seller Financing? 

 
 When a sale is made where any part of the sales price     

becomes a note back to the seller, it is considered seller           

financing. 

 

What’s The Difference Between A Note And  

A Mortgage Or Deed Of Trust? 

 

 The note is the debt instrument containing the amount,  

interest, payment and term.  It’s the document requiring a 

guarantee by most lenders, and the one you may get sued to 

collect. 

 

 The mortgage or deed of trust is a document used to       

attach the note to the house as collateral. 
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The Tools For Buying And Selling 

With Owner Financing 
Wraparound Mortgage 
 

 An all-inclusive loan encompassing underlying financing.  You collect a 

larger payment from your buyer than you pay your lender.  Seller deeds to  

buyer and takes back a note and mortgage.  This must all be prepared by a 

professional and will vary from state to state. 

 

Land Contract, Land Installment Contract, Agreement For Deed, Contract For 

Deed, Bond For Deed 
 

 All these terms mean the same thing but the name will vary from state to 

state.  Serves the same purpose as a wraparound, but the deed remains with 

the seller until paid.  Buyer has equitable interest in property.  This is a very 

simple process but must be prepared and closed with an attorney. 

 

Deed Of Trust Or All Inclusive Trust Deed (AITD) 
 

 A Deed of Trust is a contract by which title of the property is conveyed to 

a Trustee for the repayment of a loan who is usually a non-related entity.  This 

contract involves three parties.  The Trustor is the owner who borrows from 

the lender.  The Beneficiary is the lender.  This document should always be  

prepared by a professional and varies from state to state. 

 

WE RECOMMEND YOU ACQUIRE GOOD LEGAL COUNSEL ANY TIME 

YOU ARE PREPARING OR HAVING PREPARED ANY LEGAL                

DOCUMENTS INVOLVING  FINANCING A PROPERTY. 
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State Mortgage 

Allowed 

Deed of Trust 

Allowed 

Nebraska  Yes 

Nevada  Yes 

New Hampshire  Yes 

New Jersey Yes  

New Mexico  Yes 

New York Yes  

North Carolina  Yes 

North Dakota Yes  

Ohio Yes  

Oklahoma Yes  

Oregon  Yes 

Pennsylvania Yes  

Rhode Island  Yes 

South Carolina Yes  

South Dakota Yes Yes 

Tennessee  Yes 

Texas  Yes 

Utah  Yes 

Vermont Yes  

Virginia  Yes 

Washington  Yes 

West Virginia  Yes 

Wisconsin Yes  

Wyoming  Yes 

State Mortgage 

Allowed 

Deed of Trust 

Allowed 

Alabama Yes Yes 

Alaska  Yes 

Arizona Yes Yes 

Arkansas Yes Yes 

California  Yes 

Colorado  Yes 

Connecticut Yes  

Delaware Yes  

D.C  Yes 

Florida Yes  

Georgia  Yes 

Hawaii  Yes 

Idaho  Yes 

Illinois Yes Yes 

Indiana Yes  

Iowa Yes  

Kansas Yes  

Kentucky Yes Yes 

Louisiana Yes  

Maine  Yes 

Maryland Yes Yes 

Massachusetts  Yes 

Michigan Yes Yes 

Minnesota  Yes 

Mississippi  Yes 

Missouri  Yes 

Montana Yes Yes 
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What Is A Wrap 

Or Wrap Around? 
 

It’s simply one loan that encompasses another loan or loans of smaller value. 

Example: 

You buy a house and take over a $160,000 first mortgage and a $30,000 second 
mortgage, $190,000 total price. 

Now you sell the house for $210,000 with $20,000 down and take a mortgage, 
land contract or AITD (All Inclusive Trust Deed) for $190,000. 

 

Note to you   $190,000  10% - 30 yrs                 $1,667.39 month income 

Existing First   $160,000  -  $1,064.48 month outgo 

Existing Second   $  30,000  -  $   307.28 month outgo  
        $   295.63 Net 

 

The $190,000 note wraps around the $160,000 and the $30,000. The total debt 
is $190,000. The $160,000 and the $30,000 are part of the $190,000. You have 
no equity in the note. You collect $1,667.39 and pay out $1,371.76 and keep the 
difference. When you’re paid off, you must pay off the $190,000 to clear the 
title. 

 

So Why Sell On A Wrap With No Equity? 
 

To make sure the underlying note gets paid. 

To receive $295.63 per month cash flow. 

Possible default of buyer and forfeiture of 20K. 

 

 

7% - 30 yrs  

9% - 15 yrs 
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Here’s Why The Banks Have The Big 

Buildings 

 
 Let’s look at how your equity builds when you negotiate a no 
interest loan when you buy and then resell at 9% interest. 
 
 You Buy 
 
 $200,000.00  Note To Seller 
 $       800.00  Monthly Payment, Zero Interest 
 
 You Sell 
 
 $200,000.00  Note To You 
 $    1,609.25  9%, 30 Years 
 
EOY   Outgoing Balance  Incoming Balance 
 
1   $190,400    $198,634 
3   $171,200    $195,504 
5   $152,000    $191,760 
8   $133,200    $184,722 
10   $104,000    $178,860 
15   $56,000    $158,661 
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What Is ACTS 

Assigning Contracts And  

Terms System? 

 

 An exit strategy where you assign your rights to a contract 

or arrange an agreement between the buyer and seller if you 

have a license. 

 

 You contract to buy with an agreement involving terms: 

 

 Owner financing 

 Lease option with the right to sublease 

 Take over debt subject to 

 Option for cash 

 

 You find a buyer or tenant buyer and either close yourself 

and then resell or simply assign your contract.  

 If it’s an ACTS deal you are out with no more relationship 

with buyer or seller. 
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ACTS 

ADVANTAGE TO SELLER 

1. May be their only way out if over leveraged to avoid loss of credit. 

2. They have you doing the prescreening and marketing at no cost to them. 

3. You are available if a new tenant needs installed later. 

4. Retains ownership to protect their credit and avoid a due on sale clause. 

5. Provides income stream to offset most debt if they want to get a new loan. 

 

ADVANTAGES TO YOUR BUYER 

1. Immediate Occupancy 

2. No rush to buy or qualify, can lease for entire loan term and buy with no  
additional money if you allow it. 

3. No obligation to buy and only loss is deposit if they don’t. 

 

ADVANTAGE TO YOU 

1. Fast easy assignment fee 

2. No costly entanglements 

3. No closing costs 

4. No credit or money needed 

5. Little or no risk 

6. Huge market with highly leveraged houses 

7. Easy to get sellers to agree 

8. Save deals you’d turn down before, because of high payments or price 

9. No repairs 

10. Avoids due on sale 

11. Quality houses and buyers 
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So Why Wouldn’t I Just 
Assign My Agreement 

To The Buyer? 

 

There are five good reasons. 

1. Buyers want to see their name on the agreement, not just an 

assignment.  This is especially true on the higher priced    

houses. 

2. Your buyer will likely never know your deal with the seller or 

how much you made. 

3. You can install the tenant buyer without the seller’s approval 

or greed interfering unless you’ve promised the seller         

otherwise. 

4. The buyer will want the money they give you to apply to their 

down payment.  This can’t happen with an assignment fee. 

5. You are less likely to get attacked as an unlicensed agent if 

you become a principal.  You have done so when you lease 

and then sublease.  It’s questionable when you assign with no 

intent to ever buy. 
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 Arv.          $385,000 
     Loan.        $351,000 
     Pmt.         $1925 
     Purchase.  $351,000 
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 Lease Option    $395,000 
    Deposit     $50,000 
    Rent       $2500 
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What Does It Mean to Get The Deed? 

To get the deed is a slang term used by Real Estate Entrepreneurs referring to buying a 
property by taking title, ‘Subject To’ the underlying loan. 

 

Title or ownership of the property actually transfers to you or your land trust. You 
don’t actually get the deed. In reality you must get the sellers to gain a new deed prepared 
by you or some other professional. Changing ownership of real property isn’t like buying a 
car. There is no previous title or ownership document the seller must produce because their 
interest is recorded on public record. 

 

What Is ‘Subject To’? 

You will assume a loan or take it subject to, never both. By assuming, you must submit 
paperwork to the lender and get approved and become personally liable on the debt. This is 
not allowed in my system. It is strictly forbidden. 

 

Instead, you will take title subject to the underlying loan, which simply means the loan 
stays in the seller’s name but you own the property. This eliminates personal liability to you 
because you did not guarantee the note to the bank. Yet the Warranty Deed transfers all rights 
to the property to you. 

 

What About The Due On Sale Clause? 
What Is It? 

The due on sale, or escalation clause, is a paragraph in the mortgage or trust deed which 
gives the lender the power to call the entire loan due if title is transferred without the lender’s 
permission. This usually requires the buyer to formerly qualify to assume the loan. In some 
cases the loan is not assumable even if the buyer qualifies. 

 

How Does It Affect My Business? 

It appears to make it difficult to transfer properties that have such a loan in place. The 
buyer can’t assume without qualifying, thus potentially removing the best sales tool to move 
houses quickly. When you learn the rules it makes it easier for you to do business in a world 
where conventional wisdom says you can’t buy houses with a due on sale clause. 

 

Does This Mean The Lender Will Call The Loan? 

Usually NO! It’s rare a lender will call about a loan if the payments are current. 

However, it is possible and does happen from time to time. Almost all banks will call due credit 
lines if they learn of a transfer. 
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Due On Sale Clause 

 
Lender shall have the right at its option, to declare any indebtedness  

and obligations secured hereby irrespective of the maturity date 
specified in any note agreement evidencing the same, due  and  payable  
within  30  days  after  such  declaration  if:  (a) Borrower or any            
successor in interest to Borrower in such property sells,  enters  into  a  
contract  of  sale  conveys  or  alienates  such property, or any part 
thereof, or suffers his title or any interest therein be divested, whether 
voluntarily or involuntarily, or leases such property, or any part thereof 
for a term of  more than three years, or changes or permits to be 
changed the character or use of the property, or drills or extracts or   
enters into a lease of drilling for or extracting oil, gas, or other                
hydrocarbon substance or  any mineral of any kind or character on such 
property; or (b) Borrower is a partner and the interest of a general   
partner is assigned or transferred; or (c) Borrower is a corporation and 
more than 25% of the corporation stock thereof is sold, transferred or   
assigned during a 12 month period; or (d) Borrower is a trust and there is 
a change of  beneficial  interest  with respect  to  more  than  25%  of  
such property or (e) Borrower has made any material misrepresentation 
or failed to disclose any material fact in those certain financial and other 
written representations and disclosures made by Borrower in order to   
induce Lender to enter into the transaction evidenced by the promissory 
note or notes or agreements which this  mortgage secures. 
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Can I Buy Houses With Due On

Sale Loans? 

You can under the following conditions: 

 

1. The seller is willing to deed you the house. In this case they will get
little or no money. This will occur in cases where the seller feels
you will make the payments or they simply don’t care. They may
be current on payments or behind. Both cases will occur. When
you obtain a deed you should get a statement signed by the seller
(CYA letter) clearly stating the loan is due on sale and you are not
assuming. The seller is aware the loan will remain in their name
until it’s paid off or assumed. Don’t make promises you can’t keep
and you’ll have none to keep. You should have little or no money
invested and under no circumstances do you agree to assume and
guarantee the loan. You must be in a ‘no loss to you’ position. 

 

2.  You can lease option from the seller, which eliminates the due
on sale issue because title will not transfer until your tenant
buyer gets a new loan and pays off the existing loan bearing the 
sellers name. Since title does not transfer the lender cannot call 
the loan due. 
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    Can I Sell Houses With A Due On

Sale Clause Loan? 

 
If you sell for cash it becomes irrelevant because the 

underlying loan will be paid off at the time of sale. 

 
If you lease purchase to a tenant buyer, you’ll get 

the same results deferred until your buyer gets 
financed. 

 
If you sell on installment sale method, your buyer 

should know there is an underlying loan with a due on 
sale clause and sign a CYA letter to that effect. 

 
If you simply deed to a new buyer with the loan 

intact, the same CYA letter should be signed. 
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Lease Option 

Advantage To Seller 

1. Debt relief (the number 1 motivator) 

2. No management 

3. No repairs 

4. Retains ownership 

5. Gets cash when sold 

6. Retains tax benefits until sold 

7. Avoids due on sale clause 

8. Saves credit 

9. Helps seller qualify for new financing 

 

ADVANTAGE TO YOUR BUYER 

1. Immediate occupancy 

2. Time to pay down payment in installments 

3. Time to clean up credit 

4. Try out house and neighborhood before buying 

ADVANTAGE TO YOU 

1. Nonrefundable deposit from tenant 

2. Monthly cash flow 

3. Cash in future when sold 

4. Not taxable until sold or defaulted 

5. Little or no risk 

6. Little or no money needed 

7. No credit needed 

8. Large market to buy or sell 

9. No repairs 

10. No buying holding or sales cost 

11. Avoids due on sale 

12. Deal only with quality houses and areas 
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    Is This Lease Option Business

Worth My Time? 

Let’s assume that each lease option deal produced at least $10,000 net cash 
from deposits, $250 per month on payment spread and $15,000 additional profit 
upon sale within two years. That’s a per deal value of approximately $31,000 each. 
Therefore, to make $100,000 in a year would only require 3 deals. That’s one deal 
every 4 months. 

 

 You net more than $10,000 from deposit 

 You make more than $15,000 on sale 

 You get serious and do one deal a month or more 

 You do some options along the way and make a whole year’s income on 
one deal 

 You add in all the ACTS deals 

 You quit making excuses, get off your duff and consider this a real bona fide 
business worthy of your focus 

How much is your job costing you? 

What Can I Make With This ACTS Plan? 

Let’s assume each ACTs deal nets you only $5,000. The good news is once 
you build a buyers list they’ll be gone as fast as you can find them, so if you get 
serious you can do 3 a month, part-time. 

That’s $15,000 a month while never buying a house. 

Therefore to make $100,000 you only need 20 deals a year or 1½ a month. 

What if you… 

 Net 10K a deal 

 Do 6 a month 

 Continue with sandwich leases, options, subject to deals, wholesaling and                                       
retailing 
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Do I Need a Real Estate License To Do 

ACTS Or Lease Options? 

 
First, this author is not an attorney and doesn’t practice law 

and even if he did, certainly not in 50 states and Canada. 

 
It is a generally accepted fact that if you have an equitable

interest in a property and are acting on your own behalf, not
conducting a service for others for a fee, that a license is not
required. 

 
However, the brutal truth is the answer to the above question 

can really only be determined by litigation and even then is subject 
to be over turned. 

 
Some states do appear to require a license to assign an option 

so you have to adapt by using land contracts, doing all sandwich 
leases where no option is assigned or add a Realtor to your team. 
You are advised to see your own counsel’s opinion. 

 
If your counsel disagrees with the author’s opinion I’d suggest 

you request a copy of the exact law in question and documentation 
to back up any opinions. 

 
Be careful you don’t let an unqualified, uneducated opinion stop 

you from implementing this very lucrative business. 
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Here Are 7 Reasons Why You Should 

Consider Getting A License 

 

 There are several income streams and benefits available to a 

licensee that aren’t to an investor. 

 

 Commissions on houses you list that sellers won’t sell on terms 

 Commissions you earn when providing terms buyers to listed 

houses 

 Houses referred to you, the Terms Specialist, from other agents 

who can’t sell them. 

 Easy access to the MLS for expired listings, comps and agent emails 

to mount terms sales campaigns. 

 Eliminates any concern over attack for not having a license 

 Creates more credibility in the minds of all parties to the deal 

 No need to contract to buy if it’s an ACTS deal.  You may simply use 

a listing agreement explaining how you get paid. 

 

Downside 

 

 You must disclose 

 Your broker will want some payment 
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Step 2 

Pretty Houses 

 
“It Takes A Real Storm In The Average 

Person’s Life To Make Him Realize How 
Much Worrying He Has Done Over The 
Squalls. Don’t Sweat The Small Stuff.” 
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Script to Capture Mortgage Info on 

Property Info Sheet 

 

Seller: That’s none of your business 

 

I understand your concern but we buy houses with either owner 

financing or a lease purchase  and both will require that information for us to 

analyze if your house fits any.         

What we won’t do is pay all cash at full market value so if you tell me 

that’s the only way you wish to sell then I won’t need the information.               

But if you’re flexible enough to let us offer you one or more options at no 

cost or risk to you I will need this information.   

Should we proceed or not? 

 

Get this info or get off the phone if your VA hasn’t already done so.  

   Without it, the deal is dead.          

 

 

 We buy with both cash and Terms. To pay cash would require a 

substantial discount and that doesn’t look like it applies here, but, it certainly 

won’t if you owe more than I can pay all cash.  

However, we usually buy with terms and pay full price. Either way, I’ll 

need to know what you owe and the payment.  

 

 

Alternate Script 
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Prescreening Pretty House

Prospects 
 

 Here’s a basic rule that applies to all investment property you intend to buy and 
resell at a profit… but not applicable to ACTS deals. 
 
Never Buy A Property Unless You Get FREE Equity The Day You Buy Or Know How To 

Create It Shortly Thereafter! 
 
 The only way to get free equity the day you buy is for your purchase price to be less 
than the market value. That means the seller must be willing to give it to you freely or 
you know the value is more than the seller believes it is, or both. 
 
 The only way to create free equity after you buy is by discounting current loans and 
liens or releasing them from the property. 
 
 Discounting will normally only occur when the loan is in default when you buy the 
property. If the loans are current, you can assume you won’t be getting a discount so 
this strategy is eliminated. 
 
 The only liens you may get released from the property are secondary liens such as 
judgments, mechanics liens, IRS liens and others that appeared because the owner was 
in financial trouble. Therefore, if the property has none of these types of liens, this 
strategy is not applicable. 
 
In a nutshell… 

 
If It’s Not In Default Or It Doesn’t Have Liens And Judgments Attached And The Seller 
Won’t Give You Free Equity…You Can’t Buy - However, You May Still Lease Option It 

With The Intent Of Assigning Your Lease. 
 
 You should have enough information within the first two minutes of a conversation 
to know if the deal is worth pursuing. All you need to know to determine if it’s a 
suspect or prospect…items with a * are critical. 

 
  When Do You Want To Move   Repairs          Bed/Bath 
*ARV (you determine after call) *Are Payments Current        Square Feet 
*Asking        Listed        *Yes/No—Terms 
*Loan/Payment/PITI      Vac/Occ 
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Free And Clear Houses 

You have 4 ways to buy free and clear houses. If you’re prescreening   
questions don’t lead to the right answers, you’re done. Move on. 

1. All Cash – You will rarely buy a beautiful home for all cash because 
you’ll have a tough time getting it well below MAO and if it can’t be 
purchased at the right cash price, a cash offer is out of the question. If 
the seller is asking anywhere near ARV, offering an all cash purchase 
may insult them and end the conversation. 

2. Seller Refinance And You Take Subject To Or Buy With Owner 
Financing – If the seller is willing to refinance he/she can pull out all the 
cash they can borrow and give the house to you. This will ensure at 
least 20% equity and a low rate loan, plus it’s easy to get them to pay 
the next 3 – 6 payments from all the cash they receive. 

3. Buy With Owner Financing, Low Down And Low Monthly Payment – If 
the seller is willing to owner finance the whole house, you can create a 
very nice deal as long as you get in with a small amount of cash (5% or 
less) and create a low payment to ensure a large cash flow when you 
exit with owner financing or lease purchase. 

4. Subordination – If the seller needs more cash down than you’re willing 
to give, the answer is to get them to take back a second and allow you 
to get a small first large enough to cover down payment and bring 
home some extra cash. 
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How To Raise Big Down Payments And Get  Repair 
Money. Use The House To Provide The Capital. 

Subordination 

 
  

 ARV      $200,000 
 Asking     $150,000 
 Debt      $0  
 Down Payment Requested $40,000 
 Repairs     $25,000 
  

You Offer: 
$130,000 
$ 40,000 Down 
$ 90,000 2nd Mortgage Or Deed Of Trust  
No Payments Or Interest – 3 Year Balloon 
 
You Borrow: 
  $75,000 New First - 7% - accruing interest, no payment 
- $40,000 Down Payment 
- $ 1,000 Closing Costs 
  $ 3 4 ,000 Net To You The Day You Buy ($25,000 for repairs, $9,000 for 

you) 
 
You Owe: 
$ 75,000 1st   - No payment 
$ 90,000 2nd - No payment 
$165,000 
 
You Sell With Owner Financing Or Lease Purchase As Is: 
$175,000 
$ -10,000 Down 
$165,000 Wraparound Mtg. Or DOT or Lease Option, 2 year balloon 
 9% or lease option, $1,500 rent or payment 
 
Cash To You: 
$ 9,000 From Loan & repair money 
$10,000 From Down Payment or Deposit 
$ 36,000 Monthly Cash Flow ($1,500 x 24 Months) 
$25,000 Or Lease money for repairs you didn’t do plus the discount 

from the seller when they get paid off 
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Script To Call Back a FSBO With a Yes on 

“Will you sell for what you owe?” (Box A on 

Lead Sheet) 

Hi First Name, this is       calling about your home you discussed with my 

assistant yesterday. Do you have a minute? I’ve got all the facts here and you’ve            

indicated you’d sell the house for what you owe on it. Is that correct? 

No — Then what did you have in mind? 

Yes — OK, I can come see the house and likely buy it as is— and close as soon as 

you’re ready—I’ll pay closing costs, which is several thousand dollars—but the 

only way for me to do so is to take over your debt.  That means I’ll buy your house 

and make the payments—but the loan will stay in your name until sometime in 

the future when I get it cashed out. OK? 

Yes — (Go to Appointment Script, page 66) 

No — I want the loan out of my name.                                                                                  
Well, I understand that, but the only way I can buy is if the loan stays in your 
name.      I can close quickly, pay all costs (which is several thousand dol-
lars), take it as-is and you don’t have to be our of the house when we close.  
Of course, I’ll make your payments until it’s paid off, which I expect to hap-
pen within the next few years. Will that work for you? 

Yes — (Go to Appointment Script, page 66) 

No — Please let me know if you change your mind, okay? 
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Million Dollar Script 

 

Ok, what’s the least you could accept on the price if we can 

agree on terms? (shut up)  

Is that the best you can do? 

 

  We usually buy with nothing down, OK? (shut up)    

 

   If No  - What’s the least you could take down?        

 

 (Existing Loan) I assume you’re OK if I just cover your   
        payment until I pay you off?  

 OR 

 (Free & Clear) What’s the lowest monthly payment you can 
      take?   

 

(If you like the answer: Appointment Script page 66) 

 

 

 

(Remove this page and keep by the phone) 
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Script For Prescreening Sellers In 

Foreclosure Or Behind On  

Payments That Appear To Be Short 

Sale Candidates 
 

 

  

Hi ________, this is _________ calling back about your house you discussed 

with my assistant yesterday. Do you have a minute to discuss a potential exit 

strategy? 

 

 “First Name, it looks like I may be able to buy your house. If you wish, I’ll 

come out and get an agreement today,  but before I do you should know the 

only way I can save it is if we can get your lenders to discount. If I can come to 

terms with them, the house will not go to the sale, but if I can’t, it probably 

will. Are you ready to move forward on that basis?” 

 

(Yes - See Appointment Script page 66) 

 

 NO! - “Well, I don’t make promises I can’t keep and since I don’t know 

what your lender will do, I won’t buy unless you agree and are willing to 

proceed on that basis. Let me know if things change, OK? 
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 Appointment Script 

 

Are you the only owner of the house?  

 

 No—If possible, I’ll need all owners present when I come and anyone 

  else you need there involved in making the decisions, okay?                                    

  So what’s a good time when both of you can be present? (Set date 

  and time) 

 Yes—Okay, last question, if I come to your house an like it and we agree 

  on the details— are you ready to make a decision now and get  

  some paperwork done while I’m there?  

   

  Yes—Okay, set date and time. Also could you have the paperwork 

   you received at closing ready when I arrive?  

  No—There’s really no reason for me to come until you’re ready to 

   sell. Do you know when that will be?  

 

Do not lose a deal because both sellers can’t be present.  

Go anyway, get one to sign a contract if possible, then deal with the other.  
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Visiting The Home 
Before You Go 

1. Don’t agree to go unless the seller has agreed to reasonable terms on the phone and acknowledge 
he/she is ready to sell. Remember, don’t over negotiate yourself out of a deal.  Get facts now. Negoti-
ate at the house or on the phone after your visit if seller is out of town.  

2.   Use the Appointment Script. Seller must agree to sell now and both present if possible.  

3.   Ask the seller to have the paperwork on the house available when you arrive.  

4. Call to confirm appointment before you leave.  

5. Prepare a contract, leaving only the items to be negotiated blank.  

 

After You Arrive 

1. A quick walk through is all you need. You’re not a home inspector.  

2. No negative comments about the house. Sellers know if it needs work. Insulting them is not the way 
to win.  

3. Once the walk through is over, your next move is…”Do you have any questions for me?” Have them 
repeat what you discussed on the phone. Finish all negotiating and come to an oral agreement.  

4. Then “are you ready to put it in writing so I can get started?” If yes, do not delay. Get a contract. Have 
them take a photo with their phone. If they want an attorney, first verify you have an oral agreement. 
If so, write it up. If not, tell the seller you can’t write an agreement until you have an agreement. Can’t 
put it in writing until we know what it is. 

5. Ask if it’s okay if you go through the paperwork.  

6. If you can’t reach an agreement, tell seller what you can do and leave the door open for them to call 
you id things change. NEVER TELL SELLER WHAT YOU’LL PAY UNTIL YOU LEARN WHAT THEY WANT.  

7. No seminars, no teachings, no preaching, no begging.  ASK QUESTIONS AND SHUT UP.  

8. Leave with a signed contract if you can and tell the seller you’ll be in touch with closing date. Let seller 
use their phone to make a copy of the contract and any other documents you take.  

 

Paperwork You Should Collect At Seller’s House 

 Copy of deed 

 Copy of note and mortgage 

 Surveys 

 Termite bond 

 Front page of insurance 

 Condo docs, if applicable 

 Statement from bank showing latest PITI break down 

 Amortization schedule 

 Anything else you see if any value to you 

 

 Don’t be concerned if you can’t collect all this now. You can get it before closing. If you get none, 
it won’t prevent closing.  
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Key Questions To See If The Seller Will 
Owner Finance Long Term 

 And At No Interest  

On Free And Clear Houses 
 

(This should be done in the home) 

 

OK, I’ll give you $_________ per month until you’re paid off. 

 

Simply decide what you want to pay per month and divide the principal amount by the 
payment to get the term. Don’t mention the term unless they ask. ($200,000 at $1,200 a 
month = 167 months at no interest) 

 

Q. What about interest? 

A. Interest! Why do you need interest? My offer was based on not paying 
interest. If you need interest, I’ll have to take another look, besides, if I pay 
you interest, you’ll have to pay taxes on it. Don’t you pay enough? Are you 
sure you need interest? 

 

If seller insists on interest – 

 OK, what did you have in mind? 

 

Now’s your chance to get something in exchange for interest. 

If there is an underlying loan you can’t get any interest. 

 

Lower The Price – If I give you interest, how much can we lower the price? 
*Lower The Payment – If I give you interest, how much can you lower the payment? 
*Lower The Down Payment Or None – If I give you interest, will you sell with nothing 
down? 
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12 Mistakes When Calling Sellers 

Talk too much 

 You have only one mission!  Get the answers to the Big  3 questions: 

Price – Down – Payment  

 If you get off the phone before doing so, you’ve accomplished… 

NOTHING! 

 Talking too much is an indication you’re afraid to ask the Big 3.   

Get To The Point and Get Off The Phone 

 

Get Off Script and Get Lost 

 Scripts are critical to your success and that of any company with people on the phone.  

Mine are simple, easy to follow and get the Big 3 quickly and generate a clear understanding so 

you don’t waste trips.  Ten seconds prescreening saves two hours on the road.   

 Part of the scripts is being prepared to answer questions not on the script.  These are 

“Default” scripts.  There’s only a few questions a seller can ask.  Master the answers and your 

confidence rises quickly.  

Seller Wants To Take You Off Script 

 I’m sure I can answer all your questions to your satisfaction when we meet, but, I’ll need to 

verify 3 things before we do and this call is for you and me to decide if we should meet. Ok?  

Ask The Big 3 

 If you think about it, this is a good response for almost everything the seller asks. If you 

don’t get a good response to the Big 3, all other questions are irrelevant.  

Teaching 

 If you want to teach seminars, rent a room and invite guests.  The seller’s house is not the 

place.  The more you teach, the more you talk. The more you talk, the bigger hole you dig and 

perhaps the more questions you generate.   

 If you are slick and talk over their head you may scare them and cause a negative response.  

 

Ask Questions, Get Answers, 

Get to Conclusion and Get Out 
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Talk Too Fast 

 SLOW DOWN! Give yourself time to think and seller time to absorb. Kill your urge to blast 

through the script and get it over with. Have a nice conversation. Talk to them. Have fun. You 

must be… 

Friendly...Flexible...Excited! 

You Beg 

 If you talk too much or teach, you are begging.  But begging can also be detected in your 

voice in the way you ask questions.   

 Do you sound incompetent? 

 Do you wreak of fear and it shows? 

 Do you sound like you’re asking for a favor? 

Your tone and the way you conduct yourself can easily be the difference between success 

and failures. 

For example:  “We usually buy houses with nothing down” will get a totally different response 

than “Will you sell with nothing down”!   

 Recording your calls and practice will fix this quickly.  

 

Obviously Reading A Script 

 The key points in all my scripts can be memorized quickly so you can effectively follow 

them without reading every word like a teleprompter.  

 Look at the B Script.  It has a simple opening question and goes directly into the Big 3.  Use 

this script 10 times and you won’t need it anymore.  

 Slow Down!  Don’t Rush! Have Fun!  Talk like the seller is across the table.  

Caution: Getting away from the scripts too soon can be deadly until you know them by heart.   

 

Don’t get the Big 3 answered 

 Do not get off the phone until you get these answers.  If you do, the seller is controlling the 

conversation.   

 You must learn to counter their stall tactics.  When they say they don’t know and you fall 

for it, you lose.  Get the answers or get rid of them and deal with the people who really want to 

sell. 
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Speak Too Softly 

 You cannot instill confidence if you can barely be heard.  Put a sign in front of you…Speak 

Up!  If you can’t force yourself to speak up you must get someone else to make the calls.  Easier 

to simply talk louder.  

Feeling Intimidated 

 This is a sign of low self-esteem on your part and likely a fear of what others say.  It can on-

ly be cured with practice.  No one can fix it for you.  

 Remember this: 

You’re only calling people who asked you to call. 

They have the problem to solve.  You may be the solution.  

Their attitude has nothing to do with you.  You did nothing wrong.  It’s their life that sucks and 

you’re only next in line for their venting.  

If the call doesn’t go well you’ll never meet them.  What do you care what they say? 

You Will Not Be Intimidated By The People 

Who Really Want To Do Business With You… 

Only Those Who Won’t No Matter What You Say! 

Whack Em! 

 

Can’t Answer Seller Questions 

 That’s why we have default scripts.  There’s only a few and the answers are simple.  You’ll 
only learn them once.  Practice until you can answer anything thrown at you but learn to tell it like 
it is.   

Answer Questions With 

Questions When You Can 

Then it’s up to them to answer your questions.   

 If you don’t have an answer, defer to this when applicable… 

I Don’t Know But If It’s Important 

I’ll Get You The Answer 

Accent Hard To Understand 

 I wish I could tell you there’s an easy fix for this, but I can’t. If people are constantly asking 

you to repeat what you said, you should not be on the phone negotiating deals. Replace yourself 

as soon as you can.  

 Of course it wouldn’t hurt to simultaneously get help to improve your accent. This doesn’t 

stop you from running companies and making decisions but it will cost you deals if not dealt with.  
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Rebuttals To Seller Questions On Closing Calls 
 

What do you mean?  

How does this work? 

 It’s fairly simple.  If we agree on the terms it means I’ll buy your house when you’re ready 

and make you a monthly payment until I get you paid in full.  We close with an attorney and I usu-

ally pay all the closing costs.  If you answer 3 questions for me, we can quickly determine if we 

should move forward, OK?  

Ask the Big 3 

 

Why do you need my mortgage info? 

 I work with sellers who agree to take a monthly payment until I pay off the balance in full.  

That means you get a quick sale with no cost at full price.  If you’re interested in discussing the 

terms, I’ll need your current payment to construct them.  If not, of course I won’t.  Do you need 

cash out now or perhaps you can take a payment now and cash out later?  

Ask the Big 3 

 

Can we discuss it when you come see the house?  

 Sure, but before I do I’ll need 3 questions answered to determine if I should, OK?   

Ask the Big 3 

 

I think we’d rather list it.  

 OK, but a Realtor won’t buy your house, make your payments or pay your closing costs and 

if I buy it there’s no commission.  Are you sure you prefer a bird in the bush over a ready, willing 

and able buyer? 

If flexible…Ask the Big 3 
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Seller Won’t Give Asking Price 

Well, I’ll need to know what you’re asking before I can go any further.  I’m happy to tell 
you what I can pay after I get the facts and visit the house, but honestly I’d have no interest in do-
ing that until you tell me what you want. 

 

SELLER: Could you come look at the house and tell us what you’ll pay? 

Well sure, as soon as you tell me what you want, and confirm you’ll sell with owner financ-
ing or a lease purchase.  If that’s not the case, frankly I won’t need to know the asking price.  I’m 
in a terms business and often pay 100% of the market value, but it starts with what you want.  So 
what are you asking?___ 

Well, I know you don’t know but are you willing to consider terms once you do know?__ 

 Well, what do you think it would appraise for if we had it appraised right now?__ 

The Big 3- Million $ Script 

 

Are you an investor? 

Yes but I’m not trying to steal your house.  But hey, I’m not going to live in it, so I guess 
that does mean that I’m an investor, but nothing like you see on TV.  Our goal is to give a buyer 
terms and help them get you cashed out as soon as possible, and get top price.  We get paid 
when we do that. 

My compensation comes from the buyer, not you and you save a commission.  So really it’s 
just a delayed cash out for you at full price.  But that does mean that you have to be willing to 
work with me on some terms, and give me several years for me to get turned around and get you 
cashed out.  Will that work for you? 

 

Why should I pick you over a Realtor? 

Well, going to a Realtor is certainly your option.  I will tell you that I’ve never seen a Realtor 
that’s willing to make your monthly payment for you.  I am.  And in fact, your Realtor is not going 
to buy your house.  I will.  I think I even offered to pay your closing costs.  Ask a realtor to do that, 
(name). 

Now look, if you listing with a Realtor is your best option, then I’d say go ahead and do it.  
And I’ll tell you what though, if you’re going to do it you might want to only list it for 90 days.  
That way, if it doesn’t get sold at the end of the 90 days, at least you can call me and we’ll get 
back together again at that time.  Is that fair? 

Just one more thing to point out, if you did want to go list it with a Realtor, remember, 
that’s three or four more payments that you’ll make before you get your house sold. 

I’m already willing and able.  And you might call me one of those birds in the hand and not 
one of those birds in the bushes.  I’m here now, so if you want to sell now, I’m your guy.  If you’d 
rather list it just let me know.  Fair?  Should I come look or not? 
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Can my Attorney see the contract? 

Well, gosh, ______, I can’t send a contract nor can your attorney review it until we have a 
meeting of the minds, so it can be completed.  And we can’t do that until I see the house and 
make sure you understand what we can and can’t do.   

Before I do that I must confirm that you will consider selling it with terms, which means a 
lease purchase or owner financing.   So if I come see the house and we can agree on terms, then I 
will most certainly leave you an agreement that you can take to your attorney.  But first you have 
to tell me you’re okay with considering terms.  Are you?  (Seller agrees). 

The Big 3- Million $ Script 

Send me some information 

 My job is to determine your interest and then bring in my partner who is actually the buyer 
if it looks like we have a reason to move forward. If so, I’ll put her in contact with you by phone to 
answer all of your questions and make an appointment to see the house if you mutually agree. All 
I need from you today is the answer to three questions to move forward.  

 Go to the 3 Big Questions 

 Both of you write down this answer for future use. In my experience, when people start 
asking you to give them a seminar or send them information, there’s very little chance you will 
ever do a deal. It’s just their way of getting you off the phone. However, you can easily answer 
the question “how does this lease option work” or “how does the seller financing work” which is 
in your manual.  

What is a Lease Option?  

 It simply means I will lease your house with an option to buy, making you a monthly rent 
payment to cover your debt until I get you paid off in full. All the responsibility for repairs are 
mine and when you get paid off, you will net more than any other way you can sell because there 
are no closing costs for you, no commission and I’ll take the house as is and take possession when 
you’re ready.  

 I just need three questions answered to determine whether we can move forward, OK? 

How does this work?  

 It simply means I will buy your house when you’re ready to close and make a monthly pay-
ment to cover your debt until I get you paid off in full. We close with an attorney and I pay all the 
closing costs, which are several thousand dollars and there’s no commission. I take the house as 
is so there’s no inspector coming out to pick it apart and if you need to stay in the house for a 
while after we close, I can work that out as well. That’s a big plus for many sellers who need time 
to move. If you sell to me, you will net more than any other way you sell. So, do you absolutely 
have to have all of your cash immediately or can you take a monthly payment and get a better 
deal?  

 If it’s all cash or nothing—you’re done.  

 If they show interest, go to the 3 Big Questions 
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Time Wasters at a Glance

(Most of Your Leads) 

 
1. Seller won’t discuss anything but all cash and 

it’s well above MAO 

2.  Payments higher than you feel the market 
 will pay and little or no equity 

3.  Condition of the house makes it unsellable 
 as is to an owner occupant and there is 
 very little equity. 

4. Unreasonable sellers who expect short 
 terms payoffs, very high down payments, 
 high monthly payments, personal         
 guarantees from you or prices so high they 
 kill your intended exit strategy. 

 
 Unflexible and unmotivated sellers are not 
low hanging fruit. 

 However, don’t confuse motivated with      
desperate.  Any seller who will discuss terms is a 
good use of your time. 
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Avoid Time Waster Houses That Are 

Highly Leveraged And In Serious  

Default With Only One Loan With  

Little Equity 

 
 A $200,000 house in good condition with a $210,000 first
mortgage that’s 10 payments of $1,600 behind cannot be saved by 
you. It’s a waste of time and energy. Here’s why: 

 
1. If you make up the payments and save the loan, there’s no 

equity and no  way to get any and no profit for you on an assignment. 

 
2. If you attempt to short sale, there’s no chance the lender 

will discount below MAO so you can pay cash. 

 

 

You Have No Exit 

 
 You may accept the deal with a lease purchase if the seller will 
make up the payments and then you can assign your lease. 

Otherwise it’s dead. 
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Your Posture 

 

 Don’t Beg, Plead or Even Ask Twice. They are either in or out. You 
shouldn’t go on the defensive. You have nothing to defend yourself about. 
You’re offering your clients a rare opportunity. It’s your job to state your case 
and answer questions, work with those who get the message and get rid of 
those who don’t. 

 

Those Who Get The Message Will Be Begging You 

 Don’t expect everyone to jump in. Some people won’t be interested, 
some will. 

  SW Some Will  

  SW Some Won’t  

  SW So What 

  SW Someone’s Waiting 

 

 When you get good at answering objections, you’ll be amazed by how 
many times you’ll get a…YES. 

 

 
Never Make Promises You Can’t Keep And 

Get It In Writing You Didn’t Make Any! 

If You… Tell It Like It Is And Don’t Lie To Get 

Your Way, You Will Then Be Doing Business 

Only With People Who Wish To Deal With 

You And You Won’t Have To Remember 

Whom You Lied To Last. It’s Better To Lose A 

Deal Than Your Integrity Or A Court Battle. 
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Step 3 

 

Constructing
And Presenting

Offers 

Pretty Houses 

 
“Your Focus Should Be On 

REVENUE – Not Cost Control.” 
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What Should I Offer On

Pretty House Deals? 

 Actually, you may find it a lot easier to construct offers on pretty 
houses than ugly. You will usually need little or no cash and the debt 
comes with the house. It’s simply a matter of taking over the debt
‘subject to’ or lease purchase  or buying with owner financing and 
working out how the seller gets paid for their equity, if any. 

 The seller makes you the offer by answering the questions on 
your scripts. 

  

 Much of the time, the seller will get no money, making 
constructing offers pretty simple. There’s nothing to construct, just 
get the Deed or lease option for what’s owed. 

 

 Fortunately, there are only a few types of pretty house deals 
you’ll be doing that make up over 75% of the business for many 
investors and produce frequent checks. At first they will appear
complicated but you’ll soon learn what to ask based on the facts 
collected and your intended exit strategy. 
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Pretty House Objections 

In The Home 

 
You’ll hear a few from time to time, but if you’re dealing with 

a motivated seller, they won’t block the deal and if your answer 
doesn’t satisfy the seller, it’s probably a good thing it got blocked. 

 
The Big Key: 
 

Just Tell It Like It Is And Deal With The People Who Want To 
Deal With You. 

 
If you take this advice, you’ll find your life and your business 

will run so much smoother. Tell the brutal truth when asked and 
don’t try to hide important facts. You’ll either get the deal or you 
won’t. Nobody will die either way. 

 
You’ll be surprised how quickly people pick up on the fact 

you’re a square shooter when you tell it like it is, even when you 
don’t think they’ll like your answer. Be yourself. Don’t put on an 
act. They need you worse than you need them or you’re in the 
wrong house. 
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Handling Sellers Objections 
 

 
When you can answer the seller’s objections and make them 

feel comfortable, you’ve conquered 50% of the Pretty House 
business. The other 50% is locating and prescreening so you can 
then pick and choose the best prospects that produce the most 
profitable results for you. 

 

Most of the objections we are about to cover will never be 
mentioned, but, when they are, you’ll be prepared with a little 
practice. In the previous chapter, we covered some that are likely to 
be asked on the closing call. The following are more likely asked in 
the home, but, once you learn to answer, it won’t matter which.  
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What If The Tenant Tears Up My House 

 
 

 

 

There is no way I can guarantee you a tenant won’t damage your 

house since I won’t be living with them. However I can promise if 

that were to happen I would repair at my expense. My objective is 

to find a stable tenant who will eventually qualify for a loan. That 

kind of tenant is rarely a problem. Again, if it does happen, I’ll fix it 

as per our written agreement. Will someone living in your house 

             be a deal breaker for you? 

  

Seller:  YES: No Script 

   NO: (Million Dollar Script)  

 

 If you’re asked this question it’s likely you’ve talked too much. Avoid doing a 

seminar on your exit strategy. Discuss it only when asked.  

 

 Q: What would you do with the house? 

 A: Sometimes I lease them with an option to buy and sometimes I sell quickly to 

  buyers getting new financing. I don’t know until I see what the market brings. 

 

Note 

If you are asked this question, it’s likely you talk too much and have told the seller your 

exit plan. Don’t discuss tenants unless you’re forced to, ie, the NO Script.  

Your Response:  

(Ron’s Short Answer) 

I’ll fix it or sell it as is, 

OK? 
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How Do I Know I Can Trust You? 

 

Do you have any reason to feel you can’t trust me?  Remember, 

you called me and I don’t have any reason to be here if I didn’t 

intend to follow through. If you can’t sleep at night worrying 

whether you can trust me you probably shouldn’t sell me your  

house, wouldn’t you agree? So do we move on or not? 

 

Seller:  

  Yes: (Million Dollar Script) 

 

  No: I just don’t know if I can depend on you or not. 

Your Response: Let’s examine your alternatives. If I do what I’m telling you I’ll do, your 

   payment will be paid, your house will be maintained and hopefully sold 

   for cash in time. Sure, things could go wrong, but remember, I don’t get 

   paid unless I produce.  

   Would you like some names and numbers of previous owners I’ve  

   worked with in this fashion? (OPTIONAL) 

   If I do what I say, can I count on you to do the same? 

 

     

Your Response: 

(Ron’s Short Answer) 

Do you have any  

reason to believe you 

can’t? 
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How Do I Know When My Mortgage 

Payments Are Made? 

 
 

We can handle that two ways. I’ll pay you direct and let 

you make it yourself (only if seller has money coming 

when you sell), or I’ll set up a third party escrow 

company to collect from me and pay it for you. This 

service will only cost you about $15.00 per month. Of 

course, you can choose for me to pay your lenders  

         direct. You’ll know if I don’t because a late notice will 

         be sent to you by the lender. 

  

Which would you prefer? (This is not a point that makes much difference to 

you. Do whatever makes the seller happy. If seller has no equity or money 

coming,  never make the payment to them direct.) You may use 

escrowserv.com but note they will hold the payment for two weeks after 

collecting. 

 

 

Your Response:  

(Ron’s Short Answer) 

The banks will notify 

you if it isn’t, OK? 
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Key 

Points 

Getting Free Payments 
Do not do this on the phone. This must take place in the home.  

 Anytime you’re taking over debt when the payments are current or buying with owner 

financing, you should work hard and perhaps insist on at least 3 months before you begin 

making payments. This will take the pressure off you and give you plenty of time to find a 

buyer. 

Script: “I can take over your payments and continue making  them until your loan is 

(You)  paid off sometime in the future. When do you plan to move out? Okay, I’ll ask 

  you to make the next one coming up since it’s for the previous month, which 

  you lived in the house, and two more after that. I’ll take over from there,  

  okay? 

OK:  (Shut up, don’t keep talking, move on) 

What? “Mr. Seller, if you list with a Realtor®, how many payments will they make?  

  If I don’t buy your house, how many more would you expect to make? I’d guess 

  more than two, wouldn’t you? —- Wouldn’t you feel better knowing your house 

  is sold with no more calls or showing or worrying about it? —- Did you notice I 

  didn’t ask you to pay closing costs? Wouldn’t you agree they would usually run 

  more than two extra payments? —- Mr. Seller, do you think it’s fair to ask you 

  to help me help you?” 

Seller: Yes! - (Close the deal) 

  No! - Are you saying if I don’t make the next payment we can’t do business  

  today? (This question will cut to the bottom line quickly. The seller’s answer will 

  indicate their true motives.) 

Seller: No. (Close the deal)  

   Or 

  Yes. 

You:  OK, how about this? I’ll make the first payment in the month I get the house 

  occupied not to exceed 3 months. Is that fair? 

Seller: I guess so. (Close the deal) 

   Or 

  No, I just can’t make it. 

At this point you’ll have to decide to pass or play. 
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When Will You Get My Loan 
Paid Off? 

(Subject To Deals) 
 

Your Response:  I can’t give you an exact time. It will be up to my   
    tenant/buyer to make the decision within the time  
    frame they have. I can tell you this, I get paid when  
    they buy, so obviously I’ll be pushing them to do so.  
    In the meantime, your payment will be made and  
    repairs are on me. That’s the most I can promise. 

    Will that work for you? 

 

 

Seller: Yes:  I guess. 

OR 

  No:  I would rather sell outright now and get cashed out. 

 

Your Response:  Ok, if you go refinance your house and keep all the  
    proceeds I will buy it from you with owner financing  
    or lease purchase it for what you owe and make your 
    payment for a few years until we can cash it out.  
    Would you do that? 

 

  Yes  -  (Appointment Script) 

  No   -  So, it’s all cash now or nothing?  

  

    Yes - (No Script) 

 

 Note—There’s no discussion of a term when you take over debt. There is no way 

to change the existing loan to the sellers bank. Therefore, the term is however 

many months they still owe. Never ask how long they’ll give you to pay it off.  
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When Will You Pay Me Off? 

(Owner Financed Deals) 
 

You:  We usually get 30 years, ok?  

  (shut up) 

 

   Yes: (say no more. Move to next point)  

   No: How long can you give me?  

 

  (Seller will answer. Regardless of their answer…)  

 

You:  Gosh, I haven't done for less than 15 years in a long time. What’s 
  the longest you can give me?  

 

  Get to an acceptable number. Remember, the longer the term the 
longer your cash flow.  

 

“The Longer You Own The House 

The More Money You’ll Make” 

    Ron LeGrand 

 

* Note 

Don’t over negotiate this. You really don’t need 30 years. It’s just a negotiat-
ing point, but, I’d work hard to get 10. It’s unlikely you’ll own the house that 
long before a tenant buyer cashes you out. If you are buying on a wrap for the 
same amount seller owes, your term should be the same as the remaining 
debt on the underlying loan if the seller will let you go that long.  
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What If The Buyer Never Closes? 

 
 

Your Response:  When my term is up you’ll have a choice of either  

    extending it or terminating it. I’ll stay in as long as it  

    takes, but if you want me out, it is your option and it’s 

    part of our agreement. Will your house go up in value 

    each year? —- Will the debt go down every month?  

    Well, I could make a case the best thing that could hap-

    pen for you is if I don’t cash you out. Wouldn’t you agree?  

 

Seller:  Yes:  Write it up 

 

  No:  Well there’s no way I can agree to less than 3 years, so it’s 

    your choice. Do we move forward or do you want to     

    continue looking for a cash buyer? 
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I Need To Let MY Attorney 

See The Agreement 

  
 

Your Response: Well that’s fine. What is it you don’t understand? Should I go over it 

   again? 

