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Training Call Transcript:  

“Creative Deal Structuring (with the Dynamic Married Duo)” 
With JP Moses and Josh/Audrey Vorcherding 

JP: All right. I think we're ready to rock and roll. You guys ready? Josh and 

Audrey?  

 

Josh: You bet. 

 

Audrey: Yes. 

 

JP: All right. Let’s do this. Guys let me welcome you. I am JP Moses, the director of Awesome. In 

case you haven't heard my title here with the Private Money Blueprint, and the Strategic 

Investor Insider's Circle.  

 

If you're here right now for the training call then you my friend are in the right place. I'm thrilled 

to be here with you. Patrick, Charity, and myself we've cooked up, yes, yet another action 

packed content rich members only training session for you.  

 

I'm super excited for tonight's session, "Creative Deal Structuring with the Dynamic Married 

Duo". You just heard their voices a moment ago. I'll give them a little more formal introduction 

here in just a moment. 

 

First a few quick housekeeping items we need to get out of the way. First of all a few things you 

should know about us. We are 100% committed to keeping it real on these calls, and with 

everything we do.  

 

We want to deliver as much pure unadulterated awesomeness as we possibly can to you each 

and every month because we actually care. We actually care about your success in real estate 

investing.  

 

Hopefully you can tell we really put our heart and our soul into what we put out here for you 

guys. We intentionally cultivate a culture of authenticity, and business, and personal growth, 

and frankly just fun.  

 

We like to have fun in everything we do. We're here to help you, and to help each other along in 

this path of becoming something we call a strategic investor. If you're not familiar with the term 

when we say strategic investor that means that you are mastering three critical areas of real 

estate success, and life success really.  
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You can see them graphically represented right at the top of the webpage here if you're on the 

live webcast. Number one we want to help you master your mind set. Your inner game.  

 

The stuff inside you that more often than not is what's really keeping you from breaking through 

to whatever the next level is for you. It's hugely important. We all know it's important, but it's 

often the last thing we really try to focus on. We bring that to the table right on the front end.  

 

Number two real estate investing strategies. Obviously that's where most people start. It's 

hugely important, and it's one of the three pillars of a strategic investor. Then the third pillar is 

business building skills.  

 

This is probably the most overlooked of all of them. You don't, you don't need to just know how 

to do real estate investing strategies. Or, how to master your inner game.  

 

You need to know how to build a business. We bring that to the table as well. Those three pillars 

are what make up a strategic investor. That's why we're here.  

 

These live training calls are entirely unscripted. There's nothing held back. We have a bullet 

point list of things that we want to potentially bring to the table in this discussion. But really, the 

sky is the limit on where we can go here.  

 

We never know what kind of twists and turns are ahead of us. So just keep that in mind. These 

are designed to be very practical for you, and a part of the ongoing education, and one big 

member benefit that you get to enjoy as part of our tribe here.  

 

Take a second. Pat yourself on the back for being a part of something cool like this. Go ahead do 

it right now. Just pat yourself physically on the back if you can reach your back for being a part 

of this with us. I can see two of you not doing it. That's right I can see you. Go ahead and do it. 

 

Quick disclaimer as always I want to remind you we are not attorneys. Please don't take any 

action or inaction of any sort based on what you learn here without getting advice from your 

experts. From your attorneys, from your professionals. You may as well.  

 

Even though we're going to do our best to provide you with the most awesome content we can. 

Take it all as entertainment value until you consult with professionals. OK? Want to make sure 

we make that disclaimer.  

 

A quick shout out. A couple of resent testimonials that came across my desk that I think are 

pretty cool.  
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Ray Smith [SP] emailed us in and said "Hey Patrick. I just want to say I became a member almost 

three years ago, and have recruited over half a million dollars in private money using what I've 

learned in the Private Money Blueprint and all of your membership resources. I would highly 

recommend said program to anyone getting started in real estate investing."  

 

That's Ray Smith in St. Petersburg, Florida. Thank you Ray. We humbly receive that, and 

celebrate your success my friend.  

 

Linda Heilaman said "Hey guys. I'm doing my first rehab using private money." Congratulations 

Linda. "My local mentor uses your power point. I just wanted to say thanks. It works, and more 

than that it's easy. People have money just quote unquote out there they need to put to work. 

God bless!!"  

 

Awesome, Linda. Thank you. Let me just say guys, I would love, we would love to hear your 

testimonials as well. If you haven't.  

 

If you had any success either in private money or using any of the strategies that we've covered 

in any of these calls. Maybe you've used one of the swipe and deploy assets that we give you 

every month as a member. 

 

Please drop us a line. You can even drop it in the question box here if you're with us live. Or just 

send us an email to support@strategicinvestorinsider.com. We want to hear from you. We want 

to celebrate your success, and we want to give you a shout out.  

 

Please do that and let’s see. They mention the Private Money Blueprint. You guys may or may 

not be aware that's one of the products that we have available as part of the continuing 

education.  

 

If you guys want to check that out. Or maybe getting private money on demand. Or the getting 

the money system. All of those are available. You can go to the main website if you're on the 

webcast page you're already there. Strategicinvestorinsider.com.  

 

Right up at the top you'll see a link for products, and you can get to all of them right there. See if 

any of those might be a good fit for your real estate investing business. Let's see. 

 

Tonight we have a cheat sheet for tonight's training call, and it's a PDF. I want you to go ahead 

and download that now. It's right there on the live webcast page. The link is very obvious right 

there on the left hand side.  
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It says, "Download your cheat sheet for this training call here." You're going to want to have that 

printed off, and in front of you. We're going to be going through that as part of, part of what 

we're going to cover tonight. This should go around an hour or so. Maybe a little more. 

Definitely not less. That's it.  

 

Our topic tonight, lets transition here. Creative deal structuring. Now let's just be honest for a 

second. Most of us really struggle with this by default, or we don't even think about it at all. The 

truth is learning how to think a little more outside of the box, and make your offers just a little 

more creatively can make a huge difference to your bottom line. 

