INDEX

Access to property, in letter of intent, 94
Access to property’s location, as value
indicator, 36
Accounts payable, property manager
and, 215, 226
Acquaintances
as source of deals, 59-60
as source of financing, 178-179
Actual numbers, buying based on,
11-12, 68-69, 147-148
Advertising plans, property manager
and, 220
Agency, types of, 244-245
Agree/repeat pattern, in negotiation. 103
Agriculture, US Department of, 58
A.M. side of roads, 72
Americans with Disabilities Acy; 123, 210
Anchor tenants, repositioning and, 12-13
Angel investors, 167, 177180
Answering machine: changing message
on after closing, 136
Anxiety, introducing into negotiations, 98
Apartment buildings
repositioning of, 13
sample deal analysis for, 79-82
Appraisal
due diligence and, 124
lenders and, 169
in loan application package, 170
Appreciation
equity build-up and, 9
forced, 11-12
Assessor’s office
due diligence and reassessment
schedule, 119

list of names for direct mail and, 45-46
Assignment to third party, in letter of
intent, 93
Assistant, on home teain, 200-201
Attitude, property 1nanagement firms
and, 155-15¢
Attorneys. Sec a0 Legal due diligence
on deal ttam, 204-205
hiring « £ qualified, 150
lease<in place and, 75
ceview of closing documents by, 134
=s source of deals, 56
terms sheets and, 169
title insurance and, 133
using for P&S, 110

Bad deals, recognizing early, 142-145
Bank deposit records, reviewing seller’s
during due diligence, 91, 118

Bank-owned properties, 58-59

Bankruptcies, as source of deals, 56

Banks, local, repositioning projects and,
163, 164

Below replacement cost, buying
property for, 71-72

Below-market price, buying property
for, 43

Below-the-line expenses, 63, 237

Big-box retail stores, market cycles
and, 32

Bird-dogging, 146

Blanket mortgages, 176

Breakeven analysis, 77

Breakeven occupancy, 77

Bridge loans, 166
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Brokers. See List brokers; Mortgage
brokers

Building code violations, checking for, 127

Building Owners and Managers
Association, 55, 223

Business risk, 158

Buyer, researching of, 247-249

Buyer’s agency agreement, 244

Buyers’ market, phases of, 17-21

Cable/Internet service contracts, 120
Capital expenses
defined, 63
due diligence and seller’s, 91
replacement reserves and, 76
resale and, 237
Capital improvement and maintenance
log, reviewing seller’s during due
diligence, 120
Capitalization rate
deal analysis and, 64
income valuation methods and,
70-71
Cash and terms offer, 107
Cash flow
advantages and opportunities in
commercial real estate, 6-7
debt service and, 65, 152, 152
letter of intent provisionsand, 89-90
new sources of, 198-199
subcontractor payrreuts and, 189
before taxes, 66—6
value and multiples of, 12
Cash offers, 107, 162
Cash-on-cash return, deal analysis and,
64, 65
Certificates of occupancy, due diligence
and, 129
Certified Commercial Investment
Member (CCIM), 203
Certified property inspector, 122
Certified Property Manager (CPM), 217
Character traits, of successful persons, 194
Claim history, reviewing seller’s during
due diligence, 120

Classes of properties
defined, 78
property managers and, 216
Closing
asking seller about, 98
escrow agent and, 132-133
in letter of intent, 93
preparing for ownership change after,
135-136
scheduling of, 134-135
title insurance and, 133
when reselling, 250-252
Closing attorney, 204
Coachability, 194
Code enforcement officers, 128
Collections
paying attention to, 154
resale and, 736
Comfort zcne; 1eaving daily, 185
Commeieial leases, types of, 75-76
Coruraercial real estate
detined, 1-2
lack of competition for, 5-6
psychological barriers to investing
in, 2-3
reasons to invest in, 3-8
ways to make profit from, 9-15
Commissions
in letter of intent, 94
in listing agreement, 245
resale and, 242-243
Commitments, importance of keeping, 48
Commodore Hotel, New York, 37
Comparable method, of property
valuation, 70
Competition
finding less in commercial real estate,
5-6
mentioning during negotiation, 105
Condominiums
moratoriums on building of, 28-29
parking requirements for, 77
Conduit lenders, 164
Conforming loans, 165
Construction loans, 165
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“Contract,” avoiding use of word, 97
Contractors, on property team, 209-210
Conventional loans, 165
Cost method, of property valuation, 71-72
Courthouses, as source of deals, 56
Credit history