 

Seller:  

  No: I just let my attorney review everything before I sign. 

 

Your Response: If your attorney says the agreement is legal are you ready to proceed? 

 

 Seller:  

  Yes: I guess so.  

  (At this point leave an agreement with them and make an appointment for 

  them to call you back. If possible, leave some references for the attorney to 

  call.) 

OR 

  No: I need to think about it more. 

  

Your Response: Exactly what is it you need to think about? Is it some point we need to 

   discuss or are you undecided about whether you want to sell  

   or not? (Whatever the answer is, it will get you back into negotiation. If 

   it’s a fine point, fix it. If they are unclear about proceeding keep asking 

   questions until you get the real reason and then try to fix it.) 
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Never Make Promises You Can’t Keep 
And Get It In Writing You Didn’t Make 

Any! (CYA Letter) 

 

If You… 

 

Tell It Like It Is And Don’t Lie To Get 
Your Way, You Will Then Be Doing 

Business Only With People Who Wish 
To Deal With You And You Won’t Have 

To Remember Whom You Lied To Last. 

 

It’s Better To Lose A Deal Than Your

Integrity Or A Court Battle. 
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When You May Not Want

The Deed 
 

1. Payments are too high to come close to covering the rent 
and will make the house very difficult to sell, unless you get 
a lot of equity. 

 

2. The payments are current and the house requires too much 
repair work in your opinion for you to sell as is and attract a 
buyer, unless you get a lot of equity.  

 

3. The house is weird in some way, i.e. poorly located,
functionally obsolete, too far out in the country or any other 
reason you feel it would be hard to sell. 

 

4. House is over-leveraged. The mortgage is larger than the 
value or there isn’t enough equity to get you interested. 

 

5. When a balloon is due a short time off and there isn’t
enough equity for you to sell for cash and make a suitable 
profit. 

 

6. Seller wants you to guarantee the debt and you don’t want 
to, which should be all of the time. Or payments are too high 
for you and you don’t want to tell seller you’ll make them 
when you’re not sure you can. 

 

 7. When payments are in arrears and there’s only one mortgage 
 on the property with very little equity.  
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Step 1: 

 

Locate Pretty
House

Prospects 

 
“Many Of Life’s Failures Are Those Who 
Did Not Realize How Close They Were To 

Success Before They Gave Up.” 
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How To Find Motivated Sellers 

 
 There are really only two ways to find people who 
are interested in selling their house. 
 
 1.  You seek out people who are advertising a sale 
  or who appear to have an interest in selling be 
  cause of circumstances in their lives and…  
  contact them. 
 
 2.  You crank up your lead generating system to  
  the mass market and…get them to call you. 
 
 Either You Contact Them – because you know they 
have a house for sale. 
 

 OR 
 
 They Contact You – because you’ve let them know 
you buy houses. 
 

There Is No Other Way! 



72 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

 

 

“You Must Find Sellers 

Who Need To Sell, Not
Want To Sell; Then

Separate Them At
Lightning Speed And
Deal Only With Those 

Who Want To Deal
With You!” 

 

~Ron LeGrand® 
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How To Capture Calls From Sellers
And Only Talk To The Ones Who

Want To Talk To You 

 
We’ve set up a 24 hour answering service and the script to 

take all your calls from sellers and buyers. They know what to 
ask and will fill in the property information sheets for you and 
email to you as they arrive. Go to… 

 
Patlive.com/RonLeGrand 

 
 
Your $150 setup fee will be reduced and your monthly 

charge is $199.95 for 250 minutes for a live operator 24 hours 
a day. 

 
This will save you countless hours of wasted time talking 

to suspects and may very well be the difference between 
success and failure. 

 
Your job is drive calls to them. Their job is to free you up 

to do more productive things. Now you only need to call the 
leads that give PatLive the information on the property info 
sheet. 
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Information Form For PATLive 

You must tell them how you want the phone answered 

 

Date of Lead: 5/30 3:43:34 PM
Name: Wayne Nguyen 

 

Hello. John and Donna are out at the moment. They asked me to 
get your name and number and John will get back with you
shortly, ok? 

 

Do you have a house for sale? 

Yes. 

 

Cell Number: 

 

 

What’s the address? 

Street, Chandler, AZ 85

What is the best time to reach you? 

Note 

        PatLive is not your VA. Their job is only to answer live and get 
enough info to determine if you or your VA should call seller.  

18 
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What Not To Put In Any Of 

Your Advertising 

 
1.  Never advertise you will sell their house. You buy houses. You 

don’t sell for others, unless you have a real estate license. Make 
sure your ads don’t make you look like an agent. 

 
2.  Never advertise yourself as a foreclosure consultant or offer 

any services to people in foreclosure for a fee. It’s illegal in 
some states and more are considering it. 

 
3.  Don’t advertise you’ll pay finder’s fees. It will only serve to       

attract heat from agencies who believe you’re acting as a    
Realtor®. 

 
4. Never use negative comments about any other person or   

company. It will serve to make you look small and scared. 

 
5.  Don’t advertise you will buy a home and lease option back to

the   seller. It will draw heat from authorities and it’s not a 
practice you want to implement. 

 
6. Don’t make false claims you can’t back up. No need to do so. 

But don’t be afraid to be bold and sell your Unique Selling 
Proposition (USP). 
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Generate Leads From Motivated Sellers 

 

Step 1: Generate leads from motivated sellers. Crank up 
the buying-machine. 

 
The following are a few examples of things you can do 

that work to get sellers to call you or you contact them. 
When they call you they’re more motivated than when you 
call them. Focus your lead generating campaign on getting 
your phone to ring instead of you chasing unmotivated 
sellers. This will require a little operating capital so if that’s 
an issue call FSBO’s from ads and signs until you can get 
someone else to do it. 

 
1.  Gold Club FSBO’s (VA) 
2.  Call FSBO’s Online (VA) 
3.  Run Ads (VA) 
4.  Yellow Letters 
5.  Signs - Yard & Vehicle—Bandit 
6.  Cards 
7.  Website (VA-DREAMS) 
8.  FSBO Signs 
9.  Field Agents 
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Finding 

Deals 
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Outbound Calls To Ads 

 Here’s a technique that could drive your business to any level you wish to take it 
and if properly done would be all you need to do. It’s simple, effective, and low cost 
and frees up your time to talk only to prescreened sellers so a few conversations a 
week is all it takes. 
 

 In your city are several publications that contain classified ads from people with a 
house for sale, including daily papers, weekly papers, military papers, area  papers, 
trade magazines and classifieds on the internet. It’s up to you to find these publications 
and  subscribe. The internet is loaded with them as well. A list of  potential websites is 
listed   under Classified Ads in this manual. 
 

 The downside is most of these ads are unmotivated sellers, so the trick is to find 
the motivated among them. The best way to do that is for someone else, besides you, 
to do the prescreening. Here’s a cheap but very effective plan for you to harvest these 
deals: 
 

 In addition you should be doing things to get people to call you such as signs on   
vehicles, and the yellow letter campaign mentioned in this course. However, the most 
effective way to find qualified FSBOs is to have someone drive around and look for the 
FSBO signs in front of the houses. We find this to be very effective because many of 
these houses are not on the market and this is the only advertising the seller chooses 
to do. Plus this allows you to tar- get the areas you want to buy houses in. 
 

 I could make a case for you to make it somebody’s responsibility to drive around 
and produce you 10 to 20 of these FSBO leads per week. You can pay them from $5-$10 
per lead for snapping a picture of the house with the sign in it with the seller’s phone 
number on the sign. For example, if you pay $10 each, or $200 for 20 leads in a week 
and 10 of them turned into yes answers and you only bought one of those, that’s one 
deal for every 20 FSBO leads. So what’s the deal worth to you? 
 

 Would you pay $200 to get a $10,000 check from a nonrefundable option deposit? 
 

 So the best plan is for you to contact sellers through their advertising and get 
them to contact you through your advertising. In both cases someone must call these 
sellers and complete the property information sheet to deter- mine whether they are 
suspects or prospects. And that my friend is where the automation comes in the form 
of a virtual assistant. 
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So that leaves two key ingredients to any successful campaign to locate
prospects. The first ingredient is to generate leads and make sure you have an   
ample supply of them. And the second ingredient is o get a well-trained person to 
call those leads to get you positive results. 

 

Here you can actually have three choices. Choice one, you can have
somebody in your organization call them. Choice two, you can find and train a 
virtual assistant to do it for you. Or choice three, you can hire a virtual assistant 
that’s  already trained to do it. 

 

Obviously my favorite choice would be the latter because this whole system 
is about automation and systemization and that means sooner or later you must 
come to the conclusion to let other people do what they do best so you can do 
what you do best. 

 

If you want qualified virtual assistants you simply have to talk to our staff 
and get registered and you’ll have one within a few day whose specialty is to call 
Sellers and fill out property information sheets. 

 

But lets be clear on whose responsibility it is to do what. Your virtual
assistant can find leads for you online by searching multiple websites and looking 
at the classifieds. However, this will require research time and virtual assistants 
will get paid for their time. I am not saying you should not do this but I am saying 
you should limit the amount of time your virtual assistant spends doing research 
and maximize the time he or she sits on the phone calling sellers for you. 

 

How do you do that? It’s simple. Provide as many leads as you can to your 
virtual assistant so they can do the calling not do the researching. That means you 
can’t sit around and wait for your virtual assistant to run the entire front end of 
your business and expect miracles to happen because there are only so many 
leads any researcher is going to find on websites and in reality a lot of those are 
old and stale because many of those sites don’t force the house to come down 
once the house is sold. 

 

I suggest you have your VA do some research but limited to no more than a 
couple hours per week max. If you implement your own campaign to supply the 
leads to your virtual assistant you will need little or no research done. 
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Tips For Improving VA  

Results For Success 
Tip 1 

Supply You Own Leads 

 FSBO Signs 

 Placing Ads 

 Yellow Letter 

 Vehicle Signs—Bandit 

Tip 2 

Expand your criteria, make your farm area larger. 

Tip 3 

Critical communication with your VA.  Fix issues, don’t whine about them 

Tip 4 

Realistic expectations.  Your VA is not responsible for your success. 

Tip 5 

Check in and out leads.  All leads should be accounted for. 

Tip 6 

Use Ron’s scripts.  They work and will keep you from thinking about what to say.  Let the 
seller make you an offer. 

Tip 7 

No’s don’t mean NO!  If you call the NOs, about 1/3 of them will become yes. 

Tip 8 

Our VA is cheaper than your pain.  You can get cheaper VAs but not better.  You get 
multiple VAs for the price of one and they are quickly replaced if they leave or don’t 
perform. 

Tip 9 

Track your sources.  You should know where all your leads come from.  You can track by 
using several phone numbers. 
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Services that can be provided with Eagle 

VA Membership   

 

Sourcing of Leads 

Call FSBO Properties to Obtain Lead Sheets 

Posting Ads 

Maintaining / Updating Websites 

Create Flyers 

Create Buyer’s List 

Screening Buyer and Seller Prospects 

Checking Voicemail/Email 

Setting Up Appointments 

Text Blast and Email Blast  

Managing Your DREAMS System 
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Eagle VA Services 

Sourcing of Leads 

Leads can be generated in one of two different ways.  Either Eagle VA Services can find 
and source the lead for the client or the client can send their virtual assistant leads to be 
entered into the system.  Either way Eagle VA Service will be responsible for entering the 
lead onto the client’s call log accurately and in a timely fashion.  For client-generated leads 
the turnaround time from the time the lead is entered until the time the lead is called is 48 
hours, provided that the client has provided a reasonable number of leads to be entered. 
 

Call FSBO Properties to Obtain Lead Sheets 

A top priority of Eagle VA Services is to call FSBO properties and generate property           
information sheets for clients.  Eagle VA Services has engaged the services of 
www.trackvia.com in order to better assist in the generation of property information 
sheets, track open and un-contacted leads, manage sourcing criteria and account              
information for clients, schedule callers, and other assorted tasks that are essential to the 
performance of the VA’s role in this particular task.  The client’s responsibility is to provide 
the VA with an email address where the VA can email the client leads and call logs.   
 

Posting Ads 

Eagle VA Services should be well-versed in the posting of ads on a variety of different  
websites both for buying and selling houses.  Eagle VA Services has a list of common    
websites utilized for posting ads.  For buying homes, the client should provide the VA with 
pre-written ads or the VA can allow the client to select from some sample ads that are  
regularly used by the department.  The VA can then tailor the ads to fit the client’s goals 
and wishes.  The VA can then post the ad utilizing either the client’s or the VA’s email       
address to receive responses to the ads.  For selling homes, the client should provide the 
VA with a description of the home and any marketing language the client wants to           
implement along with photos (if available).  The VA can then post the ad, description,  
marketing language, and photos onto the websites selected by the client. 
 

Maintaining / Updating Websites 

This task refers to the addition of listings on a client’s website.  The client should provide 
the VA with access to the client’s website including the administrator’s address, login 
name, and password.  In addition, the client should provide the VA with photos and a      
description of the home as the client wants it to appear on the website listing (including 
marketing language).  The VA should then be able to update the client’s website with the 
photos and description so it appears as the client wishes on the website. 
 

Create Flyers 

Eagle VA Services has access to many websites which allow for the creation of flyers for 
clients.  The client should provide the VA with the description of the home, the marketing 
language, photos for the flyer.  Either the VA or the client can design the flyer’s structure.  
If the VA designs the flyer then the VA can submit multiple options for the client’s review.  
Once created, the VA can then post the flyer as necessary on any website or send the  
completed flyer to the client for distribution.   

http://www.trackvia.com
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Create Buyer’s List 

Eagle VA Services can assist the client in the creation of buyer’s list through Constant   
Contact, Aweber, Call Fire, or any combination of the three services.  In order for Eagle VA 
Services to add these contacts to the above-mentioned services it will require the buyer to 
forward the leads to Eagle VA Services or provide Eagle VA Services with access to where 
these leads are generated.  These leads can be generated by a client in a multitude of 
ways including but not limited to, PATLive calls, bandit signs, yellow letter campaigns, 
from a website, or from some other source in which the client can provide the VA with a 
phone number or email address. 

Screening Buyer and Seller Prospects 

Once Eagle VA Services has a seller lead (either from the client or sourced internally), the 
individual VA can proceed to contact the seller and pre-screen the seller by completing a 
property information sheet and forwarding that along to the client.  In order to pre-screen 
buyers, Eagle VA Services will need the buyer’s contact information and then the VA can 
call the prospective buyer and by utilizing the script determine the buyer’s attributes and 
forward that information to the client.  The VA should also add the buyer’s contact          
information to the client’s buyers’ list. 

Checking Voicemail/Email 

Eagle VA Services checks voicemails through one of two ways. Either by accessing a        
client’s Google Voice account and returning those calls or forwarding the message on the 
nature of the call (if the message is from a buyer or seller Eagle VA Services will return the 
call on behalf of the client). Alternatively, if the VA is receiving PATLive calls from PATLive 
direct or from the client the VA is calling those buyer and seller leads as well.  In order to 
be able to perform this function, Eagle VA Services must have the login information for 
the Google Voice account and have the client forward the PATLive leads along to the VA. 

Setting Up Appointments 

Eagle VA Services can set up appointments with sellers (either for phone calls or         
showings) on behalf of the client.  All the client should do is forward the seller’s name and 
contact information (preferably a phone number, and also preferably on completed    
property information sheet) and the individual VA can then call the seller and set the       
appointment for the call or showing. 

Text Blast and Email Blast   

Eagle VA Services can assist a client with text blasts through Call Fire and email blasts 
though Constant Contact.  The client should provide the VA with the message to be sent 
and the phone number list the client wants called and the VA can then setup the time and 
date for the text blast to occur in Call Fire for the client.  The client should ensure that the 
VA has the email addresses of the people the client wants email blasted.    Once this is    
accomplished, the VA can then email blast the targeted individuals.   
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Build A Predictable Real Estate Investing Business With DREAMS 

Lead Capture Website 

Easily turn your site visitors into prospects with our proven pre-built website templates. Set up is easy, and only 

takes a few minutes. Because DREAMS is an all in one platform, every lead captured will be sent directly to your 

CRM, and followed up with on autopilot, helping you consistently close more deals. 

Contact Management - CRM 

Never run your business from spreadsheets and note pads again. Use our powerful CRM to identify new prospects, 

manage existing relationships, and grow your business from the inside out. Follow up is more important today than 

ever. Stay in contact with your leads, and pick up the conversation where you left off. Track your conversations with 

contacts using notes, email read receipts, and the agenda assistant to make sure you never leave a contact behind. 

Call Tracking & Analytics 

Track your campaigns and grow your business with Profit Dial. Use unique phone numbers for your campaigns to 

track every call and text message, so you know exactly where your leads are coming from. This will allow you to real-

locate your marketing budget so you can scale what’s working. Intelligently route calls based on call history, tags, 

lead source, and more. 

Automated Workflows 

Turn your dead leads into deals! Trigger personalized follow-up campaigns when prospects complete a form on your 

website, text a keyword, or click a link in an email. Create personalized follow-up campaigns with automated text 

messages, ringless voicemails, emails, and more. No lead will be left behind with DREAMS Workflows. 

Property Analysis 

Easily analyze your properties in one place so you can be sure you are only buying the deals that will make you the 

most money. After all, you don’t make your money when you sell a house, you make your money when you buy one. 

To ensure you are buying your houses at the right price, use our suite of property analysis tools so you can make the 

most informed investment decisions. 

Property Marketing Engine 

Use our suite of property marketing tools to sell your deals with the push of a button. Simply add your photos and 

property description and hit publish to market your property on your website and top 3rd party sites. Alert your buy-

ers list with text message and email blasts to sell your properties fast, and for top dollar. 

Property Finder Portal 

Use the Property Finder Portal to recruit, educate, and motivate property finders to submit deals month in and 

month out. Keep your Property Finders in the loop and accept or reject properties on the fly, which means no more 

phone calls asking if their deal has closed. 

Team & Task Management 

Do you feel like you can never get ahead of your to-do list? Create and implement the perfect follow up strategy to 

ensure no lead is ever left behind. Create notifications, and seamlessly assign tasks to team members, so you can 

focus on what you do best. Manage your entire team with complete transparency, allowing you to focus on imple-

menting and managing your systems. 
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Order here and start next week  
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Why You Need A VA 

You only have two choices to get all the grunt work done and call sellers. 
Either you do it or get someone else.  

If you do it, you and I both know it won’t get done, done on time, done 
correctly or consistently. Yes, it saves you a little money, or does it? Do you 
really believe it won’t cost you 100 times more than it saves you in lost deals, 
wasted time and aggravation?  

It could easily cost you a very lucrative business because you get so 
frustrated with minutia, you eventually give up.  

Are you really going to spend all your time calling sellers and filling out 
property info sheets while talking mostly to worthless sellers?  

How long do you think it will take to demotivate you so you find other 
things to replace calling because you really don’t want to do it?  

If Calls Aren’t Made 

You Ain’t Getting’ Paid 

If you plan to make a family member your VA, who will it be? Will they 
work for free? How long do you think they will last doing your grunt work and 
calling your sellers? How will you train them to handle these calls? Are they 
qualified to do all the other grunt work items?  

The reality is you can hire two minimum wage employees to do this stuff 
and our VA is cheaper because you only pay for minutes used. An hour of a 
VA’s service is a full hour worked. No family member, spouse or employee will 
work 60 minutes in every hour for every hour paid.  

WARNING 

This is not the place to save money, even if you could. The services of 
trained and monitored VA’s are vital to your business. If the work they do 
doesn’t get done…                                                                                                                               
           You Have No Business 
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Which Level Do I Choose? 

The minimum Gold Club level is $59 a month, option 1. If you’re reading 
this, you’re likely already at this level. You can’t hire our VA’s unless you are. 
Most enter before they really get started or come to Quick Start School.  

However, once you graduate, you should be ready to get your 
business up and running. When you are, you’ll need to be in the Gold Elite 
($297/month) at minimum, option 2.  

It comes with your website, buyers list, DREAMS system and other 
tools to run your business and includes the Gold Club membership, so your 
$59 charge will cease.  

This level does not include VA service, but you can purchase it at $105 
for 5 hours or $200 for 10 hours as you need it.  

Once you determine you’re using 25 hours of VA service or more per 
month, simply upgrade to Gold Elite VA, option 3, at $697 per month. It 
saves you $125 and includes options 1 and 2.  

You may move up or down as you see fit, with no penalty. There will be 
no overage charges unless you approve them.  

There is a $500 set up fee for option 2 or 3 or VA service only, if you 
remain in option 1. There’s only one fee, one time, regardless of your choice. 
It will be waived or credited if you enroll in Mentoring or Masters while 
here.   
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Classified Ads 

The days of running ads in newspapers are about over since most
people shop online, but I’m hearing good things from students who keep an 
ad in the newspaper under “Real Estate Wanted”.  

There are numerous websites you can visit where people are
advertising houses for sale and you’ll use the same sites when you’re selling. 

You don’t need a fancy ad, you just need to get it out there. 

There are a few from the newspaper on the next page, but here’s a 
simple ad that works: 

 

Full Price For Your House

Any Condition Or Area—Walk Away Today 

Cash – Confidential – Close Quickly 

Email Address and Phone Number (Patlive #) 

 

Here’s a list of sites: (Let our VA’s run your ads. You don’t need to know which 
sites) 

 

CLASSIFIED AD SITES 

Craigslist.org (also Canadian) 

Adleaf.com (Classified Ads And Blogging Ads)  

Oodle.com (Buying And Selling Ads) 

Vast.com (Searches Free Classifieds – pulls from other sites) 

 

FOR SALE BY OWNER SITES – (Most But All Are Free)  

Valuemls.com (Seller - No Lookup Capability – List on MLS For Fee)  

ByOwnerMLS.com 

Foresalebyowner.com  

Virtualfsbo.com 
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Homesbyowner.com (Pulls From Other Sites) 

Oodle.com (US & Canada)

Postlets.com (Seller - Also Posts To Several Other Sites For You. Good For Posting Ads, 

Not Finding FSBOs) 

SaleByOwnerRealty.com (Seller – Flat Fee For Listing Service)

Trulia.com (Recently Reduced Home Prices – Mostly Pre-Foreclosures/Foreclosures) 

vFlyer.com (Seller - Create One Flyer And It Posts To About 10 Other Sites For You, Not For 

Finding FSBOs) 

Zillow.com (High Traffic Site)

Buyowner.com

Militarybyowner.com 

MLSToSell.com (Seller - Flat Fee MLS Listing Service; No Lookup) 

Free Classified Listing Sites 

 Craigslist.com      

 Classifiedflyers.com 

 Dir.yahoo.com 

 Google.com 

 Classifieds.myspace.com 

 Gumtree.com(UK Only) 

 Backpage.com 

 Ebayclassifieds.com 

 Oodle.com 

 Adlandpro.com 

 Adpost.com 

 Vast.com 

 Sell.com 

 Domesticsale.com 

 Classifiedads.com 

 Chooseyouritem.com 

 Webclassifieds.us 

 Buysellcommunity.com 

 Classifiedsforfree.com 



100 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 



101 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

 

Simple, inexpensive signage can produce more deals in a year than
some investors find with what they consider a full time effort. This tool
should be in every serious entrepreneurs system. Signs are silent salesmen. 

There are various forms you can use. Some cost no more than the price 
of the sign. Others require a monthly or annual fee to place. Some are 
permanently placed, while others are temporary. Some remain in one place 
while others move around. Almost all are worth the expense and the 
minimal effort to get in when making your signs, be careful not to clutter 
them with too much script. They should have big, bold, easy to read letters. 
Use only the important words. You only have a second to capture attention 
so keep it brief. 

All your signs should be the same colors and look alike. Try to maintain 
the same theme throughout all your advertising. 

Something as simple as a bar or a stripe can set your signs apart and
create the theme you need. Be careful with graphics, however. The words 
are what sell. No fancy graphics. Make sure a graphic doesn’t attract 
attention away from the message. Use a professional sign maker. Don’t try to 
do it yourself. Be sure you like the color scheme and the overall appearance 
you expected by looking at a sketch or computer model. 

Be sure to check your local sign ordinances for any signage you intend 
to place yourself. 

Here are some suggested sign usages for you to consider. 

Your Own Houses: Always place an ‘I Buy Houses’ sign on your own 

houses as soon as you purchase. It’s free and very
productive. In fact, put two or three in the yard at the 
same time. If you’re ready to rent or sell the house 
simply put the rent or sale sign several feet away from 
the ‘I Buy’ signs. It won’t hurt the salability in any 
way. In fact, it will attract more attention to the 
house. 
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Other People’s Yards: There are numerous locations in your city you can 
 place yard signs. Many property owners will allow it 
 just by asking. Others can be placed with a small 
 monthly fee. 

 

Would you pay $30 a month to put an ‘I Buy Houses’ sign on a vacant lot 
with 25,000 cars a day going by? Of course you would. Why not put two or 
three signs for the same lot? It shouldn’t cost any more than one. Look for 
vacant houses and commercial property. Call the owners’ and ask. Before you 
know it you’ll have 50 signs around town. Of course another alternative is just 
to place the signs without asking. It’s always easier to ask forgiveness than 
permission. If you choose this route, be sure you know the penalty for not 
getting permission. 

 

Signs For Your Vehicle: These are inexpensive and very effective. If you 
 drive a pick-up or a SUV, be sure to place one on the 
 tailgate. It may make sense for you to buy a big 
 truck so you can place a big sign on it. 
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    Bandit Signs 
 

 These are roadside signs on a stake or nailed to trees.  

 You can get them from any sign shop or Christy King.  

 The normal size is 18”x24”, but I’ve seen some smaller and some larger.  

 The only things you need on the signs are… 

 

 

 

 

  

 The call should go to PatLive.com/RonLeGrand or you can take it yourself, 

but make sure the number works with no interference from your family or 

others who shouldn’t answer the phone. Taking these calls will make or break 

your business.  

 I like black letters on yellow signs. Don’t use all caps. It’s hard to read. 

Initial caps only.  

 The good news is, these signs work. They will generate calls.  

 The bad news is they are probably illegal and may generate a call from the 

city to remove them. They will disappear from city removal or self appointed 

sign police.  

 Most investors put them up on Friday afternoon and pick up on Sunday 

afternoon. This tends to keep down city issues since they aren’t working on 

weekends.  

Full Price For Your House 

631-2439 

Fast Close — CASH 
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 Who Puts Them Up? 

 Anyone wanting to make $8-$10 an hour with a car. Maybe the same 

person who mows your lawn, or child or parent. I’d find someone you can rely 

on to do it consistently every week so they know where to put them out and 

you don’t have to keep training.  

 

  Where To Put Them 

 Intersections on each corner and street dividers. Roadsides that don’t 

appear to be in anyone’s yards. NO telephone poles.  

 Your target area is low priced subdivisions well below median, but not 

war zones if you want houses to wholesale or rehab.  

 SimpleCrew.com will create a map where each sign is placed, so you’ll 

know they’ve been put out and where to pick them up.  
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Bad OK 

Too Crowded OK 

Hard To Read Hard To Read 

1 

4 3 

6 

2 

5 
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Good 

Dumb 

Good 

Hard To Read 

Dumb 
7 

8 

9 

10 

11 
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14 

12 13 

15 
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Business Cards 
 
The purpose of a business card is to motivate people to call you, not to 

tell them: 

 

 How great you are. 

 

 How long you’ve been in business. 

 

 How your service is like no other. 

 

 How nice your building looks. 

 

All Of The Above Is Irrelevant! What Your Customer Wants To Know Is: 

 

 What’s in it for them? 

 

 How can you help them? 

 

 Why should they call you? 

 

Use both sides of the card. Display your benefit-laden message on 
the back. These same principles are true in all your ads, flyers, letters and 
postcards. What benefits can you provide your customer? 

 

 

I’ve never seen a business card that will generate customers while it’s still 
in the box. If you get arrested because you’re a real estate entrepreneur, will 
they have enough evidence to convict? 
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  No Problem 
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The Yellow Letter Campaign 

 
1.  Set up an account with PATLive.

www.patlive.com/RonLeGrand 
 
 

2.  Set up an account at www.yellowletterlady.com to do all 
the work for you. 

 
3.  Decide how many you wish to mail each week and to whom. 

 
4.  Order your list with the help of Christy King. 

 
5.  Tell her how many, when and whom to mail. Monday is a

good day to mail. Drive calls to PatLive.  

 
6. Receive leads from PATLive by email and have your VA call  

and complete the Property Information Sheet enclosed. 

 
7. Visit one to five houses per week and get some of them 

under contract. 

 
This is the most important discovery in the real estate investing

business in the last 30 years. It will single-handedly supply you with 
all the sellers you can process. Don’t underestimate its potential. 

However, you shouldn’t mail letters at over a dollar each unless 
you want to target a list. You can get leads a lot cheaper from other 
sources.  

http://www.patlive.com/RonLeGrand
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Why The Yellow Letter

Works So Well 

1. It’s hand addressed so it always gets opened. 

2. It’s a handwritten letter, which looks personal and will always 
get read. 

3. It compels the reader to act because it lists an address in the 
letter and they believe they’re the only one who got one. 

 

Tips For Success 

 
1. Don’t include anything in the envelope except the letter. 

2. Use only a local phone number, no website, fax or email. 
PatLive will give you 6 local numbers when you sign up.  

3. Keep testing lists until you get two that work and keep 
using them. 

 
4. If you’re not getting at least 5% to call, something’s wrong. 

Isolate and fix. This doesn’t apply to foreclosure lists. (5% means 
total calls. Most won’t have a house for sale) 

5. Don’t answer calls yourself. Let PATLive do it for you. 

6. Don’t try to be your own mail house. You can’t save enough to 
make it worth the time and grief and you’ll never get it done 
on time. Neither will your children, spouse or other hostages.  
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Special Letters 

After The Closing Call 

Codes 

 These are the codes we use after the closing call is made. If your calling from a paper lead, write it 

on the PI sheet in upper right corner. If you’re using DREAMS, add it anywhere you see fit for easy 

reference.  

 This will help you in the follow up process. Identify those best suited for the follow up letters 

enclosed and email auto-responders sent from DREAMS.  

Letter One 

 It’s designed to mail to the seller after the call if they aren’t interested in Terms. It should be 

mailed the day after or day of the call.  

 You’ll have to rewrite the beginning to your needs but the rest can stay the same. Note the 

personalization at the top and bottom, use first name only.  

 Create your own template so you can add name and address and print letter on demand. Your 

signature should be in blue ink.  

 Note the codes at the bottom CN (contract/no terms), OM (off market) and L (listed) should all get 

letter one.  

Letter Two 

 Same as letter one except the intro. This letter is meant for sellers when you text with no reply or 

left voicemail with no reply, but after your VA got a completed PI sheet. 

 Do not send both letters. Only one is applicable based on the codes.  

 No need to send any letter to sellers who have sold or you have made an appointment to see.  

Letter Three 

 Designed only for those sellers who are behind on payments whether they are in foreclosure or 

not. You can rent lists of both.  

 Its designed to get sellers attention because you’re offering to make them a small loan to bring 

the payments current.  

 Of course there are requirements they must meet to qualify, mainly LTV. If they don’t have a lot of 

equity, at lest 30%, after the loan is made I’d never consider the loan.  

 However, the letter also makes it clear of you can’t make the loan you may also buy the house, 

which I’d guess is your primary objective.  

 The purpose of any advertising is to get the phone to ring. This letter may do just that when others 

won’t .  
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Lead Follow Up Codes 
 

These are the codes we use when calling sellers on the closing call.  They are noted 
in the upper right corner after each call.  You should follow up with a letter on 1 through 6. 

 

No today only means wait until the 

time and circumstances 

are right for me to say yes. 

 

1. D- Disconnected 

 2. CN – Contacted No Terms 

 3. NA- No Answer  

 4. T- Text 

 5. L – Listed 

 6. OM- Off Market 

 7. A- Appointment 

 8. S- Sold 

 



127 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

Ron LeGrand 
9799 Old St. Augustine Rd. 

Jacksonville, FL 32257 
(904)203-4740 

 

James Seller 
1233 Seller St. 
Jacksonville FL 32223 

 

Dear James,   

 You and I discussed your home for sale a few days ago. At that time you weren’t interested 

in taking a monthly payment until we can pay you in full. I completely understand. Most sellers I 

talk with would rather cash out now. However, some change their mind when they fully understand 

the alternative or circumstances change. This may or may not apply to you, but I’ve laid out some 

reasons below. If and when you wish to discuss further I am at 904-203-4740. 

 I have been buying houses in Jacksonville for 36 years with a good reputation for doing what I 

say, and telling it like it is. 

 I usually pay all closing costs. This saves you several thousand dollars. 

 There is no commission. I am not a Realtor; I am a buyer. 

 I’ll take your house as is, and close when you’re ready. Only takes me three days. It can be 

vacant, occupied, or tenant occupied. I’ll even handle eviction if applicable. 

 You’ll receive a monthly payment until paid in full and all house related responsibilities are mine. 

You’ll never write a check, or have anything to manage after this sale. I’ll pay your bank direct if 

you approve so you have no collecting. 

 All closings are professionally done with an attorney with the note and mortgage recorded to 

you, if applicable. I cover this fee. 

 I don’t have to steal your house. I won’t pay top retail price, but I can assure you no investor 

will pay more. It’s not about the price if you can take a payment. In fact, the price I can pay is 

likely more than you’d net if you sold with a Realtor and paid commission and closing costs, and 

possibly some repairs to pass a home inspection. None of that with me. 

 It’s really just a delayed cash sale. If you must have all cash now I’m not your buyer, but if you 

can wait I very well may be. 

 There may be tax advantages to you not cashing out now. This should be discussed when we 

chat. 

  If you have a current loan, and don’t want a double payment when you move or waiting on a 

Realtor to sell, I’ll cover it. 

 If you wish to remain in the house for a while after you sell we can work it out. I’m not moving 

in. 

 If you wish to refinance now, and pull out your cash I’m ok with that. After you close the loan I 

will buy and cover your new payment until you’re cashed out. 

James, I know this is a lot to consider, but I felt it necessary to make my case in 

writing to you to have all the facts. If not now, perhaps you can keep this letter in case we 

should talk later. If you listed the house I may still buy it now. Thanks for your consideration!

CN, OM, L        
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FAQS 

Q.  Why don’t you just pay me cash? 

A.  I would but only at a deeply discounted price I wouldn’t expect you to accept.  When I pay cash 

the house usually needs rehabbed and a wholesale price is justified.  When I buy on terms, I can pay 

full price because my exit strategy is different and I don’t have to raise cash or deal with lenders.  I 

buy several houses a month which would be impossible if all were cash. 

Q.  What if I need all my money now to buy another house? 

A.  Then I’m not your buyer.  Frankly, I’m looking to buy only from sellers who can take a monthly 

payment until it pays off in full. It’s really just a delayed cash sale.  However, one exception would be 

if you have a lot of equity or the house is free and clear you may refinance it, keep all the cash and 

have your money within 30 days, after which I can lease purchase or buy with owner financing and 

make your payment until I get you cashed out. 

Q.  How do I know I can trust you?  

A.  I’ll have a financial stake in your house, all closings are done with an attorney and honestly, why 

would I want to pay several thousand dollars in closing costs and buy your house if I don’t intend to 

do what I say?  After 36 years of buying over 3,000 Jacksonville houses and living here all my life, I 

think you’ll feel comfortable I’ll do what I say after we meet.  If you don’t you shouldn’t sell me the 

house.  Wouldn’t you agree?  FYI, I live on Greenland Road, I have an office complex on Old St. 

Augustine Road, with over 100 employees, and a restaurant in Julington Creek called Iggy’s Grill & 

Bar.  Married 53 years, 9 grandchildren and eleven greats, and 2 Golden Retrievers.  I’m not going 

anywhere and I do what I say. You can trust me.  I’m a tell it like it is guy and at age 72 I only want to 

work with those who want to work with me.  I believe in full disclosure and happy clients. 

Q.  How long of a term do you need?  
A.   That’s totally negotiable and I’m flexible. 
  
Q.  Why don’t I just list with Realtor?  
A.  You certainly can and some do. However, a Realtor won’t buy your house, make your payment, 

pay your closing costs, close when you’re ready even if you remain in the house for a while, or take it 

as is with no home inspection… I will!  Realtors charge a 6% commission.  I don’t.  You have no 

assurance your house will get sold.  I’ll close it in as little as 3 days when we agree to terms.  To be 

honest, if you have to have your cash now, I’d suggest you list it for 90 days.  Keep this letter and call 

me if it doesn’t sell.  If you want a quick, easy sale, and save commission call me now. 

Q.  How do you make money? 

A.  Glad you asked… All my compensation comes from the buyers, not you. My business model is 

simple.  I buy on terms so I can sell on terms.  A large percentage of potential buyers can’t qualify for 

a loan… yet.  But they can after we help them fix whatever is broke which takes time.  We find 

families that want to own a home and lease purchase to them until they can qualify.  We screen them 

carefully and they must put up a non-refundable  option deposit to get in our homes.  In time, they get  
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financed and cash us out.  That’s when you get any money due and the loan gets paid off.  So here’s how I 

get paid.  I keep the option deposit which gets applied to their down payment.  I get a monthly spread 

between their rent and what I pay you and any backend money left over after you’re paid off.  So 

obviously it’s in my best interest to get it done too.  So now you know my secret.  I’m not in it for 

charity.  I get paid for what I know and help a lot of buyers enjoy the American Dream of home ownership 

and a lot sellers out of homes the easy way.  Everyone wins.  No losers and as I said, you never pay me a 

dime.   

Q.  What about repairs? 

A.  Not your problem.  My tenant buyers are responsible for the repairs while they are in the house and I 

handle them if they don’t.  When I buy your house you have nothing to do but deposit my payment and 

pay your bank and I use an escrow company that will even do that so you don’t have to. 

  

Q. What if I want to buy another house and need financing?  Can I get another loan if I have one on my 

house? 

A.  You should be able to if you qualify.  Your current payment will still show on your credit report but 

when I buy your house you’ll receive a recorded note and mortgage showing you’re receiving payments 

for at least the amount you’re paying.  This should eliminate any debt ratio problem.  Your income washes 

out your debt. 

  

Q.  Who pays the closing costs? 

A.  I do.  You pay nothing if your taxes are escrowed.  If they aren’t I’ll ask you to prorate this year’s taxes 

if not already paid.  

 

Q.  If I’m interested or have questions what’s the next step? 

A, Call 904-XXXXXXX and I’ll get a little information and make an appointment to see the house if we 

jointly feel I should. . Before I leave we’ll both know if I’m your buyer.  If so, I’ll get a purchase 

agreement and close when you are ready. Yes, it really is that simple.  In fact, nowadays it’s usually 

done electronically or my attorney will close it at my office.  It’s up to you. 

  

One more thing, If I do visit your house, I’ll bring you a $25 gift certificate for Iggy’s Grill & Bar.  Even if 

we don’t do business, you may as well get some good food.  We have live music on the patio 5 nights a 

week.  In the meantime, I’ve enclosed a discount coupon for you.  You don’t need to call me to use it.  
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Ron LeGrand 

9799 Old St. Augustine Rd. 

Jacksonville, FL 32257 
(904)203-4740 

 

James Seller 
1233 Seller St. 
Jacksonville FL 32223 

 

Dear James,   

 A few days ago you talked with my assistant about your house for sale. I sent you a text, and 

have yet to receive a reply. My assistant asked if you’d be interested in taking a monthly payment 

until I can pay you off in full, and my notes indicated that you wouldn’t. I completely understand. 

Most sellers I talk with would rather cash out now. However, some change their mind when they 

fully understand the alternative or circumstances change.  

This may or may not apply to you, but I’ve laid out some reasons below. If and when you wish 

to discuss further I am at 904-203-4740. 

 I have been buying houses in Jacksonville for 36 years with a good reputation for doing what I 

say, and telling it like it is. 

 I usually pay all closing costs. This saves you several thousand dollars. 

 There is no commission. I am not a Realtor; I am a buyer. 

 I’ll take your house as is, and close when you’re ready. Only takes me three days. It can be 

vacant, occupied, or tenant occupied. I’ll even handle eviction if applicable. 

 You’ll receive a monthly payment until paid in full and all house related responsibilities are mine. 

You’ll never write a check, or have anything to manage after this sale. I’ll pay your bank direct if 

you approve so you have no collecting. 

 All closings are professionally done with an attorney with the note and mortgage recorded to 

you, if applicable. I cover this fee. 

 I don’t have to steal your house. I won’t pay top retail price, but I can assure you no investor 

will pay more. It’s not about the price if you can take a payment. In fact, the price I can pay is 

likely more than you’d net if you sold with a Realtor and paid commission and closing costs, and 

possibly some repairs to pass a home inspection. None of that with me. 

 It’s really just a delayed cash sale. If you must have all cash now I’m not your buyer, but if you 

can wait I very well may be. 

 There may be tax advantages to you not cashing out now. This should be discussed when we 

chat. 

  If you have a current loan, and don’t want a double payment when you move or waiting on a 

Realtor to sell, I’ll cover it. 

 If you wish to remain in the house for a while after you sell we can work it out. I’m not moving 

in. 

 If you wish to refinance now, and pull out your cash I’m ok with that. After you close the loan I 

will buy and cover your new payment until you’re cashed out. 

James, I know this is a lot to consider, but I felt it necessary to make my case in 

writing to you to have all the facts. If not now, perhaps you can keep this letter in case we 

should talk later. If you listed the house I may still buy it now. Thanks for your consideration! 

T, NA 
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To Whom Do You Mail 

• Pre-foreclosures 

• Out Of Town FSBO’s - Occupancy Unknown & Vacant 

• Expired Listings 

• Bankruptcies 

• Divorces 

• Probates 

• Delinquent Tax 

• Vacant Houses You Or Your Field Agent Find 

• Zip Codes Selected By Area, Price Range, and Other Selections 

• Military Owners 

• Free And Clear Houses 

 

List Brokers You Can Use (There Are Many More): 

 

• YellowLetterLady.com will help provide you with great lists 

 from Melissa Data and others 

• USAData.com 

• rrdonnelley.com 

• Polk.com 
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Field Agents 

 There’s a simple plan you can implement to get people to send you photos of FSBO 

signs in front of houses.  

 

 Attached at the top of this page you’ll see the ad we used on Craigslist under GIGS. 

It ran for 8 days and got over 50 people to respond and sign up but only six of those sent 

FSBO leads. From those, 40 came from one person.  

 

 Once you get a response, send the email attached with instructions and wait for the 

replies.  

  

 If you wish, you can call each but it may not be necessary. We got all our leads 

before we could even start calling the agents and had to stop the ad. 

 

   81 Leads 

   11 were leads we already had 

   70 New FSBO leads in 8 days 

 

 Needless to say that’s a lot of follow-up for your VA and you, so make sure you can 

stop and start the campaign upon demand.  

 

   It’s simple.  

   It’s quick. 

   It’s highly effective. 

 

 You may go to RonLeGrand.com/fieldagent to see the next page online.  

Get Paid To Drive Around Town In Your Car!!! 

Get Paid To Take Photos From Your Car!! If you have a car and a cell phone, we'll pay you to drive around 
and take pictures. ... . .email fieldagent@youremail.com  

mailto:fieldagent@youremail.com
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Email Response: 

                                           Field Agent Instructions 

You Must Adapt This To Your Business            

 

 We are local homebuyers that deal in nice homes in nice areas and are looking for homes with “For 
Sale By Owner” signs in the yard. 
            

 To receive payment all we need is a photo of the house, address and the sign showing the phone 
number to call the homeowner.  You may submit a photo of each if you can’t get both in one photo.  You 
must visit the house. No online ads will be accepted 
            

 There are some areas excluded.  See the list below along with the instructions. 

 

What Do You Pay? – We’ll pay $10.00 for each photo and take as many as you can find until further 
notice.  Plus, as a bonus, you will receive $250 if we buy the house that you sent us!  We must receive the 
photos by 4pm to get in the day’s payment batch.  If you miss the deadline, you’ll be paid the next 
day.  You will receive an email from PayPal with instructions on how to set up an account if you don’t 
already have one.  You will receive an email notification as soon as we send the money but it may take 
several days for PayPal to deposit the money into your bank account. 

 

Submission Process – simply take the photos with your cell phone and email to 
youremail@yourmail.com.  You must register your contact info once so we’ll know who to pay.  Your 
email address will link the photos to you.  If the house is not in a prohibited area and it’s not a duplicate 
you previously submitted you’ll be paid.  Be sure to set your PayPal account up to match the email you 
use to submit photos with so your payments are received. 

 

Prohibited Areas 

·        Any house not in Duval, Clay or St. Johns County 

·        Any house in the following zip codes: 32202, 32208, 32209, 32206, 32092, 32095, 32068, 32043 

 

That’s it!  All you need to do now is register as a Field Agent and go find some FSBOs. The higher priced 
area the better.   

Register here 

  

Name                                   

Email (PayPal user)                               

Cell                                      

 

Please complete the information above and either email to youremail@youremail.com or fax to 904-421-XXXX. 

mailto:youremail@yourmail.com
mailto:youremail@youremail.com
tel:904-421-0181
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Field Agent Who Do Not Work  

And Still Get Paid 
 

 How many people do you know who’d gladly let you put a see through 
sign in their rear window if you paid them $10 every time someone called the 
number?  

 Here’s the sign: 

 

 

 

 

  

 Use white letters and add nothing else. A different number must be 
assigned to each car so you can pay the driver as you receive calls.  

 I’d only pay if the caller has a house for sale, not junk calls. No property 
info sheet, no payment.  

 The call should go to PatLive where you can pull a report for yourself and 
the driver.  

 Pay daily through PayPal just as you do field agents.  

 The more cars, the better. You pay only for the lettering by a sign 
company.  

 What if you had 25 of these running around town?  

            

 

904-262-8549 
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Step 4 

Follow Up 

Pretty
 

 
“Quit Crying Over Spilt Milk And Go
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Get A Signed Agreement 
 

 

If the house is sellable and you see no problems preventing sale, 
create one to three solutions to offer seller. In cases where you in-
tend to lease option, one may be enough. 

 

If sellers like your solution and are ready to do business, you 
should pull out an agreement for completion on the spot. Go over it 
with sellers and answer any questions before filling in the blanks. If 
sellers agree, fill it out and get it signed. If sellers want to show the 
agreement to someone else, leave it and follow up. 

 

When sellers want to think about your offer, simply write 
down the numbers on a pad and get back together when they are 
ready. 
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When To Use What Agreement

And When To Get Signed

On A Lease Purchase, Sandwich or ACTS 
 
BUYING: Your company and seller must sign a “Lease          
 Agreement With The Option To Purchase”(short  
 form) this manual and on the Gold Club site. Also 
 get an “Authorization to Release” signed.

SELLING: Your company and buyers will sign a “Real Property 
 Possession and Lease Agreement”(long form). Your 
 attorney should close this transaction and prepare a 
 statement for the seller to accept the Assignment and 
 acknowledging approval of transaction.   All sellers 
 should sign a “Sellers Acknowledgement” and if you are 
 assigning your agreement with your buyer back to the 
 seller you’ll need a “General Release” signed by both  
 seller and buyer.  Your attorney will collect the balance 
 of your fee at closing and likely have other documents 
 to be signed. 

If you have a real estate license and a cooperative broker you 
may choose to simply get a Listing Agreement from the seller and 
let the buyer and seller initiate the Lease Option Agreement at    
closing. Your fee may then show as a commission. 
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Owner Financing and Subject To 
 

 

BUYING:  You get a “Purchase and Sale Agreement” signed in 
   the home along with an “Authorization to              
   Release”.  

SELLING:  If assigning your contract you sign an “Assignment of 
   Contract” with your buyer and you should get a  
   “General Release” from buyer and seller as if it’s an  
   ACTS deal. All other documents will be prepared by  
   your attorney except a Purchase and Sale Agreement 
   when you’re selling. 

 

   If you are staying in the middle you’ll get a P & S from 
   your buyer with the sales price and terms and then  
   send to your attorney to prepare the new sales  
   documents. There will be no assignments or general 
   releases in cases when you stay in the middle. 
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AGREEMENTS 

TO BUY 

 
 

“Things May Come To Those 
Who Wait…But Only The Things 

Left By Those Who Hustle.” 
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I go over all the contracts you need to buy and sell in 

a 90 minute video. 

You can watch the video here:  

https://www.RonLeGrand.com/Contracts      
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Preparing An Agreement 

 Creating your own agreement to buy may seem scary in the beginning. 
However, if you’ll take time to read over the agreements in your course, I 
think you’ll find them manageable. All you do is fill in the blanks based on your 
understanding of your arrangement with the seller. It’s always a good idea to 
have the agreements you intend to use checked by a professional before 
using them. Some states may require an additional disclosure or have some 
provision that should be in your agreement. 

