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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.
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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.
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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
NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

4
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”

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.
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
Fax: 727-367-5349
Welcome to Volume III "Structuring Deals and Filing Out the Paperwork". This is where all
of the thinking, finding, analyzing, negotiating and deal structuring all come together. This
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manual is where you will learn how to buy property and generate profits in today's market
when other investors are finding it nearly impossible to find one or two less than great
deals. This is truly where the rubber meets the road.
After reading Volumes I & II you now know and understand what creative seller
financing is and how it works. You can also understand why seller financing knowledge is
going to be so important over the next few years. By this time you should also realize the
benefits creative seller financing can and will give you because you now know what to look
for, where to find the best properties that you have the greatest chance of creating profits
while your competition are unable to find any good deals. You have learned how to
recognize and analyze the utility of any neighborhood you drive through. How to use
letters to find properties, how to figure rehab costs along with a complete list of real estate
term definitions. How to think through each deal to be sure that property is one you really
want. How to create "Paper" for extra profits, how to deal with and effectively negotiate
with motivated sellers as well as overcome seller objections. How to analyze every deal to
be sure that property is one you want to buy making sure you don't make a mistake you'll
be sorry you made. How to write offers that have a chance of getting accepted and how
to finance every deal you do buying or selling.
In Volume III you will learn how to structure profitable seller financing deals as well as
different creative strategies from examples of past deals which will give you the secrets
how profits are made simply by how the deal is structured whether buying or selling. You
will also find all of the contracts and forms you will need to complete almost any of the
deals you may come across. You also get a copy of each contract or form completely filled
out so you never need to wonder if you filled out your paperwork correctly.
YES, this truly is where the rubber meets the road!
Happy and Prosperous Investing

Larry

Buying When Bad Credit is a Problem
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1.

Look for Sellers who will give seller financing terms for the entire purchase price
which requires no qualifying.
2.
Use a financial friend. Find someone who has money to invest in well selected real
estate. Because many people who have money would rather have their money work for
them than do physical labor. If you find a good deal you get the property for either ail
cash at a discounted amount less than the property is worth or possibly a deal where the
seller is willing to accept a portion of the purchase price at closing and is willing to wait
until you have a chance to fix the property and get it sold at which time the seller gets the
balance of the purchase price you agreed to pay for the property.
Because you were willing to put the property into the deal your financial friend might
be willing to put up the needed money in the amount you agreed to give the seller at
closing plus the closing costs and the money needed to repair
the property. Let's do
an example.
You find a house that when fixed up will be worth $150,000. The house needs
approximately $15,000 for needed repairs. Because of the needed repairs and other
problems in the Seller's life the seller is willing to take $90,000 for a quick closing as
follows:
The seller needs $25,000 at closing and is willing to give you seller-financing
terms
of 6% interest on the $65,000 balance which will be all-due and
payable in one single
payment when you have fixed the property and have it
sold within a 24 month
period of time. The seller gets what they want, $25,000 cash and a sale. The financial friend
has to pay $25,000 to the seller at closing plus $15,000 for the repair costs, plus $2000 for
closing costs when you close on the property for a total of $42,000. You quickly fix the
property and get it on the market for $150,000. During the repair period you oversee the
rehab project yourself while you find a buyer who will qualify for an institutional loan. You
find the buyer, but he is only qualified for $130,000, so what should you do?

I would sell the qualified buyer the house for $150,000 payable as follows:
1. Buyer gets a $130,000 first mortgage.
2. You, the seller, will take a $20,000 second mortgage from the Buyer.
NO MORE BEGGING NO MORE QUALIFYING
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3. Because of the new buyer's finances and limited income you agree to
either
take small payments which includes interest or no monthly payments on the
second mortgage which is accruing 7% interest for
five years at which time the
second mortgage becomes all-due and payable in one payment for ail money
owed.
From this sale you receive $130,000 from which you pay the seller the
remaining
balance of the purchase price, or $65,000. You then have $65,000 remaining from the sale
to your new buyer. You give the financial friend back their initial investment of $42,000.
You then have$23,000 remaining minus any closing costs you incurred from the sale.
You and the financial friend split the $23,000 excess profits 50/50 (fifty/fifty), or $11,500
to you and $11,500 to the financial friend. You still have the $20,000 second mortgage that
you will also split 50/50 with the financial friend either monthly or sometime in the future
when you get paid off. I can hear you saying, why would a person with money do this deal?
Let's examine the deal more closely.
The financial friend invested $42,000 and when the property was fixed and sold within 12
months at that time the financial friend's return on their investment of $11,500 was.
$42.000 divided by $11.500 = 27.38% return on their investment. Not to mention what
they will receive from half of the second mortgage sometime in the future.
One of my rules when I use a financial friend is they do not receive monthly payments for
the money they put into the deal as they will be getting half of the overall profit from the
deal. If a financial friend wants monthly payments on the money they invest into the deal
I am more than happy to pay them a monthly payment each month including interest when
the property sells in one single payment but if I do this they will NOT get half of
the overall profit from the deal. They can have it either way, but not both ways. This is a
great way to do deals when you have little or no money or credit. I have always been of
the opinion that when you have no money or credit half of some profit is better than all of
no profit.
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When Buying with Seller Financing Terms
When the Seller Needs Some Quick Cash and You Have None:
Any time the seller needs some quick cash from the sale of their property and you are
negotiating seller financing terms to buy the property I find most of the Sellers you meet
are thinking "cash" but when someone like you starts talking about seller financing they
get totally confused and in many cases become negative because they don't understand
what '"seller financing" is, or how they will get the money they need.
First of all let’s be sure you know what seller financing is so you can explain it to the seller.
Seller financing is a term used in today's world of creative financing that simply refers to
the creation of a "series of installment payments". Many people across this country sign
loans every day when they are buying a new car, furniture, a recreational toy, or anything
they finance when they buy it. Each and every time you buy something and finance it you
will sign a promise to pay for the item you bought. This agreement generally requires
monthly payments to be paid over a specific period of time until paid in full. When you
sign a promise to pay the lender usually requires the borrower to also sign a security
agreement. In real estate this security agreement is called a mortgage. The mortgage is
the security for the repayment of the debt. The mortgage spells out how the lender can
foreclose on the real estate that was used as collateral if the borrower doesn't pay as
agreed on the debt.
When you are buying a property and asking for seller financing terms and the seller tells
you they need some cash to go forward in their life you can suggest several solutions to
their problem and still get the seller financing terms you're asking for.
1. The seller can sell any number of payments to a third party investor for cash today.
Example: a seller sells you a house with seller financing terms. The sale price
is $90,000 with 696 interest and a monthly payment of $641.58 for 20 years. The
seller needs $30,000 cash immediately. They could sell the first 60 payments
($641.58X 0=$38,495) to a third party investor for the needed $30,000. The seller
will assign the 60 payments to the third-party investor and then for the next 60
months you will send the payment to the third-party investor. But when all of those
NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

9
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”
60 payments have been made to the
third party investor you will then start
making the monthly payments of $641.58 to the original seller until the note is paid
off.
2. You can suggest the seller sell the entire note for cash today. You may want to inform
the seller that most note buyers who pay all cash for long term notes will almost always
want to pay less than face value for the note. The reason for this is because....
a.
b.
c.

d.

They have to wait years to get all that is owed to them.
Time value of money states than a dollar coming in today is more
valuable than a dollar coming in 30 years from now.
Because the risk of the loan not being paid as agreed and the
possible need to foreclose has shifted to the note buyer. Because of
this risk the note buyer needs some sort of compensation for that risk.
The note buyer is in business to make money. The discount increases
the note buyer's yield on their investment.

3. You might suggest to the seller that they could sell part interest in the note for cash.
Instead of selling a certain number of payments you might suggest to the seller that some
note buyers will buy a percentage of a note. If the seller has an $80,000 seller financing
note and they need some quick cash they could sell 25% of the note ($80,000 X 25% =
$20,000) for $15,000 today. When they sell a percentage of a note the seller would assign
in this case 25% of the payments to the note buyer. If the $80,000 note was written for 20
years at 6% interest the seller would assign the next 60 payments to the note buyer for
$15,000 today. The note buyer will collect the monthly payments for the next 60 months
(240 payments divided by 25% = 60 payments).

NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

10
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”

Creative Buying Strategies
Pay More Than ARV
Pay a higher price for the property with NO interest. Why would anyone do that?
Example:
$150,000 Value Property
You Offer $175,000 with 0% interest at $1,000 per month payment until paid. Be sure
the underlying loan has less than 175 months left on it as your offer will pay off the
entire loan you are getting in 175 months.
If you had financed $150,000 @ 6% for 30 years you would end up paying the seller or an
institutional lender:
$150,000 Principal
+ $172.148 Interest over 30 years
=$322,148 total paid to seller over thirty years
Which is more, $175,000 or $322,148? One loan took 175 months or (14 years and 7
months) to completely pay off while the other took 360 months or 30 years. Here are some
suggestions:
•
•
•
•
•
•

Assume some of the sellers other debt as partial payment for the property you are
buying.
Choose the right closing date to save money.
Take over some of the seller's debt for an Option.
Create a "Note" for an Option.
Give equity in another property you own for an Option.
Give an Option for another property you have for an Option on the property you want.
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Basic
Buying
Strategies
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Subject To (Get the Deed)
Possible Candidate Properties

1.
2.
3.
4.
5.
6.
7.
8.

