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“Bad” auctions, 134
Bank addendums and disclosures, 185
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Bidding limit, 132
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Broker price opinion (BPO) agent, 35
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Closing attorneys, 91
Closing delays, 168, 169–170
Closing process, 184–187
Code violations, 169, 170
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Conditions of sale, 132
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Credibility:
building, 83–86
as buyer, 47, 123
of offers, 35

Days on market, 111
Deal evaluation, 143–152

computer-based comps, 149–150
market conditions, 145
personal inspection, 148–150
profit and price, 144
property sale potential, 146–147
regularity of inventory, 145–146
target buyer, 147
title verification, 150–151

Debt service coverage ratio (DSCR), 
230–231
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Disclosure forms, 185, 186
Disclosures, 185
Documentation. See Paperwork and 

documentation

Earnest money, 132–133, 163, 165
Economic indicators, 46
Education, 77–78, 85–86
Electric meters, 148–149
Escrow/closing instructions, 185
Escrow companies, 90–91
Evaluating deals. See Deal evaluation
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Exit strategies, 36, 49, 75–77, 165–166, 

203–208
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Fees, front-end/back-end, 68
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Financing options, 187. See also 

Funding
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89
First inspections, 194

First-time homebuyers, 212
Flexibility, 192
Flipping, 36, 48, 75–76, 113. See also 
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Focus, 42, 71–72
Follow-up, 118, 136, 140, 187
Foreclosure, 18–26. See also 

Preforeclosure sales
approaches to, 18
state laws governing, 19
statistics, 5–6
steps to, 19–20

Formulas, 227–232
Capitalization rate, 228–230
Cash flow analysis, 227–228
Cash-on-cash return, 230
Debt service coverage ratio (DSCR), 

230–231
Gross rent multiplier (GRM),  

231–232
Loan to value (LTV), 232

Front-end/back-end fees, 68
Funding, 46, 55–68

banks and mortgage lenders, 61–62
documents for, 177–180
friends and family, 59–60
hard-money lenders, 56–58, 61–62, 

87–88
IRA funds, 59
partnering for, 58, 59
persuading lenders, 64–67
points, 67
and rental properties, 220
screening lenders, 62–64
transactional, 205
wiring of funds, 187

Galitsky, Alex, 23, 25, 26, 30, 58, 122, 
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Goal setting, 39, 40–42
“Good” auctions, 134
Grant deed, 184, 186
Gross rent multiplier (GRM),  

231–232
Gumbinger, Keith, 193, 194
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Handyman, 91, 153, 214
Hard-money lenders, 10–11, 56–58, 

61–62, 87–88
High-end properties, 101–102
Holding costs, 154
Holmes, Brian, 32, 203
Home improvement knowledge, 85–86
House size, 110
HUD and VA properties, 116–117

Inaction, reasons for, 29–31, 34–38
Inspecting properties, 148–150, 151, 

167, 187
Insurance issues, 170
Interstate dealings, 194–195
Interviewing power team members, 

93–94
Inventory regularity, 145–146
Investing, part-time vs. full-time, 76
Investing knowledge, 37–38
Investment locale, 37

Judgment, 20
Judicial foreclosure approach, 18, 19

Land trust, 184
Laws and regulations, 85–86
Lender delays, 169
Lender-required repairs, 170
Lenders:

banks and mortgage lenders, 61–62, 
88–89

conventional, 56
cover letter for, 66–67
friends and family, 59–60
hard-money, 56–58, 61–62, 87–88
persuading, 64–67
screening, 62–64

Lis pendens, 20
Listings, finding, 113–116
Listing services, 102, 106, 213. See also 

Multiple Listing Service (MLS)
Loan loss reserves, 7–8
Loan to value (LTV), 232

Location, 111–112
Lucas, Gerald, 60

Management and maintenance of 
properties, 128

Mapping, 75, 143–144
Market conditions awareness, 145
Market data, 72
Market focus, 71–72
Marketing strategies, 211–213
Market research, 37, 46, 71–75
Market timing, 35–36
Market value, 203–204
Martin, Teresa R., 12
Math calculations, 155–157
McLaughlin, Chris, 21, 25, 133
Mentors, 78
MERS (Mortgage Electronic 

Registration Systems), 193–194
Mistakes:

avoiding, 13, 38–39
forgetting to sell, 196
learning from, 191, 222
most common, 196–197
scams, 195

MLS. See Multiple Listing Service 
(MLS)

Money, finding. See Funding
Mortgage Electronic Registration 

Systems (MERS), 193–194
Mortgage lenders, 87–88. See also Hard-

money lenders
Mortgageloan.com, 93
Multiple Listing Service (MLS), 47–48, 

102–113
accessing, 104
as marketing tool, 212–213
understanding listings, 106–112

