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Warning! 

Please Be 

Aware 

 

If the wire security seal running through the holes of 

the pages of this home study manual is damaged, cut 

or destroyed in any way or any of the holes of the 

pages in this manual are ripped out any Money Back 

Guarantee offered by the author will be null and void. 

 

Such damage to the security seal or the pages in the 

manual will make the return of this product for a full 

or partial money back return of funds null and void 

and will NOT be honored by: 

 

Lawrence Harbolt or Harlon Publishing LLC 
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This publication is designed to provide accurate and 

authoritative information in regard to the subject 

matter covered. The following information is given or 

sold with the understanding that the publisher is not 

engaged in rendering any legal, accounting or other 

professional services of any kind. If legal advice or other 

expert assistance is required, the services of a 

competent professional person should be sought. 

 

From a Declaration of Principal jointly adopted by a 

Committee of the American Bar Association and a 

committee of Publishers and Associations. 

 
 

Published By: 

 
 

Harlon Publishing, LLC. 

P.O. Box 41251 

St. Petersburg, Florida 33743 
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COPYRIGHT NOTICES 

 

© Copyright Lawrence Harbolt, MMIX. All rights reserved. The original licensed 

purchaser of these materials is authorized to use all information contained in this 

report for personal use only. These are copyrighted materials. 
 

Any unauthorized transfer or license, use, photocopying or distribution of these 

materials to anyone else other than the licensed client/purchaser is prohibited 

and will be prosecuted to the fullest extent of the law. 
 

All rights reserved under International Copyright law. This publication may not be 

reproduced, stored in a retrieval system, or transmitted in whole or in part, in any 

form or by any means, electronic, mechanical, photocopying, recording or 

otherwise, except for personal use, without prior express written permission of 

the publisher. 
 

                                                                LEGAL NOTICES 

 

Some suggestions made in this publication concerning Real Estate, marketing and 

advertising may be subject to varying regulatory laws in your state or municipality. 

The purchaser of these materials assumes all responsibility for the use of all 

materials contained in this publication and adherence to all applicable laws 

governing business practices, agency relationship, and any real estate transactions 

engaged through the use of these materials. Always consult a professional before 

committing to any transaction. 
 
 

 

Published by Harlon Publishing, LLC, 

P.O. Box 41251, St Petersburg, FI. 33742  
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DISCLOSURE 

 

PLEASE DO NOT use any of the contracts, forms or documents provided in this course 

manual or any other course manual without first reading every word then discuss 

each contract, form or document with your attorney. It would also be a good idea to 

discuss every deal you are thinking of doing with your Certified Public Accountant as 

well as your attorney to be sure that what you are about to do is being done in your 

best interests and completely legal in the state in which the contracts, forms or 

documents are being used. 
 

No form, contract or document should be used as "ONE SIZE FITS ALL" as every deal 

will be different in some way. Be sure to thoroughly read any form, contract or 

document before using. 
 

NOTICE 

 

Real Estate Investing results are not typical! Every deal you do will be different and to 

be profitable each deal you do must stand on its own merit based on the facts of the 

deal itself. The results you get will be based on the results of your negotiating skills 

and then the implementation of each deal based on the deal you are doing at that 

time. The author is not guaranteeing any specific result or profit in any way. The 

information contained in this home study manual is meant to inform you of the many 

different ways to structure real estate deals and is not meant to guarantee your 

results or success in any way. 
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The author of the following materials whether written or audio is NOT an Attorney, 

a Certified Public Accountant or a Para-Legal. The author is an investor who has 

many opinions that he believes are true and accurate. 

The following information is designed to help the reader better understand how 

Creative Seller Financing works and to help give them quality information to 

acquire more profitable real estate deals. 
  

The author recommends that the reader of these materials first consult their 

Attorney or legal professional and their Certified Public Accountant before 

implementing any of the ideas or information shown in this manual. The author 

desires to help the reader better understand how to complete creative yet safe 

deals as well as all other pertinent documents provided that are related to seller 

financing for the best desired results of the reader. 
 

 

Larry's Contact Information 

 

LarryHarbolt@gmail.com 

 

Or 

Fax: 727-367-5349 
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Creative Seller Financing That Generates Fast Cash and Long-Term Income" was created to help 

you understand the way financing of real estate will change over the next few years. Over the 

next few years some real estate investors will fail and go out of business, some will survive but 

not make the kind of money we all know can be made from real estate and some will flourish and 

prosper even better than investors did during the boom years. The key will be the financing. 

Financing has always been the catalyst needed to be able to generate profits. There are many 

parts necessary to create profitable deals and how the financing was structured on every one of 

those deals had to be done in a way that allowed the investor to control a piece of real estate 

until it could be sold and the proceeds of the sale after paying all costs left enough to give the 

investor a considerable profit. 

Yes, financing truly is the main component necessary to generate profits. This manual contains 

many aspects of the type of financing that can and will change the way many real estate investors 

do business. Whether you are looking for fast cash or steady monthly income or whether you like 

to flip property, fix and sell property retail or rent properties this book is for you. There is 

something for everyone. What is contained in the pages of this Manual is not something new as 

a matter-of-fact some of the ideas you will learn have been around longer than bank financing. 

For some of you the information contained in this Manual may not be what your parents know 

and understand about financing but I'll bet your grandparents understand many of the ideas and 

strategies you are about to learn. This stuff has been around for a long, long time. But unless you 

were ever exposed to creative financing it may seem not to be what looks on the surface to be 

what you need to structure your deals. Once you start to learn what can be done and how to 

accomplish what you are trying to do using creative financing it will change the way you do 

business forever.  Contained within the pages of this Manual you will find several strategies of 

creative financing that will help you achieve your financial goals only in different ways than most 

of you have ever heard about. 

What you are about to learn is not only legal and ethical when used correctly it can be much 

more profitable than using institutional financing for both the seller or the buyer. Whether you 

are buying or selling real estate what you will find within the pages of this Manual will change 

the way you think and structure your deals. This information will give you a window into the 

future of real estate investing unlike what many have done in the recent past. Please read every 

word with an open mind as this information will definitely help you think outside of the box in a 

way that can create huge profits. 

 

Happy and Prosperous Investing 
 

Larry 
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Through the years of my real estate investing career I have been forced to use creative 

buying techniques due to lack of money and credit in the early years. All of the creative 

techniques I learned in the early days were so successful that I have found it extremely 

difficult to break old habits that work so well. 
 

I started my real estate investing career in 1979 in a small town in southwest Michigan, 

population 800. With six children to feed and unemployed much of the time as a 

construction worker I had to constantly deal with three major obstacles to overcome, 

somehow I had to find a way to finance my real estate deals because: 

1. I had no extra money for investing. 

2. I had seriously wounded credit. 

3. I had no hope of getting a bank loan. 

Because of this I had to learn how to be creative or I couldn't invest in real estate. Some 

of the best deals I have done were deals I created out of necessity before I actually knew 

much about creative real estate. This may sound silly but there is a lesson here. This 

manual will show you how to buy and finance your deals in creative ways without bank 

financing. I'm glad things happened the way they did for me. I'm glad because I surely 

built a solid foundation of truly creative strategies that people who have traveled a 

different path at a different time didn't get the benefit of. Due to the fact that I took the 

real estate road less traveled is the reason I am now teaching others what I did and why. 

Most of the real estate gurus I know personally are quite well educated in the different 

aspects of real estate investing yet most of them teach only niches that generate fast cash 

because that’s what many Americans want and need today. This Manual is being written 

for those who need fast cash as well as the estate builders who are trying to build a 

constant income stream and a solid, growing retirement plan. I will share with you many 

different strategies and techniques that will work for either plan. Some strategies will give 

you both fast cash and long term wealth building. For some of you, some parts of this 

Manual may seem to be too elementary; I apologize for that as I am trying to provide 

good, solid information for investors of all knowledge levels. If my examples seem to be 

too detailed it’s only because I am providing extensive details for better clarity.  

 

I sincerely hope the material in this Manual will give you many different ideas you've 

never heard of, but if you have, I want to go into more detail on how these ideas work. 

Having been a contractor, I know that the more tools you have in your tool belt, the more 
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different aspects of building you can do, which greatly increases your value to your 

customers. The ideas you get from this Manual should greatly increase your ability to 

produce profit that will enhance your life as well as your family's lives and by doing so you 

will also be helping desperate Sellers by solving major problems in their lives. The more 

you know the more lives you can affect and the more wealth you can create while at the 

same time changing many lives and really making a difference in the world. Changing lives 

makes the world a better place to live for all of us. I believe that those of you who live 

your lives with conviction and integrity are truly GREAT AMERICAN'S! 

When giving or receiving seller financing terms, the possibilities are endless. There is no 

right or wrong way to do a seller financing deal as long as the way you and the seller agree 

to do the deal is legal and ethical. Institutional lenders have too many rules that are 

counterproductive for doing creative real estate deals. Whatever the buyer and seller can 

conceive they can achieve. This is the true secret of success as a real estate investor. It's 

called "creative financing". When doing deals in a market like we are currently in - and 

also in the coming months and years - creative seller financing of some type is the key to 

success we are all looking for. It is so much easier to build wealth, create income, build 

your retirement portfolio and create tax savings when you get seller financing terms than 

you could never get with the institutional financing. Throughout history - since people 

have been buying and selling real estate - making payments to the seller was the standard 

modus-operandi of financing. Eventually, banks decided they wanted a piece of the pie 

and started lending money to people to buy real estate also. Everything seemed to work 

well for a long period of time. Today, banks and institutional lenders are partially 

responsible for the current foreclosure crisis we are seeing across the country. I'm not 

trying to take any blame off the borrowers - they are a major part of the problem also - 

but they are only a part of the problem, not the entire problem. 
 

What Really Happened to the Real Estate Market 
 

 

Banks and institutional lenders have and continue to contribute to the current crisis and 

nobody I know is sure how the problems the banks and institutional lenders are creating will 

be corrected or if they can be corrected. For years many banks and institutional lenders have 

given loans to home buyers and real estate speculators, developers and investors. Unless 

the banks are portfolio lenders - which means when they make a loan they do not sell that 

loan, they keep it in-house and collect all of the payments until that loan is paid off, while 

most banks and institutional lenders who make loans immediately sell the notes after 

closing. 
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The problem that nobody seems to know how to solve is, when the bank or institutional 

lenders who gave the borrower the money have, in many cases, remained in the picture as 

a servicing company for that loan. In other words, this is who the borrower continues to 

send the mortgage payment to every month, even though that lender sold the loan many 

months -or even years - ago. So how can this be the problem? Simple, many times the 

monthly payment made to the servicing company gets misappropriated which eventually 

could cause a foreclosure to be entered against a borrower that may not have ever been 

late with a payment. 

 

Another problem is that these banks and institutional lenders made loans that set the 

borrowers up for failure. These loans are what are known as adjustable rate mortgages, 

whereby the monthly payment increases every few years because the interest rate 

increases. If the borrower was forced to get an adjustable rate mortgage, it only stands to 

reason they weren't very smart or they didn't realize that the increase in payment amount 

would soon be upon them - and if a miracle doesn't happen -  they will soon be in trouble. 

The problem is, most Americans live for today and worry about tomorrow when it's too late 

in many cases. It’s the “head in the sand” method of dealing with reality that many 

Americans use.  

 

That is part of the reason we are in the foreclosure crisis we have today. Most of the 

foreclosures we are seeing today could possibly have been avoided had we created seller 

financing deals. This is because when a buyer gets into trouble, the seller and the buyer can 

modify the loan note so foreclosure won't be necessary. The biggest problem I see will come 

in a few years when the S#@T hits the fan when all of the foreclosure properties have been 

exposed. 

 

Short sales seem to be the latest craze, but I fear eventually a monster could rear its ugly 

head when the notes of those properties are being paid off and supposedly satisfied by a 

supposed lender or servicing company who is taking the money from the short sale and 

saying the loan has been paid off and satisfied when they don't actually hold the note that 

is being paid off. 

Of the properties that are in foreclosure today, only a very few of the note holders actually 

know where the physical note is located. The actual note itself rarely changes hands when 

it is sold to another note buyer. 

 

That would be like Bob borrows money from Lender "A". Lender "A" then sells the note Bob 

signed to Lender "B". Bob makes every payment to Lender "A" as agreed, then one day Bob 
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decides to pay off the loan he got from Lender "A". Even though Lender "A" sent every 

payment they received from Bob to Lender "B" when Bob pays off the loan to Lender "A" 

and Lender "A" then gives Bob a satisfaction of mortgage, Lender "A" is not the actual note 

holder, therefore Lender "A's" satisfaction of the mortgage is worthless because only the 

actual note-holder’s Satisfaction of Mortgage is worth the paper it is written on. Even though 

Bob paid Lender "A" all that was owed on the loan he made to Lender "A",  if Lender "A" 

forgot to send the payoff to Lender "B", it won't be long before Lender "B" files foreclosure 

against Bob to get the money they are owed. Confusing isn't it? It’s no wonder we have a 

problem. 

 

This is what many investors I talk with fear will be an even bigger problem than all of the 

foreclosures plaguing us at this time. When the people paying off a short sale are many times 

paying the servicing company who originally wrote the loan, and that "note" has been sold 

many, many times since it was written, and the servicing company of the lender doesn't get 

the short sale proceeds to the current note-holder - even if a title insurance policy was 

purchased for that short sale property - eventually when the "note" is found, if ever, the 

holder of the note can - and probably will - foreclose on the property that the note was 

supposedly paid off to get the money they believe they are owed. 

 

Most loan servicing companies and note-holder entities who have a massive number of 

loans defaulting are falling under the old adage “the left hand doesn't know what their right 

hand is doing”! Even if the house buyer (investor) who did the short sale - and the people 

they sell the property to - have title insurance to hopefully take care of any title problems 

that may arise, those title companies - if they are bombarded with thousands and thousands 

of properties that have this problem - the title insurance underwriters won't have enough 

money to solve all of the problems and many will be forced to file for bankruptcy protection. 

This problem could create title problems that could really screw up the title of real estate 

for many years to come. This is why I am reluctant to do short sales. This is why I like paying 

the seller, so if a problem arises we can modify our agreement so a foreclosure and a short 

sale won't be necessary. For me, working directly with the seller has and will continue to be 

what I believe is a much safer and better way than the conventional thinking used by most 

inexperienced real estate investors over the past few years. 

 

 

Recent Foreclosure Statistics 

In 2006 only 0.58% faced foreclosure 
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In 2007 more than 1% of all homes are in some stage of foreclosure. 

In 2008 many more will be in foreclosure 

Since late 2006 over 220 mortgage lenders have gone out of business, filed bankruptcy or 

significantly reduced their lending policies due to the fallout from the sub-prime mortgage 

crisis. 

In January 2008 there were 233,001 properties in foreclosure an 8% increase over December 

2007 and continues to rise. 

Over 1.8 million homes have already become the subject of foreclosure listings since the 

beginning of the real estate crisis. 

March 2008-declining home prices by city over the past year 

Las Vegas-19.3% Miami-19.3% Phoenix-18.2%     

Los Angeles-16.5%                        Detroit-15.1%     Tampa-15%            

San Diego-16.7%                           San Francisco-13.2%         Washington-10.9%           

Minneapolis-10% 

April 2008 

The cities with the highest foreclosure rate: 

1. Detroit 12. Akron Ohio 

2. Las Vegas Nevada 13. Memphis Tennessee 

3. Stockton California 14. Fresno California 

4. Riverside/San Bernardino California IS. Dayton Ohio 

5. Sacramento California 16. Oakland California 

6. Cleveland Ohio 17. Farmington Hills/Troy MI 

7. Bakersfield California 18. Indianapolis Indiana 

8. Miami Florida 19. Toledo Ohio 

9. Denver Colorado 20. Orlando Florida 

10. Fort Lauderdale Florida 

11. Atlanta Georgia 

Most of these foreclosures are in four states: California, Ohio, Florida, Michigan and New 

Jersey. 
 

Why Real Estate? 
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Real Estate gives you: 

 

● Predictable 

● Safe 

● Dependable 

● Inflation Adjusted Income from rent 

● Appreciation (the increased value due to inflation) 

● Depreciation (a write off against income because of the 

property age). 

● Reduces Taxable Income (allows you to be in a lower tax 

bracket). 

● Less Taxes (no F.I.C.A.) taken out of your income. 

● More money left after taxes to go into your pocket each 

month. 
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Five Different Types 

Of Property 

 

1. Houses for Homeowners. 

2. Rental Investment Property. 

3. Vacant Land.  

4. Commercial Property. 

5. Multiple Units. 

 

The 5 Fastest Ways 

To Make Money In 

Real Estate 
 

1. Locate Prospects. 

2. Pre - Screen Prospects. 

3. Construct and Present Offers. 

4. Follow-Up. 

5. Sell or Rehab Quickly. 
 
 
 
 
 
 

The Key to True Wealth is 
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Buying Assets 

In today's economy, many people are financially over-extended and are not as worried about 

building a substantial retirement plan as they are in living the American lifestyle of today. 

Most of these people aren't worried today about someday having to make a decision each 

month whether they should buy needed medicine or buy food with their limited income, in 

their advanced years. These people aren't worried about building an asset base that will 

eventually contain assets that will pay for themselves and will produce more income than 

they cost. By producing more income than they cost they will give the owner of those assets 

a cash flow to live on. If the owners of the assets don't need the monthly cash flow to live 

on, they can use the monthly cash flow to buy more assets that will produce even more 

income than they cost for future generations. 

Sadly, most Americans, who are over-extended financially when making a major buying 

decision, such as buying a house ask only two questions, they are: 

1. How Much Do I Have To Put Down? 

2. How Much Will My Monthly Payment Be? 

Most of these people only want to know if they have enough money from their jobs each 

month to pay all of their debts and still be able to make the new payment. 

These people haven't figured out when you buy assets that pay for themselves, when you 

find something you want to buy, and you don't have enough money coming in from your 

existing asset base to make the new payment you simply go out and buy a few more assets 

that will pay for themselves. When the excess income from the new assets is equal to what 

the payment of the new item is, then go buy it. The payment of the item will only last for a 

short time, but the excess cash flow of the assets will last for many years to come. 

Building Financial Freedom 

In economic times like these, people are seeking "Financial Freedom" for themselves. The 

purpose of this course is to greatly assist you to gain financial freedom. There is nothing 

more satisfying and reassuring than not having to live from paycheck to paycheck. You and 

your family can attain financial freedom through real estate investor buying. Although it can 

be hard work at times, you are your own boss; and it gets easier to do as you develop 

your skills. 
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10 to 15 Good Rental Properties, 

Paid For - Free and Clear 

 

For instance, you already own 10 to 15 Rental houses in good neighborhoods where the 

tenants are paying $1,000.00 each month in rent. Let's say you paid $88,000.00 for each 

house with very little money down and were able to get seller financing for 30 years.  

 

If those 10 to 15 houses were free and clear, the $1,000.00 from each house, (less taxes 

and insurance) might give you $600.00 from each house each month. Ten houses at $600 

each equals $6,000.00 each month paid directly to you to pay your bills. Some of you might 

need 15 houses to cover your monthly expenses. 

 

How do we get 10 to 15 houses free and clear in a short period of time? It's Simple. Each 

year buy 10 to 15 additional houses. After you have the 10 to 15 houses that you want to 

keep, rehab and sell each of the 10 to 15 additional houses that you buy each year. Take all 

of the profits, pay the income tax and capital gains tax and take the remainder of the profits 

and pay off one or two houses each year. Example: Let's make this simple math. 

 

Let's say you buy 8 houses this year for $80,000.00 each. You fix each property up for 

$10,000 then sell each property for $105,000.00. You end up with a $25,000 gross profit on 

each house. Deduct your closing costs, selling costs, holding costs, income tax, capital gains 

tax, etc....Let's say you end up with $18,000.00 in your pocket on each house. $18,000.00 X 

8 houses equals $144,000.00 net for the year. The $144,000.00 will pay off one and half of 

another mortgage of $80,000 on your keeper houses. After five to seven years of doing this 

each year you will have your income base of houses paid for and be financially free. 

I have a different philosophy than most real estate investors. I believe there is a profit in 

every house across this country. It is my job to get that profit into my savings account in a 

moral and ethical way. I believe you should write offers, lots of offers. I write offers on every 

house I find where the sellers are motivated. Every type of house from the boarded up 

junkers located in the lower socio-economic areas to the million dollar houses on the beach. 

I look at all types of property; property that the most investors aren't looking at. Do I 

personally want to own these houses? Maybe, maybe not. I do want to make a profit from 

each of those houses. But I only want to keep the best houses for myself. I find investors 

that buy property in different areas who are always looking for more property. I keep a list 

of those buyers. If I find a house in any of those areas I will immediately give each of my 

buyers a call. 
 

For instance, if I find a property in the lower socio-economic area, I ask myself, do I want this 
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house? If not, that doesn't stop me from writing an offer to buy the house. If I can get the 

property under contract at a price low enough - so it makes financial sense - I should 

have no trouble assigning my position in that contract to someone who actually wants to 

own that house and is willing to pay me $3,000 to $ 10,000 as an assignment fee to get that 

deal. 
 

When I get a property under contract in a war zone for instance, I call the "Section 8" 

landlords on my list because I know they already have property in those areas, making them 

perfect prospects to sell these houses to.If I find a property in a Blue Collar neighborhood, I 

have investors on my list who fix and sell houses in those neighborhoods. I have investors 

that buy pretty houses also. If I find a good deal, I know investors who will be interested in 

the property.  
 