Anytime a Property is in Foreclosure.
The Owner is behind on the payments (more than TWO months owed).
The Property Owner is in Financial Distress and going down fast.
The Property Owner has moved and can't afford (2) house payments.
The Property Owner can't afford the payments, but the payments are not behind.
The Property Owner feels desperate to get rid of the property.
When a property has NO EQUITY and is in GOOD condition.
When a Property Owner isn't broke and isn't behind on the payments but wants
to get rid of the property as soon as possible.
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Unwrapping the Mystery of
"Subject To"
What is "Subject To"?
"Subject To” is a term used when you acquire a property that already has an existing
mortgage on it, but the person acquiring the property does not become personally liable
for the repayment of the existing mortgage debt. This is totally opposite of an
assumption of the mortgage and becoming personally liable for the repayment of the
Note and Mortgage. This is also known as taking the property "Subject To The Existing
Mortgage”.
When a Buyer takes title to real property that already has a mortgage on it, the Buyer
does not become personally liable for the repayment of the existing mortgageHowever, the Buyer must make the payments on the existing mortgage in order to keep
the property from going into foreclosure. In the event of a default, the only part of the
property that is lost is the Buyer’s equity.
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, 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."
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Banks started inserting the "Due on Sale" clauses in their mortgages when interest rates
took a dramatic increase in the 1970's. This was due to the fact home-buyers weren't
borrowing new money from the banks, they were assuming existing loans on property
because the interest rates on the older, existing loans were much lower.
To stop their competition the banks started using the "Due on Sale”. The banks used the
excuse that they wanted to be able to control the collateral for their loans, meaning having
the borrowers living in the house. Hog Wash!
Since interest rates increased in the 1980’s most banks haven't been enforcing the "Due
on Sale". The "Due on Sale" clause was a way to eliminate assuming low interest loans
when ownership changed. The banks would then be able to re-lend the money at the
higher interest rates of the day, or they could negotiate a higher interest rate if the
purchaser assumed the existing loan. Many homeowners fought the banks in court
claiming the "Due on Sale" was unfair and unreasonable. The banks were eventually the
winners when congress passed the "Garn St. Germain Federal Depository Institutions Act”
(12 U.S.C. 1701-j) that allowed the banks to enforce the "Due on Sale" clause contained
within the mortgage, regardless of any state statutes or case law to the contrary.
Many people who actually know about the "Due on Sale" clause in their mortgage believe
it is illegal to transfer title to a property that is secured by a mortgage that contains a "Due
on Sale" clause in it I am not aware of any state or federal law that makes it a crime to
violate the "Due on Sale" clause when transferring title or ownership.
If the lender finds out about a transfer, they have the right to call the entire loan due and
payable. If the lender calls the entire loan due and payable and the borrower can't get the
money to pay off the loan, the lender can start foreclosure proceedings.
The Garn St. Germain Act Also contains several exceptions that prevent the lender from
enforcing the "Due on Sale" clause.
In respect to real property loans secured by a lien on residential real property which has
five dwelling units or less, including a lien on the stock allocated to a dwelling unit in a
cooperative housing corporation or on a residence, manufactured home, a lender may not
exercise their option pursuant to a "Due on Sale" clause upon:
1. The creation of a lien or other encumbrance subordinate to the lender's security
NO MORE BEGGING NO MORE QUALIFYING
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instrument (the mortgage) which does not relate to a transfer of the rights of
occupancy in the property;
2. The creation of a purchase money security interest for household appliances;
3. A transfer by device, descent or operation of law on the death of a joint tenant or
tenant by the entirety;
4. The granting of a leasehold interest of less than three years containing an option to
purchase;
5. A transfer to a relative resulting from the death of a borrower;
6. A transfer of a spouse or children of the borrower when they become an owner of
the property;
7. A transfer resulting from decree o f dissolution of marriage, legal separation
agreement, or from an incidental property settlement agreement, by which the
spouse of the borrower becomes an owner of the property;
8. A transfer into an inter-vivos (during one's life) trust in which the borrower is and
remains a beneficiary and that does not relate to a transfer of rights of
occupancy in the property, or
9. Any other transfer or disposition described in regulations prescribed by the Federal
Home Loan Bank Board.
The Federal Home Loan Bank Board was disbanded in 1989 and was replaced by the Office
of Thrift Supervision. The Office of Thrift Supervision interprets (12 C.F.R. 591) to apply to
owner occupied homes.
The Garn St. Germain Act clearly states that it applies to residential one to four family
homes. There is no mention that the houses must be owner occupied.

Subject To - Get the Deed
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Most "subject to" deals come in at least two different forms. The most usual type of
"subject to" deal that comes to mind is when a property is either in foreclosure, or about
to go into foreclosure.
The other type of "subject to" deal is somewhat different as this type of possible
"subject to" deal usually isn't in foreclosure and many times the mortgage payments and
the property taxes are paid to date and current When you find this type of "subject to"
deal many times you will find a property owner that simply doesn't want the property
and is willing to give the property away to someone who will finish paying for the
property and maintain it, by giving you a deed to convey their interest in the property to
you. Property owners have been known to actually pay someone to take their property
that they no longer want
The "subject to" deals that are in foreclosure are somewhat different as the situation you
will usually find is where the property owner is behind in making the monthly mortgage
payments. When this happens many property owners who are credit conscious realize
that their credit is being damaged each month and this motivates them to quickly deed
away their interest in the property to someone who will actually make up the mortgage
payments that are delinquent and then continue to make the mortgage payments in the
future.
In most cases, when the property owner deeds away their interest in a property they will
do so for little or no money, they just want to stop the damage to their credit By deeding
away their interest in the property they also give up any future benefits derived from the
property. Once they deed away their interests in the property they no longer have any
connection to the property other than the mortgage. The mortgage will remain in their
name until the person they deed the property to gets a new loan and pays off the
existing loan.
Either one you find can be very profitable for the buyer if they carefully analyze the deal
before they accept a deed. One of the tremendous benefits of a subject to deal is the fact
that the mortgage is not in your name as it stays in the name of the property owner that
deeds you the property. This is what is called a non-recourse loan. Once the property
owner deeds you the property you get all of the benefits of ownership regardless of the
mortgage being in their name. Always do a title search before accepting a deed and
always get title insurance before you accept a deed and record it. Always do your dueNO MORE BEGGING NO MORE QUALIFYING
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diligence before you complete any deal.
Anytime a property owner is in a desperate financial situation and they are willing to
deed away their interest in a property just because you have convinced them that you
are trustworthy and will make the monthly mortgage payment on time every month so
their credit damage will be stopped, always do as you agree!!!!
Many times a property owner who must get rid of a property in this way is unable to
sleep nights, they can't eat, their lives are in turmoil and everything in their life is upside
down. If you tell them that you will make the payments on the property on time every
month and then you don't do what you agreed to do, you deserve anything the legal
system can hang on you.
The people who do this are the ones who give honest investors a bad name and
reputation. These people are the scumbags we hear about on the evening news and in
the newspapers.
Never make promises you have no intention of keeping!

The "7" Basic Steps of a "Subject To" Deal
1. Find a seller who is behind in their mortgage payments and facing foreclosure or
someone who must move quickly. They must be motivated sellers.
2. Have them deed their property to you or into a land trust.
3. If the Sellers will agree to put the property into a Land Trust, make the sellers 100%
beneficiary (s) of the Land Trust.
4. Then have the sellers assign their beneficial interest in the trust to you personally
by means of the "Assignment of Beneficial Interest" page.
5. Have each of the seller's give you personally a specific "Power of Attorney"
for that property naming you as their Attorney in Fact.
6. Have each seller sign the Subject To "Transaction Disclosure".
7. Next, have the sellers sign a letter to their lender naming you as their Property
Manager who will be collecting the rent and making the monthly mortgage
payments for the property owner's in their absence.
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The History of a "Subject To" Deal
One day while driving through different neighborhoods my wife and I found a messy
looking house in a good working class area with tall grass and some junk in the yard. We
did a search through public information in the county courthouse to find out who the
owners were. We then sent the owners, who live out of state a letter asking if they would
consider selling that house to us. We did not receive any type of response from the owners
for five months. Then one day, out of the blue the phone rang. The owners had let their
daughter live in the house and had not received any rent, nor did their daughter pay any
of her utility bills. When the power company turned off the electric their daughter
abandoned the house and moved to Tennessee. Several weeks later the owners found out
the house was not only vacant, but was open and unlocked. At this point the owners took
our letter out of the drawer and gave us a call on a Saturday afternoon.
Seller Logic: These sellers have had health problems and surgery since receiving our
letter in March of 2002. Before they were sick this house was supposed to provide
enough income to make the monthly payment, pay the property taxes, insurance and
still provide the owners with monthly income. This particular owner had been taken
advantage of by their own children. The owners were not only heartbroken; they simply
could not deal with the stress connected with dealing with this property from 600 miles
away.
My Logic: I had found a house which was not being cared for. When I first saw the
property I felt the owners either would not or could not make the necessary repairs and
clean-up the property. If it was an owner occupant the people either could not afford
the needed repairs or they were total slobs. In the case of this house I assumed it must
be a rental.
When I went through public records, the first thing I noticed was this property had an out
of state owner. Someone who simply could not drive by the property every week, nor did
they really want to deal with the property. The second thing I assumed after finding an out
of state owner was the owner was probably a "Don't Wanter”. In March these owners
knew that they were being taken advantage of by their daughter, but thought they could
handle the problems with the house for their daughter and grandchildren's sake. Five
months later the owner was recovering from a stroke and surgery, he was now troubled
by everything in his life, everything now was a major problem. He just couldn't handle the
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problems. The owners knew they were not happy with their daughter living in the house
and not giving them any money to help make the payments, taxes and insurance. This is
why they saved our letter. This is why letters are so effective.
My wife and I went to look at the house on Sunday. This was not a bad house. It is on a
double lot with large shade trees. The house has vinyl siding, it is a three-bedroom, one
bath, with hardwood floors in some rooms and vertical varnish pine boards on the living
room walls. This house did not have a garage, what it did have is a large two car carport.
The assessed value of the property from the property appraiser for the property tax value
was $40,210.00. As we all know, the county appraisal for property taxes means absolutely
nothing in relation to the value of any property. I use this value sometimes when trying to
buy a property as the actual value simply because the owners sometimes actually believed
that the assessed value of their property is the actual value, but it is not. These assessed
values are usually 25 percent to 33 percent below the actual value of a property. This is
only theory; there is no concrete evidence to the percentages you were just given. This is
an assumption on my part, and I realize it has nothing to do with the actual value of a
property, I use it only as one of the ways I determined the approximate value of a property.
My Logic: Not being sure of the actual after repaired value of the property I use what
most uninformed property owners consider to be the actual value of their property, and
that is the Assessed Value used for calculating the property taxes. In my mind I calculated
the property's after repaired value to be $65,000 to $70,000.
We calculated the property to have a Maximum Value after Fix up of $65,000 to $70,000,
after approximately $15,000 in needed repairs would make this property beautiful. We
also figured it would take about $5000 to $6000 to put the house into rentable condition.
We have decided it can easily rent for $450 to $525 per month. It is in a good a blue-collar
area. We feel we can keep the property rented for $450 to $525 per month year around.
Seller Logic: Just get rid of the property.
My Logic: I knew it would take around $15,000 to repair the property if I wanted to sell
for top dollar. I also knew that it would cost $5,000 to $6,000 to fix it up into rentable
condition. I estimated from the" For Rent" ads in the local newspaper that the property
should rent for $450 to $525 per month. By knowing what the property will rent for I
could use the formula on page 66 to be one of the ways to determine what I could pay
for the property and still make a profit.
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On Monday I started negotiating with the owners asking what they were trying to get from
their property. My questions were immediately stopped and I was told, "All we want is for
you to take this property off our hands for what we owe on it". These owners are old and
in poor health. They simply couldn't deal with the problems of an empty house and they
could not afford the monthly payment of $262.65. The mortgage is current and the
property taxes have been paid through last year. The mortgage balance on this property
is $9,528.70. When I heard that, I told the owners that I would take over the property at
the mortgage balance, plus I would pay all closing costs and I would also give them $1,000
cash when I received clear title to the property, other than the existing mortgage.
Seller Logic: These owners simply wanted the responsibility of this property to go away
and someone to make the monthly payment each month. These owners did not have
the money to fix up the house nor did they have enough money to afford to make the
monthly payment on a vacant house while the property taxes and insurance continue
to accumulate cost.
My Logic: I wanted to know what the owners wanted and needed to sell the property to
me. I needed to know what the owners would take for the property and who will pay
what closing costs.
The owners drove from northern Georgia on Friday and we signed my subject to package
and they left Friday evening to go back to Georgia with a great weight lifted off of their
backs. They both thanked us several times for relieving them of a great burden. We could
see they were really happy when we parted. They gave us the payment coupons and all
other paperwork that they had relating to this house, including an old appraisal, the
current insurance papers for an insurance policy that is only one -month-old.
Seller Logic: The owners were so anxious to be free of this property that they drove more
than 8 hours one way, or about 600 miles to sign the paperwork to transfer ownership.
We could have done the paperwork by overnight mail but these people wanted to
deliver the payment book, the insurance policy and all other paperwork they had. It was
worth the trip for them.
My Logic: The quicker I can get a great deal like this one signed the better.

