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Asset Class Options

Single Family 
Homes

• Condos

• Houses

Multifamily 
Residential

• Duplexes

• “Quads”

Multifamily 
Commercial

• Residential 
Commercial

• 5+ Unit Buildings

Commercial

• Retail

• Office

• Industrial



Steps to Do This…
Select a Preferred Asset Class
◦ You Can Choose UP TO TWO (i.e. Residential Multifamily or 2-4 Units and Small 

Residential Commercial or 5 to 12 Units OR SFRs and Residential Multifamily)

◦ You Could Even ADD MHPs to the Equation, Focusing on 5-24 Unit Apartment 
Buildings and MHPs in the SAME AREA

Select a “Farm Area” ANYWHERE in the Country that CASH FLOWS By Doing 
BASIC Research
◦ You Are Limiting Yourself to ONLY ONE Area in Which to Build Your Passive Income 

Real Estate Empire

Find Out EVERYTHING YOU CAN About Farm Area
◦ Average Rents for Units

◦ Crime

◦ Requirements for Section 8 Housing



Step 1:  
Find Cash Flowing Properties

Consider Several Areas

Look at LoopNet.com in Every Area PLUS Surrounding Cities As Shown 
on a Map

How Close is There to 50 Multifamily Listings (Including Surrounding 
Cities) in the Area?

Run the Numbers on As MANY Properties That Fit Within the 5 to 24 
Unit Criteria (but You CAN Go Larger)

If MOST of Them Cash Flow By Shaving 10% to 15% Off the Asking 
Price, You’re Golden!

If Not, Keep Looking!!





Fulfills First Criteria of 
50 Listings



www.MonicaMain.com/CFE
To Analyze ANY Property’s

Cash Flow, You Need AT LEAST:

1)  Asking Price
2)  NOI



• Not Great But At 
Least It’s a POSITIVE 
Cash Flow

• This is AT a 75% 
Occupancy

• This is Assuming 
You Can Get the 
Property at 
$250,000

• Change Elements to 
See How It Can Cash 
Flow Better by 
Lowering Price and 
Curing Occupancies



Check Out Description and 
Start “Building” Your CFE

Anything You Don’t Have
to Build With, “Fill In” Based
on Prior Properties in Area

You’ll Get to Know Average
Rents, Expense Ratios, Etc.





• Lowered Price
• Increased Occupancy
• Yes, It Cash Flows!



Cash Flow Analysis Success
At Least 5 Out of 10 Properties Cash Flow (Either Walking In Which is 
PREFERRED or On the Proforma After Vacancies Are Cured)

There Are Ample Properties to Put Offers In On

Many Fit In the 5 to 24 Unit Range (But Can Go Higher IF the Price is 
Right)

No Major Rehab, No 10% or Below Occupancy

Congratulations, You Found Your Area!!



Step 2:
Structure the Deal (Financially)

100% Owner Financing
◦ Short-Term Lease Option with Land Contract

80/20 Conventional Funding
◦ Requires Seasoned Occupancy of 85% or Higher

60/40 Hard Money
◦ 60% Hard Money, 40% Cash Down
◦ Interest Only
◦ Any Occupancy, Usually for Underperforming Properties

60/30/10
◦ 60% Hard Money, 30% Seller Carry, 10% Cash Down
◦ Any Occupancy
◦ Interest Only

90/10 SBA
◦ 90% LTV, 10% Cash Down
◦ Requires Great Personal Credit

85/15 Local Conventional
◦ 85% LTV, 15% Cash Down
◦ 85% or Higher Occupancy

Only For Commercial-Commercial

A True No-Cash-No-Credit Deal



(Now Called a “Short-Term Lease Option”)

Or So I Thought…





IMPORTANT LEGAL TIP:  
Put Property in a “Land Contract” or “Land 
Trust” Through a Licensed Attorney WHO 
KNOWS ABOUT LAND TRUSTS in the State 

Where the Deal is Located



Good News!