Another thing I do is run "House For Sale" ads in the newspaper to collect names of 

individuals looking for a home. When they call, I find out how much money they have for a 

down payment and what type of house they are looking for, in what area. The more down-

payment they have, the higher they are on my list. When I find a house similar to what they 

are looking for I call them before I call the investors. Why? Because - if I sell to the person 

looking for a home, (even if the house needs work) - I can usually get a larger fee when I sell. 
 

Just because you don't like a neighborhood or you don't want a certain type of house is no 

reason to walk away from a profit. I'm talking about wholesaling. Why not make money on 

property you don't want to own by simply writing an offer, get it accepted and then assign 

your purchase agreement for $3,000 to $10,000. The key to being successful as a wholesaler 

is to buy the property at the right price. Never pay more for a property than your formulas 

say you should pay. 
 

I personally drive through different neighborhoods every day and look for tall grass and junk 

or houses in disrepair. You know - the worst house in the neighborhood. When I find one of 

these houses, the first thing I do if the property is vacant is knock on the neighbor's door to 

find out who owns the property or what the landlord’s name is. If I can't get any information 

from the neighbors and I can't find out what the owner’s name is, I look on the County 

Property Appraiser's website to get the address where the property tax statements are being 

sent.  
 
 

I then send a letter in a #10 business envelope that is hand addressed to the owner asking if 

they would be interested in selling their property. If they are interested in selling and are 

motivated, I will usually try to buy the property. In my opinion, the key to becoming a 
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successful wholesaler is networking. You must create your own network of people who will 

buy every house you put under contract. They must believe your numbers are always very 

close, that you aren't greedy and you always buy the property at the right price. If they know 

you always charge a fair wholesale fee regardless of how much profit is in the deal, you will 

always be able to make money wholesaling.  
 

I would like to make one last point. When you are finding houses to wholesale and you come 

across a property you want for yourself, keep it and make it part of your long term inventory 

or fix it and sell it retail. When you have enough rental properties to be financially free, every 

time you buy another property for yourself you can sell the worst of your good keeper 

properties. By doing this you are constantly improving the quality of your portfolio. The 

whole idea is to make a profit. 
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8 Steps To Financial Freedom 

With Real Estate 

 
 

1. Find a Motivated Seller. 

2. Find out what the sellers mortgage balance is. 

3. Determine the Maximum Value of the House. 

4. Determine how much the repairs will cost. 

5. Decide what you will do with the property. 

6. Determine where you will get the money. 

7. Determine the Most you can pay for the property. 

8. Write a Purchase Offer. 

 
 
 

It's That Simple! 
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3 Ways To Make 

Money In Real Estate 

Tax Free 

 

1. 1031 Exchange (the exchange of like kind property). 

2. The Roth IRA (either Options or Mortgages). 

3. Sell Your home and use IRS Section 121 

 

(IRS Section 121 says: if you live in a house as your primary residence 

two of the last five years you are entitled to take up to $250,000 of the 

profit tax free, if you are a single person or $500,000 if you are a 

married couple. You can do this every two years - forever. 
 

What a great way to teach your children or do it yourself: how to grow a 

tax-free nest-egg and if you upgrade into a more expensive house each 

time you sell, eventually you and your children will be financially free, 

hopefully at an early age. 
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What is Creative Seller Financing? 

 

Seller financing is simply an installment sale of real estate where the Sellers are willing to 

accept monthly payments in lieu of all cash for their property. In some different parts of 

the country seller financing is known as a "Land Contract” and in other parts of the 

country it is known as "Agreement for Deed". 
 

Creative Seller financing is any financing where the seller stays involved in structuring the 

financing of the property they are selling for the new buyer, eliminating the need for the 

buyer to get a loan for part or the entire price of the 

property from an institutional lender in the form of a loan. 
 

These are terms used to describe types of financing real estate where the seller of the 

real estate is willing to accept monthly payments from a buyer for a period of time to 

collect part or all of what the buyer has agreed to pay the seller for the property they are 

buying. 
 

The following are different types of seller financing and how they work. 
 

Wraparound Mortgage: 

A loan arrangement in which an existing loan is retained and an additional loan, larger 

than the existing loan, is made. The new lender accepts the obligation to make payments 

on the old loan. The existing loan generally carries an interest rate lower than the rate 

available on new loans. Consequently, the yield to the wraparound lender is higher than 

the rate charged on the new loan. Sellers are the most common wraparound lenders. 

Land Contract (Installment Land Contract): 

A real estate installment selling arrangement whereby the buyer may use, occupy, and 

enjoy a land, but no deed is given by the seller (so no title passes) until all or a specified 

part of the sale price has been paid. 

Agreement for Deed: (similar to a Land contract) and Contract for Deed: 

A real estate installment selling arrangement whereby the buyer may use, occupy, and 

enjoy a land, a Deed is given to the seller but has certain restrictions until all or a specified 

part of the sale price has been paid. Similar to a "Land Contract". 
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Subject To: 

a.) The Loan stays in the previous owner’s name and not assumed by a new 

buyer. 

b.) The Seller deeds the property to the buyer and may take back a note and 

mortgage from the buyer if the agreed price exceeds the underlying note. 

c.)  The Seller deeds the property to a new buyer because they no longer 

want the property whether in default or not. 
 

Lease with an Option to Purchase: 

a.) A lease that gives the (Lessee/Tenant) the right to purchase the 

      property at an agreed-upon price under certain conditions. 
 

When doing creative seller financing, once the sale price has been agreed upon, the buyer 

gives the seller a down-payment of some kind (hopefully only $10 to $100 or something 

of value other than money) then the buyer makes monthly payments on the remaining 

balance until one of two things happens. If the agreement between the buyer and the 

seller has a balloon payment scheduled at some point in the future (perhaps in 5 to 10 

years) the remaining principal balance of the original sale price becomes due and payable. 

Or, payments for the entire term of the agreement have been made and the buyer no 

longer owes the seller for the property. Once the property has been paid off it is then 

called" Free and Clear". 
 

Usually the monthly payments include interest amortized like a bank loan, but not always. 

The term of creative seller financing is usually 15 to 30 years just like a bank loan. 

Whatever they are called in your area they all serve the same basic function, and that is 

to help a Seller dispose of hard to sell properties; and to give buyers - who for some reason 

are not able to get standard institutional financing – the ability to buy real estate in ways 

other than the conventional process of going to a bank and begging for a loan. 
 

The difference between a bank loan and seller financing is often the seller financing will 

have a balloon payment scheduled at some point in the future - usually 5 to 10 years - at 

which time the remaining principal balance of the sale price becomes fully due and 

payable. 
 

By definition a balloon payment is "the final payment of a loan, when that payment is 

greater than the preceding installment payments and pays the loan in full". Depending on 

what type of seller financing you are using, who actually holds the deed to the property 
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is determined by whether you are using a land contract, a purchase money note and 

mortgage, or an agreement for deed. Let me explain. 
 

If you're using a "Land Contract" the seller usually holds the deed until the property has 

been paid off in full - whether after the entire term of the agreement or after the balloon 

payment has been made and the property is then free and clear. 
 

If you are using a "Purchase Money Note and Mortgage" or an "Agreement for Deed" the 

seller in some states gives the buyer a deed with restrictions attached to it. The 

seller records a mortgage for either of these types of seller financing but does not release 

the title to the property until the entire loan amount has been paid in full. 
 

In most areas where land contracts are used the land contract itself is not recorded in 

public record. A "Memorandum of Land Contract" is usually recorded in public record to 

put the world on notice that there is a selling agreement in place on that property. Once 

the Memorandum of Land Contract has been recorded it gives the buyer some security 

by prohibiting the seller from selling the property to anyone else or refinancing it without 

the buyer’s knowledge or permission. 
 

Many times Sellers are reluctant to give seller financing terms because they feel it will be 

impossible for them to get new financing to buy another home. The good news for the 

seller, when the seller goes to get new financing for their next home the new lender will 

view either the Land Contract, Agreement for Deed or the Purchase Money Note and 

Mortgage as an installment sale. In most cases the lender will give the seller credit for 

100% of the payment they receive from the buyer towards the existing debt on the 

property. If the seller had given a lease option to a tenant buyer they would only get 75% 

to 80% credit at that same lender because, in essence, what they have is a rental property 

or a rent to own - and as a rental property the landlord will have repair responsibilities 

and vacancies - so most lenders are not willing to allow the landlord the use of the 

monthly rental income as the actual income for that property. 
 

Many buyers of today love land contracts because they can keep banks out of their lives. 

The only person who can decide if they will get the house is the seller, and not only are 

their terms and payments infinitely flexible, in most cases Sellers are much easier on 

buyers in the qualifying process. 
 

Now that you know how to use creative seller-financing, how will you use seller financing 

to make money? There are many ways to make money using seller financing buying 

techniques and selling techniques and the first one I would like to talk about is the 
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“Sandwich" seller financing transaction, I will discuss other ways later in this Manual. 
 

Let's look at some different creative seller financing methods. Let me explain how I got 

started back in 1979. 
 

 

More Important Seller Financing Information 

 
 

There are benefits in all types of seller financing. When using a "Land Installment 

Contract" or an "Agreement for Deed" your liability is limited in case of a default. This 

type of seller financing is much different than a conventional loan because with a 

conventional loan the borrower is required to sign a promissory note that says they will 

personally guarantee that the entire amount of the loan will be paid back as agreed. If 

they can't pay as agreed they have given the note-holder permission to seize everything 

they own, (except for their homestead property, the tools they use to make their living 

and the vehicle they use to commute to and from their work) as well as any assets they 

may acquire in the future until the full amount they owe the lender has been paid back 

plus any costs the note-holder has incurred to collect what they owe them. Most 

institutional lenders won't quit trying to collect until they are paid off in full. They will also 

damage the borrower's credit rating for several years. 
 

When using a "Land Installment Contract" you do not get unconditional ownership and a 

deed until the full price you paid for the property has been paid in full. Therefore in case 

of a default on your part as buyer, if you can't work out an agreeable plan to make 

up any deficiencies you have no further liability and you could simply surrender the 

property back to the party you acquired the property from without a foreclosure as well 

as without a series of late pays on your credit profile. Also, many people who sell their 

houses with seller financing terms usually do not report to the credit bureaus every 

month, and most do not report at all. 
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The Benefits of Getting or Giving 

Seller Financing Terms 

 

1. You don't need to deal with Banks and Financing Institutions. 

2. You deal with people, not institutions who can make decisions that make 

sense creating the best deal. 

3. No balloons in the financing terms when buying (Optional). 

4. A balloon in the financing when selling, if and when you want. 

5. You can get flexible terms when buying and non-flexible terms when selling. 

6. You have lower closing costs when buying. 

7. Lower closing costs when selling. 

8. Lower payments and lower interest rates when buying. 

9. You can make the deal work and affordable for your buyer when you are 

selling. 

10. No Due-on Sale clause in the promissory note when buying 

and the ability to have a due-on-sale when selling. 

11. You can close quickly whether buying or selling. 

12. You can set up future income streams, monthly payment 

spread, a back end profit, future discounts from the person you are buying the 

property from. 
 

When I started buying real estate in 1979 I didn't have a clue what to look for in a good 

deal nor did 1 know what I was doing if I found a good deal. Either the stars were aligned 

perfectly or it was just pure luck on my part when a local real estate agent, where I lived 

told me about a local portfolio bank that had several properties they had taken back from 

foreclosure and needed to sell those properties quickly. A portfolio bank/lender is any 

lender who holds the real estate loans they make in-house for the full-term of those loans. 

They don't sell the loans they make on the open market and then continue to service the 

loan for its term. Portfolio lenders keep most of the loans they make for the full term of 

the loan. Ail of those houses needed repair work done to them to make them saleable or 

rentable. Because J was a licensed contractor at the time this was a perfect situation. 
 

The banks agreed to sell me the properties they held on Land Installment Contracts at a 

fair price. The banks even agreed to add money to the deals to pay for the needed repairs 

added to the purchase price. For me this was wonderful. These were truly nothing-down 

deals with easy terms, no qualifying financing and also the repair costs added in, how 

could I lose? These were also good deals for the banks because with the swipe of an ink 
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pen I had converted several non-performing assets on their books into performing assets. 

These were great win-win deals. 
 

It didn't take me long to figure out what a gold-mine I had stumbled onto. I quickly figured 

out that there could be other banks in my area that also had some non- performing assets 

on their books I might be able to help them with, and I was right. I then drafted a letter 

that I sent to every portfolio bank/lender in my area to see if they were willing to make 

the same deal with me as the first bank had done. Some of them were willing. 
 

The following page is a copy of the simple letter I sent to all of the portfolio lenders in my 

area. 

 

I believe now is a perfect time because of all of the foreclosures to get this letter out of 

the moth-balls, blow off the dust and start sending it out again to every portfolio lender 

you can find. What have you got to lose? The worst they can say is NO and you just might 

create some great deals with no-qualifying, nothing down financing. 
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 Date  

 

REO Department of  

 

Your Company Name:  

Company Address:  

Company Phone Numbers  

 
 

Dear Sirs, 

Because of the current problems in the real estate market many lending institutions, 

like yourselves, are over-burdened with properties they were forced to take back from 

on-paying property owners through the foreclosure process. I am part of a group of real 

estate investors who are looking for properties like the ones you hold as investments. 
 

I would like to discuss with you the possibility of buying some – or all - of your current 

inventory of foreclosed properties you currently have in stock that are non-performing 

assets on your books. I am looking for non-performing properties like the ones you hold 

and if you would consider selling those properties to me with seller financing terms I 

could quickly turn those non-performing assets into performing assets in a matter of 

days. This would only be a positive thing for both you and me. Not to mention, it would 

also be very positive for me to get affordable long-term financing. 

Please consider my desire to buy some or all of your foreclosed properties. Like I said, I 

could turn those non-performing assets into performing assets for you quickly. You 

would no longer have the liability, maintenance and holding costs such as property 

taxes and property insurance, sales costs as well as all of the other costs of ownership 

and loss of income to your institution. 

 

Thank you for your consideration. 
 

Sincerely, 
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I Want You to Get These Ideas 

Out of Your Thought Process! 

 

✓  This is a bad real estate market right now. 
 

✓  Seller's will only take "All Cash" for their house. 
 

✓  The seller won't give seller financing terms. 
 

✓  I have no money or credit so I can't buy a property. 
 

✓  If I buy this house I'll have to get a Bank loan. 
 

✓  Rental properties won't cash-flow today. 
 

✓  You can't sell a property quickly in this market People are 

all broke and can't buy houses right now. 

✓   

Buyers don't have any down payment money. 
 

✓  Short Sales are the best and fastest way to make money in 

today's real estate market. 
 

✓  The real estate market today is so bad that nobody is 

making money right now. 
 

None of these statements are true if you have a 

Motivated Seller! 
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Why Creative Seller Financing is Going to Be 

So Important Over the Next Few Years? 

 

Because so many property owners have no actual equity in their property today; many 

might even owe more than their property is worth; and those who want to sell their 

properties quickly have at least two major problems: 

> It is currently taking as much as eight months to sell most properties around the 

country that are listed in the Multiple Listing Service (MLS). 

> If the property owner owes more for their property than it is worth most Sellers 

can't come to closing with a check for the difference between what they owe for 

the property and what the property is actually selling for. 

> If the seller is able to sell their property for approximately what they owe for it, 

and if they use a real estate agent to sell their property there won't be enough 

money left over after the mortgage has been paid off to pay the real estate agent 

and pay the Seller’s closing costs. 

> The lack of institutional financing is unavailable. 
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How is the Market Going to be 

Different In the Near Future? 

 

Recently I read that Freddie Mac will no longer give loans to any investor who already has 

four loans in their own name. 

I have determined that everyone in the institutional lending arena is a bit screwed up in 

their thinking because most lenders in the name of bank profits have made loans to 

"people" who for one reason or another were considered risky. Most lenders had no 

conscience about making these loans as long as the market was flourishing they were 

happy. Then when things started to unravel and the real estate market started to decline 

the institutional lenders started complaining about how many foreclosures they were 

experiencing I believe they must take responsibility for at least some of the blame. 

The borrowers are also partially to blame. Many borrowers who were marginal when it 

came to credit score, income and down payment didn't hesitate to get the maximum loan 

amount they could get with the smallest monthly payment not caring that the fenders 

were in most cases charging them higher interest rates as well as other loan costs because 

of their weak financial position. Most of these more risky borrowers only cared about how 

much their monthly payment would be. It's sad to say but in recent years as well as still 

today most borrowers are not as worried about how much they are paying over ail for a 

property their main concern is, "how much is my monthly payment". This portion of 

America's borrowers are stretched so far financially that they are only concerned about 

having enough money coming in to cover all of their monthly expenses they aren't as 

interested in what they owe as how much it costs them each month. The truly sad part of 

this dilemma is, what these borrowers can't pay for each month from their earnings they 

charge on their credit cards. This is truly a formula for financial ruin and for anyone 

unlucky enough to lose their job or have a catastrophic event in their lives financial 

disaster isn't far away. We need to be able to help these people better handle their 

housing costs with our knowledge of the financing for their next home in an affordable 

way so everyone wins. 
 

1. We need to be able to creatively buy and sell properties that will allow flexibility in the 

terms and financing for the credit and financially wounded. 

2. Getting price or terms will take the place of inflexible lenders and long periods of time 

on the market trying to sell properties while holding costs slowly eat away the Seller’s 
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profits. 

3. Real estate investors will be able to own multiple properties without scrutiny of the 

lending institutions. Every deal will stand on its own merit. 

4. No more rigid qualification process for many buyers unless we decide to do so as the 

seller. 

5. There will be more opportunity for more investors and more profits for both the 

investors and the Sellers when using seller financing buying and selling techniques. 
 

As I watch what is currently happening in the lending industry I see more and more reason 

to believe that some type of seller assistance in the form of seller financing will quickly 

become one of the major factors in eliminating the lack of financing and lengthy seller 

holding periods so buyers and Sellers can once again affordably buy and sell real estate 

without the scrutiny of institutional lenders who could care less if a seller gets their 

property sold to stop the bleeding or if a buyer with less than "very good" credit ever gets 

a home for their family. 
 

Because I see the necessity of seller involvement of some type in the financing when 

selling their property I think it/s about time you learned what creative seller financing is 

and how it works. The following pages will give you an in-depth study of the different 

types of seller financing, the different types of security used in seller financing deals, the 

different types of "Promises to Pay" used in seller financing deals and the different ways 

to generate income from the seller held financing whether buying or selling. 
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Myth or Fact 

 
 

Myth: A common myth says a seller who sells their property for its current 

appraised value is getting the maximum amount for their property when 

selling. 

 

Fact: 80% of all Sellers don't sell for as much as they could get if they were 

to use alternative methods of financing. 

 

Myth: You must have good credit, a job, and money for a down payment to 

buy real estate. 

 

Fact: The fact is you don't need money for a down payment, a job, or good 

credit to buy real estate. You just have to know how to do it. 

 

Myth: Most lenders believe that if a buyer has a cash down-payment (skin in 

the game) it reduces the lenders risk of having the loan eventually go bad 

and be forced to foreclose. 

 

Fact: There is no known correlation between what a buyer pays as a down-

payment and the number of foreclosures. 

 

Myth: 80% of all real estate failures are due to a lack of financing for the 

borrower. 

 

Fact: 80% of all real estate failures are due to a lack of knowledge of 

financing. 
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The Main Paperwork Components of 

Every Creative Seller Involved Deal 
 
 

A “Note” 

Definition: A written instrument that acknowledges a debt and a promise to pay. 
 

A “Mortgage” 

Definition: A written instrument that creates a Lien upon real estate as security 

for the re-payment of a specific debt. Most commonly known as the "Note". 
 

A “Land Contract” or an 

“Agreement for Deed” or a “Contract for Deed” 

Definition: A real estate installment selling arrangement whereby the buyer may 

use, occupy, and enjoy a land, until all or a specified part of the sale price has 

been paid. 
 

A “Deed” 

Definition: A written document, when properly signed and delivered that conveys 

title to real estate. Some different types of deeds used to transfer title to real 

estate: 
 

➢ a General Warranty Deed 

➢ a Quit-Claim Deed 

➢ a Deed in-lieu of Foreclosure 

➢ a Trust Deed 

➢ a Warranty Deed to Trustee 

➢ a Nominee Deed to Trustee 

➢ a Quit-Claim Deed to Trustee 
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An Asset 

 

Pays for itself 

 

then 

 

Produces 

 

Additional 

Income 

 

Everything else is a 

 

Liability 
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Note 

 
 

A signed, written instrument acknowledging a 

Debt and a promise to pay. 

 
 

The Note is signed by the 

Borrowers. 

 
 

If you give me this loan, 

I promise to pay you back. 

 

This is a 

 

"Promise To Pay" 
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Mortgage 

A Mortgage is a Document given by the Promisor (Borrower), 

and signed by the Borrower(s) to the person(s) being promised 

to (Creditor or Lender). The Mortgage creates a lien upon Real 

Estate giving the Lender security for the repayment of the Note. 
 

If the Borrower(s) do not repay the Note as agreed to the Lender, 

the Mortgage spells out how the Lender will take the property 

back from the Borrower(s) by means of Foreclosure. 
 