My subject to package contains:
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1. A purchase agreement specifically written for this deal only, which includes within
it a paragraph which specifically spells out the exact details of the deal and who gets
what and why and when.
Seller Logic: They were willing to sign anything.
My Logic: I wrote a contract (offer) specifically spelling out the terms and conditions of
the deal and the expenses and who pays what expenses. But more importantly I wanted
more to get a paragraph put into the contract (offer) that showed the complete chain of
events that made this deal work. That paragraph explains why the owners are giving up
the property and what I am agreeing to do with the property. The following paragraph
is the actual one used in the Purchase Agreement, setting out the terms and reasons.
36. DISCLOSURE: The terms and conditions of this Purchase agreement have been
mutually agreed to and are as follows: Seller contacted Buyer several months after
receiving a letter from buyer inquiring if Seller's were interested in selling the above
mentioned property. Seller(s) agreed to sell property for the existing loan balance only,
which shall not exceed $9,528.70 (Nine thousand five hundred twenty eight and 70/100).
Sellers understand that they are deeding the property to buyer for debt relief and to
eliminate property management in another state other than the one Seller(s) live in.
Seller further understands that buyer will not, and has not made any statement that
buyer will personally assume the existing note and mortgage. Seller further understands
the only compensation Seller(s) will receive from this transaction will be $1,000.00 (One
thousand dollars and 00/100) which will be held by buyer until buyer has received clean
and marketable title on the property. If the property does not have clean and marketable
title, Seller shall perfect title at Seller's expense, before Sellers) compensation will be
released to them. Buyer accepts the property in it’s "AS-IS", present condition.
2. A Warranty Deed having the owners put the property into a land trust as the
grantors.
My Logic: I have the owner's deed the property into a Land Trust, naming a Trustee. The
Trustee is the “Owner of Record” and can therefore handle all business pertaining to
that property. People put property into trusts everyday (such as living trusts). Usually
Living Trusts are used by having the owners (Grantors) deed the property into trust. This
does not usually flag the lender that the owners (Grantors) have sold their property or
that the title to the property has been transferred. Lenders some times look at deeding
the property into bust as Estate Planning, but not always. In most cases they won't call
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the loan due and payable. A property owner can deed away their interest in a property,
but this does not forgive the loan obligation.
3. A Land Trust with the owners as grantors and me as trustee.
Land Trust: The Land Trust is a contractual agreement between the Trustee and the
Beneficiaries. The Land Trust converts real property into personal property, making the
transfer of ownership much simpler. The Land Trust is almost never seen by anyone except
the Beneficiaries. When I do a" Subject To" deal, I have the property owners shown in the
Trust agreement as the Beneficiaries. The Beneficiaries must also show the percentage of
interest in the Trust property, example: Tom Smith 50% and Martha Smith 50% as
Beneficiaries. By doing this, in the event the lender suspected a transfer of ownership, I
can show them the beneficial interest in the Trust as that of the present owners.
4. An Assignment of Beneficial Interest from the present owners to me.
Assignment of Beneficial Interest: This is the page contained within the Land Trust which
allows the Beneficiaries to transfer or assign their beneficial interest that they each have
to another person or persons. When this page is used, whoever has this page assigned to
them is the actual owner of the Beneficial Interest in the Land Trust.
5. A Limited Power of Attorney for this property from each of the present owners making
me their Attorney in Fact. This will allow me to do anything with this property that I find
necessary.
Limited Power of Attorney: The Limited Power of Attorney is used to give someone other
than the present owners the right and power to do any act as if they were the owner of
the property. The "Attorney-in-Fact" in this case will be me. I have the present owners give
me the power to act on their behalf. Once the power of attorney has been signed by the
owners they usually believe they no longer have any control over the property. The
"Attorney-in-Fact" (me) can deal with any situation relating to the property as if they were
the owner, such as change insurance policies and coverage or sell the property. I need a
legal document that everyone understands giving me unlimited power over the property.
6. A signed statement of No Liens or Judgments or pending bankruptcy, other than
the existing mortgage on the property.
Affidavit of No Liens: I have the owners sign this affidavit which states they have no
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intentions of filing Bankruptcy in the near future and there are no liens or judgments on
the property. If the owner filed bankruptcy in the future, the property could be dragged
into the bankruptcy and jeopardize my interest in the property before I can get the
property sold.
7. A Real Estate Transaction Disclosure signed by the present owners stating that they
have been told of all of the possible issues that might arise from deeding the property
away in this fashion. We make it well known that there is a Due-on-Sale clause in the
mortgage that might be invoked by the lender. The present owners also agree that we will
not be assuming their mortgage and agree to hold us free from any liability associated with
the mortgage of any kind.
Real Estate Transaction Disclosure: This disclosure is signed by the old owners stating that
they understand that there is a due-on-sale clause in their mortgage and I have not agreed
to assume their mortgage. The old owners agree to hold me or anyone I sell the property
to harmless if the loan is ever called due by the lender.
8. A letter to the lender, from each of the present owners telling the lender that I will be
managing the property and making the payments from now on and to have the lender
send all future statements and coupons to me.
Letter to the Lender: This letter is made to look as if it were drafted by the old owners
telling the lender that they have retained the services of me as manager to collect the
rents and manage this property in their absence. The letter also states that the monthly
payment will come from the manager (me) from this date forward. The letter asks the
lender to send all future statements and payment coupons to the manager, starting
immediately and it also gives the lender permission to discuss any and all business
pertaining to the loan with the manager (me). This letter must contain the old owner’s full
names, social security numbers, the loan number, the lender’s name and address, and the
new manager’s name and address.
9. A "Release of Information" form is signed by each of the present owners allowing me
to check their credit or use their credit report to find them in the future.
Release of Information: Each of the old owners must sign one of these forms. The release
must contain the old owner's social security number and wording that allows me to talk to
the lender anytime in the future. By having this form I can fax the lender anytime in the
future to discuss the mortgage that is not in my name. This release of information must
contain proper wording allowing me to talk to the lender anytime I want to.
NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