 

It's not rocket science. You just have to learn the habit of seeing things a little bit differently and 

applying just a few simple rules to your deal analysis, and to the process you go through when 

you make offers.  

 

The two friends of ours we've invited here, fellow insiders Josh and Audrey, are very, very good 

at this. I'm just going to give you guys a quick intro so just like a 10 thousand foot view couple of 

bullet points. Then I'm going to ask you guys to tell more of your story, but you'll have to help 

me out here.  

 

The market you're in I have no idea how to pronounce that first those first three letters. Is it 

like? It's like Ewe Clare, Wisconsin.  

 

Audrey: Eau Clare. It's Eau Clare. 

 

JP: Eau Clare. OK. E-A-U just says "ewe" to me, and it doesn't sound very appealing. I figured it was 

probably something a little I don't know. 

 

Audrey: It's a very nice town. 

 

JP: Yes. I'm sure it is. Eau Clare, Wisconsin is the market these guys operate in. If you want to check 

them out their website is www.thepropertygroupsite.com, that's their actual real estate 

investing site.  

 

These guys started investing, and I learned a little bit of this in just talking to them leading up to 

our time here. They started investing back in November, was it 2009? I think. 

 

Josh: Yes. 
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JP: Yes. November 2009. It's about four years ago. They've been full time ever since Josh laid his job 

off this past June. Now pay attention to the difference there. I didn't say his job laid him off. He 

laid his job off. Which is a feat worth celebrating to say the least.  

 

You guys are you've been in the game for a while, but relatively new at being full time. I'm sure 

you appreciate that you don't have to work 80 hours a week in order to keep the full time job, 

and the, and keep the real estate  business as well.  

 

Their primary niche is at this point, buy and hold cash flow rentals, and they're very good at it.  

 

Over the years we've known these two they've just become really good at winning by learning 

how to craft creative but simple offers on their deals.  

 

They've amassed 44 units so far. Nets in about 75 hundred dollars a month positive cash flow, 

and that's pretty much the 10 thousand foot view.  

 

How did I do there? Does that, does that give everybody and you guys a little bite-sized nugget?  

 

Josh: Yes. Perfect.  

 

JP:   Yes. You can just record what I said, and play it for people when they say what do you do. Just 

got a little two minute sound track there. Let me, I want to ask you guys to tell a little bit about 

your story. Just to give us a little bit more insight into how your business started, and how it's 

developed so we can set the stage. First I have a very important question for you. Are you 

ready? 

 

Audrey: Sure.  

 

JP: All right. You both have to answer this question separately. If you had to only ever eat one food 

for an entire year. One food of your choice it could be a dessert, it could be anything. Could be a 

dish of some sort. What would it be?  

 

One full year, nothing but that one thing. I'm going to give you a qualifier, OK? You could choose 

based on what you love, or you could choose based on what's going to make you healthy. All 

right?  

 

You might choose, like, my five-year-old would choose candy, but she's going to be in pretty bad 

shape in a year so what do you think? 

 

Audrey: Oh my goodness. That's like, the hardest question of the whole night.  
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JP: I know, right? 

 

Josh: I'd do pizza, as long as you can put stuff on it that's healthy.  

 

JP: OK.  

 

Josh: It’s not necessarily healthy, but you can still pick off some of the greasy stuff. 

 

JP:  You've got to choose one kind of pizza then. So what would you put on it? 

 

Josh: One kind?  

 

Audrey: My food would be black beans. That sounds really odd, but they're very good for you, and I like 

them a lot. I could do that for a year. 

 

Josh: I'd do chicken and spinach pizza.  

 

JP: OK. You've got veggies, you've got protein. Yes, and you've got protein in the black beans. Not 

too bad guys. Not too bad. I think the last person I asked that question chose homemade Mac 

and cheese.  

 

Audrey: Oh. 

 

JP: Their spouse chose homemade grilled cheese. These guys obviously like cheese, but they 

certainly didn't go for what was going to make them healthy in 

the end either.  

 

All right. Well done. You've conquered question number one.  

 

Audrey: The most important topic of the night. 

 

JP: It's all downhill from here. Let’s talk about your back story a little bit more. Help us understand 

where you're coming from. Start with how you got into real estate investing. 

 

I believe it started, we have a common starting point which was "Rich Dad, Poor Dad". You read 

the book, and then just kind of your reader's digest story from there, would you? 

 

Audrey:  Sure. Yes we started with the book, and that helped us realize that we wanted something 

different. For our life, and for our lifestyle. It helped to redefine wealth for us I guess. Wealth 
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financially, but also wealth as far as time, and lifestyle, and being there to raise our family. 

Those were the huge factors for us that just made us do pretty much a 180 from where we 

were. 

 

Selling our first new house getting rid of some of the stuff that we had in order to buy our first 

four-plex unit on a short sale. We actually moved into it, and renovated when we were there.  

 

From there just really found that it was our passion I guess. Continued to learn, and build. Which 

we are still doing today obviously. Learning new every day, but, you know, it's kind of in a 

nutshell but that was really what inspired us to go this route. We found that it's what we're 

meant to do.  

 

JP: OK. Josh what would you add to that? What's your, what's your side of that? Your perspective 

on the whole thing. 

 

Josh: Yes. I mean I guess that's pretty much my perspective as well. I guess I couldn't really add. You 

know, I was  working in the agricultural field at that time. I was working for Pioneer doing corn 

and soy bean research, and working80 hours a week.  

 

There wasn't a lot of family time. You know the job took everything, everything out of me. It was 

just an opportunity to have more freedom, and do something I really enjoyed. 

 

JP: Since you've got into the biz where did you start? Did you start in the place where you are now 

in terms of the, your approach and your model? Or did you get into it thinking hey we want to 

buy, and hold?  

 

Or did you get into thinking we'll try flipping out? Give me an idea of between your starting 

point four years ago, and now. How thing kind of morphed and evolved if at all.  

 

Josh: We bought the four-plex, and our goal was that we would buy one student rental every year for 

how many years. That was our goal, and that would of meant that we would have what five? 