 Preparing agreements will be quick and easy to learn but can only be 
mastered with a little practice. When the seller is ready to complete the 
paperwork, you should be prepared to do so on the spot. This involves 
producing your agreement and briefly discussing the content. 

 You must make sure all owners of the property sign to have a valid
agreement. A husband’s/wife’s signature without the wife’s/husband’s cannot 
transfer ownership unless they are divorced and the husband/ wife has been 
deeded the house or granted full rights by divorce decree. The best way to 
verify ownership is to see the seller’s deed or other legal documents showing 
ownership. 

 Always retain the original agreement and leave the seller a copy or a 
photo on their cell.  It’s not a good practice to write up two contracts by hand. 
Inadvertent discrepancies may occur and both will appear to be originals.  

 

Do Not Buy Properties In Foreclosure Without 

Getting The Proper Paperwork From Your Attorney.
There Are Many New Laws Concerning Foreclosure

And You Must Be Aware Of Them In Your State. 
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Lease Option Agreement

Between You & Seller 

 Use this agreement to take control whether the intent is to
sandwich lease to a tenant/buyer or assign an ACTS deal.  

 Get as long a term as possible, but don’t guarantee more than 12 
months payments. You should use a corporation or LLC to eliminate     
liability totally. Read and use paragraph 2 to your advantage to limit    
liability. 

 You should know this agreement thoroughly before actually using 
it and let your attorney review it. In North Carolina, you’ll need a 
different agreement supplied by your attorney. This may apply to other 
states. In Texas, you should not do lease options to buy or sell. There, 
you can buy subject to or owner financing and sell with owner 
financing.  

 Feel free to add any needed addendum or use paragraph 13 for  
additional provisions. 

 Get an "Authorization To Release Information" signed with the 
agreement. You won’t be able to get information on the loan without 
it. You should print out this agreement on 8.5 X 14, double - sided or 
you can use it as is in this manual. It’s on your Gold Club Membership 
site so you can send it electronically to your attorney. I usually 
complete the blanks before sending. 

 Note the code LOATB at the bottom. It means Lease Option
Agreement To Buy. Make sure you don’t confuse it with the one to sell. 
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Use This Only When Leasing From Seller 

 

This LEASE AGREEMENT WITH OPTION TO PURCHASE REAL ESTATE (hereinafter referred to as the Lease/Option) is 

made this       15         day of       June        , 20    13    , by and between the following parties:   You  and  Your  Corporation    

located at ____________________________________________________________________ (hereinafter referred to as the Tenant/

Buyer); and ___John Seller_________ located at __________________________________ (hereinafter referred to as the Landlord/

Seller). In consideration of the mutual promises and covenants hereinafter stipulated, the parties hereby agree as follows 

(1) DESCRIPTION: The Landlord/Seller agrees to lease, and, the Tenant/Buyer agrees to rent the real property and improve-

ments, hereinafter called property; located at:  ___        __Address__________________________ as more fully described as follows: 

___________________Legal Description______________________________________________  

__________________________________________________________________________________________________ 

 (2) TERM: The term of this Lease/Option shall be for a period of _12   months commencing on    6/15/2013 , and ending 

on  6/14/2014. The term will be automatically extended for _4_  periods of     12__ months, unless the Tenant/Buyer gives 

notice to the Landlord/Seller of its intent to terminate this Lease/Option, by mailing a written notice to the last provided address of 

the Landlord/Seller. Liability for payment will not extend beyond notice to terminate this agreement. Possession shall be given to 

Tenant/Buyer on  6/15/2013 

(3) RENT: Tenant/Buyer agrees to pay to the Landlord/Seller, the sum of $ 972.00 per month, with the first payment begin-

ning _8/10/2013 as rent for the property, for the term of this Lease/Option, and during any extensions thereof. All rental pay-

ments shall be due and payable in advance on the 10th day of each and every month. An amount equal to $_200.00 for each month 

in which rent was paid, shall be credited to the Tenant/Buyer and applied to the purchase price of the property in the event that the 

Tenant/Buyer exercises its option hereunder; otherwise, this credit shall be non-refundable and considered forfeited if the option is 

not exercised. 

(4) OPTION TO PURCHASE: The Tenant/Buyer, as part of the consideration herein, is hereby granted the exclusive right, 

option and privilege of purchasing property at any time during the term of this Lease/Option agreement or any extension thereof. The 

Tenant/Buyer shall notify the Landlord/Seller in writing of the exercise of this option at least ten (10) days prior to the expiration of 

the initial term of this Lease/Option or the expiration of any extension thereof, by mail to the last-provided address of Landlord/

Seller. 

(5) COVENANTS OF TENANT/BUYER: Commencing with and during the term of this agreement, including extensions, 

the Tenant/Buyer hereby covenants and agrees as follows: 

 (A) That the Tenant/Buyer will pay all utility charges and bills, including, but not limited to, water, sewer, gas, oil, and 

electric, which may be assessed or charged against the property; 

 (B) That the Tenant/Buyer will not use the property for any unlawful purpose; and that the Tenant/Buyer will conform 

to and obey all laws, bylaws, ordinances, rules, regulations, requirements and orders of all Federal, Provincial, and Local govern-

mental authorities, agencies, departments, bureaus, boards or officials, respecting the use of the property; and  

 (C) That the Tenant/Buyer will surrender and deliver up the property, at the end of the term or any extensions thereof, 

should the option herein not be exercised, in as good order and condition as the same now exists, reasonable use and natural wear 

and tear excepted.  
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Use This Language As A Replacement For Paragraph 3 If Your Intent Is 

To Find A Buyer Before You Commit To Making A  Payment.  This Is    

Applicable On A Sandwich Lease Option Or An ACTS Deal 

 

(3) RENT:  Tenant buyer agrees to pay to the Landlord/Seller the sum 

of $972.00 per month with the first payment beginning 30 days 

after Lessee installs a tenant buyer in the home and on the tenth of 

every month thereafter.  If the first payment has not been made 

within 90 days, this agreement will become null and void unless 

jointly extended by the Landlord/Seller and Tenant/Buyer. An 

amount equal to $200.00 for each month in which rent was paid, 

shall be  credited to the Tenant/Buyer and applied to the purchase 

price of the property in the event that the Tenant/Buyer exercises 

its option hereunder;  otherwise, this credit shall be non-refundable 

and considered forfeited if the option is not exercised. 

 

 You’ll find this paragraph on your Gold Club site under Resources. 
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(6) COVENANTS OF LANDLORD/SELLER: The Landlord/Seller hereby covenants and agrees as follows: 

 (A) That the Landlord/Seller shall pay for and maintain fire and extended coverage insurance on said property in the mini-

mum amount of $_150,000.00_. The Tenant/Buyer shall be named as an additional insured or loss-payee on the insurance policy and 

copy of which shall be provided to Tenant/Buyer. 

 (B) That the Tenant/Buyer shall peaceably and quietly hold, occupy, use and enjoy the property, without any let,  hindrance 

or molestation by Landlord/Seller or any person associated therewith. 

 

(7) BREACH BY TENANT/BUYER: If the Tenant/Buyer shall fail to keep and perform any of the covenants, agreements, or pro-

visions of this Lease/Option, or If the Tenant/Buyer shall abandon the property; it shall be lawful for the Landlord/Seller to enter into said 

property and again have, repossess, and enjoy the same as if this Lease/Option had not been made, and thereupon this Lease/ Option and 

everything herein contained on the part of the Landlord/Seller to be done and performed shall cease, determine and be utterly void, except 

as set forth in paragraph (8), below. 

 

(8) COSTS OF IMPROVEMENTS: In the event the Tenant/Buyer exercises the option to purchase set forth in paragraph (4), 

above, and through no fault of the Tenant/Buyer, the Landlord/Seller fails to convey said property to Tenant/Buyer in accordance with the 

terms of this Lease/Option, the Tenant/Buyer, in addition to any other rights which Tenant/Buyer may have in law or equity for the en-

forcement of Tenant/Buyer's option to purchase, shall be entitled to reimbursement for the cost of all repairs, maintenance and improve-

ments. 

 

(9) FURTHER ENCUMBRANCES: The Landlord/Seller hereby warrants that the total of the leases, options, mortgages, liens, and 

any other encumbrances against the property, whether of public record or not, are as follows: 

  (A) A first mortgage in favor of _1stNational Bank in the approximate amount of $_108,500.00   . 

  (B) Current taxes for escrowed in the amount of $ __________ due on ___________ . 

 (C) $5,000 IRS Tax lien 

The Landlord/Seller agrees not to lease to another third party, nor to assign, sell, option, transfer, pledge or otherwise to convey any or all 

rights or interests had by Landlord/Seller in the property or in this Lease/Option agreement, nor to further encumber the property nor allow 

the same to occur. All third parties are hereby put on notice that any leases, assignments by the Landlord/Seller, liens, options, mortgages 

or any other conveyances or transfers occurring subsequent to the date of this Lease/Option are hereby declared by the Land- lord/Seller to 

be null and void and of no force and effect. The Landlord/Seller further agrees to keep all mortgages, liens, taxes or other encumbrances on 

the property, current and in good standing. Tenant/Buyer shall have the right to make payments on same in the event that Landlord/Seller 

becomes non-current or other-wise defaults thereon and said payments will be deducted from any equity due seller or recovered from fu-

ture rent due seller. 

 

(10) RIGHT OF ASSIGNMENT: The Tenant/Buyer shall have the unqualified right to sublet the property, and/or to assign, sell, 

transfer, pledge or otherwise convey any or all rights or interests which the Tenant/Buyer may have in the property or in this Lease/ Option 

Agreement. Any such assignment will release original Tenant/Buyer from liability and substitute assignee in his/her or its place. 

 

(11) MAINTENANCE AND REPAIRS: The Tenant/Buyer accepts the property “as is" on the date of execution of this Lease/ Op-

tion except for items listed in paragraph (13). The Tenant/Buyer shall henceforth be responsible for all maintenance and repair upon said 

property, both interior and exterior. The Tenant/Buyer shall have the right to make such repairs, maintenance, and improvements as Ten-

ant/Buyer shall deem necessary proper or desirable. The Tenant/Buyer shall be solely liable for payment for said improvements and shall 

hold the Landlord/Seller nameless therefrom, except that any electric, plumbing, heating or cooling system that is out of order or any re-

pairs exceeding $_100 at the commencement of this lease or within 30 days after occupancy will be repaired by the Landlord/Seller at 

his/her expense. If the Landlord/Seller can not or will not make the repairs necessary the Tenant/Buyer will have the option of either void-

ing this agreement by written notice to the Landlord/Seller or making such repairs and, a) receiving a reimbursement from the next month-

ly payment or payments due the Landlord/Seller or, b) receiving a credit against the purchase price plus interest at 10% per annum from 

date of payment.  
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(12) BINDING AGREEMENTS: The parties hereto agree that this Lease/Option comprises the entire agreement of the parties 

and that no other representation or agreements have been made or relied upon, and that this Lease/Option agreement shall inure to 

the benefit of and shall be binding upon the parties, their heirs, executors, administrators, personal representatives, successors or as-

signs. 

 

(13) SPECIAL PROVISIONS: 

 (A) The landlord/Seller will complete the following by _6/30/2015 or this Lease/Option will become null and void and 

all   monies disbursed by Tenant/Buyer will be immediately refunded by Landlord/Seller or, at Tenant/Buyers option, these items 

will be completed by Tenant/Buyer and the cost of same will be recovered as provided for in paragraph (11) in which case this lease 

will continue in force. __paint the living room___________________________                                                                      

Other provisions    ___________________________________________________________________________________________ 

 

 (B) A TITLE SEARCH will be ordered immediately by the Tenant/Buyer: This cost will be borne by the Tenant/Buyer 

unless it is discovered that Landlord/Seller has unmarketable title in which case the Landlord/Seller will reimburse Tenant/Buyer the 

cost of the search. If the title is unmarketable the Tenant/Buyer will then have the option to void this agreement or proceed as agreed 

herewith. 

 OPTION TO PURCHASE TERMS 

(14) PRICE AND TERMS: The Tenant/Buyer agrees to pay for said property the sum of $ __*___ less any sums for which the 

Tenant/Buyer is entitled to claim reimbursement or offset in accordance with this agreement; the net sum to be paid by bank draft, 

certified cheque or solicitors trust cheque at closing. 

*Purchase price equals loan balance at the time of purchase plus, 10,000 cash plus payoff IRS tax lien 

not to exceed $5,000. Over that amount will be deducted from any money due seller. 

 

(15) INCLUDED IN THE PURCHASE: The property shall also include all land, together with all improvements thereon, all 

appurtenant rights, privileges, easements, buildings, fixtures, heating, electrical, plumbing and air conditioning fixtures and facilities, 

window shades, venetian blinds, awnings, curtain rods, screens, storm windows and doors, affixed mirrors, wall to wall carpeting, 

stair carpeting, built in kitchen appliances, bath-room fixtures, radio and television aerials, landscaping and shrubbery, water soften-

ers, garage door openers and operating devices, and all utility or storage buildings or sheds, range and refrigerator. The property shall 

also include the following items:_____________________________washer,   dryer ___________________________ 

__________________________________________________________________________________________________ 

 (16) TITLE: The Landlord/Seller shall provide a transfer of land  on or before closing; title to be free, clear, and unencumbered 

except for existing mortgages restrictions and permitted encumbrances shown in paragraph (9). Title to be conveyed to the Tenant/

Buyer and/ or assigns. 

(17) CLOSING: The completion date shall be no later than sixty (60) days after notification to the Landlord/Seller of the Ten-

ant/ Buyer's exercise of the option. 

(18) COSTS AND PRORATIONS: There shall be prorated between the Landlord/Seller and the Tenant/Buyer, as of date of 

closing, the following items: (a) All real estate taxes and assessments; (b) Interest on encumbrances assumed or taken over by Ten-

ant/Buyer with the Tenant/Buyer having responsibility for such items as follows: 

 

 Landlord/Seller will pay     Tenant/Buyer will pay 

 Transfer Tax, Title insurance,   Recording 

 Survey, appraisal     All other closing costs 
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(19) INSURANCE: While this option shall remain executory and up until the time of closing, the Landlord/Seller shall maintain 

fire and extended coverage upon the property, and immediately convert the owner occupied (if applicable) policy to a non owner 

occupied policy. In the event of loss or destruction in whole or in part of said property, the Tenant/Buyer shall have the option to 

proceed with the closing and accept the insurance proceeds for said damage, or to declare this Lease/Option null and void, releasing 

both parties from any obligations hereunder, except for the return of reimbursable expenses previously paid by Tenant/Buyer which 

amounts shall be- come immediately due and payable from the insurance proceeds. Upon closing, the Tenant/Buyer shall be respon-

sible for fire and ex- tended coverage from that date forward. 

 

(20) In the event this agreement is placed in the hands of an attorney for enforcement the prevailing party shall be entitled to 

recover party and party costs as well as legal fees on a solicitor and his own client basis. 

 

IN WITNESS WHEREOF: the parties hereto, have set their hands to this Lease/Option Agreement on this 15th day of June, 2013. 

 

 

WITNESS: 

 

____________________________________  _John Seller _______________________________ 

       Landlord/Seller 

 

____________________________________  __________________________________________ 

       Landlord/Seller 

 

___________________________________   __You or you as pres  _____________________ 

       Tenant/Buyer 

 

_____________________________________  ___________________________________ 

       Tenant/Buyer 



150 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

  

 

 

NOTICE OF REAL ESTATE OPTION AGREEMENT 

AN OPTION AGREEMENT has been made and entered into this 10 day of   May , 2014, between  Frank Seller and 

Martha Seller , as a party of the first part, hereinafter referred to as “Optionor”, and ABC Homes, LLC  as the party of 

the second part, hereinafter referred to as “Optionee” (the words Optionor and Optionee to include their respective heirs, suc-
cessors and assigns where the context requires or permits). 

 

WITNESSETH THAT: Optionor, for and in consideration of the sum of ten dollars ($10.00) and other good and valuable con- 

siderations in hand paid at and before the sealing and delivery of these presents, the receipt and sufficiency whereof is hereby 

acknowledged, by these presents does hereby sell, convey and transfer unto said Optionee, an Option for the Sale and Pur-

chase of the real property which is described as follows: 

(Legal Description Exhibit “A” Attached) 

THIS OPTION AGREEMENT PROHIBITS ADDITIONAL INDEBTEDNESS 

The closing of the sale and purchase of said real property is to take place pursuant to the terms of the Agreement(s) entered 

into of even date herewith. Any interested party may contact: You , whose mailing address is _____Yours__________and 

whose telephone number is ___________________________. 

 

 Should said Option Agreement fail to close for any reason and should Optionee elect not to pursue specific performance un-

der the terms of said Agreement(s), this Notice shall be released upon the repayment to Optionee of any funds expended by 

Optionee in order to pay any underlying indebtedness, taxes, assessments or fees which may have been due from Optionor, 

plus interest. 

 

IN WITNESS WHEREOF, the parties hereto have signed and sealed this memorandum, the day and year first above written.  

Signed, sealed and delivered in the presence of: 

 

  _______Joe Blow____________      _____Frank Seller______________  

 Witness     Optionor: (Print or Type Name)  _________________________ 

  

_______Joe Blow____________      _____Martha Seller______________  

 Witness     Optionee: (Print or Type Name) _____________________________   

STATE OF  

COUNTY OF 

  

On this, the  10 day of    May , 2014 , before me, a Notary Public, personally appeared _Frank Seller and Martha 

Seller known to me (or satisfactorily proven) to be the person whose name is subscribed to the within instrument, and 

acknowledged that he/she executed the same for the purposes therein contained. 

 

IN WITNESS WHEREOF, I hereunto set my hand and official seal. 

______________________________________________________ 

Notary Public  

After Recording Return To: 

Your  

Your Address 

Use To Record A Notice You Have An Option 
To Buy.  Get Signed With Option or can be 
signed when installing the buyer along with 
other docs your attorney will present to your 
seller.  Use with or without a lease agreement. 
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Get The Deed Paperwork 
  

 Here are the contents you should discuss with your attorney to add to 
your closing docs. You need to get only items 1 and 5 signed. Your attorney will 
handle the rest. Make sure you discuss what state disclosures are needed and 
when they should get signed anytime you’re purchasing a property in foreclosure. 

 

 1. Purchase And Sales Agreement – No notary required. 
 

 2. Deed To Trust – Must be notarized with one additional witness. Your   
 attorney will handle. 

 

 3. CYA Letter – Referred to in this manual as Letter Of Agreement And   
 Addendum for houses when the payments are current and Disclosure  
 Regarding Real Estate Transaction where the payments are in arrears  
 and the intent is to attempt a short sale. These are critical docs that  
 must be in all closing packages  involving   ‘subject to’ loans. 

 

 4. Escrow Letter – To send to the lender when it’s time to payoff the loan  
 so you get the funds in the escrow account deducted from the loan  
 amount. 

 

 5.  Authorization To Release – Will be required for lender to release any   
 information concerning the loan. You should get this signed with the  
 purchase agreement. 

 

6. Limited Power Of Attorney – Will be requested in some cases and in some 
areas, but not mandatory. It doesn’t cost extra to get it signed. Your  
attorney  will decide. 

 

 7. Addendum For Possession After Closing – Clearly spells out when the seller 
will be out and the penalty if they’re not. This isn’t mandatory but will cost 
you not to get it anytime the seller gets all their money before they move. 
Not  necessary if seller is getting no money. Your attorney will handle. 
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 8. Testimonial Letter – Now’s a good time to get the seller to  
 write you a few paragraphs of praise you can use for creditability. 
 Get a photo of you and them in front of the house if possible. 

 

Any special disclosures or revision notices your attorney suggests 
you get signed in the home. 

 

Do Not Get A Contract On A House In Foreclosure 

 Until You Learn The  

Proper Forms And Procedures In Your State! 
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Subject To Deal
STANDARD PURCHASE AND SALES AGREEMENT

Parties    David Smith Trustee    (BUYER) and    James and Mary Homeseller    (SELLER), which terms may 
be singular or plural and will include the heirs successors, personal representatives and assigns of Seller and Buyer, hereby agree that Seller will sell 
and Buyer will buy the following property, upon the following terms and conditions if completed or marked.  In any conflict of terms or conditions, 
that which is added will supersede that which is printed or marked.  The Property is in    Cobb County   , and is described as follows  
(If lengthy, attach legal description)  
  
Address:                123 Park Street                  Zip   60398 

It is understood that the Property will be conveyed by General Warranty Deed (unless otherwise required) subject to taxes, existing zoning 
(unless otherwise specified in paragraph 16), covenants, restrictions and easements of record.

1. Total Purchase Price to be paid by Buyer is payable as follows:

A. Binder deposit which will remain as a binder until closing, unless sooner forfeited or returned,  
according to the provisions in this Agreement. $_____________

B. Additional binder deposit due within ______days after date of this agreement. $_____________

C. Balance due at closing (not including Buyer’s closing cost, prepaid items or prorations) in U.S. cash or locally 
drawn certified or cashiers check approximately __________ exactly _____________. $_____________

D. Proceeds of a new loan to be executed by Buyer to any lender other than Seller. $_____________

E. Purchase money loan to Seller on terms set forth in Paragraph 2B. $_____________

F. Other financing _____________________________________________________ $_____________

G. Existing mortgage balance encumbering the Property to be taken subject to by Buyer (approximately). $_____________

H. Total Purchase Price - approximately   X   exactly            $_____________

2. Financing: If buyer does not obtain the required financing but otherwise complies with the terms hereof, the binder deposit less sales and loan 
processing costs incurred, will be returned to the Buyer.

A. [   ] Application: The application for the mortgage described in paragraph 1D will be made with lender selected by [   ] Seller of [   ] 
Buyer.  Unless such mortgage loan is approved without continued contingencies other than those elsewhere covered in this agreement 
within _______days of the date of acceptance of this agreement, Seller and Buyer will have the right to terminate this agreement, and 
Buyer will return to Seller all the title evidence and surveys received from Seller. Buyer will make application for financing within 
___________ days of the date of acceptance of this agreement and in a timely manner furnish any and all credit, employment, financial 
and other information required by the lender. In the event the original loan application is denied, Buyer, if requested by Seller, will reapply 
within _____ days of such request at an alternate institution.

B. [   ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, secured by a valid purchase 
money______    mortgage or Trust Deed on the Property and delivered by Buyer to Seller dated the date of closing bearing annual interest 
rate of ______ % and payable $_________ per__________  for [   ] ________ years [   ] _________  months. Privilege of prepayment [   
] does apply [   ] does not apply. The loan will be [   ] due on sale [   ] not due on sale of Property. Payment [   ] includes [   ] does not 
include one-twelfth annual taxes and insurance. The balance will be: [   ] principle only [   ] interest only [   ] principle and interest to 
be determined prior to closing. If after taxes and insurance are deducted from payment, remaining balance is not enough to cover interest 
rate above, it will be considered full interest payment and rate adjusted accordingly. 

3. Buyer Will Pay:

A. [ X ] Recording fees [   ] Note stamps [   ] Intangible tax  [   ] Credit reports [   ] Loan transfer and assumption charges 
[   ] VA funding fee [   ] Loan origination fee [   ] Loan insurance premium [   ] Loan discount not to exceed____________ 
[   ] Transfer Tax [   ] Wood Destroying Organism Report

B. [   ] Appraisal [   ] Survey [   ] Title Insurance Policy _________________________ [   ] Other    All other costs 

4. Seller Will Pay:

A. [   ] Transfer tax [   ] _________________________ Title insurance policy [   ] ________________________Attorney’s fee 
[   ]  Real estate brokerage fee [   ] Loan discount not to exceed ______________________ [   ] Satisfaction and recording fee 
[   ] Repairs or replacements, in addition to those in paragraph 9, not to exceed $_________________________ 
[   ] Wood destroying organism report [   ] Appraisal fee [   ] Survey [   ] Other_________________________________

$10.00

122,000

122,000
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B. All other charges required by lender which Buyer is prohibited from paying by law or regulation.

C. All mortgage payments or condominium and association fees will be current at Seller’s expense at the time of closing.

5. Payment of Expenses: If Buyer fails to perform, all loan and sale processing and closing costs incurred, whether the same were to be paid by Seller 
or Buyer will be the responsibility of the Buyer, with costs deducted from binder deposit. If Seller fails to perform, all loan, sales processing and 
closing costs incurred whether same were to be paid by Seller or Buyer will be the responsibility of Seller, and Buyer will be entitled to the return of 
the Binder deposit This will include, but not be limited to the transaction not being closed because Seller is unable to complete the transaction for a 
qualified Buyer, or because the property does not appraise for an amount sufficient to enable the lender to make the required loan, or because Seller 
elects not to pay for the excess amount in paragraphs 4 (with respect to repairs), 9, or 11, or because the zoning is not as required in paragraph 16 or 
because Seller cannot deliver marketable title.

6. Prorations: All taxes, rentals, condominium or association fees, prepaid hazard insurance premiums (if assumed), monthly mortgage insurance 
premiums and interest on loans will be prorated as of the date of closing. BUYER SHOULD NOT RELY ON THE SELLER’S CURRENT 
PROPERTY TAXES AS THE AMOUNT OF PROPERTY TAXES THAT THE BUYER MAY BE OBLIGATED TO PAY IN THE YEAR SUB-
SEQUENT TO PURCHASE. A  CHANGE OF OWNERSHIP OR PROPERTY IMPROVEMENTS TRIGGERS REASSESSMENTS OF THE 
PROPERTY THAT COULD RESULT IN HIGHER TAXES. IF YOU HAVE ANY QUESTIONS CONCERNING VALUATION, CONTACT 
THE COUNTY PROPERTY APPRAISER’S OFFICE FOR INFORMATION.

7. Title Evidence: Within  10  days [   ] after acceptance [   ] after date of satisfaction of all conditions in paragraph 19. Seller will deliver to 
Buyer or closing attorney [   ] Title insurance commitment for an owner’s policy in the amount of the purchase price. Any expense of curing title 
including but not limited to legal fees, discharge of liens and recording fees will be paid by Seller.

8. Survey: Within  10  days [   ] after date of acceptance [   ] after date of satisfaction of all conditions on paragraph 19, Seller will deliver to Buyer or 
closing attorney [   ] A new staked survey dated within 3 months of closing showing all improvements now existing thereon and certified to Buyer, lender 
and the title insurer [ X ] A copy of a previously made survey of the Property showing all improvements now existing thereon. [   ] No survey is required.

9. Wood destroying Organism Report: “Wood Destroying Organism” means any arthropod or plant life which damages a structure. Buyer may 
have property inspected by a Certified Pest Control Firm to determine whether there is any visible active wood destroying organism infestation 
or visible existing structural damage from wood destroying organisms to the improvements. If Buyer is informed of either or both of the 
foregoing, Seller will have seven (7) days from receipt of written notice thereof within which to have all such wood destroying organism 
damages whether visible or not inspected and estimated by a licensed building or general contractor. Seller will pay costs of treatment and 
repairs of all structural damage up to one percent (1 %) of the purchase price. If such costs exceed the amount agreed to be paid by Seller and 
Seller declines to treat and repair, Buyer will have the option of (a) terminating this Agreement or,(b) proceeding with the transaction in which 
event Seller will bear costs equal to one percent (1 %) of the purchase price.

10. Title Examination and Time for Closing:

A. If title evidence and survey, as specified above, show Seller is vested with a marketable title, subject to the usual exceptions contained in title 
insurance commitments  (such as exceptions for survey, current taxes, zoning ordinances, covenants, restrictions and easements of record), 
the transaction will be closed and the deed and other closing papers delivered on or before [   ] __________________,  [   ]  30  days 
after the date of acceptance, or [   ] _____________days after date of satisfaction of all conditions in paragraph 19 unless extended by other 
conditions of this Agreement or this agreement is cancelled by the Buyer.

B. If title evidence or survey reveal any defects which render the title unmarketable, Buyer will have 7 days from receipt of title commitment 
and survey to notify Seller of such title defects and Seller agrees to use reasonable diligence to cure such defects at Seller’s expense and will 
have 30 days to do so, in which event this transaction will be closed within 10 days after delivery to Buyer of evidence that such defects 
have been cured.  Seller agrees to pay for and discharge all due or delinquent taxes, liens and other encumbrances, unless otherwise agreed. 
If Seller is unable to convey to Buyer a marketable title, Buyer will have the right to terminate this agreement at the same time returning to 
Seller all title evidence and surveys received from Seller, or Buyer will have the right to accept such title as Seller may be able to convey and 
to close this transaction upon the terms stated herein, which election will he exercised within 10 days from notice of Seller’s inability to cure.

11. Loss or Damage: If the property is damaged by fire or other casualty prior to closing, and cost of restoration does not exceed 3% of the assessed 
valuation of the improvements located on the Property, cost of restoration will he an obligation of the Seller and closing will proceed pursuant to 
the terms of this Agreement with cost thereof escrowing at closing.  In the event cost of restoration exceeds 3% of the assessed valuation of the 
improvements and the Seller declines to repair or restore, Buyer will have the option of either taking the Property as is, together with either the 
said 3% or any insurance proceeds payable by virtue of such loss or damage, or of canceling this Agreement.

12. Seller agrees to deliver the Property in its PRESENT AS IS CONDITION except as otherwise specified herein. Seller does hereby certify and represent 
that Seller has legal authority and capacity to convey the property with all improvements. Seller further certifies and represents that Seller knows of 
no latent defects to the property and knows of no facts materially affecting the value of the property except the following: Description of problems 
  
Buyer has inspected the property and HAS NOT RELIED UPON ANY REPRESENTATIONS MADE BY ANY REAL ESTATE AGENT in 
describing the property, and Buyer accepts the property in its PRESENT AS IS CONDITION, except as otherwise specified herein.
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13. Occupancy [ X ] Seller represents that there are no parties in occupancy other than Seller. Buyer will be given occupancy at closing unless 
otherwise specified herein   
[   ] Buyer understands that property is available for rent or rented and the tenant may continue in possession following closing unless otherwise 
agreed in writing.  Deposits will he transferred to Buyer at closing.

14. Personal Property: included in the purchase price are all fixed equipment including ceiling fans, drapery hardware, attached lighting fixtures, 
mailbox, fence, plants and shrubbery as now installed on the property. And these additional items  washer, dryer, range, fridge  
Items specifically excluded from  

15. Default and Attorney’s Fees: If Buyer defaults on this agreement, all deposits will be retained by the Seller as full settlement of any claim, 
whereupon Buyer and Seller will be relieved of all obligations under this agreement. If Seller defaults under this Agreement, the Buyer may 
seek specific performance or elect to receive the return of the Buyers deposit(s) without thereby waving any action for damages resulting 
from Seller’s breach. In connection with any litigation arising out of this Agreement, the prevailing party will he entitled to recover all costs 
including a reasonable attorney’s fee.

16. [   ] Zoning and Restrictions: Unless the Property is zoned                   and can he legally used for __________________ use, or if there is notice 
of  proposed zoning changes, deed or other restrictions that could prevent such use at time of closing, Buyer will have the right to terminate this  
Agreement. Buyer will have 10 days from acceptance to verify the existing zoning and current proposed changes, and deliver written notice of 
objections to Seller or be deemed to have waived objections under this paragraph.

17. The offer of BUYER shall terminate if SELLER has not indicated his acceptance of this Agreement by signing and delivering same or 
telegraphing acceptance to Buyer or  submitting agent before ________:01 [   ] AM [   ] PM  Date ________

18. Additional Terms & Conditions 
Buyers first payment due on the 5th of every month, beginning the third month after the.date of closing   
or the house vacated.  
 

19. Timing: The timing of paragraphs 7,8,9, and 10(A) will become operable after satisfaction of paragraph 2, if applicable, and those additional 
conditions lettered in Paragraph.

20. There are no other agreements, promises or understandings between these parties except as specifically set forth herein. This legal and 
binding agreement will be construed under______ Law, will not be recorded and if not understood, parties should seek competent legal 
advice. TIME IS OF THE ESSENCE IN THIS AGREEMENT.

21. Signed sealed on the date herein stated

             David Smith Trustee     
Buyer      Date of Offer   Buyer 

             James and Mary Homeseller     
Seller      Date of Acceptance  Seller 

[   ] Agent [ X ] Seller, by the signature below, acknowledge receipt of $ 10.00  [ X ] Cash [   ] Check, as binder deposit,  
which is the amount mentioned in paragraph 1A of this Agreement.

             Mary Homeseller     
Agent      Date    Seller 
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When Buying With Owner Financing
STANDARD PURCHASE AND SALES AGREEMENT

Parties    ABC  Homes, LLC    (BUYER) and    James and Mary Homeseller    (SELLER), which terms may be 
singular or plural and will include the heirs successors, personal representatives and assigns of Seller and Buyer, hereby agree that Seller will sell 
and Buyer will buy the following property, upon the following terms and conditions if completed or marked.  In any conflict of terms or conditions, 
that which is added will supersede that which is printed or marked.  The Property is in    Cobb County   , and is described as follows  
(If lengthy, attach legal description)  
  
Address:            5400 Magnolia St, Atlanta, GA                   Zip  42093  
 

It is understood that the Property will be conveyed by General Warranty Deed (unless otherwise required) subject to taxes, existing zoning 
(unless otherwise specified in paragraph 16), covenants, restrictions and easements of record.

1. Total Purchase Price to be paid by Buyer is payable as follows:

A. Binder deposit which will remain as a binder until closing, unless sooner forfeited or returned,  
according to the provisions in this Agreement. $_____________

B. Additional binder deposit due within ______days after date of this agreement. $_____________

C. Balance due at closing (not including Buyer’s closing cost, prepaid items or prorations) in U.S. cash or locally 
drawn certified or cashiers check approximately __________ exactly   X  . $_____________

D. Proceeds of a new loan to be executed by Buyer to any lender other than Seller. $_____________

E. Purchase money loan to Seller on terms set forth in Paragraph 2B. $_____________

F. Other financing _____________________________________________________ $_____________

G. Existing mortgage balance encumbering the Property to be taken subject to by Buyer (approximately). $_____________

H. Total Purchase Price - approximately      exactly   X  . $_____________

2. Financing: If buyer does not obtain the required financing but otherwise complies with the terms hereof, the binder deposit less sales and loan 
processing costs incurred, will be returned to the Buyer.

A. [   ] Application: The application for the mortgage described in paragraph 1D will be made with lender selected by [   ] Seller of [   ] 
Buyer.  Unless such mortgage loan is approved without continued contingencies other than those elsewhere covered in this agreement 
within _______days of the date of acceptance of this agreement, Seller and Buyer will have the right to terminate this agreement, and 
Buyer will return to Seller all the title evidence and surveys received from Seller. Buyer will make application for financing within 
___________ days of the date of acceptance of this agreement and in a timely manner furnish any and all credit, employment, financial 
and other information required by the lender. In the event the original loan application is denied, Buyer, if requested by Seller, will reapply 
within _____ days of such request at an alternate institution.

B. [ X ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, secured by a valid purchase  
money  1st  mortgage or Trust Deed on the Property and delivered by Buyer to Seller dated the date of closing bearing annual 
interest rate of  4%  and payable $ 1500  per month   for [   ] ________ years [ X ]  154  months. Privilege of  
prepayment [ X ] does apply [   ] does not apply. The loan will be [   ] due on sale [ X ] not due on sale of Property.  
Payment [ X ] includes [   ] does not include one-twelfth annual taxes and insurance. The balance will be: [   ] principle only [   ] interest 
only [ X ] principle and interest to be determined prior to closing. If after taxes and insurance are deducted from payment, remaining 
balance is not enough to cover interest rate above, it will be considered full interest payment and rate adjusted accordingly. 

3. Buyer Will Pay:

A. [ X ] Recording fees [ X ] Note stamps [ X ] Intangible tax [   ] Credit reports [   ] Loan transfer & assumption charges 
[   ] VA funding fee [   ] Loan origination fee [   ] Loan insurance premium [   ] Loan discount not to exceed____________ 
[ X ] Transfer Tax [ X ] Wood Destroying Organism Report

B. [ X ] Appraisal [   ] Survey [   ] Title Insurance _________________________ [   ] Other  

4. Seller Will Pay:

A. [   ] Transfer tax _________________________ [   ] Title insurance policy    [   ] Attorney’s fee  
[   ]  Real estate brokerage fee [   ] Loan discount not to exceed ______________________  [   ] Satisfaction and recording fee  
[   ] Repairs or replacements, in addition to those in paragraph 9, not to exceed $  
[   ] Wood destroying organism report [   ] Appraisal fee [   ] Survey [   ] Other  

10

5,000

200,000

195,000
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B. All other charges required by lender which Buyer is prohibited from paying by law or regulation.

C. All mortgage payments or condominium and association fees will be current at Seller’s expense at the time of closing.

5. Payment of Expenses: If Buyer fails to perform, all loan and sale processing and closing costs incurred, whether the same were to be paid by Seller 
or Buyer will be the responsibility of the Buyer, with costs deducted from binder deposit. If Seller fails to perform, all loan, sales processing and 
closing costs incurred whether same were to be paid by Seller or Buyer will be the responsibility of Seller, and Buyer will be entitled to the return of 
the Binder deposit This will include, but not be limited to the transaction not being closed because Seller is unable to complete the transaction for a 
qualified Buyer, or because the property does not appraise for an amount sufficient to enable the lender to make the required loan, or because Seller 
elects not to pay for the excess amount in paragraphs 4 (with respect to repairs), 9, or 11, or because the zoning is not as required in paragraph 16 or 
because Seller cannot deliver marketable title.

6. Prorations: All taxes, rentals, condominium or association fees, prepaid hazard insurance premiums (if assumed), monthly mortgage insurance 
premiums and interest on loans will be prorated as of the date of closing. BUYER SHOULD NOT RELY ON THE SELLER’S CURRENT 
PROPERTY TAXES AS THE AMOUNT OF PROPERTY TAXES THAT THE BUYER MAY BE OBLIGATED TO PAY IN THE YEAR 
SUBSEQUENT TO PURCHASE. A  CHANGE OF OWNERSHIP OR PROPERTY IMPROVEMENTS TRIGGERS REASSESSMENTS 
OF THE PROPERTY THAT COULD RESULT IN HIGHER TAXES. IF YOU HAVE ANY QUESTIONS CONCERNING VALUATION, 
CONTACT THE COUNTY PROPERTY APPRAISER’S OFFICE FOR INFORMATION.

7. Title Evidence: Within  10  days [   ] after acceptance [   ] after date of satisfaction of all conditions in paragraph 19. Seller will deliver to 
Buyer or closing attorney [   ] Title insurance commitment for an owner’s policy in the amount of the purchase price. Any expense of curing 
title including but not limited to legal fees, discharge of liens and recording fees will be paid by Seller.

8. Survey: Within  10  days [   ] after date of acceptance [   ] after date of satisfaction of all conditions on paragraph 19, Seller will deliver to Buyer or closing 
attorney [   ] A new staked survey dated within 3 months of closing showing all improvements now existing thereon and certified to Buyer, lender and 
the title insurer [ X ] A copy of a previously made survey of the Property showing all improvements now existing thereon. [   ] No survey is required.

9. Wood destroying Organism Report: “Wood Destroying Organism” means any arthropod or plant life which damages a structure. Buyer 
may have property inspected by a Certified Pest Control Firm to determine whether there is any visible active wood destroying organism 
infestation or visible existing structural damage from wood destroying organisms to the improvements. If Buyer is informed of either or both 
of the foregoing, Seller will have seven (7) days from receipt of written notice thereof within which to have all such wood destroying organism 
damages whether visible or not inspected and estimated by a licensed building or general contractor. Seller will pay costs of treatment and 
repairs of all structural damage up to one percent (1 %) of the purchase price. If such costs exceed the amount agreed to be paid by Seller and 
Seller declines to treat and repair, Buyer will have the option of (a) terminating this Agreement or,(b) proceeding with the transaction in which 
event Seller will bear costs equal to one percent (1 %) of the purchase price.

10. Title Examination and Time for Closing:

A. If title evidence and survey, as specified above, show Seller is vested with a marketable title, subject to the usual exceptions contained 
in title insurance commitments  (such as exceptions for survey, current taxes, zoning ordinances, covenants, restrictions and easements 
of record), the transaction will be closed and the deed and other closing papers delivered on or before [   ] __________________,  [ X 
]  30  days after the date of acceptance, or [   ] _____________days after date of satisfaction of all conditions in paragraph 19 unless 
extended by other conditions of this Agreement or this agreement is cancelled by the Buyer.

B. If title evidence or survey reveal any defects which render the title unmarketable, Buyer will have 7 days from receipt of title commitment 
and survey to notify Seller of such title defects and Seller agrees to use reasonable diligence to cure such defects at Seller’s expense and will 
have 30 days to do so, in which event this transaction will be closed within 10 days after delivery to Buyer of evidence that such defects 
have been cured.  Seller agrees to pay for and discharge all due or delinquent taxes, liens and other encumbrances, unless otherwise agreed. 
If Seller is unable to convey to Buyer a marketable title, Buyer will have the right to terminate this agreement at the same time returning to 
Seller all title evidence and surveys received from Seller, or Buyer will have the right to accept such title as Seller may be able to convey and 
to close this transaction upon the terms stated herein, which election will he exercised within 10 days from notice of Seller’s inability to cure.

11. Loss or Damage: If the property is damaged by fire or other casualty prior to closing, and cost of restoration does not exceed 3% of the assessed 
valuation of the improvements located on the Property, cost of restoration will he an obligation of the Seller and closing will proceed pursuant 
to the terms of this Agreement with cost thereof escrowing at closing.  In the event cost of restoration exceeds 3% of the assessed valuation of 
the improvements and the Seller declines to repair or restore, Buyer will have the option of either taking the Property as is, together with either 
the said 3% or any insurance proceeds payable by virtue of such loss or damage, or of canceling this Agreement.

12. Seller agrees to deliver the Property in its PRESENT AS IS CONDITION except as otherwise specified herein. Seller does hereby certify and represent 
that Seller has legal authority and capacity to convey the property with all improvements. Seller further certifies and represents that Seller knows of 
no latent defects to the property and knows of no facts materially affecting the value of the property except the following: Description of problems 
  
Buyer has inspected the property and HAS NOT RELIED UPON ANY REPRESENTATIONS MADE BY ANY REAL ESTATE AGENT in 
describing the property, and Buyer accepts the property in its PRESENT AS IS CONDITION, except as otherwise specified herein.
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13. Occupancy [ X ] Seller represents that there are no parties in occupancy other than Seller. Buyer will be given occupancy at closing unless 
otherwise specified herein   
[   ] Buyer understands that property is available for rent or rented and the tenant may continue in possession following closing unless otherwise 
agreed in writing.  Deposits will he transferred to Buyer at closing.

14. Personal Property: included in the purchase price are all fixed equipment including ceiling fans, drapery hardware, attached lighting fixtures, 
mailbox, fence, plants and shrubbery as now installed on the property. And these additional items  washer, dryer, range, fridge  
Items specifically excluded from  

15. Default and Attorney’s Fees: If Buyer defaults on this agreement, all deposits will be retained by the Seller as full settlement of any claim, 
whereupon Buyer and Seller will be relieved of all obligations under this agreement. If Seller defaults under this Agreement, the Buyer may 
seek specific performance or elect to receive the return of the Buyers deposit(s) without thereby waving any action for damages resulting 
from Seller’s breach. In connection with any litigation arising out of this Agreement, the prevailing party will he entitled to recover all costs 
including a reasonable attorney’s fee.

16. [ X ] Zoning and Restrictions: Unless the Property is zoned   SF   and can he legally used for   SF   use, or if there is notice of  proposed 
zoning changes, deed or other restrictions that could prevent such use at time of closing, Buyer will have the right to terminate this  Agreement. 
Buyer will have 10 days from acceptance to verify the existing zoning and current proposed changes, and deliver written notice of objections 
to Seller or be deemed to have waived objections under this paragraph.

17. The offer of BUYER shall terminate if SELLER has not indicated his acceptance of this Agreement by signing and delivering same or 
telegraphing acceptance to Buyer or  submitting agent before ________:01 [   ] AM [   ] PM  Date ________

18. Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 
Interest to begin 60 days after the later of closing or house vacated. First payment due on the 5th of  
each month thereafter.  
 

19. Timing: The timing of paragraphs 7,8,9, and 10(A) will become operable after satisfaction of paragraph 2, if applicable, and those additional 
conditions lettered in Paragraph.

20. There are no other agreements, promises or understandings between these parties except as specifically set forth herein. This legal and 
binding agreement will be construed under______ Law, will not be recorded and if not understood, parties should seek competent legal 
advice.  
TIME IS OF THE ESSENCE IN THIS AGREEMENT.

21. Signed sealed on the date herein stated

        XX-XX-XXXX     You as manager     
Buyer      Date of Offer   Buyer 

  James Homeseller       XX-XX-XXXX     Mary Homeseller     
Seller      Date of Acceptance  Seller 

[   ] Agent [ X ] Seller, by the signature below, acknowledge receipt of $ 10.00  [ X ] Cash [   ] Check, as binder deposit, which is the 
amount mentioned in paragraph 1A of this Agreement.

        XX-XX-XXXX    
Agent      Date    Seller
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How To Determine The Term If Seller Is 

Flexible To A Long Term 

 If you are buying Subject To, there is no term to discuss. The remaining 
term on the sellers loan is yours. You can’t change it.  

 If you are wrapping a loan and you owe the seller the same amount they 
owe the bank, your term should be the same as their remaining balance. 
However, you won’t likely know it unless the seller has an amortization schedule 
you can view.  

 In this case,  just leave it blank and tell the seller it will be determined 
before closing when you get all the loan info. This will also apply to the interest 
rate. You don’t know it until you see a copy of the note or sellers paperwork.  

 The only thing that must be dealt with at the time of the contract is the 
total payment which will be the same as the sellers. The rate, term and amount 
of the payment that’s principle and interest, can all be determined after the 
contract is signed.  

 In cases where the wrap is larger than the underlying loan, the goal is to 
get the seller to agree that your payment is equal to theirs. This is when it’s 
important you put in paragraph 18, … The amount of principle and interest paid 
on the note to the seller will equal that on the underlying loan until underlying 
loan paid in full and the remaining balance will be at the same amount of 
principle and interest until entire note to seller paid in full.  

 This means you will be paying no interest on the sellers equity in the note 
for the entire term of the underlying loan.  

 It also means you or your attorney must create a new amortization 
schedule for the full wrap amount before the term can be determined. To do so, 
the adjusted interest rate must first be determined, then applied to the full 
amount of the wrap.  
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 Your attorney can deal with this and if he/she can’t, they’ll get someone 
who can. The goal is simply to make the payment on the balance after 
underlying loan is paid off, the same interest rate and payment until it’s paid 
off.  

 It’s unlikely you’ll own the house that long and will probably never have 
to deal with it, but, the note must be created at your original purchase so the 
attorney will need to understand the agreement so he/she can create the 
note.  

 If the seller is getting a balloon payment, this is all moot. The balloon will 
be due long before sellers debt is retired. However, you’ll still want the 
amount of interest you pay to equal the amount seller pays.  

 Another option is simply to make the remaining balance due seller 
balloon when the sellers debt is retired. This will eliminate anyone having to 
calculate the principle and interest on the balance due seller.  

 Yet,  another option is to make the remaining balance owed to seller, 
principle payments only. You can continue making the same payment, but, 
after deducting taxes and insurance, the rest of the payments are principle.  

 

Caution: I know this seems complicated at first, but, what was said on this 
page can make or lose you a lot of money on any one deal, much less, a lot of 
deals. It’s worth taking time to clearly understand.  
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Structuring Wrap Payment  To Be Done 
Before Closing 

1. Find out what the seller is paying in principal and interest. Get from their 
paperwork or amortization schedule they have  or you create from the note 
on public records.  

2. If you’re loan to seller is the same as their loan to bank, you can simply put 
in paragraph 18...The principal and interest on the note to seller will be the 
same as the principal and interest on the sellers note on the underlying 
loan. Your attorney will handle the rest.  

3. If your note to the seller has no balloon and they owe the bank and you 
want to keep the payment the same, you’d add in paragraph 18...The 
amount of interest on the note to the seller will be the same amount of 
interest in the underlying loan until paid in full, after which the payment 
to seller will remain the same until entire note retired. Taxes and 
insurance will be deducted from payment and the balance applied to 
principal.  
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When Buying With Owner Financing - Land Contract
STANDARD PURCHASE AND SALES AGREEMENT

Parties    ABC  Homes, LLC    (BUYER) and    James and Mary Homeseller    (SELLER), which terms may be 
singular or plural and will include the heirs successors, personal representatives and assigns of Seller and Buyer, hereby agree that Seller will sell 
and Buyer will buy the following property, upon the following terms and conditions if completed or marked.  In any conflict of terms or conditions, 
that which is added will supersede that which is printed or marked.  The Property is in    Cobb County   , and is described as follows  
(If lengthy, attach legal description)  
  
Address:             5400 Magnolia St, Atlanta, GA                  Zip    42093  
 

It is understood that the Property will be conveyed by General Warranty Deed (unless otherwise required) subject to taxes, existing zoning 
(unless otherwise specified in paragraph 16), covenants, restrictions and easements of record.