24
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”
10. An Assignment of Insurance Policy form assigning the present owners interest in the
insurance policy to me or my company.
Assignment of Insurance Policy: This form assigns the old owners rights and interests in
the insurance policy on the property over to me. This form requires the full legal
description of the property and the existing Insurance Policy number, along with the
insurance agents name and address, and the name of the Insurance Company. If you use
the property as a rental, don't forget to convert the existing insurance policy to a Hazard
policy, and not an owner’s policy. If you have an owner’s policy on a property which you
are renting and you have a claim on that property, the insurance company will not pay that
claim.
11. A Management Contract for this property to show the lender, if the lender requires
seeing that I am managing the property and not a new owner.
Management Contract: If I can get the old owners to do so, I have them sign a Property
Management Agreement with me as the Manager.
My Logic: If the lender inquires into why I am sending them the payments and they don't
remember the letter sent to them by the mortgagor's (# 8). I can show the lender a copy
of the management agreement proving that I am indeed the manager of the property. If
I ever have a legal matter with a tenant who is unhappy, I could, if ordered by the court
prove that I am legally the manager of that property, not the beneficiary of the Land
Trust (even though I could be). Just more smoke and wires.
My overall thoughts about this deal: I wanted this deal because I had only $1,000 cash,
plus closing costs in the deal. I took over a good property "Subject To" a $9,528.70
mortgage with only four years left to pay, at which time it will be free and clear.
Remember it only needed $15,000 in repairs and is worth after fix-up $65,000 to $70,000.
Not a bad return for less than $2,000. I can sell with owner financing or I can sell for all
cash at a discounted price. This property gives me many potential profit opportunities.
No matter how you figure the numbers we will profit from this deal. We can sell the
property on terms, we can sell for cash, or we can rent the property. We had all of the
paperwork signed within a six-day period. We had our title insurance company do a title
search and provide us with and owner's title policy. The title was good on this property.
We recorded our warranty deed and then sent the old owners $1,000 as a bonus. We then
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immediately send out a letter to the lender, signed by both of the previous owners stating
that we will be managing the property for them, collecting the rent and making the
payments on their behalf. We have changed the insurance on the property naming me as
additionally insured.
This is an extraordinary deal. I would love to do a deal of this kind at least every month.
This only shows you that time and circumstances change every seller's mindset. Five
months ago the sellers knew they had a problem with their daughter and family but were
not at the end of their rope. When they found out the property was vacant and open, they
could not deal with the property any longer and the liability was just too great. So, they
gave us a call and we put together a fantastic deal that has many possibilities. It was a
great deal for them and a great deal for us. This was a win/win deal for both of us.
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0% Interest Seller Financing
(Until Paid In Full)
Possible Candidate Properties
1. Always the first offer when a Seller is flexible.
2. When elderly property owners are more interested in receiving a monthly
income over an extended time, rather than get interest on what is owed to them.
3. When you have a motivated seller with a Free & Clear property.
4. When a property owner has a large equity and a low loan balance, but they won't
deed you the property.
5. When the existing loan has less than 100 months remaining.
6. When the property owner has a Low, or No loan balance and is in the 35%
income tax bracket.
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5% Seller Financing for 30 Years
Possible Candidate Properties
1. Whenever a property owner tells you that they are willing to do Seller Financing
for their property and are flexible.
2. When a property needs considerable work but is still livable.
3. When the Seller(s) don't see the actual true value of their property, and the
property is in an area where several other properties are silently being repaired and
sold where the neighborhood is making a comeback.
4. When you find an "Estate" property in a good area.
5. When the Seller is in a high income tax bracket.
6. Anytime you can convince the Seller that if they don't immediately need the
money, receiving 5%-6% or 7% interest on what is owed for their equity in their
property is much better than getting all cash, then paying the capital gains that year
and investing the rest at 2% to 4% at their bank.
7. When Seller(s) want long-term monthly income.
8. When a property has been on the market for a considerable period of time and
hasn't sold and the price has been lowered several times.
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Split Funded
(Some Cash Now, the Balance In The Future)
Possible Candidate Properties
1. When you have a motivated seller with a low loan balance.
2. When the property owner has a Low, or No loan balance and the seller can wait for
a short period (1 to 5 years) for the balance of their money.
3. When a seller is willing to wait for their money without receiving a monthly
payment and is willing to wait for one single payment sometime in the future.
4. Any Motivated Seller with a small equity that needs to sell quickly.
5. When the property is FREE & CLEAR and needs considerable work done to it.
6. Any house that needs work and the seller hasn't been able to sell their property.
7. When the seller has a small equity- (give that amount or a portion of the seller's
equity at closing, then at your option possibly continue to make the existing
mortgage payment until the house is repaired and sold.)
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The History of a Split Funded Deal
While driving through different neighborhoods my wife and I found a small 970 sq. ft.
house which was For Sale by Owner. This house was on a comer lot that went from
street to street in depth and had a salt water view. The house is approximately 1/2 mile
from the Gulf of Mexico, located in a small coastal town along the west coast of Pinellas
County, Florida.
My Logic: We were actively out looking for opportunity, and as usual we found it.
The house is a 2 bedroom, 1 bath, frame house that is dated from the 60's. The asking
price was $80,000.00, As-Is, needing approximately $11,000 to $15,000 in repairs.
During my negotiation with the sellers, I discovered why they were selling and what their
motivation was. They needed to sell this house because they were moving to North
Carolina as soon as the house was sold. The seller’s job had transferred him to North
Carolina where he was living by himself while his wife and children had stayed in Florida
because of school. The real motivation was to reunite the family as soon as possible.
Sellers Logic: What the Sellers wanted most was to reunite their family. The Sellers
second priority was to pay off their existing mortgage, their third priority was to get
some needed cash at closing, their fourth priority was to get paid for their equity.
My Logic: My top priority was to get enough cash put together to give the sellers what
they believed they needed, but no more, with a payment I could afford until I was able
to refinance the property.
Sensing the seller's urgency I decided to try to put together a deal which would be
somewhat creative and good for both sides. Before making my offer I asked the seller they
would be interested in accepting monthly payments, with some money down, which
would include 6% simple interest over a 30 year period. The sellers did not want to do
Seller Financing. I then asked what the existing loan balance on the property was, knowing
they had lived in the property for 10 years and had some equity. The existing loan balance
was approximately $25,000. The sellers wanted to pay off their mortgage.
This was the reason for asking for all cash.
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My Logic: I needed to discover why the sellers were selling this property and then find
out what they needed to solve their problem. After finding out what they needed I
understood I could not give them all cash because I could not qualify for a Bank Loan in
the time frame I had to work with to get this deal closed. I realized that if I could not get
some type of Seller financing, in one form or another I could not put this deal together
by myself. I wanted to do this deal without a financial friend because I wanted to realize
the fantastic appreciation I believed I would get the area this house is in without sharing
with anyone else. If I could not get some type of Seller financing I would need a financial
friend who would put up the needed cash to acquire the property for half of the future
profits when sold. But, if I could not get all of the profit for myself, one half of the profit
is better than none of the profit.
My only problem, as usual, I did not have money enough to give the Sellers $80,000 cash.
I asked the seller, what if I gave them some cash now, would they give me at least 2 years
to pay them the remaining balance. The sellers would not wait 2 years but they would give
me 1 year plus 1 extra month, or 13 months to pay off the balance of what I owed them.
Thirteen months would give me a 12 month payment history, plus one extra month to get
a new loan processed and closed. I then asked my appraiser to give me an estimate of
value as if the house had been repaired into good shape. My appraiser told me this
property had a conservative after repaired value of $ 117,500. Now knowing what the
property was worth and knowing what the existing loan balance was, the only way I could
put this deal together in a short period of time was as follows:
I offered $75,000 for the property, payable $35,000 cash at closing and the seller to hold
a 2nd Purchase Money Mortgage for $40,000 that would include 6% simple interest, with
no monthly payments, which would be all due and payable in one single payment in 13
months in the amount of $42,400 ($40,000 + 2,400 interest = $42,400 ($40,000 x 6% =
$2,400)). I handed the sellers this offer as they got into their Budget Moving Van and drove
off to North Carolina. One week later the sellers accepted my offer. Now I had to put the
financing together.
My Logic: I needed the Seller to carry at least part of the financing for as long of a period
of time as possible without a payment. This would help keep my monthly payments, on
the first mortgage only, low enough to afford the property.
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First, I contacted my Hard Money Lender to try to get a Hard Money Loan ( 15% Interest
Only payments with a 65% LTV [Loan to Value], over a 5 year period, plus 5 percentage
points, or 5% of the amount borrowed which goes to the mortgage broker, as their fee for
putting the loan package together) adequate to give the sellers enough money to pay off
their existing loan on the property, and $10,000 additional money to pay their closing costs
and some extra spending money ( $25,000 existing loan balance + $10,000 extra cash =
$35,000). By doing some simple math I realized that with an after repaired value of
$117,500, it should be a simple task to get this type of loan. Let’s go over the math:
$ 117,500 after repaired value
X 65% Loan to Value
= $ 76,375 the maximum amount I could borrow
Because I only needed $35,000 to give to the sellers I knew I could make this plan work.
Before I go any farther I need to address what the other costs involved with this type of
loan are. First we need to address the repair costs. I estimated repair costs to be $15,000.
Next, I needed to calculate the costs of the loan itself. Not wanting to borrow more than I
needed I calculated the cost of getting the loan to be around $5,000. Within the $5,000
loan costs is $2,750 for the loan broker for putting the loan together, based on a $55,000
loan. Let’s add up what we have:
$35,000 to seller
+ $15,000 for repairs
+ $ 5,000 for loan costs
$55,000 total loan required
($55,000x 15% = $8,250 divided by 12 months = $687.50 payment each month)
My Logic: I needed to keep all my numbers and costs below 65% LTV to make this deal
work.
With a $117,500 appraisal, and because I only wanted $55,000, that would be a 47%
Loan to Value ratio. This would be a safe loan for any lender.
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I had encumbered the property for a total of:
$55,000 on a 1st Hard Money Loan w/a 5 year balloon
+ $40,000 on a 2nd Purchase Money Note payable in 13 months
+ $ 4.200 (6% simple interest on $40,000 for one year)
= $99,200 total amount owed on the property
I shouldn't have any trouble refinancing this house after 12 months because $99,200 is
only 73% of its present estimated value one year later of at least $135,000, now that the
repairs are complete. When I refinanced the property it was easy to get an 80% LTV based
on $135,000 after one year of timely payments. I still had plenty of equity when I refinance.
1 had 7% of the LTV or $9,450 left over for closing costs. Houses like this one are presently
selling for approximately $150,000. The reason for the higher price is because the houses
in this area are in great demand. There are but a few good buys left in this neighborhood,
but I will keep looking for another great buy. Two blocks from this house several builders
are building houses selling for $350,000 to $400,000. Four blocks from this house, near the
Gulf of Mexico there are 52 houses valued at $800,000 to $1,500,000. Buyers are tearing
down houses like this one and building $800,000 houses in their place.
My Logic: I needed to be sure I could get an 80% LTV after a 12 month period. The 12
month period is an adequate time to prove to a lender that you can pay on time. I wanted
to be sure that my total loan amount, including my closing costs would fall below the
80% LTV. This way the refinance would not cost me anything out of pocket at closing. I
also wanted to be sure that my LTV was low enough to not have a pre-payment penalty
in my new loan. This way I can sell anytime I want to without having to pay several
hundred dollars to the lender if I sold the property before a date stated within the loan
document, these prepayment penalties are paid if you sell, or refinance a property
before a one, two or three year time frame. Sometimes there is not a prepayment
penalty if you refinance.
We will live in the house for at least two years, then sell and in the meantime enjoy very
good appreciation in a beautiful location.
My Logic: I could possibly add a second story onto this house or leave it as it is after the
refinancing. After at least two years, I will sell the house and take advantage of IRS Code
Section 121, which states if you live in the property as your primary residence two of the
last five years, we can take $250,000 each for a married couple or a total of $500.000.
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(or if single) up to $250.000 of your gain on the property "Tax Free11.
We will then look for another house we can buy well below market value that will
increase in value rapidly and do the same thing again. Tax Free gain every two years is a
great way to fund your retirement plan quickly and also give you a wonderful financially
carefree life. Make sure your children understand this concept. This a way for them to
make tax free income early in life to be financially free at an early age without working
a job.

Lease Option
(Control without Ownership)
Possible Candidate Properties
1. When the property owner is credit conscious and they aren't sure if they can trust
you to make the payments to the lender if they were to deed you the property.
They might lease you the property with an option to buy if this were the case.
2. When the property owner is moving away and the house needs very little work.
3. When the property owner is afraid of the Due on Sale clause in their mortgage and
the house is in good condition.
4. If there is a Large Equity and the payments are Too High and the house is in good
condition.
5. When the property owner can't afford the payment and is willing to lease option
the property to you for less each month than what their monthly payment is. (This
will work if you can rent the property out for more than what your payment amount
is. This will give you a monthly cash flow. The property owner still owns the property
and whatever they receive each month from you is more than what they were
receiving before you came along. This works but only if they don't want to be a
landlord. Whatever they receive from you, even though not enough to make a full
monthly payment is much better than making the entire monthly payment
themselves).
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Option to Purchase
(Lock in Today's Price to Buy Sometime In The
Future)
Possible Candidate Properties
1. When the Seller isn't in a big hurry to sell and you don't have the money or credit
to close the deal and you need some time to do so.
2. When the property owner wants all cash but is willing to wait for their money.
3. When a property owner isn't in a big hurry to sell and they want full market value
and you don't have the money to develop vacant land but you know extensive
growth is headed in the direction of the property in the near future.
4. If you know something good is going to happen to a property that even the
owner doesn't know about yet.
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Seller Scenario Number 1
Seller is Going into Foreclosure – Seller Has Little Equity
Buying
1. Get the Deed

Selling
*Sell for All CASH.
*Lease and Keep as rental property long
term.
*Sell the property on contract.
*Lease to Tenant Buyer w/Option to Buy.
*Sell “Subject To” and get what Cash you
can.

Or
2. Get the Deed – then discount
the 2nd mortgage, if one exists.

*Sell for All CASH
*Sell the property on contract.
*Lease to Tenant Buyer w/Option to Buy.
*Lease and Keep as rental property long
term.

Or
3. Have the Seller pay down the then “Get the Deed”.
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Seller Scenario Number 2
House is in Good Condition – Seller Has Little or No Equity
Buying
1. Get the Deed.

Selling
*Sell the property on contract for more money.
*Lease and Keep as rental property long term.
*Do a 1031 Tax Free exchange and trade up.

Or
2. Get the Deed – then discount
2nd mortgage, if one exists.

*Sell the property on contract for more money.
*Lease and Keep as rental property long term.
*Live in the house at least TWO years and sell
for Cash using IRS Section 121 taking the gain
tax free.
*Refinance the property and keep.

Or
3. Get the Deed – Try to do a
Short Sale
Or

*Sell for All CASH.
*Refinance property and keep.

4. Have the Seller pay down the
loan – then Get the Deed.

*Sell for All CASH.
*Lease to Tenant Buyer w/Option to Buy.
*Lease and Keep as a rental long term.
*Sell the property on contract for more money
at a higher interest rate.

Or
5. Buy on a Land Contract for Deed
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Seller Scenario Number 3
House Needs Work – Seller Has Little or No Equity
Buying
1. Get the Deed and Fix the House

Selling
*Sell the property on contract for more money.
*Lease and Keep as rental property long term.
*Do a 1031 Tax Free exchange and trade up.
*Live in the house at least TWO years and sell
for Cash using IRS Section 121 taking the gain
tax free.
*Lease to Tenant Buyer w/Option to Buy.

Or
2. Get the Deed and Don’t fix
the House

*Sell “Subject To” ???????
*Sell for All CASH.
*Lease to Tenant Buyer w/Option to Buy.
*Sell the property on contract for more money.

Or
3. Buy on Land Contract or Contract for *Sell the property on contract for more money.
Deed
*Lease and Keep as a rental long term.
*Lease to Tenant Buyer w/Option to Buy.
Or
4. Get the Deed – Try to do a
Short Sale

*Sell for All CASH.
*Refinance property and keep.

Or
5. . Get the Deed – then discount
nd

2 mortgage, if one exists.

*Sell the property on contract for more money.
*Lease and Keep as rental property long term.