Five properties by now?  

 

Audrey:  Our original plan I think was definitely to grow, but we never realized how quickly we would be 

able to. We were so out of the loop on some of these creative financing opportunities, and 

other ways to get money. Many people that don't know, right off the bat, think you have to 

have all this money to be able to do this or do conventional financing.  

 

We kind of started out with a smaller plan, and from there got into things. Like what you guys do 

learning from seminars like this, and learning from other things. Realized that there was 
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definitely a way to do this on a much greater scale, and much quicker than we originally 

thought. Yes, buy and hold has been our focus. 

 

JP: Ok. You got into this, and you said we want to build assets and we want to build cash flow, and 

we want to build wealth. Not want to just build a quick cash machine. Those are really the two, I 

don't know, camps that you see most often in real estate investing.  

 

Those who just want quick turn cash, and those who are drawn much more to the cash flow and 

the long term wealth. It's not really an either or right or wrong. Just tends to be kind of what 

your needs are, and what your goals are.  

 

I just want to clearly I guess draw the conclusion that that's been your desire all along from the, 

from the get go.  

 

Josh: Yes. 

 

JP: OK. Now just help me understand a little bit your market. What, describe your market for me 

right now. How big is it do you think? What's your, what kind of properties price range is median 

price range? Anything like that you can tell us that will give us a snap shot of the waters your 

fishing in. 

 

Audrey: As far as population of Eau Clare itself is about 65,000-70,000.  Then there's some outlining 

communities. Definitely you're seeing some of the foreclosure effects and stuff. We're definitely 

a bubble compared to a lot of areas in the country. So we didn't get hit nearly as hard as a lot of 

areas.  

 

As far as people that are doing a ton of flipping or ROI stuff. Median home price, you're going to 

see a lot of stuff selling here 150 to 200 is pretty typical. We do have a university so student 

rentals are definitely an opportunity.  

 

We've also got a couple of hospital systems. Some other industries so you get also the young 

professionals. Town homes that kind of stuff. There's quality rentals to have.  

 

JP: OK. Do most of your properties in the median price range is cash flow if people buy them as 

rentals. Is it fairly easy to get the properties to cash flow? I know you've got some people in 

markets, in some of the California markets places where you can never get a property to cash 

flow.  

 

Even in the 'hood, in other places, Memphis it's not too hard under a certain price point about 

anything you can get to cash flow, if you buy this foreclosure.  
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Audrey:  Yes here depending on what you're looking at property type. I mean you're not going to buy an 

average single family home and cash flow that. You look at some of the student rental stuff, and 

on some of the multi units you still have to really do a lot of work to get the pricing or financing 

where it needs to be in some cases.  

 

Here is opportunity to buy stuff that will cash flow it's just not going to be your typical property. 

Or single family home. 

 

JP: Ok so do you guys really mainly, or only do multifamily properties? Like two units up four units 

up or do you sprinkle in single families to the mix?  

 

Josh: We do have a couple single families, and then the student rentals we have are single family 

student rentals. Typically it's two to four units.  

 

Audrey:  The only reason we have the two single families have those were a great purchase through a 

lender that we're, we've worked with. Have a great relationship with. So it was a heck of a deal 

on those, but otherwise we do like to see multi units as far as a better cash flow. Better 

investment, and return.  

 

The single family student rentals is a whole different, whole different ballgame. If you're getting 

there around the university, then, yes. The single families are great. Outside of that we tend to 

steer clear of them unless they're a screaming deal. 

 

JP: OK. All right. One of the things that I want to be sure and squeeze in here. I'm going to go ahead 

and drop it in now before I forget. Can you guys hear me by the way? 

 

Josh: Yes. 

 

JP: OK. I feel like I'm getting some weird auto feedback on my end. I want to make sure it's not 

effecting you hearing me. How did you, you know, you guys are the I dubbed you officially the 

Dynamic Married Duo. You're married, and you're in business together, and that's great. 

 

A lot of people couldn't do that. Now my wife and I, well, I guess we do separate businesses. She 

works as an admin for a nonprofit, and I help her in her business. I work on my business, and she 

helps me in my business some. We're not really in business together.  

 

We tend to do really well together until it comes to money decisions. Spending decisions. We 

different philosophies a little bit, and so we've learned where to draw the lines in that. Any time 

you're in business with your life partner with your spouse, that's potentially tricky territory.  
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How did you guys come to decide that you wanted to do your business together, and if you 

were to also say how you make it work, what would you say? How did it happen, and how did 

you make it work? 

 

Josh: All I can say is, if it was up to me to rent units out we would be in trouble.  

 

JP:  OK. 

 

Audrey:  I think the point is we each know our strengths, and we each know our weaknesses. We split 

things up based on our abilities, and our passions. What we're able to do, and we try not to 

cross over too much into each other’s territory.  It's definitely an adjustment. We're improving 

on it I think every day. Every year.  

 

That's the big thing, knowing what you're good at, and divvying that up. Then, also knowing 

what you aren't good at and hiring the right people for that. We have a great team around us 

that helps us to do what we do.  

 

Great people that know a lot more than us in some of the specific areas, and we go to them for 

that. That huge for us. Separation.  

 

JP: Yes. The secret to success with it is to know and agree upon your domains within the business, 

and kind of trust the other person to handle their side of it. To not have a heck of a lot of 

overlap in terms of responsibilities, and judgment calls. Is that a fair way to say it? 

 

Josh: Yes. Yes. 

 

Audrey:  Yes. That's exactly it. We have some good mentors too. A couple of other couples we know that 

are doing the same thing we find good information from them. 

 

JP: Let's turn to the creative side of things. Tell me how. Tell me the part of your story about how 

you first uncovered the more creative world of making offers, seller financing type offers, 

multiple offers on the same property. If you can take me back I know we're going to look at on 

the cheat sheet here.  

 

We're going to look at your first creative deal as I believe the second of the three. Before we get 

into, like, looking at the numbers of that, and breaking it down to help people process how you 

did that, just how did you stumble into that arena from as you've already said a much more a 

much greener more naive perspective? 
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Frankly probably most investors tend to stay in. What was that process like for you guys? 