1. Total Purchase Price to be paid by Buyer is payable as follows:

A. Binder deposit which will remain as a binder until closing, unless sooner  
forfeited or returned, according to the provisions in this Agreement. $_____________

B. Additional binder deposit due within ______days after date of this agreement. $_____________

C. Balance due at closing (not including Buyer’s closing cost, prepaid items or prorations) in  
U.S. cash or locally drawn certified or cashiers check approximately      exactly  X . $_____________

D. Proceeds of a new loan to be executed by Buyer to any lender other than Seller. $_____________

E. Purchase money loan to Seller on terms set forth in Paragraph 2B. $_____________

F. Other financing _____________________________________________________ $_____________

G. Existing mortgage balance encumbering the Property to be taken subject to by Buyer (approx). $_____________

H. Total Purchase Price - approximately      exactly   X  . $_____________

2. Financing: If buyer does not obtain the required financing but otherwise complies with the terms hereof, the binder deposit less sales and loan 
processing costs incurred, will be returned to the Buyer.

A. [   ] Application: The application for the mortgage described in paragraph 1D will be made with lender selected by [   ] Seller of [   ] 
Buyer.  Unless such mortgage loan is approved without continued contingencies other than those elsewhere covered in this agreement 
within _______days of the date of acceptance of this agreement, Seller and Buyer will have the right to terminate this agreement, and 
Buyer will return to Seller all the title evidence and surveys received from Seller. Buyer will make application for financing within 
___________ days of the date of acceptance of this agreement and in a timely manner furnish any and all credit, employment, financial 
and other information required by the lender. In the event the original loan application is denied, Buyer, if requested by Seller, will reapply 
within _____ days of such request at an alternate institution.

B. [ X ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, secured by a valid purchase 

mortgage or deed of trust on the Property and delivered by Buyer to Seller dated the date of closing bearing annual interest rate of  
 4%  and payable $ 1500  per month   for [   ] ________ years [ X ]  154  months. Privilege of prepayment [ X ] 
does apply [   ] does not apply. The loan will be [ X ] due on sale [   ] not due on sale of Property. Payment [ X ] includes [   ] does not 
include one-twelfth annual taxes and insurance. The balance will be: [   ] principle only [   ] interest only [ X ] principle and interest to 
be determined prior to closing. If after taxes and insurance are deducted from payment, remaining balance is not enough to cover interest 
rate above, it will be considered full interest payment and rate adjusted accordingly. 

3. Buyer Will Pay:

A. [ X ] Recording fees [ X ] Note stamps [   ] Intangible tax [   ] Credit reports [   ] Loan transfer & assumption charges 
[   ] VA funding fee [   ] Loan origination fee [   ] Loan insurance premium [   ] Loan discount not to exceed   
[ X ] Transfer Tax [ X ] Wood Destroying Organism Report

B. [ X ] Appraisal [   ] Survey [   ] Title Insurance Policy _________________________ [   ] Other  

4. Seller Will Pay:

A. [   ] Transfer tax _________________________ [   ] Title insurance policy ________________________ 
[   ] Attorney’s fee [   ]  Real estate brokerage fee [   ] Loan discount not to exceed ______________________

10

5,000

200,000

195,000

The Only difference 
between a P&S 
Agreement to buy on 
wrap around mortgage, 
AITD or land contract 
is the change under the 
address and 2b which 
will say Land Contract, 
Wraparound Mortgage 
or AITD.

Land Contract

Land Contract
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Complete Paragraph 2b 

 
 200K wrap, rate unknown, $1,428 PITI, 5 year balloon, 1st payment due in 3rd month after vacant, underly-

ing loan is $174,428 with same PITI.  

 

B. [ ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, secured 

by a valid purchase money______    mortgage or Trust Deed on the Property and delivered by Buyer to Sell-

er dated the date of closing bearing annual interest rate of ______ % and payable $_________ 

per__________  for   [   ] ________ years   [   ] _________  months.  Privilege of prepayment   [   ] does ap-

ply   [   ] does not apply. The loan will be   [   ] due on sale   [   ] not due on sale of Property. Payment   [   ] 

includes   [   ] does not include one-twelfth annual taxes and insurance. The balance will be:   [   ] principle 

only   [   ] interest only   [   ] principle and interest to be determined prior to closing. If after taxes and insur-

ance are deducted from payment, remaining balance is not enough to cover interest rate above, it will be 

considered full interest payment and rate adjusted accordingly.  

 

18.  Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

              

              

              

              

    ____________________________________________________________ 

 

350K 1st, $1,750 month PTI, number of payments unknown, no interest, 1st payment due 3 months after 

closing, house vacant, no balloon.  

 

B. [ ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, se-

cured by a valid purchase money______    mortgage or Trust Deed on the Property and delivered by 

Buyer to Seller dated the date of closing bearing annual interest rate of ______ % and payable 

$_________ per__________  for   [   ] ________ years   [   ] _________  months.  Privilege of prepayment   

[   ] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [   ] not due on sale of Property. 

Payment   [   ] includes   [   ] does not include one-twelfth annual taxes and insurance. The balance will 

be:   [   ] principle only   [   ] interest only   [   ] principle and interest to be determined prior to closing. If 

after taxes and insurance are deducted from payment, remaining balance is not enough to cover inter-

est rate above, it will be considered full interest payment and rate adjusted accordingly.  

 

18.  Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

              

              

              

              

    ____________________________________________________________ 
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500K Wrap, $2,500 month PITI starting in 3 months, house occupied, 3 year balloon, underlying loan is 

$362,000, $2,120 PITI  

 

B. [ ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, se-

cured by a valid purchase money______    mortgage or Trust Deed on the Property and delivered by 

Buyer to Seller dated the date of closing bearing annual interest rate of ______ % and payable 

$_________ per__________  for   [   ] ________ years   [   ] _________  months.  Privilege of prepayment   

[   ] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [   ] not due on sale of Property. 

Payment   [   ] includes   [   ] does not include one-twelfth annual taxes and insurance. The balance will 

be:   [   ] principle only   [   ] interest only   [   ] principle and interest to be determined prior to closing. If 

after taxes and insurance are deducted from payment, remaining balance is not enough to cover inter-

est rate above, it will be considered full interest payment and rate adjusted accordingly.  

 

18.  Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

              

              

              

              

    ____________________________________________________________ 

                  

 

$1,100,000 1st, $2,000 month, interest only in 3 months, rate unknown, vacant, 5 year balloon, seller pays 

$12,000 a year in taxes and $5,600 year insurance and wants to collect monthly and escrow himself.  

 

B. [ ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, se-

cured by a valid purchase money______    mortgage or Trust Deed on the Property and delivered by 

Buyer to Seller dated the date of closing bearing annual interest rate of ______ % and payable 

$_________ per__________  for   [   ] ________ years   [   ] _________  months.  Privilege of prepayment   

[   ] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [   ] not due on sale of Property. 

Payment   [   ] includes   [   ] does not include one-twelfth annual taxes and insurance. The balance will 

be:   [   ] principle only   [   ] interest only   [   ] principle and interest to be determined prior to closing. If 

after taxes and insurance are deducted from payment, remaining balance is not enough to cover inter-

est rate above, it will be considered full interest payment and rate adjusted accordingly.  

 

18.  Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

              

              

              

              

  ______________________________________________________________                       
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Here Are Some Money Making Clauses To 
Add To Your Offer When You Buy With 

Owner Financing:
You will never use all of these clauses on any one deal.  They are listed below to scan as you’re mak-
ing the offer and apply when possible.

1. First Right Of Refusal

The maker of this note will have the first right of refusal to match any bonafide offer re-
ceived by the seller to purchase all or part of the payments.

This will ensure if anyone offers to buy the note at a discount, you’ll get the chance to do so 
yourself.  No professional note buyer will do so until you waive that right.

2. Discounts

If this note is paid off within the first year after closing, the maker will receive a ____% 
discount of the principal balance.  If paid off in year two, the maker will receive a ____% 
discount and year three a ____% discount.

This clause will insure you get a discount before you even buy the property.

3. Satisfaction

Seller will execute a satisfaction of mortgage (or deed on land contracts) at closing to be 
held in buyer’s attorney’s escrow to be recorded upon full payment of this note.
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All Cash Deal
STANDARD PURCHASE AND SALES AGREEMENT

Parties    David Smith Trustee    (BUYER) and    James and Mary Homeseller    (SELLER), which terms may 
be singular or plural and will include the heirs successors, personal representatives and assigns of Seller and Buyer, hereby agree that Seller will sell 
and Buyer will buy the following property, upon the following terms and conditions if completed or marked.  In any conflict of terms or conditions, 
that which is added will supersede that which is printed or marked.  The Property is in    Cobb County   , and is described as follows  
(If lengthy, attach legal description)  
  
Address:                  123 Park Street                     Zip   60398 

It is understood that the Property will be conveyed by General Warranty Deed (unless otherwise required) subject to taxes, existing zoning 
(unless otherwise specified in paragraph 16), covenants, restrictions and easements of record.

1. Total Purchase Price to be paid by Buyer is payable as follows:

A. Binder deposit which will remain as a binder until closing, unless sooner  
forfeited or returned, according to the provisions in this Agreement. $_____________

B. Additional binder deposit due within ______days after date of this agreement. $_____________

C. Balance due at closing (not including Buyer’s closing cost, prepaid items or prorations) in  
U.S. cash or locally drawn certified or cashiers check approximately      exactly  X . $_____________

D. Proceeds of a new loan to be executed by Buyer to any lender other than Seller. $_____________

E. Purchase money loan to Seller on terms set forth in Paragraph 2B. $_____________

F. Other financing _____________________________________________________ $_____________

G. Existing mortgage balance encumbering the Property to be taken subject to by Buyer (approx.). $_____________

H. Total Purchase Price - approximately      exactly   X  . $_____________

2. Financing: If buyer does not obtain the required financing but otherwise complies with the terms hereof, the binder deposit less sales and loan 
processing costs incurred, will be returned to the Buyer.

A. [   ] Application: The application for the mortgage described in paragraph 1D will be made with lender selected by [   ] Seller of [   ] 
Buyer.  Unless such mortgage loan is approved without continued contingencies other than those elsewhere covered in this agreement 
within _______days of the date of acceptance of this agreement, Seller and Buyer will have the right to terminate this agreement, and 
Buyer will return to Seller all the title evidence and surveys received from Seller. Buyer will make application for financing within 
___________ days of the date of acceptance of this agreement and in a timely manner furnish any and all credit, employment, financial 
and other information required by the lender. In the event the original loan application is denied, Buyer, if requested by Seller, will reapply 
within _____ days of such request at an alternate institution.

B. [   ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, secured by a valid purchase  
Land Contract on the Property and delivered by Buyer to Seller dated the date of closing bearing annual interest rate of     and 
payable $    per     for [   ] ________ years [   ]     months. Privilege of prepayment [   ] does apply [   ] does not apply. 
The loan will be [   ] due on sale [   ] not due on sale of Property. Payment [   ] includes [   ] does not include one-twelfth annual taxes 
and insurance. The balance will be: [   ] principle only [   ] interest only [   ] principle and interest to be determined prior to closing. If 
after taxes and insurance are deducted from payment, remaining balance is not enough to cover interest rate above, it will be considered 
full interest payment and rate adjusted accordingly. 

3. Buyer Will Pay:

A. [ X ] Recording fees [   ] Note stamps [   ] Intangible tax [   ] Credit reports [   ] Loan transfer & assumption charges 
[   ] VA funding fee [   ] Loan origination fee [   ] Loan insurance premium [   ] Loan discount not to exceed____________ 
[   ] Transfer Tax [   ] Wood Destroying Organism Report

B. [ X ] Appraisal [   ] Survey [   ] Title Insurance Policy _________________________ [   ] Other  

4. Seller Will Pay:

A. [ X ] Transfer tax _________________________ [ X ] Title insurance policy ________________________ [   ] Attorney’s fee [   ]  
Real estate brokerage fee [   ] Loan discount not to exceed $       [   ] Satisfaction and recording fee  
[   ] Repairs or replacements, in addition to those in paragraph 9, not to exceed $       [   ] Wood destroying organism report  
[   ] Appraisal fee [   ] Survey [   ] Other  

10.00

49,990.00

50,000.00
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B. All other charges required by lender which Buyer is prohibited from paying by law or regulation.

C. All mortgage payments or condominium and association fees will be current at Seller’s expense at the time of closing.

5. Payment of Expenses: If Buyer fails to perform, all loan and sale processing and closing costs incurred, whether the same were to be paid by Seller 
or Buyer will be the responsibility of the Buyer, with costs deducted from binder deposit. If Seller fails to perform, all loan, sales processing and 
closing costs incurred whether same were to be paid by Seller or Buyer will be the responsibility of Seller, and Buyer will be entitled to the return of 
the Binder deposit This will include, but not be limited to the transaction not being closed because Seller is unable to complete the transaction for a 
qualified Buyer, or because the property does not appraise for an amount sufficient to enable the lender to make the required loan, or because Seller 
elects not to pay for the excess amount in paragraphs 4 (with respect to repairs), 9, or 11, or because the zoning is not as required in paragraph 16 or 
because Seller cannot deliver marketable title.

6. Prorations: All taxes, rentals, condominium or association fees, prepaid hazard insurance premiums (if assumed), monthly mortgage insurance 
premiums and interest on loans will be prorated as of the date of closing. BUYER SHOULD NOT RELY ON THE SELLER’S CURRENT 
PROPERTY TAXES AS THE AMOUNT OF PROPERTY TAXES THAT THE BUYER MAY BE OBLIGATED TO PAY IN THE YEAR 
SUBSEQUENT TO PURCHASE. A  CHANGE OF OWNERSHIP OR PROPERTY IMPROVEMENTS TRIGGERS REASSESSMENTS 
OF THE PROPERTY THAT COULD RESULT IN HIGHER TAXES. IF YOU HAVE ANY QUESTIONS CONCERNING VALUATION, 
CONTACT THE COUNTY PROPERTY APPRAISER’S OFFICE FOR INFORMATION.

7. Title Evidence: Within     days [   ] after acceptance [   ] after date of satisfaction of all conditions in paragraph 19. Seller will deliver to 
Buyer or closing attorney [   ] Title insurance commitment for an owner’s policy in the amount of the purchase price. Any expense of curing 
title including but not limited to legal fees, discharge of liens and recording fees will be paid by Seller.

8. Survey: Within  10 days [   ] after date of acceptance [   ] after date of satisfaction of all conditions on paragraph 19, Seller will deliver to Buyer 
or closing attorney [   ] A new staked survey dated within 3 months of closing showing all improvements now existing thereon and certified to Buyer, 
lender and the title insurer [ X ] A copy of a previously made survey of the Property showing all improvements now existing thereon. [   ] No survey 
is required.

9. Wood destroying Organism Report: “Wood Destroying Organism” means any arthropod or plant life which damages a structure. Buyer 
may have property inspected by a Certified Pest Control Firm to determine whether there is any visible active wood destroying organism 
infestation or visible existing structural damage from wood destroying organisms to the improvements. If Buyer is informed of either or both 
of the foregoing, Seller will have seven (7) days from receipt of written notice thereof within which to have all such wood destroying organism 
damages whether visible or not inspected and estimated by a licensed building or general contractor. Seller will pay costs of treatment and 
repairs of all structural damage up to one percent (1 %) of the purchase price. If such costs exceed the amount agreed to be paid by Seller and 
Seller declines to treat and repair, Buyer will have the option of (a) terminating this Agreement or,(b) proceeding with the transaction in which 
event Seller will bear costs equal to one percent (1 %) of the purchase price.

10. Title Examination and Time for Closing:

A. If title evidence and survey, as specified above, show Seller is vested with a marketable title, subject to the usual exceptions contained 
in title insurance commitments  (such as exceptions for survey, current taxes, zoning ordinances, covenants, restrictions and easements 
of record), the transaction will be closed and the deed and other closing papers delivered on or before [   ] __________________,   
[ X ]  30  days after the date of acceptance, or [   ] _____________days after date of satisfaction of all conditions in paragraph 19 
unless extended by other conditions of this Agreement or this agreement is cancelled by the Buyer.

B. If title evidence or survey reveal any defects which render the title unmarketable, Buyer will have 7 days from receipt of title commitment 
and survey to notify Seller of such title defects and Seller agrees to use reasonable diligence to cure such defects at Seller’s expense and will 
have 30 days to do so, in which event this transaction will be closed within 10 days after delivery to Buyer of evidence that such defects 
have been cured.  Seller agrees to pay for and discharge all due or delinquent taxes, liens and other encumbrances, unless otherwise agreed. 
If Seller is unable to convey to Buyer a marketable title, Buyer will have the right to terminate this agreement at the same time returning to 
Seller all title evidence and surveys received from Seller, or Buyer will have the right to accept such title as Seller may be able to convey and 
to close this transaction upon the terms stated herein, which election will he exercised within 10 days from notice of Seller’s inability to cure.

11. Loss or Damage: If the property is damaged by fire or other casualty prior to closing, and cost of restoration does not exceed 3% of the assessed 
valuation of the improvements located on the Property, cost of restoration will he an obligation of the Seller and closing will proceed pursuant 
to the terms of this Agreement with cost thereof escrowing at closing.  In the event cost of restoration exceeds 3% of the assessed valuation of 
the improvements and the Seller declines to repair or restore, Buyer will have the option of either taking the Property as is, together with either 
the said 3% or any insurance proceeds payable by virtue of such loss or damage, or of canceling this Agreement.

12. Seller agrees to deliver the Property in its PRESENT AS IS CONDITION except as otherwise specified herein. Seller does hereby certify and represent 
that Seller has legal authority and capacity to convey the property with all improvements. Seller further certifies and represents that Seller knows of 
no latent defects to the property and knows of no facts materially affecting the value of the property except the following: Description of problems 
  
Buyer has inspected the property and HAS NOT RELIED UPON ANY REPRESENTATIONS MADE BY ANY REAL ESTATE AGENT in 
describing the property, and Buyer accepts the property in its PRESENT AS IS CONDITION, except as otherwise specified herein.
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13. Occupancy [ X ] Seller represents that there are no parties in occupancy other than Seller. Buyer will be given occupancy at closing unless 
otherwise specified herein   
[   ] Buyer understands that property is available for rent or rented and the tenant may continue in possession following closing unless otherwise 
agreed in writing.  Deposits will he transferred to Buyer at closing.

Personal Property: included in the purchase price are all fixed equipment including ceiling fans, drapery hardware, attached lighting fixtures, 
mailbox, fence, plants and shrubbery as now installed on the property. And these additional items   
Items specifically excluded from  
14. Default and Attorney’s Fees: If Buyer defaults on this agreement, all deposits will be retained by the Seller as full settlement of any claim, 

whereupon Buyer and Seller will be relieved of all obligations under this agreement. If Seller defaults under this Agreement, the Buyer may 
seek specific performance or elect to receive the return of the Buyers deposit(s) without thereby waving any action for damages resulting 
from Seller’s breach. In connection with any litigation arising out of this Agreement, the prevailing party will he entitled to recover all costs 
including a reasonable attorney’s fee.

15. [ X ] Zoning and Restrictions: Unless the Property is zoned   SF   and can he legally used for   SF   use, or if there is notice of  proposed 
zoning changes, deed or other restrictions that could prevent such use at time of closing, Buyer will have the right to terminate this  Agreement. 
Buyer will have 10 days from acceptance to verify the existing zoning and current proposed changes, and deliver written notice of objections 
to Seller or be deemed to have waived objections under this paragraph.

16. The offer of BUYER shall terminate if SELLER has not indicated his acceptance of this Agreement by signing and delivering same or 
telegraphing acceptance to Buyer or  submitting agent before ________:01 [   ] AM [   ] PM  Date ________

17. Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 
  
  
  
 

18. Timing: The timing of paragraphs 7,8,9, and 10(A) will become operable after satisfaction of paragraph 2, if applicable, and those additional 
conditions lettered in Paragraph.

19. There are no other agreements, promises or understandings between these parties except as specifically set forth herein. This legal and 
binding agreement will be construed under______ Law, will not be recorded and if not understood, parties should seek competent legal 
advice.  
TIME IS OF THE ESSENCE IN THIS AGREEMENT.

20. Signed sealed on the date herein stated

        XX-XX-XXXX    
Buyer      Date of Offer   Buyer 

  James Homeseller        XX-XX-XXXX     Mary Homeseller     
Seller      Date of Acceptance  Seller 

[   ] Agent [ X ] Seller, by the signature below, acknowledge receipt of $ 10.00  [ X ] Cash [   ] Check, as binder deposit, which is the 
amount mentioned in paragraph 1A of this Agreement.

        XX-XX-XXXX    James Homeseller    
Agent      Date    Seller



169 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP

Prepared by and return to: Name______ Address_______ City, State, ZIP_______

This is a sample document. Your attorney will prepare and record.

You may get him/her this sample to review.

WARRANTY DEED TO TRUSTEE
 

The Grantor(s) James  Homeseller  and  Mary   Homeseller,   married of the County of Cobb, State 
of GA, for and in consideration of ten Dollars ($10.00), and other good and valuable considerations in hand paid, 
conveys, grants, bargains, sells, aliens, remises, releases, confirms and warrants under provisions of Section

Unto ABC, LLC as Trustee and not personally under the provisions of a trust agreement dated the 10th 
day of February, 20XX, known as Trust Number 1233, the following described real estate in the County of 
Cobb, State of GA to wit:

Legal Description Goes Here

Together with all the tenements, hereditaments and appurtenances thereto, belonging or in anywise appertaining.

To have and to hold the said premises in fee simple forever, with the appurtenances attached thereto upon the 
trust and for the uses and purposes herein and in said Trust Agreement set forth.

Full power and authority granted to said Trustee, with respect to the said premises or any part of it, and at any 
time or times, to subdivide said premises or any part thereof, to dedicate parks, streets, highways or alleys and to vacate 
any subdivision or part thereof, and to resubdivide said property as often as desired, to contract to sell, to grant options to 
purchase, to sell on any terms, to convey either with or without consideration, to donate, to mortgage, pledge or otherwise 
encumber said property, or any part thereof, to lease said property or any part thereof, from time to time, in possession or 
reversion by leases to commence now or later, and upon any terms and for any period or periods of time and to renew or 
extend leases upon any terms and for any period or periods of time and to amend, change, or modify leases and the terms 
and provisions thereof at any time hereafter, to contract to make leases and to grant options to lease and options to renew 
leases and options to purchase the whole or any part of the reversion and to contract respecting the manner of fixing the 
amount of present or future renters, to partition or to exchange said property or any part thereof for other real or person-
al property, to grant easements or changes of any kind, to release, convey or assign any right, title or interest in or about 
or easement appurtenant to said premises or any part thereof, and to deal with said property and every part thereof in all 
other ways and for such other considerations as it would be lawful for any person owning the same to deal with the same, 
whether similar to or different from the ways above specified, at any time or times hereafter.

In No Case shall any party dealing with the said trustee in relation to said premises, to whom said premises or any 
part thereof shall be conveyed, contracted to be sold, leased or mortgaged by said trustee, be obliged to see to the applica-
tion of any purchase money, rent, or money borrowed or advanced on said premises, or be obliged to see that the terms of 
this trust have been complied with, or be obliged to inquire into the necessity or expediency of any act of said trustee, or 
be obliged or privileged to inquire into any of the terms of said trust agreement; and every deed, mortgage, lease or other 
instrument executed by said trustee in relation to said real estate shall be conclusive evidence in favor of every person re-
lying upon or claiming under such conveyance, lease or other instrument, (a) that at the time of delivery thereof, the trust 
created by this Indenture and by said trust agreement was in full force and effect, (b) that such conveyance or other instru-
ment was executed in full accordance of the trust’s conditions and limitations contained herein and in said trust agreement 
or in some amendment thereof and binding upon all beneficiaries thereunder and (c) that said trustee was duly authorized 
and empowered to execute and deliver every such deed, trust deed, lease, mortgage or other instrument.

The Interest of each and every beneficiary hereunder and of all persons claiming under them or any of them  
shall be only in the earnings, avails, and proceeds arising from the sale or other disposition of said real estate, and such 
interest is hereby declared to be personal property. No beneficiary hereunder shall have any title or interest legal or equita-
ble, in or to said real estate as such, but only an interest in the earnings, avails and proceeds thereof as aforesaid.
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And the grantor hereby covenants with said grantee that the grantor is lawfully seized of said land in fee simple; 
that the grantor has good right and lawful authority to sell and convey said land; that the grantor hereby fully warrants the 
title to said land and will defend the same against the lawful claims of all persons whomsoever; and that said land is free 
of all encumbrances, except taxes accruing subsequent to December 31, 20___.

In Witness Whereof, the said grantor(s) has/have hereunto set his (their) hands and seals this 10th day of 
February, 20 XX A.D.

Signed Sealed and Delivered in our Presence

 

Notary Witness     James Homeseller 

Witness       Seal

       Mary Homeseller 

Witness        Seal

 

 

State of GA 

County of Cobb

 

I Hereby Certify that on this day, before me, an officer duly authorized in the State aforesaid to take acknowledgments, 
personally appeared James and Mary Homeseller, to me known as the person(s) described in and who executed the 
foregoing instrument and Acknowledged before me that executed the same.

 

Witness my hand and official seal in the county and State last aforesaid this 10th day of February, 20XX A.D.

 

          __________________________

          Notary Public

          My commission expires
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Goes In Your File Cabinet. Not To Be Recorded

AGREEMENT AND DECLARATION OF TRUST

THIS AGREEMENT AND DECLARATION OF TRUST is made and entered into this 10 day of February, 20XX, 
by and between You or your LLC, as Grantors and Beneficiaries, (hereinafter referred to as the “Beneficiaries”, wheth-
er one or more, which designation shall include all successors in interest of any Beneficiary), and ABC, LLC, whose 
address is your home or office, hereinafter referred to as the “Trustee”, which designation shall include all successor 
trustees). The name of the trust is The Maple St. Trust.

 IT IS MUTUALLY AGREED AS FOLLOWS:

1. Trust Property.  The Beneficiaries are about to convey or cause to be conveyed to the Trustee by deed, absolute in 
form, the property described in the attached Exhibit “A”, which said property shall be held by the Trustee, in trust, for 
the following uses and purposes, under the terms of this Agreement and shall be hereinafter referred to as the “Trust 
Property”.

2. Consideration.  No consideration was paid by Trustee for such conveyance. The conveyance will be accepted and will 
be held by Trustee subject to all existing encumbrances, easements, restrictions or other clouds or claims against the 
title thereto, whether the same are of record or otherwise. The property will be held on the trusts, terms and conditions, 
and for the purposes hereinafter set forth, until the whole of the trust estate is conveyed, free of this trust, as hereinafter 
provided. 

3. Beneficiaries. The persons named in the attached Exhibit “B” are the Beneficiaries of this Trust, and as such, shall be 
entitled to all of the earnings, avails and proceeds of the Trust Property according to their interests set opposite their 
respective names. 

4. Interests. The interests of the Beneficiaries shall consist solely of the following rights respecting the Trust Property: 

a. The right to direct the Trustee to convey or otherwise deal with the title to the Trust Property as hereinafter set out. 

b. The right to manage and control the Trust Property.

c. The right to receive the proceeds and avails from the rental, sale, mortgage, or other disposition of the Trust Prop-
erty.

The foregoing rights shall be deemed to be personal property and may be assigned and otherwise transferred as such.  No 
Beneficiary shall have any legal or equitable right, title or interest, as realty, in or to any real estate held in trust under this 
Agreement, or the right to require partition of that real estate, but shall have only the rights, as personally, set out above, 
and the death of a Beneficiary shall not terminate this Trust or in any manner affect the powers of the Trustee. 

5. Powers of Trustee.

a. With the consent of the Beneficiary, the Trustee shall have authority to issue notes or bonds and to secure the pay-
ment of the same by mortgaging the whole or any part of the Trust Property; to borrow money, giving notes  
therefore signed by him in his capacity as Trustee; to invest such part of the capital and the profits therefrom and 
the proceeds of the sale of bonds and notes in such real estate, equities in real estate, and mortgages in real estate in 
the United States of America, as he may deem advisable. 

b. With the consent of the Beneficiary, the Trustee shall have the authority to hold the legal title to all of the Trust 
Property, and shall have the exclusive management and control of the property as if he were the absolute owner 
thereof, and the Trustee is hereby given full power to do all things and perform all acts which in his judgment are 
necessary and proper for the protection of the Trust Property and for the interest of the Beneficiaries in the property 
of the Trust, subject to the restrictions, terms, and conditions herein set forth.

c. Without prejudice to the general powers conferred on the Trustee hereunder, it is hereby declared that the Trustee 
shall  have the following powers, with the consent of the Beneficiaries:



172 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP

1. To purchase any real property for the Trust at such times and on such terms as may seem advisable; to assume 
mortgages upon the property

2. To sell at public auction or private sale, to barter, to exchange, or to dispose of otherwise, any part, or the 
whole of the Trust Property which may, from time to time form part of the Trust estate, subject to such restric-
tions and for such consideration for cash and for credit, and generally upon such terms and conditions as may 
seem judicious, to secure payment upon any loan or loans of the Trust, by mortgage with or without power of 
sale, and to include such provisions, terms,  and conditions as may seem desirable.

3. To rent or lease the whole or any part of the Trust Property for long or short terms, but not for terms exceeding 
he term of the Trust then remaining.

4. To repair, alter, tear down, add to, or erect any building or buildings upon land belonging to the Trust; to fill, 
grade, drain, improve, and otherwise develop any land belonging to the Trust; to carry on, operate, or manage  
any building, apartment house, or hotel belonging to the Trust.

5. To make, execute, acknowledge, and deliver all deeds, releases, mortgages, leases, contracts, agreements, in 
struments, and other obligations of whatsoever nature relating to the Trust Property, and generally to have full 
power to do all things and perform all acts necessary to make the instruments proper and legal.

6. To collect notes, obligations, dividends, and all other payments that may be due and payable to the Trust; to 
deposit the proceeds thereof, as well as any other moneys from whatsoever source they may be derived, in any  
suitable bank or depository, and to draw the same from time to time for the purposes herein provided.

7. To pay all lawful taxes and assessments and the necessary expenses of the Trust; to employ such officers, 
brokers, engineers, architects, carpenters, contractors, agents, counsel, and such other persons as may seem 
expedient, to designate their duties and fix their compensation; to fix a reasonable compensation for their own 
ser vices to the Trust, as organizers thereof.

8. To represent the Trust and the Beneficiaries in all suits and legal proceedings relating to the Trust Property in 
any court of law of equity, or before any other bodies or tribunals; to begin suits and to prosecute them to final 
judgment or decree; to compromise claims or suits, and to submit the same to arbitration when, in his judg 
ment, such course is necessary or proper.

9. To arrange and pay for and keep in force in the name and for the benefit of the Trustee, such insurance as the 
Trustee may deem advisable, in such companies, in such amounts, and against such risks as determined neces-
sary by the Trustee.

6. Duties of Trustee. It shall be the duty of the Trustee in addition to the other duties herein imposed upon him:

a. To keep a careful and complete record of all the beneficial interests in the Trust Property with the name and resi-
dence of the person or persons owning such beneficial interest, and such other items as he may deem of importance 
or as may be required by the Beneficiaries. 

b. To keep careful and accurate books showing the receipts and disbursements of the Trust and also of the Trust Prop-
erty, and such other items as he may deem of importance or as the Beneficiaries hereunder may require.

c. To keep books of the Trust open to the inspection of the Beneficiaries at such reasonable times at the main office of 
the Trust as they may appoint.

d. To furnish the Beneficiaries at special meetings at which the same shall be requested a careful, accurate, written 
report of his transactions as Trustee hereunder, of the financial standing of the Trust, and of such other information 
concerning the affairs of the Trust as they shall request.

e. To sell the Trust Property and distribute the proceeds therefrom:

1. If any property shall remain in trust under this Agreement for a term which exceeds that allowed under appli-
cable state law, the Trustee forthwith shall sell same at public sale after a reasonable public advertisement and 
reasonable notice to the Beneficiaries and, after deducting his reasonable fees and expenses, he shall divide 
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the proceeds of the sale among the Beneficiaries as their interests may then appear, without any direction or 
consent whatsoever, or  

2. To transfer, set over, convey and deliver to all the then Beneficiaries of this Trust their respective undivided 
interests in any non-divisible assets, or 

3. To transfer, set over and deliver all of the assets of the Trust to its Beneficiaries, in their respective proportion-
ate shares, at any time when the assets of the Trust consist solely of cash.

7. Compensation of Trustee. The Beneficiaries jointly and severally agree that the Trustee shall receive the sum of 
$  10  per month for his services as Trustee hereunder. 

8. Liability of Trustee. The Trustee and his successor as Trustee shall not be required to give a bond, and each Trustee 
shall be liable only for his own acts and then only as a result of his own gross negligence or bad faith. 

9. Removal of Trustee. The Beneficiaries shall have the power to remove a Trustee from his office or appoint a successor 
to  succeed him. 

10. Resignation and Successor.  

a. Any Trustee may resign his office with thirty (30) days written notice to Beneficiaries and Beneficiaries shall 
proceed to elect a new Trustee to take the place of the Trustee who had resigned, but the resignation shall not take 
effect until a certificate thereof, signed, sealed, and acknowledged by the Trustee, and a certificate of the election 
of the new Trustee, signed and sworn to by the Beneficiaries and containing an acceptance of the office, signed 
and acknowledged by the new Trustee, shall have been procured in a form which is acceptable for recording in the 
registries of deeds of all the counties in which properties held under this instrument are situated.  If the Beneficia-
ries shall fail to elect a new Trustee within thirty (30) days after the resignation, then the Trustee may petition any 
appropriate court in this state to accept his resignation and appoint a new Trustee. 

a.  Any vacancy in the office of Trustee, whether arising from death or from any other cause not herein provided for, 
shall be filled within thirty (30) days from the date of the vacancy and the Beneficiaries shall proceed to elect a new 
Trustee to fill the vacancy, and immediately thereafter shall cause to be prepared a certificate of the election con-
taining an acceptance of the office, signed, sealed, and acknowledged by the new Trustee, which shall be in a form 
acceptable for recording in the registries of deeds of all the counties in which properties held under this instrument 
are situated. 

a. Whenever a new Trustee shall have been elected or appointed to the office of Trustee and shall have assumed the 
duties of office, he shall succeed to the title of all the properties of the Trust and shall have all the powers and be 
subject to all the restrictions granted to or imposed upon the Trustee by this agreement, and every Trustee shall 
have the same powers, rights, and interests regarding the Trust Property, and shall be subject to the same restric-
tions and duties as the original Trustee, except as the same shall have been modified  by  amendment,  as herein 
provided for.

a. Notwithstanding any such resignation, the Trustee shall continue to have a lien on the Trust Property for all costs, 
expenses and attorney’s fees incurred and for said Trustee’s reasonable compensation. 

11. Objects and Purposes of Trust.  The objects and purposes of this Trust shall be to hold title to the Trust Property and 
to protect and conserve it until its sale or other disposition or liquidation. The Trustee shall not undertake any activity 
not strictly necessary to the attainment of the foregoing objects and purposes, nor shall the Trustee transact business 
within the meaning of applicable state law, or any other law, nor shall this Agreement be deemed to be, or create or 
evidence the existence of a corporation, defacto or dejure, or a Massachusetts Trust, or any other type of business 
trust, or an association in the nature of a corporation, or a co partnership or joint venture by or between the Trustee 
and the Beneficiaries, or by or between the Beneficiaries. 

12. Exculpation.  The Trustee shall have no power to bind the Beneficiaries personally and, in every written contract he 
may enter into, reference shall be made to this declaration; and any person or corporation contracting with the Trustee, 
as well as any beneficiary, shall look to the funds and the Trust Property for payment under such contract, or for the 
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payment of any debt, mortgage, judgment, or decree, or for any money that may otherwise become due or payable, 
whether by reason or failure of the Trustee to perform the contract, or for any other reason, and neither the Trustee nor 
the Beneficiaries shall be liable personally therefore. 

13. Dealings with Trustee.  No party dealing with the Trustee in relation to the Trust Property in any manner whatso-
ever, and, without limiting the foregoing, no party to whom the property or any part of it or any interest in it shall be 
conveyed, contracted to be sold, leased or mortgaged by the Trustee, shall be obliged to see to the application of any 
purchase money, rent or money borrowed or otherwise advanced on the property; to see that the terms of this Trust 
Agreement have been complied with; to inquire into the authority, necessity or expediency of any act of the Trustee; 
or be privileged to inquire into any of the terms of this Trust Agreement.  Every deed, mortgage, lease or other instru-
ment executed by the Trustee in relation to the Trust Property shall be conclusive evidence in favor of every person 
claiming any right, title or interest under the Trust that at the time of its delivery the Trust created under this Agree-
ment was in full force and effect; and that instrument was executed in accordance with the terms and conditions of 
this Agreement and all its amendments, if any, and is binding upon all Beneficiaries under it; that the Trustee was duly 
authorized and empowered to execute and deliver every such instrument; if a conveyance has been made to a succes-
sor or successors in trust, that the successor or successors have been appointed properly and are vested fully with all 
the title, estate, rights, powers, duties and obligations of its, his or their predecessor in Trust. 

14. Recording of Agreement.  This Agreement shall not be placed on record in the county in which the Trust Property 
is situated, or elsewhere, but if it is so recorded, that recording shall not be considered as notice of the rights of any 
person under this Agreement derogatory to the title or powers of the Trustee. 

15. Name of Trustee. The name of the Trustee shall not be used by the Beneficiaries in connection with any advertising 
or other publicity whatsoever without the written consent of the Trustee. 

16. Income Tax Returns. The Trustee shall be obligated to file any income tax returns with respect to the Trust, as re-
quired by law, and the Beneficiaries individually shall report and pay their share of income taxes on the earnings and 
avails of the Trust Property or growing out of their interest under this Trust. 

17. Assignment. The interest of a Beneficiary, or any part of that interest, may be transferred only by a written assign-
ment, executed in duplicate and delivered to the Trustee.  The Trustee shall note its acceptance on the original and 
duplicate original of the assignment, retaining the original and delivering the duplicate original to the assignee as and 
for evidence of ownership of a beneficial interest under this Agreement.  No assignment of any interest under this 
Agreement, other than by operation of law, that is not so executed, delivered and accepted shall be valid without the 
written approval of all of the other Beneficiaries who possess the power of direction.  No person who is vested with 
the power of direction, but who is not a Beneficiary under this Agreement, shall assign that power without the written 
consent of all the Beneficiaries. 

18. Individual Liability of Trustee.  The Trustee shall not be required, in dealing with the Trust Property or in otherwise 
acting under this Agreement, to enter into any individual contract or other individual obligation whatsoever; nor to 
make himself individually liable to pay or incur the payment of any damages, attorney’s fees, fines, and penalties, 
forfeitures, costs, charges or other sums of money whatsoever. The Trustee shall have no individual liability or obli-
gation whatsoever arising from his ownership, as Trustee, of the legal title to the Trust Property, or with respect to any 
act done or contract entered into or indebtedness incurred by him in dealing with the Trust Property or in otherwise 
acting under this Agreement, except only as far as the Trust Property and any trust funds in the actual possession of 
the Trustee shall be applicable to the payment and discharge of that liability or obligation. 

19. Reimbursement and Indemnification of Trustee.  If the Trustee shall pay or incur any liability to pay any money 
on account of this Trust, or incur any liability to pay any money on account of being made a party to any litigation 
as a result of holding title to Trust Property or otherwise in connection with this Trust, whether because of breach of 
contract, injury to person or property, fines or penalties under any law, or otherwise, the Beneficiaries, jointly and 
severally agree that on demand they will pay to the Trustee, with interest at the rate of   NA  % per annum, all 
such payments made or liabilities incurred by the Trustee, together with his expenses, including reasonable attorney’s 
fees, and that they will indemnify and hold the Trustee harmless of and from any and all payments made or liabilities 
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incurred by him for any reason whatsoever as a result of this Agreement; and all amounts so paid by the Trustee, as 
well as his compensation under this Agreement, shall constitute a lien on the Trust Property. The Trustee shall not be 
required to convey or otherwise deal with the Trust property as long as any money is due to the Trustee under this 
Agreement; nor shall the Trustee be required to advance or pay out any money on account of this Trust or to prosecute 
or defend any legal proceedings involving this Trust or any property or interest under this Agreement unless he shall 
be furnished with sufficient funds or be indemnified to his satisfaction. 

20. Entire  Agreement.  This Agreement contains the entire understanding between the parties and may be amended, 
revoked, or terminated only by written agreement signed by the Trustee and all of the Beneficiaries. 

21. Governing Law. This agreement, and all transactions contemplated hereby, shall be governed by, construed and 
enforced in accordance with the laws of the State of __________________. The parties herein waive trial by 
jury and agree to submit to the personal jurisdiction and venue of a court of  subject matter jurisdiction located in 
_____________________ County, State of __________________.  In  the  event  that litigation results from or arises 
out of this Agreement or the performance thereof, the parties agree to reimburse the prevailing party’s reasonable 
attorney’s fees, court costs, and all other expenses, whether or not taxable by the court as costs, in addition to any 
other relief to which the prevailing party may be entitled. In such event, no action shall be entertained by said court or 
any court of competent jurisdiction if filed more than one year subsequent to the date the cause(s) of action actually 
accrued regardless of whether damages were otherwise as of said time calculable. 

22. Binding Effect. The terms and conditions of this Agreement shall inure to the benefit of and be binding upon any suc-
cessor trustee under it, as well as upon the executors, administrators, heirs, assigns and all other successors in interest 
of the Beneficiaries. 

23. Trustee’s Liability to Beneficiaries. The Trustee shall be liable to the Beneficiaries for the value of their respective 
beneficial interests only to the extent of the property held in Trust by him hereunder and the Beneficiaries shall en-
force such liability only against the Trust Property and not against the Trustee personally. 

24. Annual Statements.  There shall be no annual meeting of the Beneficiaries, but the Trustee shall prepare an annual 
report of their receipts and disbursements for the fiscal year preceding, which fiscal year shall coincide with the calen-
dar year, and a copy of the report shall be sent by mail to the Beneficiaries not later than February 28 of each year. 

25. Termination. This trust may be terminated at any time by the Beneficiaries and with thirty (30) days written notice 
of termination delivered to the Trustee, the Trustee shall execute any and all documents necessary to vest fee simple 
marketable title to any and all Trust Property in Beneficiaries.
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IN WITNESS WHEREOF, the parties hereto have executed this agreement as of the day and year first

above written. 

Signed, sealed and delivered in the presence of:

                                                                            BENEFICIARIES

_________(NOT REQUIRED)________     Husband and Wife   

Witness

___________________________________     ABC, LLC   

Witness

___________________________________      John Doe, as Manager  

Witness

___________________________________                         ____________________________

Witness

 

___________________________________

Witness

___________________________________

Witness

___________________________________      Manager of Trustee

Witness              Trustee 

___________________________________

Witness

 

 
STATE OF_________________________

COUNTY OF_______________________

 

Before me personally appeared _______________________________________________ to me well known and known to me to be 
the person described in and who executed the foregoing instrument, and acknowledged to and before me that he executed said instru-
ment for the purposes therein expressed.

 

WITNESS my hand and official seal in the State and County aforesaid, this day of _________, 20____

 

                           ___________________________

(SEAL)                 Notary Public

                        State of _____________

                     My Commission Expires:

                         ___________________________

 

NOT REQUIRED
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EXHIBIT “A “

Legal Description:
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EXHIBIT “B “

Name and Address

Husband: 

 

 

 

Wife: 

 

 

 

LLC as 100% 

 

 

 

 

 

 

 

Interest

50% husband 

50% wife 

 

OR

100% husband and wife, tenants by the entirety  

(where applicable)

 

OR

ABC, LLC 

 

Manager signs as manager 

 

 

 

 

Note:

If you live in a state that recognizes tenants by the entireties and are married, I’d suggest you own the 

trust as follows.

John J Smith and       100%

Mary M Smith

Tenants by the Entities 
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CYA Letters (Cover Your Assets)
Following are two different CYA letters.

The first one, ‘Seller’s Acknowledgements’, is used when the loan is not in de-
fault and all the language about dealing with banks and foreclosure is not applicable.

The second one, titled ‘Disclosure Regarding Real Estate Transaction’, is strictly 
designed to use when loan(s) is in default and it may be a short sale prospect. It clear-
ly spells out your intentions and offers full disclosure you are not making promises 
you may not be able to keep.

Do not close on defaulted loans without both of these documents signed. If 
you ever get challenged, these will likely kill any case against you. Without them, it’s 
their word against yours and since you’re the expert and they are the unaware con-
sumer, you have the disadvantage. With these docs, you have the extreme advan-
tage.
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Attorney Should Get Signed At Closing 

Seller’s Acknowledgements 

I, ______________________ (Seller), on this ____ day of ___________________, 20________, have agreed in writing to sell 

the property commonly known as _________________________,(The Property) to _________________________ (Buyer) and 

or assigns, according to the terms and conditions contained in the Purchase and Sale Agreement (The Agreement) of even 

date, a copy of which is attached hereto. I further state as follows:  

1. ___ OWNERSHIP OF THE PROPERTY: I am the owner of the Property (or I have an equitable interest in The Property) and an 

 able to contract for its sale.  

2. ___ ACCEPTANCE: I have reviewed the terms and conditions contained in the The Agreement, and I acknowledge both the 

 receipt and the sufficiency of the consideration.  

3. ___ GOOD AND VALUABLE CONSIDERATION: I have received good and valuable consideration in signing The Agreement, 

 and I acknowledge both the receipt and the sufficiency if the consideration.  

4. ___ IN MY BEST INTEREST: I am satisfied with The Agreement and have agreed to sell The Property because it is in my best 

 interest to do so.  

5. ___ FULLY INFORMED AND NOT CONFUSED: I have signed The Agreement being fully informed and with sufficient under

 standing of all terms and conditions contained therein. I am not confused about any aspect of The Agreement.  

6. ___ SATISFIED WITH THE SALES PRICE: I understand I may be selling The Property for less than market value but have cho-

 sen to do so because circumstances dictate that an immediate sale, even at a discounted price, is in my best interest.   

 I’m satisfied with the sales price I have negotiated.  

7. ___ SALE IS FINAL: I understand by signing The Agreement, I have agreed to sell The Property to Buyer and am now bound 

 by the terms and conditions described in The Agreement. I further understand that I cannot change my mind or cancel 

 the contract at some alter date, nor can I continue to market The Property to any other Buyer.  

8. ___ NOT A LOAN: I understand The Agreement I have signed is for the outright sale of The Property and is not intended to 

 be a loan of any kind.  

9. ___ AGREEMENT MAY BE ASSIGNED: I understand Buyer may assign The Agreement to another party and I may be closing 

 the sale with someone other than the Buyer.  

10. ___ NO ESCROW: I understand the Buyer may choose to close this transaction without the use of an escrow company and 

 may record the conveyance documents himself.  

11. ___ CLOSING DOCUMENTS: I understand there will be additional closing documents to sign and upon receipt, agree to sign 

 and deliver the closing documents either into Escrow or directly to Buyer, as Buyer may direct in a timely manner.  

12. ___ COPIES OF THE PAPERWORK: I understand that copies of the paperwork I’ve signed will be provided to me in a timely 

 manner and I acknowledge that circumstances dictate that copies may not be immediately made available to me.  

13. ___ BUYER ENTITLED TO MAKE PROFIT: I understand Buyer may resell Option to Purchase Contract, the Purchase & Sale 

 Agreement, or The Property and may realize a profit in doing so. I agree Buyer is entitled to any profit that may ulti-

 mately result from the subsequent resale of Option to Purchase Contract, the Purchase & Sale Agreement or The  

 Property.  

14. ___ LEGAL COUNSEL ADVISED: I acknowledge Buyer has advised me to seek independent legal counsel to review The 

 Agreement.  

15. ___ FINANCIAL REVIEW ADVISED: I acknowledge Buyer has advised me to seek an independent financial advisor to review 

 The Agreement.  

16. ___ FAIRLY NEGOTIATED: I understand Buyer has negotiated on his own behalf and likewise, I have negotiated on mine. I 

 acknowledge The Agreement has been negotiated fairly and Buyer has not taken advantage of me or my current situa-

 tion.  



181 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

 
17. ___ PROPERTY IS NOT LISTED WITH REALTOR: I acknowledge that the property is not listed with a Real Estate Agency at this 

 time.  

18.___  NO PRECLUDING AILMENTS: I have no physical, mental or emotional ailments that preclude me from signing The 

 Agreement.  

19.___  APPROVAL OF BUYERS: The decision to accept these particular Tenant(s)/Buyer(s) was a joint decision I fully ap

 prove  and agree with the selection of the Tenant(s)/Buyer(s) for this transaction.  