*Fix house then Refinance and keep.
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Seller Scenario Number 4
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Different
Buying
Examples
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“15” Step
Real Estate
Buying Procedure
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Making Multiple Offers
Many times when trying to negotiate with sellers, especially when negotiating long
distance as I many times do it can be very difficult to actually find out what the sellers
want. If you can't find out exactly what the seller(s) truly want your options are limited as
to what you can offer them. I have personally found it difficult to get some sellers to give
out much information, especially on the first call.
I have found when seller(s) are reluctant to give out information many times they want
ALL CASH. I can't say that I really blame them. If they don't get all cash and are not
completely paid off and out of the deal, without knowing you, they don't know if you will
pay them when you are supposed to 1 can't really say I blame them for going for what they
believe will be their safest route. Because of this fact I will give sellers like this multiple,
separate offers to purchase their property.
I have found that when a seller tells you they want ALL CASH as I have said earlier they
are not telling you the truth. They don't want the cash because cash in and of itself is
nothing but an inert object. If when a seller tells you they want ALL CASH ask them, if I
give you all cash in a pile of $100 bills are you telling me that you plan to stack those $100
bills in the middle of your kitchen table. You are going to install spotlights to shine on your
pile of $100 bills and when I come back to visit you in six months we can both sit and stare
at that pile of $100 bills, am I correct?
Most sellers with a sense of humor will laugh and say, NO that would be ridiculous. At
that point you can ask them, what do you need the money for and then shut-up and let
them tell you. If the sellers still won't tell you what they really want the cash for I give that
seller 3 or 4 individual purchase offers to buy their property. By making 3 or 4 different
individual purchase offers I am letting them decide what works best for them for what
they want. If the sellers are stuck on getting their price I will make one of my offers to
purchase a full priced offer but with seller carried financing terms I will be able to live with
and still make a profit.
My next offer will be another seller carried financing offer for a little less purchase price
which includes "Interest" for the seller who may want long term residual income on their
equity from the property they are selling. My next offer might be a Split-funded offer which
is designed to give the seller a small amount of cash at closing and the balance owed to
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them when the property is either fixed and sold or fixed and refinanced sometime in the
future. The key to this offer is to get in light.
My next offer might be a Lease Option offer, a rent-to-own offer, if you will. This type of
offer would give me control of the property without ownership. If for some reason the
seller isn't willing to give me seller financing terms and I can still make a monthly cashflow for years. I may never care to own that property. This type of offer is very similar to
seller carried financing but the seller stays in title to the property until I exercise my
option to buy allowing me to build a payment history that will allow me to go to an
institutional lender or a financial friend and get a new loan to pay off the sellers loan
and give the seller their profit. An even better outcome for me would be if the seller
would consider converting the Lease Option into a Land Contract or an Agreement for
Deed long term.
My final offer is usually an ALL CASH offer but at a very low amount. Because of my
limited access to cash and the scarcity of cash you will hear me say multiple times that if
I had a large sum of cash why would I buy just one property when I could divide the large
sum of cash into smaller chunks and buy several properties with the same amount
of cash. Therefore, if I give a seller all cash would be a rare thing unless they are selling a
property I already have a buyer for who can qualify for a loan and is pre-qualified or I
have another plan to immediately get my cash back out of the deal.
When making multiple offers many times the seller(s), the truly motivated sellers who
are desperate to sell their property and haven't had a legitimate offer for their property
in many weeks or months don't have to take any of my offers to purchase their property
but many times a funny thing happens in the seller's minds because they need to sell
they think they better take one of my offers because I am probably the only buyer they
have. Regardless, whether they take one of my offers or not, hopefully it will start a
realistic dialog about getting the deal done so both parties are happy.
The following page is a page I include with my 3 or 4 actual signed different purchase
agreements along with my letter of intention and an explanation of all of my offers. I
include these along with my offers and put them in an overnight envelope which I send
to the seller when they live out of my immediate area. I also include another pre-paid
overnight envelope addressed back to me for the sellers to send back one of those
offers signed with no cost to them.
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Using Good Paperwork
If you learn nothing else from this site, please remember this one thing, good paperwork
is essential to your success in the real estate business.
Good paperwork can be the difference between making money buying and holding or
selling real estate and losing money.
A well-written Purchase Agreement is essential to your success. The Purchase Agreement
is where the Buyer and the Seller agree to what each is willing to do in this deal - A
meeting of the minds, if you will. This meeting of the minds is critical to be able to
complete profitable deals.
A Purchase Agreement shouldn't be considered as "One Size Fits All". Each Purchase
Agreement you use should be written or contain language specific for that particular
deal.
I suggest everyone use a Purchase Agreement they understand and feel comfortable
using as well as the Seller when putting your deals together.
I have found that when dealing with elderly sellers when I have increased the font size on
the Purchase Agreement, as well as all other documents and paperwork to size 20 font
has made many of my sellers more comfortable because they can easily read every word
and nothing is hidden in the "fine print" that might be detrimental to them. They can
easily read the print and most like my Purchase Agreements very much. The Purchase
Agreement is a critical piece of real estate acquisition paperwork.
Other important paperwork and documents you may need will be, a well- written Sales
Agreement, a Land Contract, A Contract for Deed, a Purchase Money Note and a
Purchase Money Mortgage, a Warranty Deed, a Quit Claim Deed, a Warranty Deed to
Trustee, a Real Estate Power of Attorney, an Option to Purchase, a Lease Option
Agreement, a Land Trust, a Letter to the Lender, a Release of Information Form, just to
name a few.
Become familiar with all of these forms and documents so you will be comfortable using
them and feel confident each form or document is accomplishing what it was intended
for and designed to do.
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Remember, the person who controls the paperwork controls the deal.
I think a comment should be made at this point for anyone who is thinking about
inserting language into any document that might be harmful to any other party on one of
your transactions. If you are thinking about doing something as despicable as trying to
take advantage of someone for personal gain, all I can say is "DON'T DO IT'.
Taking advantage of people is not a good way to give real estate investors a good name.
The news media and newspapers will devote unlimited space to expose less than ethical
investors who goes about taking advantage of innocent people. Make all of your deals
win-win.
Using forms and documents that protect everyone involved in a deal is always better and
more profitable in the long run.
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Please Read This!!!!
Before using any of the Purchase or Sales Agreements, Documents or Forms provided in
this course manual, PLEASE have each page reviewed by an Attorney to ensure every page
is legal and adequate for the state you are working in and each form is the right one for
the purpose for which it is intended.
Remember... No Purchase or Sales Contract or Agreement, Document or Form can be used
as one size fits all. Each of the purchase or sales agreements contained in the following
pages has been designed for a specific purpose. Do not use any of the following pages in
this chapter until you and your attorney have reviewed each page.
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Here are some clauses you may want to use-please review each with your Attorney to be sure
they are adequate and legal for what you are trying to accomplish.

Things You Want in Your Paperwork When
Buying
Assignment clause
Substitution of Collateral clause
Property Inspection clause
Right of First Refusal clause
No Pre-Payment clause
Survival of Contract clause
Lien Affidavit from Seller of NO liens
Buyer's approval of leases clause
Substitution of Collateral clause
Exculpatory clause
Subordination clause
No Late Fee clause
or
30 or 60-day late without penalty clause
Partial Release clause
Second Mortgage-Subject to First
Survival of Contract
If a Rental Property

Leases clause
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Exculpatory Clause
(To Be Added to any Purchase Agreement)
What is Exculpatory?
This clause allows you to buy a property without any personal liability. Notice the
wording of the clause: The liability is "limited to the property itself and shall not extend
beyond this." In essence what this is saying is if you were to default for any reason in your
loan payments and the lender, or seller, is forced to foreclose and take the property. The
property is all they can get and they can't come after you for more.
I highly recommend inserting this clause immediately after the terms of the note
whenever a seller agrees to carry all or part of the financing in the form of a note
secured by real estate.
By installing an exculpatory clause into your purchase agreement, if accepted it will give
you the same effect as having a NON-RECOURSE loan on any property you buy.

Exculpatory Clause
"The liability shall be limited to the property itself, and shall not extend beyond this."
Example:
You buy a property for $150,000 with an existing first mortgage balance of $80,000 with a
small down payment. You buy the property "subject to" the existing first mortgage and
the exculpatory provision inserted in the "Note" to the seller. If for some reason you
defaulted on making your payments as agreed you have no legal responsibility to pay the
balance of the loan to the seller. If default were to happen you could simply deed the
property back to the seller.
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Sample Buying clauses for Purchase Agreement
(Buyer friendly clauses when buying)
ASSIGNMENT
Buyer may assign this Contract and all rights and obligations hereunder to another
person, corporation or trustee.
SUBSTITUTION OF COLLATERAL
The Seller hereby agrees to accept a substitution of collateral for the amount of this note
by moving the mortgage (or deed of trust) to another piece of property which the buyer
shall designate. The seller shall have the right to inspect such property to insure the
security of the collateral and shall give his/her approval to make the substitution of
collateral, which approval shall not be unreasonably denied.
INSPECTION
This offer is contingent upon Buyer's inspection and approval prior to the transfer of title.
Seller shall provide access to buyer or buyer's representatives as requested and not
unreasonably withhold access to the property.
AGREEMENT FOR DEED/CONTRACT FOR DEED/LAND CONTRACT
(No Pre-Payment and First Right of Refusal)
In the event property will be sold by Agreement for Deed said agreement shall contain no
prepayment penalty, be fully assumable and allow a 30 day grace period on late payments.
Purchaser shall have a first right of refusal at any time Seller desires to sell his/her interest
in the Agreement.
EXCULPATORY CLAUSE
The liability shall be limited to the property itself, and shall not extend beyond this.
SUBORDINATION CLAUSE
The Seller's mortgage (or deed of trust) shall be subordinate and inferior to the existing
prior mortgage (or deed of trust) and to any extension renewal or replacement thereof.
30-DAY GRACE PERIOD
In the event Seller will hold a purchase money mortgage under this contract, said mortgage
NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

75
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”
shall contain no pre-payment penalty, be fully assumable and allow a 30-day grace period
on late payments. Mortgagor shall have a first right of refusal at any time mortgagee
desires to sell the note and mortgage at a discount.
LONG GRACE PERIOD - (ASSUMABLE) – (NO PREPAYMENT PENALTY)
In the event the property will be sold by Agreement (contract) for Deed, said agreement
shall contain no prepayment penalty, be fully assumable and allow a 30-day grace period
on late payments. Purchaser shall have a first right of refusal at any time Seller desires to
sell his/her interest in the Agreement.
60-DAY GRACE PERIOD – (BUYER-FRIENDLY TERMS)
In the event Seller will hold a purchase money mortgage under this contract, said mortgage
shall contain no pre-payment penalty, be fully assumable and allow a 60-day grace period
on late payment. Mortgagee shall look only to the collateral for security and not be entitled
to any deficiency judgment. Mortgagor shall have a first right of refusal at any time
mortgagee desires to sell the note and mortgage at a discount, and mortgagor may have
parts of the property released from the mortgage proportional to the principal paid.
Mortgagor shall be permitted to miss one monthly payment per loan year without default
and shall be able to substitute other collateral or equal equity value at any time.
OFFER APPROVAL
This Contract is contingent upon Buyer's inspection and approval of the property prior to
the transfer of title. Seller shall provide access to buyer or buyer's representatives as
requested and not unreasonably withhold access to the property.
PURCHASE MONEY MORTGAGE
In the event Seller will hold a purchase money mortgage under this Contract, said
mortgage shall contain no prepayment penalty, be fully assumable and allow a 30 day
grace period on late payments. Mortgagor shall have a first right of refusal at any time
mortgagee desires to sell the note and mortgage at a discount. Mortgage shall look only
to the collateral for security and not be entitled to any deficiency judgment.
FINANCING CONTINGENCY
FINANCING CONTINGENCY: Contingent upon Buyer obtaining a mortgage loan for a
minimum of $_________________
at a maximum interest rate of____% with
payments not to exceed $__________ per month and no more than $___________ in loan
points and fees. If Buyer is unable to obtain said loan prior to closing, Buyer's entire earnest
money deposit shall be refunded immediately.
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EXPENSES
Seller shall pay for the documentary stamps or transfer taxes on the deed, costs of
obtaining and recording any corrective instruments and for any intangible tax and
recording of any mortgages to be executed by Buyer.
DEFAULT
DEFAULT: In the event Buyer defaults hereunder, Seller shall be entitled to the earnest
money deposited herewith as Sole Liquidated Damages. In the event Seller defaults, Buyer
may proceed at law or in equity to enforce his/her rights under this Contract.
ATTORNEY'S FEES
ATTORNEY'S FEES: In the event Buyer needs to consult an attorney or resort to litigation,
including appellate proceedings, to enforce rights under this contract, then Buyer shall be
entitled to recover reasonable attorney's fees and costs.
CONVEYANCE
CONVEYANCE: Conveyance to Buyer(s), Buyer's heirs or assigns shall be by General
Warranty Deed subject only to matters excepted in this Contract Personal property shall
be conveyed by an absolute Bill of Sale with warranty of title subject only to such liens as
provided herein.
OTHER
OTHER:
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
_____
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WRAPAROUND SECOND MORTGAGE-SUBJECT to FIRST
The mortgage held by Seller shall be a second mortgage and buyer shall take title to the
property subject to the first mortgage.
LEASES for Rental Property
This offer is contingent upon Buyer's approval of all leases affecting the property, including
copies of which shall be provided to buyer at least 7 days after acceptance of this
agreement. Prior to closing, Seller shall furnish to buyer an estoppels letter from each
tenant stating the nature and duration of occupancy, rental term and any advanced rent
and security deposits. In the event Seller is unable to obtain such estoppels letters, this
information shall be furnished by Seller to Buyer in the form of a Seller's affidavit and Buyer
may thereafter contact all tenants to confirm such information. Seller shall deliver and
assign to Buyer ail original leases at closing along with an assignment of all leases.
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Satisfaction of Mortgage
Once you or one of your buyers pay off a loan in full it is extremely important to get a
"Satisfaction of Mortgage" signed by the Note Holder then immediately record the
satisfaction at the County Courthouse in the county where the property is located.
Without having a "Satisfaction of Mortgage" recorded at the courthouse you or your new
buyer will not have any actual proof that the loan was paid off in full. Unsatisfied
mortgages are considered to still be a lien against the title of the property until the
satisfaction is recorded to release that lien. The following page is a sample "Satisfaction of
Mortgage" which can be used in most mortgage states when a mortgage is paid off.
The page following the "Satisfaction of Mortgage" is a different satisfaction which can be
used in "Deed of Trust" states where mortgages are NOT used.
When a Land Contract is paid off in full a satisfaction of mortgage is not used. When buying
a property with a Land Contract when paid off the Land Contract holder (seller) records a
deed from them (seller) to you (buyer) clearing the title of the property.
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State of _____________________________
County of ___________________________