Why Land Trusts Are 
Freaking Awesome…

• Privacy of Ownership, Nobody Knows Who Owns the Property 
(Ultimate Asset and Liability Protection)

• Easy Transfer to Others Including Family
• Avoid Probate Which Generally Takes Years
• Allows for “Multiple” Ownership, Making It Crystal Clear Who 

Gets/Owns What Even If the Current Owner/Seller is on the Mortgage 
Paper/Loan

• And Perhaps the BEST PART:  Alleviate Massive Amounts of Recourse 
Loans from Your Personal Credit Report…Yes, You CAN Do This!



S Corp or LLC in Your 
HOME STATE

LLC #1 in State of 
1st Property Deal

LLC #2 in State of 
2nd Property Deal

LLC 
REQUIRES 2 
MEMBERS

Member 1: You
Member 2: Your 
Umbrella EntityFor an SFR 

Investment AND
Your Own 

Personal Home…

Before Setting 
Up a Land 
Trust, You 

MUST Have 
Your Umbrella 
Entity Set Up!!



When a Property with a Recourse 
Loan is Put in a Land Trust…

You Are No Longer the “Owner” of the Property; You Are Merely a “Beneficiary”

If You Put the Land Trust Under the Umbrella Entity, “YOU” Are Not Even the 
Beneficiary; Your Umbrella Entity is the “Beneficiary” and You Can Be the 
“Director”

Regardless of Whether You Signed a Personal Guarantee (Recourse) Loan Doc, Your 
Legal “Ownership” is No Longer (on Paper)

Once the Deed-in-Trust is Filed/Recorded with the Grant Deed Office/Court, You 
Can Then Take Actions to Remove the Loan from Your Personal Credit Report
◦ The Actual Trust Agreement (TA) is NOT Filed; It Stays in Your PERSONAL Files ONLY!!

It Starts With Getting Stamped Court Copy of the New Grant Deed or Deed-in-
Trust Then Sending a Copy to EACH of the Credit Bureaus Stating That the 
Information They Have On File is INACCURATE; The Loan Must Be Removed

You Can Do This for SFR Investment Purchases



How a Seller is Protected
• Better Than a Run-of-the-Mill Lease-Option for the Seller

• Where Tenant Gets Immediate Right/Vested Interest in the 
Property

• When a Seller Creates a Land Trust for a Buyer, the Trust is 
Structured to Keep Buyer from Vesting (Taking Entitlement) 
Until Equity Has Been Built Up

• Ownership on Public Record Remains the Same Until Title is 
Transferred Through Escrow or Attorney

• Seller No Longer Has Any Property Liabilities as Merely a 
“Beneficiary”

• Allows for a Seller to Sell a Property That, Perhaps, Isn’t 
“Seasoned” Enough or is in an Impossible Assumable Loan



How the Buyer is Protected
• Seller CANNOT Sell the Property to Anyone Else or the Title 

Will Come Back “Clouded” or “Encumbered,” Disallowing the 
Close of Escrow for Another Party

• Since You Will Take Over the Payments on the Loan, You Will 
NOT Have to Worry About the Seller Foreclosing (Provided 
That YOU Make All the Payments On Time)

• Each Party is “Locked” Unless Changes Are Made (Based on 
It Being a “Revocable” Trust), Protecting the Buyer From a 
Seller “Changing His/Her Mind” on Selling the Property



How It Works…
Seller Deeds the Property to a Land Trust

Seller is the Beneficiary; Never Become a Co-Beneficiary 
Due to Liability Purposes and Privacy Exposure

You (the Buyer) Is a “Director” of the Trust
◦ “He Who Holds the ‘Power of Direction’ of the Trust Holds 

the Power of the Trust’s Destiny!”

◦ In Many Cases, the Beneficiary is Also the Director – But NOT
in This Case

◦ The Seller is the Beneficiary and YOU (the Buyer) Are the 
Director



“But What About the ‘Due-on-Sale’ 
Clause with the Lender?”

Garn-St Germain Depository 
Institutions Act of 1982

This Act Specifically ALLOWS Someone to Place a Property Into a Trust 
WITHOUT Triggering the Due-on-Sale Clause As Long As the BORROWER 

Remains the Beneficiary

This Means that the Borrower is an LLC, the LLC Must Be the Beneficiary

The Trust MUST Be Revocable and 
CANNOT Convey the Rights of the Tenants on the Property







Let Me Show You How
This is Done in REAL Life



• Find a Cash Flowing 
Property in Your 
Farming Area
• This is Done By 

Running a CFE
• Check Out the 

Ownership 
Information (to Make 
Sure It Is NOT Bank-
Owned)





Not an REO

This is a Good Sign!