The Mortgage is signed by the 

Borrower(s) 
 

This Document is 
 

"Security For Repayment" 
 

of the Note. 
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A Warranty 

Deed 
Conveys Ownership 

and guarantees marketable title. 

From 

Seller 

TO 

New Buyer 

 

Grantor (Seller or Present Owner) 

TO 

Grantee ( Buyer or New Buyer) 

(Transfer Of Ownership) 

 

Recorded At The Courthouse 
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Subject To 

 

 

A term used to denote the existing loan on real estate that is 

not being assumed by a new Buyer. You will take the property 

SUBJECT TO the existing loan. 
 

A SUBJECT TO is when you take over a property by Warranty Deed from a property owner, 

but you do not assume their loan. You leave the Loan in their name until you sell the 

property to an end user. 
 

When you do a SUBJECT TO you run the risk of the Lender saying, that the property has 

changed ownership. If they find out and actually care they could call the entire loan due 

and payable immediately. If this happens you can either refinance the loan or sell the 

property. 
 

The property owner can legally deed their ownership interest in a property to someone 

else, by means of a Warranty Deed or a Quitclaim Deed. Even though they gave you a 

Deed, they are still responsible for the repayment of the Note. When you get a Deed, you 

should also agree to make the payments as though you were the original borrower who 

signed the Note and Mortgage. 
 

Don't let the original borrower get their credit hurt or get hurt financially because they 

sold you the property.  If you agree to pay do as you say. Be honorable, the seller is 

counting on you and they are great sources of future referrals. 
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Quitclaim 

Deed 

 

This is a Deed that only conveys the Grantor's (Sellers) Rights and 

Interests, if any, in real estate. This Deed is generally considered 

inadequate (except, when interests are being passed from one 

spouse to the other). In this case a Quitclaim Deed would be 

used. 

 

This Deed does not guarantee the title to the real estate is good 

and marketable, only that the Grantor (seller) is giving up all of  

heir rights and claim to the property to the Grantee (buyer). 

 
 

Do Not use this Deed to Buy a property. 

When you buy, you want a guarantee of good title. 
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Let's talk about what a wraparound mortgage is and how it works. 

 

Wraparound Mortgage: 

A loan arrangement in which an existing loan Is retained and an additional loan, larger 

than the existing loan, is made. The new lender accepts the obligation to make payments 

on the old loan. The existing loan generally carries an interest rate lower than the rate 

available on new loans. Consequently, the yield to the wraparound lender is higher than 

the rate charged on the new loan. Sellers are the most common wraparound lenders. 
 

Let me give you an example: 
 

You find a property you are interested in buying that has an asking price of $180,000 and 

is actually worth approximately $225,000. The seller is paying on an institutional first 

mortgage with a loan balance of $160,000. The monthly payment of the first mortgage is 

$1,015 principal and interest only based on a $170,000, 6%, 30 year loan the property 

owner made when they bought the property. Since the owners purchase of the property 

it has appreciated in value to approximate $225,000, but the owner now only owes 

160,000. 
 

The owner agrees to sell the property to you giving you seller-financing terms. I like to 

think of any type of seller financing as "seller involved deal structuring". The seller asks 

you to sign a $180,000 wrap around purchase money note and mortgage which wraps 

around existing first mortgage and is considered a junior Lien or a second mortgage. The 

monthly principal and interest payment on the wraparound mortgage you just signed to 

buy the property is $1,074 each month. The purchase money note and mortgage is for 

$180,000 at 6% fixed rate interest for 30 years. Each month you send the payment to the 

seller in the amount of $1,074 and they then pass along to the holder of the first mortgage 

$1,015 leaving the seller $62.00 each month towards the Sellers equity. Provided the first 

mortgage is a fixed rate mortgage where the principle and interest payment does not 

change for the term of the loan this payments scenario will continue giving the Sellers 

$62.00 each month as a cash-flow until the first mortgage eventually is paid off at which 

time the entire $1,074 each month you are paying goes directly to the seller until the 

entire wraparound mortgage is paid in full. 
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This type of seller financing structuring is done every day across the nation with  

relatively few problems. Okay, now that you understand how a "wrap" is done and how 

it works let's continue discussing what you may perceive to be a violation of the due-on-

sale clause contained in the note of the first mortgage. If this is an ethical problem you 

are having trouble dealing with let's look at the choices you have to go forward with 

your deal. 
 

You can call the lender or (servicing company) and ask if they are "portfolio lenders" who 

hold all of the loans they make "in house" for the term of the loans? If you find that the 

lender actually is a portfolio lender I recommend sending the lender a letter from the 

seller explaining that the property is being sold and the title to the property will be 

transferred "subject to" the existing first mortgage that the lender holds. I recommend 

wording your letter something like the following page: 
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Our property located at  _________________________________________________ 

Loan number: ____________________ is in the process of being sold. The title to the 

property will transfer "subject to" the existing first mortgage we have with you and we 

the Seller(s) will be collecting the payments from the new buyer and we will be 

forwarding the monthly payments we are responsible for on that first mortgage to you 

every month until the loan is paid in full. 
 

Unless we hear from you to the contrary, within 15 days our plans to sell this property 

will move forward! 
 

Thank you. 

Respectfully 

 
 

________________________________         ______________________________ 

Seller signature     Seller signature 

 

_________________________________       ______________________________ 

Seller Printed Name    Seller Printed Name 

 

State of __________________________ County of ______________________ 

 

I HEREBY CERTIFY that on this day, before me, an officer duly authorized in the state and county 

aforesaid to take acknowledgments personally appeared ________________________________who 

is personally known to me or who has produced ______________________as identification and who 

executed the foregoing instrument and acknowledged ________ this ____day of_________, 20___ 

 

This instrument was prepared by: 

 

_________________________________  My Commission expires: ____________________ 

Notary Public 

 

_________________________________ 

Printed Name 
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Seller 

 
How A Wrap Around Mortgage Works 

 
Step  1 The Seller already has an existing mortgage on 

the property. The existing mortgage has a monthly payment 

of $300, with and interest rate of 7% and it has another (11) 

years until it is paid off. 

 

 

 

 

 

 

 

 

 

 

Step  2 You or Your Trustee offers the Seller as much or more than the balance of their 

existing mortgage balance. You or Your Trustee asks the Seller to carry Seller Financing 

with a monthly payment of $400, with an interest rate of 9% for (20) years. 

 

 

     

 

 

 

  

  

Seller 

 

Purchase 

Agreement 

 

Seller 

Financing 

You or 

Your Trustee 
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Step 3 
 

 
 
 

 
 

Step 4 

  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

You or Your Trustee signs a “Purchase Money Note and Mortgage” or a 
“Contract for Deed" (both forms of seller financing). Once either of those 

documents are signed, at that point you actually own the house. You or Your 

Trustee won't receive the actual Deed until the Purchase Money Note and 

  

 
Purchase 
Money 

 
NOTE 

 
Purchase 
Money 

 
MORTAGE 

 
Contract 

For 
Deed 

 

or 

You or  

Your Trustee 
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Step 5 
 

 
 
 
 
 
 
 

Step 6 
 
 
 

 
 
 
 
 
 

The Seller allows You or Your Trustee to pay 

them in equal monthly payments of $400 for the term of 

the contract (usually 20 or 30 years).  You or Your Trustee 

are now responsible for the Property Taxes and Property 

Insurance also. 
 

 

 

Seller 

 

 

You or 

Your Trustee 

 

   

You or Your Trustee will send the Seller a payment every month in the 

amount of $400. 
 

$400 

You or Trustee                               Seller 
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Step 7 

 
 
 
 
 
 
 
 
 
 
 
 
 

 

Step 8 

 
 

 
 
 
 
 
 
 
 

 

 

 

 

 

 

 

 

 

$400 

The Seller will take the check you send 

every month to the Bank and cash it. 

Bank 

The Sellers 

Mortgage Holder 

 

The Seller then sends a check for $300 to the 

holder of the 1st mortgage every month as they 

have done for years. 
 

$400 
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Step 9 

 
 
 

 
 

If for some reason you choose not to fully disclose to the lender what you plan to do 

because you find out the note and mortgage for that loan has been sold to another 

lending institution and that the lender who is currently servicing that loan "'IS NOT" a 

portfolio lender, move forward and complete the deal as planned and hope the lender 

doesn't notice the title transfer and call the note due and payable. If they do, the buyer 

will be required to get a new loan to pay off the lender who holds the first note and 

mortgage. You must be aware of this and be ready to refinance the property if you're 

the buyer. 
 

If this is more than you can stand, another alternative for this problem would be to 

lease-option the property from the owner. This might be a safer way to acquire a 

property with the equivalent of seller financing terms yet the title to the property will 

not actually transfer until a later date when you will be required to get institutional or 

private financing when you exercise your options. I am hopeful by that time you will 

have built enough relationships with financial friends who will be able to give you 

private financing you need. In my opinion this is always better. I realize that lease 

options are frowned upon or are illegal in some states. If you happen to live and do 

The Seller has $100 left over from the 

incoming check over their outgoing check 

to the holder of the 1st mortgage, The 

Seller gets to put that $100 in their pocket 

each month for the next (11) years. After 

their 1st mortgage has been paid off in full, 

the Seller gets to keep the entire monthly 

payment from you for $400 until your 

contract term is done, or what time is left 

to pay of the original 20 or 30 years of your 

seller financing time frame. 
 

 

 
 

Seller  
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business in a state where lease options are not used for some reason or are illegal you 

can get an option on the property. The problem of getting an option is you don't get 

actual control of the property until you exercise your option. At that time you can either 

have the seller accept payments from you each month or get institutional financing. 

 

Only you can determine what your tolerance level is for risk. Personally I am not worried 

about buying when the seller is using a wrap around second mortgage, as a matter-of-

fact that is exactly how I bought my home next to the Gulf of Mexico here in Florida. Let 

me explain to you how I bought my home on a wrap around second mortgage. 
 

I found a property that had been totally remodeled in a great area near the Gulf of 

Mexico that had been for sale for over 18 months. The seller was paying approximately 

$2,800 per month for the first mortgage that had an approximate balance of $200,000. 

The Sellers were flexible and willing to do seller financing terms with me to be able to 

buy this beautiful home on the water. I asked the seller if getting their price was their 

most important concern. Because the seller is also a real estate investor their main 

concern was to stop the bleeding of $2,800 each month being eaten away from their 

equity in the property and had been over the past 18 months. We agreed on a price for 

more than double what they owed on their first mortgage. Here was my offer: 
 
 

Mr. Seller I will give you your price if you'll give me terms I can live with! The seller 

agreed. I gave them their asking price but I only agreed to pay each month exactly 

what their first mortgage payment was. This stops their bleeding. I then asked the 

seller to do a wrap around second mortgage at 5% interest with no payments and 

no interest for five years (60 months) at which time I will refinance the property 

and pay them all that is owed to them for their second mortgage. 
 

This was a great deal for me and a good deal for the seller. The Sellers wanted to 

eliminate having to pay $2,800 each month for a vacant house. My offer did just that as 

it allowed them to eliminate having to pay $2,800 each month for a vacant property. I 

stopped their bleeding and I locked in their profit which they will just have to wait five 

years to get but in my opinion that is better than having their equity eaten away at 

$2,800 each and every month. 
 

One of the first rules of being a real estate investor is to remember that the real estate 

business is not the house business it is the people business. There are as many ways to 

buy a property as there are properties in this country that are for sale because every 
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property owner has a different life experience or problem that is the reason they are 

selling their property. To be a successful real estate investor you must be able to find 

out what the Sellers discomfort is or the problem in their life and figure a way to solve 

their problem in a way that is not only good for you but also good for the seller or it is 

unlikely you will be able to buy that property. I believe in creating good, fair deals. I do 

not believe in ripping off or taking advantage of any seller who is in distress or has a 

financial problem. If I cannot structure a good deal for both parties it is not in my best 

interest to create a deal that will harm the seller who needs help at that time. 
 

Note: 

Something I personally do when I'm about to make an offer to buy a property and the 

seller has agreed to give me seller financing terms is I ask the seller in our negotiations 

about the mortgage they currently have on the property I am interested in buying and if 

the current mortgage they have is an ARM (adjustable rate mortgage) or an interest 

only mortgage with a balloon payment due sometime in the future. Before I move 

forward to the closing table and order title insurance and a survey I make a trip to my 

county courthouse and look through the public records to examine the recorded deed 

for that 

property. I'd need to be sure the person selling the property is the only owner of that 

property. If not I will have to get the other owners named on the deed as an owner, 

even a spouse if specifically named on the deed must also sign the sales agreement and  
 

all closing documents unless the legal agent for the seller is used. I also examine the 

latest recorded mortgage on that property signed by the Sellers I then read it thoroughly 

looking for the terms specific for that loan. Many courthouses have this information on 

the county clerk's website. Even if the Sellers aren't sure about what type of mortgage 

they have you'll be able to read the physical document to get the details you need to 

know. I also check for any other liens or judgments that will affect the title of that 

property. It is also a good idea when you are at the courthouse to check to see if the 

property has any outstanding code violations attached to it. Then once I have read the 

deed and the mortgage and check for judgments, liens and outstanding code violations I 

know if the seller financing deal I just negotiated will work for me. 
 

You need to be sure you are aware of everything about that property you are trying to 

buy before you go to the closing. If you don't and you did close on the property you 

would then be stuck with that property as well as all of the problems attached to it. The 

title search will usually find any judgments, liens and "maybe " code violations but you 

may be asking yourself why should I pay $100 or more for a title search when you have 



Creative Seller Financing – Volume I 

“Getting Started” 

49 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

access to the same information for free. Besides, if you know about any problems 

before you close it gives you a chance to re-negotiate with the seller to compensate for 

any additional costs involved because of their problems. Many times a judgment, Lien, 

delinquent child support, delinquent unpaid property taxes or an IRS (internal revenue 

service) Lien when added to the debt on the property will be far more than the property 

is worth or will be worth four years to come. If s always better to know before you buy 

than after it's too late. 
 

Takes a little bit of effort but when you make this exercise a habit every time you are 

about to buy a property you will be able to rest assured that the Sellers don't have a 

ticking time bomb that is about to go off in their lives that will greatly affect you. I would 

much rather know before I sign so I have a chance to either re-negotiate the deal or 

walk away from the deal altogether. 
 

It is my goal to structure deals that are good for my family while helping the seller in the 

process. I do my due diligence before I buy any property so if the seller has a problem in 

connection with their property I won't join them in the quicksand nor will I replace them 

in the quicksand. 
 

What About the 

Due on Sale? 

Almost all loans that are originated today contain a "Due on Sale" clause that can be found 

in the mortgage. The standard "Due on Sale", A.K.A. the "Acceleration Clause", is a 

provision in a mortgage document that gives the lender the right to demand payment of 

the remaining balance of a loan when a property is sold. The "Due on Sale" is a contractual 

right of the lender, it is not a law. So if the title to a property transfers, the lender may, or 

may not "call the loan due". 

A standard "Due on Sale" clause usually reads something like this: 
 

"If all or any part of the property herein is transferred without the prior written approval 

of the lender, the lender may require all sums secured hereby immediately due and 

payable." 

 

Is Violating the Due-on-Sale Clause 
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In a Mortgage Illegal or Unethical? 

 

In 1995 the United States Supreme Court had a bankruptcy case come before It: 

(Field v. Mans, 516 US59) 
 

In which the creditor (lender) said it was "Fraud" for a debtor (borrower) to ask for 

permission to transfer a property after it was already transferred. 
 

The court said the creditor (lender) could have easily checked public records, it could be 

considered misleading and fraudulent. In an opinion written by the court Justice Ginsburg 

quoted a conversation the court had with the creditor's lawyer in which he admitted that 

if the debtor had never said anything when he violated the due-on-sale clause, there 

would not have been a problem. 
 

While this opinion is not a binding law, it indicates that at least one justice of the United 

States Supreme Court feels that violating a due-on-sale clause without informing the 

lender is not fraudulent. 
 

Now you must decide what works for you and then do what your conscience feels is best. 
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WAIVER OF 

DUE-ON-SALE PROVISION 

 
 

(Lender) states and agrees as follows: 

 

1. Lender is the holder of a note and mortgage executed by (Mortgagor) In the original 

amount of $ on the property located at: being loan #  

 

2.   (Mortgagor) is the mortgagor of the above referenced property. Said mortgagor is in 

arrears on this mortgage in an amount equal to $  

 

3. (Mortgagor) wishes to transfer ownership of this property to of the 

______________________________ property. 

 

4. In order to induce to take title to the above referenced property subject to the mortgage and 

to reinstate said mortgage by paying a total of $ _____________ to ____________(Lender),  

__________________(Lender) agrees to waive the due-on-sale provisions contained in the 

mortgagor's mortgage. 

 

5. This waiver shall not operate to release the liability of the original Mortgagor and all other 

terms of the note and mortgage will remain in full effect. 

 
 

_________________________________  Date: _________________, 20_____ 

Signature of Lender’s Representative 

_________________________________ 

Printed Name    Title 
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Different Types of "Promises to Pay" 

for Creative Seller Involved Financing 

 

Some of the different types of "Notes" or "Promises to Pay" are: 
 
 
 

➢ a Promissory Note 

➢ a Purchase Money Note 

➢ an I.O.U. (either secured or unsecured) 

➢ a Land Contract 

➢ a Lease Agreement 

➢ an Agreement for Deed 

➢ an Option Contract 
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Different Types of Security for 

Creative Seller Involved Financing 

 

There are also many different types of Security Instruments used for creative financing 

deals. 
 

➢ a Mortgage 

➢ an Adjustable Rate Mortgage 

➢ a Balloon Mortgage 

➢ a Deed of Trust 

➢ a Fixed Rate Mortgage 

➢ a Fixed Payment Mortgage 

➢ a Flexible Payment Mortgage 

➢ a Graduated Payment Mortgage 

➢ an Open-Ended Mortgage 

➢ an Option 

➢ a Purchase Money Mortgage 

➢ a Second Mortgage 

➢ a Self-Amortizing Mortgage 

➢ a Shared-Appreciation Mortgage 

➢ a Shared Equity Mortgage 

➢ a Subject To Mortgage 

➢ a Wraparound Mortgage 
 

Different forms of security for a mortgage: 
 

➢ The Property Being Sold 

➢ Other Collateral the Buyer owns 

➢ Consideration of Some Kind, such as: 

  a Lien against the title of the property being bought such as: 

   a Mortgage Lien 

   a Second Mortgage 
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When Do You Need Seller Financing Terms? 

 

In my opinion anytime you can get the seller of the properties you buy to take part 

or all of the purchase price you agreed to pay in monthly installments is a great deal 

for you and usually the seller too in most cases. I believe it is always better to 

benefit the seller of a property than it is to help a financial institution. If you find a 

seller who needs to sell their property but are having little success because of: 
 

➢ They have an Investment Property they no longer can or want to deal with. 

➢ They have no equity in their property. 

➢ They are tired of managing tenants. 

➢ They are unable to maintain their property. 

➢ They are in a high income tax bracket. 

➢ They have a large equity in the property they are trying to sell. 

➢ The property is free and clear. 

➢ The Sellers are motivated to sell. 

➢ The Sellers can no longer afford the property. 

➢ Sellers acquired the property after the death of a loved one who lived in  

 another state. 
 

You Are Looking For: 
 

➢ Any seller you find who is a "don't want’er". 

➢ Any seller who simply wants to be rid of their property. 

➢ Any property that needs extensive repairs done to it. 

➢ Elderly Sellers looking for monthly income to supplement what they  

 currently make. 
 

There are many more scenarios that suggest seller financing may be possible. I 

suggest asking "EVERY" seller you meet if they would be interested in receiving 

monthly payment from you that will supplement their income, create an income, 

change their income tax structure that will be required to pay long-term lower 

annual tax costs for all non-owner occupied properties you find. 
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Primary Seller Financing Target Properties 

 
 

✓  Property you can have LITTLE or NO MONEY 

invested in. 
 

✓  Property where you can immediately make a monthly cash- 

flow. 
 

✓  Properties that are well located and should be easy to 

rent. 
 

✓  Properties in areas where people want to live and prices stay 

on a continual incline to capture maximum appreciation. 
 

✓  Where several houses in that area are priced between 75% to 

90% of the median priced homes for that area. 
 

✓  The monthly payment you get will be between .65% to .85% of 

the home's value or less. 
 

✓  You must have a motivated, very flexible seller. 
 

✓  Non-homestead houses are O.K. 
 

✓  Any house, Any type of area, needing Any amount of work, 

vacant or not that will appeal to real estate investors in that 

area who are looking for long term seller financing. 
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What I 

Look For 

 
 
 

1. Motivated Sellers 

2. Cosmetically Challenged Houses 

3. Mid-Blue Collar Neighborhoods 

4. Non-Owner Occupied Houses 

5. Area's Where A Family Wants To Live 

6. Area's Where I Can Buy For Less 

 Than 70% of ARV 
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What I Look For as a Possible 

Creative Seller Financing Deal 

 

1. I look for cosmetically challenged properties where you find a seller who is willing 

to sell their property with seller financing terms, nothing down with no payments for six 

months to 12 months is optimal. Fix up the property during that time and then either 

refinance the property at the improved value, or pay off the person you bought the 

property from or rent the property for monthly income, or sell the property and pocket 

the profits. 
 

