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Acquisition strategies, 58, 73–79

Angela and Jeff, success story of, 205

Appointments, with sellers, 131–133,

143–148

As-is value, cash price and, 61–62

Assignment of Contract agreement, 182

“Benefits selling,” avoiding in real estate

investing, 160–162

Buyer, as source of funding, 80–81

Car, magnetic signs for, 52

Cash, see Cash deals; Money

Cash deals:

basics of, 59–61

cash price formula, 61–68

investors as cash buyers, 67

margin of safety for, 72

CD, role playing and, 144

Classified ads, 44–46, 54

Closing costs, need to calculate, 64

Coaching, by telephone:

about deal closing, 157–165

about exit strategies, 180–182

about investing own cash, 188–191

about rent-to-own buyers, 185–188

about visit to motivated seller,

146–149

Coaching, on Internet discussion board,

172–173, 175–180

Deals:

closing of, example, 157–165

finding first (or next), 39–56

three steps to any, 57–58

winning deal decision tree, 59

winning deal formula, 15–17

Deal structure, 57–88

cash deals, 59–68, 72

cash or terms decisions, 58–59

exit strategies, 57–58, 84–88

terms deals, 68–84

Debt, personal guarantees of and deal

structure, 71. See also Financing

Deming, W. Edwards, 122

Dials, 9

coaching points for increased

effectiveness, 32–38

to find motivated seller, 17–23, 27–38

handling most common objections

during, 36–37

outgrowing need to do, 38

rental properties and, 23–25

typical number of responses to, 32, 

35

as way to first (next) deal, 41–42, 54
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Direct mail, 47–49, 54

Discussion boards, on Internet, 172–173,

175–180

Eager party, putting seller into role of,

160–162

Equity, in “VROM” to qualify seller, 22

Equity money partner, 83–84, 178–179

Existing financing, purchase subject to,

74–75

Exit strategies:

cash and, 190–191

deal structure and, 57–58, 84–88

online discussion help with, 175–180

Failure, choosing, 136–137, 207

False beliefs, as level one investor

obstacle, 125–127

Fear, as obstacle, 8, 125, 155–156

confronting, 182–184

overcoming, 126–130

Financing:

coaching help with, 175–180

purchase subject to existing, 74–75

purchase subject to owner-carry,

75–76

in winning deal formula, 15–16

First (or next) deal, fastest way to find,

see Marketing

First two weeks of investing, vital

importance of, 135–139

Flat-fee real estate brokers, 85

“Flipping” of deal, 85, 178–179, 181–182

Forbearance agreement, 173

Foreclosures, 40, 190

For-rent properties, see Rental property;

Renting of property

For sale by owner (FSBO) properties:

exit strategies and, 84

“real estate agent” objections of sellers

of, 36–37

Gratitude, 215–216

Hot real estate markets, 89–90

“I buy houses” classified ads, 44–46, 54

“I buy houses” signs, 42–43, 52, 54, 152

Instant Offer System, 93–116

money step, 106–112

motivation of seller step, 100–103

rapport with seller step, 94–97

up-front agreement step, 97–99

use of, 143–148, 167–173

“What if?” step, 112–116

Investing:

choices about, 136–138, 207–208

fear of starting out in, 8

importance of first two weeks of,

135–139

investor levels, 117–130

local real estate market and, 88–92

others’ reactions to, 6–7

time as number one resource and, 

33

Investors:

as cash buyers, 67

sellers’ objections to working with, 37

speculators contrasted to, 128

telling seller you are, 22–23

228 INDEX

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



Jeff, success story of, 203–204

Juli, success story of, 204

Lease option acquisition strategy, 

73–74

Lenders, working with, 40–41

Leon and Mary (Mentorship Program

students):

introduced, xix, 3–5

at mastermind meeting, 151–153,

155–156, 193, 195–196

rent-to-own and portfolio building,

185–188

use of cash and, 188–191

Level one investor, 118–123

mentoring and, 120–122, 127

obstacles to success of, 125–130

in 36-month development plan, 149

Level three investor, 118, 119, 123

in 36-month development plan, 149

time needed to become, 125

wealth skills and, 124

Level two investor, 118, 123

core skills and, 119

time needed to become, 125

Location, in winning deal formula,

16–17

Mail campaigns, 47–49, 54

Mark (Mentorship Program student):

introduced, xix, 6

at mastermind meeting, 151–153,

155–156, 194–195

using Instant Offer System to sign

second deal, 167–173

Marketing, 39–56

biggest mistakes in, 46–47

dials, 41–42, 54

direct mail, 47–49, 54

“I buy houses” classified ads, 44–46,

54

“I buy houses” sign, 42–43, 52, 54, 

152

referral network, 50–53, 55

using cash for, 191

Mary (Mentorship Program student), see

Leon and Mary

Massive equity, in “VROM” to qualify

seller, 22

Mastermind meetings, 151–156,

193–198, 202–203

power format for running, 153–154

Medium real estate markets, 89, 90

Mentors, 120–122, 127

Mentorship Program:

students and coaches in, 3–17

success stories of, 201–206

Mild real estate markets, 89, 90–91

“Mismatching,” 101–102

Money, see also Financing; Money, using

own

motivation comes before, 106–107

not an issue in judging deal, 67

Money, using own:

disadvantages of, 65

maximizing one’s investment of,

188–191

personal guarantees of debt and, 71

as source of funding, 81–82

Money partner, 83–84, 178–179
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Money step, in Instant Offer System,