 

Josh: I think it was just a lot of education ourselves. You know, trying to find the right, the right 

mentors, and doing a lot of research. Coming across you guys here in the last two years has 

been huge. Getting those ideas and implementing them into our business.  

  

I guess the first deal that we did that was creative I think it was next to a. It was just. No, it 

wasn't next to a student rental of ours, but it was just a somebody had a for rent sign out. We 

called it, and asked if they'd want to sell it instead of rent it. That's how that kind of worked. 

 

Audrey:  I think the other big thing for us was we knew we wanted to grow, and couldn't grow with 

conventional financing. Just relying on the bank. It was more necessity as well. Knowing that we, 

you know, you're going to die off if you don't grow and change and evolve. It was definitely that 

approach in what can we do to keep this going?  

 

JP: OK. When you say you couldn't rely on the bank. Let's start back at square one. You first read 

"Rich Dad, Poor Dad." You first go out there, and you start slinging mud. You say, "Hey, we're 

going to be real estate investors." You target a property, and your first green approach was 

what?  

 

To go to a mortgage broker and try to get investor loan financing? Or did you go to you... tell me 

what your first approaches were.  

 

Josh: Yes. The first was, we went to a mortgage broker, and got, I think it was an FHA loan on the four-

unit.  

 

Audrey:  We live there so we got owner occupied financing.  

 

Josh: Then the goal after that was just to save enough of our own money, and you don't have a 20% 

down for the next deal.  

 

Audrey:  Oh it's so silly.  

 

JP: That is the "Rich Dad, Poor Dad" way. By the way, I love "Rich Dad, Poor Dad" the book, and the 

next book "Cash Flow Quadrant", however, I don't particularly personally ascribe too much 

beyond that in the "Rich Dad, Poor Dad" world. There's a lot.  

 

There's a lot more that you could spend a lot of money that is not the best investment in my, in 

my opinion.  I just want to toss that out there for all of our listeners that our endorsement of 

"Rich Dad, Poor Dad", or at least mine isn't a global endorsement.  
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Audrey:  We would agree. 

 

Josh: Yes. 

 

JP: OK. That's good. You went for regular FHA financing on the deal that you lived in. Then you went 

for the next deal. You came across the deal that was for rent, and I guess something made the 

light bulb start to come on.  

 

You decided, "Hey, I'm going to see if this guy wants to sell instead". So that was your first step 

into creative territory. What, what then? Not with that specific deal, but just kind of keep me 

going.  

 

I want people to understand what the process was like inside you of evolving into a more 

creative real estate investor. Can you continue on and take us through that, that journey with 

you a little bit? 

 

Audrey:  Sure. I think, I guess one of the next steps we got involved in, and it's mentioned in the page 

here. Was a partnership. A couple of other people that were interested in doing the same thing 

we were doing. It ended up not working out. For ethical reasons.   

  

However, through that process, we did learn a lot. We give it credit to the fact that we learned a 

lot. Got some more ideas as far as this creative financing. Some ideas from other people that 

were looking to do the same thing, but even though it didn't work out it was for a good reason. 

 

I think that we went through that process. We were able to pick  up some new ideas. Kind of 

turn that corner on thinking. Being able to grow then on our own after we left that.  

 

Josh: Yes. When we were in the business partnership. What we were doing is one of the individuals 

had cash, and we would purchase properties. We were mainly doing student rentals, and we 

would purchase all cash. At that time, we were able to finance then at the bank.  

 

If you bought something for $80,000 the appraisal we knew was going to come back for 

$100,000. Obviously, there's no money into them, or very little. A little bit of updates, and you 

had it rented. That's where we got thinking, "Man, you don't really need to have a ton of cash to 

get these deals going". 

 

JP: OK. Fast-forward to today. What is your M.O. right now? Tell me what the rhythm of your 

business is in terms of new acquisitions. How many properties do you try to acquire or look at 

right now? What's your goal, maybe on a monthly basis, is a good way to look at it.  
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Then from there, I want to understand how you process through any given deal. What options? 

What filters you run that through. Take me into that for a minute.  

 

Josh: Right now, every couple months, sending marketing out to apartment owners that have owned 

their properties for ten years or more. We actually, recently, we've used a swipe and deploy to 

apartment owners. That's, that's worked really well.  

 

We get a lot of response, and then just follow up on people. When they respond, and we've 

actually had a lot of, a lot of 'no's' in the last couple months. People that don't really want to sell 

right now. But, just following up with them, and it'll come around eventually.  

 

JP: OK. Are you only sending out to apartment owners right now? Is that your primary focus, or do 

you have anything else that you target?  

 

Josh: We're going to start doing some of the yellow letters out to homes that are in foreclosure. 

Another, another area that's defiantly not our MO that's just kind of a new thing we're going to 

start doing. Typically, the seller financed apartment owner deals is, is what we've been good at 

the last couple of years. 

 

Audrey:  With the, the market there's so many I guess retirees out there now. So many people who have 

been in the market for a while started at completely different times in completely different 

circumstances. They're getting to that age where they're no longer wanting to deal with the 

rentals. 

 

They don't want to manage them they don't want to deal with them. They've got to figure out a 

plan. For us, that's worked great.  

 

We've had a lot of deals with people in that category, and it's been beneficial all around. That's 

really one of our main approaches. As far as our goals, it's really not about number of units, but 

cash flow.  

 

That's really where we draw the line is cash flow. If we could do that with fewer units that's 

great, but that's really what we go for with each deal and as a whole. 

 

JP: What's the minimum cash flow that you need to see on any given deal in order for you to 

consider it worth your while? Worth making the investment.  

 

Josh: For us, it's really, I've got a couple of spread sheets that I use. One in particular. It's really not a 

cash flow amount, it's a return on investment amount that we like to see. We look at return on 
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investment the cap rates, and along with the debt service coverage ratios. That's what we look 

at.  