2. The properties with high equity or free and clear properties. Because it is currently 

taking at least 6 to 8 months to sell most properties in today's market if  the seller is 

truly motivated you should be able to be creative and get seller financing terms with a 

low down-payment or use a note you create for the down-payment with no monthly 

payments, no Interest, all due and payable in the future possibly in 5 to 10 years or a slight 

variation of this type of down-payment. 
 

3. Cosmetically challenged properties that the seller is willing to give seller financing 

terms with a very small down payment such as ($500) for $55,000 at 5% interest then you 

can resell the property for $85,000 at 7% interest with $2,000 down. 
 

4. Let's examine this deal. We find any seller who has a property that is either free 

and clear or they owe very little on the property. We get the seller to accept $55,000 for 

the property on a land contract with 5% interest and a $500 down payment. From our 

buyers list we find someone who is willing to buy the property from us for $85,000 on a 

sandwich land contract (similar to a wrap-around mortgage) at 7% interest and $2,000 

down. I need to go over why the seller is willing to receive seller financing terms to sell 

this property. First of all, today we are in a buyer's market. Properties are more difficult 

to sell because financing is more difficult to get. The Seller’s potential profit from the 

eventual sale of their property is being eaten away every month due to holding costs. 
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What are the holding costs? 

a) The monthly mortgage payment, (if there is one) 

b) l/12th of the annual property tax cost. 

c) l/12th of the annual property Insurance cost. 

d) Water 

e) Electric 

f) Lawn care 

g) Snow removal 

h)       Maintenance to the property. 

 

Here in my market in sunny Florida, properties with an existing mortgage I use 1 ½% (one 

and one-half percent) of the after repaired value of the property, for easy, quick 

calculations as my monthly holding costs ($200,000 X1 ½% = $3,000 each month). 

5.     I look for any property that you can get seller financing terms from the seller who is 

willing to let you buy their property with little or no money down. 

 

6. If you find a property where the seller is willing to let you take over the property 

"Subject To" the existing debt but isn't sure you will make the payments each month like 

you say you will. You can make the payments on the underlying loan to an independent 

third party, such as a local bank who will, for a fee collect the monthly payments from you 

and send the underlying mortgage payment to the original lender each month and put 

any part the seller has coming to them each month into one of their accounts. The seller 

is willing to take the rest of their equity, (if any) in the form of a second note and mortgage 

which wraps around existing first loan and has no payments, no interest for as long of a 

period of time as you can negotiate, hopefully 5 to 10 years. 

 
 

7. I look for properties listed on the MLS (Multiple Listing Service) that have been on 

the market for an extended period of time and haven't sold that are listed at least 20% to 

30% below market value. If you can find this type of property many times the seller is 

looking for someone to take the property off of their hands. Try to get the seller to accept 

seller financing terms that match their underlying loan if there is one with nothing or little 

down. 
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One thing about seller financing deals that is unique and far and above conventional 

financing is, anything is possible. Anything the seller and the buyer can agree on in regards 

to the down payment, the monthly payment amount and the length of the repayment 

period can be accomplished. When you and the seller decide what will work for both 

parties and you determine what the terms of the arrangement will be it is always better 

for both parties than the buyer being forced to beg for a loan from institutions with set 

requirements that are totally inflexible as to what they can do to make the process faster 

and easier to complete. 
 

The buyer and the seller are intelligent people who can make intelligent decisions unlike 

dealing with institutional lenders. It just seems to me that institutional lenders NEVER do 

anything that is good for the buyer or seller when they make a loan. It seems they only 

make decisions that give the lender the most advantage not really caring if they are 

helping a family get into a much needed home unless the advantage is in their court. It 

almost seems like institutional lenders will only lend money to a borrower if the borrower 

can prove that they don't really need the money. 
 

Seller financing is different because intelligent people can make decisions that are good 

for both parties with the same amount of security for the seller as the institutional lender 

would get. After 25 years of the easy-to-get institutional loans finally we are back to a 

place in time where getting or giving seller financing terms, I believe will help solve some 

of the problems for the people who need the help the most. Most of these people are 

good, hardworking people who want a home for their families but are unable to qualify 

for institutional loans for one reason or another. 
 

I know from personal experience throughout my real estate investing career that actual 

"nothing down" deals are possible. In a seller financing deal the buyer can exchange 

"stuff” for a down payment instead of money. I don't know of one institutional lender 

who will do that. Stuff like the buyer exchanging a motor home or a boat they have that 

they no longer want or use for the down payment on a property they are trying to buy. If 

the seller is willing to accept a motor home or a boat for a down payment the buyer didn't 

have to come up with any cash. I know from experience that when using seller 

financing terms to buy or sell a property you are not locked into the same rigid criteria 

the institutional lenders use. You have the flexibility to create terms that work for both 

the buyer and the seller. 
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Through my research I have been unable to find any statistics that show home buyer 

defaults and foreclosures are greater on properties where seller financing term were 

involved. As a matter-of-fact I believe the properties with seller financing terms could 

possibly have less defaults because if a problem arises the buyer and seller can modify 

the agreement so no one has to lose and everyone can win. You'll never find that type of 

flexibility using an institutional lender. Like I said earlier, when intelligent people work 

together there doesn't have to be a loser everyone can win. As a matter-of-fact from my 

research I found the majority of seller financing defaults were actually second mortgages 

Sellers carried behind institutional first mortgages. These defaulting loans were the first 

mortgages that more often than not defaulted and foreclosed causing the seller held 

second mortgages to also default by association. In most cases the seller held second 

mortgages are not the reason for the huge number of defaults, the institutional loans are. 
 

I believe anyone who has been in the real estate investing business, or anyone interested 

in getting into the real estate investing business need to realize that change is in the wind. 

What real estate investors were doing as little as three years ago is dead, extinct, gone, 

buried like so many other dinosaur bones forever. Now is the time to learn about what is 

going to change the landscape of real estate investing over the next 10 years. 
 

Seller financing of some sort has always been an integral part of many of the real estate 

deals I've done over the past nearly 30 years. I would say I used some sort of seller 

financing techniques on 80% of the deals I have done. 
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The Importance of Getting Seller Financing 

Terms When Buying 

Any real estate investor who has been in the business for a considerable period of time 

realizes that getting seller financing terms can definitely help you generate long term cash 

flow income. When I buy a property I know I must finance that property I plan to keep 

long term just like everyone else. I would much rather make monthly mortgage payments 

to the seller giving them the benefit of the interest contained in my monthly payment 

than pay a financial institution. A financial institution won't appreciate my efforts to pay 

them on time every month they simply want their money each month regardless of the 

borrower's problems. 

When you pay a financial institution your data is not recognizing you as a living, breathing 

person, they only recognize you as a number. If you find it difficult to believe this just be 

late with one of the monthly payments, the following month check your credit report and 

you'll see where the financial institution advised the credit bureau that you were late 

paying the monthly payment. When you get a seller to accept some or all of their equity 

from the sale in monthly installments I feel it is a much better atmosphere to do business. 

When you are paying real people and you are going to be one or two days late making a 

monthly payment you can call them and tell them the payment will arrive a few days late 

or whatever the situation. As long as you don't make a habit of being late with the 

monthly payments it usually isn't a major problem besides in most cases the sellers are 

not members of a credit bureau and won't be able to report the late payments on your 

credit report. 

If the seller doesn't like receiving continual late payments they have the right to 

foreclose on the borrower to solve the problem just like the institutional lender has but 

in most cases the sellers won't report the late payments to the credit bureau like the 

institutional lenders who automatically do each month the payment is late. For this 

reason alone I like seller financing terms when I buy a property. I get seller financing 

terms every chance I can. I like dealing with real people when I buy because if I pay as 

agreed we can build a relationship where I might be able to borrow money from them 

over and over again for years to come. These are true win- win friendships and in many 

cases will help you become financially free and eventually wealthy. 
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Different Ways to Do Seller Financing Deals 

 
 

1.  Seller agrees to accept the purchase price which includes the seller's equity for the 

property they are selling and monthly installment payments of principal and interest for 

a specified number of months (Land Contract and Agreement for Deed). 

2. Seller agrees to accept the purchase price which includes their equity for the property 

they are selling in monthly installments of principal ONLY for the period of  time required 

to pay the seller off completely (0% Interest Until Paid). 

3. Seller agrees to accept the purchase price which includes their equity for the property 

they are selling in monthly installments of principal and interest, or principal only for a 

specified period of time. The seller may want to remain in the property so  the buyer can 

lease the property back to the seller at a monthly rental fee which is less than the monthly 

payment the buyer has to make leaving the seller/tenant with a monthly cash- flow 

income from the sale of their property (Purchase-Lease-Back). 

4. Seller agrees to sell their property "Subject To" the existing debt and any equity the 

seller may have is secured by a second junior mortgage for a specified period of time. The 

balance of the existing debt the buyer is agreeing to pay, plus the seller's equity when 

totaled equals the purchase price (Subject To). 
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Networking 

 
 

In the opinion of most of the successful experts in our business, networking is one of the 

most important parts of your business. Networking is the use of other people and 

investor's time, money, ideas, knowledge, past experiences and assets. Networking is 

another form of leveraging. 
 

I have found that the ability to get almost immediate information when you are in the 

middle of a negotiation and your mind goes blank, or when you just don't know how to 

structure a deal that is somewhat complicated is invaluable. 
 

You don't know what you don't know. 
 

Immediate information from a seasoned investor is worth more to you than you can 

imagine. 
 

The seasoned investor usually knows that they can't find all of the good deals. 
 

You might find one, wholesale it to the seasoned investor for a modest wholesale fee, the 

investor fixes up the property and either rents it or sells it. You both make a profit and 

both can pay your monthly bills. What could be better? 

 

Networking also allows you to benefit from other's ideas and past experiences. There is 

no need for you to reinvent the wheel. Learn from the stories of more experienced 

investors who have already made the same mistakes you will make if you do not know 

any better. 
 

With others sharing what they went through, you do not need to make that same mistake. 

You will advance much faster than those who choose to do things the hard way, by re-

inventing the wheel. 
 

As other investors get to know you, they build a relationship and trust that can benefit 

both of you. The key here is to be totally ethical, do exactly what you say, don't lie, make 

everything you do a win/win situation or don't do the deal. 
 

Your name and reputation is the most powerful tool you have, guard them with your life. 
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Your financial future in this business depends on it. 
 

Network and make many financial friends. Attend every meeting you have time for and 

attend every training you can afford. 
 

Get ready to catapult yourself to success. 
 

Financial Freedom is within your reach! 
 

Where To Find Property 

To Make Offers On 

 
 

To get a jump on the competition, you need to find properties for sale in places where 

others do not normally look. For instance: 

 

1.  Expired Listings in the Multiple Listing System. 

2.  For Sale By Owner signs. 

3.  Divorce or Estate Attorney's. 

4.  Banks. 

5.  City Code Department. 

6.  Lis Pendens list at the Courthouse. 

7.  Neighbors of Boarded and Vacant houses. 

8.  Non - Owner occupied houses. 

9.  Foreclosure lists. 

10.             Bankruptcy courts. 
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Knowing What to Look For 

 

● Look for areas where good people want to live 

● You must have a motivated seller 

● Look for Foreclosure property 

● Look for listed property where the price has been lowered 

several times 

● Look for listed property that has been listed or on the 

market for a long time 

● Look for sellers who are financially distressed 

● Look for cosmetically challenged houses 
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What Type Properties Have 

the Best Resale Value? 

 
 

● Three Bedroom - Two Bathroom Houses are best for 

buyers who: 
  Have two or more children of different sex 

● Two bedroom - two bathroom Houses are best for: 
  A couple 

  A family with only one child 

  A single person 

● Houses where the value does not exceed what the 

average income family in that area can afford. 

● Houses that are not too large for the neighborhood. 

● Houses with livable square footage of 1,500 to 2,000 

square feet. 

● Houses with amenities such as: 
  Easy clean windows   Good sized laundry area 

  Dishwasher    New high necked faucets 

  Garden tub w/jets   Good curb appeal 

  Pool     Double paved driveway 

  Large updated kitchen  Large bedrooms 

  Updated bathrooms   Family or great room 

  Large garage    Large closets 

  Central heat and air   Newer roof 

  Large yard with nice landscaping 
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Where to Find the Good Properties 

● Real Estate Appraisers 

● Real Estate Agents 

● You Can Drive Around 

● You Can Have Others Drive Around for You 

● Talk to Other Investors 

● Look at Sales Studies 

 

The Typical Life Cycle Of 

A Neighborhood 

 

In the early days of my real estate career I never realized how important it was to 

understand where a property is in its typical life cycle. Before I understood the following 

information I would go out to look at houses to buy without having an idea of what the 

desirability of the house 1 was looking at would be simply by knowing the age of the 

neighborhood. This is truly very important information that no one ever talks about, that 

will help you determine the desirability and value of houses in a neighborhood. You will 

be better able to understand why a property diminishes in value, more or less, through 

the years at different points of its life cycle. 
 

Once you start to understand the point at which a house is in its typical life cycle, you 

will have a better insight into the seller's thoughts and understand what future buyers 

who want to live in that neighborhood desire. You will also be able to understand how 

the value of the property is affected by the age of the house and neighborhood. 
 

I believe the following section should open your eyes and your mind by giving you 

valuable information that will help you better determine what to do with the property 

if you buy it, and understand how much to give for the property at the same time. 
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I know this information has definitely helped improve my bottom line many 

times and I think it should help yours too. 
 

An 80 Year Typical Life Cycle of a 

Neighborhood 

 

When a house is new and located in a new subdivision this will typically be the highest 

desirability the house will ever have. People who buy a house in a new subdivision are 

usually looking for a neighborhood where they can be confident that they will experience 

good appreciation and are certain that the value of their property will remain high. These 

people want a good neighborhood near the best schools where their children can be safe 

and the family wants to live in the area. This is usually an area where demand is greater 

than supply. 

 

When a family buys a house in a new subdivision they stay on average about 20 to 25 

years or until their children are off to college and it's time to down size. At the point they 

decide to down size into a smaller house. These people are now 45 to 50 years old and 

no longer want the upkeep of a large house. When the owner's decide to sell their house 

usually it is still in good condition. Because this has always been a pride of ownership 

neighborhood most of the houses are still in fairly good shape, but some will always be in 

less than good condition, as some people simply don't care what their house looks like. 

 

When the owners decide to sell, due to the location of the property the sellers will usually 

experience a satisfactory profit when they sell. Provided they kept the house in good 

condition. The new buyers for this area are usually 30 something in age, have decent jobs 

with two incomes and can afford the cost of the neighborhood. Now that the house is 20 

to 30 years old the new buyers find the house needs more and more maintenance to keep 

the house in excellent condition and they are usually willing to do what is needed to do 

that. Because most young people want the latest fads some of the houses in the 

neighborhood are less than desirable to them. Why, some of the houses have architecture 

that dates the house. Most of the new buyers feel they can live with the style of the house 

simply because of the location and the school system. 
 

Remember some of these houses were built in the 60's with pea green countertops in the 

kitchen and bathrooms. In the 70's orange shag carpet was the rage. The 80's gave us the 

split floor plan with only moderate sized rooms. The 90's gave us the split floor plan with 
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large rooms and a large great room as part of the kitchen area and large garages are 

typical. 
 

When you look at a house today that has pea green countertops, orange shag carpet, 

small rooms, a one car garage and overgrown landscaping it is much less desirable than 

the newer houses with large rooms and a split plan built in the 90's with the large great 

room off of the kitchen. Because these houses are dated they are less desirable, but 

because of the school system and the neighborhood they are still desired as they are still 

in a good place to live with well lit streets and still affordable to a young family with two 

incomes. 
 

The new owners dump money into the house to fix it the way they like it and are happy 

to live there for several years until they see that some of the original owners who still live 

in the neighborhood are starting to look run down. Once they start to notice the decay of 

their neighborhood they start to get uneasy. They become afraid that the value of their 

house will go down instead of up. So they decide to sell the house while the neighborhood 

is still a desired place to live and they look for another desired neighborhood where they 

can afford to live that is newer. 
 

When the next buyer comes along the neighborhood has aged to be about 30 to 40 years 

old. These are usually blue collar workers who are buying 40 year old houses because they 

are affordable for their income level. This is when the other owners notice older pick-up 

trucks in the driveways and they notice that most of the houses are starting to look less 

than desirable because they need new landscaping, new lawns and a good paint job. It 

becomes evident that the sidewalk and the driveway has cracks and should probably be 

replaced. More and more investors are buying the worst looking houses and do minor 

repairs to the house then rent the house to less and less desirable people as the house 

continues to deteriorate over time and only this type of people are  
 
 

willing to live there. A large number of teenagers now live in the neighborhood. These  

teenagers hang around on street corners and play basketball in the streets. The neighbors 

also notice more and more minor crime in the area. 
 

When the neighborhood has aged about 40 years you will start to notice houses quietly 

being remodeled and put back on the market and being sold to families with smaller 

children again. Because of the overall poor condition of some of the houses in the 

neighborhood the price of the houses are about as low as they are going to get. Now is 

the best time to buy property in that neighborhood. As more and more houses are being 
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fixed up and resold the property values start to increase rapidly and the neighborhood 

makes a resurgence. Then the cycle starts again, the new owners in the first stage of the 

next 40 year cycle usually stay on average 7 to 10 years. Because of the age of the  
 

property the value decreases more rapidly in the second 40 years of the cycle. When the 

neighborhood gets to be 50 to 60 years old it becomes a mixed neighborhood of 

homeowners and rental houses. The houses become less and less appealing to 

homeowners leaving only the people to live there who can't afford a better house or are 

compelled to live there because of the affordability of the house or the rent. For the 

people who want to live in a better area they eventually move into a newer neighborhood 

built farther away from the inner city where the houses and amenities are more modem 

and property values are continuing to increase. 
 

As you learn how to read a neighborhood and understand where the neighborhood is in 

the cycle you will know when is the best time to buy, just before everyone else catches 

on and starts to do the same. You want to know when is the best time to buy at the lowest 

prices so when you fix the property up you will reap higher profits. 
 

By understanding the complexity of a neighborhood life cycle when you start to notice 

houses being torn down after 50 to 60 years of existence you will understand why. The 

reasons will range from simple maintenance neglect to damage caused by fire. When you 

see these houses being torn down and new houses being built in there place you will 

notice a new resurgence of desire and value in the area. 
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Questions You Should Ask Yourself 

When Looking At A House 

 
 

1. Look at the neighborhood. Is this a rental, family or 

mixed rental and family neighborhood? 
 

2. Does the house have good curb appeal? 
 

3. Is this a neighborhood where people who can qualify for 

a mortgage adequate to purchase this priced home 

would choose to live? 
 

4. Is this a house in an area where it will sell, or will it have 

to be a rental? 
 

5. Is this house being sold by an individual, a Bank, VA, 

HUD, through a Realtor, etc.? 
 

6. What is this house worth after fix-up? 
 

7. What types of repairs are required to fix-up this house 

for Retail, or as a Rental? 
 

8. What will the cost be for the needed repairs to this 

house? 
 

9. Is this a house I really want to own, or do I want to 

wholesale it to an investor?  
 

10. What is the best way to profit from this house? (hold, 
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wholesale, rehab and sell) 
 

11. How much profit do I expect to make on this house? 
 

12. Will this be an all cash offer, or can I possibly get seller 

financing? 
 

13. How much am I willing to pay for this house? 
 

14. What type of offer should I make on this house? 
 

15. Should I make 3 offers on this house, if so, what should I 

offer on each? 

 $ ____________ All 

Cash,____________________________________________ 

__________________________________________________

________________ 

 

16. Who in my network of investor friends might be 

interested in this property? 

 

17. If I buy this house, who will I get to do the Rehab? 
 

18. If I buy this house, and I don't fix it up, How will I sell 

it? 
 

19. If I keep this house as a rental, does this house have 

enough amenities to provide me with a  tenant who 

can afford to pay enough rent to cover my payment and 

taxes and insurance? 
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20. Will I be able to get a Bank loan, a Hard Money loan, 

or will I need to take on a partner? 
 

21. Is this an all Cash deal? If so, where will I get the 

Cash? 
 

22. If I need Cash quickly to live on, should I buy this as a 

rental for the long term? 
 

23. After fix-up, how will I sell the house? All Cash, Seller 

Financing, Lease Option? 
 

24. How much will I sell the house for if I sell for All Cash, 

Seller Financing, Lease Option?      

       $ ________________  $ _______________   

          $ _______________ 

 

25. Who are the people I need to find to sell this house 

to? 
 

26. Do I need All Cash now, or would I make more ifl sold 

with Seller Financing? 
 

Review every step of the entire deal from the first sight of the 

property, to the closing when sold. 
 

Critique every step of the deal, then ask yourself, what did I do 

right and what don't I ever want to do again? 
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Important Property 

Information 

 

1. Look Where the Most Profitable Property Are Located. 
 

2. Next, Find The Property Owners. 
 

3. Get The Address Of The Property. 
 

4. Get The Full Legal Description Of The Property. 
 

5. Find Out What The Property Amenities Are, such as: 

Square Feet of House   Property Homestead Status 

Number of Bedrooms   # of Car Spaces in garage 

Number of Bathrooms  Does the House have a pool? 

What Type of Construction is the House? 

What Year Was the House Built? 