personal, 168

of potential renters, 75
Csikszentmihalyi, Mihaly, 190
Cycles of market, 16-17

buyers’ market, 17-20

demand drivers and, 25-27

finding property in right phase of, 186

land use and, 24-25

resale timing and, 232-233

risk avoidance and, 148-149

seller’s market, 22-23

signals of change in, 31-33

signals of coming strong, 33-36

supply drivers and, 27-30

Deadline, in negotiations, 104-105
Deal team, 202-205
attorneys, 204-205
real estate brokers, 202-204
Deals. See also Deal team; Deals, souices of
advantage of full pipeline of, 4/~'8
benefits of attracting, nct ciaving,
41-42
common early mistakes in, 52-53
direct mail and, 44-47
focus on deal, vot deal-maker, 3—4
importance of system to, 50-52
making time for, 38-41
recognizing motivated sellers, 42-44
rules for doing business with anyone,
48-50
secrets to finding, 48-50
Deals, reading of. See Value,
calculating of
Deals, sources of
acquaintances, 59-60
attorneys, 56
bank-owned property listings, 58-59
courthouse records, 56

direct mailings, 57-58
government agencies, 58
Internet, 57
property ownership associations,
54-55
real estate brokers, 53-54
real estate investment clubs, 55
Debt. See also Financing
assumption of existing, 172-177
using prudently, 162
Debt coverage ratio
deal analysis and, 66
negotiation and, 108-109
risk avoidance and, 153-154
Debt partnerships, 176:177
Debt service
cash flow and, 162
deal analys:s aad, 65
Decisiveness, (94
Deferred maintenance
otcmancy rates and, 151
arcperty repositioning and, 12-13
reviewing seller’s record during due
diligence, 121
risk avoidance and, 144
Delegation. See also Skill multipliers
risk avoidance and, 156-157
to smart persons, 184
three things you cannot delegate,
187-188
Demand
drivers of, 25-27
in seller’s market, 22-23
Demographics, 14-15
demand and, 26
as market indicator, 33-34
neighborhood cycles and, 10-11
Deposit
in letter of intent, 92
as percentage of purchase price, 111
Depreciation, of expenses, 63
Direct mail
business growth and, 198
response rates and, 4445
as source of deals, 57-58

255



INDEX

Direct mail (continued)
sources of lists for, 45-46
time management and, 39-40
tips for writing letters, 46
Discipline, 194
Diversification, of investment properties,
159-160
differs from distraction, 190
Dog deals, handling of, 140-141
Double-net lease, 76
Down payments, 161
Dual agency agreement, 244-245
Due diligence, 113-115. See also Value,
calculating of
financial, 113-114, 115-122
legal, 114, 126-130
lending commitment and, 131-132
physical, 114, 122-126, 150
requests of seller’s information, 91-92,
115-121
reviewing results of, 130-131
seller’s package of, 111
when reselling, 249-250

Echo boomers, 26, 27
Economic occupancy, 77
Effective date, in letter of intent, 9¢-91
Effective gross income, 63
80/20 rule, 6263, 113, 156
Elevator speech, 59—60
Emerging markets; 10-11
beginning stages c1, 20-21
Emerging Real Estate Markets (Lindahl),
10,73
Eminent domain, supply and, 29-30
Empathy, displaying during negotiation,
100
Employees
due diligence and payroll register, 120
ownership change and, 136
property manager’s role and, 215
Employment, market cycles and, 18-21,
30, 32-33
resale timing and, 232-233
E-myth Revisited (Gerber), 51
Environmental inspections, 124-125

Environmental reports
due diligence and seller’, 91,
110-111, 124-125
in loan application package, 171
Equity, building of, 9
Equity partnerships, 176-177
Escrow account, 76
Escrow agent, 132-133, 134
Estoppel letter, 76
due diligence and, 129-130
Eviction process, property manager
and, 220
Exclusive agency listing, 246
Exclusive listing, 246-247
Executive summary
in loan applicaticn package, 170
in property manager’s report, 227
Existing debt; assumption of, 172-177
Exit strateo 7, knowing at purchase, 228.
Ser a0 Resale
Experses
as component of value, 73
conservative assumptions about, 192-193
decreasing before resale, 237
pass-through, 75
value plays and higher-than-normal, 12