20.___  FAILING TO MAKE TIMELY PAYMENTS: I acknowledge and understand that upon the completion of this transaction I still 

 remain primarily liable on my mortgage and this transaction does not affect my legal obligation to continue to make 

 full and timely payment son my mortgage. I acknowledge and understand that the Tenant(s)/ Buyer(s) failure to make 

 full and timely payments to me or my Lender does not relieve me of my obligation to make said payments. I further 

 hereby acknowledge and understand that I remain subject to the terms of the mortgage and that in the event of a 

 default I may be subject to foreclosure proceedings.  

21.___  NOT UNDER THE INFLUENCE: I am not now under the influence of alcohol or any other mind altering substance, nor am 

 I taking medication that would cloud my judgement or make me unable to think clearly.  

22.___  NO OTHER PROMISES: I have not been promised anything other than what is described in The Agreement. There are no 

 unresolved issues, no side agreements, nor are there other terms not disclosed in The Agreement.  

23.___  NOT UNDER DURESS: I am not under duress and have signed The Agreement of my own free will, without any  undue 

 financial pressure. Buyer has in no way pressured me into signing The Agreement.  

24.___  FULLY SATISFIED WITH AGREEMENT: I am fully satisfied with all terms and conditions contained in The Agreement.  

25.___  I’M AWARE: The loan has a due on sale clause and the bank could call the loan due. If that were to happen, it could 

 affect my credit and the Buyer is not obligated but will use good faith to negotiate and work out with bank. I know 

 the loan will stay in my name until the debt is paid in full.  

26.___ FULLY SATISFIED WITH AGREEMENT: I am fully satisfied with all terms and conditions contained in Agreement.  

 

Dated this ______ day of ___________________, 20_____.  

 

________________________________________________ Seller (Signature) 

________________________________________________ Seller (Signature) 

 

State of ______________________________ 

County of ____________________________ 

 

 On this, the _______ day of _________________, 20_____, before me, a Notary Public, personally appeared 

___________________________ known to me (or satisfactorily proven) to be the person whose name is subscribed to the 

within instrument, and acknowledged that he/she executed the same for the purposes therein contained.  

 IN WITNESS WHEREOF, I hereunto set my hand and official seal.  

 

_____________________________________________     (SEAL) 

     Notary Public 

 

_________________________  _______________________ 

  Print Name       My Commission Expires 
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CYA Letter For All Houses You Buy  

With Payments In Arrears 

DISCLOSURE REGARDING REAL ESTATE TRANSACTION 
 

 This document  serves  as  an  explanation  and  disclosure  regarding  the property at 
________________________________________________________________________. 

 

 The purchase of your property was made possible because we may be able to 
negotiate with the Lender/Lenders to have them take less than what was owed as a payoff. 
 

 In some cases, the Lender with whom we negotiated may require you as the original  
mortgagor  to  pay  the  difference  of  what  was  remaining  owed as  a deficiency 
judgment. 
 

 This document in  no  way guarantees we  have  completed  or  promise  to complete 
this transaction or  close on the above property before the foreclosure auction.  If 
negotiations are unsuccessful and we cannot close and consequently the property goes to 
sale, you agree to hold harmless ______________________________ and his, her, their, or 
its agents, servants, successors, heirs, executors, administrators and all other person(s), 
corporations, firms, associations or partnerships of and for any and all claims, actions, 
causes of action, demands, rights, damages, costs, loss of service, expenses and 
compensation whatsoever, which the undersigned now has/have or which may hereafter 
accrue on account of or in any way growing out of any and all known and  unknown, 
foreseen and unforeseen from the sale of property located at 
______________________________. 

 

 If the Lender refuses to  honor the approved discount(s) and  closing the purchase is 
not possible the property could go to foreclosure. If this occurs the seller agrees to hold 
harmless the buyer, trustee or agents. 
 

 In the event the short sale is successful and there is no deficiency judgment the 
discount received may become a taxable event to you. This may or may not be disclosed or 
followed through by your Lender. 
 

 The buyer in no way is acting as a “Foreclosure Consultant” and has not promised 
you they would guarantee payments, guarantee to bring the loan cur- rent, guarantee that 
the property will be paid off or kept out of foreclosure. 
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 You herein acknowledge the property would be lost at the foreclosure if this 

transaction did not take place. 

 

 The buyer has the ability to re-sell said above property through a contractual 

interest or as principle owner and holder of the deed and is not acting as Real Estate 

Broker capacity. 

 

THE  UNDERSIGNED HAS  READ THE  FOREGOING  RELEASE AND FULLY UNDERSTANDS IT. 

 

Signed, sealed and delivered this _______ day of _______ 20 ______. 

 

___________________________   ______________________________ 

  Witness       (Seller) 

___________________________   ______________________________ 

  Witness       (Seller) 

___________________________   _______________________________ 

  Witness       (Buyer) 

 

STATE OF  

COUNTY OF 

 

On the____ day of ____ , 20__ , before me personally appeared ______________________                                                                       

To me known to be the person(s) named herein and who executed the foregoing Release 

and who acknowledge to me that they have read the foregoing release and understands 

the contents thereof and that they voluntarily executed the same. 

  

My term expires:  ________________________   ________________________  

          Notary Public 
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   Get Signed At Closing 

Escrow Letter 

 

 
Date:  

Property Address:                           
Mortgage Company: ____________________ 

Loan Number:____________________________ 
 

 

 

To Whom It May Concern: 

At the time my loan is paid off...please apply any remaining balance in my

escrow account to reduce the loan amount and so reflect on your payoff 

letter. 

Thank you for your cooperation, 

 

 
Signature  Date   

Print Name SS Number   

Signature  Date   

Print Name SS Number    
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(Get this signed by seller with any original agreement if 
there is a loan on the house) 

Authorization To 

Release Information 
 

 I/We hereby authorize you to release to ____________ any 

and all information they may require for the purpose of a credit 

transaction or loan transfer on property located at    

      . You may reproduce this document 

to acquire reference from more than one source. 

Loan #       

 

Thank You. 

 

____________________________ ______________ 

Signature            Soc. Sec. #  Date 

 

____________________________ ______________ 

Signature     Soc. Sec. #  Date 
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RE: Property located at 1233 Park Street Atlanta, Georgia 

 Due to Seller’s request to remain in the property after the closing ate, a sum of  

$1,000.00 will be held in escrow at time of closing by closing agent or such other agent as 

Buyer appoints, until such time as Seller vacates the property leaving it in neat and clean 

condition as defined below. 

 Seller agrees to vacate the property within 3 days following closing. In the event 

Seller does not vacate the property by the above date a charge of $50.00 per day will be 

assessed and deducted from the escrowed amount. 

 In the event Seller has not vacated the property within 5 days following the agreed 

upon date, all moneys remaining in escrow will be forfeited. Seller will then be considered 

a tenant in sufferance giving Buyer full rights to evict.   

 Neat and clean is defined as all debris to be removed from the interior and exterior 

of the property. 

 In the event property is not left in a neat and clean condition, Buyer will have clean-

up completed at Seller’s expense and deduct from the escrowed account. 

 In the event Buyer is forced to institute legal action to enforce this agreement Seller 

will be held responsible for and hereby agrees to pay all legal fees and costs of said 

action. 

Date: February 10th, XXXX 

Seller: Mary Homeseller  Seller: James Homeseller 

Buyer: James Smith, Trustee 
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When to Get an Attorney Involved 
All your transactions should be closed with a real estate attorney,

especially those deals that contain any ongoing relationship with the seller or 
the buyer. 

Here’s why: 

 They handle the important agreements and disclosures so you comply 
with the law and sleep at night. 

 They make the closing professional and get written disclosures to 
protect you. This will reduce or eliminate any challenges later and 
greatly increase your chances of prevailing if there are any. 

 When selling the buyer pays their fee and sometimes the seller will too 
so why not use one? 

 

 or 
 your attorney should do a title search as soon as 
 you get an agreement from seller. 

 
 

by 
 seller 

ACTS: when you’ve found buyer and are ready to do a 
simultaneous closing. 

 

 with buyer and your signed agreement 
 with seller.  

Option: send P&S agreement from buyer and option
agreement from seller once buyer has rendered a 

 deposit.  

Note: Your first closing will require your attorney to look over your agreements 
and add any documents he/she feels are needed. Give it a little more time. 
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Check The Title 

 
Here you are with your first deal under contract to buy. 

Only a few days or weeks from cashing in. That’s great, but 
before we start the process of selling, there is a very 
important step we must complete. 

 
Either a title company or an attorney must do a title 

search to verify there are no liens on the property other than 
disclosed by the seller. They will also verify the current 
owner is the only owner and there are no other parties of 
interest. Until this process is complete, you’re not ready to 
sell or install a tenant buyer. 

 
You’ll need the address and they’d like the legal 

description. Ask for a file number and how long it will take. 
Three days should be ample time. Once the search is
complete ask your attorney or the title company if there are 
any issues stopping you from selling. 
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Most Common Mistakes When

Dealing With Sellers 

1. Paying too much down payment unless you intend to assign 

the contract. 

2. Personally guaranteeing a lease. 

3. Spending money on repairs on a house you don’t own. 

4. Agreeing to make payments that are too high before 

verifying market value. 

5. Spending too much time on small deals. 

6. Not prescreening sellers properly. 

7. Trying to deal with unmotivated seller. 

8. Leasing or buying houses that aren’t suitable for fast sale 

because of some sort of inadequacy such as; located in 

commercial area, extremely small,   area has industrial odor; 

functional obsolescence, etc. 

9. Don’t make promises you can’t keep and keep the ones you 

make. 

10. Don’t work with a short fuse. Negotiate plenty of time 

before rent is due. 



198 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

The Ugly 

House
 

“Take Care Of The People Who 

Take Care Of You.” 
 

 

Step 1 

Locating Ugly
Houses 
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Identifying War Zones 

 
Obtain a map of your city and have it reduced to an 8½” x 11” 

size. You may use both sides and split the map in half or, if necessary, 
use several sheets. Any copy center can do this for you. Identify your 
residence with a dot and write home above it. Then draw an outline 
around the areas you consider to be war zones. Write war zone inside 
the area. 

 

If you don’t know where the war zones (low income, heavy
crime) are in your city, get the help of someone who does. 

This can be a member of your local real estate association, a
Realtor®, a landlord, an appraiser, a postman, meter reader or anyone 
else who is knowledgeable enough regarding your city. 

 

Do as much research as necessary to pinpoint these areas. You’ll 
only have to do it once. You’ll get better as you get out in the field, 
but most cities have these war zones, which are common 
knowledge. Find all you can and indicate them on your map. 

 

If you live in a large city such as Chicago, Los Angeles, Atlanta, 
Washington DC area, etc., it is not necessary for you to locate every 
single war zone. You won’t need to. The purpose of this exercise is 
to acquaint you with your city, not to make you a map maker. It 
won’t be difficult to locate these areas in any city with a population 
of 1,000,000 or less. In the larger cities, simply locate as many as 
possible. 
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Using Realtors 

 
Agents are a great way to find junkers. Since they’re all cash 

deals, it’s clear and easy to see where commissions are coming 
from. 

 

Two Ways To Find Agents 

 

 
 

 
 

 

 
We suggest the later. All REO’S are listed and many non REO’S. 

Find the houses first and then call or email the agent to get an MLS 
printout or any other details. 
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Finding The Right Realtors 

 There are only two ways to locate them, either find the agent first and 
back into the houses or find the houses first and back into the agents. I 
prefer the later but do both. 

 

 If you’re driving around looking for houses or have your ant farm set up, 
you’ll find plenty of ugly, vacant houses with agency signs in the front yard. 
This will back you into the proper agents because they have bank owned 
houses listed and understand that part of the business. 

 

 Now you simply call the listing agent on the sign and ask for the MLS 
printout so you can make an offer. You should also ask for comps and 
anything else he/she knows that would be helpful. Here’s your script: 

 
“Hello ______, I’m inquiring about the house at 123 Main Street with your

sign on it. Could you email me the MLS sheet on it if it’s still available so I can 

get you an offer tomorrow?” 

Pause – Wait For Answer 

“I   buy 2 or 3 a month and I’ve got some capital I need to put to work quickly. 

Do you have more like this you can send?” 

 

 This dialogue will get their attention if you say it with conviction, but 
don’t assume you’ve impressed them much. They hear a lot of hot air from 
so called investors and will need to see some serious intent before their trust 
level goes up much. 
 

 If you do this with all the houses with agency signs, soon you’ll have a 
flood of prospects coming at you every week, all from the listing agents who 
don’t have to share their small commission. 
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When you find one or two you like, you can now ask them to find you 
some good prospects in the MLS from other listings and begin an ongoing 
relationship. 

 

Here’s  my  search           criteria: 

 

 Area I Want To Work – You can cover a lot of area with
wholesaling because you’ll never visit the house more than once 
and maybe not even once. 

 Price Range – The wholesaling business is best done in the bottom 
of the market. That depends where you live. For the majority of 
the US, that means houses with ARV’s from $75,000 -$150,000. 
Other markets in the US and Canada could go as high as $300,000 
- $400,000, but you should still stay at the bottom of your market 
where people who can qualify for loans want to live. 

 Search Words – Bank owned, foreclosure, REO, needs work, TLC, 
special addendum required, etc. – your agent will know them and 
use them. 

 Time On Market – The best deals are not those fresh on the
market. The longer they’ve been listed, the better prospect they 
are and the better price you can get. Once the market has played 
out for two to four months, the banks are much more flexible and 
will move the houses, even at prices less than they were offered 
months or even weeks ago. 

 Square Foot Multiplier – Here’s an easy trick I learned. If the
average house in a neighborhood in excellent condition sells for 
about $100 per foot, ask your agent to pull up all listings less than 
say $70 a foot. That means the house or the seller likely have a 
problem. 

 The Spread—My number on biggest criteria is the gap between 
the ARV and asking price.  It should be at least 30% of ARV to even 
make the prospect list. 
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  Keeping Good Agents 

Here’s a list of things not to do: 

 Never disclose you must sell to raise the money. 

 Do not ask them to show you houses. You don’t need them to 
waste their time. You can see them for yourself. 

 Don’t insist on using your agreement. Use theirs or the lenders or 
you lose. 

 Don’t get cheap on the deposit. It’s $500 - $1,000, up to $2,000. 
Any less may not meet seller’s requirement and indicates you’re 
broke. You only need one deposit with multiple offers until your 
second offer gets accepted. 

 Don’t remove their signs or change locks behind their lock box. 

 Don’t keep the house off the market for the full escrow period if it 
becomes obvious you won’t close. Tell him/ her you can’t close 
and why and release it. Yes, you will lose your deposit. It’s the 
honorable thing to do and you may save the relationship in the 
process. 

 Don’t build your business with only one agent in your life. One is 
the worst number in business. 

 Don’t let the agent push you into doing things you don’t want to 
do, such as close early. You tell them when to close. 

 Don’t get cocky and think you have all the answers or assume 
because an agent wants to do things different than your norm 
that they are wrong and you’re right. Shut up and listen and you’ll 
learn a lot from people who spend their lives with real estate. This 
includes the right vendors to make your life easier. 
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   Focus on FSBO’s 
 

 Go where the deals are and today that’s not in the MLS. Simply change 
your target even if you’ve spent years working the MLS as I have. Change 
with market conditions.  

 

 The downside is you have to set up a few things to find deals and make 
sure they get done, many incurring a cost, unlike the MLS.  

 

 The upside is FSBO’s produce better deals, more flexibility, less 
competition and also yield terms deals. Sellers can be presented multiple 
offers. Banks can’t.  

 

 If you’re in the Pretty House business, it’s only a marginal shift to add 
low end houses to your nicer homes search. You don’t have to start a lot of 
new things, simply change your target.  
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   Finding FSBO’s 
 

 We already covered multiple ways to find FSBO’s and some will be 
used to find low end houses needing large repairs. We use the same tools but 
change our target.  

 

FSBO Signs  -    You and your field agents can look for them in areas below 
      median price.   

 

Bandit Signs  -     Distribute in target areas on high traffic streets.  

 

Yellow Letters -    Mail only to target areas. Don’t change the letter.  

 

Field Agents  -     Direct them to target areas only.  

 

Run Ads  -     You’ll attract sellers below and above median.   

 

Gold Club Leads - Some will be low end houses advertising online.  
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Step 3: 

Offers 

 
All Cash Deals 

 
 

“The Big Key: Pick Out What Only You Can 
Do And Hire Someone Else 
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Constructing Offers 

 
Before you can construct an offer on a pretty or an ugly house, 

there are a few things we must know, which will be covered in this 
chapter and next. 

 

The first is the market value of the house in excellent
condition. I call it the ARV (After Repaired Value). 

 

In the case of a pretty house, it means the value as is, since it 
needs little or no repairs. On an ugly house, it means the value
after the house is renovated to excellent condition. 

 

You Can’t Make An Offer On A House Or Anything Else If 

You Don’t Know What It’s Worth 

 

When applicable, the next thing you must know is the repair
costs, or at least some idea. If it’s a pretty house, it’s easy, there
isn’t any. 

 

If it’s an ugly house, the repair costs can run from a few
thousand dollars to a major renovation. Without a ballpark
number, you’re shooting in the dark and likely headed to an
expensive seminar. 

 

So, let’s go to work on both these necessary numbers to
construct an intelligent offer. 
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How To Determine ARV 

(After Repaired Value) 

The only way to find the market value of a house is to do a: 

 

C ________________ M ________________ A________________ 

 

When a CMA is prepared on a house, only houses that are  
_______________________can be used for comparison.  You only need two 
good comps, which will be the highest sold meeting, these criteria. 

 

The following items make up a CMA: 

1. Close in proximity (same subdivision if possible) 

2. Recent sale (six months) 

3. Close in square footage (20%) 

 

 You should use the highest true comp, not an average or the lowest. If 
you get conservative on your ARV, you may lose a good deal because it will 
affect your offer. Remember, ARV means After Repaired Value, not as is. 

 

 

 Make sure your comps were in good condition when sold or they’re 
not good comps. If they are the top two sold, they were. Don’t use 
distress sales. Ignore them.  

 Appraisers will not use comps sold with owner financing or distressed 
sales. 

 Never use an average or count on a Zestimate.  
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Estimating 

Repairs 
 

 
“Don’t Count Your Friends When You’re On 
Top Of The World. Count Your Friends When 

The World’s On Top Of You. It’s A More 
Accurate Count.” 
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      Major Item Cost 

 

 

 
 

 

Foundation   Case By Case – Usually Less Than Appears 

 

Garage Doors  $500 Single/$1,000 Double – Without Opener 

 

Pool    $3,000—Vinyl Liner Or Repaint And $700 For New Equipment  

 

Driveways   $4 per sq. ft. Asphalt & $5 per sq. ft. Concrete 

 

Septic/Drain Field  $7,000—$9,000 

 

 

These numbers are based on a 1,200 square foot single story house and must be adjusted up-
ward as size increases. It would be reasonable to assume a 50% increase in total repair cost if the 
house is 1,800 square feet (50% larger). 
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 Miscellaneous Repair List 

 
 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 Do not try to estimate these items individually. This list serves only as a guideline of items we 

classify as miscellaneous. Usually the miscellaneous estimate will fall between 15 – 20% of all other repair 

costs. This is strictly case by case.  

Miscellaneous Repair List 
 

 

 

 

 

  

 

 

Exterior 

Screens  

Landscaping  

House Numbers  

Mailboxes 

Minor Wood Repair  

Termite Treatment  

Roof Repair  

Gutters 

Trash Removal  

Outbuildings  

Pavement Repair 

Interior 

Mini Blinds  

Glass 

Doors And Hardware  

Light Fixtures 

Wall Repair  

Wallpaper  

Ceiling Fans  

Range Hoods  

Faucets 

Minor Plumbing  

Shower Curtains 

 Medicine Cabinets  

New Plugs & Switches 

Electrical Switch Plates  

Broken Tiles 

Minor Repairs  

Hot Water Heater 

Molding 
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What Should I Offer

Cash Deals Only 
 

      % Of Sales Price 
 

 

 

 

8.  The result will be your maximum allowable offer. (MAO) THIS IS NOT YOUR OFFER – 
but only a threshold you cannot cross without sacrificing profit. 

 
 

 

 Do not confuse this formula with pretty houses where your objective is to take over 
debt and little or no cash is required. 

 
 

1. Determine The After Repaired Value 
  

2. Subtract The Repair Costs 

3. Subtract Closing Costs To Buy 1% 

    
(This Does Not Include Down 
Payment Or Purchase Prices.) 

  

4. Subtract The Holding Costs 

(Does not include interest) 

1% 

5. Subtract The Sales Costs 3% 

    
(W/O Realtor®) 

  

6. Subtract Minimum Acceptable Profit 20% 
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A Simpler Way To Determine The

MAO 

 
(ARV x 70%) – Repairs = MAO 

 
 $200,000   
 X 70% 

 $140,000 

   – $ 25,000   Repairs 

       $115,000   MAO 

 

 

ARV’s Above $300,000 

(ARV x 80% - Repairs = MAO) 
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So What Do I Pay? 

 
 

 
 The more repairs, the less percentage of ARV you should pay. 

 The nicer the neighborhood, the closer to MAO. 

 The more the supply, the lower the offer. 

 The less competition, the lower the offer, i.e. field agents and
FSBO’s. The easier they are to find, the more they cost, i.e. MLS 
listings and internet houses. 

 Your personal objectives and exit plan and willingness to work 
harder to get at the best deals. 

 

 
Remember, MAO Only Applies To 

All Cash Offers. 
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Proof of Funds 

 

 If you are making offers to institutional sellers, you will need a proof of funds let-

ter.  

 

 It can be any bank statement from anyone’s account, IRA, CD or any other account 

showing enough money to close. That doesn’t mean the funds must come from that ac-

count.  

 

 It can also be a letter from any lender including private lenders.  

 

 However, I’ve run across a few institutional sellers who insist the POF letter be on 

the same account as the buyer.  

 

What If I Can’t Provide Any Of These? 

 

      There are several choices… 

1. Bring in a partner who can provide 

2. Find a private lender first, then make offer using their POF 

3. Don’t buy from banks. FSBO’s don’t require POF’s 

4. Pay a transactional funder to provide POF. Not my favorite choice as it will cost 1 to 2 

points if you temporarily use their money.  

       They Are Not Private Lenders 
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Before You Decide To Wholesale 

 
 The problem with wholesaling is the check is small and you 
must start all over to get another. 

 There are two other exits  you can consider here not requiring 
any rehab but making a lot more money. 

 

Wholetailing 

And 

Work For Equity 

 

 Whole tailing—simply means sell it all cash to an owner 
occupant rather than an investor.  They will pay a lot more as long as 
they get a bargain and many have the cash available.  You’ll only 
want the buyers with cash. 

 If you can sell a $100,000 house needing $20,000 in work to an 
investor for $50,000 you can likely get $70-75,000 from an owner 
occupant if it’s not in a war zone. 
 

Work For Equity means a lot of buyers will gladly do the work with 
their money and labor if you give them a little discount and make it 
easy to buy with a lease purchase or owner financing.  They’ll pay 
close to after repaired value and produce a lot more money for you 
and half the taxes. 

 The downside is both these exits will likely require you to close 
the purchase with your money or a private loan unless you’re buying 
subject to or owner financing where you don’t need to raise cash. 
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Lease Option To Owner Occupant As 

Is On Work For Equity 

 

ARV    $75,000 

Purchase   $25,000 (IRA) 

Repairs Needed  $3,000 

 

 

My Exit 

Lease Option WFE – (9 Days) $69,900 as is 

Deposit      $3,000 

Rent       $900 

Assoc. Dues     -$280 

Net rent less taxes    620 x 12=$7,440 yr. 

 

Cash in deal     $25,000 

     Dep.  -$3,000 

     Rent  -$900 

       $21,100 

Annual ROI with cash left in deal 35.4% 

 

Borrowed from private lender  $30,000 7%, 5yr, $598 

Recouped cash summary   -$21,100 

Excess cash left in IRA   $9,000 
 

New ROI is INFINITY + $9,000 

In 5 years it’s free and clear, probably worth 100k + and I’ll do no repairs. 
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Lease Option To Investor  

As Is Work For Equity 

 

 ARV    $65,000 

Purchase   $13,200  

Repairs Needed $15,000 - $20,000 

 

 

 

My Exit 
Lease Option To Investor/Contractor $39,000 

Deposit (work credit)   $2,000 

Rent      $600 

Taxes and Insurance   -$150 

Net rent      450 x 12=$5,400 yr. 

 

Cash in deal     $13,200 

        -$2,600 

        $10,600 

        

Annual ROI 50.9% 

 

 See Ron’s “Work For Equity” course and the Sweat Equity   
agreement on the Gold Club site. 
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Inspecting the Property—Your Initial Visit 
 The first time you inspect the house you should use this checklist to help avoid items missed that 
are large enough to negatively affect your offer.  

 You will always miss some items without a checklist and will likely miss some with it. Every time I 
go back to a house, I see things I missed on the previous visit.  

 Don’t worry, if your offer is correct it will be your safety factor. Buy it right and there’s room for a 
lot of cost overruns without killing your profit.  

Inspection Checklist 

Roof—Front & Rear  $ __________ 

Windows   $ __________ 

Kitchen   $ __________ 

Panel Box   $ __________ 

Baths    $ __________ 

Rotten Wood   $ __________ 

Cracks in Exterior Walls  $ __________ 

Slanting Floors  $ __________ 

CH & A Systems  $ __________ 

Does it have ducts  $ __________ 

Paint    $ __________ 

Water Heater   $ __________ 

Washer/Dryer Hook Up $ __________ 

Garage Door   $ __________ 

Pool    $ __________ 

Porches/Patio   $ __________ 

Driveways/Sidewalks  $ __________ 

Landscaping   $ __________ 

Front & Rear Doors  $ __________ 

Interior Doors   $ __________ 

Fences    $ __________ 

Flooring   $ __________ 

Siding    $ __________ 

Septic vs Sewer  $ __________ 

Well vs City Water  $ __________ 

Misc.    $ __________ 

Total    $ __________ 
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Step 2: 

 

Sellers 

 
Ugly Houses 
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Script For Prescreening FSBO’s That Appear To 

Be Better Suited For An All Cash Offer 

 

“First Name, if I pay you all cash and close quickly, what’s the least 

you can accept?” 

 

(Regardless of the answer): 

“Is that the best you can do?” 

 

  

(Regardless of the answer): 

“So you’re saying if I don’t pay you ______________ you  won’t sell 

me the house?”  

  

• If you like the answer, get a contract 

• If you don’t like the answer, leave the door open 

 

“Well, I’m sorry but I just can’t pay you what you’re asking. Let me 

know if things change.” 
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Step 3 

Continued:
Present

Offers 

 
Ugly Houses 
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Presenting Offers 
 

If you’re working with agents, you should only be dealing with
ugly houses. In this case, presenting offers is easy. They will do it for
you. Your job is to locate and prescreen the prospect and then tell 
the agent what you’ll pay. They’ll do the rest. 

 

Never tell an agent you need a buyer before you can close. This is
an instant deal killer. If the agent suspects you don’t have funds
available, they will be very reluctant to work with you. You must act
credible and present your offer with conviction. When asked where
you’re getting the money, your response would be ‘the money is not 
a problem’. Don’t volunteer information and don’t go on the             
defensive. Act like you have the money, even if you don’t. If agents 
become a problem you’d rather not deal with, then simply don’t 
make offers on listed houses. There’s a whole city full of FSBO’S just 
waiting for you. 

 

If the house is listed, be prepared to put up an earnest money
deposit with a minimum of $100 to a maximum of $1,000. If any more
than this is required, you’re better served not to deal with an agent
until you get a little more experienced. Focus on individual sellers
(FSBO) for now. 

 

When making offers on unlisted junkers, the terms are simple. Will 
the seller accept what you’re willing to pay? If so, write up an
agreement. If not, what will they take and will they finance for you or 
is all cash the only offer they will consider? This can be done in person 
or by phone. If the seller is out of town, obviously it will be by phone. 
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Ugly House Objections 

 
 About the only objections you’ll get in the ugly house business 
are the price is too low or the Realtor® or seller would like to see 
proof of funds, both of which we dealt with in the Constructing 
Offers chapter. 

 
If the seller is nowhere near MAO, your reply is simply: 
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Step 4: 

Follow Up

Ugly Houses 

“In Business, Don’t Hang Around People 
Who Make Decisions Not Based On Making 

Money.” 
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Follow Up 

 
There are two steps to the follow up process after 

your oral offer is accepted and before you put the house 
on the market. 
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Check The Title 

Here you are with your first deal under contract to buy. Only a few days 
or weeks from cashing in. That’s great, but before we start the process of 
selling, there is a very important step we must complete. 

 
Either a title company or an attorney must do a title search to verify 

there are no liens on the property other than disclosed by the seller. They 
will also verify the current owner is the only owner and there are no other 
parties of interest. Until this process is complete, you’re not ready to sell or 
install a tenant buyer. Most states allow title companies to close real 
estate transactions. Some require attorneys to close. A call to a local title 
company will acquaint you with the answer. 

 

 
 

If the property you’re buying is an ugly house that was listed with an 
agent, he/she will want to handle this for you. Simply ask who he/she 
intends to call for the title work. Tell him/her you’d like to handle the title 
yourself. If no agent is involved, you’ll need to call a title company from the 
phone book or from a referral or a real estate agent. 

 
You’ll need the legal description of the property to order the title search. 

If the house is listed, your real estate agent will provide it. If not, you can get 
it from the seller’s deed or mortgage from public records with your database 
service. 

 
Either call or visit this title company or attorney or pick another of your 

choice. Hold a conversation with them about closing with an assignment of 
contract if you’re wholesaling a junker and closing deals involving ‘subject 
to’ loans on pretty houses. You must make sure your closing agent won’t be 
a problem when it comes time to close. This is important to ensure the 
continuity of your deal. Agree on a price for this service before you order a 
search. The cost should not exceed $100. If it does, shop around. Also, 
make sure the cost of a search will be deducted from the actual title 
insurance cost when you close. This is important because you can get a 
rebate at closing if the seller agreed to buy title insurance or you’ll get your 
policy cost reduced by the cost of the search fee. 
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 Remember, with a wholesale deal you will be assigning your contract. 
This will require a title policy for your buyer. Therefore, you won’t need a title 
policy, only a search. Do not let your REALTOR get wind you are doing an 
assignment. Make certain your title agent doesn’t divulge this information 
either. When you’re satisfied the closing agent will perform without an 
obstacle, you may order a title check and deliver a copy of the Purchase 
Agreement. If you don’t feel comfortable with your conversation with the 
closing agent, find another. This whole process should take place within three 
days after you get a signed Sales Agreement in your possession. 
 
 A title search should not take more than three days to complete. Be 
sure you clarify this upfront. If you’re told it will take longer, get the title 
agent to agree to three days or less or move on to another. 
 
 Get a file number for easy reference when you call back to check on the 
results. All files are referenced with a number, which is assigned at the time 
of your order. 
 
 Call back in two or three days to see if the search has been completed. If 
so, ask if any problems exist. If the answer is no, move on to the next step. 
 
 If yes, what it will take to clear the title. Report these results to the 
Realtor if applicable. Do not go to the next step until you have a clear title. If 
there is a title problem and no real estate agent is involved, your findings 
should immediately be relayed to the seller. 
 
 At this point, you can void your agreement or get legal help to clear up 
the problems. The cost should be covered by the seller unless you’re willing to 
cover them yourself. 
 
 If the seller is not willing to do what’s necessary to clear title problems, 
my Purchase and Sale Agreement calls for you to be refunded the cost of the 
title search. 
 
 Sometimes title problems can be cleared by a simple document being 
signed by an affiliated party. Other times major title problems may occur 
which will prevent you from selling the house. That’s why this step must take 
place before you proceed in finding a buyer. 
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Step 5: 

Sell Quickly 

 
Wholesale To

Investors 
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5 Steps To Sell Houses Quickly 

 
1. Get house ready to sell 

 
2. Locate prospects 

 
3. Prescreen prospects 

 
4. Construct and present offers 

 
5. Close quickly 
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Getting Ready To Sell 

 
Once you know the title is clear, the next move is to prepare 

the house for sale. This won’t be difficult because in most cases, 
you’re selling it in its ‘as is’ condition if it’s an ugly house. So the 
only concern is when it can be occupied. When wholesaling a 
house, you don’t even need to put up a ‘for sale’ sign. In fact, you 
shouldn’t in most cases since you don’t own the house. A sign is not 
necessary and may attract attention from the seller or agent if 
placing without permission. If you’re using an agent and buying an 
institutionally owned house you’ll find it difficult to get possession 
of the property during escrow or permission to clean it up and get a 
key. It becomes a liability issue. 

 

If the seller is not an institution, it’s much easier. You can do 
pretty much what you can get permission to do. If the yard needs 
cleaning or the house is trashed and you don’t mind getting it 
done, simply ask. You should be able to get a key as well. 
However, you are not to spend much money or make any
alterations to a house you don’t own. Remember, you’re selling ‘as 
is’ for a wholesale price. Your buyer is getting a good deal because 
of the condition of the house. The most you will do is clean the 
premises and secure the doors and windows and usually you don’t 
do that. 



243 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

  Attract Buyers 

 It’s now time, run the ad on Craigslist and every online source you can locate to 
place the ad. Put “Your City Classified Ad Sources” in Google and make a list of sources. 
Make sure you’re set up with a place for them to go to respond. It could be simply an 
email to you, which should trigger an auto- responder to them with: 

 

 Location 

 Asking price 

 Bed/Bath and Square Feet 

 Your estimated ARV and repairs 

 Your contact info, once they see the house 

 Instructions to call you after they see the house with your number 

 
 Now you’ve captured their email addresses, which you should now save to build 
your buyers list, which is your most important asset in this business. See sample email  
enclosed. 

 

 
 Don’t add anything to the ad. Make sure you or someone working with you is 
available to take calls or return them. 

 
 Don’t volunteer any information. Answer only what you’re asked and send the 
prospects to the house you have advertised. Tell them to get in if they can and to just 
look if they can’t. If you have used my formula for making your offer and are reasonably 
close on your ARV and repairs, your asking price should be below MAO, which should be 
at least $10,000 more than you agreed to pay. 

 
 You are not to visit the house with your callers. They will call back if they’re 
interested or respond by email. Continue this process until you get a buyer who wants to 
give you a $1,000 deposit. Make certain they can look into all the windows. You are not to 
show the house. Let the house show itself. 
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Sample Email Auto Responder 
(This Will Go To Your Prospect Immediately Upon Their Response To 

Your Ad, Or You Can Make It A Page On Your Website, Or Both) 
 

 Thanks for your inquiry. My house is located at 123 Main St. which is in the Northside. 
It’s a 3/2 with 1,283 square feet and concrete block construction. My comps show it’s after 
repaired value to be about $125,000 and our best guess is $25,000 in repairs. The price is 
$60,000 cash, no terms please. You can see through most of the windows and gain entry 
once under contract (or you’ll find a key over the back door ledge). 

 

 (If listed) There’s a Remax sign in yard. Ignore it and call me, Ron Grant at 904-555-

5555 if you want the house or email me and I’ll submit an agreement. 

 

 I get houses like this occasionally and if you would like me to notify you when I do, 
please answer a couple questions below so I can do so. 

 

Name: _____________________________________ Cell: ____________________________ 

 

What areas would you like to buy houses? ________________________________________ 

 

When I send you a good deal, can you close within _____15 days _____30 days          
______ longer? 

 

What’s the maximum cash you can raise for a deal?  ________________________________ 

  

What after repaired price range would you prefer?  _______________ to _______________   

  

Thanks! Contact me as soon as you’ve seen the house. It won’t last long at this price. 
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We Have Built Your Buyers List        

Database For You 
 

 With the minimum Gold Club level of $297 you get a website set 
up for you and a database attached to capture info from prospects. 

It’s part of the DREAMS system.  

 

 This is true for terms buyers who want to move in or wholesale 
buyers looking for a cash bargain. 

 

 If you don’t have separate fields in your database all you have is a 
list of email addresses.  This is not a buyers list.  It’s a pet list. 

 

 Your list is much more valuable when you can pull reports on who 
wants what where, how much money they have, etc.  Now you can 
segment your list and approach the best prospects. 

 

 Even better….you can find out what your market wants and then 
find the houses to sell them. 
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 Prescreening Wholesale Buyers 

 You’ve run a handyman special ad and you’re getting calls and e-mails 
from prospective buyers. You’ve sent several to the property and now one 
calls you back who shows serious interest and says he/she wants the house. 
Ask your buyer when he/she would like to close. If the answer is ASAP, you 
have a real prospect. Any other answer is not acceptable unless you’re 
convinced your buyer is real and can perform. If the buyer needs to see the 
inside and couldn’t gain entry on his/her own, you’ll have to make 
arrangements to get in. If no agent is involved, this can easily be done by 
getting a key from the owner if you haven’t already done so. 

 

 If an agent is involved, ask him/her if you can get a key to show the house 
to prospective contractors. Most will cooperate, some will not. If this presents 
a problem, you may be forced to have an agent meet you at the property with 
the buyer or instruct the buyer you don’t have a key and can’t get in at this 
time. Buyers will usually find a way in or agree to buy without entry. Your 
common sense applied to the circumstances surrounding the deal will guide 
you in the right choice here. Use your own judgment. 

 

 Once you have an oral agreement of price and closing time, send an
assignment of contract to your buyer and ask for it to be sent back to you      
after signed and a deposit to be sent to you by messenger service. The deposit 
does not need to be more than $1,000, but don’t get egregious here. You may 
break the deal. The deposit is not what will determine if this buyer will close or 
not, but does help them decide if doubt creeps in. 

 

 Prequalifying your buyer carefully will make or break your deal. Be
certain they can and will close before you accept any offer. 
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Assignment Vs. Simultaneous Close 

  With an assignment of contract there is only one closing. Your seller is selling it to 
your buyer and your fee will show on the closing statement. You have no closing costs 
except maybe your attorney fee. 

  This is the simplest way to wholesale a house but is not always applicable. There
will be times when you can’t or choose not to close with an assignment and use a
simultaneous close. 

  A simultaneous close is two closings, usually on the same day. You buy and quickly 
resell. This means you must either put up the funds to close or set it up for your buyer’s 
funds to be used to fund your purchase. This may not be possible in some states and will 
be determined by your attorney or title company. If they can’t, you will have to raise the 
cash to do a simultaneous closing or use assignments only. 

  Unfortunately, many banks and all government sellers will not allow assignments
as of this writing. This includes FNMA, Freddie Mac, HUD and VA. 

  Your choices here are to raise the money to close with your own funds, private
money or a One Day Dough program, if your buyer can close simultaneously. 

  With your own funds of course it gets easy. Simply close and get an immediate
refund of your money and a profit. 

  With private money it’s more trouble, paperwork for your attorney to do and
expense, but it buys you time and the luxury of maybe selling for more or many other
exit strategies beyond wholesaling. If you’re in and out the same day and using private
money, simply tell your lender the facts and pay them $500 – $1,000 for the short use of
the money. You may not even need your attorney to create a note and mortgage or
deed of trust. 

  The only reason you’re even using private money in this case is to satisfy the
closing agents state mandated requirement to have the funds in the escrow account
prior to closing. Your attorney will tell you exactly how and what needs to happen on
your first deal and any title company can do the same. 

  There are companies who will send the money to closing for you as long as you
have a buyer waiting. It’s not a loan. The money never gets disbursed except back to the 
sender. It’s only sent to satisfy the closing agent’s requirements. Your credit is irrelevant. 
No one cares. 

  These funds will cost you between 1% - 3% of the funding needed.  

  Remember, have a chat with your closing agent to determine if any of this is an
issue. A simultaneous closing is only applicable in the above cases or when you’re simply 
making such a large mark up you don’t want your buyers to know. If he/she doesn’t see 
your contract to purchase from your seller, the only way they will know what you’re 
paying is if you or the closing agent tells them. All they see is a contract from you to 
them, no assignment. 
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ASSIGNMENT 
 

This assignment is made and entered into this __24_day of   June___, 2016 by   and between 

ABC Homes, LLC          , with its principal place of business at

(“Assignor”), and John & Mary Buyer     ,      

residing at 5400 Magnolia St., Atlanta, GA     (“Assignee”). 

 

WHEREAS, Assignor is a party to the purchase and sale contract for real property located at   5400 

Magnolia St., Atlanta, GA                           , (the “Property”), more specifically i  i  

the contract which is attached hereto, and incorporated    t   Frank Seller                        

(“Optionor”) and ABC Homes, LLC                     (the “Contract”);  

WHEREAS,  Assignor desires to transfer his rights in the Contract to Assignee and Assignee     
desires to receive such rights under the Contract, and in consideration thereof, Assignee agrees to 

pay in the amount of $ 10,000    upon execution of this Assignment. 

NOW, THEREFORE, in consideration of the mutual covenants herein contained and other good 
  l l   consideration, the receipt and sufficiency of which are hereby acknowledged, Assignor 

hereby covenants as follows: 

1. Assignee hereby accepts said assignment and  assumes, covenants, and agrees to   
carry out and perform all of Assignor's obligations pursuant to the Contract. 

2. This Assignment shall bind and inure to the benefit of the parties hereto and their       
respective successors and assigns. 

   3. This Assignment shall be governed by and construed in accordance with the laws of the 

United States and to the extent applicable the laws of the State of GA   exclusive of the choice of law 

provisions adopted thereby. 

 

IN WITNESS WHEREOF, Assignor and Assignee have executed this Assignment as of the date 
first written above. 

 

ASSIGNOR: 

    You_____________________________________ 

By:  

 

Its: 

ASSIGNEE:      ASSIGNEE: 

   John Buyer                              Mary Buyer__________________________ 

  Print:       Print: 



249 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

Closing The Sale 

 
 

 You may choose to purchase and sell the property at the same time so your buyer 
doesn’t know what you’re making or some other reason, such as a short sale or REO 
deal, where the bank wants to see a HUD-1 statement where the buyer of contract         
actually closed. 

 In some cases, you may have to come to closing with the funds to buy even if 
you’re selling the same day and collecting more. Some closing agents will not allow your 
buyer’s funds to be used to pay your seller.  Ask your closer early in the deal.  An attorney 
may be able to do so even if a little company can’t. 

 In a nutshell, if you can’t raise the funds to buy, you may not be able to do a 
simultaneous closing. An assignment of contract may be your only option. It’s certainly 
the easiest and you’ll bear no expenses.  When you are buying and reselling, you may be 
forced to pay some closing costs you can’t pass on to your seller or your buyer. Not so 
with an assignment. 

 Any closing agent will do a simultaneous closing if you’re bringing the funds to buy, 
even if you’re selling an hour later.  Both deeds must be recorded and your sale will be 
reported to the IRS. There’s nothing unusual about a simultaneous closing, except for 
the length of time you own the property. 

 

 You don’t need to go to closing. Have the closing agent send you the package to sign 
before closing and you wire the funds so they can be disbursed when the buyer 
shows. 

 Make sure the closer doesn’t disclose what you paid to your buyer. A little 
communication in this issue should be helpful. 

 If your buyer discovers you’re not the owner, don’t panic. Just tell them you’ll be 
buying shortly before they do and they’ll get clear title. 

 You don’t need to purchase a title policy to a house for an hour.  Make it clear to the 
closer the buyer is to pay for title insurance, not you. They may charge you a small 
fee.  If you write your contracts correctly, your costs will be minimal.  The key is to 
make your buyer and seller absorb the major costs. 

 Be sure to take title in a Land Trust or LLC, even if it’s only for an hour. 
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Closing The Sale

Assignment Of Contract 

 

 
If you’re wholesaling a junker, deliver your purchase agreement and the        

assignment of contract to your closing agent and set up a closing. If a REALTOR®   is      
involved, you must notify him/her of the time and place but remember you should be 
in control of the process.  Simply call the agent and coordinate a time suitable to them 
and your Realtor®. Remind the closer the Realtor®  is not to be made aware of any of 
the details surrounding your sale. Most won’t care anyway as long as they and their 
seller get paid. 

You or the closer must call the buyer with the time and place and give him/ her 
the closer’s telephone number in order to call to get the exact numbers.  A cashier’s 
check or wire is normally required to close so he/she will need a little time to acquire 
it. 

Now sit back and relax and let your closing agent do what they do for others, day 
in and day out – handle the details. 

 
 

 

 You don’t need to attend the closing. The closing agent will collect the 
money and there is nothing for you to sign.  You’re not the buyer or the 
seller. 

 

 A good relationship with a closing agent is critical and should be established 
as soon as you get a contract to buy. Make sure he/she knows exactly what 
you’re doing and is on board all the way and make it clear the seller has no 
need to know there is another buyer for more money. They will find out at 
closing. 

 

 Your job is to put the parties together and stand down. Get out of the way 
and check in to see things go as planned.  The less contact you have with 
the seller and buyer, the better. The closing agent will do that for you. 
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Cash the check, take your family out to celebrate and go do

another deal. Congratulations! You are now a Real Estate
Entrepreneur. 

 

Don’t forget to send me a letter and copy of your first check 
after you close. I’d appreciate a photo of you in front of the house 
as well. 

 

Be sure to make several copies of the check before you cash it 
too. Hang one up where you’ll see it often. It will be a great source 
of motivation for you. Also, carry a copy with you wherever you go, 
so if you run into one of those naysayers in your life, you can waive 
it in their face. I call it your Shut Up Check. 

 

It’s a good idea to keep a photo album of all the houses you 
buy and sell and the people involved. It’ll be a treasure you can’t 
replace and a huge credibility builder if you need it. 
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Marketing Houses Wholesale Recap 

 
1. Find a good deal and tie it up. 

2. Check title. 

3. Run online ad “Handyman Special, Cheap, Cash,  Your Email”. 

4. Build buyers list while selling houses. 

5. Get contract and binder from buyer. 

6. Give both contracts to your closing agent then get the time 
 and date for closing. Discuss the whole process with the closer 
 to make sure they know what’s going on. 
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Rehabbing Houses 
  

 If you intend to do rehabs there are several key ingredients you should 
get trained on to save some tough seminars. 

 

1. Due diligence. List provided.  

2. Finding and handling contractors 

3. Finding buyers (I use Realtors) 

4. Real repair costs 

 

 These critical ingredients can’t be covered properly here. It’ll take 
several days and I’ve built a three day event to do just that, including a field 
trip to Lowe’s .  
 

Rehabbing Ron’s Way 
 

 You can get a large discount by registering here or it’s part of the 
Masters Program.  
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If You Intend To Buy & Rehab 

After Contracts Signed 

Do Your Due Diligence Before Closing 
 

1.  Is the house in a war zone? 

2.  Check the title. 

3.  Verify the after repaired market value (ARV). Get an appraisal. 

4.  Verify repair costs by getting one or more estimates from contractors who will do the work if 

 hired. 

5.  Check zoning if not in a subdivision. 

6.  Order wood destroying organism (WDO) report. 

7.  Order a survey if there is any doubt of where the boundary line is.  

8.  Are the utilities flagged by the city? If so, check for problems.  

9.  Is the house condemned and on the bulldozer list?  Call the code compliance  office to verify.  

10.  Are there nuisance and abatement liens that are not recorded yet? Call code compliance office to 

 verify.  

11.  Does the house have mold or asbestos? A home inspection is cheap insurance against overlooked 

 problems. Make sure they consider environmental problems that are their responsibility to find.  

12.  If the property is on a well and septic, get a test done before you close  to make sure it works 

 properly.  

13.  Get insurance—is it in a flood zone. 

14.  Are all additions legal and permitted. 

 If you intend to wholesale and not purchase first, number 2 is your only due diligence. 

Warning 

If you purchase the house, this list should be done, or you will be taking an expensive seminar in  

Hard Knocks University.  

 

Here’s What I Do In Order Before Closing 

1.  Contract signed by all parties 

2.  Order title search 

3.  Order home inspection 

4.  Meet contractor to make list for bid. Give him copy of the home inspection.  

5.  Order after repaired appraisal, give him the repair list.  

6.  Line up money.  

7.  Any other applicable items on list above.  
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 Contractor Proposal to be used when you’re rehabbing houses. You may attach this contract to their scope of work.  

Proposal 

 

From _______________________________________ 

Company Name ______________________________ 

Address ____________________________________ 

City ________________________________________ 

State __________________ Zip _________________ 

Phone ______________________________________ 

Fax ________________________________________ 

Contractor # _________________________________ 

Owners Name _______________________________ 

Address ____________________________________ 

City _________ ______________________________ 

State __________________ Zip _________________ 

Phone ______________________________________ 

Fax ________________________________________ 

Date ______ _________________________________ 

PROPOSAL SUBMITTED TO: 

Name ______________________________________ 

Address ____________________________________ 

City _______________________________________ 

State __________________ Zip _________________ 

Phone _____________________________________ 

WORK TO BE PERFORMED BY: 

Address ____________________________________ 

City ________________________________________ 

State __________________ Zip _________________ 

Date of Plans ________________________________ 

Architect ___________________________________ 

We hereby propose to furnish the materials and perform the labor necessary for the completion of the job on the attached form 
titled Work List or the items listed below: _______________________________________________________________________  

_________________________________________________________________________________________________________  

All materials are guaranteed to be as specified, and the above work to be performed in accordance with the drawings and speci-
fications submitted for above work and completed in a substantial workmanlike manner to the satisfaction of the owner for the 
sum of dollars ($_______) :  

Respectfully submitted by: __________________________________ SS# or Federal ID _________________________________ 

ACCEPTANCE OF PROPOSAL 

The above prices, specifications and conditions are satisfactory and are hereby accepted. You are authorized to do the work as 
specified. Payments will be made as outlined.  