106–112

Motivated seller:

appointment with, 131–133, 143–148

building rapport with, 94–97

dialing to find, 17–23, 57

level one investing and, 121

making feel smarter, 162–165

most common objections of, 36–37

putting into “eager role,” 160–162

screening over the phone, 27–38

as source of funding, 80

in winning deal formula, 15, 16, 

17

Motivation step, in Instant Offer System,

100–106

Multiple Listing Service (MLS), 84

Nancy (Mentorship Program student),

see Tim and Nancy

Nate and Maggie, success story of, 205

Negative phrasing negotiation

technique, 101–106, 164

Negotiation, fundamental skills,

101–102. See also Instant Offer

System

90-Day Action Plan, 209–214

importance of following, 201–202

Obstacles to success:

fear as, 8, 155–156, 182–184

in level one investing, 125–130

Option-to-purchase price, 86

Other place to live, in “VROM” to qualify

seller, 21

Out of Crisis (Deming), 122

Owner financing:

acquisition strategy and, 75–76

as exit strategy, 86–87, 88, 190

Patty, success story of, 201–202

Points, on loan, 82

Postcards, to landlords, 48

Price, how to lower, 107–109

Private money lender, as source of

funding, 81

Profit, figuring potential on cash deal,

63–66

Property, see also Rental property; Sale

property

initial ignoring of details about, 

34

location and condition of, 16–17

Purchase subject to existing financing

acquisition strategy, 74–75

Quick-Start Investor Success Program,

xx–xxi, 217–223

Range technique, to lower price,

108–109

Rapport, building with seller, 94–97

Real estate agents:

exit strategies and, 84, 85

objections to, by (FSBO) sellers, 36–37

technique to lower price and, 108, 

111

walk-away money for, 152

Real estate investing, see Investing

Real estate market, 88–92
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“Realistic” technique, to lower price,

108–109

Referral network, 50–53, 55

Rehab deals, 78–79

Reluctant-buyer negotiation technique,

101

Rental property:

script for inquiring about, 23–25

in “VROM” to qualify seller, 21

Renting of property:

as exit strategy, 85

renting and holding, 85

Rent-to-own, as exit strategy, 86, 179,

185–188

Retail buyer, as source of funding, 

80–81

Retailing of property, as exit strategy,

84–85, 87, 178–179

Rick and Rob, success story of, 206

Sale property, script for inquiring about,

18–23. See also Motivated seller

Sasha, success story of, 202–203

Scripts:

asking for referrals, 51

designed to maximize use of time, 

33

property for rent, 23–25

property for sale, 18–23

Seller, see Motivated seller

Short sales, 40

“Short term subject to rehab,” 78–79

Simultaneous closing, 80

Speculators, contrasted to investors, 

128

Spouses, importance of having both

present, 146–147

Structure of deal, see Deal structure

Success stories, 201–206

Telephone calls, see Dials

Tenant buyers, see Rent-to-own

Terms deals, 68–84, 86–87

acquisition strategies for, 58, 

73–76

aspects common to all, 69

best sources for, 80–84

combination strategies, 77–79

ground rules for, 70–72

investors as cash buyers, 67

seller qualification and, 22

Third-party lenders, as source of

funding, 82–83

36-month investor development plan,

149

Tim and Nancy (Mentorship Program

students):

deal closing and, 157–165

first dial of, 27–29

introduced, xix, 5–6

at mastermind meeting, 151–153,

155–156, 194, 196

Time, as number one resource of

investor, 33

Toll-free voice mail system, 

49–50

Training, using cash for, 191

Up-front agreement step, in Instant

Offer System, 97–99
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Vacancy, in “VROM” to qualify seller, 

21

Vicki (Mentorship Program student):

exit strategies and, 175–180

first appointment of, 143–148

first dial of, 29

introduced, xix, 3–5

at mastermind meeting, 151–153,

155–156, 193, 197–198

Voice mail system, toll-free, 49–50

“VROM,” seller qualification and, 

20–22

Wealth:

building with rent-to-own properties,

185–188

skills of super successful investors, 124

“What if” step, in Instant Offer System,

112–116

Wholesale buyer, 80

“Why” exercise, xxii

Winning deal decision tree, 59

Winning deal formula, 15–17

“You’re an Investor” objection, 37

232 INDEX

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om