Failure of deals, common causes of,
149-153
being cheap, 150-151
doing marginal deals, 151-152
not taking action, 150
Fannie Mae, 163, 165
Fear, risk avoidance and, 145-148
Fees, property manager and, 219
Financial due diligence, 113-122
bad deal recognition and, 143-144
bank deposit records, 118
capital improvement and maintenance
log, 120
deferred maintenance reports, 121
insurance policy and claim history, 120
loan documents, 118
monthly operating statements, 116
payroll register, 120
property tax bills, 119
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renegotiation and, 121-122
rent roll, 117-118
security deposit account statements, 119
service contracts, 119-120
utility bills, 119
year-to-date operating statements,
116-117
Financial risk, 158-159
Financial statements
in loan application package, 170
in property manager’s report, 226
readying for resale, 236-238
Financing
assumption of debt, 172-177
common mistakes of, 161-162
investors and, 177-181
loan approvals, 168-172
loan types, 164-168
sources of, 163-164
Flinch, in negotiation, 104
Flow (Csikszentmihalyi), 190
Forced appreciation, 11-12
Foreclosures, competition for and
market cycles, 20
Freddie Mac, 163, 165
Free money, market cycles and, 31
Free or low-cost land, market ¢vcics and,
31-32

Gerber, Michael, 51

“Give before you g=t,” 191-192

Goals
creative discipline and, 194
setting for negotiations, 99

Google, 248-249

Governments
agencies of, as source of deals, 58
laid off workers and market cycles, 33
loans from, 165

Gross lease, 75

Gross potential income, 63

Hard money deposit, 92

at resale, 248
Hard-money lenders, 167-168
Hazardous waste clause, 110-111

Headline, in direct mail letter, 45-46
Heating/ventilation/air-conditioning/
cooling (HVAC) systems
maintenance specialist and, 211
obsolescence of, 29
Helmsley, Harry, 9
Home team, 200-202
assistant, 200-201
marketer, 201-202
Housing and Urban Development,
Department of (HUD), 58
HVAC systems
maintenance specialist and, 211
obsolescence of, 29

Immigrants, demard c1:d, 26-27
Income, types of, 63
Income methd, of property valuation,
70-71
Inefficicn: market, commercial real estate
aad; 3
Iniill areas, 24
mspection period, in letter of intent,
91-92. See also Due diligence
Institute of Real Estate Management,
55,217,223
Insurable risk, 159
Insurance coverage
due diligence and, 91, 128
property managers and, 218
seller’s policy and claim history, 120
Interest rates, assumption of debt and,
173-174
International Council for Shopping
Centers, 55
Internet
as source of deals, 57, 203-204
service contracts and, 120
Investors
dealing with, 177, 207-208
debt partnerships, 176-177
equity partnerships, 176-177
sources of, 178-180
IRAs, investing with, 174
IRS section 1031 tax-deferred exchange,
14-15
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Job growth, market cycles and, 18-21,
30, 32-33
resale timing and, 232-233

Keogh accounts, investing with, 174

Land, low-cost, and market cycles, 31-32
Land use
changes in, 27-28
market cycles and, 24-25
Laundry service contracts, 120
Leases, forced appreciation and, 12
Leases in place, 74-77
Legal description of property, in loan
application package, 171
Legal due diligence, 114, 126-130. See
also Attorneys
building code violations, 127
estoppel letters, 129-130
insurance, 128
licenses, certificates of occupancy,
permits, 129
local ordinances, 128-129
service contracts and, 120
vendor contracts, 129
zoning certifications, 128
Lenders. See also Financing
conduit, 164
local banks, 163, 164
national, 163, 164
term sheet of, 11
timing of loan ¢oinmitment letter
from, 131-132
Letter of intent (LOI) contents,
87-94
access, 94
assignment to third party, 93
closing, 93
commissions, 94
deposit, 92
inspection period, 91-92
property address, 88
purchase price, 88-90
risk avoidance and, 142
time frame, 90-91
title policy, 93

Licenses, due diligence and, 129
Limited liability company (LLC)
partnership, 181
List brokers, 45-46
Listing agreement, 243-245
Litigation attorney, 204-205
Loan documents, reviewing seller’s
during due diligence, 118
Loans, types of, 164-168
bridge, 166
construction, 165
conventional, 165
government, 165
hard-money, 167-168
mezzanine, 165-166
private, 166-167
SBA, 166