  

We look at those three numbers quite a bit. But return on investment is what I like to look at is if 

I was going to put 20% down in a, in a deal. I'd like to see 20% return on that money which is 

pretty aggressive.  

 

JP: OK. 

 

Audrey:  We never put the 20% in, so we're actually able to get that cash flow goal too with most of 

those properties.   

 

JP: Say that one more time? I'm sorry Audrey, I didn't quite get that. 

 

Audrey:  Oh, I'm sorry.  That's where we mainly have our criteria. In most cases like with the seller 

financing stuff we're not actually obviously doing the 20% down so then there's your, your cash 

as well, cash flow. 

 

JP: Yes. Yes.  

 

Josh: Yes, a lot of times it will be, you know, we'll structure maybe 5% down or 10% down. If a deal is 

really good, you know. We do have private funding sources that we can get the 20% if the deal is 

really good, and it is, meets the criteria.  

 

JP: You've got those two spread sheets by the way you mentioned, I know you sent those to me 

before. I don't have them available as downloads for this training call. Just to give everybody a 

clue, Patrick and I are going to release those as kind of a cool, coolness factor bonus' in the near 

future.  

 

You guys will have the ability to see, and get inside the spread sheets that Josh and Audrey were 

gracious enough to share with us. They're allowing us to share with you guys. It's just not 

available quite yet, but you'll hear more about that in the near future. 

 

When you look at a property, am I correct in understanding that you first filter it through your 

desired annual ROI. And then your next filter is? Is it monthly cash flow? Minimum monthly cash 

flow. Or is it cap rate? Or is it both?  

 

Josh: It's, it's both. You know, more or less. Obviously, we like to see a lot of our properties are, you 

know, a ten cap or higher. Some of them a little less. You know that can be kind of subjective 

too sometimes.  
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Yes, then we look at the monthly cash flow, but obviously the monthly cash flow is going to be, 

you know, with a 20% return. It's going to be pretty, pretty good. 

 

JP: On your properties like, like Audrey was saying on the proprieties where you don't have 

anything down, and when that, when that happens you can't really rely on your ROI. So what 

would your minimum criteria then be next?  

 

Josh: Then we look at, we look at cash flow then. 

 

JP: OK. 

 

Josh: Obviously it'd have to be in, in a positive number.  

 

JP: Is there, like, a minimum dollars per unit that you're aiming for? Or do you just kind of take it by 

a case by case? 

 

Josh: Just on a case by case. We really don't have minimum dollar per unit. You could look at the debt 

service coverage ratios, as well. In that case. It's hard for me to kind of explain this without 

actually running through a deal and looking at it on my spread sheet. 

 

JP: Yes. We don't have to go too much, and really spend too much time on it. We will have the 

opportunity to do that.  

 

One more question on this I guess before we move on. Then, when you're talking monthly cash 

flow you're talking net monthly cash flow. Not only after your debt service but also after I'm 

assuming some percentage for repairs, and some vacancy as well? 

 

Josh: Yes. 

 

JP: What percentages do you use for that? For those. 

 

Josh: Typically, we have a 6% repair and maintenance fund, and then usually look at things... Right 

now with rentals being so good you usually put about a 95% vacancy rate in.  

 

JP: OK. 

 

Josh: Not too much.  

 

JP: Now do you self-manage or do you have a management company that handles that? 
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Josh: We, we self-manage. We, we don't do everything ourselves obviously. We've got a maintenance 

guy we contract with. He pretty much does everything. Electrician, plumber, we have everybody 

in place to do it.  

 

Our accounting firm is great at keeping track of stuff. We pretty much just manage, manage 

other people. Audrey does all of the leasing, and, and, getting apartments rented. And keeping 

up on the books, and making sure the accounting people are doing their job and. 

 

JP: Wow. I need an Audrey. 

 

Audrey: I need another one too. 

 

JP: Right. Right. I'm going to tell you just some of the mistakes that I made early on. I've been 

investing for over a dozen years now, and I mean it's not that that's all that long. There's guys 

certainly been doing it a heck of a lot longer than that.  

 

When I first got started I as I said I read, "Rich Dad, Poor Dad", and I saw, "Hey, this Robert 

Kiyosaki guy got started buying rental properties.  I'm going to get started buying rental 

properties, darn it." 

 

I found a local investor who was successful, and kind of got him to take me under his wing. Then 

proceeded to get fairly fleeced for a couple of years, and didn't know it until I was already too 

far into it.  

 

He basically said, "Well, if you want to buy rentals, man, I'll rehab these houses for you, and sell 

them to. We'll do it in such a way so that you don't have to put any money down." I thought, 

"Well, that's great. I'm a creative real estate investor, man. No money down." Like, that's the 

dream for real estate investors, right?  

 

Well, come to find out, number one he was... I didn't realize the danger of the types of 

properties he was rehabbing, and selling to me. They were spread out all over town there was 

no focus on any strategy of any area choice.  

 

It was basically just cheap crap properties in crappy neighborhoods that were all over the place. 

Management of course is a nightmare; you're driving all over the planet just to get from one 

house to the next a lot of times. 
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Number two, they were the quality of tenet in crummy neighborhoods is a lot higher 

maintenance. You have a lot higher repair cost. You have a lot more vacancy. A lot more of what 

I call, 'professional tenants', and I was just too naive to even realize that that was a factor. 

 

Number three he was doing just enough rehab to get it to pass the appraisal, and it basically all 

of them started falling apart within six months. I was just too naive to realize that. This is 

confession hour all of the sudden for JP.  

 

Number four he unwittingly brought me into multiple cases of loan fraud. The guy owned a 

mortgage company. He said, "Look, what we'll do is we'll make this a total win-win. I will have 

one of my loan officers create an 80/20 loan; 80% first 20% second. I'll basically, he was saying 

as the seller, I'll carry back the 20% second so you don't have to put any money into the deal. 

 

 I'll just forgive the second after we close on the property. No big deal. I mean I'm the one 

holding the second so there's no reason I can't do that. I'll just decide that you don't have to pay 

it back to me." Well now that sounds great, yes, let's do that. Well, that's loan fraud, and I didn't 

know it.  