 

6. Find Comparable Property In The Immediate Vicinity. 
 

7. Find Out What The After Repaired Value of the House Is? 
 

8. Determine What The Buying - Selling - and Holding Costs 

Will Be. 
 

9.   Determine What The Property Will Rent For. 
 

10. Determine What The Repair Costs Will Be. 
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How To Contact The 

Property Owner 

 
 

1. Send a letter. 
 

2. Put out "Door Hangers". 
 

3. Make A Phone Call. 
 

4. Knock on the Door. 
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How I Find Property to Buy Using Letters 

 

Many people send letters to property owners looking for motivated sellers who don't want 

their property any longer. I do the same. My wife and I have a letter campaign that we 

continually expand and over the years that letter campaign has been very good to us. 

I want to explain who we send our letters to and how we find those people and what 

information we look for about the property owners and the property they own. 

When I want to expand our letter writing campaign into areas where we have never 

looked for properties to buy before the first thing I do after I determine which county I 

want to buy property in, I contact the County Property Appraiser in that county. I ask 

them to select properties and certain information about each property in the form of a 

list. The information I want is such information as: 

● To whom and where the annual property tax statement is sent each year. 

I want property where the owners do not live in the property as their homestead. 

● I want only Non-Owner Occupied houses. 

Here in Florida we have many properties that are owned by people who live in other 

states. When I have the County Property Appraiser do a search for Non-Owner Occupied 

houses I always want to include any property owners who live in another state. I am lucky 

to have a high number of out-of-state owned properties everywhere I choose to look. 

In your area you may want your County Property Appraiser to search for property owners 

that own property that are not their homestead property. You could also ask the County 

Property Appraiser to: 

● Search for people who live in another state and own property in the county 

where you are looking. 

I always ask the County Property Appraiser to search for these properties 

● Putting the owner's names in alphabetized order by the state in which they live. 

Let me give you an example of what I'm talking about. The list I get starts with all of the 

property owners who own property in the county I am looking in and they live in Alabama, 

then all of the property owners who live in Alaska, then those who live in Arkansas, then 

Arizona, then California, Connecticut, Delaware, etc. through all of the 50 states. 

On the report I get from the County Property Appraiser I also want some pertinent 

information about the property. 
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Such things as any 

● Comparable Sales Data they can give me about any comparable sales in that area. 

● I also get the physical address of each property. 

● I ask for what is known as the "Just Market" value of the property. This is what 

the property appraiser feels is the just market value of each property. This may 

have a different name where you are. 

● I always get the Sales Price of each property when it was last sold. 

● I get the property "Parcel Identification" number of each property. 

I tell the County Property Appraiser what areas of each county that I want to focus on. I 

always get the names of the Out-of-State owners of the entire county and also send them 

a letter asking if they would like to sell their property.  

Let me give you the list of desired things I want from the County Property Appraiser in the 

counties where I want to send letters. 
 

1. All "Non-Owner Occupied" and/or "Out-of-State owned properties. 

2. The owners Name, address and property information alphabetized by the state 

in which the property owner lives which should be different than the non-

homestead property. 

3. The physical address of each property. 

4. Comparable Sales Data for each property. 

5. The "Just Market Value" of each property. 

6. The Date that each property was sold last. 

7. The Sales Price of each property when it last sold. 

8. The Property Parcel identification number of each property. 

9. The desired geographical area of the county where I want to send letters. 

With this information you can hopefully find some motivated sellers that want to sell their 

properties so you can make some quick money. 

This is what 1 do to find many of the properties I buy and then wholesale to another 

investor or a tenant buyer. 
 
  



Creative Seller Financing – Volume I 

“Getting Started” 

80 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

 
 

Why My Letters Stay Longer In the Property 

Owner’s Home 

 

Because many of my letters are sent to homeowners of advanced years of age who are 

not ready to sell their home or investment properties when they receive my letter I have 

devised a way to have the property owner keep my letter in their home and not thrown 

in the trash for an extended period of time. 
 

What I do is simply put a "3" year calendar on the back side of my letters. Because of 

this simple addition I have been contacted by family members of the property owners 

after Mom and Dad have passed away. The reason is Mom and Dad had put my three 

year calendar on their refrigerator. Then when the children or family members were 

cleaning out the house my letter was found and I then received a call 3 to 4 years after I 

sent the letter. 
 

This is truly a gift that keeps on giving! 

 
 
 

On the following page is a sample of the letters I use. 
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Your Name 

 

Your Address 

Your Phone Number(s) 

Your Fax Number 

Your Cell Number (optional) 

Your e-mail address 

Hello, 

I am an investor who buys and sells houses in the area of your house in ___________ < 1 > 

___________ . While going through Public Records looking for the name and address of the 

owner of the house located at < 2 > , I found your name. 

 

If you are interested in selling this house, or any other houses you may have in the area of this 

property please contact < 3 > at ______-_< 4 >_- _______, or if you prefer, you can fill out the 

bottom portion of this letter then mail it back to me at my address listed above. Because of 

incomplete ____< 5 > County property records, I would appreciate your help to collect more 

information about your property. 

 

If you are interested in selling I would like to make an offer to buy your house. I look forward to 

hearing from you, or I will contact you as soon as I receive the information requested below about 

the property. 

 

I look forward to doing business with you and hope to hear from you soon. 

 

 

Sincerely, 

__________<6>_____________ 
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Letter to Owners 

 

What to put on each line. 

1. City where Property is located. 

2. The Property Address. 

3. Your First Name. 

4. Your Telephone Number. 

5. The County Name where the Property is located. 

624195360. Your signature. 
 

I never use a company name on my envelopes or letterhead. I find I get a better response 

rate when I make my letter look like a letter from a husband and wife who are trying to 

pick up a few properties for their retirement. Looking like a large corporation doesn't work 

as good for me. I always hand address the envelope's I send this letter in. I try to make it 

look like a letter from Grandma or a family member of the owners. I never use mailing 

labels of any kind or fancy envelopes with a window. I use a # 10 business envelope, hand 

addressed. If the envelope looks like a letter from Grandma or a family member it has a 

better chance of getting opened and not be thrown into the trash never being seen. 
 

If your letter doesn't get opened, I guarantee you won't buy their house. 
  

I am asking $ for the property. It is occupied vacant. (check one) 

Is the house rented? (yes or no)   How much is it rented for $ . 

 

The Owners Correct Name: ________________________________ 

                               Address: ________________________________ 

                                      City: _______________State: ___ Zip: ________ 

                     Phone Numbers: ___________________________________ 

Notes: 

_______________________________________________________________________________

__ 

_______________________________________________________________________________
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Your Name 

 

Your Address 

Your Phone Number(s) 

Your Fax Number 

Your Cell Number (optional) 

Your e-mail address 

Hello, 

I am an investor who buys and sells houses in the area of your house in 

_________________________. While going through Public Records looking for the name and 

address of the owner of the house located at___________________________________, I 

found your name. 

 

If you are interested in selling this house, or any other houses you may have in the area of this 

property please contact____________________at ______-________- _______, or if you prefer, 

you can fill out the bottom portion of this letter then mail it back to me at my address listed 

above. Because of incomplete ______________ County property records, I would appreciate 

your help to collect more information about your property. 

 

If you are interested in selling I would like to make an offer to buy your house. I look forward to 

hearing from you, or I will contact you as soon as I receive the information requested below about 

the property. 

 

I look forward to doing business with you and hope to hear from you soon. 

 

 

Sincerely, 

_______________________ 

 
  

I am asking $ for the property. It is occupied vacant. (check one) 

Is the house rented? (yes or no)   How much is it rented for $ . 

 

The Owners Correct Name: ________________________________ 

                               Address: ________________________________ 

                                      City: _______________State: ___ Zip: ________ 

                     Phone Numbers: ___________________________________ 

Notes: 

_______________________________________________________________________________

__ 

_______________________________________________________________________________
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Your Name 

Your Address 

Your Phone Number(s) 

Your Fax Number 

Your Cell Number (optional) 

Your e-mail address 

Hello, 

My wife and I are investors who buys and sells houses in the area of your house in ______ < 1 > 

_______. While going through Public Records looking for the name and address of the owner of the 

house located at < 2 >, I found your name. 

 

If you are interested in selling this house, or any other houses you may have in the area of this property 

please contact < 3 > at ______-_< 4 >_- _______, or if you prefer, you can fill out the bottom portion of 

this letter then mail it back to me at my address listed above. Because of incomplete ____< 5 > County 

property records, I would appreciate your help to collect more information about your property. 

 

If you are interested in selling I would like to make an offer to buy your house. I look forward to hearing 

from you, or I will contact you as soon as I receive the information requested below about the property. 

 

I look forward to doing business with you and hope to hear from you soon. 

 

Sincerely, 

__________<6>_____________ 

  

Line # (1.) City or town where property is located. 

Line # (2.) The actual property address 
Line # (3.) You or your contact persons name 

Line # (4.) The phone number you want the seller to call 
Line # (5.) The county where the property is located 
Line # (6.) Your signature 
(Seller fills out lower section and sends back to you)  
 

I am asking $ for the property. It is occupied vacant. (check one) 

Is the house rented? (yes or no)   How much is it rented for $ . 

 

The Owners Correct Name: ________________________________ 

                               Address: ________________________________ 

                                      City: _______________State: ___ Zip: ________ 

                     Phone Numbers: ___________________________________ 

Notes: 

__________________________________________________________________________

_______ 
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2007 
S M T W T F S  S M T W T F S  S M T W T F S  S M T W T F S 

JANUARY  FEBRUARY  MARCH  APRIL 

 1 2 3 4 5 6      1 2 3      1 2 3  1 2 3 4 5 6 7 

7 8 9 10 11 12 13  4 5 6 7 8 9 10  4 5 6 7 8 9 10  8 9 10 11 12 13 14 

14 15 16 17 18 19 20  11 12 13 14 15 16 17  11 12 13 14 15 16 17  15 16 17 18 19 20 21 

21 22 23 24 25 26 27  18 19 20 21 22 23 24  18 19 20 21 22 23 24  22 23 24 25 26 27 28 

28 29 30 31     25 26 27 28     25 26 27 28 29 30 31  29 30      

       
MAY  JUNE  JULY  AUGUST 

  1 2 3 4 5       1 2  1 2 3 4 5 6 7     1 2 3 4 

6 7 8 9 10 11 12  3 4 5 6 7 8 9  8 9 10 11 12 13 14  5 6 7 8 9 10 11 

13 14 15 16 17 18 19  10 11 12 13 14 15 16  15 16 17 18 19 20 21  12 13 14 15 16 17 18 

20 21 22 23 24 25 26  17 18 19 20 21 22 23  22 23 24 25 26 27 28  19 20 21 22 23 24 25 

27 28 29 30 31    24 25 26 27 28 29 30  29 30 31      26 27 28 29 30 31  

       
SEPTEMBER 1  OCTOBER  NOVEMBER  DECEMBER 1 
2 3 4 5 6 7 8   1 2 3 4 5 6      1 2 3  2 3 4 5 6 7 8 

9 10 11 12 13 14 15  7 8 9 10 11 12 13  4 5 6 7 8 9 10  9 10 11 12 13 14 15 

16 17 18 19 20 21 22  14 15 16 17 18 19 20  11 12 13 14 15 16 17  16 17 18 19 20 21 22 

23 24 25 26 27 28 29  21 22 23 24 25 26 27  18 19 20 21 22 23 24  23 24 25 26 27 28 29 

30        28 29 30 31     25 26 27 28 29 30   30 31      

 

2008 
S M T W T F S  S M T W T F S  S M T W T F S  S M T W T F S 

JANUARY  FEBRUARY  MARCH 1  APRIL  

  1 2 3 4 5       1 2  2 3 4 5 6 7 8    1 2 3 4 5 

6 7 8 9 10 11 12  3 4 5 6 7 8 9  9 10 11 12 13 14 15  6 7 8 9 10 11 12 

13 14 15 16 17 18 19  10 11 12 13 14 15 16  16 17 18 19 20 21 22  13 14 15 16 17 18 19 

20 21 22 23 24 25 26  17 18 19 20 21 22 23  23 24 25 26 27 28 29  20 21 22 23 24 25 26 

27 28 29 30 31    24 25 26 27 28 29   30 31       27 28 29 30    

       
MAY  JUNE  JULY  AUGUST 1 2 

    1 2 3  1 2 3 4 5 6 7    1 2 3 4 5  3 4 5 6 7 8 9 

4 5 6 7 8 9 10  8 9 10 11 12 13 14  6 7 8 9 10 11 12  10 11 12 13 14 15 16 

11 12 13 14 15 16 17  15 16 17 18 19 20 21  13 14 15 16 17 18 19  17 18 19 20 21 22 23 

18 19 20 21 22 23 24  22 23 24 25 26 27 28  20 21 22 23 24 25 26  24 25 26 27 28 29 30 

25 26 27 28 29 30 31  29 30       27 28 29 30 31    31       

       
SEPTEMBER  OCTOBER  NOVEMBER 1  DECEMBER 

 1 2 3 4 5 6     1 2 3 4  2 3 4 5 6 7 8   1 2 3 4 5 6 
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7 8 9 10 11 12 13  5 6 7 8 9 10 11  9 10 11 12 13 14 15  7 8 9 10 11 12 13 

14 15 16 17 18 19 20  12 13 14 15 16 17 18  16 17 18 19 20 21 22  14 15 16 17 18 19 20 

21 22 23 24 25 26 27  19 20 21 22 23 24 25  23 24 25 26 27 28 29  21 22 23 24 25 26 27 

28 29 30      26 27 28 29 30 31   30        28 29 30 31    

 

2009 
S M T W T F S  S M T W T F S  S M T W T F S  S M T W T F S 

JANUARY  FEBRUARY  MARCH  APRIL 

    1 2 3  1 2 3 4 5 6 7  1 2 3 4 5 6 7     1 2 3 4 

4 5 6 7 8 9 10  8 9 10 11 12 13 14  8 9 10 11 12 13 14  5 6 7 8 9 10 11 

11 12 13 14 15 16 17  15 16 17 18 19 20 21  15 16 17 18 19 20 21  12 13 14 15 16 17 18 

18 19 20 21 22 23 24  22 23 24 25 26 27 28  22 23 24 25 26 27 28  19 20 21 22 23 24 25 

25 26 27 28 29 30 31          29 30 31      26 27 28 29 30   

       
MAY 1 2  JUNE  JULY  AUGUST 1 
3 4 5 6 7 8 9   1 2 3 4 5 6     1 2 3 4  2 3 4 5 6 7 8 

10 11 12 13 14 15 16  7 8 9 10 11 12 13  5 6 7 8 9 10 11  9 10 11 12 13 14 15 

17 18 19 20 21 22 23  14 15 16 17 18 19 20  12 13 14 15 16 17 18  16 17 18 19 20 21 22 

24 25 26 27 28 29 30  21 22 23 24 25 26 27  19 20 21 22 23 24 25  23 24 25 26 27 28 29 

31        28 29 30      26 27 28 29 30 31   30 31      

       
SEPTEMBER  OCTOBER  NOVEMBER  DECEMBER 

  1 2 3 4 5      1 2 3  1 2 3 4 5 6 7    1 2 3 4 5 

6 7 8 9 10 11 12  4 5 6 7 8 9 10  8 9 10 11 12 13 14  6 7 8 9 10 11 12 

13 14 15 16 17 18 19  11 12 13 14 15 16 17  15 16 17 18 19 20 21  13 14 15 16 17 18 19 

20 21 22 23 24 25 26  18 19 20 21 22 23 24  22 23 24 25 26 27 28  20 21 22 23 24 25 26 

27 28 29 30     25 26 27 28 29 30 31  29 30       27 28 29 30 31   
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This "Nine" Most Important Things Every Real 

Estate Investor Needs to Know About 

Rehabbing a Property. 

 

1.  You Must Know What to Look For. 

 

When you're about to buy an investor property you need to know what to look for that 

needs to be repaired or replaced to determine what the cost of that rehab project will be 

before you ever make an offer to buy any property. Not knowing how to figure repair 

costs or knowing what needs to be repaired is one of the most critical mistakes most new 

investors make when they buy property. The following exercise will take you through the 

logical steps of a rehab project so you don't have to make the same costly mistakes I did 

when I for started. Even with years of construction experience I still made many mistakes 

rehabbing the properties that I did. I didn't have a clue what the buyers wanted all I knew 

is what I thought they wanted. I guess I wasn't a good judge of what other people want 

because it took much longer to sell my properties and other investors took to sell theirs. 

I'm now sure it was because of the things that I did my rehab my properties that just to 

make sense of all. For instance, I bought inexpensive materials thinking I was saving 

money when in reality I was going to a lot of effort to make a property look new but it still 

looked as cheap as the cheap materials I bought. It didn't take me long to figure out that 

using the cheaper materials was not the most intelligent thing I could do. As a matter-of-

fact it always cost more in the long run to use inexpensive materials because it took longer 

to sell the properties and much of my profits were eaten up every month by holding costs 

while the property sat on the market and was unsold. Once I figured out that the most 

important thing I could do was to make my properties look newer and fresher and more 

impressive than my competition that I started to sell my properties quicker and easier.  
 

I learned that in most cases the lady of the family was the major decision maker who 

made the determination whether that family bought my property or not. Because the 

lady of the family in most cases is a decision maker I decided the best place to spend extra 

money I was in the places that the lady spent most of her time which was the kitchen, the 

bathrooms, the laundry area or the great or family room. 

There are some things you must think about when doing your rehab that can make a 

major difference in the appeal of the property to the buyer. I learn that almost all 
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women want a home they live in to be something they can be proud of. They want a 

home fully as nice if not nicer than everyone in her family. She wants a home fully as 

nice as or nicer than everyone in her social circle. She wants a home fully as nice as or 

nicer than all of her closest friends. She wants a home that when people drive up they 

will be impressed with what they see. Because you know these facts you will now 

always think about the things you can do to give the person that makes the buying 

decisions and every family what it is they're looking for at an affordable price. 

Statistics also show that the "4" most important areas of the house women find most 

important are: 

● The Entry into the house 

● The Kitchen 

● The Master Bathroom 

● Any Focal room such as: 

● The Great Room 

● The Study 

● The Family Room or the Game Room 
 

To make your property more appealing to a buyer there are several things you need to 

focus on to make your properties more salable to sell faster, they are... 
 

1.   Always renovate using items and materials usually found in houses at   

 least one step or price range higher than other houses in that area.  
  

Some of those items are.... 
 

● Extra thicker pad under a better grade of carpet 

● A body spray multiple shower heads in the master bathroom shower 

● A Jacuzzi bathtub in the master bathroom 

● A good grade of stainless steel appliances 

● Granite or Corian countertops in the kitchen 

● A good grade of wooden kitchen cabinets 

● One step better light fixtures and ceiling fans 

● High neck kitchen faucet 

● Good quality faucets throughout 

● Good landscaping 

● A good grade of neutral color interior paint 

● Carpet at least one step above what is usually found in that price range 

homes. 
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If you understand the psychology of the way a buyer thinks it is easier to understand why 

they will like your house better than the other houses they have or will look at in the price 

range of your house, here is why. 
 

When a woman finds these higher grade items in your $200,000 house that are not found 

in other $200,000 houses they have looked at will really impress the buyer in most cases. 

When she and her family and friends look at other $200,000 houses that do not have the 

amenities your house has she, her family and friends will admire this house as a much 

nicer house. Even if she has to pay $215,000 for your house she can justify the extra costs 

because of what she is getting for her money. Besides most people today are monthly 

payment sensitive rather than the price of the house as long as the property will appraise 

for what they are paying for the property. 

This little secret will sell your houses quicker and easier than those you try to skimp on 

when rehabbing those properties. I believe you should always be at least one-step up over 

other houses in that same price range. It's up to us to create a property that gives the 

buyer a sense of experiencing more than they had expected for their money. 

Here is a chart I use when determining what I will do to my properties that I want to sell 

quickly. 

 

 

When the actual price of the house is: _ Rehab parts of the property as if it were _ 

       valued at: 

$100,000 to $150,000      $250,000 

 $200,000       $300,000 

 $300,000       $400,000 

 $400,000       $600,000 

 
 

Go to open houses and make notes of the amenities usually found in the higher priced 

houses. 
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2.  How to Quickly Figure Repair Costs before 

You Make Your Offer to Buy Any Property. 

Knowing how to estimate repair costs quickly is an important part of being an investor. 

Not every investor understands that before they make an offer to buy any property they 

need to know approximately what the repair costs will be for that property to put it into 

the condition that is needed to sell that property to their intended buyer. For instance, if 

you are going to buy a property and wholesale the property to another investor who plans 

to fix up the property and then sell it retail you still need to determine what the repair 

costs will be even though you won't be doing the work yourself. This is important because 

even though you will not be doing the work yourself you are trying to pass along a good 

deal to another investor who will have to do the work and the cost of that work will need 

to be calculated into the price you pay for the property. If you don't pass along a good 

deal to the investor it will be much harder for you to wholesale the property to anyone 

other than a greater fool who is willing to pay more for a property than the deal will 

support. At the very least every real estate investor needs to understand how to quickly 

figure repair costs close enough to make an offer on the property. The investor doesn't 

have to figure the repair costs to the penny but they do need to be in the ballpark which 

is relatively simple to do if you understand the basic costs of the major parts of every 

rehab. For instance, some of the major items that need to be looked at are such things. 
 