National Association of Mortgage 
Brokers, 88

National Association of Realtors, 106
Needs, defining, 126–127
Negative equity, 20–21
Negativity, tuning out, 32–34
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Negotiating, 170–172
No-doc lending, 63
Nonpayment, 19
Nonproducing assets, 7–8

Occupancy check, 128
Offers:

contingency clauses, 161, 162–163, 167
credibility of, 35
documentation for, 164
elements of, 163
exit strategies and contracts, 165–166
reasons for backing out of, 167–169
standard state contract, 164–165
things to avoid, 162

Paperwork and documentation, 177–187
bank addendums and disclosures, 185
closing process, 184–187
cover letters, 163, 180–181
escrow/closing instructions, 185
grant deed/warranty deed, 186
offer writing, 181–183
preliminary title report, 185–186
proof-of-funds letter, 46, 163, 177, 181
taking title to a property, 183–184
vesting sheet, 186

Pending sales, 112
Phantom bid, 132
Photos, 110–111
Points, 67, 68
Power of sale approach, 18–19
Power team, 47, 86–91

accountants/CPAs, 91
bankers, 88–89
escrow companies, 90–91
handyman/rehab specialist, 91, 153, 

214
interviewing tips, 93–94
mortgage lender/hard-money lenders, 

10–11, 56–58, 61–62, 87–88
qualifications of members, 94–97
Real estate closing attorneys, 91
realtors/real estate agents, 87,  

117–118, 213

seeking out members for, 92–94
title companies, 89–90

Preforeclosure sales, 19
compared to REOs, 17–18
problems with, 20–24, 25

Preliminary title report, 185–186
Price evaluation, 144
Price reductions, 104, 172–173
Private lenders, 56–58
Professionalism, 125
Professional team, 47. See also Power 

team
Profit, 153–154, 205
Profit potential, 144
Proof-of-funds letter, 46, 163, 177, 181
Property condition, 168, 172
Property inspection form, 151
Property management and maintenance, 

128
Property repairs, 213–214
Property types, 146–147
Property valuation and pricing, 152–157

after-repair value (ARV), 152
calculating profit, 153–154
comparable properties (comps), 

154–155
repairs estimation, 152–153

Puffing, 132

Quitclaim deed, 63

Rate, defined, 67
Real estate closing attorneys, 91
Real estate investing, three Ps of, 50
Real Estate Investors Associations, 60
Real estate owned properties. See REOs 

(real estate owned properties)
RealQuest, 72
Realtors/real estate agents, 87, 117–118, 

213. See also REO agents
Realty-Trac, 19, 72
Redemption period, 20
Referrals, organizations for, 92–93
Rehabbing knowledge, 85–86
Rehab specialist, 91, 153, 214
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REIClub, 58
Rental income, 36
Rental property, 76, 184, 219–224

reasons for renting vs. flipping, 
220–221

tenants, 222–224
REO agents, 121–128

advantages of using, 121–122
building relationships with, 166–167
defining needs for, 126–127
expectations of, 123
finding, 123–124
persuading, 124–126
role of, 128
whale agents, 124

REO investing process, steps in, 45–49
REOs (real estate owned properties),  

19
deal essentials, 101–102
defined, 6
finding, 113–117
finding listings, 113–116

Repairs, 170, 213–214
Repairs estimation, 152–153
Research, 46, 48, 71–75
Reserve, 132
Retail selling, 211–215

marketing, 211–213
repairs, 213–214
showing the property, 214–215

Rupert, Ron, 30

Sale potential of properties, 146–147
Scams, 195
Screening lenders, 62–64
Screening tenants, 222–223
Seagriff, Eugene, 37, 72, 221
Seller disclosures, 168–169
Seller-reserve auctions, 133
Service Magic, 92
Shill, 132
Short sales, 19

compared to REOs, 17–18
problems with, 21–23, 24–25

Showing a property, 207–208, 214–215

Specialists, team of. See Power team
Standard state contract, 164–165, 

181–183

Target audience, 77
Target market:

defining, 126–127, 143–144
inventory regularity of, 145–146

Team of professionals, 47. See also 
Power team

Tenants, 222–224
Testimonials, 12–13
Tie bids, 132
Title, taking, 183–184
Title companies, 89–90
Title company scam, 195
Title delays, 170
Title issues, 172, 193–194
Title verification, 150–151
Transactional funding, 205
Trulia, 145
Trump, Donald, 7

Upside-down debt, 21
U.S. Department of Veterans Affairs 

(VA), 117

Van Hoose, Dana, 133
VA properties, 116–117
Vesting sheet, 186
Vision, defining, 39–40

Wall map, 143–144
Warranty deed, 184, 186
Weasel clauses, 161, 162–163, 167
Whale agents, 124
Wholesale selling, 76, 135–136, 187, 

203–208
determining market value, 203–204
finding cash buyers, 204–207
showing the property, 207–208
whole-tailing, 207

Whole-tailing, 207

ZipRealty, 106
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