 

It never came back to bite me from a legal prospective, but if the lenders, the holders of the first 

had of course discovered that, then certainly it could have, and would have come back to bite 

me. I'm grateful that, that it didn't.  

 

Once I finally realized what was going on in multiple ways I was like, "Wow, this is one of those 

school of hard knocks lessons that they say successful investors have to make. I guess I'm just 

getting one out of the way early." You guys did a lot right that I did a lot wrong. I'm just that's 

what. 

 

Audrey:  Oh we've made our mistakes too.  

 

Josh: Yes. We've got some of those properties that were good deals, and looking back they were early 

on. And might not be that. 

 

Audrey:  Should have been better. 

 

Josh: Should have been better.  

 

JP: OK. All right. Well then let’s hear about one of them. Before we talk about the three properties 

on the spread sheet. Why don't you take us into one or two of your school of hard knocks 

lessons that this path has taught you. Any come to mind? 

 



         

 
18 

 

Audrey:  I guess the one that comes to mind for me is we talked to you about when we had that 

partnership. Very short term partnership doing cast purchases, and then financing no money in. 

That obviously was a fleeting idea.  

 

Sometime after that, we did two more student rentals, and attempted to do the same thing with 

them. Well enough had changed, and enough had happened in the market and with lending and 

everything else.  

 

That those appraisals came back nowhere near where they would of previously. Our little plan 

of not having money left in was ruined. 

 

Josh: Still, we put 20% down in each of those properties. Not by choice. 

 

Audrey:  Just based on the appraisals. They didn't appraise out anymore, and that's just how quick this 

market changes. When you don't keep up on it you learn lessons that way. Luckily, we had the 

private money to be able to play with and figure it out.  

 

But yes, those were not a fun spot to be in. Getting those appraisals back, and realizing that 

money was going to have to stay there. 

 

JP: Yes. Those are your "Come to Jesus" moments. That's what I call them. 

 

Audrey:  Yes. Those are our "Change Plan and Direction" moments. 

 

JP: There's an important lesson in there. A lot of people face circumstances like that. In fact I'd say 

every investor in fact faces those failures. There's two ways you can look at it. You can say I have 

failed here, and therefore I am a failure.  

 

You take it on as an identity almost and say I'm obviously not cut out for this. That was too much 

risk. Unfortunately, most people tend to lead themselves down that path when those things 

arise.  

 

Then, there's the other side of the equation when you look at a failure. Rather than see a failure, 

I see an opportunity to sharpen myself. I see a necessary step in the ladder of success. This is 

one of the rungs, and I'm going to take the feedback from this and figure out how to tweak and 

adjust.  

 

It hurts a little bit and I'm going to admit it hurts a little bit, and I have some wounds. These 

wounds are going to be battle scars that I'm proud of at some point. As long as I don't keep 
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repeating the same mistakes over and over, and learn from each and every one of these 

opportunities that I'm presented with.  

 

Opportunities meaning the mistakes themselves. You guys clearly chose the latter, and you 

continue to choose the ladder. I'm preaching to the choir here, but I just want to bring that out.  

 

It's an important inner game lesson that I think we all need to constantly remind ourselves of as 

we go through, as we continue through this journey of being a strategic investor.  

 

Josh: Yes. 

 

JP: Right now when you guys make offers on properties you guys, do you always make multiple 

offers on every property? Or just sometimes when you're not sure what they'll take, or what? 

What's your mind set there?  

 

Josh: Yes. I make multiple offers on anything we do. Unless it's an MLS deal. You know, if we look at a 

single family home that's on an MLS, we won't do that. But for these in the market and get 

responses back from apartment owners that want to sell, I structure three different options. 

That's how we go into it, and we can tweak it from there.  

 

JP: OK. 

 

Josh: They'll either, they'll either be interested, or give you a flat out no. And then you just put them 

on the back burner, and put it on kind of a trickle. Touch base with them a month or two later, 

and see where they're at. 

 

JP: All right. Let's take a look at how you do that, and I'm going to ask everyone who's here with us 

on the training call to go ahead and pull out the cheat sheet. Hopefully you downloaded that, 

and had a chance to print it off or at least pull it up on your computer so you can follow along 

with us.  

 

I don't know if you guys have the cheat sheet itself or just the three documents that you sent 

me that we used to create it. The first property on there is, I believe it was the first deal you 

guys bought. This is the four unit on Chippewa  or Chippoua however that's pronounced.  

 

Josh: Yes, that's Chippewa. That's actually a, a single family student rental that we bought.  

 

JP: I'm sorry you cut out for a second there. That was what? 

 

Josh: It's a single family student rental. Three bedroom student rental.  
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JP: OK. One of your student rentals. 

 

Josh: Yes. 

 

JP: Let's start with that. Just tell us a little of the back story on the property, and then take us 

through your offer and how you presented it and what not. 

 

Josh: That was the for rent property. Audrey actually called and left the woman a message, and 

nothing came of it for a couple of months. Actually nothing came of it. Then all of a sudden out 

of the blue, she called Audrey and wanted to talk.  

 

I think it was the husband that actually called back, and we met with them at the property. He 

was kind of embarrassed about it I think when he was showing it to us. It was pretty run down. 

 

Mismatched carpet everywhere. It had a weird, it was a weird two bedroom layout, and he was 

saying how he wanted to make it a three bedroom and didn't know how he could do that.  

 

My mind is just going, I know exactly how to make this a three bedroom, and this could be a 

great property it's got great bones for not a whole lot of money. We just started talking to him 

about seller financing a land contract. Actually, he did a land contract on the property himself 

when they bought it 20 years prior.  

 

JP: OK. 

 

Josh: He thought that'd be a great deal, and, and talked it over with his wife. We agreed on a couple 

different areas that they wanted to see changed from our initial offer, and that was that. We 

met that attorney of their choice. They had an attorney they used, and drafted paperwork and 

the deal was done. 