3.  How to Get the Best Estimates from 

Contractors. 

The best way I have found to get the best estimate of the work that needs to be done to 

my properties is to let each contractor know that I am getting a price for the same work 

from other licensed contractors. I try to create a sense of competition with the 

contractors I use. I get multiple bids from multiple contractors to get the best price 

possible. 
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4.  If You Do the Work Yourself Are You Really 

Saving money? 

This is how I used to think. Boy was I an idiot! Nothing could be farther from the truth. In 

the beginning of my career I spent all of my nights and weekends rehabbing the properties 

I bought because I thought I was saving money doing the work myself when I was really 

taking many months to complete each job while making monthly mortgage payments 

until I completed the work. The extra months I spent rehabbing the properties myself was 

usually at least three times longer than if I had hired qualified people to do my work. I do 

not recommend doing the work yourself unless you enjoy making monthly mortgage 

payments for months until you can get the work done. What I was really doing was making 

several extra monthly mortgage payments to save a contractor $15.00 per hour for a few 

days. 
 

5. Key Points to Look for in the Contractor's 

Proposal. 

The following are a sample of what should be in every Contractor's Working 

Agreement This is a sample of what you should look for. 

Parts of the Contractor Agreement-The following provisions are typically found in a 

Contractor Agreement: 

Names and Street Addresses of All Parties 

Because contractors have been known to disappear without finishing a job or after doing 

a defective job, make sure you have more than a P.O. Box and check to make sure 

addresses and telephone numbers are correct before you sign the agreement. 
 

Specifications and Scope of Work 

This section should be very specific, and should outline what is to be done, what products 

are to be used by brand name or model number, colors, grades of material, and any other 

relevant information. You need to include a provision about cleanup after the project, 

such as removal of debris and dumpsters.   
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This section should also include a list of the steps to be taken and how the work is to be 

done if there are alternative ways of doing the project. For example, how is the flashing 

to be fixed around a chimney in a roofing project? 

 

Price or How Price Is to Be Determined 

The price should be clearly broken down and easy to understand. Be wary of costs that 

are not determined until the end of the project. It would be better to get a final price up 

front, but if you can't, at least be sure you know exactly how costs will be calculated. 

Approximate Timelines 

You can never be exactly sure how long a project will take, so an approximation should 

do, such as from June 20, 2008 to October 20 2008. Use dates instead of periods of time, 

like "4 months." The term 4 months could be interpreted to mean 4 months of work 

spread over a 12-month period. 

 

Payment Schedule 

You should never pay a large percentage of construction costs in advance. Some states 

have limits on advance payment. In California, for example, you can only be required to 

pay $1000 or 10% of the contract, whichever is less. Check with your state's licensing 

agency to find out the rules in your states. Additional payments should be made as the 

work progresses, but payment schedules should be tied to work performance and not to 

dates. So a payment should be made when a certain amount of work has been completed. 

Don't' make the final payment (usually around 10%) until after you've completely 

inspected the work and after any required inspections by building officials have been 

completed. Also don't pay before the contractor has proved that he or she has paid all 

the subcontractors and suppliers who could put a mechanic's lien on your property. Only 

pay the contractor for work that has been "completed".  Never paid more. For instance, 

if you believe your job is 20% complete, never pay the contractor more than 20% of 

what you owe them for the entire job. 
 
 

● When "ALL" work has been done to your satisfaction be prepared to pay the 

contractor(s) of all of what you owe them. But first,  
 

● In hand, exchange with the contractor a "Waiver and Release of Lien" signed and 

dated by each contractor in exchange for each payment made as well at the final 
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payment you owe to the contractor(s). "NEVER", give a check to the contractor 

until you have the signed and dated "Waiver and Release of Lien" in your hand. 
 

Contractor Will Arrange For Permits 

 

● Make sure each contractor or sub-contractor pulls any and all permits needed for 

their respective portion of the job as required by the municipality that requires the 

permits. 
 

● Require visible proof that the required permits that is needed were pulled before 

allowing the contractor to start work on your job. 
 

● Always call the "Building Department" in the municipality where your rehab 

property is located to see if there are any "Open Code Issues" on the property 

before you buy it. 
 

The contractor should obtain any permits that are required and should check to see if 

there are zoning problems with your project. You can be fined or required to remove 

improvements if these requirements aren't met, so this is an important provision.  
 

Guaranties and Warranties by the Contractor 

 

The contractor should give you a written warranty that the contracting company will be 

responsible for the failure of a subcontractor to perform adequately and a warranty on 

the workmanship and materials used by the contractor for a specified period of time. 
 
 

Bonds 

 

This section should also include any bonds you and the contractor have agreed on. 

 

Provision for Additional Work 

 

Sometimes additional work is needed that no one anticipated, such as work to repair 

termite damage. An agreement for additional work is often called a change order. Specify 

that additional work can only be done upon written agreement of the parties so that you 

can make sure the specifications for additional work are as carefully drafted as in your 

original agreement. 
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Termination 

 

This clause usually sets out the amount of notice either party must give to cancel a 

contract. 

 

Conflict Resolution 

 

This section can require the parties to resolve differences outside of litigation, such as by 

requiring arbitration of the dispute. You can also provide for liquidated damages, or an 

agreed upon amount that one party will pay if he or she fails to fulfill some part of the 

contract. 

 

You can have a look at the points below which outline the main headings, to familiarize 

yourself with the important points the standard forms of agreement contain. 

 

This is the front section, which sets out the parties to the agreement, what is required 

and what information the agreement is based on and how much you will have to pay for 

the described work. 

 

The parties are basically you and the contractor, but may include an agent such as an 

architect or surveyor. A point to be aware of is that many contractors may employ sub-

contractors especially for specialist works. You may wish to have a contractual link to 

these sub-contracting companies in case the main contractor ceases work so that the sub-

contractor is obligated to carry out and complete the work to a proper standard and be 

responsible for defects is available direct to you. You should seek advice on this, as 

warranties can be complex. 

 

It is important to be sure if the contractor is responsible for designing and building as a 

package or is only responsible for building to a design someone else has prepared. 
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WHAT SHOULD EVERY CONTRACT INCLUDE? 

 

A home improvement contract should address several specific issues, outlined below. This 

list contains things you may not require in every contract. For example, a kitchen 

remodeling in your home that is one hundred feet from the nearest neighbor probably 

doesn't need an anti- noise provision. 
 

□ Preamble. A preamble is an introduction that states names, addresses, phone 

numbers, and the date the contract is executed. It should specify whether the 

contractor's business is a sole proprietorship, a partnership, or a corporation. (If it 

is a partnership or a corporation, make sure the person who signs is an authorized 

representative.) The preamble should also state that the remodeler is an 

independent contractor, not your employee. Otherwise, you might be responsible 

if the builder injures someone. You should also add the contractor's FEIN (Federal 

Employer Identification Number). The contract price should state the total dollar 

amount, including sales tax, to be paid by the homeowner for services agreed to in 

the contract. 
 

□ Starting and completion dates.  No contractor is likely to begin until after 

your right to rescission has safely passed. Specify an end date, stating 

exceptions such as weather, strikes, and so on. You may want to add a 

bonus-penalty clause if the date is critical. Specify a daily starting time if that 

matters to you. Consider interim completion dates for key phases of big jobs. 
 

□ Scope of work.  Contractors may shy away from a clause as broad as "all 

labor, materials, and services necessary to complete the project." But be 

cautious of being so specific in the tasks and materials listed that anything 

else becomes an "extra" or a "change order," which may be billed separately. 
 

□ Description of materials.  See that complete descriptions of agreed-to products 

are listed, including brand names and order numbers. Plans and specifications, 

bids, estimates, and all other documents relating to the project are part of the 

scope of work. Make sure that copies of these are 

attached to all copies of the contract before you sign it. 
 

□ Permits, licenses, and zoning.  Specify that the contractor will obtain all 

necessary licenses and permits and satisfy all zoning regulations and building 

codes, and indemnify the homeowner in case the contractor fails to do so. 
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□ Cleanup policy.  Will the contractor clean up daily? After each subproject? 

Only at the end? Where is refuse to be placed? 
 

□ Storage.  Specify where materials and equipment will be kept. You are 

probably liable for damage to materials and equipment from fire or 

accidents, so be sure to check your homeowner's policy and make sure these are 

covered. 
 

□ Parking.  If parking is a problem, have the contract deal with parking 

arrangements for the contractor's vehicle as well as the subcontractor's 
 

□ Noise.  Some is inevitable, but place limits on time and volume, according 

to local laws and neighborhood needs. You may wish to set specific times 

when work may begin and when it must end each day. That way you won't 

have the contractor disturbing the neighborhood every evening. 
 

□ Theft.  Building materials are often stolen. The contract can make either the 

contractor or the owner responsible. 
 

□ Damage.  What if the retaining wall collapses when they're digging for the 

new swimming pool? You'll want the contract to state that the contractor is 

responsible for damage to your property. If the contractor or a subcontractor will 

be doing any blasting to remove something from your property, the contract 

should state that the contractor is also responsible or damage to your neighbor's 

property. You don't want to have to pay for your neighbor's cracked foundation. 
 

□ Change orders.  Very few jobs go exactly as planned, which requires that the 

contract have a provision that enables it to be amended simply and easily. The 

contract should provide that change orders can be written up, signed by both 

parties, and attached to the contract as plans change or delays occur. 

See the sample on this page for specific wording of this contract clause. 
 

□ Warranties.  The contract should assure that the materials are new, and that you 

will receive all warranties from manufacturers for appliances and other materials 

used on the job. 
 

□ Progress payments.  Contractors don't expect to be paid entirely in advance,  

but they also don't expect to wait until all work has been done. It is customary to pay 
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one-third upon signing a contract to allow the contractor to buy supplies and get 

started. In smaller projects, two payments may suffice. In larger ones, plan to make 

payments after completion and approval of major phases of the work. In all cases, 

make your final payment as large as possible, usually at least 10 percent, payable 

only after the entire job is completed. 
 

□ Financing contingency.  If your ability to proceed with the project depends 

on securing outside financing, include a contingency clause stating that the 

contract is not binding if you are unable to secure the needed funds on 

acceptable terms. 
 

□ Suppliers and subcontractors.  Ask for a list of subcontractors and suppliers 

and attach it to the contract with their addresses, telephone numbers, and 

Social Security numbers. Although you are not their boss, they probably have a right 

to place a lien on your home if the contractor does not pay them in full. It's only fair 

that you know who they are, should legal action become necessary. If you prefer, 

arrange to pay suppliers and subcontractors directly. 
 

□ Lawyer's fees.  You should also consider including a provision in the contract 

that if the contractor breaches (violates) the terms of the contract; you are 

entitled to recover a reasonable lawyer's fee, in addition to damages. In many 

states, unless the contract contains such a provision, you will be unable 

to recover your legal fees from the contractor even if you win in court. 
 

□ Independent Contractors Agreement.  It is critical to you to have each 

contractor you hire to fill out and sign an Independent Contractors 

Agreement before starting your job. The Independent Contractors 

Agreement is a statement saying that the contractor is not your employee 

they are an independent contractor who works without your daily directions 

and is not on your payroll. The independent contractor usually gets paid as 

work is completed and not by the hour. 
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6. Different Ways to Avoid Costly Delays of 

Your Rehab Project. 

Be in control of your rehab project. Be the boss. Never try to be the contractor’s 

friend. You are their boss and you expect the work they are hired to do to be 

completed in as short a period of time as possible. It is your responsibility to coordinate 

the work that needs to be done and the contractors on the job or your rehab project could 

take months longer. If you don't know how to coordinate the work ask other investors 

who rehab properties how they coordinate the work done on their projects. When 

necessary remind the contractor of the penalty clause in your agreement with them. If 

the penalty clause in your agreement with them is severe enough they will do everything 

in their power to get the work done on time and make sure the other contractors get their 

work done as quickly as possible. 

7. How to Get Your Job Done On Time. 

The best way to make sure the work gets done on time is to have a heavy penalty clause 

in your agreement with the contractor. If that contractor knows that they will be 

penalized $100 per day for every day all work is not completed past the date they agree 

to have the work done can be a great motivator for the contractor. The only exception in 

the penalty clause you must provide for is inclement weather, which is beyond everyone's 

control. 

8.  How the Age Of the Property Affects the 

Type Of Rehab You Do. 

It has been my experience that the desirability of different property changes greatly due 

to the age of the property. It is been my experience that houses built in the 1940s has less 

desirability and properties built after the 1980s. There are many reasons for this but 

probably the most important reason is the size of the houses. Houses built in the 1940s 

and the 1950s were generally smaller in size. Most of these houses had only one 

bathroom and small bedrooms with small closets and if you are lucky you get a one car 

garage. Houses built after the 1980s were generally larger in size and many had what is 

known as a split floor plan. Homebuyers of today were paying top dollar for property 

usually want a larger more comfortable house for their family. Therefore I do not spend 
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as much for the rehab on older, smaller houses that will be harder to sell as I do for the 

newer, larger homes that buyers of today are looking for. 
 

9.  Some Simple, Inexpensive Things You Can 

Do to Make Your Properties More Desirable. 

 

Some simple inexpensive things you can do to make your properties more desirable are 

such things as some basic landscaping, a new, colored front door, ceramic tile on the 

kitchen floor rather than linoleum, a high-necked kitchen sink faucet, a nicer shower head 

and thicker carpet pad. These are all items that enhance the looks of the house to make 

a more desirable. 
 

What are the most important and costly parts of any rehab project? 

 

 Roof     Plumbing Repairs 

 Windows    Painting 

 Siding     Landscaping 

 Floor Covering   Kitchen 

 Electrical Repairs   Bathrooms 

 

Home Depot & Lowes Materials List 

 

 

The following pages are the pages I use to have on hand the different materials I 

choose to use on my rehab projects. I have one of these sets of pages for each price range 

of houses I buy and sell. I do this so I have a list of desirable materials available for the 

contractor I use. I want to have a list of such things as, floorings, light fixtures, faucets, 

cabinets, ceramic tiles and different paints I use on my projects. I list by category and each 

category will have several styles or types of that item for the different price range houses 

I rehab. I simply circle the items I want used for that particular project. 
 

Some inexperienced investors may feel this process is a total waste of their time when all 

of the same items can be found on-line that will give the same information about each 

item as I have to collect when doing my walk through at Home Depot or Lowes. I can 

understand the desire to save valuable time of the investor but I feel I couldn't make a 
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choice of a faucet, a countertop or cabinets I may want to use without physically seeing 

each item up close. I have found it extremely difficult to determine if I like different 

finishes of faucets such as the chrome finish, brushed or satin finish without seeing the 

product. I think it is a good exercise for you to actually do a walkthrough each store where 

you buy much of your rehab materials to know what items you like and what items you 

don't like so you never leave the choice of materials used on your rehab projects to the 

contractor. 
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Rehab Materials List – Lowes or Home Depot 

Outside Treated Lumber 
Item 

 
SKU # 

 
Type 

 
Price 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

X          X   $ 

 
Treated Landscaping Materials SKU # Price ea. 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

 
Treated Decking Materials SKU # Price ea. 

X          X  $ 

X          X  $ 

X          X  $ 

 
Roofing Shingles Color SKU # Cost per 

Bundle 
Cost per 

Square 

   $ $ 

   $ $ 

   $ $ 

   $ $ 

   $ $ 
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Other Roofing Color SKU # Cost per Roll Price 
   $ $ 

   $ $ 

   $ $ 

   $ $ 

   $ $ 

 

Rehab Materials List – Lowes or Home Depot 

House Siding Color SKU # Price per Square 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

 
Exterior Paint Size Brand SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Exterior Doors with Casings Swing LH/RH Swing In/Out SKU # Price 

X    $ 

X    $ 

X    $ 

X    $ 

X    $ 

 
Patio Doors Vinyl/Wood Make SKU # Price 

   $ $ 

   $ $ 

   $ $ 

   $ $ 
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Locksets/Keyed Entry Locks Make Model SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Deadbolts Make Model SKU #  Price 

   $ $ 

   $ $ 

   $ $ 

 

Rehab Materials List – Lowes or Home Depot 

Interior Framing Material SKU # Price 
X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

 
Plywood SKU # Price ea. 
X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 



Creative Seller Financing – Volume I 

“Getting Started” 

104 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

X          X  $ 

X          X  $ 

X          X  $ 

 
Flooring Underlayment Thickness Type SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Insulation R-Factor Width SKU # Price per Roll 

    $ 

    $ 

    $ 

    $ 

    $ 
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Rehab Materials List – Lowes or Home Depot 

Drywall SKU # Price ea. 
X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

X          X  $ 

 
Component Drywall Products Size Type SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Stain Killers Size Brand SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Interior Paint Size Brand SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Base Molding Type Size SKU # Price 

    $ 

    $ 

    $ 



Creative Seller Financing – Volume I 

“Getting Started” 

106 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

    $ 

    $ 

    $ 

    $ 
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Rehab Materials List – Lowes or Home Depot 

Door & Window Casing (trim) Type Size SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Ceramic Tile Size Color SKU # Price 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 
Underlayment Wonderboard for  Tile Size Brand SKU # Price 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 
Hardwood Flooring Type Color SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Vinyl Floor Tile Size Color SKU # Price 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 X   $ 

 X   $ 
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Interior Doors with Casings Swing LH/RH Swing In/Out SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 

Rehab Materials List – Lowes or Home Depot 

Plumbing Materials Make Model SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Bathroom Cabinets Make Model SKU # Price 

    $ 

    $ 

    $ 

 
Bathroom Cabinet Countertop Make Model SKU # Price 

    $ 

    $ 

    $ 

 
Bathtubs/Shower Stalls Make Color SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Bathroom Faucets Make Model SKU # Price 
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    $ 

    $ 

    $ 

 
Mirrors/Medicine Cabinets Make  Model SKU # Price 

    $ 

    $ 

    $ 

 
Exhaust Fans Make Model SKU # Price 

    $ 

    $ 

    $ 

 

Rehab Materials List – Lowes or Home Depot 

Electrical Item Color Amp/Volt SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Interior Lights Size Color SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Wall Lights Size Color SKU # Price 

    $ 
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    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Ceiling Fans Size Color SKU # Price 

    $ 

    $ 

    $ 

    $ 

 
Ceiling Fan Light Kits Size Color SKU # Price 

    $ 

    $ 

    $ 

    $ 

 

Rehab Materials List – Lowes or Home Depot 

Hanging Lights Size Color SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Exterior Lighting Color Make SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Bathroom Lights Make Model SKU # Price 

    $ 

    $ 

    $ 
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    $ 

 
Kitchen Sinks Model Size SKU # Price 

    $ 

    $ 

    $ 

    $ 

    $ 

    $ 

 
Kitchen Sink Faucets Make Model SKU # Price 

    $ 

    $ 

    $ 

    $ 

 
Kitchen Sink Accessories Type SKU # Price ea. 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

   $ 

 

Rehab Materials List – Lowes or Home Depot 

Kitchen and Bath Cabinet Accessories Type Model SKU # Price 
Door Handles (Pulls)    $ 

    $ 

    $ 

    $ 

Door Hinges    $ 

    $ 

    $ 

 
Hot Water Heater Brand Gallon Size SKU # Price 

    $ 

    $ 

    $ 

    $ 
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Microwave Oven Make Model SKU # Price 

    $ 

    $ 

    $ 

    $ 

 
Kitchen Range Make Model SKU # Price 

    $ 

    $ 

    $ 

    $ 

 
Refrigerator Make Model SKU # Price 

    $ 

    $ 

    $ 

    $ 
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How I Examine A House That Needs Repairs 

 

When I drive up to a house I'm interested in, the first thing I do is walk around the house 

twice before I go inside. Here is what I look for: 
 

The 1st time around I check: 
 

1. The Sidewalk for cracks and damage. 

2. The Driveway to check for cracks and damage. 

3. The Lawn to see if there is one and how nice it looks. 

4. The Landscaping to see what is there and what is needed. 

5. The Roof to see if it needs replacing or if it's good enough. 

6. The "Fascia" and the "Soffit" (the eaves). 

7. The condition of the Siding. 

8. The type and condition of the Windows. 

9. The size of the Elect Service. 

10. Any Rotted Wood on the upper part of the house. 
 

The 2nd time around the house I check: 
 

1. The condition of the Foundation of the house. 

2. Any Rotted Wood on the lower part of the house. 

3. The condition of the Exterior Doors. 

4. Determine if the house needs Paint or Siding. 

5. The Exterior Lighting. 
 

After circling the house twice, it’s time to go inside to see what is needed. Once inside I 

immediately go to the Kitchen. The first things I check are: 
 

1. The condition of the walls and ceilings. 

2. What is needed in the way of Flooring. 

3. Next, I check the Ceiling Lights. 

4. I check the Electrical Outlets. 

5. I check the Light Switches. 

6. I check the Ground Fault Outlets. 

7. I check the condition of the Plumbing. 
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8. I check the Kitchen Cabinets. 

9. I check the Countertops. 

10. I look to see if the Faucet should be replaced. 

11. I check to see if the Cabinet Door Handles need to be changed. 
 

After the Kitchen has been thoroughly inspected I then look at the Bathroom and check 

the same items as I did in the kitchen, but also I look at the condition of the Toilet does 

the Toilet Seat need to be replaced? I then inspect the Shower Stall and the Tub Area. 
 