Satisfaction of Mortgage
I, the undersigned owner of a mortgage, and of the indebtedness secured by it, made by
to
for Dollars ($ ) on , 20
, and recorded in O.R. Book r Page of the Public Records of the
above county, do acknowledge that the above-described indebtedness has been paid, and by this
instrument do cancel the above-described mortgage.
Dated: _________________, 20

.

State of
County of
I hereby certify that on this day, before me, an officer duly authorized in the state aforesaid and
in
the
county aforesaid to
take acknowledgements personally appeared
______________________________
To me known to be the person(s) described in who identified them self (s) to be the persons
described by means of _______________________________ and who executed the foregoing
instrument and acknowledged before me that ____________________________________
executed the same for the purpose expressed.
Witness my hand and official seal in the county and state aforesaid this
of
20

day
,

.

(SEAL)
_________________________________________
Notary
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My commission
expires:

What is Subordination of Mortgage?
Subordination:
Moving to a lower priority, as a Lien would if it changes from a first mortgage to a second
mortgage. It is important to remember that the only difference between a first mortgage
and a second mortgage is the date and time of recording. In most cases the mortgage
document does not state whether it is a first mortgage or if it is a second mortgage. When
a second mortgage exists on a property, when the first mortgage is eventually paid off or
refinanced the second mortgage automatically becomes the first mortgage because it was
recorded before any other financing, unless a subordination clause is used. The following
is an example of the wording of a subordination clause.
Subordination Clause:
"The Seller's mortgage (or deed of trust) shall be subordinate and inferior to the
existing prior mortgage (or deed of trust) and to any extension renewal or replacement
thereof”
If used properly, by using a subordination clause any additional financing on the property
will always be subordinate to any new financing.
Example:
You buy a property worth $170,000 for $150,000 with $10,000 down payment for a
property with an existing first mortgage balance of $42,000. Your offer for $150,000 with
$10,000 down payment wraps the first mortgage of $42,000 and the seller carries back a
note for $108,000 secured by a second mortgage on the property with the subordination
clause added. You can now refinance the existing first mortgage without the threat of the
second mortgage taking over first priority on the property. You can then get a new first
mortgage for $62,000 using the funds to pay off the old first mortgage of $42,000, give
you your $10,000 down payment back and you can pocket the balance of $10,000 tax free
until the property is eventually sold. Because the second mortgage did not drop into first
position you were able to get a new first mortgage to pay off the old debt, get your down
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payment back and pocket $10,000 ending up with 100% financing. Had the second
mortgage dropped into first position, the second would have to be paid off to get a new
loan. The subordination clause allows you to get new financing without the second
mortgage moving into first position when the old first mortgage is paid off.

The Recording of a Document
For any form or document to be recorded in public records there is some criteria and
local rules that must be followed to be able to record that form or document in public
records. In most states any document being notarized must be signed by both parties of
the agreement "in the presence" of the notary. You can't have a document signed then
go to a notary later and have it notarized. It must be signed in front of the notary who
will require prove that each party signing the document are who they say they are.
If you are signing a document you plan to record in public records many counties require
a space at the top of the first page of the document such as a 3" blank space or a
corner of the top of the first page of the document such as a 3" X 3" space where the
recorder's office prints the recording date along with the cost of recording of when the
document is physically recorded.
For any document to be notarized most states require the notary to sign that they
personally witnessed the signing of the document. For the document to be recorded
most states not only require a notary to personally witness the signing they also require
additional people who are not a party of the document being signed or a spouse or
direct relation of either of the people signing the document. Other than those people
anyone can witness the signing of the document and then sign the document as a
witness. For the document to be recorded in public records in many counties it requires
the notary’s signature and the signatures of two independent witnesses. Some states
will allow the notary to be one of the two required witnesses necessary to record that
document. You will need to check to see what is required in the county or state you are
doing business in.
Think about this for a minute:
What if two witness' and a notary are required to sign any document necessary for it to
be recorded but you do not want that document recorded in public record when you are
buying? What if when the document was signed no witnesses were available? Without
the witnesses it might be impossible for the document to be recorded in public records.
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It has been my experience that if witnesses did not personally sign the document being
recorded that document "could not" be recorded. Be sure to check with your attorney
to be sure if this is the case where you do business.
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WARNING!!
Do Not Use Any of the
Following Documents Without
Having
Each
Document
Reviewed By a Real Estate
Attorney to Make Sure Each
Document Is Adequate for the
Purpose For Which It Is Being
Used, As Well As Completely
Legal For the State In Which It
Is Being Used.
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STANDARD
BUYING
PURCHASE
AGREEMENT
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Land Contract
Buying
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Agreement for
Deed
Buying
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Wrap-Around
Purchase Money
Note
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Purchase Money
Wrap-Around
Mortgage

NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

89
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”

Assignment
Of
Contract
Form
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Multiple
Offer
Sheet
For Mailing to Sellers
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(555) 555-1234

Fax (555) 555-5678

Cell (555) 555-3777 (Daytime)

PROPOSED OFFERS
We have looked at your property. After calculating the costs, we would like to propose
the following offers and submit them to you for your review. We will then follow up with
a discussion of each offer, allowing us to answer any questions you may have.
□ Offer #1. ($128,000.00 Total) - Full Asking Price- Payable: $8,000.00 cash at closing - seller to
carry a purchase money note and mortgage for $120,000.00, payable at $700.00 per month until
paid in full. Close in 45 days.
□ Offer #2. ($102,000.00 Total) - Payable: $5,000.00 cash at closing - seller to hold a purchase
money note and mortgage for $97,000.00, @ 6% Interest for 30 years at $578.67 per month.
Close in 45 days.
□ Offer #3. ($88,000.00 Total) - Payable: $4,000.00 at closing - Seller to hold a note and
mortgage for $84,000.00 @ 6% simple interest, all due and payable in one single payment note
of principle and interest, due in 36 months. Close in 45 days.
□ Offer #4. $80,000.00 Cash, close in 45 days.
Please call me as soon as you receive these proposed offers for your property at:

123 Main Street, Any town, USA 12345
We would like to go over each proposed offer with you and give you an explanation of
anything you do not understand, or wish to discuss. After you have decided on one of the
proposed offers, please place a check mark next to the offer you have accepted and
either mail this sheet back to us at the address below or Fax this sheet back to, (555)
555-5678. We will immediately send a purchase agreement through Over-night mail for
your review and signature.
Thank You,
Your Signature
Your Name

Your Address
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Mortgage
Modification
Agreement
Selling with Seller Financing Terms
Creative Seller Financing is very important when buying real estate to help you create
affordability, cash-flow and to make deals that would otherwise be deals many of you
would normally walk away from; properties that could easily be potential profit centers.
Equally as important is selling with seller financing terms to create extra and far greater
profits from the deals you do. Seller financing can help you make money when you sell
from down payments, monthly principal and interest spread over a long or short period of
time. You get to choose when you can make money whether front end or back end profits
are fundamentally critical to your wealth building plans.
The following pages contain some ideas that can help you better achieve your financial
goals whether long term or short term.
NO MORE BEGGING NO MORE QUALIFYING

NEVER BE FORCED TO USE A BANK TO BUY A HOUSE

93
©Copyright Lawrence Harbolt MMDCCLXX A.U.C., All Rights Reserved

Creative Seller Financing – Volume 3
“Structuring Deals and Filling Out the Paperwork”

Building a Buyers List
The Key to Quick Sales
Over the years one of the best lessons I've learned is if you want to sell the properties you
buy quickly you need to build a buyers list of potential buyers who you have pre-qualified
and know what these buyers are looking for.
I have several ads I run in local newspapers to attract my potential buyers for the
properties I buy. Here are two of my favorite ads that I feel get the most calls.
For Sale
3 Bedroom - 2 Bath house with CH/A (central heat & air)
Double shaded, fenced lot on cul-de-sac
Needs minor repairs-you fix
Possible seller financing terms
Some minor credit problems OK
Call Larry 555-234-5678
Help-Must Sell
3 Bedroom - 2 Bath house in good location
Good condition - minimal cosmetic repairs
Must sell quickly - possible seller financing terms
Minor credit problems not a problem
Call Larry 555-234-5678

These ads have always worked quite well to get people who are looking to buy a home for
their family or buy an investment property to call. I run my ad for one week at a time.
Actually I have several different ads I use that I run every couple of weeks in different
areas. I alternate my ads so people looking to buy a home who read the newspaper I
advertise in won't recognize the same ad running over and over again.
What I am looking for are people who are somewhat credit wounded. I don't want
people who have bad credit. 1 want people with a history of always paying their bills on
time until something happened in their lives causing them to have a few late pays but
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nothing major. I want people who even though had a series of late pays are again paying
everything on time. I want these people who will be unable to get institutional financing
for some time to come. Most of the people I've met with this history are usually good,
honest people who have gone through a bad period in their lives and didn't take an easy
bailout. They continued to do the right thing and pay their bills as best they could. These
are the people I've always looked for to buy many of the houses I buy.
When I get a call from one of my ads the first thing I do is have my assistant ask the caller
questions about what it is they want, where they want to be, what they can afford, if they
can qualify for an institutional loan and whether they are someone looking for a house to
live in or an investor looking for bargain properties. I get written
permission from each buyer to look at their credit profile. ALWAYS GET WRITTEN
PERMISSION FROM EACH BUYER!
The five most important questions I want answers to are:
1. How many bedrooms do you need?
2. What price range are you looking for?
3. How large of a monthly payment can you afford?
4. In what area do you prefer to live?
5. HOW MUCH DO YOU HAVE TO PUT DOWN?
Once I know the answer to these questions if I don't already have a house to sell to the
caller I immediately start looking in the area where the caller wants to live for a house I
can buy then sell to them and make a profit in one or two of several different ways. The
caller who has the largest amount of money for their down payment are the people who
I focus on finding a house for the hardest.
I build a list of qualified buyers that will work for my program so when I get a new property
under contract to buy I have several buyers to call to send to look at the property hoping
one of them will want the property so I can make a sale and a profit. I at least know what
they can afford and what area they want so I can find a house for those with larger down
payments.
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Buyer Information Worksheet
Date: ______________________
Name: _________________________________________
Address: _______________________________________
City ________________________ State ____ Zip __________
Telephone #’s _______-_____-______
Investor ______ or ______ Home Buyer

_______-_____-______
Do you need Seller Financing? _______ (Yes or No)

Do you have the ability to pay cash? _______ (Yes or No)
Could you qualify for a loan? ______ (Yes or No)
How large of a Loan can you qualify for? $____________ Don't Know _____
How much do you have to put down? $___________
What are you looking for in a house? _____________________________
In what area? ________________________________________________
How many Bedrooms and Baths? _______Bedrooms ______ Bathrooms
In what price range $ ___________ to $_____________
How big of a Monthly Payment can you afford? $ ___________
How soon do you need a house? __________________________
Other Comments:
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
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Before checking any potential buyer's credit profile to review their
payment history, always have each applicant (husband and wife) fill
out one of these Authorization forms.