 

JP: OK. Take me through this written offer for the property as if, you know role play a little as if you 

were presenting it to him. Walk us through it the way you would with him. 

 

Josh: OK. Well you see there's the... and I'm bad at this.  

 

JP: That's alright I still feel like the . . .  

 

Josh: Audrey. Audrey is the one that does this. 

 

JP: Audrey you role play it then. She's like, "Thanks a lot". 
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Josh: I think initially, we just did less than 10% but they wanted to see a little more. We just go 

through, show them all these numbers.  

 

What they really want to see is when you get down here to the total income, and your total 

payout over the ten year payment of $86,106 and change, versus just getting a cash buy-out of 

$60,000.  

 

Not to mention, we don't go into detail but we talk about tax advantages of doing land contracts 

or financing stuff. We direct them to their attorney to get the specific details on that.  

 

JP: When you initially made the offer you made an offer of less than 10% down, and then he wasn't 

quite comfortable. You bumped it up and agree on 10% right?  

 

Josh: Yes.  

 

JP:  OK. What you pick . . .  

 

Josh: You know. Go ahead. 

 

JP: OK, and what makes you pick 5-1/2% as the interest at the time?  

 

Josh: At that time we were getting 6% at the bank. I think we went in initially with 5%, and he wanted 

a little more. I think he actually wanted 6 or something like that, and we just kind of agreed 

upon. Met in the middle.  

 

JP: OK. What was that?  

 

Audrey: I said in a lot of these we can't get exactly the purchase price we want or the lower down 

payment, or interest, or whatever it is, then, we'll adjust maybe the term a little bit. It's really 

kind of just a game with all those factors, and we continue to adjust it so that it works for us and 

for them.  

 

JP: When you structured this deal what was your, what were you hoping to get out of it besides the 

property? Like, what, how were you hoping to structure the deal itself to benefit you the most? I 

guess in terms of monthly cash flow. 

 

Was that, "Hey, I know that we can rent it for this month so we can get our payment down to at 

least this much then we're in good shape". Or something else?  You've got a number of 

elements here.  
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Like a ten year balloon for example, and the interest rate, and the down payment that you can 

play with that all effect that.  

 

In terms of mentally how you thought through, what you led in with a stronger offer than you 

were willing to settle for which is always smart. You knew, kind of, at some point here's the best 

we can do, and you probably ended up better than the best you can do. But how did you arrive 

at "Here's what we morally want to get out of this."  

 

Josh: You know, we wanted to put as little money down as possible, because it needed some 

renovation work. Not a whole lot. Then, I guess always looking at the cash flow is big, but the 

ten years of payments locked in at that 5-1/2%. 

 

In our area with the two banks we use, we typically get five year locks, on a 25 or 30 year 

amortization, so I look at that. Any time I can lock an interest rate longer than that, that's big. 

Especially, because I personally think interest rates are going to go up some time here.  

  

That's big. And then knowing after, after ten years we're going to pay down a substantial 

amount down to the property. That to go to a bank and obtain financing we're going to have 

more than 80%, you know, or more than 20% equity in that property.   

 

JP: OK. The ten year balloon payment. Is that something you led in with? By the way, is this a 30 

year amortization?  

 

Josh: This one is. Yes.  

 

JP: OK. What made you include the ten year balloon payment? Did he ask for that, or did you want 

it in there?  

 

Josh: I'm trying to think back. He didn't want it in there. He didn't want to hold the financing for much 

longer than that. I mean, that's where he kind of felt comfortable holding the financing, and 

then he wanted to be paid out.  

 

JP: OK. 

 

Josh: At the end of ten years, and that's when we would... with this property we would probably just 

pay it off. You know, with other bigger deals then that's when we would obtain financing from a 

bank.  

 

JP: Did he own it free and clear? 
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Josh: He did. Yes. 

 

JP: OK. Basically, you said, "Here's how much you're going to make per month. Here's how much 

you're going to make per year, and ultimately even though the price of the house is $60,000 

you're going to have made $86,000 and change." That's how you really sold him on it in terms of 

how you postured it. Is that right? 

 

Josh: Yes. 

 

JP: All that will be in no more than ten years time. 

 

Josh: Yes. 

 

JP: OK. With this guy, you said that he had previously purchased the property through owner 

financing so he was already familiar with the idea of a land contract.  

 

By the way for anybody that doesn't know a, a land contract is a phrase you might here us use. 

Or contract for deed is another phrase you may hear us use. They're synonymous. They're 

exactly the same thing. Basically, I think the contract for deed is the better descriptor of the 

actual device.  

 

What you're doing is you're getting into a contract for the deed. Now in this situation did you 

guys do a contract for deed? In other words did you wait until the end of the terms before the 

property actually deeded over to you? Or did it deed over to you right away, and he just strictly 

owner financed and he became the bank? 

 

Josh: Yes. The deed is deeded to us. He is the bank. 

 

JP: OK. This is not what you would call a 'classic' land contract, or contract for deed. This is just 

straight up owner financing.  

 

Josh: Yes. It seems like people still call it land contract around here, but it typically is seller financing. 

The deed comes over. 

 

JP: Yes. 

 

Josh: They act as the bank. 
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JP: Yes it's one of those things that in real estate, I guess, terminology a lot of people use it more 

globally than can sometimes be technically accurate. A lot of people will say, "I have to go get a 

mortgage on this property even if they are in a deed of trust state."  

 

Josh: Yes. 

 

JP: That's all the questions I've got that I can think of on this first property. I want to look at the next 

one. Look at 1050 Hamilton and let’s see. Whoops, I just clicked off of that. If the first property 

was the first creative offer you made. Hamilton is the first time you guys used the three offer 

approach. Tell me about 1050 West Hamilton Avenue.  

 

Josh: This was a property that was on Craigslist. It was, the price was a little high on it. I thought I saw 

it out there a couple of times, and I just decided to call on it and if they'd be interested in doing 

seller financing.  