Local banks, zepositioning projects and,

163, 1¢4
Local governments
ascessors’ office and direct mailings,
<5-46
employment incentives and, 19
incentives for corporations, 31-32
Local ordinances, due diligence and,
128-129
Local paradigm, 30
Location of property
bad deal recognition and, 144-145
as component of value, 72-73
Locations, for negotiation, 96-97
Locks, replacing after ownership
changes, 136
Loopnet.com, 140, 203
Low-interest loans, market cycles
and, 31
Loyalty, giving and getting, 193-194

Mailings. See Direct mail
Maintenance issues

property manager’s role and, 214-215,

220-221
reviewing seller’s records before
ownership change, 121
Maintenance specialist, on property
team, 210-211
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Map to property, in loan application
package, 171
Marginal deals, failure and, 151-152
Market segments, 4-5
Marketer, on home team, 201-202
Marketing, 198, 228
Markets, hodge-podge nature of, 4
Markets, reading signals of, 16-17
buyers’ market, 17-20
demand drivers, 25-27
land use and, 24-25
seller’s market, 22-23
signals of change in, 31-33
signals of coming strong, 33-36
supply drivers, 27-30
Master lease options, 175
Master plan, of local community, 19
Media, demand and, 26
Mezzanine loans, 165-166
Modified gross lease, 75
Momentum plays, 78
Monday Morning Report, of
management company, 157
elements of, 225-226
Money multipliers
assumption of debt, 172-177
common mistakes of, 161-162
investors and, 177-181
loan approvals, 168-172
loan types, 164-168
sources of, 163-16-
Money team, 207206
mortgage brokers and, 206
private investors and, 206-207
Monthly operating statements, 116
Month-to-month trending report, deal
analysis and, 69
Moratoriums on buildings, supply and, 28
Mortgage brokers
deal analysis and, 84-85
due diligence and, 115
financing and, 164
on money team, 206
Mortgage principal, reducing to build
equity, 9
Mortgage-backed securities, 164

Motivated sellers, learning to recognize,
42-44, 99

Multi-Family Millions (Lindahl), 13, 79

Multiple offers, being ready to make,
107-108

Multiplier Effect, 21

National Association of Apartment
Owners, 55
National economy, demand and, 25-26
National lenders, 163, 164
Negotiation
avoiding quick deal, 112
directly with real estate brokers,
100-102
directly with sellérs; 94-100
tips for effective, ¥/-100, 103-111
tips for price 1 cgotiating, 95-96
Net lease..75
Net operzting income (NOI)
cap ralization rate and, 64
cash flow valuation and, 12
cash-on-cash return and, 65
debt coverage ratio and, 66
defined, 63
income valuation methods and, 70-71
resale and, 236-238
“No,” leaving seller room to say, 96
No-money-down arrangements,
avoiding, 59, 161
Non-recourse loans, 168

Obsolescence, supply and, 29
Occupancy rates
maintenance issues and, 151, 154-155
property manager’s role and, 214,
220,221
Offers, making regularly, 139-141,
190-191
Off-market deals, 50
Onassis, Aristotle, 251
Open listing, 246
Operating account, maintaining access
to, 222
Operating expenses, 63
resale and, 237
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Operating statements
deal analysis and, 69
due diligence and, 116-117
negotiation and, 108-109
Options, 175-176
Owner financing
asking seller about, 98
letter of intent and, 89-90
Ownership chain. See Title
Ownership change, first steps after,
135-136

Pareto Principle. See 80/20 rule
Parking, value calculation and, 77
Pass-through expenses, 75, 220
Payroll register, reviewing seller’s during
due diligence, 120
Performance clause, in listing
agreement, 245
Permits, due diligence and, 129
Personal property inventory, due
diligence and, 91
Pest inspection, due diligence and, 125
Phases I and II environmental
inspections
due diligence and, 91, 110-111, 124-.125
in loan application package, 171
Photos of property, in loar apulication
package, 171
Physical due diligence, 111, 114,
122-126
appraisal, 124
being present for inspection, 125-126
pest inspection, 125
Phases I and II environmental
inspections, 124-125
property survey, 123-124
renegotiation and, 126
site inspection, 122-123
site plans and specifications review, 123
tool and supply inventory, 124
using professional for, 150
Physical occupancy, 77
Pipeline of deals
advantages of full, 47-48
importance of keeping full, 52-53, 109