Date: _____________________ Signature: _____________________________ Signature: ______________________________ 

Contractor is covered by Workman’s Compensation and hereby holds harmless owner for any accidents or mishaps occurring    
on the property to contractor, contractors associates, family, friends or subcontractors hired by contractor or any of the above.  

Contractor will notify owner when intermediates and final inspections are required to obtain draws on the attached schedule.     
If the work represented by contractor to be complete, is incomplete when owner arrives, the owner may charge a trip fee for 
each additional trip required to complete the draw requested by contractor.  

Payments will be made as follows: 

1st draw $ ___________________ 

2nd draw $ __________________ after item #’s ___________________________________________ on work list are completed.  

3rd draw $ __________________ after item #’s ___________________________________________ on work list are completed.  

4th draw $ __________________ after item #’s ___________________________________________ on work list are completed.  

Final draw $ _________________ when all work completed to owner’s satisfaction. 

Other ____________________________________________________________________________________________________  

_________________________________________________________________________________________________________  

All work will be completed by ___________ or a $____________ per day penalty will be levied against contractor for each day 
job is incomplete. If the work is not finished by ___________ (default date) this contract will become null and void and no further 
payment will be due to contractor. Contractor hereby agrees to these terms and forfeits the right to place a mechanics lien on 
the property if all work is not complete by the default date. If a mechanics lien is placed on the property by the contractor or 
subcontractors after the default date, or before the default date if work not complete, contractor agrees to pay $10,000 in dam-
ages plus the attorney fees and other costs to recover said damage and all other damages entitled to owner by law.  

If work is completed in a satisfactory manner to the owner by the default date, contractor retains all rights and remedies allowed 
by law if payment is not tendered as agreed.  
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Ugly House Test 

1. Name 5 steps to success: 
 
____________________  ______________________  ____________________  ___________________   ____________________  
 

2.  What are the 2 best ways to find junkers? 
 

_______________________________________________________________________________________________________ 

 

3. What 3 items determine CMA? 
______________________   _______________________   _________________________ 
 

 

4. What’s the M A O formula? 
 
________________________________________________________________________________________________________  
 

5. What’s the prescreening question to ask the owner of a junker? 

If I  ________________________________________________________________ 

____________________________________________________________________  

 

6. When he responds, what’s the next thing you say? 
 

_________________________________________________________________________________________________________  
 

7. What’s the next step when you come to an oral agreement? 
 

_________________________________________________________________________________________________________  

 _______________________________________________________________                      

 

8. What’s the ad to find junker buyers? 

__________________________________________________________________________ 
 

9. How long should you give the buyer to close? 
 

_________________________________________________________________________________________________________  
 

10. What’s the best source of money to pay cash for houses? 
 

_________________________________________________________________________________________________________  
 

11. What’s the best way to find this source? 
 

_________________________________________________________________________________________________________  
 

List the repairs you should do yourself: 

__________________________________________________________________________ 
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When Do I Use An Attorney And
hen Do I Use A Title Or

 

 Every deal you do will require a title search, which is what title companies do. You should 
order the search yourself and get your attorney the results. In some states you don’t have that 
option and if that’s so you’ll know immediately by asking other investors or your attorney. 

 

 Many investors use title companies exclusively and rarely use an attorney in an effort to 
save a few bucks. I’d suggest you adopt the opposite policy and use mostly attorneys and an  
occasional title company only closing. You will need a title company. 

 

 Here’s a list of cases where an attorney is very important to get involved: 

 

 Any purchase of a bank owned property. 

 Any purchase from the elderly, military or any seller in foreclosure. 

 Any purchase involving seller financing of any kind or taking debt “subject to.” 

 Any sale involving new financing, seller financing, lease option, option or to the 
elderly or military personnel. 

 

 Since that doesn’t leave much to close without an attorney, why not just let him/ her 
close all your deals. 

 

 They’ll get proper disclosures signed and do all the paperwork except the 
assignment or purchase and sale agreement. 

 They’ll keep you from breaking the law. 

 They’ll act as a buffer between you and your buyer or seller. 

 They make good witnesses if you ever go to court and if they close will likely 
prevent that from happening. 

 If you’re paying for a title insurance policy from a title company, it may actually be 
cheaper for your attorney to close because they get half off on the policy. This is 
assuming you make him/her know you know, so you can get a break. 

 If you’re selling with owner financing or lease option and sometimes for cash, you 
can pass the cost of your attorney on to your buyer so it’s free to you. 

Only Fools And Attorneys Do Their Own Legal Work 
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How Do I Find An Attorney

And A Title Company? 

1. Ask any active Realtor who they use to close real estate deals. 

 

2. Ask all the investors you know. The active ones have probably 
done the research for you and found the investor friendly attorneys and 
title companies. 

 

3. If you have a local real estate investment group, attend a meeting 
and ask around and you’ll likely get several using the same companies. 
Also see if they have a local resource list you can get. 

 

 Deal only with user friendly attorneys and title companies who want your 
business and work to make the deal happen, not kill it. If they become a 
roadblock, whack ‘em. 

 

Be careful! Is the problem really them or are they giving you good advice and 
you refuse to listen? If you find other investors successfully using them and 
not complaining, I think you’ve found the answer. 

 

Closing Non-Listed Houses: this is much easier because you’ve eliminated 
Realtor interference and maintain total control over the closing agent and 
process. 

 

 

 Get buyer under contract after your title search comes back clean. 

 Send sales contract to your attorney with buyer and sellers contact 
info and tell him/her to get it closed ASAP. 

 Monitor the process until you get paid. 
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LLC 

vs 

C 

 

Structuring Your Business 

And Other Valuable Insight 
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Corporations 

 

 

 

 VS. 

 

 

 

 

 

 

 

 

  

 

 

How Should You Own Your Entities and other Assets? 

 

Tenants by the entirety 

(In states where applicable) 

 

 

LLC C 

 Pass thru 

 12/31 end 

 Draw/Distributions 

 Your tax bracket 

 No Pass Thru 

 Any year end 

 Salary/Bonus (No Dividends) 

 Own Tax Bracket 

No personal expenses should be paid from any entity. Pay 

yourself and pay them from your personal account.  
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Corporate Income Tax Rates — 2018 
 

C-Corp—21% of net operating income. 

 

LLC & S-Corp— Deduct 20%  from the NOI and the rest is taxed at the individual 

tax rate for members. Each will get a K-1 from your CPA.  

 

Individual Tax Rates 
 

   Taxable Income   Not Over    Tax rate 

   $    0                    9,525          10% 

        9,526     38,700          12% 

      38,701      82,500         22% 

      82,501    157,500           24% 

              157,501    200,000         32% 

            200,001    500,000          35% 

      500,001     ………..         37%           
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What states have tenants by the    

 entirety ownership? 
 

States that allow legally married couples to own property as "tenants by the 

entirety," a type of joint ownership that offers protection from  creditors:  

 

Alaska  

Arkansas  

Delaware  

District of Columbia  

Florida  

Hawaii  

Maryland  

Massachusetts  

Mississippi  

Missouri  

 

States that allow tenancy by entirety for real estate only:  

 

Illinois  

Indiana  

Kentucky  

Michigan  

New York  

North Carolina  

Oregon 

New Jersey  

Mississippi  

Oklahoma  

Pennsylvania  

Rhode Island  

Vermont  

Virginia  

Tennessee  

Wyoming  
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What If I Don’t Live In Any Of These 
States Or I’m Not Married? 

 

 My next best suggestion is you own your entities in a Family Limited 
Partnership so it’s not a solo owned entity. You can make family members 
limited partners, employees or anyone else.  

 A very small ownership is all it takes (1/2 % ) to qualify as a partner.  

 LLP’s never die and predators can’t attach its assets, so you have estate 
planning and some asset protection.  

 Members get taxed on the gain so be careful how much money you 
allow it to make, or you can pay the taxes for them. 

 There’s no liability to the members and they have no say in company 
matters. 

 

You should discuss this with your attorney and CPA. 

You only need to do it once.  
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 Possible Asset Protection Structure  

And Proper Handling Of Your IRA 
 

 

 

  

 

 Do not set up these entities without a clear understanding of why you’re do-
ing so and the maintenance requirements for each. Seek competent legal help from 
an asset protection attorney and an estate planning attorney and your CPA. It usual-
ly takes a team effort to get this done properly.  

· Bank Accounts – A, B, C & D  
· EIN Number – A, B, C & D 
· Tax Return – All entities receiving income. 
· Land Trusts and Personal Property Trusts - Don’t need bank account, EIN, or tax re-

turn.  

· Manager – Can be you, B, C & D. 

  Members—Can be you, B,C & D. Should be TBE if married and in TBE state.  

 
 

 

 

Flipper 

  

    

 
 

Lease 
 

 
 

 
 

 
 

 
 

 
 

Lease 
 

 
 

  

 

 

 

Short Term Deals 

 Acts as trustee on land 

and paper trusts if it’s 

not the beneficiary.  

 Use for wholesale, re-

hab and ACTS. Not for 

rental houses. 

 Pay all business expens-

es from B except on IRA 

related properties.  

 Cannot spend or receive 

any money from LLC-A 

deals. Self dealing.  

 

 

Long Term Deals 

 Lease Options 

 Notes 

 Pays all expenses    

related to rentals. 

 

  Use as Trustee and     
Leesee for all entities 
and property manager of 
C.  

 Won’t own assets. 

 

Keeper Utility 

IRA Deals Only 

 You can’t be manager 

  or receive any com-
pensation. 
 You can’t borrow 
from or lend to any 
of your entities. 
 IRA administrator will 

need a K-1 each year. 

 Operating agreement 

for LLC is on Gold Club 

site. 
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Ron LeGrand’s Opinion on How to Handle 

Your IRA’s Third Party Administrator and Eliminate the Grief 

IRA Third Party Administrators (TPA) or Custodian have forms and things they must do to comply 

with IRS regulations. However, some TPA’s take this process to the extreme and consequently make life 

miserable for their clients. Lately one such company literally made recommendations to their clients as to 

what they should not invest in, even though the suggested investment complied with all IRS regulations. 

Even if this weren’t the case, TPA’s have always been a pain to deal with because you get asked for and 

have to fill out a form every time you want to transfer a little money, even for an earnest money deposit so 

you can do a deal which slows down the process adds fees and sometimes even kills the deal when waiting.  

There’s an easy and legal way to fix this and I’ll disclose the steps below but before I do you must 

know I am not an attorney, I am not a legal expert on IRA’s. What you’ll see is only my opinion based on 35 

years’ experience as a Real Estate Investor and over 15 years of teaching others how to use their IRA and 

grow wealthy tax free. I have however discussed this process with owners and people at a higher level at a 

couple TPA’s and they see no issue using it. Here we go step by step. 

Step 1- First you must open a Roth IRA. If you don’t have one open, it’s only a matter of your choice TPA’s 

websites and fill out the form and send them your initial contribution. Most will do it for less than $100.00. 

Currently I use QuestIRA.com but any third party administrator that is truly a self-directed company will 

work. You can have a Roth IRA open the same day you decide you want one. 

Step 2-  Go on your state’s website and fill in a form to establish an LLC. This LLC will be 100% owned by 

your IRA. In order to do this you’ll need a name(s) for your LLC, an officer (Manager), and an Owner. The 

Owner is your IRA and should be listed as “IRA, FBO Your Name, IRA #.” An example would be “Quest IRA, 

FBO Ron LeGrand, IRA #123456.” That would be the Owner of your IRA 100% member.  You’ll also need to 

order an EIN for your LLC which is different than the EIN you get from your TPA. It will only be used when 

asked for a social security or EIN for the owner of the LLC. 

However, your LLC-A Manager cannot be you or anyone in your linear decent. IRS rules clearly state 

you cannot get compensated in any way for the activities of your IRA. You cannot directly control the cash 

in your IRA as you would as the Manager of the company who owns your IRA. My suggestion is to get a 

Manager that you know such as an employee, sibling, or anyone you wish except your linear decent to be 

your Manager. Your spouse’s linear decent is also disqualified.  

  So, you will need to name the Manager and the Owner at the time you’re forming the corporation as 

well as 2 or 3 potential names for your company in case one is taken.  You may not use your credit card to 

pay the fees.  If you use your credit card, it means you’re paying an expense of your IRA which is a prohibit-

ed action.  I suggest you use a credit card of a friend or nonlinear relative and pay them back at the time 

your LLC is funded by your IRA.  
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Simultaneously, you’ll need a completed IRA Operating Agreement naming your IRA as 100% Own-

er and the Manager you chose.  You’ll need this Operating agreement, an EIN number for your LLC and 

the check from your IRA to go to the bank and open a bank account. You’ll find an operating agreement 

on your Gold Club site under Resources.  

So, to recap this step… Obtain FEIN from your IRA Custodian, Go to the State site, Fill out the LLC 

form, name your Manager, and name your IRA as the Owner, prepare Operating Agreement which you 

supply copy of to your TPA.  Once all of these are received you can go to the next step. 

Step 3- Go to your TPA’s website and complete a Private Entity Direction of Investment (DOI) form asking 

for your IRA to send an amount of money (at least $1,000.00) to you made out to your LLC.  Make sure 

the check is made out to your LLC and not to you. 

 On the DOI form, your request for funds is to form a Private Entity. You may need to provide your 

Custodian with a copy of your Operating Agreement reflecting your IRA as 100% owner of the LLC.  

Once the check is received, take it, the EIN number and a copy of the operating agreement to your 

bank and open an account for the LLC. You can not be a signer on the account. Get a signature card for 

your manager to sign or have them accompany you to the bank.  

Step 4- Conduct Business   

Once that is done, now you are free to direct your Manager to write checks for whatever you need 

for the activities of your IRA. If you want an earnest money deposit, now it comes out of your LLC. If you 

IRA owns a house, that’s collecting rent it now goes into your LLC.  

Your LLC becomes a property manager for any property you currently have in your IRA or any you 

buy for your IRA. Your LLC makes the payments. Your LLC collects rents. Your LLC pays any expenses along 

the way except you. Remember, you cannot collect a dime from that LLC.  

Those are the steps. All your TPA needs is a K-1 which your CPA will prepare the following year. 

The TPA does not need to know the activities of your LLC nor a statement showing the money received or 

spent. Be very careful this LLC doesn’t borrow from, lend to, or take money from any other entities that 

are controlled by you or your linear decent.  

I suggest you use a land trust (grantor revocable trust) to take title to IRA properties.  Make sure 

your new LLC is the beneficiary which is owned by your IRA. 

 

          Disclaimer 

This is not legal advice and Ron LeGrand or his affiliates are not responsible for the outcome of 

any actions you take. You should seek professional advice on all legal matters.  
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Parent LLC 

LLC LLC LLC LLC 

One Tax Return 

No Tax Returns 
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Estate Planning 

· Living trusts divide estate in half. Will likely be irrevocable. 

· Life insurance trust removes the proceeds from the estate.  

· Pour over will adds remaining assets to living trusts after death.  

· Living wills allow medical decisions to be made in advance.  

· CRT – all contributions are tax write offs. You may choose your charity or create your 

own. CRT buys life insurance so proceeds go to your heirs and assets go to charity.  

 

 

 

 

 

 

 

Safe Assets UnSafe Assets 

TBE as beneficiary if applicable 

· Stocks/Bonds 

· Personal/Property 

TBE as beneficiary if applicable 

· Vehicles 

· Boats 

· Dangerous Equipment 

Husband Wife 

Living Trust Living Trust 

Life Insurance 

Trust 

Wills 

Pour Over Wills 

Living Wills 
Grandchildren’s  

Trust 
Children’s Trust 

CRT  

Charitable  

Remainder Trust  

Irrevocable 
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Land Trusts 
 

Advantages 

 Privacy—Your name is not on public record. Only you know the beneficiary. 

 Lien Attachment—A lien against you can not attach to a house you don’t 
own. Your trust owns the house. You own the trust.  

 Probate Avoidance—A trust doesn’t die. People die. If a house is in a trust 
upon death, it’s not subject to probate and will go to the other beneficiary 
unless you stipulate in your estate plan while you’re alive.  

 Ease of Transfer—When a property is sold from a trust, a simple 
assignment of beneficial interest is all it takes. No closing costs, nothing 
changes on public record. Of course, this is only applicable if your buyer 
understands and agrees.   

 

Disadvantages 

 There are some states with Land Trust Statutes; Florida, Georgia, Hawaii, 
Illinois, North Carolina, Virginia. However, they may be used in all states, 
but many attorneys will have a negative opinion if there is no statute.  

 Land Trusts will help very little in the case of predator attacks unless the 
beneficial interest is properly held, usually in an LLC or Limited Partnership. 
It’s fairly easy for an attorney to discover individual beneficiaries and make 
it an attack on them personally. When entities are the beneficiary it 
insulates you against attack if you’ve properly set up your entities.  

 Some states make it tough using Land Trusts because of state specific 
rules, so, if the trust is set up ignorant of these rules, a predator may be 
able to destroy the trust. Check with an attorney where you live.  

For example, some states won’t permit an LLC or C Corp to be the trustee 
and require an individual. The last I heard, Pennsylvania requires an annual 
fee like a corporation. Arizona wants you to record the trust with the deed. 
Makes a case to make sure an LLC is the beneficiary.  
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States & Territories Where A Series 
LLC Can Be Formed 

 

 Alabama 

 Delaware (Limited Liability Company Act) 

 District Of Columbia 

 Illinois 

 Indiana 

 Iowa 

 Kansas 

 Missouri 

 Montana (Montana Limited Liability Act) 

 Nevada (Nevada Revised Statutes) 

 North Dakota 

 Oklahoma 

 Tennessee 

 Texas 

 Utah 

 Wisconsin 

 Wyoming 

 Puerto Rico 

 

 If you live in one these states you can deed each property into its own 
LLC and all owned by a parent LLC. You’ll only need one tax return for the 
parent, but you still must pay the state annual fee for each and form a new 
LLC every time you buy a house.  

 A land trust has no fee, no return, no EIN, no state involvement, total 
privacy, even from the state. You decide.  
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Potential Operating Costs 

 

        Option 1   

VA and Gold Club     $697    

Patlive       $150    

Callfire/IVR usage     $  35    

Signs to sell      $  25    

Misc        $100 

        $1007   

 

Optional 

Yellow letters—200 per week   800/$880   

Casual labor       0  

        $1887   

 

Annual Costs 

Training 

LLC Fees 

Accounting 

Legal (not closings) 

 

Note—You should get at least one deal for every thousand letters.  If you’re 

not, look deeper for the problem.  Remember—letters are what you do if 

you’re not getting enough leads from FSBO’s and VAs.  They are not a              

requirement. 
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Exchange Your Way To Wealth And  
Never Pay Taxes When Selling Houses 

 
You put a lease option tenant in your house and a few years later they cash you out.  
You receive a check at closing for $100,000 and discover by the time you recapture 
several years of depreciation and add in the big deposit you got upfront you’ll net 
$80,000 and owe about $20,000 in taxes so you decide to do a 1031 Exchange and 
buy 3 houses with owner financing and some cash down to spend the 100k. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Results 

 Turned a $300,000 asset to $1,400,000 in assets. 
Turned a $300 cash flow to a $1,600 cash flow. 
Turned $100,000 cash to $155,000 cash to spend any way you like. 
Avoided $25,000 in taxes. 
Set yourself up to turn 3 houses into 9 or more and collect future forfeited de-

posits if any of the 3 tenants move. 
Built an empire to pass to your kids who’ll get stepped basis and get to start all 

over. 
 

And You Thought Education Was Expensive 
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Selling Pretty 

Houses 

 
“Experience Is Something You 

Don’t Get  Until After You Need It. 
Until Then, You Should Borrow It 

From Others.” – Ron LeGrand® 
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Selling Houses Fast 

 One of the most common things people fear about getting into real     
estate is they’re afraid they can’t sell the house and somehow they’ll get 
stuck with it. 

 I can understand why this would create anxiety for a beginner because 
they simply don’t have enough facts to overcome the fear. 

 However, if you’re not a beginner and this is still a problem, there’s no 
excuse for it. So let’s get it fixed right now. 

The truth is… 
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The Big Key 
Structure Your Business So You Can Accept Any Buyer Who 

Loves Your House As Long As They Have Money Or Credit, 

Not Both. 
 

 

1. Drive suspects to your house. 

 

2. Let the prospects prescreen themselves and call you. 

 

 Find a way to get them financed if they have money or credit, 
even if it means you sell to them on a lease purchase or you become 
the lender by selling to them with owner financing or you can

 

 

The Steps 

1. Get the house ready to sell 

2. Get set up to receive calls 

3.  Locate prospects  

4. Prescreen prospects 

5.  Construct and present offer (The meeting)

6. Follow up (Agreement to attorney) 

7. Close quickly 
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Why Houses Don’t Sell Quickly 
 

 

1. Not ready to sell 

 

2. Poor area 

 

3. Overpriced 

 

4. Salesperson’s personality problems 

 

5. Inflexibility of seller 

 

6. Salesperson’s lack of knowledge about financing programs available 

 

7. Salesperson’s lack of knowledge about attracting and prescreening leads 

 

8. No follow-up system in place 

 

9. Functional obsolescence 

 

10. House very small 

 

11. Salesperson loses control of the loan process 

 

12. House located too far away from the city 

 

13. House is in high price range where few buyers can afford 

 

14. Only one bath 

 

 Notice the majority of these problems are directly related to the person in 
charge of making the sale…and the rest should be fixed before you buy. 
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Not Ready To Sell 

 

 

Roof: Does it need to be replaced? 

 

Exterior Paint: Is it at least two colors and looks fresh? Are the colors  
   pleasing or gaudy? 

 

Interior Paint: Is it two colors or does it look like a white tornado went  
   through? 

 

Interior Trim: Is there color, blinds, bath and kitchen accessories, lever door 
   handles, shower curtain or door, etc.? 

 

Carpet :  Would you want this carpet installed in your home? 

 

Central Heat And Air:  If you’re in the southern 2/3 of the country, it’s not an 
    option. Do it. 

 

Kitchen: Does it have plenty of cabinets or just enough to 

  get by? 

 

 

 Guys, if it doesn’t look good enough to satisfy your wife, your buyers 
won’t like it either. Spend a few more dollars and make it a house you can be 
proud to sell and know your buyer will rave to others about. 
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If you do, amazing things will happen. 

1. It will sell quickly. 

2. It will appraise for more. 

3. You’ll sleep good at night. 

4. Your buyers will send you customers. 

5. Your good reputation will spread quickly. 

6. The neighbors will send you customers to sell their houses 
to you. 

7. Your attitude will improve and you’ll enjoy dealing with buyers 
more because you know you have a great product. 

8. You’ll save the extra money you spent in holding costs. So, in 
reality all these benefits are free. 

 

It’ll probably even improve your sex life. Think about it. More sales
more money. More money means happier spouse or significant

other. Happier spouse means more frequent and better sex. I heard that on 
Oprah the other day. 

 

Lockbox On Front Door: Go to Home Depot or Lowes and buy a lockbox 
and leave the combination at 0 so it’s easy to remember. Put a key in it and 
hide another on the premises. 

 

Countertop Forms: Several forms must be on the kitchen counter… Info 
Sheet, Instruction Page, What To Do Next, Application, maybe flyers on your 
other houses. You can get plastic display containers for each of these forms. 
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Stage The House 

 Houses sell with emotion. When a buyer walks in they should feel like it’s a home, 
not an empty box. 

 It’s easy to make your house more sellable than most simply by adding a few 
simple, inexpensive items to dress it up and it’s fun to do it. 

 You can stage the house for about $300 - $500 and probably save many times that 
in holding costs. Below is a list of potential items to help, but I have a big warning first: 

 

 

 

 

 Guys, stay away during this process, your input is not needed and will be 
completely ignored. Women buy homes. Women should decorate them. 

 

 

 Small plants, folded towels, paper towels, and a few kitchen items on counter top 

 Rug in front of sink 

 Curtain on window 

 

 

 Shower curtains 

 Towels, wash cloths, toilet paper, throw rug, something on toilet top 

 Small wall hanging 

 

 

 A couple pictures 

 Rug in front of door 

 A plant or two 

 Maybe a small table for plants, etc. 

 Fireplace toppers if applicable 

 

 

 A few pictures, throw rugs, small furniture in a couple rooms, items for shelves, etc. 
Make the house look good and smell good, well lit and pleasant to visit. 
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Your Counter Top Sales Force 

 
 Place the following items on the kitchen counter in plastic stand-
up containers you can get at an office supply store. 

 

 Fact sheet of the home 

 

 Your Next Step form 

 

 Applicant Information Sheet 
 

 

 Your home page from your website explaining your unique selling 
propositions 

 

 You may add flyers on other homes you have for sale as well. 

 

 If you have a home inspection and/or termite report you can put 
a copy in plastic wrap and display. Can do the same with an appraisal 
as long as your asking price is not more than the appraised value. 
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□ Yes, I like this home! 

 

□ No, I’m not interested in this home. Please call me with other homes 

you have available. 

It’s FREE, it's EASY and there is NO  Obligation to find out if we can work together to make
this your home and all you have to do is fill in the blanks below and get the application(s)
along with this form to our office right away! In most cases, you’ll have an answer TODAY!
What do you have to lose? Stop thinking about buying a new home and do it today. Your
friends will be green with envy when you tell them you just got the deal of a lifetime on a
new home and you didn’t get hassled by a mortgage broker, Realtors, closing attorneys or 
anyone else. 

 
To get an answer today, we need to have the following information: 
 

 _____________  
 
1. How much money do you have as a down payment today? $  
(We can work with tax refunds, equity in other homes, bonuses, future settlements, 
retirement funds, 401K, etc. and we take personal property you may want to trade such as 
cars, boats, RV’s, motorcycles, trucks, etc.) 
2.  What additional down payment funds will you have available throughout the year? 
______________________ 
(i.e. tax refunds, bonus checks, 2nd  job commission, insurance claims, lawsuit settlements,
etc.) 

  
  

  
 

Please complete the information requested above and the Applicant Information Sheet and 
return this note with your application/s. 
 
You can return your application to us three ways. 
1. Fax to us at __________________ (No cover sheet needed and if you do not have a fax, 

most grocery stores will send it for you) Please call us to verify we got all the pages. 
2. E-mail it to ______________________. 
3. Call ____________________ with the information. 
 
Please be aware faxing or email is preferable because we accept applications on a 1st come 
1st serve basis. We can usually let you know if we can help the same day we receive it. 
 
Thank you so much for your interest in this home. We look forward to overcoming any 
obstacle standing in the way of you and your new home.  
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    (

Employment:  
 

 
 

 
 
___________________________________________ _________________________________________ 
 

 
 

 
 

 
 

 
 

 

and employment history and I authorize release 
 

 

___________________________________________ 

(Signature) 

 

Date: _____________________ 

and employment history and I authorize release 
 

 

___________________________________________ 

(Signature) 

 

Date: _____________________ 
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We Are Dedicated To Finding You A New Home 

 

We are not Realtors who are selling someone else's homes, nor are we bankers or loan 
brokers who get paid to find you a loan. We're actually the owner of several lovely 
homes which are available for purchase. Since we own the homes, many times 
(depending on your circumstances) we are willing to finance all or part of the purchase 
ourselves or lease option to you. All the normal rules concerning credit, debt ratio and 
proof of income are thrown out the window. Since we own the homes, we can be very 
creative with the financing and structure it to fit your needs.  
 
So, here's what it comes down to. If you're truly interested in buying a home of your 
own, I'll give you several options after this message. If we have a home you like and 
you have something we can work with, you can be in a home in less than 30 days. If 
you have very bad credit and no money - unfortunately we probably can't help you. On 
the other hand, if you have some money but have lost your credit, we can probably help you buy a home now. Please look at all 
the facts before you decide that you can't qualify.  
 
Remember, we own the homes. We can do whatever you and we agree to make it work. You can't imagine how many folks are 
now in a home of their own because they let us work our magic. Most thought they couldn't qualify and could never buy a 
home. They were wrong! Keep reading to see some of our most frequently asked questions. 
 

You Have Damaged Credit, Can You Buy A Home? 
 
Of course! You'll be glad to learn that you actually can buy a home with damaged credit. In fact, it's quite common. To do so 
requires a flexible seller who is willing to help finance part or all of your purchase price. We can not only finance you but we 
have a credit repair program to get back your credit.  
 

Is Your Debt Ratio Too High? Just How Much Home Can You Afford? 
 
You may be surprised to learn how much of a home you can afford. Generally accepted standards say that your new house 
payment added to all your other monthly payments, should not exceed about 45% of your gross (that's before income tax) for 
you and your spouse. Keep in mind, that does not include items like insurance, clothing, food, utilities, entertainment, etc. You 
should add only those items with fixed payments such as cars, furniture, credit cards, mortgage, student loans, etc.. If an item 
doesn't show on your credit report, it probably won't count against you as a debt. We can accept debt ratios that exceed the 
norm.  
 

If You Can't Easily Verify Your Income, What Options Are Available? 
 
If you feel you can't buy a home, because you can't verify your income, think again. Some of our happy customers felt the same 
way before contacting us, but they found themselves in the home of their dreams within 30 days.  
 

What About Our Lease Option Program? 
 
Are you tired of making monthly rental payments? Think of all the money you've wasted in rent over the last few years. What 
do you have to show for it? Homeownership may seem to many to be an impossible dream. Saving enough money for a down 
payment while paying rent or trying to secure a mortgage with a low paying job or bad credit history, are only a few of the 
obstacles that make buying a home seem so difficult.  
 
With our unique "Lease Option" program you can realize your dreams. The "Lease Option" program allows you to lease and 
occupy a home while at the same time building equity towards the sale price that we set the day you sign the "Lease Option" 
agreement. This way, you enjoy the pricing and value of ownership today even though you won't finally purchased the home 
until later. Plus, you also know the work you do in the home will not be wasted when the lease is over.  
 
Best of all, through this program, while you're living in your home of the future, you're also building equity, improving your 
credit, and putting yourself in a position where home ownership is not only possible, but easy.  
 
You may also like to do some repairs yourself in exchange for a reduced price on our work for equity program. 
 
This unique program truly makes homeownership a possibility for anyone with something to work with. See the homes that are 
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How To Never Talk To A Buyer Until 
They’ve Seen The House

And Prescreened Themselves 
 

 The last thing I want you to do is to have your life sucked up into taking calls 
from worthless suspects who couldn’t buy a house if you gave them the money. 
Unfortunately, this kind of caller will be the majority, not the minority. Here’s how 
you fix it. 

 Set up an account with PatLive and use the script on page 356. They capture 
all the info you need to determine if they should be called back.   

 

Here they are: 

•Name     •How much do you have down 

•Cell      •Email address 

 Area of Town    •House calling about    

 Monthly affordable payment •Bed/Bath 

 When they want a home 

 
 

 PatLive works 24 hours a day. All buyers with money should be called back 
quickly with the script enclosed to collect more information and sell them on a suit-
able home.  Those who don’t  answer the money question should also be called to 
screen in or out.  Many are good prospects and certainly worth the time. 
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Patlive Will Take Your Calls Live 
 

Many investors find it more beneficial to let Patlive take all inbound 

buyer calls.  I would suggest the same.  

 In the big picture, the cost is irrelevant if it’s more productive but 

most beginners tend to focus on cost control more than revenue.  

  If you only have one house for sale, PatLive can give out the 

address and send you the buyers information so you can follow up.  

 However, if you have several houses this will require a more 

sophisticated operator to guide the caller to the right house and may be 

best served with a trained staff member or you.  

 Remember, even if you have staff during the day you’ll need Patlive 

to forward the calls to after hours.  

 An outbound caller will be necessary when you receive leads that 

have substantial money or have seen the house and want to talk.  That 

must be you for now.  The outbound calls will be few if you let Patlive do 

the front end screening.  However, a VA or staff should call buyers back to 

complete the questionnaire and fact sheet on page 306-308.  You’ll be 

surprised how many good buyers won’t leave a message or talk to an 

answering service.  
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How To Sell Houses Faster Than You 

Can Buy Them… Build A Buyers List 

Step 1: Build and maintain a buyers list on every type of sale you make. 

 

 All Cash Deals – Qualified Buyers 

 

 Owner Financed or Lease Purchase Deals 

 

 Wholesale Deals 

 

 

Step 2: Segment these lists into the categories above.  

 

Step 3: Find out what and where your buyers want and give it to them. 

 

That’s It. It’s Really That Simple. 

 

 This will save you thousands of dollars a year in advertising, cut your   
holding costs down 75% and eliminate numerous hours of talking to bad        
prospects and answering the phone. It will also tell you what and where the 
market wants to live. 
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Locating 

Pretty House
Buyers 

 
 

 

“If You Want The Good Life…You
Must Participate In The Process!” 
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Unique Selling Propositions

(USP’s) 

Based On Method Of Sale 

 
 

Rent To Own
No Qualifying               
Owner Financing 
Move In Now 
Will Accept Anything On Trade
Easy Terms 
Poor Credit 
Free Credit Repair 

 
 Even if you intend to cash out of the house immediately, these 
are the ads you’ll run. They get the phone to ring and some of those 
callers will be qualified for new financing now. 

 

 It’s about how you handle the calls not what the ad says but if 
the phone doesn’t ring or they don’t inquire online your selling 
machine is dead and your buyers list won’t grow. 
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Online And Offline Ads 

 Your ad should be constructed based on your planned exit strategy. Once you 
know the exit, you can structure the ad. The keywords in the ad should be your ‘Unique 
Selling Proposition’ (USP). These words are what will attract buyers to you and separate 
you from the competition. Here are some examples. 

 

 Cash       Sale On Lower Priced  Houses  – Low down, no money needed, special financing 
program. These words can be used when you’re getting government financing for first 
time homebuyers because they really do need little or no money. You should also state 
the monthly payment, and if a small amount of cash is needed, put the exact amount in 
the ad. 

 

 Cash Sale On Higher Priced  Houses – Once you leave the first time homebuyer bracket, 
you really can’t use language offering low down or no money. Here you should focus on 
the house or area to attract attention. The location, size of the house, special amenities 
and sometimes school district is more important to these buyers. 

 

 Owner Financing Or Lease Purchase  – Are the keywords in the ad when applicable. In 
this case, never mention the down payment or monthly payment in the ad. Always ask 
your prospects what they have before setting a standard. You may name the price if you 
have only one or two houses for sale to prescreen some calls. However, if you’re building 
a buyers list, you want all the calls you can get. These words are your USP. 

 

 

 

 Area of the city or subdivision’s name if recognizable by most callers. 

 

 Number of bedrooms. 

 

 Number of baths, if more than one. 

 

 Square footage, if it’s a larger house, don’t mention if not. 

 

 Special amenities like pool, spa, fireplace, extra large lot or acreage, garage, 
workshop, tennis court, golf course, waterfront, scenic view, central vac, huge 
family room, handicap access, dock, large kitchen, etc. 
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 Structuring An Ad: Remember to put your USP first to stop your reader. People 
scan ads and something must slow them down long enough to read the copy. 

 

 Be careful not to use too many abbreviations. It’s better to pay more and avoid 
confusion. You’re in the business and hear real estate terms every day. Your reader is 
not, and this may be the first time they’ve been exposed to so called ‘standard’ abbrevia-
tions. You must always write assuming an uneducated reader is your target. 

 
  

 
 

Placing Ads: Since most of your ads will likely be online, here’s a list of classified websites 
you can use. 
 

 

Postlets.com 

ablewise.com  (Also Canadian) 

ad2go.com (FREE Advertising And Internet Marketing Resources) 

backpage.com (buying And Selling Classifieds) 

classifiedads.com 

classifiedflyerads.com (Selling Houses) 

click2city.com (Buying And Selling Ads/ US And Canada) 

corkin.com (Buying and selling) 

clasearch.com (Great For Searching For Homes For Sale Across Several advertising sites) 

craigslist.org (also Canadian) 

domesticSale.com 

epage.com  (Buy And Sell Ads / US & Canada) 

adleaf.com  (Classified Ads And Blogging Ads) 

walmart.oodle.com (Buying And Selling Ads) 

usfreeads.com  (buy and sell ads) 

hoobly.com  (buy and sell / US & Canada) 

classifieds.hereuare.com (Buy And Sell / US & Canada) 

lycos.oodle.com (Buy And Sell) 

freeadscity.com (US Only) 

Kijiji.com 

forwant.com (US & Canada) 

usaHotAds.com (Buy And Sell) 

vast.com 

webcosmo.com 

ZIPeee.com 
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Ads To Sell With A  

Lease Purchase 
 

Key Words:  "Rent to Own" or "Lease Purchase" 

   Start your ad with these words and you shouldn’t have  
   to worry about getting calls. They will come unless the  
   rest of your ad scares them away. 
 

 Things to avoid mentioning: "Deposit", "Payment" 

Example: 

 

 

 

 

 

 

 

 

 Don’t over-use abbreviations. Never publish down payment or monthly.  

 Some will have the money, most will not. If you have several houses or 
you’re building a    buyer list you will want the calls. You should also set up a 
website to display your houses and collect buyers info. Most people would ra-
ther go to a site  before talking with anyone - at the very least put a page on 
craigslist.com for each house. Our VA’s can do both.  

 Remember – don’t ever name the down payment or monthly payment. 
How much do you have to put down? How much can you pay monthly? 

Lease Purchase 
Dunwoody, 3/2, 1689 SF, 

2-Car Gar, Pool, $349,000 

No Bank Qualifying 

Free Credit Repair 

381-3649(24 hr rec msg) or easyhomedeals.com 
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When To Display Signs 
 In the case of pretty houses you’re not rehabbing, the sign should go up 
the minute you take possession of the house or even sooner with the seller’s 
permission. 

 

 If you’re rehabbing, put up the signs after you’ve removed all the things 
that turn off prospects, such as animal smells, a lot of rotten wood, badly 
damaged walls and a lot of trash. 

 

 The sooner prospects can see the house, the better. Any good rehabber 
knows a lot of prospects will be looking when they see action going on. It’s 
the best time to get one under contract, so when the house is completed the 
loan is closing or the buyer is ready to install. Don’t wait until everything is 
finished. Let the world know the house is for sale as soon as you’re not 
ashamed to show it. 

 

 I’ve sold over 3,000 houses and rarely have a fancy sign made at a sign 
shop. I’ve always used simple signs, made from plastic or fiberboard, with the 
keywords only. No logos or company names. State only the bigger benefit to 
your customer you can put on one sign. 

 

 Several other pointer signs with arrows should be displayed in key areas 
to guide prospects to your house. 

 

 You may also put an ‘I Buy Houses’ sign in the mix as well. It costs
nothing extra to pick up another house while selling yours. 

 

 Your phone number and website should be on at least two of the signs, 
one of which should be placed inside the front window of the house if 
possible. This one won’t be stolen by the neighbor’s kids. 

 

 Your signs should be checked every few days to make sure they’re still 
there and standing if the house is vacant. 
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Yard Signs 

 Here’s where you can really stand out from your competition and draw a 

lot of attention to your house. There is no prospect calling with more interest 

than those calling from a sign. They have already seen the house and are 

interested enough to call. That’s much better than calling from an ad or flyer, 

sight unseen. 

 

What Signs 

 
 There should be at least three different signs in the front yard and one in 

the window. The more signs, the more attention. One should say ‘For Sale By 

Owner’ with your phone number. Another could say ‘Owner Financing’ or 

Lease Purchase. 
 

 

 Your USP, phone number and website should be on the signs. 
 

 

Make Sure They’re Easy To Read

And Not Over Crowded. 

 
Don’t Use Graphics Or Fancy Script. Big, Bold,

Easy To Read Letters Only. 
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Pointer Signs 

 
  By far the most important tool for attracting buyers is numerous pointer 

signs - at least 10, posted all over the area pointing to the house. They’re very 

simple and the most effective ones are those that appear to be handmade. 

You should get 3 calls from these signs to every one you get from any other 

advertising. 

 

 
  The good news is they work. The bad news is they disappear quickly and 

must be replaced often. It’s worth it. 

 

 
Here are your steps, in order: 

1. Place the large yard signs we just discussed in the front yard. 

 
 
2. Make up a handwritten sign on paper like you’d like to see it reproduced 

onto fiberboard so the sign maker can make your signs. The uglier they 

look, the better, as long as they are easily readable from a distance. 

 

 
3. Have at least 30 signs made for each house you’re selling so you’ll have 

plenty of replacements. The normal size is 9” x 24”, so two signs can be 

cut from one 18” x 24” board. 

 

 
4. Post the signs as high as possible when you can. No telephone poles 

please. 

 

 
5. Replace as needed. Must be checked every two to three days. 
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Pointer Sign Sample 
 

 Make sure you get signs with arrows pointing both ways or you can 

have both sides printed with arrows pointed in opposite directions. 

 

 Make sure to add your phone number or your competition will 
appreciate the donation. 

 

 Make the hand drawn lines bold and easy to read. You draw out 
one and any sign shop can make as many as you like. 

 

Must look hand written.
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Website To Sell 

 
Your site should contain: 

 

 A homepage about what you can do for your buyers. 

 The same FAQ sheet you post in the house. 

 The same property info sheet in your house with directions and in-
structions to call you for the lockbox code. 

 Simple Loan application. 

 Photos and Video tours of your house if you wish. 

 Buyers list form. 

 

 If you let our web host do the work for you, as you should, it’ll keep you 
from having to become an internet geek to sell houses. 
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Step 2 

 

Pretty House
Buyers 

 
“Don’t Listen To The Morons, Listen To 

More Ron!” 
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Prescreening Prospects 
 

 Prescreening buyers is really simple and can be done in seconds. One of 
two critical ingredients, preferably both, must be present with a buying pro-
spect. 

1. They must have fair to good credit. 

 

2. They must have several thousand dollars. Minimum 5% and you can 
 get a lot more.  

 

 If neither ingredient is present, you have a suspect, not a prospect and 
you should discard them immediately. Do not waste time with suspects. 
Spend it looking for prospects. 

 

Credit: Prospects with credit are candidates to cash you out, even if 
 they have little or no money. There are plenty loan programs 
 available to get 100% financing for credit worthy buyers. Your 
 job is to find the prospect and then let your mortgage broker 
 find them a loan. 

 

Money: Buyers with some cash may make good lease purchase or 
 owner financing buyers, even if their credit is weak. In fact, 
 this is your Unique Selling Proposition and what separates 
 you from the builders and Realtors® looking for the perfect 
 buyer. It’s what makes your houses easy to sell. 

 

 

1. Buyers who qualify for new financing. 

2. Selling on a Lease Purchase. 

3. Selling with Owner Financing. 

4. Assign your contract (ACTS) 
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Prescreen Prospects 

 Prescreen prospects after they call PatLive, by asking a few key

questions to quickly eliminate time wasters and get to serious

tenant/buyers. You’re looking for people who want to own, not rent 

and who have the money for the deposit you require. Assuming you 

haven’t received a “What To Do Next Form”, here’s your questions. 

 

 

1. Are you looking to buy or rent? 

2. Have you tried to buy before? 

3. What stopped you? 

4. How much do you have to put towards a home? 

5. How much can you pay monthly? 

6. If you find a house you like and I can make it possible to 

 buy, are you ready? 

7. How’s your credit - Good, Fair or Ugly? 

 

 Determine the biggest hurdles your buyer must cross and simply 

ask the qualifying questions quickly. This will save you and them a lot 

of time and eliminate needless chitchat. 
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Telephone Script For All Potential Buyers 
 

When using the phone always sound friendly, flexible and excited 
 

You call back prospects. 
Date: _______________________ Source Of Call: ___________________________ 

Name: ______________________________________________________________ 

Phone: ____________________ Cell: _________________Work:_______________  

Email: ______________________________________________________________  

 

You:  “Hi _______________, this is ____ following up on my house for sale you inquired 
about recently. Do  you have a minute?”  

Customer  “Sure.” 

You:   “ Are you calling for yourself or someone else?” (If calling for someone else,  
  Stop Here have the actual buyer call for the information.  If calling for self, continue  
  with script. 

Customer  “I’m calling for myself.” 

You:   “OK, we have several houses, may I ask you a few questions so I can determine 
  which ones might fit your needs?” 

Customer  “What kind of questions?” 

You:   “Well (first name), are you looking to rent or are you looking to buy? 

Customer  (Customer’s answer):_______________________________________ 

You:   “How much money do you have to put down in your new home? 

Customer  “How much do I need?” 

You:   “That varies depending on the house and your abilities?” 

Customer  “What do you mean abilities?” 

You:   “Well (first name) depending on the amount of cash you have to invest, your  
  credit strength and/or ability to do cleaning and cosmetic repairs.” 

Customer  “OK, so how much money do I need and how good does my credit need   
  to be?” 

You:   “Well (first name), the more money you have the better the terms we can create 
  which will determine your total down payment as well as your monthly obligation, 
  and your credit will determine if you can get a loan now or you’ll need to lease with 
  an option for a while until we can get you qualified. We can work with you with good 
  or bad credit.  How much do you have to work with?” __________________ (You 
  must get an answer) 

Note:  If the customers do not have a minimum of 5% down  
 A) Do they have a credit card that you can get cash from? 
 B) Do they have family or friends that can help with the down payment? 
 C) Do they have anything to trade? 
If none of these options generate the minimum down payment or deposit, politely have 
them call you back when they have the funds to work with. 
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You:   “Would you consider your credit good, fair or poor?” 

Customer  (Customers answer) 

  __________________________________________________ 

You:   “(Sir/Ma’am), would you be interested in a home that needs some repair if we 
  can help you with financing and make it easy for you to buy?” (Optional) 

Customer:  “Yes, but what kind of repairs?” 

You:   “Some of our homes may require cleaning and some cosmetic repairs, others 
  extensive rehab” 

 

  (Regardless of the answer, make notations here). 

You:   (Sir/Ma’am) have you ever tried to buy a home before?” 

Customer:  Yes: ____ No: _____ What stopped you?       
  __________________________________ 

You:   “What kind of monthly payment do you feel your family can afford for  
  your new home?” 

Customer:  (Customers answer)__________________________ 

You:   “How Many bedrooms do you need?” 

Customer:  (Customers answer)__________________________ 

You:   Then are you saying that the two bedroom house is out of the question? 

Customer:  (Customers answer)__________________________ 

You:   “Do you have any other requirements?” 

Customer:  (Customers answer)__________________________ 

You:   “Do you have pen and paper ready so I might give you the address(es)? Or 
  would you prefer I email them?” 

Customer:  (Customers answer)__________________________ 

You:   (Giving address(es) and directions to house(s)) and lock box code.  “Go by the 
  house(s), to see if you are interested. Then please call me back and we’ll make 
  arrangements to iron out the details and get you in the house if you like it.” 

   

  “If your seriously interested in buying (leasing) now, I suggest you go  
  immediately. Based on the number of calls I’ve been receiving I don’t expect 
  the house(s) to last long.” 
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Use This To Record Answers 

And Add To Your Buyers Database 

CSR ________________________________________________________ 

Date  ______________________   Source _________________________ 

Name _____________________   Spouse _________________________ 

Email _____________________ Cell ___________________________ 

Called About ________________________________________________ 

Down ______________________________________________________ 

Payment Request ____________________________________________ 

Credit Good Fair Ugly  Score __________________________ 

WFE Candidate  Yes  No 

Tried To Buy Before  Yes  No 

What Stopped Them? _________________________________________ 

Bedrooms __________________ Bathrooms ______________________ 

Other Requirements __________________________________________ 

Gave Lock Box Code Yes  No 

Agreed To Call Back On ________________________________________ 

Notes ______________________________________________________ 

___________________________________________________________ 
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Qualifying Your Buyers For Lease
Purchase Or Seller Financing 

 There are only a few things I care about when choosing my buyers. Good 
credit is not required; in fact, the lack of it is what will attract most buyers to 
you. However, atrocious credit is a concern and you should not sell until you 
know what their credit looks like. A long history of evictions and/or
foreclosures will eliminate your buyer, regardless of how big the down
payment. Nowadays, anyone can pull their own credit report, or you can get
your mortgage broker to do it for you for free. 

The other considerations are: 

1. Income: If they can’t afford the payment, you shouldn’t set them up to
fail. Use a 50-50% total debt ratio as a gauge. Beyond that is almost certain
default. Note this does not include items like insurance, food, recreation,
medical bills and a long list of other monthly expenses. That’s why a 50-55%
cap is important. A home is not their only expense. Even then, you must apply 
common sense and a little math. Someone making $2,000 a month cannot 
afford a $1,000 house payment; therefore, 50% won’t apply. Someone making 
$10,000 a month may afford a $5,000 payment, but only if their other fixed 
expenses are very low, because after income taxes and non-fixed costs are 
added, it doesn’t leave much to live on. 