Then, I look at the Living Room, the Dining Room and the Family Room. I check the 

Bedrooms, the Laundry Room, the Hallway and the Basement if the house has one. Then 

I check the Front Porch and the Back Porch. 
 

After I  have checked the house out I then look at the Hot Water Heater, the Furnace, the 

Air Conditioning Air Handler, the Air Conditioning Compressor, the heat and air 

conditioning duct work in the attic, if there is one. I check the Electrical Panel to see how 

many Amps it has and if it has the correct sized Breakers instead of Fuses. I check out the 

condition of all of the Out Buildings to determine what needs to be fixed and what it will 

cost to repair them. 
 

You will want to find a system to use when inspecting property that works best for you. 

With a good system you stand a better chance of not missing anything important that 

needs to be repaired. I want you to understand that it is impossible to always see 

everything that needs to be fixed. It is impossible because neither you nor I can see 

through walls, floors or ceilings. We can't be sure that the furnace is in perfect condition. 

All you can do is look at the obvious needed work and look for as much of the unseen 

work as you can. A little training will help you better understand what needs to be looked 

at. If you miss something major and it wasn't figured into your rehab costs you may be 

about to take a financial seminar I don't really think you want to take. 
 

Take your time and be as sure as you can that you haven't missed anything 

visible. 
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Larry's Walk-Through Repair Worksheet 

Explanation 

 

The following pages I designed to help you eliminate future conflicts with your 

contractors. I use these pages on every rehab project I do. Here is a basic description of 

how the process works. 
 

When I close on a new property I plan to immediately plan to rehab I go to the property 

and do a room- by-room walk through. First I walk around the outside of the property 

twice. The first time around the outside of the house I look UP. The second time I walk 

around the house I look DOWN. As I walk around and through the house I look for things 

I want included in the rehab of the property. When I find something I want done I simply 

put a check mark on the right side next to the item I want fixed. If an item listed is one I 

don't want or need fixed I simply leave that item unchecked. Once I've done my walk-

through I then make several copies of these pages so I have more than one copy to hand 

out to different  contractors who are bidding my rehab project. I always want several bids 

for my needed work from different  contractors to get the best price possible. I give each 

contractor who will be bidding my job a copy of these pages I just checked so they can all 

bid the same items making sure some parts of the needed rehab will not be left out of 

their bids. Wherever the contractor finds a check mark they will use these pages to 

calculate what their costs will be for each item checked. When the contractors use these 

sheets nothing I want done ever gets left out of the bid. This alone prevents the 

contractors from ever being able to charge extra for the items they left out of their bids. 

If you will notice on the left side of each item you will notice a number. These numbers 

must be included in the Contractor’s Work Agreements payment schedule. Here is an 

example of what I mean: 
 

Example: In most cases when I hire a contractor to do my rehab project I will only pay 

the contractor in "4" payments, and no more unless some undetected work becomes 

obvious once the work has started and that work was impossible to detect prior to the 

start of the project. 
 

Once I award a contractor my work I give the contractor "four" colored highlighter 

markers. I then ask the contractor to highlight all of the items they will have completed 

that will be equal to 25% of the overall project in Yellow. I then have the contractor high-

light the items they will have completed to have my project completed from 25% to 50% 
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in Pink. Then I have the contractor high-light the items they will complete to have the 

overall project from 50% to 75% complete in Blue. Next I have the contractor high-light 

the remaining items to be completed to complete the rehab project in Green. I do this so 

the contractor never gets money until the work they marked for each 25% of the project 

is actually done. 
 

Note: Make sure the contractor is being realistic when marking the worksheet so they 

don't color code the worksheet marking the easy items in yellow and pink to get money 

faster when those items do not equal 50% of the total work needed to be done. 
 

On the Contractor's Work Agreement I want all items marked in yellow listed, by number 

to have 25% of the total project complete. I then want all items marked in pink listed by 

number which will equal 25% to 50% of the total project complete. I list alt items marked 

in blue listed by number which will equal 50% to 75% of the total project completed and 

finally the remaining items marked in green which will complete the project listed by 

number. 
 

If you use my system it should eliminate future problems if the contractor demands 

money when work has not been completed equivalent to the percentage they are 

requesting. 
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Repair Worksheet 

Property Address: ______________________________________ 

 Outside Work to Be Done                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Roof          

Fascia or Soffit          

Eaves Trough          

Siding          

Windows          

Electric Service          

Foundation          

Landscaping          

Lawn          

Sidewalk          

Driveway          

Other          

           

           

 Inside Work to Be Done 

  Kitchen               check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Cabinets          

Appliances          

Sink/Faucet          

Ceiling light          

Ceiling Fan/Exhaust Fan          

Ground Fault Outlets          

Outlets          

Light Switches          

Kitchen Door(s)          

Dishwasher          

Plumbing          
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Countertop          

Other          

           

           

Initials:  (       ) Agent      (      ) Contractor         Page 1                                                 Page Total     
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Property Address: ______________________________________ 

 Bathroom # 1                                     check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Tub Walls or Shower Walls          

Toilet          

Bathroom Sink & Cabinet          

Bathroom Sink with Faucet & Drain Parts          

Bathroom Light(s)          

Exhaust Fan          

Ground Fault Outlet(s)          

Outlet(s)          

Light Switches          

Bathroom Door w/Hardware          

Window          

Plumbing          

Other          

 
 

 Bathroom # 2               check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Tub Walls or Shower Walls          

Toilet          

Bathroom Sink & Cabinet          

Bathroom Sink with Faucet & Drain Parts          

Bathroom Light(s)          

Exhaust Fan          

Ground Fault Outlet(s)          

Outlet(s)          

Light Switches          

Bathroom Door w/Hardware          
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Window          

Plumbing          

Other          

Initials:  (       ) Agent      (      ) Contractor         Page 2                                                 Page Total     
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Property Address: ______________________________________ 

Living Room                                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Other          

           

Dining Room                                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Other          

Family Room                                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          
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Ceiling Fan          

Outlet(s)          

Light Switches          

Other          

           

Initials:  (       ) Agent      (      ) Contractor         Page 3                                                 Page Total     
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Property Address: ______________________________________ 

Bedroom # 1                                        check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Closet          

Other          

Bedroom # 2                                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Closet          

Other           

Bedroom # 3                                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          
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Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Closet          

Other           

Initials:  (       ) Agent      (      ) Contractor         Page 4                                                Page Total     

Property Address: ______________________________________ 

Bedroom # 4                                        check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Closet          

Other          

Laundry Room                                             check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Windows          

Door(s)          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switches          

Dryer Vent          

Washer Hook-up          

Other          
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Hallway                                              check if work         Number  

 Total 
                 needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Ceiling Light          

Light Switches          

Other          

           

              
Initials:  (       ) Agent      (      ) Contractor         Page 5                                                Page Total     

Property Address: ______________________________________ 

Front Porch                                        check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Screen Door          

Outlet(s)          

Light Switches          

Ceiling Light          

Ceiling Fan          

Damaged Wood          

Mail Box          

Other          

 

Back Porch                                         check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Screens          

Screen Door          

Outlet(s)          

Light Switch(s)          

Ceiling Light          

Ceiling Fan          
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Damaged Wood          

Mail Box          

Other          

           

Basement                                         check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Walls: repair all cracks and holes, mud, tape and paint          

Ceilings: repair all cracks and holes, mud, tape and paint          

Flooring          

Ceiling Light          

Ceiling Fan          

Outlet(s)          

Light Switch(s)          

Windows       

Other          

 
 

Initials:  (       ) Agent      (      ) Contractor         Page 6                                                 Page Total     

Property Address: ______________________________________ 

Other                                         check if work         Number  

 Total 
             needs to be done        Needed 

 Cost 

Hot Water Heater          

Furnace          

Air Handler for Air Conditioner          

Air Conditioning Outdoors Compressor          

Air Ducts          

Electric Panel          

Lawn Sprinkler System          

Other Out Buildings          

          

          

          

 
 
 

Total Cost of Needed Work From Page 1  $ 
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Total Cost of Needed Work From Page 2  $ 

   

Total Cost of Needed Work From Page 3  $ 

   

Total Cost of Needed Work From Page 4  $ 

   

Total Cost of Needed Work From Page 5  $ 

   

Total Cost of Needed Work From Page 6  $ 

   

Total Cost of Needed Work From Page 7  $ 

   

Total Cost of Work to Be Done  $ 

 

This is my total estimated cost of all listed work 

at the above named property. 

 

_______________________________________ ________________ 

Independent Contractor Signature   Date 

_______________________________________ 

Printed Name 

  



Creative Seller Financing – Volume I 

“Getting Started” 

128 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

Proposal 

             

             

             

             

             
        
  Proposal Submitted to:    Work to be performed at: 

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

             

From:      Date: ____________________ 
Company Name: ________________________________________  Owners Name: _________________________________________ 
Address: ______________________________________________  Address: ______________________________________________ 
City: _____________________ State: ____ Zip: _______________  City: _____________________ State: ____ Zip: _______________   
Phone: ________________________________________________ Phone: ________________________________________________ 
Fax: _____________                  Fax: _______________ 
Contractor #: ___________________________________________ Cell: ________________ Pager: ____________________________ 

                 We hereby propose to furnish the materials [   ] yes [   ] no and perform all the labor necessary for the completion of the job 

on the attached form titled Work List. 
 All material is guaranteed to be as specified, and the aforementioned work listed on the Work List shall be in accordance with 

the drawings (if any) and specifications submitted for the aforementioned work and completed in a substantial workmanlike manner 

to the satisfaction of the owner of their agent for the sum of $ _________________ 
_________________________________________________________ Dollars and ____ /100 
 
Respectfully submitted by ___________________________________ SS# or Federal ID# ____________________________________ 

Name: _______________________________________________    Street: ________________________________________________ 
Street: _______________________________________________    City: ______________________________ State: ______________ 
City: _________________________________________________   Date of Plans: __________________________________________ 
State: ________  Zip: ____________                 Architect: ______________________________________________ 
Phone: ________________________ 
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All work will be completed by _____________________ or a $ ________________ per day penalty will be levied against 

contractor for each day the 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 the contractor. Contract 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 mechanic lien is placed on 

the property by the contractor or subcontractors after the default date, or before the default date if all work not complete, 

contractor agrees to pay $10,000.00 in damages plus all attorney fees and all other costs to recover said damage and all other 

damages entitled the owner by law. If work is completed in a satisfactory manner to the owner or their agent by the default date, 

contractor retains all rights and remedies allowed by law if payment is not tendered as agreed. 
  

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 below. 
     Signature ________________________________________________________ 
Date _________________________________ 
     Signature ________________________________________________________ 
 Contractor is covered by Worker’s Compensation and hereby holds harmless owner or their agents for any accidents or 

mishaps occurring on the property to contractor, contractor’s associates, family, friends, or subcontractors hired by contractor or any 

of the above. 
 Contractor will notify owner or their agent when intermediate and final inspections are required to obtain draws on the 

below schedule. If the work represented by contractor to be complete, is in fact incomplete when the owner or their agent arrives, the 

owner or their agent may charge contractor $75.00 (Seventy Five Dollars and 00/100) trip fee for each additional trip required to 

complete the draw requested by contractor. 
Payments will be made as follows: 
 
1st Draw: $_____________________ after item #’s __________________________________________________________________ 
     _____________________________________ on work list are completed. 
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: $___________________ after item #’s __________________________________________________________________ 
     _____________________________________ on work list are completed. 
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INDEPENDENT CONTRACTOR AGREEMENT 

 

The Following Outlines Our Agreement 

You have been retained by ____________________________________________ as an 

independent contractor for the purpose of rehabilitation of residential buildings located 

at ___________________________________________ for an indefinite period of time 

and/or number of properties. 

● You will be responsible for successfully completing said project as outlined and 

agreed to for each property and/or according to specifications where they are defined. 

● Each project/property is to be completed in the agreed timeframe or specific date 

as per 

agreement for that property. 

● The cost to complete each project/property will not exceed the agreed upon 

amount for that project/property, with the exception of minor supplies if needed. 

● Payment for your services will be made upon your completion of the prior agreed 

percentage of the total scope of work as agreed to before starting the job. If no prior 

percentage of completion payment agreement was made, payment will be made at the 

completion of the agreed work scope. 

● The company will NOT deduct or withhold any taxes, FICA or any other deductions. 

As an Independent Contractor, you, your employees, partners or sub-contractors will 

not be entitled to any fringe benefits, such as workers compensation, unemployment 

insurance, medical insurance, pension plans, or any other such benefits that would be 

offered to regular employees. You further agree that you will provide and pay the 

required Taxes, FICA, workers compensation, unemployment insurance, medical 

coverage or any other required benefits for yourself, your partners, employees and sub-

contractors as required by law. 

● I Understand and recognize that there are certain risks, dangers and perils 

connected with said Project/Property, which I hereby acknowledge I fully understand, 

and which I nevertheless accept, assume and undertake after inquiry and investigation 

of extent, duration and completeness wholly satisfactory and acceptable to me. I do 

hereby voluntarily make and grant a waiver and assumption of risk in favor of 

___________________________, Trustee, and/or 

__________________________________________ in consideration for the 

opportunity to provide services as an Independent Contractor. Furthermore, I hereby 

waive and release any and all claims whether in contract or of personal injury, bodily 

injury, property damage, damages, losses and/or death to me that may arise directly 

or indirectly. 
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● During this project you may be in contact with or directly working with proprietary 

information which is important to the Company and its competitive position. All 

information must be treated with strict confidence and may not be used at any time or 

in any manner in work you may do with others in our industry. 

___________________________________________ 

 ________________________ 
Independent Contractor       Date 
________________________________________________________ 

 _______________________________ 
Company Representative       Date  
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A Simple Approach 

 

...to learning all the intricate details of your business, including ALL of the terms with 

which you MUST BE knowledgeable, let's look at the... 
 

EE' S AND THE OR's 

(Generally Speaking) 
 

In this basic and simplistic approach to financial freedom, the terms listed below are 

written in the laymen's version of the dictionary. 
 

AssignEE: (The person a contract or agreement is "assigned to") 

The person to whom an agreement or contract is sold or transferred. 
 

AssignOR: (The person who "assigns" a contract or agreement) 

A party who assigns or transfers an agreement or contract to another. 
 

GrantEE: (New Buyer) 

The party to whom the Title to real property is conveyed. 
 

GrantOR: (The Seller ) 

Anyone who gives a deed. 
 

LessEE: (Tenant) 

A person to whom property is rented under a Lease. 

 

LessOR: (Landlord) 

One who rents property to another under a lease. 
 

MortgagEE: ( Lender )  

One who holds a lien on property or title to property, as security for a debt. 
 

MortgagOR: ( Borrower )  

One who pledges property as security for a loan. 
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Real Estate Definitions 

 
 

Acceleration Clause: 
 

A loan provision giving the lender of a loan the right to declare the entire amount 

immediately due and payable upon the violation of a specific known provision, such as 

failure to make payments on time. Sometimes also known as the "due-on-sale" clause in 

a mortgage. 
 

Accrued Interest: 
 

Interest that has been earned but not paid. 

 

Addendum: 
 

Something added, such as an attachment to a contract. 

 

Adjustable Rate Mortgage: 
 

A mortgage loan that allows the interest rate to be changed at specific intervals over the 

maturity of the loan. 
 

Agreement for Sale: 
 

A written agreement between a seller and purchaser in which the purchaser agrees to 

buy certain real estate and the seller agrees to sell upon terms of the agreement. This is 

also called "contract for sale", "agreement for deed" and "land contract". 
 

Amortization: 
 

A gradual paying off of a debt using periodic installment payments. 

 

Amortization Schedule: 
 

A table that shows the periodic payment, interest and principal requirements, and 

unpaid loan balance for each period of the life of a loan. 
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Amortization Term: 
 

The period of time during which principal and interest payments must be made; 

generally the time needed to amortize the loan fully. 
 

Annual Mortgage Loan Constant: 
 

The amount of annual debt service compared to the principal; also expressed as a dollar 

amount. The formula is: 
 

  Annual Debt Service      

  Mortgage Principal Balance  =  Annual Mortgage Loan Constant 
 

Annual Percentage Rate: 
 

The effective rate of interest for a loan per year, disclosure of which is required by the 

truth-in-lending law. 
 

Annuity: 
 

A series of equal or nearly equal periodic payments or receipts. 

 

Appreciation: 
 

An increase in the value of property. 

 

Arm's Length Transaction: 
 

A transaction among parties, each of whom acts in his or her own best interest. 

 

Assignee: 
 

The person to whom an agreement or contract is sold or transferred. 

 

Assignor: 
 

A party who assigns or transfers an agreement or contract to another. 

 

Assignment: 
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The method by which a right or contract is transferred from one person to another. 

 

Backup Contract: 
 

The contract to buy real estate that becomes a fact if a prior contract fails to be 

consummated. 
 

Balloon Mortgage: 
 

A mortgage with a balloon payment. 
 

Balloon Payment: 
 

The final payment of a loan, when that payment is greater than the preceding 

installment payments and pays the loan in full. 
 

Bankruptcy: 
 

The financial inability to pay one's debts when due. The debtor seeks relief through 

court action that may work out or erase debts. 
 

Bill of Sale: 
 

A written instrument given to pass title of personal property from a seller to a buyer. 

Used when furniture and portable appliances are sold.  
 

Bridge Loan: 
 

Mortgage financing between the termination of one loan and the beginning of another 

loan. 

 

Bundle of rights: 
 

The theory that ownership of realty implies a group of rights such as occupancy, use and 

enjoyment, and the right to sell, bequeath, give, or lease all or part of these rights. 
 

Buyers market: 
 

A situation where buyers have a wide choice of properties and may negotiate lower 

prices. Often caused by overbuilding, local population decreases, or an economic slump. 
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Cash-flow: 
 

Periodic amounts available to an equity investor after deducting all periodic cash 

payments from rental income. 
 

Clear title: 
 

A marketable title; one free of clouds and disputed interests. 

 

Closing: 
 

The act of transferring ownership of a property from seller to buyer in accordance with 

a sales contract. An accounting of funds from a real estate sale, made to both the seller 

and the buyer separately. Most states require a broker. Attorney, or title agent to 

furnish accurate closing statements to all parties of the transaction. 
 

Closing costs: 
 

Various fees and expenses payable by the seller and buyer at the time of a real estate 

closing. Example: 
 

● Brokerage commissions 

● The lender discount points/other fees 

● Title insurance premium 

● Deed recording fees 

● Loan prepayment penalty 

● Inspection and appraisal fees 

● Attorneys fees 
 

Collateral: 
 

Property pledged as security for a debt. 
 

Conditional Sales Contract: 
 

A contract for the sale of property stating that the seller retains title until the conditions 

of the contract have been fulfilled. Example: a "agreement for deed" or a "land 

contract" is a conditional sales contract. Until the buyer makes full payment, the seller 
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retains title to the property. 
 

Consideration: 
 

Anything of value given to induce entry into a contract; it may be money, personal 

services, love and affection, or stuff, etc. 
 

Counteroffer: 
 

Rejection of an offer to buy or sell, with a simultaneous substitute offer. 

 

Contract: 
 

An agreement between competent parties to do or not to do certain things for a 

consideration. 

Example: to have a valid contract for the sale of real estate there must be: 
 

● An offer 

● An acceptance 

● Competent parties 

● Consideration 

● Legal purpose 

● Written documentation 

● Description of the property 

● Signatures by principles or their attorney-in-fact 
 

Contract for Deed: 
 

A real estate installment selling arrangement whereby the buyer may use, occupy, and 

enjoy land, but no Deed is given to the seller (so no title passes) until all or a specified 

part of the sale price has been paid. This is the same as a "agreement for deed" and an 

"installment land contract". 
 

Creative Financing: 
 

Any financing arrangement other than a traditional mortgage from a third-party lending 

institution. 

Example: creative financing devices include: 
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● Loans from the seller 

● Balloon payment loans from the seller 

● Wraparound mortgages from the seller 

● Assumption of mortgage 

● Sale-leasebacks 

● Land contracts from the seller 

● Alternative Mortgage Instruments 

● Contract for Deed from the seller 
 

Deed: 
 

A written document, properly signed and delivered, that conveys title to real estate. 

 

A Deed in Lieu of Foreclosure: 
 

The act of giving property back to a lender without Foreclosure. 
 

Deed of Trust: 
 

An instrument used in many states in lieu of a mortgage. Legal title to the property is 

vested in one or more trustees to secure the repayment of the loan. 
 

Default: 
 

Failure to fulfill an obligation or promise, or to perform specified acts. 

 

Deficiency Judgment: 
 

A court order stating that the borrower still owes money when the security for a loan 

has not entirely satisfied a default of debt. 
 

Down-Payment: 
 

The amount one pays for property in addition to the financing debt incurred. 

 

Due-on-Sale Clause: 
 

A provision in a mortgage that states the loan is due upon the sale or the transfer of the 

title of the property. 
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Earnest Money: 
 

A deposit made by a purchaser of real estate to evidence good faith. 

 

Equity: 
 

The interest or value that the owner has in real estate over and above the liens against 

it. 

 

Estoppel: 
 

A doctrine of law that stops one from later denying facts which that person once 

acknowledged were true and others excepted on good faith. 
 

Exculpatory Clause: 
 

A provision in a mortgage allowing the borrower to surrender the property to the lender 

without personal liability for the loan. 
 