P.M. side of roads, 72
Population trends, market cycles and,
32-33
Prepayment penalty, assumption of debt
and, 173, 175
Price
as component of value, 73-74
local paradigm and, 30
Private investors, 166-167, 176-177
on money team, 206-207
Pro forma numbers, avoiding using,
11-12, 68-69, 143-144
Profit, at purchase
from emerging markets, 10-11
from equity build-up, Y
from forced appreciaton, 11-12
potential for, 1'-3
from repositicning, 12-13
from 1031 exchanges, 14-15
Profit, st sesale, 230-231
claging’and, 250-252
due diligence period and, 249-250
Inowing when to sell, 231-235
leaving some for buyer, 233-234
listing agreement, 243-245
preparing financials for, 236-238
preparing property for, 235-236
property-information package, 238
real estate broker selection and,
240-243
real estate brokers and, 238-240
researching of buyer, 247-249
types of listings, 246-247
Profit-and-loss statements
deal analysis and, 68, 91
in property manager’s report, 226
Proof of funds, requiring of buyer,
247-248
Property
address of, in letter of intent, 88
advantages of dealing in many types
of, 4-6
rather than buyer’s wealth as focus of
deal, 34
readying for resale, 235-236
Property inspector, on property team, 210
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Property management firms
assessing quality of reports from,
186-187
attitude of, 155-156
collections and, 154
fit with property, 216-218
giving up control and, 227-229
loan application package and,
171-172
local ordinances and, 128
Monday Morning Report of, 157,
225-226
occupancy and, 154-155
property management agreement,
223-224
on property team, 208-209
reports expected from, 220, 224-227
roles of, 213-216
selecting of, 135, 218-222
as time multiplier, 212-229
Property ownership associations, as
source of deals, 54-55
Property survey, due diligence and, 91,
123-124
Property tax bills, reviewing seller’s
during due diligence, 119
Property team, 208-211
contractors, 209-210
maintenance specialist, 210-211
property inspector, 21
property manager, 208-209
Propertyline.coni 203
Psychological barriers, to selling
commercial real estate, 2-3
Purchase and sale agreement (P&S)
assumption of existing debt and, 173
in loan application package, 171
updated financial statements and, 69
value of attorney to, 110
Purchase price
deposit as percentage of, 111
in letter of intent, 88-90
negotiating tips, 95-96
Purchase procedures
letter of intent, 87-94
negotiating techniques, 103-111

negotiating with broker, 100-102
negotiating with seller, 94-100
tips for negotiating, 95-96

Quick deals, avoiding, 112

Rapport, building during negotiation,
103
Real estate brokers
deal analysis and, 140-141
on deal team, 202-204
making offer through, 102
negotiating directly with, 100-102
property managers and, 216
resale and, 238-240
selecting for resale, 240-243
as source of deuls: 53-54
tips for neghtiating with, 103-111
types of Lsungs, 246-247
Real esta1> investment clubs, as source of
deals, 40, 55
Reciprocity, law of, 191-192
2ecourse loans, 168
Keferences, asking property manager
for, 221-222
Relocations, market cycles and, 32
Renegotiation
after financial due diligence,
121-122
after physical due diligence, 126
Rent roll
deal analysis and, 68
due diligence and, 117-118
matching security deposit statements
to, 119
in property manager’s report, 226
Rents
checking creditworthiness of renters, 75
property manager and collection and
deposit of, 213-214
raising before resale, 236
raising to increase cash flow, 12
raising to reposition property, 13
Repair allowance, in letter of intent,
88-89
Replacement reserves, 76
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Repositioning, of property
deal analysis and, 78-79
local banks and, 163
as value play, 12-13
Reputation, cultivating good, 48-50,
109-110, 130, 188-189
Resale, 230-231
closing and, 250-252
due diligence period and, 249-250
knowing when to sell, 231-235
listing agreement and, 243-245
preparing financials for, 236-238
preparing property for, 235-236
property managers and, 222
property-information package, 238
real estate broker selection and,
240-243
real estate brokers and, 238-240
researching of buyer, 247-249
types of listings, 246-247
Reserve account, in property
management agreement, 223
Response rates, to direct mail, 44-45
Resume, personal, in loan application
package, 170-171
Revitalization zones
buyer’s market and, 19
cautions about, 73
Risk management, 138-139
avoiding common czuzes of deal
failure, 149-155,.174-156
avoiding fear and aesperation,
145-148
debt service and, 153-154
delegation and, 156-157
diversification and, 159-160
knowing place in real estate cycle,
148-149
looking at lots of deals, 139-141
making offers regularly, 139-141,
190-191
recognizing bad deal early, 142-145
starting and stumbling and, 184-185
types of risk and, 158-159
Romeo, James, 8
Roth IRAs, investing with, 174