2.  Down Payment: This is at the top of my list and the easiest qualifier. I will
not sell for less than 10% down, and you can get much more than that on nice
houses if you’re patient. This is your front end profit center and the easiest
money you’ll make in real estate. Don’t underestimate it. 

3.  Criminal Record: It’s easy to get a report on your buyer to look for
undisclosed issues, such as a criminal record. You can’t learn too much, and
from there common sense will guide you. ScreenTheTenant.com  

4. Size Of Family And Pets: A family with six kids and four dogs can only
mean the house will take a beating. You have to assume you’ll get it back, so
are you getting enough down to justify the risk? 

5. Meganslaw.com to find registered sex offenders. 

See www.screenthetenant.com 
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We attach the application to this email template when our potential tenant buyers are applying to lease option and 
ready to be sent to Screen The Tenant.  

 

This format can be used for any house or applicant once highlighted fields below are updated.  

 

 

From: Tish Hill [mailto: @eaglehomebuyers.com]  
Sent: Thursday, May 21, 2015 1:23 PM 
To: yahoo.com'  
Subject: application for 11660 Tyndel Creek Lane 

 

 

Jesse, 

 

The lease to own purchase price for  11660 Tyndel Creek Lane is $134,900. 

  

I’ve attached our internal application for you to complete along with credit card authorization for Screen the 
Tenant  which is for the background check and analysis of your credit and debt to income ratios.   

  

Please complete and email to info@eaglehomebuyers.com or fax to 904-421-0181.  

 
We will also need a copy of both of your driver’s licenses, current credit report and recent pay stubs.   

  

Once a year you have the rights to receive a free copy of your report. Please forward a copy to include 

scores from all 3 bureaus. 

  

We have had good success with http://www.creditchecktotal.com/ . You can get your report for as little as $1 
although you must cancel within a week to avoid additional monthly charges.    

  

I am best reached at 904-592-3787 if you have any questions.   

 
Thanks, 
 

Eagle Homebuyers 

9799 Old St Augustine Road 

Jacksonville FL 32257 

 

mailto:info@eaglehomebuyers.com
http://www.creditchecktotal.com/
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Screening Buyers 

Key Points 

 
 

1.  Screen for down payment by phone quickly. If it’s not enough and it’s clear you 

can’t get more, move on. 

“What’s the most you can put down if I accept you for this home?” 

“Is that the best you can do?” 

“Is the money available now?” 

 

2.  Monthly payment is next most important.  

“What’s the most you can pay per month?” 

 The market will pay more than you think, if you let it.  

 

3.  Buyers with big down payments must get your immediate attention to get in the 

house and get to a meeting, even if it means you meet them at the house. If you 

do, the meeting can take place there and you can collect a deposit pending your 

screening process. See Meeting Key Points. Buyer must be told in advance to 

bring checkbook and size of deposit. I get $2500.  
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Constructing

And Presenting
Offers 

 
Pretty House

Buyers 
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The Meeting 

 
 Once you’ve determined you have a lease purchase or seller 
financing prospect, it’s time to call a meeting with both husband and 
wife. That means they have either money or credit or both and have 
seen the house and want it. You should know how much they can pay 
monthly and any other facts that would help you determine if they
can pay as we discussed earlier. 

 

 The purpose of the meeting is to see if you can get more down, 
more per month and meet face to face to prescreen and confirm the 
facts. Make sure you tell them to bring a check book for the deposit. 

 

 When the meeting is over, you should have a Deposit and 
Receipt Agreement, a deposit of at least $1,000, the items on the 
next page and a good feeling about your buyers. If your gut tells you 
to turn them down, your gut is correct. 
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Buyer Meeting 

Key Points 

 

1. The meeting should not take place until after buyers see house, you know they have 

enough down and monthly and you have the reports back from ScreenTheTen-

ant.com. The exception is if you choose to meet them at the house to show it. 

2.   The buyers must think the meeting is about convincing you to accept them, even if 

you know you  will. 

3.  The purpose of the meeting is to discuss any issues, raise the down payment  and 

monthly payment, verify you will accept them, collect the deposit and set closing 

date. 

4. You prepare no agreements to tenant buyers. Your attorney will. Your job at meet-

ing… 

a. Get max down and monthly 

b. Agree on term 

c. Point out repairs on them and late penalty 

d. Copy driver licenses 

e. Collect deposit 

f. Answer questions 

g. Pay check stub 

h. Application (you should have before meeting) 

 

5.  If you’re selling, not leasing, add a Purchase and Sale Agreement if you’re closing 

within the next few days. You may use a Deposit and Receipt Agreement if you want 

to leave your options open for a better buyer prior to closing. 
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The Magic Agreement 

 
 The Application Receipt Agreement attached is a work of art I 
wish I had years ago. In a nutshell, here’s what it does… 

 

 Allows you to take a deposit from a buyer and bind them to an 
agreement to purchase without you taking the house off the market. 

 

 It’s simply an agreement to keep their deposit if you accept 
them and return it if you don’t, but nowhere does it say you must sell 
them the house. 

 

 You can literally take several applicants at the same time and 
release all but the winner with no risk to you. 

 

 Purchase And Sale Agreement is then initiated only when the 
underwriter needs it for a cash out. If you’re selling on a lease option, 
the agreement will be prepared by your attorney so all you need
from the meeting is this agreement. 
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APPLICATION RECEIPT AGREEMENT 
 

 
A non-refundable application fee of $ and reservation/earnest money fee of $ are required for processing the 

application, and is being paid herewith. This Application Receipt Agreement must be signed by all adults who will occupy the 

property before the Application can be considered by Management. The undersigned expressly agree that is Application is 

approved they herewith agree to purchase the property located at: 

ADDRESS: ________________________________, CITY: ________________, STATE: ____, ZIP:  ____ 

Applicant(s) further agree that if Applicant(s) are accepted by Management and then decide, for any reason, not to move into 

the premises, then all monies paid herewith shall be retained as liquidated damages since other prospective purchases may 

have been turned away and it will be necessary for Management to re-advertise the property and evaluate other 

applicants. Processing of Application shall be timely as possible and the results may be delivered via telephone, fax or mail. 

Once approved, Applicant(s) agree to pay the balance of funds and complete the paperwork within 48 hours, otherwise, 

Management will assume that Applicant(s) have decided to forfeit the reservation/earnest money payment and will begin re-

marketing the property. If Applicant(s) are not approved, all monies given herewith, less application fee shown above, shall be 

returned to Applicant. 
 

 

A PHOTOSTAT COPY OF MY (OUR) DRIVER’S LICENSE(S) OR PICTURE IDENTIFICATION CARD(S), SOCIAL SECURITY CARD(S), 

LATEST PAY CHECK STUB(S) AND LAST YEARS W-2(S) OR COPY(IES) OF LAST YEARS INCOME TAX RETURN(S) ARE ATTACHED TO 

THE APPLICATION [ ], OR WILL BE PROVIDED [ ]. I (we) declare that the Application is complete, true and correct and I (we) 

herewith give my (our) permission for anyone contacted to release the credit or personal information of any of the 

undersigned Applicant(s) to Management and their Authorized Agents, at any time, for the purposes of entering into and

continuing to offer or collect on any agreement and/or credit extended. I (we) further authorize Management or their 

Authorized Agents to verify all application information including but not limited to contacting creditors, present or former 

landlords, employers and personal references, whether listed or not, at the time of the Application and at any time in the future, 

with regard to any agreement entered into with Management. Any false information will constitute grounds for rejection of 

the Application, or Management may be at any time immediately terminate any Agreement entered into in reliance upon 

misinformation given on the Application. 
 

 

I/WE HAVE BEEN PROVIDED A COPY OF THIS APPLICATION RECIEPT AGREEMENT AND HEREWITH AGREE TO THE TERMS 

STATED HEREIN. ACCEPTANCE OF APPLICATION AND ANY MONIES HEREWITH ARE NOT BINDING UPON MANAGEMENT UNTIL 

APPLICATION IS APPROVED BY MANAGEMENT. 

 
Signed:_________________________________________  Date:  
 

Applicant (Print Name):___________________________  Social Security Number:   _________________________ 
 

 

Signed: _____________________________________________ Date:  
 

Applicant (Print Name): ______________________________ Social Security Number:  

 

Do Not Write Below This Line – To Be Filled Out By Management 

 

 

Receipt of $_____________ form Applicant(s) is herewith acknowledged. 

 

 , As Agent   __________________ 

     Management Company     Date 
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How To Increase Your Monthly Cash 
Flow By 25% With No More Work

When Selling On Lease Option 

 When you’re leasing a house to a tenant, it is foolish, in my 
opinion, to settle for normal rent. By giving your tenant a plan that 
benefits them, it’s rather easy to bump your monthly income. 

 
 

1. Simply ask your tenant how much per month they’d like to pay 
above the rent as an installment toward a down payment. 

 
2. Then, offer them a 50% matching credit if they will increase the 

payment. They pay $200 extra and give them credit for $300. 
You can do this gladly if you bump the asking price enough to 
cover it.  

 
3. Then, offer a 100% matching credit if they pay more. What’s the

difference if you’ve raised the price to cover it? They pay an
extra $300 per month and you give them credit for $600 per 
month for a year. You only need to raise the price by $3,600 to 
break even. 
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Down Payment Assistance Program 

The lender may require the lessee to have a minimum of 5% (and prefer 10 – 20 %) as a 

down payment. We elect to take advantage of your Down Payment Assistance Program structured as 

follows: 

1.    Rent on the home located at                                                                                                   ,County of  

                                      City of                                                 , is $                      .               Per month. 
 

2.   We elect to pay $                         .                per month in addition to our rent to be applied to our 

down payment when we purchase. 
 

The lender must have proof the down payment has been paid by the lessee. Therefore, lessee 

agrees to write two checks monthly as stated below; 
 

a.   One check in the amount of $                         .             shall be designated for “Rent.” 

b.   One check in the amount of $                         .             shall be designated for “Down Pay-

ment.” Additional payment above this amount will be applied directly to the down pay-

ment. 

c.   Both checks are due on the 1st of each month. 

d.   Each time a payment is made toward the down payment as described above, we will re-

ceive an additional credit of $                        .             which will be deducted from the pur-

chase price. 
 

3.    After the down payment has been paid in, there will be a new Purchase and Sales contract 

written to reflect all the monies received. 
 

4.    All money received for rent or down payment is non-

refundable. 
 

5.    The Option to Purchase may terminate if lessee elects not to abide by the terms of this Down Pay-

ment Assistance Program. However, in the interest of fairness, the lessee may elect not to pay toward the 

down payment for any two (2) months during the term of the lease agreement without terminating  

the  option portion of the Agreement.  If lessee does not elect to receive the down payment credit for 

any month the above stated rent amount of $                 .            is still due on the 1st. 
 

6.     In the event any check given by lessee to lessor is returned by the bank unpaid, lessee shall pay a 

$50.00 return check fee to lessor. All subsequent payments thereafter shall be due and payable in certified 

funds. 
 

7. Additional provisions: 
              

               

 

Lessee has read, understands and agrees to the above. Lessee also understands this program is 

here to help him / her buy their own home and will only work if they use it. 
 

                       /                  /     

Date 

               
Lessor                                                                       Lessee 

 

              

Lessor                                                                        Lessee 
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Common Questions From Your

Tenant/Buyer - Sandwich Lease 

Q. What if I can’t buy at the end of my term? 

A. We’ll restructure the terms and I’ll do my best to make it work for you. 
 My intentions are for you to buy the house, not rent it forever. There
 fore, I’m gonna do what I can to make that happen. You will never 
 lose your credit as long as you ultimately buy. 

Q. Do you take care of repairs? 

A. No! You do. It’s part of your consideration for the lease option. When 
 you own, you do your own repairs. As soon as I give you the keys, I 
 consider you a pre-owner. However, I will guarantee all major systems 
 for the first 30 days so you’ll have a chance to check them out and feel 
 comfortable that repairs shouldn’t be a problem. Is that fair? 

Q. Do I get my deposit back if I don’t buy? 

A. No! I’m giving you control of my asset. I’ll have no choice but to sit 
 back and wait for you to decide when and if you want to buy. There
 fore, I require a non-refundable deposit, which is normal in most lease 
 option situations. When you buy, it will be credited toward your  
 purchase. You do intend to buy, don’t you? 

Q. Can I have my attorney look over our lease option agreement? 

A. Certainly! However, I won’t change anything in it of any consequence. 
 So, before you do that, I suggest you read over it and bring up any 
 points you need to discuss with me first, then, if you feel it’s a go, feel 
 free to have your attorney look it over. Of course, I’ll still be 
 interviewing applicants in the meantime and based on the number of 
 calls I’m getting, it won’t take long. Do you want to see your attorney 
 first or do you want to take the house off the market now? 
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Do I Sell With Owner Financing
Or 

Lease Option To Tenant Buyer? 

 
The following contains some guidelines to help you decide: 

 If you own the property, you can do either. If you have lease optioned 
from seller your only exit should be sub-leasing or cashing out now. 

 If you  own  the  property  and  lease  it,  you  can  depreciate  it  for a  tax 
deduction. You can’t depreciate a house you don’t own. If depreciation is a 
concern, you’d be better off retaining ownership and leasing. 

 If repossession takes more then a couple of months, you should strongly 
consider leasing instead of selling with owner financing. The harder it is to 
foreclose,  the  more  reluctant  you  should  be  to transfer  ownership.  It’s 
usually easier to evict than to foreclose. 

 If your buyer does not have enough of a down payment to make you feel 
comfortable, (at least 10%), you may wish to lease until they do and then 
owner finance. 

 If you have guaranteed the loan, you should lease and eliminate the risk of 
the lender calling the loan due.  

 If you sell you’ll lose appreciation, depreciation and probably long term 
capital gains, but you get no repairs, property taxes, insurance or vacancies 
to deal with. 

My exit is lease option unless the buyer has a large down payment and will not 
lease option.  
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Step 4 & 5 
 

Follow Up &
Close Quickly 

 

Get The Money 

 
“There’s Only One Group Of People
Who Think About Money More Than 

The Rich – That’s The Poor.” 
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Getting The Buyer To The Closing

Table With New Financing 

Step 1: Get short application, Application Receipt Agreement and deposit 
  from committed buyer along with proof of income. 

 
Step 2: Make appointment for buyers to meet with lender for loan

application. Have lender call buyer and tell them what to bring,               
including credit and appraisal money. 

Step 3: Help buyers get any missing documents and plug holes. 

Step 4: Insist that lender order appraisal and credit immediately. 

Step 5: Check with lender weekly to offer assistance and get loan status. 

Step 6: The minute the loan is approved, you take charge of the closing. 

A. Call your buyer and congratulate them and ask them to get 
   an insurance policy. 

 
  B. Order them all the missing pieces:

Survey 

Title 

 

Step 7: After all documents are present and clean – You and your
mortgage broker set closing time and place. 

 
(When the lender says it’s time, you’ll need to complete a Purchase and Sales 
Agreement.) 



323 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

Loan Types 

 
FHA 

VA 

USDA 

Conventional 

  

 

 

 USDA loans are nothing down and will finance up to 6% in costs. They are 
only available in designated areas you can find on USDA.GOV. Look up your 
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your area. You’ll be surprised how populated these areas are. They were 
designed for rural areas, but the maps haven’t been changed in years. Count 
on 30-60 days to close and credit scores are in line with FHA and VA as are 
qualifying standards. This is a valuable tool if offered in your area. NOTHING 
DOWN is a big selling tool and the loans apply to all, not just vets. Check your 
maximum loan and minimum score needed. 

 

 Conventional loans are bank loans with no government backing. They 
are actually quicker than all the above but require 20% down. There are 10% 
down loans available to very qualified buyers and there is no maximum loan 
amount until the loans are multi-million dollars. Once you exceed the max 
limit on FHA, VA and USDA, these are your only choice. Know your max loan 
on all three.  
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Getting The Buyer To The Closing
Table With Owner Financing And 

Lease Purchase 

 
Step 1: Have ScreenTheTenant.com do a report on them. You’ll learn their 

background, credit and how long it’ll take them to qualify.  

 If you don’t care if they ever get a loan, your own judgment will be all 
you need to proceed. The debt ratio should not exceed 55% or 
extreme caution is recommended. 

 

Step 2: If it’s a go, your attorney should now complete docs based on your 
direction and set date and time. You should review all docs well before 
closing. 
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AGREEMENTS 

TO SELL 
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Lease Purchase Agreement 

 
 Use the lease agreement enclosed when installing a tenant/

buyer. Don’t mention the option to buy in the agreement, but be sure 

to mention the lease agreement in the option accompanying this 

agreement. 

 

 By not mentioning the option in the lease agreement you lessen 

the chance of a judge granting a rebate for any part of the deposit. If 

the tenant doesn’t show in court all the judge will see is the lease 

agreement, not the option. 

 

 However, if you forgot to tie the option agreement to the lease 

agreement your evicted tenant may have a legal claim to buy even if 

they’re not living in the house. It’s already done in the enclosed 

agreements. 

 

Notice 

You should let your attorney handle the paperwork and the closing of this 

lease option agreement with your tenant buyer. You can pass the cost to the 

buyer and this may eliminate any future problems with paperwork or 

misunderstanding. 
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REAL PROPERTY POSESSION AND LEASE AGREEMENT 

 
 

 THIS REAL PROPERTY POSESSION AND LEASE AGREEMENT, (hereinafter referred to as the “Agreement”) made as of the 

_______ day of ______________, 2016, by and between _____ABC Homes, LLC___, (hereinafter referred to as “lessor”), and: 

 
 
Lessee 1:        Lessee 2: 
 

Name:_____John Buyer________     Name:_________Mary Buyer____________ 

  

Address:_________1233 Park Street____________   Address:___________1233 Park Street__________ 

 

City, State, Zip:______Atlanta, GA, 42093________                   City, State, Zip:______Atlanta, GA, 42093____ 

 
 
(Hereinafter referred to (and if applicable, collectively) as “lessee”). 
 

 In consideration of the rents and mutual covenants herein set forth, lessor and lessee agree: 
 

1. PREMISES. The lessor leases to the lessee and the lessee rents from the lessor the premises described in Exhibit “A” at-

tached hereto, together with all improvements thereon, (herein referred to as the “premises”), under the following terms and conditions. 
 

2. INITIAL TERM. The initial term of this Agreement shall commence on and continue until the dates set forth in Exhibit “A “, 

unless extended or sooner terminated as hereinafter provided. 
 

 3. POSSESSION AND OCCUPANCY.  The premises shall be used only as a residence by lessee .  The premises will not be 

used or allowed to be used for any unlawful purposes, or for any purposes deemed hazardous by lessoror lessor’s insurance company because of 

risk. Lessee will conform with and obey the laws, ordinances, rules, regulations, requirements and order of all governmental agencies having juris-

diction on said premises and the use and occupancy thereof. 
 

4. LEASE PAYMENT.  
 

 A.  Lease Payment.  The lessee agrees to pay to the lessor a lease payment/rent for the premises during the term hereof in 

monthly installments on the 1st day of each month in advance and without notice which lease payment/rent shall be payable to lessor in the amount 

and at the address shown on Exhibit “A” or at such other place as lessor may hereafter specify in writing. The annual lease payment/rental shall be 

the amount set forth on Exhibit “A” and which is paid by the # monthly installment amount set forth in Exhibit “A”. Said installment shall be paid 

for each and every month during the “Term” of this Agreement. MAILING THE LEASE PAYMENT/RENT BY THE DUE DATE DOES NOT 

CONSTITUTE PAYMENT. RENTS MUST BE RECEIVED AT THE OFFICE OF THE LESSOR BEFORE 5:00 O‘CLOCK P.M. ON THE 

DUE DATE OF EACH MONTH TO BE CONSIDERED PAID. MONIES RECEIVED ARE APPLIED FIRST TO CLEAR OUTSTANDING 

BALANCES, IF ANY, AND THEN TO THE CURRENT LEASE PAYMENT/RENT. CASH WILL NOT BE ACCEPTED. 

 

  B.  Security Deposits.  There shall be no security deposit. 

 

5. CONDITION AND IMPROVEMENTS. Lessee accepts premises in its present “AS IS” condition. Lessee accepts all risks 

attendant with possession of the premises. Lessee waives any and all claims whatsoever against lessor based upon the condition of the premises at 

the time of the execution of this Agreement and lessee’s possession thereof. 

 

Lessor warrants during only the first thirty (30) days of this Lease the heating, cooling, plumbing and electrical systems. 

 

 6. USE.  The premises may be used for residential purposes only and shall be occupied only by the lessee.  The premises shall be 

used so as to comply with all state, county and municipal laws and ordinances and shall be kept in a clean and orderly condition. Lessee shall not 

use the premises or permit it to be used for any disorderly or unlawful purpose or in any manner so as to interfere with neighbors. Lessee shall be 

responsible and fully liable for the conduct of lessee’s  guests. Acts of guests in violation of this Agreement or lessor’s rules and regulations may be 

deemed by lessor to be a breach by lessee. 

 

 7. SMOKE DETECTORS.  Lessee acknowledges the requirement for working smoke detectors in the premises, and agrees to 

install if necessary and in all events, test all detectors weekly for proper operation, and further agrees to replace any batteries (if so equipped) when 

necessary.  Lessee further acknowledges an ability and understanding of how to test the smoke detector. Lessee also agrees to repair or replace any 

inoperative smoke detector immediately should it fail to operate properly during any test. 

 

 8. MAINTENANCE, REPAIRS. Lessee acknowledges the premises are in good order and repair and habitable. Lessee agrees to 

keep the inside of the premises in good repair, including the plumbing, electrical, wiring, air conditioning and heating equipment and all appliances, 

and to paint walls if necessary and be responsible for all glass and casualty damage. Any and all work done or to be done by lessee in or about the 

premises shall only be done by lessee directly and the individual industry thereof or pursuant to written contracts or contractor’s proposals by third 

parties and contractors approved in advance by lessor. Upon any termination of this Agreement,   lessee shall surrender possession of the premises 

in good and tenantable repair, reasonable wear and tear excepted. If lessee’s repair, replacement, installation and/or maintenance responsibilities 

conflict with any state laws to the contrary, then lessee as allowed by law, agrees expressly to waive and relinquish fully any protections so provid-

ed or to the extent so allowed by law. Lessee shall be responsible for damages caused by lessee’s failure to perform completely or in a workmanlike 

manner, the required repairs, replacements, installations and/or maintenance to and of the premises and for lessee’s negligence and of lessee’s fami-

ly, invitees, licensees and guests. Lessee shall mow, irrigate, fertilize, treat for insects, and maintain any surrounding grounds, including lawns, 

shrubbery and gutters, and keep the same clear of rubbish, trash, weeds or leaves if such grounds are part of the premises and are available  
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for the use of lessee. Should lessee fail to do so, lessor, after attempting to notify lessee, may, but is not required to, maintain lawns and/or shrub-
bery by using a professional yard maintenance company. Lessee agrees to pay the cost of any such yard maintenance as additional rent.  It is a 
condition of this Agreement and partial and valuable consideration for the Option Agreement that Lessee be responsible for all maintenance to 
the premises, including, without limitation, after the aforesaid thirty (30) day warranty period the heating, cooling, plumbing and electrical sys-
tems. 

 
 9. APPLIANCES.  All appliances of any kind, including but not limited to, window air conditioners, are excluded specifically 
from this Agreement. Such appliances remain as a convenience to lessee and lessor assumes no responsibility for their operation. No part of the 
monthly rent is attributable to them upon move-out. Any appliance installed on or placed upon the premises after the signing of this Agreement 

shall belong to lessor if this Agreement is terminated or if lessee vacates, surrenders or is evicted from the premises. This shall include but not 
be limited to, refrigerators, water heaters, dryers, well-pumps, irrigation pumps and or air conditioning units and/or compressors. 
 

10. ALTERATIONS. Lessee will not make, or allow to be made, any other alterations, repairs, replacements, installations or 
redecoration of any kind to the premises without prior written permission of lessor; provided, however, and notwithstanding such consent, lessee 
agrees all alterations including, without limitation, any items affixed to the premises, shall become the property of lessor upon the termination of 
this Agreement. This includes, but is not limited to, appliances, HVAC systems and units, ceiling fans, mini blinds, carpeting, fencing, lighting 
fixtures, shrubs, flowers, etc. Removal of these items shall be considered theft subject to civil and criminal prosecution. 
 

11. RULES AND REGULATIONS 
 

11.1 Locks and Burglar Alarms. Lessee is prohibited from adding locks to or changing or in any way altering locks 
installed on the doors of the premises without written permission of lessor and upon written permission,  lessee shall immediately pro-

vide lessor with keys to such locks. Lessee is prohibited from installing a burglar alarm to or changing or in any way altering any ex-
isting burglar alarm installed on the premises without written permission of lessor. If the installation or changing of such burglar alarm 
is permitted, lessee shall immediately provide lessor with all codes to such burglar alarm. Lessee agrees lessor is not liable for any 
unauthorized entry into the premises of any kind whatsoever. 

 
11.2 Utilities. Lessee is responsible for payment of all utilities, to include water, sewage, garbage collection, cable TV, 

electricity, gas, local telephone service; even if the utilities remain in lessor’s name. Failing to pay a utility bill is interpreted as a de-
fault hereunder and a violation of this Agreement. Any installation costs are the responsibility of lessee. Any wall jacks, telephone or 
cable installation shall remain with the premises. 

 
11.3 Telephones. Lessee shall obtain a home telephone and shall supply lessor immediately with home and work tele-

phone numbers and agrees to notify lessor within forty-eight (48) hours of any change of numbers during the term of this Agreement. 
 

11.4 Storage. No goods or materials of any kind or description which are combustible or would increase fire risk shall 
be stored on the premises. Any storage shall be at lessee’s risk and expense and lessor shall not be responsible for any loss or damage. 

 
11.5 Good Housekeeping Expected of Everyone. Lessee agrees to keep the premises in a clean and sanitary condition 

and to remove any trash or rubbish as it accumulates. 
 
11.6 Pest control. Lessee agrees to provide pest control as needed. Any infestation shall constitute a default of this 

Agreement. 
 
  11.7 Furnace maintenance.  Lessee shall change HVAC furnace and A/C filter(s) monthly. 
 

11.8 Kerosene Heaters and Appliances. Lessee agrees not to use any form of Kerosene space heater in the premises. 
 

11.9 Water beds. No water bed may be kept in the premises without prior written permission of lessor. A condition of 
any approval is a waterbed insurance policy paid by lessee with lessor listed as loss payee. 

 
11.10 Vehicles. Vehicles shall NOT be parked on the lawn at any time. Non-operative vehicles are not permitted on the 

premises. Any such non-operative vehicle may be removed by lessor at the expense of lessee, for storage or public or private sale, at 
lessor’s option, and lessee shall have no right of recourse against lessor thereafter. 

 
11.11 Yard care. Lessee will be responsible for maintaining the lawn, bushes, and trees in a neat and attractive manner. If 

not cared for, lessor may cause same to be done professionally and lessee shall to pay for same. 
 

11.12 Gutters. Lessee must keep gutters cleaned each fall or as otherwise needed. 
 

11.13 Basements. Lessor in no way warrants any basement against any leakage of any kind at any time, if applicable. 
 

11.14 Septic. If the premises uses a septic tank, lessee shall not abuse system, e.g., do not deposit cooking oil, tobacco, 
coffee grounds or unnecessary food or other wastes or materials, including diapers and sanitary napkins, down sinks or commodes. 
Lessee shall add septic tank treatment regularly, as is available at home supply stores and to keep the system operating properly and 
efficiently and to make any and all necessary repairs or improvements.  Lessee is prohibited from adding a garbage disposal to any 
house which has a septic system. 

 
12. PETS. No pets, birds, fish, or other animals of any kind, permanent or visiting, indoor or outdoor, shall be permitted on the 

premises without prior written consent of lessor. Any such pet, if allowed, requires the payment of a non-refundable pet fee of $150.00 per pet, 
plus additional rent of $10.00 per pet per month’ (this amount may not be included in paragraph 4 above). In no instance will more than two (2) 
pets be allowed. Authorized pets must be listed below.  
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By this listing, lessee agrees to be liable fully for damages and injuries to property and/or people which might be caused by pets. Lessee agrees that 
if said pets should at any time become annoying, bothersome, or in any way a nuisance to neighbors, lessee will, upon notice of lessor, immediately 
remove said pets from the premises. Any unauthorized pets found on the premises shall be removed by lessor, and above stated pet fees, retroac-
tively to the date of the Agreement, shall be paid immediately to lessor. Only the pets listed on Exhibit “A” are authorized on premises. 
 

13. PROPERTY LOSS & LIABILITY.  Lessor is not liable for damage, theft, vandalism, or other loss of any kind to lessee’s 
personal property or the personal property of lessee’s family members, invitees or guests. Lessor shall not be responsible or liable for any injury, 
loss or damage to any person or property of lessee or any other person. 

 

14. RENTER’S INSURANCE. Lessee agrees to purchase comprehensive insurance, known as a Renters’ Insurance Policy, 
against all perils, including but not limited to insurance on personal property or property of other persons from protection of loss due to or caused 
by theft, vandalism, bursting or breaking pipes, by or from fire, windstorm, hail, flooding, leakage, steam, snow or ice, by or from running water, 
backing up of drainage pipes, seepage or the overflow of water or sewage on the premises. Said policy shall include general liability coverage of 
$300,000.00 minimum. With respect to any renewal policy, a duplicate original policy shall be furnished to the lessor by lessee not less than ten 
(10) days prior to the expiration date of the then existing policy. 

 

15. RADON GAS DISCLOSURE AND DISCLAIMER. RADON IS A NATURALLY OCCURRING RADIOACTIVE GAS 
THAT, WHEN IT HAS ACCUMULATED IN BUILDINGS IN SUFFICIENT QUANTITIES, MAY PRESENT HEALTH RISKS TO 
PERSONS WHO ARE EXPOSED TO IT OVER TIME. LEVELS OF RADON THAT EXCEED FEDERAL AND STATE GUIDELINES 
HAVE BEEN FOUND IN PUBLIC BUILDINGS IN _____________________________.  ADDITIONAL INFORMATION REGARDING 
RADON AND RADON TESTING MAY BE OBTAINED FROM YOUR COUNTY HEALTH UNIT. THE LESSOR DID NOT TEST FOR 
RADON GAS AT THE PREMISES AND THEREFORE MAKES NO REPRESENTATION REGARDING THE PRESENCE OR AB-
SENCE OF SUCH GAS.  LESSEE HEREBY WAIVES ANY AND ALL ACTIONS AGAINST LESSOR RELATED TO THE PRESENCE 
OF SUCH GAS. 

 

16. FIRE. If the premise is made uninhabitable by fire or other casualty, not the fault of lessee, this Agreement shall be voidable by 
either party. 

 

17. RIGHT OF ACCESS. During reasonable hours, lessor may enter the premises without notice to lessee for inspection and 
maintenance. If locks were changed without providing lessor with a key, lessor may enter forcibly without being liable for damage or unlawful 
entry. Lessor may enter at any time in case(s) of emergency. During the last sixty (60) days of occupancy, or upon notification of intent to vacate, 
lessor may place a sign on the premises and/or may install a lock-box and show the premises during reasonable hours. Lessor will attempt to notify 
lessee, but is not obligated to do so. 

 

18. COMPLIANCE WITH LAWS. Lessee will comply promptly with and abide by all applicable laws, ordinances, and regula-
tions of federal, state, county, municipal, and other lawful authority pertaining to the use and occupancy of the premises. 

 

19.  ASSIGNMENT AND SUBLETTING .  Lessee may not assign this Agreement or sublease the whole or any part of the de-
mised premises without the prior written consent of the lessor. 

 

 20. EMINENT DOMAIN. If all of the premises are taken under the power of eminent domain or conveyed by voluntary deed in 
lieu of condemnation proceedings, or if only a part of such premises is so taken or conveyed and the remainder thereof is inadequate or unsatisfac-
tory for lessee’s purposes (the determination of which shall not be made arbitrarily or capriciously) then, in either such event, this Agreement shall 
terminate effective as of the date lessee is required to vacate the premises. The termination of this Agreement as above provided shall not operate to 
deprive lessee of the right to make claims against the condemning authority for any damage suffered by lessee, but lessee possesses no right to 
make any claim against lessor because of such termination. If this Agreement is not terminated as above provided, lessor and lessee shall agree 
upon an equitable reduction of rent for the remaining portion of the premises, but no reduction of rent shall occur if the taking does not include any 
of the building. If the parties fail to agree upon such reduction within sixty (60) days from the date of the final payment for the part of the leased 
premises so taken or conveyed, then either lessor or lessee may give thirty (30) days’ notice of termination. 

 

21. ATTORNEYS’ FEES AND COSTS: ARBITRATION.  In the event of any controversy or claim concerning this Agreement 
or the Option Agreement the prevailing party therein shall be entitled to recover from the other party, all its costs and expenses, including attor-
ney’s  fees. If lessor engages an attorney, or if suit is brought to enforce any covenant of this Agreement, or for the breach of any covenant or condi-
tion herein contained, the lessee agrees to pay lessor’s attorney’s fees and all costs of collection of rent and other sums due hereunder, regardless of 
whether incurred before, during or after arbitration, whether suit is brought, and regardless of whether incurred before, during or after any notice of 
claim, arbitration, mediation, trial, or appellate proceedings. 

 

22.  DEFAULT AND CROSS-DEFAULT. If lessee fails to pay any installment of rent as provided herein within five (5) days 
from the date due, or if the lessee fails to cure any other default under this Agreement within twenty-four (24) hours after receipt of the written no-
tice of such default by the lessor, then lessor may terminate this Agreement without further notice and may (i) recover immediately from lessee all 
rent and other sums due by lessee hereunder; (ii) cure such default and the expense of the curative action be added to the rent otherwise due; or (iii) 
enforce performance in any manner provided by law. In any such event of default, lessor may  (i) resume possession of the property and relet the 
same for the remainder of the then operative term; (ii) in lieu of terminating the Agreement, from time to time or at any time bring an action or ac-
tions for recovery of the rent due and unpaid or for any installment or installments thereof; or (iii) terminate Lessee's right to possession of the 
premises by any lawful means, in which case this Lease shall terminate and Lessee shall immediately surrender possession of the premises to Les-
sor.  In such event, Lessor shall be entitled to recover from Lessee all damages incurred by Lessor by reason of Lessee's default, including, but not 
limited to, the cost of recovering possession of the premises; expenses of reletting; reasonable attorney's fees; the present worth (at the time of 
award) as determined by the Court having jurisdiction thereof of the amount by which the unpaid rent and other charges called for herein for the 
balance of the term after the time of such award exceeds the amount of such loss for the same period that Lessee proves could be reasonably avoid-
ed; and that portion of any leasing commission if any paid by Lessor and applicable to the unexpired term of this Lease.   
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Unpaid installments of rent or other sums shall bear interest from the date due at the maximum legal rate of interest under _________________ 
law.  However, Lessor shall use its best efforts to mitigate damages, or (iv) the lessor may re-enter and relet the premises in lessor’s name, but for 
the account of the lessee, as agent, for a period equal to or greater or less than the remainder of the term hereof for any sum or sums which lessor 
may deem reasonable to any tenant or tenants and apply the sums received from such reletting to the rents due hereunder by the lessee. In latter 
event, if there is any surplus amount received by the lessor over and above the rent and other sums due by lessee hereunder and the expenses, 
including attorney’s fees, for such reletting, lessor shall be entitled to same. Any deficit after deduction for costs, fees and expenses, including 
lessor’s attorney‘s fees, shall be recoverable by the lessor by suit against the lessee in appropriate proceedings. Lessor enjoys a “landlord’s lien” 
upon the fixtures, and other personal property belonging to the lessee which are on the premises, as security for unpaid rent and other sums due 
by lessee hereunder and shall be entitled to all of the remedies available to lessor under the laws of ___________________. If lessee enters into 
any other agreements with lessor concerning the premises of lessor and lessee defaults on any provisions thereof, then this Agreement shall also 
be considered in default. 

23. QUIET ENJOYMENT. Lessee, upon paying the rent and performing the covenants and Leases of this Agreement, shall 
have, hold and enjoy the premises quietly and all rights granted lessee in this Agreement during the term hereof. 

24. ABANDONMENT OF PREMISES. The premises will be considered abandoned if left unoccupied for more than ten (10) 
days while rent remains unpaid without notice to lessor. Lessor may declare this Agreement forfeited and re-rent the said premises without any 
liability whatsoever. Lessee’s obligation will be based on the balance of the Lease Agreement.  If lessee removes or attempts to remove any per-
sonal property from the premises other than in the usual course of continuing occupancy, without first paying lessor all monies due, then lessor 
may obtain, without notice, an injunction to stop removal under an attachment interest in the personal belongings of the non-paying lessee. Lessor 
may also remove, store or dispose of any of lessee’s personal property remaining on the premises after the termination of this Agreement. Such 
personal property shall become lessor’s property and all right and title thereto vested in Lessor. 

25. INDEMNIFICATION. Lessee shall indemnify and hold lessor harmless from and against any and all penalties, claims, de-
mands and liability of whatsoever kind or nature including attorney‘sfees, all as may be made or sought against lessor or the premises arising out 
of or in any way connected with lessee’s repair to habitability, occupancy, use, maintenance or operation of the premises and lessee shall defend 
lessor from and against each and every such claim. 

26. HOLDING OVER.  If lessee remains in possession of the premises after expiration of the term hereof; lessee shall be a ten-
ant at will and there shall be no renewal of this Agreement by operation of law. The monthly rent during any period beyond the term or after de-
fault hereof shall be twice the then annualized remaining rent. 

27. NET LEASE. This Agreement is intended to be and the rent hereinbefore set forth shall be net absolutely to the lessor so this 
Agreement shall yield-net to the lessor the rent specified and all costs, expenses and obligations of every kind and nature, whether now existing or 
hereafter arising, including without limitation, maintenance fees and expenses, and all utility and operational costs, shall be the exclusive obliga-
tion of and paid by the lessee. 

28. LATE PAYMENT PENALTY. In the event any rent or other payment due hereunder shall not be paid within five (5) days 
after such payment is due, then, in addition to any and all other rights or remedies lessor shall have, lessee shall pay lessor a late payment penalty 
of ten percent (10%) of the amount of such late payment. 

29. EXCULPATORY CLAUSE. The lessor’s liability under this Agreement shall be limited to lessor’s ownership interest in the 
premises. 

30. EVICTION:  If rent is not paid when due, then lessor may assert immediately any and all legal, equitable, and contractual 
remedies to enforce this Agreement.  Without limitation to any other remedy, lessor may petition for a Writ of Summary Possession and evict and 
remove lessee and any other occupants. Should lessee answer petition, lessee hereby agrees to pay into the registry of the trial court all monies 
and all rent due through the court date. Whenever lessor is entitled to possession of the premises: (i) lessee will surrender same to lessor in as 
good condition as at present, ordinary use and wear excepted, and lessee will remove all lessee’s effects, and lessor may re-enter the premises and 
repossess same and remove all persons and effects therefrom using such force as necessary without being guilty of forcible entry or detainer, 
trespass or other tort. Lessee is hereby advised if such action is necessary, a judgment may be rendered against lessee for full damages including 
rent, eviction costs, and any additional costs and fees. Lessee shall also be responsible for the early termination fees as contained in Section 21 
and 22  of this Agreement. If said costs and fees are not paid as ordered, monies may be collected through garnishment against wages and judg-
ments may be recorded with credit bureaus and may be assigned to a collection agency for collection with all costs of collection being the respon-
sibility of lessee. 

31. FAILURE OF LESSOR TO ACT. Failure of lessor to insist upon strict compliance with the terms of this Agreement shall 
not constitute a waiver of any right , nor shall any acceptance of a partial payment of rent or partial acceptance of lessee’s repair, replacement, 
installation and/or maintenance, be deemed a waiver of lessor’s right to full amount or full performance. 

32. REMEDIES CUMULATIVE. All remedies under this Agreement or by law or equity shall be cumulative. In the event ei-
ther lessor or lessee brings legal action to enforce the terms hereof or relating to the rental of the premises or whether suit be brought and whether 
incurred before, during or after any claim, notice civil action, the prevailing party shall be entitled to all costs incurred in connection with such 
action including attorney’s. If the services of a collection agency are necessary to collect any amounts due hereunder, lessee agrees to pay said 
commission. If any term or provision of this Agreement or application thereof to any person is determined invalid or unenforceable, the remain-
der of this Agreement shall not be affected thereby. 
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33. NO ESTATE IN LAND. This Agreement shall create the relationship of landlord and tenant between lessor and lessee, 

respectively; no estate shall pass out of lessor. 

34. NON-RECORDATION:  The Agreement shall not be recorded by lessee or any of lessee’s respective heirs or legal rep-
resentatives. 

35. LESSOR’S PERMISSION OR CONSENT. If any provision of this Agreement requires the written permission, approv-
al, or consent of lessor as a condition to any act of lessee, such written permission or consent may be granted or withheld in the sole discretion 
of lessor and/or may contain such conditions as lessor deems appropriate and shall be effective only so long as lessee complies with such 
conditions. 

36. ACCURACY AND RESPONSIBILITY.  Lessor relied materially upon the information contained in lessee’s Applica-
tion in drafting this Agreement and the Option Agreement and all Exhibits attached hereto.  Lessee warrants the Lease Application is true, 
complete and accurate. If the Lease application is false, lessor may terminate this Agreement and the Option Agreement immediately. Lessor 
shall be entitled to retain any improvements to the premises, and performance fee and any prepaid rents. If lessor exercises any option or right 
to terminate this Agreement, all persons and possessions are to be removed from the premises within 24 hours of notification by lessor. Les-
see further agrees to indemnify lessor for any damages to the premises and waives any right of “set-off” and same shall be forfeited.  This 
Agreement is between lessor and lessee who shall always be jointly and severally liable for the performance of every understanding and 
promise made herein with and to lessor. 

37. SUBORDINATION.  The Agreement hereunder is subordinate automatically to any mortgage now or hereafter placed 
on the premises; provided, as a condition to such subordination as to mortgages hereafter entered into, such mortgagee shall expressly cove-
nant, or such mortgage shall provide expressly, that so long as the lessee is not in default under the respective Agreement, the lessee’s quiet 
possession of the premises shall remain undisturbed. 

38. NOTICES.  Any notices required or permitted hereunder shall be in writing and delivered by United States mail, postage 
fully prepaid or other package delivery and to the following addresses (or to such other address as either party may designate in writing and 
deliver as herein provided): 

 (a) LESSOR: To the address contained in Exhibit “A”, 

 (b) LESSEE:  To the premises or the last known address of lessee. 

39. INDEMNIFICATION. Lessor is not liable for any damages or injury to lessee, or any other person, or to any property, 
occurring on the premises or any part thereof or in common areas thereof, unless such damage is the clear result of the Lessor’s recklessness 
or unlawfulness. Lessee does hereby indemnify, release, and save harmless lessor and lessor’s agents from and against any and all suits, ac-
tions, claims, judgments, and expenses arising out of or related to this Agreement or the use of the premises. 

40. SEVERABILITY. If any part of this Agreement is construed as unenforceable, the remaining parts hereof shall remain in 
full force and effect as though the unenforceable part or parts were not written into this Agreement. 

41. GENDER. All references to lessee herein employed shall be construed to include the plural as well as the singular, and 
the masculine shall include the feminine where the context of this Agreement may require. 

42. COMPLETE AGREEMENT. This Agreement and all attachments and exhibits contain collectively the complete ex-
pression of the parties on the subjects herein and therein set forth and there are no promises, representations or inducements except such as are 
so provided, incorporated herein or referenced hereby. 

43. ADDENDA.  All exhibits are listed in the “Table of Contents” attached hereto and made a part hereof. 

44. MISCELLANEOUS. Subject to the provisions hereof this Agreement shall be binding upon the lessee and all respective 
heirs and legal representatives and inures only to the benefit of Lessor and Lessee, and lessor’s successors and assigns. It is a Florida contract 
and shall be construed in accordance with _________________ law. 

 

IN WITNESS WHEREOF, this Agreement is executed as of the day and year first above written. 

 

Signed and delivered   LESSOR: ABC Homes, LLC 

in the presence of:  
 
 

_Ron Smith________   Frank Seller, Manager______________ 

AS TO LESSOR   

. 

   LESSEE: 

 

_________________________________      ____John Buyer__________________ 

AS TO LESSEE            

 

_________________________________      _____Mary Buyer_______________________ 

AS TO LESSEE             
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Use this when installing a tenant buyer on a sandwich lease or on a house you own when rent is fixed. 

   EXHIBIT “A” 

LEASE RIDER 

A. PARTIES. 

 (i) Lessor:  Name ____ABC Homes, LLC___________________________________  

    Address __390 Peach St________________________________ 

    City, State, Zip __Atlanta, GA 42093_____________________ 

 

 (ii) Lessee(s): Name_____John Buyer__________________________________ 

    Address_____1233 Park St_____________________________ 

    City, State, Zip_______Atlanta, GA 42093________________ 

  

    Name______Mary Buyer_________________________________ 

    Address_________________________________________________ 

    City, State, Zip___________SAME________________________________ 

 

B. PREMISES DECRIPTION. 

Legal:    Lot 3, Block 12, Magnolia Gardens                           

Street: 5400 Magnolia St          

City, State, Zip: Atlanta, GA 42133 

                                                 

C. INITIAL TERM. 

 This lease shall commence on the 1st day of July, 2016 and end at midnight on the 30 day of June, 2018 

D. RENT. 

 The annual lease payment of $18,000 shall be paid in monthly installments of $1500 , beginning on the 1st day of   July   , 

2016  and again at the first of each and every month thereafter. 

 
LESSOR:      LESSEE(S): 

 

___________Ron Smith, Mgr_____________________ _______John Buyer________________________ 

 

       _______Mary Buyer______________________ 
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Use when the rent is not fixed and adjusts with the payment 

 

  EXHIBIT “A” 

LEASE RIDER 

A. PARTIES. 

 (i) Lessor:  Name ____ABC Homes, LLC___________________________________  

    Address __390 Peach St________________________________ 

    City, State, Zip __Atlanta, GA 42093_____________________ 

 

 (ii) Lessee(s): Name_____John Buyer__________________________________ 

    Address_____1233 Park St_____________________________ 

    City, State, Zip_______Atlanta, GA 42093________________ 

  

    Name______Mary Buyer_________________________________ 

    Address_________________________________________________ 

    City, State, Zip___________SAME________________________________ 

B. PREMISES DECRIPTION. 

Lot 3, Block 12, Magnolia Gardens 

Legal 

5400 Magnolia St 

Street 

 Atlanta, GA 42133 

City, State, Zip 

 

C. INITIAL TERM. 

 This lease shall commence on the 1st day of July, 2016 and end at midnight on the 30 day of June, 2018 

D. RENT. 

 The current monthly rent is $  1500    and will increase or decrease to equal the payment on the underlying loan for the term of the 

lease. The Lessor will notify the Lessee in writing with notice and evidence of increase or decrease at least 30 days prior to payment change date. 

 
LESSOR:      LESSEE(S): 

___________Ron Smith, Mgr_____________________ _______John Buyer________________________ 

       _______Mary Buyer______________________ 
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Optionee/Lessee’s Acknowledgements 

I/we (the terms I/we are interchangeable and represent the singular or plural), 

_____________________________________________________(Optionee/Lessee), on this _________ day of 

________________________, 20_____, have agreed in writing to enter into a lease agreement and an option 

to purchase the property commonly known as _________________________________ (The Property) from 

___________________________ (Optionor/Lessor) and or assigns, according to the terms and conditions con-

tained in the Real Property Possession and Lease Agreement and Real Estate Purchase Option Agreement 

(The Agreement) of even date, a copy of which is attached hereto. I further state as follows: 

______ 1. ACCEPTANCE: I have reviewed the terms and conditions contained in The Agreement and have ac-

cepted Optionor/Lessor’s offer to lease the property with an option to purchase. 

______ 2. IN MY BEST INTEREST: I am satisfied with The Agreement and have agreed to lease The Property 

with an option to purchase because it is in my best interest to do so. 

______ 3. FULLY INFORMED AND NOT CONFUSED: I have signed The Agreement being fully informed and 

with sufficient understanding of all terms and conditions contained therein. I am not confused about any as-

pect of The Agreement. 

______ 4. SATISFIED WITH THE OPTION PRICE: I understand I may be purchasing The Property at or above 

market value but have chosen to do so because it is in my best interest. I am satisfied with the purchase price 

of The Property which I have negotiated.  I understand that the option price may be higher than the tax value 

of The Property.  I understand that I if I so choose I have the right to hire an appraiser to advise me with re-

gard to the appraised value of The Property.   

______ 5. AGREEMENT IS FINAL: I understand by signing The Agreement, I have agreed to lease the property 

with an option to purchase it from Optionor/Lessor and am now bound by the terms and conditions described 

in The Agreement. I further understand that I cannot change my mind or cancel the contract at some later 

date, excluding any mandatory rescission period required, if any, regarding covered Lease Agreements. 