"EXAMPLE"
Authorization to Release Information
I hereby authorize you to release to _____________________________ or their agent’s,
any and all information that he/she may require for collection reasons of any kind, or the
purpose of extending credit, a credit transaction or a loan transfer. You may reproduce
this document to acquire reference from more than one source.
Thank You
Written signature: ___________________________
Print name: ________________________________
SS# Date: ______-_______-_______
<<<<<<STATE OF _______________ >>>>>><<<<<<COUNTY OF _____________>>>>>>
ACKNOWLEDGED before me on _____________________, by
________________________________
who is personally known to me produced ____________________________________ as
identification, and who did not take an oath.
________________________________SEAL
Print Name: _________________________
NOTARY PUBLIC, STATE OF _____________
My Commission Expires: _______________
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What to Do When You Need to Sell Quickly
but Can't Find a Qualified Buyer
In a buyer's market much like the one we are presently experiencing price is not always
the greatest motivating factor as a reason to buy a property for some buyers. In a
seller's market like we were experiencing a couple of years ago sale price were very
important if you wanted to get your offers accepted. But in a buyer's market you need
to get creative to sell your property faster than everyone else. So what can you do?
What if you were to use incentives to attract a buyer for your property? What type of
incentives could you use? What if you were to offer the selling real estate agent a bonus
if they sell your property quickly? In Florida the standard real estate commission for
residential real estate is Six percent (6%) of the sale price. If the selling agent is not the
listing agent the 6% selling commission must be split between agents, 3% to the listing
agent and 3% to the selling agent. What if you offered to pay a 1% or 2% bonus to the
agent that actually brings you a qualified buyer for your property within a specified time
frame? If the standard split is 3% to the listing agent and 3% to the selling agent by giving
the selling agent a 1% or 2% bonus the selling agent would get 5% instead of 3%.
Real estate agents are trying to earn money to feed their families just like we are so if
they know they can make more money selling your property doesn't it stand to reason
that anyone they know that is looking for a property similar to the one you have for sale
they will show their potential buyer your house first and hopefully help you sell your
property quicker. Just realize that the increased sales commission will lower the portion
you will get as profit from the sale of the property but it will also be a tax write-off for
you to claim against the profits you make.
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Good Ideas When Qualifying a Buyer
1. To determine the most a buyer can safely pay you each month I use 30% of

their
annual gross combined family income as the portion of their income they can afford for
housing.
2. The following formulas will help you realize how I determine what a buyer can afford
each month and total price of the property. Each of the following formulas is based on
the Buyer getting a 7% - 30 year loan.
To calculate the Maximum Loan Amount a buyer can afford based on their income.
Combined Annual Family Income $_________ X 2.84 = $____________Maximum Loan
Amount
To calculate the Maximum Monthly Payment Amount based on their income.
Combined Annual Family Income $_________X .01875 = $__________Maximum
Monthly Payment Amount (after Taxes and Insurance have been deducted)
3. If the buyers have previously been a tenant I believe the monthly payment you charge
that buyer shouldn't be more than what they have been paying in rent over an extended
period of time and have a good payment history. This is because the buyer's budget is
already setup for that amount and they have no problem paying that much each month
without difficulty. Make sure your buyer can afford the monthly payment you are asking
for. If not, examine the first (3) selling strategies starting on page 175 in the back of this
chapter.
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Know What Your Buyers Can Afford
$60,000 Annual Combined Family Income
x 30% Lender ratio for housing
$18,000 per year for housing
$18,000 divided by 12 months = $1,500 maximum per month for housing costs
$1,500
- 25% for property taxes and property insurance
$1,125 remaining for a mortgage payment
If the Buyer can qualify for a:
30 year loan, 7% interest rate, $1,125 monthly payment will only finance a $170,000 loan
and if the buyer could put a 10% down payment ($17,000) the most they can pay for any
house is...
$187,000 is the maximum price for any house for a family making $60,000 annual
combined family income.
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Bonus
Learn How to Figure The
Principle and Interest
Portion of Each Month’s
Mortgage Payment
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Giving Seller Financing Terms - Short Term
A way to quickly get your profits from any property you sell, provided you sold your
property to a buyer who was unable to qualify for conventional financing such as, being
self-employed for a short period of time, having less than good credit or a less than perfect
past payment history. To sell your house quickly what if you decide to sell your property
with seller financing terms for a short period of time. When selling houses in a less than
wonderful neighborhood selling a property like this has worked well over the years.
Selling a property this way may not be exactly my favorite way to sell a property but some
properties that are not the type of property that buyers are easily drawn to make it difficult
to sell quickly. We want to sell as quickly as possible so the holding costs don't eat up all
of our profits. How does this process work? If s a very simple process. First, let me say that
I will only sell a property in this way if the buyer is not a total loser. They must have some
redeeming qualities and be able to show me that they will do as they agree or I'm not
willing to do this type of deal with them. I usually sell a property at a price that is at the
top of the market value for that area. I usually agree to give the buyer seller financing
terms for up to one year giving them time to build a timely payment history so they can
apply to refinance the property at that time. If the buyer refinances the property and gets
what is known as a "Rate"' and "Term" loan it will be much easier to get the conventional
financing they need to pay me off in full. "Rate" and "Term" simply means that the
borrower is only asking to borrow what is owed, just enough to pay off the property
without taking any extra money out of the loan. If you are willing to sell a property this
way it may help you sell the properties that are harder to sell.
Another thing you can do with the seller financing note and mortgage you have is, after 12
months of timely payments received you might sell that note and mortgage to an investor
that buys notes and is willing to collect the payments each month over a long period of
time provided the note was written to be paid back over a long period of time.
If you sell the note the buyer of the note is going to want to buy that note for less than
what is owed allowing them to make a premium yield for the money they give up to buy
the note. It may take as much as 30 years to get back what is owed to them. The note
buyer needs a reason to buy the note and usually a good "yield" or return on their
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investment is a good reason. It has been my experience in the past that Note buyers are
willing to pay approximately 80% to 95% of the amount owed on that note. I know for a
fact that if you don't want to wait for years to get the money owed to you selling the note
is a great way to get at least most of the money you sold the property for much quicker.
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Giving Seller Financing Terms - Long Term
Much like the short term selling financing if the buyer of the house you are selling has a
history of past credit problems but has since corrected those issues giving long term seller
financing terms can be a great way to make a monthly income, if I do a deal like I talked
about earlier for 30, 40 and even 50 years someone in my family will be happy I did and
eventually they will enjoy the monthly income. If I sell a property on a long term payback
I don't necessarily want the buyer to pay me off for a couple of reasons. Reason # 1, I may
not really want to get a lump sum of money all at one time and get killed with capital gains
taxes. Reason # 2,1 may want the buyer of the house I sold to pay me for the full term of
the note to help myself and my future generations giving us all an income stream to
support our lifestyle.
If I decide in five or ten years I want to increase my yield and I don't want to wait 30 years
to get all of my money I can always go to the buyer and tell them, because of the higher
interest rate they are paying (for some buyers), if they could increase the monthly payment
they are making to me every month by let's say $100 I would be willing to reduce the
interest rate they are paying from let’s say 8% to 5%. By doing this it will help them pay
more principal each month and pay less interest to me. This is great for the buyer but how
could this be good for me? First of all if you understand the "Time Value of Money" you
understand that money received today has a greater value than money received years
from now into the future. By increasing the monthly payments I will be getting the money
owed to me coming back much quicker which greatly increases my yield. This is also good
for the buyer as they may pay more each month but they are paying off the loan quicker
and paying much less interest by doing so. This is a win-win solution for the buyer as well
as for me.
Statistically the average home mortgage is either refinanced or paid off within seven years.
So, if this is true how can I get my buyers to keep paying me for as many years as possible?
Some of the investors who give longer seller financing terms do so to give themselves
better odds that what is owed to them for that property doesn't get paid off any sooner
than planned simply because, the longer it takes to pay off the property the more money
the investor makes.
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How to Get the Buyer to Pay Me off Faster
This idea is the exact opposite of wanting the buyer to pay me for a longer time frame.
This is a way to get the buyer to pay me off in a shorter period of time. If I give seller
financing terms for a longer payback period such as 30, 40 or 50 years but I really want the
buyer to pay me off in a short period of time I need a different strategy. What if when I sell
a property I actually sell the property for a few dollars more than the property would
appraise for at the time but should easily appraise for the purchase price in five years. In
other words sell for slightly more than the property is worth today and also get a higher
interest rate due to the buyers past credit history or their lack of time with one employer
or any good logical reason. You can charge a pre-payment penalty if you want but I think
it deters the buyer from doing what I want them to do which is pay me off in full quicker.
Doesn't it make sense if the buyer has an unattractive payment amount each month it will
constantly be on the buyers mind to refinance the property as soon as they can to get a
more affordable monthly payment with a lower interest rate? A lower interest rate means
a lower monthly payment. You are giving them the payment history they need to refinance
the loan and you are giving them the incentive to refinance. If you can get the buyer to
refinance early you get the bonus of the increased purchase price above what was a little
more than the market value at the time they bought the property. Hopefully we will be
paid off in full in just a few years or as soon as the buyer can qualify for the refinancing of
the property.
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How to Avoid Getting Paid Off Faster
When an investor gives long term seller financing terms and they don't want the buyer to
pay off the property quicker than the term of the financing they may increase the price of
the property by a few thousand dollars to give the seller a bonus if the property is paid off
earlier than desired. Some investors charge a prepayment penalty if the property is paid
off within the first 3, 5 to 10 years. This is a great technique but it may not deter the buyer
from paying off the property at an earlier date. Sometimes life throws a curve at us possibly
causing problems for the buyer who may have to move because of a job transfer or some
other life situation. If this happens there is nothing you can do but collect your money. I
personally like the idea of increasing the purchase price and charging a less than market
interest rate. My logic in doing this is, if the buyer has a low monthly payment because of
a lower interest rate an interest rate lower than they could get if they refinance the
property I believe I have a much better chance that the buyer will pay me for a longer
period of time if that is what I want. If the buyer can't beat what they already have I hope
I can keep them paying me every month and make more profit for my family.
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Protecting Yourself When Selling
With a Deed in Escrow
What is a Deed in Escrow?
In some seller financing instances the seller may require a new buyer to pre-sign a deed
which when recorded transfer the ownership of the property being purchased back to the
seller if the buyer were ever to default on the terms and conditions set forth in the Note,
Mortgage, Land Contract or Agreement for Deed. When this is done as part of the
conditions and terms of the purchase or sales agreement in many cases the seller(s)
attorney will hold the signed deed in their office with specific written directions from the
seller telling the attorney, if the buyer ever becomes 90 days delinquent on the monthly
payments or if the buyer does not do specific actions, such as pay the annual property
taxes within 3 months of the date of notice to the buyer or, not perform as agreed in any
other way to record the pre-signed deed. This would eliminate the need to have to
foreclose on the property to get it back from the buyer.
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Creative Selling Strategy Example # 1
Seller Has a Property That Has Been on the Market for 8
Months without an Offer
Finally an offer comes in but the only buyer who has shown any interest in the seller’s
property has some issues to overcome. It seems this buyer can't afford what the amortized
payment will be each month if he has to pay what the seller is asking for the property. The
seller is motivated to sell but wants his price yet he understands how the real estate
business and financing works. The seller makes an offer to the buyer to help make the
buyers decision easier and give the buyer a real chance to own the seller’s property that
has been eating up the sellers profits each month in holding costs. What can the seller do
to help the buyer afford to buy the seller’s property?
Property Details:

$180,000 ARV and is FREE & CLEAR
$ 8.000 Down payment
$172,000 Balance remaining - seller will seller finance the
deal
with an amortized 30 year 7% wraparound with a
$1,138 payment each month.

The Buyer really wants the house but can't afford the monthly payment of $1,138 each
month; they can only afford $1,000 per month.
The Seller makes this offer to the Buyer
$180,000 Purchase Price
$ 8,000 Down Payment which seller has
$ 1,000 Per month - Interest Only Payment with a 60 month
Balloon at which time the buyer should be able to
qualify for a refinance of the property.
You Get.....
● $1,000 per month Interest Only Payment x 60 months = $60,000 over 5 years
● After 60 months when the balloon payment is due the buyer still owes the
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seller $172,000.
● Seller profits in 60 months $232,000 while still making it affordable for the
buyer
Seller Gets.....
● Affordable financing terms
● A period of time to build a strong payment history for when they refinance
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Creative Selling Strategy Example # 2
Seller Has a Property That Has Been on the Market for 8
Months without an Offer
Finally an offer comes in but the only buyer who has shown any interest in the seller’s
property has some issues to overcome. It seems this buyer can't afford what the
amortized payment will be each month if he has to pay what the seller is asking for the
property. The seller is motivated to sell but wants his price yet he understands how the
real estate business and financing works. The seller makes an offer to the buyer to help
make the buyers decision easier and give the buyer a real chance to own the sellers
property that has been eating up the sellers profits each month in holding costs. What
can the seller do to help the buyer afford to buy the sellers property?
Property Details:

$180,000 ARV and is FREE & CLEAR
$ 8.000 Down payment
$172,000 Balance remaining - seller will seller finance the
deal with an amortized 30 year 7% wraparound with a $1,138
payment each month.

The Buyer really wants the house but can't afford the monthly payment of $1,138 each
month; they can only afford $900 per month.
The Seller makes this offer to the Buyer
$180,000 Purchase Price
$8,000 Down Payment which seller has
$172,000 at 7% for 30 years with a 5 year balloon has a
$1,138 monthly payment
Seller Will Accept
$900 Per month - with a 60 month Balloon at which time the
buyer should be able to qualify for a refinance of the property. $238 per
month deficiency in the amount paid each month to seller. $238 Buyer’s
loan balance increases each month until the balloon and the property is
refinanced.
Therefore in 60 months
$172,000 loan balance has increased
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$ 14.280 over 5 years
$186,280 Total amount owed in 5 years
But, if the property has appreciated at least 5% each year for 5 years the value of the
property should have increased more than $14,280. ($172,000 x 5% for 5 years = 25%)
($172,000 x 25% = $43,000) so the property should easily appraise for the buyer when it's
time to refinance. If buyer can qualify for a 70% LTV loan how much would they need to
borrow? ($180,000 ARV + $43,000 increased value over 5 years = $223,000 x 85% owner
occupied loan = $189,550 which would include most of the buyer’s closing costs.
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Creative Selling Strategy Example # 3
Seller Has a Property That Has Been on the Market for 8
Months without an Offer
Finally an offer comes in but the only buyer who has shown any interest in the seller’s
property has some issues to overcome. It seems this buyer can't afford what the amortized
payment will be each month if he has to pay what the seller is asking for the property. The
seller is motivated to sell but wants his price yet he understands how the real estate
business and financing works. The seller makes an offer to the buyer to help make the
buyers decision easier and give the buyer a real chance to own the seller’s property that
has been eating up the sellers profits each month in holding costs. What can the seller do
to help the buyer afford to buy the seller’s property?
Property Details:

$180,000 ARV and is FREE & CLEAR
$ 8.000 Down payment
$172,000 Balance remaining - seller will seller finance the
deal with an amortized 30 year 7% wraparound with a
$1,138 payment each month.

The Buyer really wants the house but can't afford the monthly payment of $1,138 each
month; they can only afford $900 per month.
The Seller makes this offer to the Buyer
$180,000 Purchase Price
$8,000 Down Payment which seller has
$172,000 at 6% for 50 years with a 10 year balloon has a
$900 monthly payment
Seller will accept
$900 Per month - with a 120 month Balloon at which time the
buyer should be able to qualify for a refinance of the
property.
With NO DEFICIENCY EACH MONTH
Let's look at the seller’s profits...
If sold for $172,000 for 50 years @ 6% with a payment of $900 would give the seller
$ 99,848 Interest received
$ 8,262 Principal pay-down
$163.739 Balance owed in 120 months
$271,849 Total received in 120 months
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If sold for $172,000 for 30 years @ 7% with a payment of $1,138 would give the seller
$111,264 Interest received
$ 25,258 Principal pay-down
$146.742 Balance owed in 120 months
$283,264 Total received in 120 months
The difference $283,264 - $271,849 = $11,415 less giving 50 year terms. The only exception
is the seller made owning his property that was eating up his profits each month in holding
costs was sold to a nice family who couldn't have afforded the house for their family had
the seller been creative and helped make the deal happen.
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Other Selling Strategies
Share Appreciation with the Seller
Offer the Seller a Low Interest Rate
Lower interest = lower monthly payments. If the seller accepts your lower interest rate
offer agree to give the seller a portion of the upside (future appreciation) of the property
in 5,10 or 20 years so they might give you the lower interest rate you need to make the
deal work for you and better be able to cash-flow the property every month.
Or
Offer the Seller Equity in Other Properties You Own
In exchange for NO PAYMENTS for a period of time or even forever on the property you
are buying from the seller.

Single Payment to the Seller Sometime in the Future
"No Payments”
If the seller doesn't need immediate money from the sale of the property you are
trying to buy offer to pay the seller in one single payment either with interest
accruing or no interest at all due and payable in 5 or 10 years. This would allow
you to rent the property for 5 to 10 years collecting all of the rent each month
without having to pay any of the rent to the seller each month. After the 5 or 10
year if you want to keep the property long term, refinance the property and pay
off the seller. This works best if you are able to buy the property below market
value (hopefully 80% or less) at the time of the purchase.
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Creative Selling Strategy Example # 4
An Investor Has Debt He Can't Pay and It Is Ruining His Good
Name
A successful investor who was good at buying property bought 10 houses in one week
alone. Each of the 10 deals were good deal. He bought each property at the right price. His
problem was he didn't have enough rehab crews to quickly fix the properties he bought so
he could pay off each of the 15% Interest Only loans he used to buy each of the 10
properties. Eventually he was using rehab money to keep his interest only payments
current but as anyone can see he was in a downward spiral and going down fast. Out of
desperation he borrowed $30,000 in 2nd mortgages on several other properties he had
that had some equity in each. Even with his diligent efforts to keep his head above water
it came to the point where he had to decide to sell some of his properties to stop the
bleeding and get back on his feet. The investor advertised several of his properties and
one day the phone rang and another investor said he wanted to buy 3 of the investor's
best properties. The investor didn't want to sell those 3 properties but his back was up
against the wall so he agreed to sell those three properties at the amount of debt on all
three properties if the buyer would.....
Property Details:

$100,000 ARV for each property = $300,000
$ 60,000 existing hard money loans on each property =
$180,000
$ 3.000 Asking Down payment for all three houses (he was
really desperate)
$177,000 Balance remaining - provided the buyer would
agree to...
also include and pay-off the 2nd mortgages the
investor had totaling $30,000
$177,000 + $30,000 2nd mortgages = $207,000 total purchase
price

If the buyer would pay-off the investors 2nd mortgages the seller agreed to find 4
properties that he would get under contract that had at least $15,000 actual equity in each
property within 15 months.
The buyer agreed because he was also an investor but he wasn't able to buy profitable
properties as well as the seller, and he knew it.
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Over the next 11 months the seller found and put under contract 4 properties that had a
combined equity amount of $47,000 that were assigned to the buyer in exchange for him
paying off the sellers $30,000 of 2nd mortgages he couldn't afford to make the payments
on.
The seller got.....
● Debt relief from the 2nd mortgage payments
● Seller paid off debt he couldn't afford with houses he never owned
The buyer got.....
● Three nice rental properties at about the debt amount with a nice equity in all
three properties.
● $47,000 of profit for only a $30,000 expenditure.
● A lasting relationship with an investor who is good at finding and buying
profitable properties.

Things You Want in Your Paperwork
When Selling
●
●
●
●
●
●
●

Attorney Fees clause
No Lead-Based Paint Knowledge clause
Contract NOT Assignable clause
Personal Property NOT included clause
Buyer Default clause
Property Sold AS-IS clause
No Recording of Contract clause
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WARNING!!
Do Not Use Any of the
Following Documents Without
Having
Each
Document
Reviewed By a Real Estate
Attorney to Make Sure Each
Document Is Adequate for the
Purpose For Which It Is Being
Used, As Well As Completely
Legal For the State In Which It
Is Being Used.
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STANDARD
SELLING
SALES
AGREEMENT
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Land Contract
Selling
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Agreement
For Deed
Selling
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More
Selling
Documents
Standard Lease
Option to Purchase
Wrap-Around Note
Wrap-Around Mortgage
Deed of Trust
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Lease Agreement
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Option to
Purchase
Agreement
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Deed
Of Trust
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Deed of Trust
(What Goes on Each Line)
1. The Day this Deed of Trust is signed.
2. The Month this Deed of Trust is signed.
3. The Borrower(s) name.
4. The Trustee's name.
5. The Beneficiary(s)/Lender’s address.
6. The amount of the debt.
7. The date the entire debt must be paid back.
8. The County where the property is located.
9. The State where the property is located.
10. The Full Legal Description of the property.
11. The property street address.
12. The Borrower(s) signature.
13. The State where the Deed of Trust is being signed.
14. The County where the Deed of Trust is being signed.
15. The Notary’s name.
16. The Borrower’s name.
17. The Notary’s signature.
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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 larryharbolt@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. 33742
Fax (727) 367-5349
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