Ruling for Doing Business with Just
About Anyone, 48-50

School districts, as market indicator, 35
Second mortgage
letter of intent and, 89-90
as one possible offer, 107, 108
resale and, 247
Security deposit account statements,
reviewing seller’s during due
diligence, 119
Sellers
learning to recognize motivated,
42-44, 99
learning to talk to, 40
making life easier” ter; 48—49
negotiating dir=ctly with, 90, 94-100
tips for neghtinting with, 103-111
Seller’s agency agreement, 244
Seller’sanatket, phases of, 22-23
SEF accounts, investing with, 174
Selvice agreements, due diligence and
seller’s, 91, 119-120
Shavel, Mark, 189
Shopping center, sample deal analysis
for, 82-84
Short sales, 59
Silent treatment, in negotiations, 103, 106
Single-family homes
lack of cash flow from, 7
risk and, 8
Single-net lease, 76
Site inspection, due diligence and,
122-123
Site plans and specifications review, due
diligence and, 123
Skill multipliers
characteristics of successful businesses,
198-199
deal team, 202-205
delegation and, 196-197
home team, 200-202
money team, 205-208
property team, 208-211
Small Business Administration (SBA)
loans, 166
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Small moves, in negotiation, 106-107
Spending authority, in property
management agreement, 223
Splitting the difference, avoiding,
106-107
Stabilized occupancy, 166
Starting small, thinking big, 7-8
“Stick campaign,” 120-121
Straight options, 175-176
Strike price, 96
Subcontractors
paying promptly, 189
property managers and, 221
Subordinated debt, 89-90
Supply
buyer’s market and, 17-21
drivers of, 26-27
Supply and tool inventory, due diligence
and, 124
Sympathy, displaying during
negotiation, 100
Syndication, 176, 180
System
cash flow cushion and, 7
importance to making deals, 50-52
risk and, 8

“Taking back paper,” 174
"Tax issues
abatements and market cycles, 31
reviewing property taz bills, 91, 119
1031 exchanged, 14-15
verifying taxes before purchase, 74
Teams, as skill multipliers
deal team, 202-205
home team, 200-202
money team, 205-208
property team, 208-211
1031 exchanges, 14-15
Tenant-in-common (TIC), 181
"Tenants
ownership change and, 136
repositioning with, 13
Tenants at will, 74
Term, of listing agreement, 243
Term sheet, of lender, 111, 168-169

Thinking big, starting small, 7-8
Third party, assigning contract to, 93
Time, making to research deals, 38-41
Time frame, in letter of intent, 90-91
Time multipliers, 212-229
assistant and, 200-201
giving up control and, 227-229
interview of management company,
218-222
property management agreement,
223-224
property management reports,
224-227
property manager’s fit with property,
216-218
property managec’s roles, 213-216
Time on market
bad deal recoguition and, 145
seller’s markev and, 22-23
Title
due diligence and, 91, 111, 127
letier of intent and, 93
‘Tirie attorney, 204
“itle insurance, 133
Tool and supply inventory, due diligence
and, 124
Traffic count, as market indicator,
33-34
Traffic flow
as component of value, 72
as market indicator, 35, 152-153
Triple-net lease, 75-76
Trump, Donald
on always looking for deals, 60
investors and, 182
options and, 175
on thinking big, 7
Trust, building during negotiation, 100

Underpromising and overdelivering, 100

Unemployment. See Employment,
market cycles and

Universities, laid off workers and market
cycles, 33

Unmotivated sellers, learning to
recognize, 42-43
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Utilities
property manager’s role and, 215
resale and, 236, 237
reviewing seller’s bills during due
diligence, 119

Value, calculating of, 61-62
components of value, 72-74
80/20 rule and, 62-63
leases in place and, 74-77
mortgage brokers and, 84-85
pro forma numbers and, 68-69
spotting opportunities, 78-79
tools to calculate value, 64-67
types of properties and, 77-78
ways to calculate value, 69-72
ways to calculate value, examples,

79-84

INDEX

Value play, forced appreciation and, 11-12
Vendor contracts

due diligence and, 129

rebidding before resale, 237

Walk-away close, 105, 109
Wealth. See also Profit entries
not needed to start making deals, 34
potential to create, 1-3
Weasel, avoiding being, 109-110
Wickman, Floyd, 191-192
Win/win situation, creating, 97, 100
Wraparound mortgage, 174

Year-to-date operating siatements, 116-117

Zoning certifications, due diligence
and, 128
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