______ 6. NOT A LOAN APPLICATION: I understand the Optionor/Lessor is not a financial lending institution 

nor a licensed real estate brokerage. I understand the application I submitted was NOT an application for a 

loan. 

______ 7. NO GUARANTEE: I understand the Optionor/Lessor has not and cannot provide any kind of guaran-

tee with regards to my ability to ultimately complete the exercising of the option on the property and/or fulfill 

The Agreement. 

______ 8. COPIES OF THE PAPERWORK: I understand that copies of the paperwork I’ve signed will be provid-

ed to me in a timely manner and I acknowledge that circumstances dictate that copies may not be immediate-

ly made available to me. 

______ 9. LEGAL COUNSEL ADVISED: I acknowledge Optionor/Lessor has advised me to seek independent le-

gal counsel to review The Agreement. 

______ 10. FINANCIAL REVIEW ADVISED: I acknowledge Optionor/Lessor has advised me to seek an independ-

ent financial advisor to review The Agreement. 

______ 11. FAIRLY NEGOTIATED: I understand Optionor/Lessor has negotiated on its own behalf  
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and likewise, I have negotiated on mine. I acknowledge The Agreement has been negotiated fairly and Op-

tionor/Lessor has not taken advantage of me or my current situation. 

______ 12. NO PRECLUDING AILMENTS: I have no physical, mental, or emotional ailments that preclude me 

from signing The Agreement. 

______ 13. NOT UNDER THE INFLUENCE: I am not now under the influence of alcohol or any other mind-

altering substance, nor am I taking medication that would cloud my judgment or make me unable to think 

clearly. 

______ 14. NO OTHER PROMISES: I have not been promised anything other than what is described in The 

Agreement. There are no unresolved issues, no side agreements, nor are there other terms not disclosed in 

The Agreement. 

______ 15. NOT UNDER DURESS: I am not under duress and have signed The Agreement of my own free will, 

without any undue financial pressure. Optionor/Lessor has in no way pressured me into signing The Agree-

ment. 

______ 16. FULLY SATISFIED WITH THE AGREEMENT: I am fully satisfied with all terms and conditions con-

tained in The Agreement. 

______ 17. THIRD-PARTY REFERRALS: I understand Optionor/Lessor may have third-party referral companies 

including, but not limited to, credit repair companies, home warranty companies, insurance agents, contrac-

tors, mortgage brokers, lenders, real estate attorneys, title companies, etc., and Optionor/Lessor cannot guar-

antee anything about these companies. Any such referrals are recommendations only and I understand there 

is no obligation to use any of said referrals and am free to select my own resources. If I choose to use any of 

the referred companies and am not satisfied with the results, I will take the matter up directly with the referral 

company and hold Optionor/Lessor harmless.   

______ 18. VALUE MAY DECLINE: I understand the option price was determined by current market values and 

no one, including Optionor/Lessor, can predict, determine, or guarantee what the market value will be when 

any option is exercised. I understand The Property may or may not appraise for the option price at the time of 

exercise and I hold Optionor/Lessor harmless for any market changes or appraisal issues. Furthermore, I agree 

to work collaboratively with the Optionor/Lessor to determine an alternative solution if necessary. 

______ 19. AS-IS: I will be leasing with an option to purchase The Property “AS-IS” and will hold Optionor/

Lessor harmless if there are any issues with The Property, to the extent allowed by law.  Any property matters 

will be addressed directly to Optionor/Lessor. I have had the opportunity to inspect the property and I am sat-

isfied with the results. 

______ 20. OPTION FEE IS NON-REFUNDABLE: I understand I have paid a total NON-refundable option fee of 

$____________________ for this property. I understand 100% of these funds will count towards the option 

price as a down payment or towards closing costs or both, should I exercise my option. If I choose not to exer-

cise my option or can’t exercise my option, then I fully understand there is NO refund and I will forfeit my op-

tion fee in its entirety.  

______ 21. NO REPRESENTATION FROM LESSOR: I understand that it is my responsibility to evaluate my ability 

to obtain financing to allow me to exercise my option to purchase.  Lessor has not made any assurances re-

garding my ability to obtain financing.  I understand that, if I am unable to obtain financing, I may not be able 

to exercise my option to purchase, and therefore may lose the benefit of my non-refundable deposit fee.  
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Dated this _______ day of ________________________________, 20_______. 

 

_________________________________________ Optionee/Lessee (Signature) 

 

_________________________________________ Optionee/Lessee (Signature) 

 

_________________________________________ Optionee/Lessee (Signature) 

 

_________________________________________ Optionee/Lessee (Signature) 

 

 

STATE OF _______________________________ 

COUNTY OF _____________________________ 

On this, the day of ____________________, 20 , before me, a Notary Public, personally appeared 

known to me (or satisfactorily proven) to be the person(s) whose name is subscribed to the within instru-

ment, and acknowledged that he/she executed the same for the purposes therein contained. 

IN WITNESS WHEREOF, I hereunto set my hand and official seal. 

________________________________________________________ 

Notary Public (SEAL) 
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Use this when price is fixed. 

REAL ESTATE PURCHASE OPTION AGREEMENT 

THIS AGREEMENT dated as of _June 24, 2016_, by and between _ABC Homes, LLC_, (hereinafter referred to as 

“Optionor”) and: 
 

                                 OPTIONEE 1                                                                 OPTIONEE 2 

                                 Name:_John Buyer____________________  Name:__Mary Buyer___________________________ 

                                 Address:_1233 Park Street____________  Address:__1233 Park Street___________________ 

                                 City, State, Zip: _Atlanta, GA 42093____  City, State, Zip: _Atlanta, GA 42093____________  

 (Hereinafter referred to (if applicable, collectively) as “Optionee”); 

 

RECITALS: 
 

 Optionor desires to grant to Optionee an option to purchase a certain parcel of real estate property owned by Optionor lo-

cated in  _Cobb___ County, __Georgia___, more particularly described on Exhibit “A” attached hereto and made a part hereof 

(hereinafter referred to as the “Property”); 

 

 Optionor grants to Optionee an option to purchase the entire Property in Fee Simple Absolute conditioned on Optionee 

fulfilling all responsibilities under the Real Property Possession And  Lease Agreement (hereinafter referred to as the 

“Lease  Agreement”) executed of even date herewith, and by reference incorporated herein. Such responsibilities, include but are 

not limited to, Optionee’s duty to improve, repair, renovate or otherwise make habitable fully, the Property; and 

 

 Optionee, recognizing the value of being able to acquire a homestead property, desires to purchase the Property upon the 

terms and conditions hereinafter set forth. 

 

NOW THEREFORE, in consideration of the mutual covenants and promises contained herein and the payment of $_10,000_ (a 

non-refundable option payment ) good and valuable consideration, the receipt and sufficiency of which are hereby acknowledged, 

the parties hereto agree as follows: 

Optionor hereby grants unto Optionee, all respective heirs and successors, an irrevocable and exclusive option and right to pur-

chase (“Option”) the interest of Optionor in and to the Property at a purchase price of $
200,000

. No portion of the rental payments as 

required in the aforesaid Lease Agreement shall be a credit against the purchase price. The option payment will be applied to the 

purchase price if this option is exercised. The Option shall continue until the expiration of the initial term of, or a breach under, the 

Lease Agreement. However, if prior to expiration of the initial term of the Lease Agreement, the Option hereof shall terminate 

should Optionee default under the Lease Agreement, or upon any extension granted beyond the initial term of such Lease Agree-

ment. 

 

Optionee shall exercise the Option by written notice to Optionor delivered to Optionor’s address contained in Exhibit “A” of 

the Lease Agreement and at least thirty (30) days prior to the expiration of the Option as provided above. 

 

The closing of the purchase and sale of the Property shall be consummated not more than forty-five (45) days after the exercise 

of the Option. Within fifteen (15) days after receipt of a Notice of Exercise, Optionor at its expense shall provide to Optionee an 

owner(s) commitment for title insurance in the amount of the purchase price, covering the Property. All other costs of the closing 

shall be borne by the Optionee including but not limited to, closing attorney’s fees and appraisal fee. Optionor’s attorney’s fees shall 

be paid by Optionor. Optionor shall convey title to the Property by special warranty deed. 

 

This Agreement is not assignable by Optionee to any other person or entity without the prior specific written consent or approv-

al of Optionor, which shall not be reasonably withheld. This Agreement is executed within and shall be construed in accordance 

with the laws of the State of _Georgia_. No party shall record this Agreement and if Optionee does record same is a default here-

under and all option rights established herein shall terminate and be of no further force or effect. 
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If any party fails to perform any of the obligation or duties required under this Agreement or otherwise is in default or breach 

hereof, or if a dispute arises between the parties concerning the performance under, or meaning or interpretation of any provision of, 

this Agreement, then the defaulting party or the party not prevailing in such dispute, disagreement or action, as the case may be, shall 

pay any and all costs and expenses incurred by the other party in enforcing or establishing the applicable rights or duties hereunder, 

including, without limitation, attorney’s. The obligation to pay for such costs and expenses shall be binding regardless of whether 

incurred before, during or after trial, whether suit is brought or not, and regardless of whether incurred before, during or after any 

notice of claim, arbitration, mediation, trial, appellate or Bankruptcy proceedings. 

 

 

IN WITNESS WHEREOF, the parties have executed the agreement as of the day and year first above written. 

 

Signed and delivered 

 

in the presence of: OPTIONOR(s):  

 

 

As to Optionor (1) _ABC Homes, LLC, Ron Smith, Manager____ Signature: ____________________________________ 

    

   

 

OPTIONEE(S): 

 

   

As to Optionee       __John Buyer_________________________ Signature:    _____________________________________ 

                

 

As to Optionee       _Mary Buyer________________________      Signature:   _____________________________________ 

        

 

 

 

 

 

  

 



341 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

Get Sellers To Sign When Assigning Lease—To Sellers 
 

GENERAL RELEASE 

 KNOW ALL MEN BY THESE PRESENTS: That I/we hereinafter called Frank Seller, Op-

tionor for and in consideration of the sum of One and 00/100 ($1.00) Dollars, or other valuable considera-

tions, received from or on behalf of ABC Homes, LLC and all principals , hereinafter called Op-

tionee , the receipt whereof is hereby acknowledged. 

 HEREBY remise, release, acquit, satisfy, and forever discharge the said Optionee , of and from all, 

and all manner of action and actions, cause and causes of action, suits, debts, dues, sums of money, accounts, 

reckonings, bonds, bills, specialties, covenants, contracts, controversies, agreements, promises, variances, 

trespasses, damages, judgments, executions, claims and demands whatsoever, in law or in equity, which said 

Optionor ever had, now has, or which any personal representative, successor, heir or assign of said Op-

tionor , hereinafter can, shall or may have, against said Optionee , for, upon or by reason of any matter, 

cause or thing whatsoever, from the beginning of the world to the date of these presents, and in particularly in 

regard to any lease, option, or contract regarding the real property located at: 5400 Magnolia St, At-

lanta, GA . 

 IN WITNESS WHEREOF, I/we have hereunto set my/our hand(s) and seal(s) this day of June 

24 , A.D., 20 16. 

Signed, sealed and delivered in presence of: 

Rick Jones Frank Seller 

 

Beverly Harding 

State of GA 

County of Cobb 

I hereby certify that on this day, before me, an officer duly authorized in the State aforesaid and in the

County aforesaid to take acknowledgments, personally appeared Frank Seller known to me to be the per-

son(s) described in and who executed the foregoing instrument and acknowledged before me that he/she 

executed same. They produced Drivers License as identification or were personally known to me. 

Witness my hand and official seal in the County and State last aforesaid this 24 day of June , A.D., 20 16. 

NOTARY PUBLIC 

Print Name 

My commission expires: 
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GENERAL RELEASE  

 

 KNOW ALL MEN BY THESE PRESENTS: That I/we hereinafter called John Buyer and 

Mary Buyer, Optionees for and in consideration of the sum of One and 00/100 ($1.00) Dollars, or 

other valuable considerations, received from or on behalf of ABC Homes, LLC and all princi-

pals ,  hereinafter called Assignor, the receipt whereof is hereby acknowledged.  

 HEREBY remise, release, acquit, satisfy, and forever discharge the said Assignor, of and from 
all, and all manner of action and actions, cause and causes of action, suits, debts, dues, sums of money, 
accounts, reckonings, bonds, bills, specialties, covenants, contracts, controversies, agreements, promises, 
variances, trespasses, damages, judgments, executions, claims and demands    whatsoever, in law or in 

equity, which said Optionees ever had, now has, or which any personal representative, successor, heir 

or assign of said Optionees, hereinafter can, shall or may have, against said Assignor , for, upon or by 

reason of any matter, cause or thing whatsoever, from the beginning of the world to the date of these 
presents, and in particularly in regard to any lease, option, or contract regarding the real property located 

at: 5400 Magnolia St, Atlanta, GA.  

 IN WITNESS WHEREOF, I/we have hereunto set my/our hand(s) and seal(s) this day of June 

24 , A.D., 20 16.  

Signed, sealed and delivered in presence of:  

______________________     John Buyer  

______________________     Mary Buyer  

State of GA  

County of Cobb  
 

I hereby certify that on this day, before me, an officer duly authorized in the State aforesaid and in the 
County aforesaid to take acknowledgments, personally appeared John Buyer and Mary Buyer known to 
me to be the person(s) described in and who executed the foregoing instrument and acknowledged be-
fore me that he/she executed same. They produced Drivers License as identification or were personally 
known to me.  

Witness my hand and official seal in the County and State last aforesaid this 24 day of June, A.D., 20 

16.  

NOTARY PUBLIC  

Print Name _____________________ 

My commission expires:  

Get Buyers To Sign When You Intend To Assign Your Contract Back To Seller 
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STANDARD PURCHASE AND SALES AGREEMENT 

When Selling With Owner Financing  

  

Parties John and Mary Buyer (BUYER) and ABC Homes LLC (SELLER), which terms may be singular or plural and will include the 

heirs successors, personal representatives and assigns of Seller and Buyer, hereby agree that Seller will sell and Buyer will buy the following prop-
erty, upon the following terms and conditions if completed or marked.  In any conflict of terms or conditions, that which is added will supersede 

that which is printed or marked.  The Property is in Cobb County,  and  is  described   as   follows   (If   lengthy,   attach   legal   description) 

               

Address 5400 Magnolia St, Atlanta, GA______________________________ Zip    42093 . 

 It is understood that the Property will be conveyed by General Warranty Deed (unless otherwise required) subject to taxes, existing zoning (unless 
otherwise specified in paragraph 16), covenants, restrictions and easements of record. 

1. Total Purchase Price to be paid by Buyer is payable as follows: 

A. Binder deposit which will remain as a binder until closing, unless sooner forfeited or retuned,                                                                  

according to the provisions in this Agreement.       $ _2,500__ 

B. Additional binder deposit due within ________ days after date of this agreement.   $ _________ 

C. Balance due at closing (not including Buyer’s closing cost, prepaid items or prorations) in U.S. cash or locally  

drawn certified or cashiers check approximately __________exactly ____X______ .   $_22,500 

D. Proceeds of a new loan to be executed by Buyer to any lender other than Seller.    $ __________ 

E. Purchase money loan to Seller on terms set forth in Paragraph 2B.     $ 175,000 

F. Other financing _____________________________.      $ _________ 

G. Existing mortgage balance encumbering the Property to be taken subject to by Buyer (approximately). $ ________  

 H. Total Purchase Price - approximately ________ exactly ___X_______      $200,000  

 2. Financing: If buyer does not obtain the required financing but otherwise complies with the terms hereof, the binder deposit less sales and loan 
processing costs incurred, will be returned to the Buyer. 

A. [  ]Application: The application for the mortgage described in paragraph 1D will be made with lender selected by [  ] Seller of  [ ] Buyer. 
Unless such mortgage loan is approved without continued contingencies other than those elsewhere covered in this agreement within 
_______ days of the date of acceptance of this agreement, Seller and Buyer will have the right to terminate this agreement, and Buyer will 
return to Seller all the title evidence and surveys received from Seller. Buyer will make application for financing within _________ days of 
the date of acceptance of this agreement and in a timely manner furnish any and all credit, employment, financial and other information 
required by the lender. In the event the original loan application is denied, Buyer, if requested by Seller, will reapply within __________ 
days of such request at an alternate institution 

       B. [X ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrower, secured by a valid purchase money   

wrap mortgage or Trust Deed on the Property and delivered by Buyer to Seller dated the date of closing bearing annual interest rate of    6% 

and payable $   1800  per   mo  for [  ] years [X ] 360 months.  Privilege of prepayment [X] does apply [  ] does not apply. The loan will be 

___X______ due on sale     not due on sale of Property.  Payment [X  ] includes [ ] does not include one-twelfth annual taxes and insurance. The 

balance will be: [ ] principle only [ ] interest only [ X ] principle and interest to be determined prior to closing. If after taxes and insurance are 

deducted from payment, remaining balance is not enough to cover interest rate above, it will be considered full interest payment and rate ad-

justed accordingly.  *5 year balloon  

3. Buyer Will Pay: 

A. [X] Recording fees [X] Note stamps [X] Intangible tax [ ] Credit reports [ ] Loan transfer and assumption charges  [  ]  VA  funding  fee  

[   ]  Loan  origination  fee  [   ]  Loan  insurance  premium  [   ]  Loan  discount  not  to  exceed _______  [  X]  Transfer  Tax  [  ]  Wood  
Destroying  Organism  Report [ ]  Appraisal[  ]  Survey  [ ]Title  Insurance  Policy ________________________ 

4. Seller Will Pay: 

A. Transfer tax [  ] _____________________ Title insurance policy [ X] __Sellers______   Attorney's fee [ ] Real estate brokerage fee [ ] 
Loan discount not to exceed ______________________ [  ] Satisfaction and   recording fee [ ] Repairs or replacements, in addition to those in 
paragraph 9, not to exceed $ _______.  [  ] Wood destroying   organism report [ ] Appraisal fee [] Survey [ ] Other ______________________ 
  

B. All other charges required by lender which Buyer is prohibited from paying by law or regulation.  

C.    All mortgage payments or condominium and association fees will be current at Seller's expense at the time of closing. 
 

5. Payment of Expenses: If Buyer fails to perform, all loan and sale processing and closing costs incurred, whether the same were to be paid 
by Seller or Buyer will be the responsibility of the Buyer, with costs deducted from binder deposit. If Seller fails to perform, all loan, sales pro-
cessing and closing costs incurred whether same were to be paid by Seller or Buyer will be the responsibility of Seller,  



344 
©2020 HERITAGE FINANCIAL LTD. OF JACKSONVILLE LLLP 

 

and Buyer will be entitled to the return of the Binder deposit This will include, but not be limited to the transaction not being closed because Seller 

is unable to complete the transaction for a qualified Buyer, or because the property does not appraise for an amount sufficient to enable the lender 

to make the required loan, or because Seller elects not to pay for the excess amount in paragraphs 4 (with respect to repairs), 9, or 11, or because 

the zoning is not as required in paragraph 16 or because Seller cannot deliver marketable title. 

6. Prorations: All taxes, rentals, condominium or association fees, prepaid hazard insurance premiums (if assumed), monthly mortgage 

insurance premiums and interest on loans will be prorated as of the date of closing. BUYER SHOULD NOT RELY ON THE SELLER’S CUR-

RENT PROPERTY TAXES AS THE AMOUNT OF PROPERTY TAXES THAT THE BUYER MAY BE OBLI- GATED TO PAY IN THE 

YEAR SUBSEQUENT TO PURCHASE. A CHANGE OF OWNERSHIP OR PROPERTY IMPROVE- MENTS TRIGGERS REASSESS-

MENTS OF THE PROPERTY THAT COULD RESULT IN HIGHER TAXES. IF YOU HAVE  ANY QUESTIONS CONCERNING VALUA-

TION, CONTACT THE COUNTY PROPERTY APPRAISER’S OFFICE FOR INFOR- MATION. 

7. Title Evidence: Within   _days [ ] after acceptance [ ] after date of satisfaction of all conditions in paragraph 19. Seller will deliver to 

Buyer or closing attorney [ ] Title insurance commitment for an owner's policy in the amount of the purchase price. Any expense of curing title 

including but not limited to legal fees, discharge of liens and recording fees will be paid by Seller 

 

8. Survey: Within   _days [ ] after date of acceptance [ ] after date of satisfaction of all conditions on paragraph 19, Seller will deliver to 

Buyer or closing attorney [ ] A new staked survey dated within 3 months of closing showing all improvements now existing thereon and certified 

to Buyer, lender and the title insurer [] A copy of a previously made survey of the Property showing all improvements now existing thereon.[ ] No 

survey is required. 

 

9. Wood destroying Organism Report: “Wood Destroying Organism” means any arthropod or plant life which damages a structure. Buyer 

may have property inspected by a Certified Pest Control Firm to determine whether there is any visible active wood destroying organism infesta-

tion or visible existing structural damage from wood destroying organisms to the improvements. If Buyer is informed of either or both of the fore-

going, Seller will have seven (7) days from receipt of written notice thereof within which to have all such wood destroying organism damages 

whether visible or not inspected and estimated by a licensed building or general contractor. Seller will pay costs of treatment and repairs of all 

structural damage up to one percent (1 %) of the purchase price. If such costs exceed the amount agreed to be paid by Seller and Seller declines to 

treat and repair, Buyer will have the option of (a) terminating this Agreement or, (b) proceeding with the transaction. in which event Seller will 

bear costs equal to one percent (1 %) of the purchase price. 

 

10. Title Examination and Time for Closing: 

A. If title evidence and survey, as specified above, show Seller is vested with a marketable title, subject to the usual exceptions contained 

in title insurance commitments (such as exceptions for survey, current taxes, zoning ordinances, covenants, restrictions and easements 

of record), the transaction will be closed and the deed and other closing papers delivered on or before [   ] _____________________,  

[ X ] __15__ days after the date of acceptance, or [ ]   days after date of satisfaction of all conditions in paragraph 19 unless 

extended by other conditions of this Agreement or this agreement is cancelled by the Buyer. 

B. If title evidence or survey reveal any defects which render the title unmarketable, Buyer will have 7 days from receipt of title commit-

ment and survey to notify Seller of such title defects and Seller agrees to use reasonable diligence to cure such defects at Seller's ex-

pense and will have 30 days to do so, in which event this transaction will be closed within 10 days after delivery to Buyer of evidence 

that such defects have been cured. Seller agrees to pay for and discharge all due or delinquent taxes, liens and other encumbrances, un-

less otherwise agreed. If Seller is unable to convey to Buyer a marketable title, Buyer will have the right to terminate this agreement at 

the same time returning to Seller all title evidence and surveys received from Seller, or Buyer will have the right to accept such title as 

Seller may be able to convey and to close this transaction upon the terms stated herein, which election will he exercised within 10 days 

from notice of Seller’s inability to cure. 

 

11. Loss or Damage: If the property is damaged by fire or other casualty prior to closing, and cost of restoration does not exceed 3% of the 

assessed valuation of the improvements located on the Property, cost of restoration will he an obligation of the Seller and closing will proceed 

pursuant to the terms of this Agreement with cost thereof escrowing at closing. In the event cost of restoration exceeds 3% of the assessed valua-

tion of the improvements and the Seller declines to repair or restore, Buyer will have the option of either taking the Property as is, together with 

either the said 3% or any insurance proceeds payable by virtue of such loss or damage, or of canceling this Agreement. 

 

12. Seller agrees to deliver the Property in its PRESENT AS IS CONDITION except as otherwise specified herein. Seller does hereby certi-

fy and represent that Seller has legal authority and capacity to convey the property with all improvements. Seller further certifies and represents 

that Seller knows of no latent defects to the property and knows of no facts materially affecting the value of the property except the following: 

Description of problems . 

Buyer has inspected the property and HAS NOT RELIED UPON ANY REPRESENTATIONS MADE BY ANY REAL ESTATE AGENT in 

describing the property, and Buyer accepts the property in its PRESENT AS IS CONDITION, except as otherwise specified herein 
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13. Occupancy [ X ] Seller represents that there are no parties in occupancy other than Seller. Buyer will he given occupancy at closing un-

less otherwise specified herein _____________________________________________________________________. [  ] Buyer understands that 

property is available for rent or rented and the tenant may continue in possession following closing unless otherwise agreed in writing. Deposits 

will he transferred to Buyer at closing. 

14. Personal Property: included in the purchase price are all fixed equipment including ceiling fans, drapery hardware, attached lighting fix-

tures, mailbox, fence, plants and shrubbery as now installed on the property. And these additional items _    
  . Items specifically excluded from __________________________________________________. 

 15. Default and Attorney's Fees: If Buyer defaults on this agreement, all deposits will be retained by the Seller as full settlement of any 

claim, whereupon Buyer and Seller will be relieved of all obligations under this agreement. If Seller defaults under this Agreement, the Buyer may 

seek specific performance or elect to receive the return of the Buyers deposit(s) without thereby waving any action for dam- ages resulting from 

Seller's breach. In connection with any litigation arising out of this Agreement, the prevailing party will he entitled to recover all costs including a 

reasonable attorney's fee 

16. [ X  ] Zoning and Restrictions:  Unless the Property is zoned __SF__ and can he legally used for Residence____use, or if there is 

notice of proposed zoning changes, deed or other restrictions that could prevent such use at time of closing, Buyer will have the right to terminate 

this Agreement. Buyer will have 10 days from acceptance to verify the existing zoning and current proposed changes, and deliver written notice of 

objections to Seller or be deemed to have waived objections under this paragraph. 

17. The offer of BUYER shall terminate if SELLER has not indicated his acceptance of this Agreement by signing and delivering same or 

telegraphing acceptance to Buyer or submitting agent before :01[ ]AM.[ ]PM Date    

18. Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) Buyer may assign this agreement. 

__________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________

__________________________________________________________________________________________________________________ 

 

19. Timing: The timing of paragraphs 7,8,9, and 10(A) will become operable after satisfaction of paragraph 2, if applicable, and those addi-

tional conditions lettered in Paragraph 18. 

20. There are no other agreements, promises or understandings between these parties except as specifically set forth herein. This legal and 

binding agreement will be construed under Law, will not he recorded and if not understood, parties should seek competent legal advice. Sell-

er and Buyer give real estate agent authorization to advise surrounding neighbors who will he the owner of this proper- ty. TIME IS OF THE ES-

SENCE IN THIS AGREEMENT. 

21. Signed sealed on the date herein stated  

___John Buyer______________ _     __Mary Buyer  _____________ 

Buyer     Date of Offer    Buyer    

___   __________      _______________   __You as manager____________________ 

Seller     Date of Acceptance   Seller       

  

[   ]Agent [ X  ] Seller, by the signature below, acknowledge receipt of $     2500.00 [ ]Cash [ X ] Check,  as binder deposit, which is the 

amount mentioned in paragraph 1A of this Agreement. 

 

__________________________       you as manager   

Agent     Date     Seller 
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Figuring Monthly Payments 
On Escrowed Loans When  

Selling With Owner Financing 
 

 When you buy a house and take over a mortgage with taxes and insurance escrowed and 
then want to sell it on contract, you must collect the same amount for T & I as you’re paying the 
existing lender. You cannot charge more. You’re only a pass through. 

 

Example  

  $100,000 Existing Loan 

  $       950 PITI Payment 

 

  $       800 Principle And Interest 

  $       150 Taxes And Insurance 

 

 Now you want to sell on Land Contract for $130,000 with $15,000 down and take back 
$115,000 in payments. You decide 9.9% is a good rate and 30-year financing is normal. Get out 
your financial calculator and put in $115,000 PV (present value), 9.9% I (interest) 360 N, (number 
of months) and solve for payment (pmt). Your answer is $1,000.72. 

 

 But that’s principal and interest, so you must add the same amount of taxes and 
insurance to the incoming payment as you’re paying on the $100,000 underlying loan. 

 

 So $1,000.72 plus $150 gives you a total incoming payment of $1,150.72. 

 

  You Collect  $1,150.72 

  You Pay  $   950.00 

  You Net  $   200.72 

 

 Most sellers have paperwork showing the payment breakdown so you can see the 
amount paid into escrow. If they don’t, simply look at their note to determine the principal and 
interest and subtract that from the amount the seller is paying. That’s how much you must 
collect from your buyer. 

 

 If you don’t have the note, any title company can produce a copy while doing a title 
search. 
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What Should I Record? 

 
 

 
Paying Cash: Your closing agent will record the deed. There is nothing for 
you to record. 

 
Taking A Loan Subject To (Getting The Deed):  Record the deed. If a closing 
agent is doing it, it’s their responsibility. 

 
 

 
Cash Sale: Let a professional close and handle recording. 

 
Selling Subject To: Record the deed regardless of who closes. Also, record 
any second or third mortgage to you. Your attorney should be handling 
this for you. 

 
Selling On Lease Option: Close with a professional and record nothing until 
your buyer cashes you out. 
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Avoiding Defaults By Tenant/Buyer 

 There are two main factors that play the biggest role in selecting 
a tenant/buyer who will be an asset, not a liability. 

 

1. The amount of their earnest money deposit. Get a small deposit
and you’re looking for trouble. Get a large deposit and your tenant/
buyer has something of value to lose by not performing. If you insist 
on a 5% deposit, you’ll find your business running much smoother. 
Sometimes you’ll be forced to take less, but never less than 3%. It’s 
better to collect it in pieces over the first few months than not at all. 

 

Example:  $200,000 sales price, $10,000 deposit paid by collecting 
$5,000 upon move in and $500 per month for 4 months. 

 

 
 

2. The ability to pay. Even if a tenant/buyer has an earnest money
deposit, that doesn’t mean they have the income to cover the debt. I 
would rather deal with a couple with weak credit and high income 
than the opposite. The higher the income, the better chance you 
have of bumping the monthly payment if it’s a sandwiched lease and 
collecting your rent hassle free. Verify income with check stubs and a 
phone call to employer to make sure your client is still employed. The 
total gross income should be at least 3 times the rent your tenant/
buyer will have when you install them. If it’s not, you stand a good 
chance of a monthly collection hassle or putting your seller in a poor 
position if you’re assigning the lease. If someone wanting a $100,000 
house wants to lay a $10,000 deposit on me, I will overlook a lot of my 
normal screening process. How ever, even that is no excuse for 
ignorance. A check of past performance and the ability to pay is still 
warranted. 
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Common Questions By Real Estate Entrepreneurs 
Sandwich Lease Options 

1. Q.  How can I sell or rent a house I don’t own? 

 A. You have a written agreement with seller’s consent. You don’t need ownership, 
 only control. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
 

2. Q. Do I need a license? 

 A. Not as long as you have a written option or lease option. This gives you equitable 
 interest and no license is required in most states. There are few exceptions. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
 

3. Q. What are my risks? 

 A. Very little or none if you operate your business properly. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
 

4. Q. How much money do I need? 

 A. A few hundred dollars at most. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
 

5. Q.  Will I be doing repairs? 

 A. Absolutely not. If you do, you’re off track and aiming for the wrong target. Only 
nice houses in nice areas for this business. Sometimes very minor repairs will be warranted 
and you may be doing repairs between tenants unless you Lease Option it out on a Work 
For Equity. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
 

6. Q. Do I use Realtors to help find lease options? 

 A. NO! You must get in with little or no money. When a Realtor is involved a commis-
sion has to be paid and it will usually screw up the deal anyway. Deal with sellers direct. 
__________________________________________________________________________________________________________

__________________________________________________________________________________________________________

__________________________________________________________________________________________________________  
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7. Q.  What if my lease option seller won’t sign the deed when I am ready to sell? 

 A. You should always work it out peacefully when possible. Even when you have to 
 pay more than you agreed. It’s cheaper than a lawsuit. Worst case you sue for 
 Specific performance and damages. You should have a strong case. Don’t forget, 
 you’ve clouded the seller’s title anyway. He can’t sell until he deals with you. If this 
 should happen try and find your buyer a new home and make them a great deal. 
 You should escrow funds to handle problems when and if they arise and be pre
 pared for the worst. The best way to prevent it is to have your attorney prepare an 
 escrow agreement with a deed from the seller when the loan is paid off but you still 
 may need a new one signed then. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

8. Q. How long should I lease option from seller? 

 A. Two years minimum as long as there  is equity in the deal 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

9. Q. What are my closing costs? 

 A. Should be none. Seller pays half and your buyer pays the other half, if you write 
 the agreements properly and the seller is getting some cash at closing. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

10. Q. What if my tenant tears up the house? 

 A. You fix it. You should escrow money for this and non payment. Remember 
 you’re dealing in higher price houses and better quality people. This won’t be near 
 the problem it is with cheapies. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

11. Q. Can I only rent to qualified buyers with good credit? 

 A. It depends on the deal. If your monthly cash flow is strong and you have   a long 
 lease option from seller, you may choose a not so qualified tenant buyer. If your 
 biggest profit comes from the difference between your sales price and your option 
 price, you may choose to hold out for a qualified buyer only. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
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12. Q.  Why can’t we deal with junkers? 

 A. It’s difficult to lease option junkers and get a good deposit. The market is so big 
 with pretty houses why look for problems? There will be some cases where you may 
 want to deal with junkers on lease options but as a rule… leave them alone. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

13. Q. How much deposit should I get from my tenant/buyer? 

 A. All the market will bear. This is your biggest protection device against default 
 and vandalism. A general rule is about 5% - 10% of the sale price. Do not fall below 3% 
 or you’re asking for problems. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

14. Q. How much option money should I give the seller when I’m lease optioning? 

 A. Usually as little as possible, normally none. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

15. Q. How much rent should I apply to the purchase when I’m selling? 

 A. I give no credit towards the purchase from rent.  There’s no need to do so.  It will 
 not make or break your deal. Of course, 100% of their deposit will be applied to their 
 down payment.  

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
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16. Q. Should I the ask seller to give me a rent credit toward my purchase? 

 A. Perhaps, if the seller has a lot of equity or you’re paying a higher price than 
 you’d like. Don’t get greedy here. Your profit should be in the deal without the rent 
 credit. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

17. Q. What if the seller is in trouble and it looks like judgments or tax liens are on the 
 horizons? 

 A. Insist the seller put the property in a land trust or don’t do the deal unless of 
 course you can get a deed instead. Try the deed first, then the trust. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

18. Q. How much spread should there be in the deal to make it worth my while on a 
 lease option? 

 A. That depends on your personal circumstances and other factors. If you find a 
 house with very little equity it may still be worth your while to lease option to get 
 the non refundable deposit from your tenant/buyer and the monthly spread. If you 
 can’t get much spread on price or monthly and you don’t see at least a $10,000         
 deposit in sight…walk. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

19. Q. Who pays taxes and insurance? 

 A. The seller. It’s usually part of the payment, but even if it isn’t, it’s the seller’s 
 responsibility unless you agree otherwise. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
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ACTS Questions 

20. Q. Why would a buyer pay more than its worth? 

 A. Long term lease, easy access, no bank qualifying, principal pay down, if                
 applicable. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

21. Q. Why would the seller allow such a long lease? 

 A. Their choices are to keep paying, short sale or foreclosure. Your option may be 
 better to them. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

22. Q. Does a lease option trigger the due on sale? 

 A. No! A transfer has not occurred. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 

23. Q. What if I assign the contract and get sued later? 

 A. You get an attorney and furnish the disclosure the buyer and seller signed           
 releasing you from liability. 

___________________________________________________________________________
___________________________________________________________________________
___________________________________________________________________________ 
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Most Common Mistakes When

Dealing With Tenant/Buyers 

1. Not getting a big enough deposit from your tenant/ buyer and 
make it clear it’s non-refundable. 

 

2. Not working to increase monthly cash flow by constructing 
installment down payments with tenant/ buyer if you are staying 
in the deal. 

 

3. Not closing with an attorney. 

 

4. Allowing the tenant/buyer to make the rules and run the show. 

 

5. Not covering all or most of your closing costs when writing sale 
agreement. 

 

6. Renting the houses without checking your tenant/ buyers ability 
to pay. 

 

7. Don’t rent or sell someone’s house without a written lease or  
option agreement. It’s illegal! 

 

8. Don’t rent before checking title. 
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Name:___________________________ 

Date: ___________________________ 
 

Your Game  
al For 20__       _____________ 

 
e a e it Per Deal (Cash)      _____________  

 

 

 eal  Required       _____________ 
 

 

 e  t          _____________ 
 

ect  (Leads) e  eal/Yes and No 
(Completed Property Info Sheets)    _____________ 
 

 

tal         _____________ 
 

 e  t         _____________ 
 

 

 e  ee         _____________ 
  

Note:  

 Does not include monthly cash flow, back end cash outs, wholesale or retail 
deals.   

 Leads are worthless until they are called. The quicker you master the call, 
the less calls you’ll need to make.      
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RESOURCE 

SECTION 
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Resources 

 

RonLeGrand.com – This is the website for Global Publishing, Inc. and you’ll 
find our schedule of upcoming events with a description of each and a free 
electronic newsletter you may subscribe to. 

 

Ron LeGrand’s Gold Club Membership – Through this exclusive 
membership, you’ll have access to countless investor resources including 
everything from the latest articles on money-making techniques in real 
estate and on the internet to eye-opening case studies. It’ll also give you 
access to the best resource of all, me. 

 

Eagle VA– Ron’s own Virtual Assistant service to help you run your Real      
Estate investing business. 

 

YellowLetterLady.com– Yellow Letters are the best way to get sellers to call 
you about their homes. 

 

PATLive.com/RonLegrand – Your 24 hour answering service to take your 
calls and fill in information sheet for you and they will email to you as they 
receive them. 

 

Consulting With Ron LeGrand – One day or half day consulting with Ron 
LeGrand.  

 

REMM - Ron’s Real Estate Mastermind Group 
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Useful Websites and Contacts 
Rentometer.com—Find rental rates and lots of other useful info 

MyFICO.com, annualcreditreport.com, creditkarma.com—Sites for free credit reports 

Wholesalebannerz.com—Banners

Evernote.com—$45 one time fee, take pictures of license plate and enter and get full report on owner 

and if car is stolen 

Escrow Service Inc.—800-654-7870 

Escrowserv.com—$50 set up, $15 a month to collect rent or payments and pay underlying nation wide 

Escrow Specialists, Inc.—800-427-8698, escrow specialists.com—same service 

Insurance for landlords, cheap—Chuck Jurgens 888-741-8454—www.houseinsurancecheap.com  

C Mobile/app—Sends you new craigslist ads 

Homesnap/app— Take picture of house at site and it tells you all the information about it instantly 

Credit Repair— www.screenthetenant.com—Paul Ritter, 866-204-1022 

Fasthomeoffer.com 

Housebuyernetwork.com— Investor / Can buy FSBO leads 

Buyownerdaily.com—Investor 

2buyer.com 

Hudhomestore.com 

Simplecrew.com—App to monitor sign people. Creates map of where they put signs 

Schooldiggers.com / Greatschools.com—Find good school districts 

RonLeGrand.com/call-with-sellers—Ron calling sellers ; password PJ54RFD 

Vancopayments.com—Deducts payments from buyers account for .25 

Plaxo.com—Sets all your important dates and reminds you 
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Consulting With Ron LeGrand 

 
I am available on a limited basis to do one day or half day consulting on the following 
topics: 

 
1. Building a speech and close to drive your platform sales through the roof. 

 
2. Building a marketing system to sell seminars and/or products and how to 

implement in a cost effective way. This does not include copywriting, but I am 
available to select clients on a limited basis. 

 
3. How to build and grow your personal real estate investing business to a seven  
 figure annual income on auto pilot. 

 
Consulting will be done in Jacksonville, FL and the cost is $10,000 for a half day and      
$20,000 for a whole day.  

 
Half payment is due upon booking and balance 2 days prior to consulting. 

 
For further details, please see Ron or return this form to me by fax at (904) 421-0181 or             
email to ron@legrandprojects.com and he will call you to discuss. 

 

□ Ron, please call me. 

Name:   

 

Phone: ( )   

 

Fax: ( )   

 

Email:    

mailto:ron@legrandprojects.com
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www.ScreenTheTenant.com 

 Let us screen your tenant / buyers! 

 

Our new and improved application process includes: 

 An improved registration process, including educational videos and a script for helping tenant / 

buyers to apply 

 Customized, branded hyperlinks producing a real estate investor’s private application for all 

podcast attendees (adding credibility to their screening process).                                            

Example: http://apply.ScreenTheTenant.com/ABC-Investors What might this cost to develop: 

$995+? 

 A professional, cloud-based application that works on any device (improving accessibility) 

 Real-time application tracking (from submission to information packet delivery) 

 Efficient credit expert – appointment scheduling for tenant / buyers 

 Open house / buyer frenzy – expeditious application completion. 

Why? How? 

Every seller financing transaction signed after 1/10/2014 needs to comply with the Dodd-Frank Act 

to protect you and your company. We will help you comply by assembling pertinent information. 

The fee is paid by the tenant / buyer. You receive: 

 Verification of Income 

 Credit Report 

 Credit Analysis  

 Debt-to-Income evaluation: Ratio analysis for lenders and Investors 

Background Check 

Megan’s Law Report (National Sex Offender Search) 

Outcome: Enhanced credibility for Real Estate Investors. 

 

http://apply.ScreenTheTenant.com/ABC-Investors
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Verification of Income We will contact your buyer and obtain a copy of their paystubs, W-2’s, and/or 

income tax return(s). 

 

Credit Report We will obtain a credit report on the lease-option buyer and include it in your package. 

We will also give a copy to the buyer, if needed.  

 

Credit Analysis A credit specialist will examine the buyer’s credit report. If the buyer needs credit   

repair is establishing new credit, they will be offered a fee-based credit restoration service for the 

next six months to a year. 

 

Debt-to-Income Evaluation After receiving the buyer’s verification of income and credit report, we 

will provide a debt-to-income evaluation based on underwriting guidelines to today’s popular loans. 

A disclosure form will be added to your package. 

 

Background Check The background check report that you receive provides additional personal infor-

mation about the buyer, any criminal records with any matches to the buyer, possible relatives of 

the buyer, associates, and professional contact information. It will also contain information on any 

bankruptcies, judgments, and liens in the buyer’s name.  

 

Megan’s Law Check/National Sex Offender Search A search result report will be included your      

packet.  

 

Credit Restoration (optional) We will arrange up to one year of service by the national leader in Cred-

it Repair for the Real Estate investment industry, My Credit Team. The monthly service fee is paid by 

the tenant / buyer.  

 

Get started today by registering at www.ScreenTheTenant.com. 

 

http://www.ScreenTheTenant.com
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We have a Very unique Program, specifically designed for Real Estate i . 

Some "differentiators" include, in no particular  

 

 Co-insurance doesn't apply at property insured to at least $45/square foot 

 Replacement Cost coverage is garnered at $65/square foot or more (most carriers are at least at $80- 

100/square foot required) 

  We can create a coverage and benefit package that is very specific to your business model. Not “off-the- shelf” as   
 most… 

 For our Lender clients, we WILL NOT allow a location to cancel without your acknowledgement 

  No minimum earned premiums---you only pay for what you need on a month-to-month basis ("reporting form"), 
 with minimal deposit/down-payment 

 For Property Management clients, the ability to aggregate, yet monitor/track insurance by location... 

 Can cover LIABILITY only, if desired 

 Occupied, vacant and renovation properties can be included on the same schedule/policy 

 We can insure multiple owner/controlling entities under one schedule 

 Coverage available in all States 

  Coverages are underwritten by AM Best "A" or better rated insurers such as Lloyd's of London, Allianz, 
 Berkshire Hathaway, Ironshore, and others... 

 Theft coverage on vacant locations may be available 

 Claims administered by McLarens Global (www.mclarens.co) 

 Coverage available for LLCs, Trusts, Corporations, etc... 

 Coverage available for non-US Citizens 

 

The Principals of our organization all invest in real estate, as well, so we can sympathize with the unique insurance 

challenges investors face. We insure over 30,000 locations in the U.S. for over 5,000 individual investors, lenders, 

conglomerates, bulk REO holders, etc... Our team of 30+ people in Kansas City, MO are focused solely on your mar-

ket demographic. Our Program was designed "by investors, for investors" with ease- of-use, appropriate coverages, 

and fair, stable rates. Check out what others are saying about us on our "Testimonials" page:  

http://www.nreinsurance.com/about-us/testimonials 

 

www.getpropercoverage.com  
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Answer Key 
 1. 200K wrap, rate unknown, $1,428 PITI, 5 year balloon, 1st payment due in 3rd month after vacant, 

underlying loan is $174,428 with same PITI.  

 

B. [X ] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrow-

er, secured by a valid purchase money__wrap____ mortgage or Trust Deed on the Property and 

delivered by Buyer to Seller dated the date of closing bearing annual interest rate of ______ % and 

payable $__1428___ per___mo.___  for   [ ] ________ years   [ X] __59_____  months.  Privilege of 

prepayment   [ X] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [X ] not due on 

sale of Property. Payment   [ X] includes   [   ] does not include one-twelfth annual taxes and insur-

ance. The balance will be:   [   ] principle only   [   ] interest only   [ X] principle and interest to be de-

termined prior to closing. If after taxes and insurance are deducted from payment, remaining bal-

ance is not enough to cover interest rate above, it will be considered full interest payment and rate 

adjusted accordingly.  

 

18.  Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

Interest to begin 60 days after the later of home being vacated or closing and first payment due 30 

days thereafter.  The amount of interest on note to seller will equal the amount of interest on the 

underlying loan.  

 

2. 350K 1st, $1,750 month PTI, number of payments unknown, no interest, 1st payment due 3 months 

after closing, house vacant, no balloon.  

 

B. [X] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrow-

er, secured by a valid purchase money_1st__ mortgage or Trust Deed on the Property and deliv-

ered by Buyer to Seller dated the date of closing bearing annual interest rate of _0___ % and paya-

ble $__1750___ per__mo.___  for   [   ] ________ years   [   ] __TBD___  months.  Privilege of prepay-

ment   [ X] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [ X] not due on sale of 

Property. Payment   [ X] includes   [   ] does not include one-twelfth annual taxes and insurance. 

The balance will be:   [ X] principle only   [   ] interest only   [   ] principle and interest to be deter-

mined prior to closing. If after taxes and insurance are deducted from payment, remaining balance 

is not enough to cover interest rate above, it will be considered full interest payment and rate ad-

justed accordingly.  

 

18. Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

Payments to begin on the 10th of the third month after closing. After taxes and insurance are de-

ducted the balance will be applied to principal until paid in full.  
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3. 500K Wrap, $2,500 month PITI starting in 3 months, house occupied, 3 year balloon, underlying 

loan is $362,000, $2,120 PITI  

 

B. [X] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrow-

er, secured by a valid purchase money__wrap_  mortgage or Trust Deed on the Property and deliv-

ered by Buyer to Seller dated the date of closing bearing annual interest rate of ______ % and paya-

ble $__2500__ per__mo.____  for   [   ] ________ years   [X] __35____  months.  Privilege of prepay-

ment   [X] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [X ] not due on sale of 

Property. Payment   [ X] includes   [   ] does not include one-twelfth annual taxes and insurance. The 

balance will be:   [   ] principle only   [   ] interest only   [X] principle and interest to be determined 

prior to closing. If after taxes and insurance are deducted from payment, remaining balance is not 

enough to cover interest rate above, it will be considered full interest payment and rate adjusted 

accordingly.  

 

18. Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

Interest to begin 60 days after the later of house being vacated or closing and first payment due 30 

days thereafter. The amount of interest on the note to seller will equal the amount of interest on the 

underlying loan. All amount above that will apply to principal.  

 

4. $1,100,000 1st, $2,000 month, interest only in 3 months, rate unknown, vacant, 5 year balloon, sell-

er pays $12,000 a year in taxes and $5,600 year insurance and wants to collect monthly and escrow 

himself.  

 

B. [X] Seller: The balance due to Seller will be evidenced by a negotiable promissory note of Borrow-

er, secured by a valid purchase money__1st__  mortgage or Trust Deed on the Property and deliv-

ered by Buyer to Seller dated the date of closing bearing annual interest rate of _TBD_ % and paya-

ble $_2000__ per___mo.____  for   [   ] ________ years   [ X] ___59___  months.  Privilege of prepay-

ment   [X] does apply   [   ] does not apply. The loan will be   [   ] due on sale   [X ] not due on sale of 

Property. Payment   [ X] includes   [   ] does not include one-twelfth annual taxes and insurance. The 

balance will be:   [   ] principle only   [ X] interest only   [   ] principle and interest to be determined 

prior to closing. If after taxes and insurance are deducted from payment, remaining balance is not 

enough to cover interest rate above, it will be considered full interest payment and rate adjusted 

accordingly.  

 

18.  Additional Terms, Conditions or Addenda (lettered A, B,.C,.D.etc.) 

Interest to begin two months after closing with the first payment due on the 10th of the third month 

thereafter. Seller will escrow one twelfth of the taxes and insurance and provide proof of payment to 

buyer annually.  