First mortgage: 
 

A mortgage that has priority as a Lien over all other mortgages. In case of foreclosure 

the first mortgage will be satisfied before other mortgages. 
 

Financing: 
 

Borrowing money to buy property. Example: 
 

● Obtaining a mortgage loan on a purchase 

● Assumptions of a mortgage from a seller 

● Arranging for the seller to take a loan as part of the purchase price. 

● Arranging an installment sale 
 

Fixed Payment Mortgage: 
 

A loan secured by real property which features a periodic payment of interest and 

principal which is constant over the term of the loan. All fixed payment mortgages are 

fixed rate mortgages, but some fixed rate mortgages may have variable payments, such 

as a graduated payment mortgage. 
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Fixed Rate Mortgage: 
 

A loan secured by real property featuring an interest rate that is constant for the term of 

the loan. 

 

Flexible Payment Mortgage: 
 

A home-purchase loan plan that allows the borrower to pay Interest-only for the first 

several years of the term. 
 

1. Monthly payments must be sufficient to cover interest on the principal. 

2. After several years, payments must be sufficient to amortize the price paid over 

the remaining term. 
 

Foreclosure: 
 

The termination of all rights of a mortgagor (the borrower) in the property covered by 

the mortgage. Statutory foreclosure is affected without recourse to courts, but must 

conform to laws (statutes). Strict foreclosure forever bars equity of redemption. 
 

Forfeiture: 
 

Loss of money or anything else of value because of failure to perform under contract. 
 

Free and Clear Title: 
 

Title to a property without encumbrances. Generally used to refer to a property free of 

mortgage debt. 
 

Full Disclosure: 
 

A requirement to reveal all information pertinent to a transaction. 

 

General Warranty Deed: 
 

A deed in which the grantor (usually the seller) agrees to protect the grantee (usually 

the buyer) against any other claim to title of the property and provides other promises. 
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Graduated Payment Mortgage: 
 

A mortgage requiring lower payments in the early years than in later years. Payments 

increase in steps each year until the installments are sufficient to amortize the loan. 
 

Grantee: 
 

The party to whom the title to real property Is conveyed, the buyer. 

 

Grantor: 
 

Anyone who gives a deed, an individual former owner, a bankruptcy trustee, or a 

guardian for an incompetent owner. 
 

Handyman Special: 
 

In real estate classified advertising, generally refers to a house that requires extensive 

repair and remodeling, usually selling at a relatively low price. 
 

Heirs: 
 

One who inherits property. 

 

Heirs and Assigns: 
 

The term often found in deeds and wills to grant a fee simple estate. 

 

Hold Harmless Clause: 
 

In a contract, a clause whereby one party agrees to protect another party from claims. 

 

Homestead Exemption: 
 

In some jurisdictions, a reduction in the assessed value allowed for one’s principal 

residence to reduce their property tax burden. 
 

Hypothecate: 



Creative Seller Financing – Volume I 

“Getting Started” 

142 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

 

To pledge a thing as security without having to give up possession of it. 
 

Income: 
 

The money or other benefit coming from the use of property, skill, or business. Example: 
 

● Rents 

● Fees 

● Royalties 

● Sales of crops, timber, or livestock 

● Revenue derived from business activities on the property 
 

Income property: 
 

Real estate that generates rental income. Example: 
 

● Single family Rental Properties 

● Apartment buildings 

● Shopping centers 

● Office buildings 

● Industrial properties and warehouses 

● Hotels, motels, and restaurants 
 

Income Stream: 
 

A regular flow of money generated by a business or investment. 
 

Installment Sale: 
 

When a seller accepts a mortgage for part of the sale, the tax on the gain is paid off as 

the mortgage principal is collected. 
 

Institutional Lender: 
 

Financial intermediaries who invest in loans and other securities on behalf of their 

depositors or customers; lending and investing activities are regulated by laws to limit 

risk. 
 

Instrument: 
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A written legal document, created to establish the rights and liabilities of the parties to 

it. Example of instruments: 
 

● Deed 

● Mortgage 

● Land contract 

● Lease 

● Assignment 
 

Interest: 
 

The cost of using another's money. 
 

Interest-Only Loan: 
 

A loan which interest is payable at regular intervals until loan maturity, when the full 

loan balance is due. This type of loan does not require amortization. 
 

Interest Rate: 
 

The percentage of a sum of money charged for its use. 

 

Judicial Foreclosure: 
 

Having a defaulted debtor's property sold where the court ratifies the price paid. 

 

Junior Mortgage: 
 

A mortgage whose claim against the property will be satisfied only after prior mortgages 

have been repaid. 
 

Land Contract: 
 

A real estate installment selling arrangement whereby the buyer may use, occupy, and 

enjoy a land, but no deed is given by the seller (so no title passes) until all or a specified 

part of the sale price has been paid. 
 

Land Sale-Leaseback: 
 



Creative Seller Financing – Volume I 

“Getting Started” 

144 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

The sale of land and simultaneous leasing of it by the seller, who then becomes the 

tenant. 

 

Lease: 
 

The contract in which, for a payment called rent, the one entitled to the possession of 

real property (lessor/property owner) transfers those rights to another (lessee/tenant) 

for a specific period of time. 
 

Lease with option to purchase: 
 

A lease that gives the (lessee/tenant) the right to purchase the property at an agreed-

upon price under certain conditions. 
 

Legal description: 
 

Legally acceptable identification of real estate by one of the following: 
 

● The government rectangular survey 

● Metes and bounds 

● Recorded Plat (lot and block number) 
 

Lessee: 
 

A person to whom property is rented under a lease (the tenant). 
 

Lessor: 
 

One who rents property to another under a lease (a landlord). 

 

Lien: 
 

The charge against property making it security for the payment of a debt, judgment, 

mortgage, or taxes; it is a type of encumbrance. A specific Lien is against certain 

property only. A General Lien is against all of the property owned by the debtor. 
 

Junior Lien: 
 

A Lien that will be paid after earlier liens have been paid. 
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Lis Pendens: 
 

Latin: for "suit pending". Of a recorded notice of the filing of a suit, the outcome of 

which may affect title to a certain land. 
 

Marketable Title: 
 

A title free from defect that a court will enforce the title's acceptance by a purchaser. 

 

Market Value: 
 

The theoretical highest price a buyer, willing but not compelled to buy, would pay, and 

the lowest price a seller, willing but not compelled to sell, would accept. 
 

Maturity: 
 

The due date of a loan. 

 

Meeting of the Minds: 
 

Agreement, by all parties to a contract, to the exact terms thereof. Example: 
 

● An offer and acceptance 

 Considering the subject property 

 Consideration 

 Terms 
 

Moratorium: 
 

The time period during which a certain activity is not allowed. 

 

Mortgage: 
 

A written instrument that creates a Lien upon real estate as security for the payment of 

a specified debt. 
 

Mortgage Broker: 
 

One who, for a fee, places loans with investors, but does not service such loans. 
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Mortgage Discount: 
 

The amount of principal that lenders deduct at the beginning of the loan to reduce the 

interest 

percentage charged by the Lender. 
 

Mortgagee: 
 

One who holds a Lien on property or title to property, as security for a debt (the Lender 

or Seller). 

 

Mortgage Lien: 
 

An encumbrance on property used to secure a loan. The holder of the lien has a claim to 

the property in case of loan default. The priority of the claim depends on the order of 

recording and any subordination agreements. Thus a first mortgage generally has prior 

claim to all other mortgage Lien holders. 
 

Mortgagor: 
 

One who pledges property as security for a loan (the Borrower or Buyer). 

 

Negative Amortization: 
 

An increase in the outstanding balance of a loan resolving from the failure of periodic 

debt service payments to cover required interest charged on the loan. 
 

Negative Cash- Flow: 
 

Situation in which a property owner must make an outlay of funds to operate a 

property. 

 

Negotiable Instruments: 
 

A promise to pay money, transferable from one person to another (example: a 
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promissory note). 

 
 
 

Negotiation: 
 

The process of bargaining that precedes an agreement. Successful negotiation generally 

results in a contract between the parties. 
 

Neighborhood Life Cycle: 
 

A generalized pattern that describes the physical and social changes that residential 

areas experience over time. 
 

No Down Payment: 
 

General term referring to real estate acquisition strategies based on seller provided 

financing and/or existing loan assumption and minimal use of cash down payments. It is 

a method of achieving maximum profits from real estate investments. 

 

Notarize: 
 

To attest, in one's capacity as a notary public, to the genuineness of a signature. 

 

Notary Public: 
 

An officer who is authorized to take acknowledgments to certain types of documents, 

such as deeds, contracts, and mortgages, and before whom affidavits may be sworn. 
 

Note: 
 

A written instrument that acknowledges a debt and promise to pay. 

 

Notice of Default: 
 

A letter sent to a defaulting party as a reminder of the default. The letter may state a 

grace period and the penalties for failing to cure the default. 
 

Offer: 
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An expression of willingness to purchase a property at a specified price. 

 
 
 

Open-End Mortgage: 
 

A mortgage under which the mortgagor (borrower) may secure additional funds from 

the mortgagee (lender), usually stipulated a ceiling amount that can be borrowed. 
 

Option: 
 

The right to purchase or lease a property upon specified terms within a specified period. 
 

Optionee: 
 

One who receives or purchases an option (the Buyer). 
 

Optionor: 
 

One who gives or sells an option (the Seller). 

 

Paper: 
 

Credit given, evidenced by a written obligation that is backed by property. 
 

Partial Release: 
 

A provision in a mortgage that allows some of the property pledged to be freed from 

serving as 

collateral. 
 

Payback Period: 
 

The amount of time required for cumulative estimated future income from an 

investment to equal the amount initially invested. It is used to compare alternative 

investment opportunities. 
 

Payee: 
 

One who receives a payment (the Seller). 
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Payor: 
 

One who makes a payment (the Buyer). 

 

Power of Sale: 
 

A clause sometimes inserted in mortgages or deeds of trust which grants the lender (or 

trustee) the right to sell the property upon certain default. The property is to be sold at 

auction but court authority is unnecessary. 
 

Prepayment Clause: 
 

A clause in a mortgage that gives a mortgagor (borrower) the privilege of paying the 

mortgage 

indebtedness before it becomes due. Sometimes there is a penalty for prepayment, 

with waiver of the interest that is not yet do. 
 

Prepayment Penalty: 
 

Fees paid by borrowers for the privilege of retiring a loan early. 

 

Promissory Note: 
 

A promise to pay a specified sum to a specified person under specified terms. 
 

Purchase Money Note: 
 

Same as a Promissory Note- 

 

Purchase Money Mortgage: 
 

A mortgage given by a grantee (buyer) to a grantor (seller) as security of a "Purchase 

Money Note". 

 

Real Estate Owned [REO): 
 

Property acquired by a lender through foreclosure and held in inventory. 
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Recording: 
 

The act of entering in a book of public records instruments affecting the title to real 

property. 

Recording in this manner gives notice to the world of facts recorded. 
 

Recourse: 
 

The ability of a lender to claim money from a borrower in default, in addition to the 

property pledged as collateral. 
 

Refinance: 
 

The substitution of an old loan with a new loan. 

 

Release: 
 

To free real estate from a mortgage. 

 

Release Clause: 
 

In a mortgage, a clause that gives the owner the privilege of paying off a portion of the 

mortgage indebtedness, thus freeing a portion of the property from the mortgage. 
 

Retire (a debt): 
 

To pay off the principal of a loan, thereby fulfilling the obligation under the loan 

contract. 

 

Right of First Refusal: 
 

The opportunity of a party (the Buyer or Borrower) to match the terms of a proposed 

contract to the seller before the contract is executed. 
 

Sales Contract: 
 

A contract by which the buyer and seller agree to the terms of sale. 
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Sale-Leaseback: 
 

The simultaneous purchase of property and lease back to the seller. The lease portion of 

the 

transaction is generally long term. The seller-lessee in the transaction is converted from 

an owner to a tenant. 
 

Sandwich Lease: 
 

Lease held by a lessee who becomes a lessor by some letting. Typically, the sandwich 

lease holder is neither the owner nor the user of the property. 
 

Secondary Mortgage Market: 
 

The mechanisms available to buy and sell mortgages, mainly residential first mortgages. 

There is no set meeting place for the secondary mortgage market. 
 

Second Mortgage: 
 

A subordinated Lien, created by a mortgage loan, over the amount of a first mortgage. 

Second mortgages are used at purchase to reduce the amount of cash-down-payment 

or in refinancing to raise cash for any purpose. 
 

Security: 
 

property that serves as collateral for a debt. 

 

Self-Amortizing Mortgage: 
 

A mortgage that will retire itself through regular principal and interest payments. 

 

Sellers Market: 
 

Economic conditions that favor Sellers, reflectivity rising prices and market activity. 

 

Shared Appreciation Mortgage: 
 

A residential loan with a fixed interest rate set below market rates, with the lender 

entitled to a 
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specified share of appreciation in the property value over a specified time interval. Loan 

payments are set to amortize the loan over a long term maturity, but repayment is 

generally required after a much shorter term. The amount of appreciation is established 

by sale of the home or by appraisal if no sale is made. 
 

Shared Equity Mortgage: 
 

The home loan in which the lender is granted a share of the equity, thereby allowing the 

lender to participate in the proceeds from resale. After satisfying the unpaid balance of 

the loan, the borrower splits the residue of the proceeds with the lender. Shared equity 

plans often require the lender to buy a portion of the equity by providing a portion of 

the down-payment. 
 

Simple Interest: 
 

A method of calculating the future value of a sum assuming that interest paid is not 

compound and, i.e., that Interest is paid only on the principal. 
 

Specific Performance: 
 

A legal action in which the court requires a party to a contract to perform the terms of 

the contract when he or she has refused to fulfill their obligations. 
 

Speculator: 
 

One who invests with the anticipation that an event or series of events will occur to 

increase the value of the investment. 
 

Spread: 
 

The difference between the cost of money and the earnings rate. 

 

Subject To: 
 

Acquiring property with an existing mortgage, but not becoming personally liable for the 

debt. 
 

Subject To Mortgage: 
 

Circumstance in which a buyer takes title to real property but is not personally liable for 
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the payment of the mortgage amount due. The buyer must make payments in order to 

keep the property; however, with default, only the buyer's equity in that property is 

lost. 
 

Sub-lease: 
 

A lease from a lessee to another lessee. 

 
 

Subordination: 
 

Moving to a lower priority, as a Lien would if it changes from a first mortgage to a 

second mortgage. 

 

Subordination Clause: 
 

A clause or document that permits a mortgage recorded at later date to take priority 

over an existing mortgage. 
 

Title: 
 

Evidence that the owner of land is in lawful possession thereof; evidence of ownership. 

 

Title Insurance: 
 

An insurance policy that protects the holder from loss sustained by defects in the title. 

 

Trust Deed: 
 

A conveyance of real estate to a third party to be held for the benefit of another. 

Commonly used in some states in place of a mortgage that conditionally conveys title to 

the lender. 
 

Usury: 
 

Charging a rate of interest greater than that permitted by state law. In most states. 

Usury limits vary according to the type of lender and type of loan. Federal laws have 

passed to preempt certain Usury limits under certain conditions. 
 



Creative Seller Financing – Volume I 

“Getting Started” 

154 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

Variable Interest Rate: 
 

An amount of compensation to a lender and is allowed to vary over the maturity of the 

loan. The amount of variation is generally governed by an appropriate index. 
 

Vendee: 
 

A Buyer. Generally used for real estate; one who purchases personal property is usually 

called the Buyer. 
 

Vendor: 
 

A seller, usually of real estate. The term seller is commonly used for personal property. 

 

Warranty Deed: 
 

A deed that contains a covenant that the grantor (seller) will protect the grantee (buyer) 

against any and all claims. Usually contains covenants assuring good title, freedom from 

encumbrances, and quiet enjoyment. 
 

Without Recourse: 
 

Words used in endorsing a note or bill to denote that the holder Is not to look to the 

"debtor" (borrower) personally in the event of nonpayment: the creditor has recourse 

only to the property. 
 

Wraparound Mortgage: 
 

A loan arrangement in which an existing loan is retained and an additional loan, larger 

than the existing loan, is made. The new lender accepts the obligation to make 

payments on the old loan. The existing loan generally carries an interest rate lower than 

the rate available on new loans. Consequently, the yield to the wraparound lender is 

higher than the rate charged on the old loan. Sellers are the most common wraparound 

lenders. 
 

Yield: 
 

A measurement of the rate of earnings from an investment. 
  



Creative Seller Financing – Volume I 

“Getting Started” 

155 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

 



Creative Seller Financing – Volume I 

“Getting Started” 

156 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

 



Creative Seller Financing – Volume I 

“Getting Started” 

157 
NO MORE BEGGING    NO MORE QUALIFYING     NEVER BE FORCED TO USE A BANK TO BUY A HOUSE 

©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved 
 
 

 

Conclusion 

Congratulations! 

 

You have made it this far. After reading this simple and fundamental course in its 

entirety, I know you now have a better understanding of the Real Estate business and 

how it works. You must now go out into the world and implement what you have 

learned. Your success does not depend upon luck. It is determined upon your ability to 

put forth genuine effort. This course manual was developed to give you the "starting 

blocks" on which to build the foundation of your successful business. 

The material contained in this basic course was organized in an order to allow you 

to learn a step-by-step buying procedure, starting with how to find a house, how much 

is it worth, making an offer, what do I do now that it is under contract, the follow up, 

right through the closing. 
 

I have given you the basic information needed to find and buy houses. Please 

understand you will not buy every house you make an offer on. This course should 

become one of the tools used by you to develop a solid Real Estate business. 
 

There is just one catch, you must go out and make offers, lots of offers. You simply 

can't buy a house and make a profit if you don't first make an offer. 
 

You are the only person who can determine what you achieve in your life. Only 

you can control your financial future. If you do nothing, you will get nothing. If you get 

busy and look for houses in your spare time, at the very least you can achieve whatever 

level of success that you want. Just do something, and do it over and over on a 

consistent basis. 
 

As you start your Real Estate business you must continue to attend quality 

training's on a continual basis. The more education you acquire, the more deals you can 

do, and the more profit you will definitely make while taking you closer to your desired 

financial future. 
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Additional Available Courses 

 

Boddiford, Dyches - ( www.Assetsl01.com) 

  

 Additional Course Materials 

 

Wealth - Accumulation & Protection 

The Investors Guide to Discount Notes & Mortgages 

Real Estate Investment using Self Directed IRAs & other Pension Plans 

The Limited Liability Company &. Partnerships 

The Corporate Fortress 

The Nevada Connection 

Personal Property Trusts - A Layman's Guide 

Mobile Home Money Machine 

Deals in Dirt 
 
 

Fortunato, Peter - (www.peterfortunato.com) 

(727) 397 - 1906 & Fax (727) 398 – 7358 

 

 Course Materials 

 

Peter Fortunato's Real Estate Acquisition Techniques - (held in June each year) 

One Step Beyond - (held in August each year) 

Roth Wealthbuilding with Dyches Boddiford - (held in March each year) 

Peter Fortunato's Paper Course - (held in December each year) 
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Recommended Reading 

 

Brown, Louis - Street Smart Investor (e - zine) 

Clason, George S. - The Richest Man in Babylon 

Dent, Harry S. - The Great Boom Ahead 

Dent, Harry S. - The Roaring 2000's 

Eker, T. Harv — Secrets of the Millionaire Mind 

Kiyosaki, Robert - Rich Dad, Poor Dad 

Kiyosaki, Robert - Cashflow Quadrant 

Kiyosaki, Robert - Retire Young, Retire Rich 

Kiyosaki, Robert - The Prophecy 

LeGrand, Ron - Cashflow Generator 

Maxwell, John C. - Failing Forward 

Miller, Jack - Common Wealth Letters (newsletter) 

Napier, Jimmy - Invest in Debt 

Napier, Jimmy - The Money Maker Report (newsletter) 

Schaub, John - John Schaub's Strategies and Solutions (newsletter) 

Schaub, John - Building Wealth One House at a Time 

Stanley, Thomas J. - The Millionaire Next Door 

Stanley, Thomas J. - The Millionaire Mind 
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Now that you have read the information contained in this home study manual and as 

you implement what you have learned please e-mail me with the details of ALL of 

your success stories. This course was written to give you a solid foundation of real 

estate knowledge and Investor logic. Your success is very important to me. 
 

Please Fax your success stories to: 

Larry Harbolt 

at 

Harlon Publishing 

Fax #: 727-367-5349 

 

Or e-mail me at larrvharbolt@gmail.com 

 
 

I want to wish you great happiness, great success 

and Financial Freedom! 

 

Thank You 

 

Larry Harbolt 
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Disclosure 

 

Any references contained in these written materials are provided by the author. These 

are individual companies or people used by many investors in the business of real estate 

investing. The author has personally used many of these companies or individuals 

educational materials and has had good results with each. The author has received 

satisfactory service and information whenever used. Even though the author has allowed 

information about these companies or these people to be contained in his home study 

course, he DOES NOT personally recommend any of them to you. You need to choose 

companies in your area who provide the same services that you feel most comfortable 

with after doing a thorough investigation of each provider. 
 

Larry Harbolt and 

Harlon Publishing, LLC. 

P.O. Box 41251 

St. Petersburg, Fl. 33743 

 

Or 

Fax (727) 367-5349 

 