Two Parts to the 
“Offer” Equation

1)The Proposal (in Letter Form)
2)The Hybrid LOI/Offer (Optional) 





www.mortgage-calc.com
Amount of Each Payment x 36 Months (or Term)

10% of Price
Remaining 10% of Price









Send By Priority Mail











$18,889 x 
3 Years = 
$56,667



Proforma Numbers 
Based on Increasing 

Occupancy and 
Boosting Rents

Assuming It Takes a Full Year to Boost Performance/Rents, 
Anticipated 3-Year Cash Flow is $109,647



To Make This Deal Work…
Term Should Be 36 Months MINIMUM
◦ Term Can Be As Little as 12 Months to Entice a Stubborn or “Firm” Seller

Purchase Price Should Be Agreed AT or Slightly Below Current Market (Based 
on “Comps”)

Certain Percentage of Payments Should Be “Agreed” to Go Toward the Down 
Payment
◦ Usually You’ll Want to Make It a Flat 10% of the Agreed Purchase Price

You Should Plan to Come in With 10% Cash AT CLOSING Which Comes From 
the Property Cash Flow That You Will SET ASIDE!!
◦ Many Conventional Lenders Will Cover an 80% LTV with 10% Cash and 10% 

“Vouched For” by Seller (Seller Affidavit)

Works BEST With Under-Performing Properties Where You Can BUILD UP the 
Occupancy (to 90%+) During the Term



How the Structure Works…
Agree to Purchase Price, Interest, and Term

For Example, $1,000,000 Purchase Price on a 4% Fully Amortized Interest Over 
36 Months (Giving Yourself Another “Padding” Year to Secure Funding, If 
Needed

Go to a Mortgage Calculator Online to Find Your Payments (or Use the CFE)

Assume You’ll Be Putting 10% Into Escrow Meaning That Terms Are on 90% or 
$900,000 for the Structure

Since You Still Have to “Cover” the Other $100,000 for the Down Payment, 
You’ll Have to Structure the Percentage of Payments to Reflect That Amount 
Within the Term



For Example…
Monthly Payment on a 30-Year $900,000 Mortgage is About $4,300 Per Month

Since the Term is 36 Months, You Have to Figure In What Percentage of the 
Payments Will Add Up to $100,000 in 36 Months

In This Case, It’s 65% (Equals $100,620 in 3 Years to Be Applied Toward the 
Down Payment)

When You Go Into Escrow (in 3 Years) Escrow Instructions Will Specify (As Per 
the Seller) That $100,620 Has ALREADY BEEN PAID While Another $100,000 Is 
Due Into Escrow ASAP



Step 3:
Draft and Submit a Hybrid LOI/Offer

Draft It and Submit It

You Are LEGALLY PROTECTED

They Will Usually Counter You

Don’t Have ANY Fear in Doing This
◦ Worst They Can Say is F*** You!!

Submit 5 Per Week, You’ll Have AT LEAST One Deal Within 2 Weeks!



EMD = 3% of Offer Price
Do Not Offer If You Don’t 

Have It!!







How to “Sell” the Idea of a 100% Lease-Option to a 
Property Owner/Seller



Require CASH and Credit
Before Doing ANY of the Other Financial Structures, Rebuild Credit and Get 
Some Cash!

If You Have BAD Credit, Start With Lease Option Deals Now

If You Have a 680+ FICO Now and Some Cash (At Least 10%), Start with 
60/30/10 or 85/15 Deals

Find Deals Between $200,000 and $500,000 to Start…Go Up to $800,000
◦ Yes, These Are “Recourse” Loans But You Can “Land Contract” These to Pull Them 

Off Your Personal Credit After Closing

◦ By Getting a “Portfolio” in a Specific Area, You Can Get a “Blanket” Commercial 
Loan Over $1,000,000 (Non-Recourse) Later As An Additional Option

Do Your $1,000,000 and Over Deals By Your 3rd or 4th Acquisitions