 

Low and behold, they were interested. We met with her a few times. Just initial meetings to 

kind of talk things over. Then the second meeting we brought this with. You can see the three 

options there. There's not a lot that differs from them.  

 

The purchase price is the same on the first two. The interest, the year term goes down on the 

one, and then in option three the purchase price goes down as the years go down for the 

contract.  

 

When we presented this to her she, she had talked with her financial planner about land 

contracts and thought it was, thought it was good. She basically said, "What option works best 

for you is, is good for me". 

 

JP: OK. This is somebody who wasn't really familiar with owner financing when you made the offer. 

You may of said this and I missed it because I was doing a lot of thinking on the fly there. It was 

on Craigslist. Was it just a regular house on sale on Craigslist? Is that right? 

 

Josh: Yes. It was the four unit property. Town homes.  

 

JP: OK. Per unit and it was just like FSBO on Craigslist at the time. 

 

Josh: Yes. 

 

JP: You approached them. You went out and I assume you probably saw the property first, and built 

some re pour . . .  
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Josh: Yes. 

 

JP: Before you came in and made these offers. You're dealing with a seller who is not really familiar 

with owner financing. Now that's something I want to pause and have you explain  a little bit.  

 

How do you have, how do you have that conversation with somebody for the first time who is 

completely ignorant of this concept? How do you introduce them to owner financing in a way 

that doesn't ideally confuse them, but sound appealing and interesting to them? 

 

Audrey:  I can take this one here. We like to keep it simple. Really, basically with somebody that doesn't 

have any understanding we essentially just start off just explaining. Or, asking them, "You 

understand how the bank works for mortgage, right?" They go, "Yes, I get that. It's good to be 

the bank", just that rapport initially.  

 

Then, you get into some more of the details, and that's the beauty of these three option offers. 

Is it really breaks it down for them to truly understand.  

 

"OK. Wow. If I essentially become the bank, this is how it's going to work, and this is how much 

more I'm going to make." We also, it helps to have done it before.  

 

We're able to tell people here's other things that come into this as far as insurance, and proof of 

tax payments, and all of those little details to make them feel more comfortable. Yes, it's really 

just a conversation, and these offers help tremendously just walking through them step-by-step.  

 

JP: This reminds me of when I first had my eyes open to the power of making multiple offers on 

FSBO properties. I was at a small seminar at a guy's house in Jackson, Mississippi. A guy named 

Walter Wofford, he's brilliant if you guys ever have a chance to learn from Walter. 

 

In fact, you know the late great Jack Miller? Jack Miller was Walter Wofford's private money 

supplier. When I went down to Walter's house, I was running our local REA group here at the 

time.  

 

The Memphis Investors Group. Walter, at the time, would come up to Memphis and I met him 

there. He invited me as his guest, to a seminar. I went down to see what he was doing, and Jack 

was there. 

 

Just a quick funny story. There's like 25 people tops at this thing, and he's sitting in the back of 

the room just making fun of Walter. The whole time just giggling and chuckling. He said "Well, 

the guy he has a million dollars of my money in his bank account to use as private money. I 

figure I ought to come see what the heck he's doing. "  
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Called him Mr. Giggles. Yes, he was just back there poking fun at him the whole time. But 

Walter, this guy is just super creative. Deal maker to the core. If I were to say the one big take 

away from the entire two days I spent at his house with this group of people, the  biggest take 

away was the power of stepping outside of that one trick pony.  

 

Making three offers on every single property. We went through this exercise. Actually, he 

brought in a, an actual couple that he was looking to buy their house. Before he made any 

offers, he got them to agree to come sit in his living room during this seminar, and let each of us 

put pen to paper and craft three offers to present to them.  

 

Audrey: Very cool. 

 

JP: It was really cool, and it doesn't get any realer than that. It wasn't super easy. The process that 

we went through was you don't just start by saying what's three offers I can come up with.  

 

You start by having a dialogue with the seller, and understanding their story. Why they're 

selling. What their motivations are. A lot of times they don't even know that they have other 

options. They don't even know what they really want.  

 

They just think I need to sell this house, and I need to get some money. We often make the 

mistake of believing that cash is the thing that's most important to the seller. That money is the 

biggest motivator.  

 

I can tell you from many deals of experience, and I know you guys can agree. Money is not 

always the biggest motivator for a seller. 

 

Audrey:  That's right. Yes. 

 

JP: If you can uncover what that motivator is, and you can craft one or more offers that provides 

them with a unique solution they didn't know existed. Then you've got money right there. If 

you'll excuse the pun.  

 

Audrey:  Really. 

 

JP: Just to make that tangible. OK. Somebody inherits a house, and I've dealt with a lot of probate 

properties. Somebody inherits a house. I can tell you sometimes the person that's selling that 

house or the group of people, it's grandma's house. They need to get as much money as they 

can. They owe it to grandma. They can't let nobody just come in, and steal grandma's house. 

Other people there's just so much agony tied to that property that they, you know, it just hurts. 
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They don't want to have to deal with getting grandma's stuff out. They don't want to do 

anything. They just want to have the property gone, and speed solves their problem.  

 

For other people, maybe this is a house they grew up in and raised their own family in. Now 

they're moving into a retirement home. They just need to sell their house. 

 

Frankly, they may not want, or they might benefit more from receiving a little extra months 

income from an owner financing deal than they would for selling their property for a big lump 

sum right now.  

 

They just hadn't thought of that even as a possibility. They just knew the only way they could get 

money monthly for their property would be to rent it out as far as they knew. And they're not 

cut out to be land lords. 

 

Audrey:  Yes. 

 

JP: What Walter taught us was to start by really understanding their story. Their motivation. What, 

uncover what their real needs are, and craft three offers to try and meet those needs. Typically 

the formula he taught me was one offer is an all cash offer, and it's a low offer.  

 

It's has to make sense for me as an investor from an all cash perspective. Now this is not what 

you guys have on this sheet of paper. I'm just, this is another way to think creatively I'm laying 

out here.  

 

An all cash offer. Number two an all owner financing offer. Where it's, you know, basically 

nothing or very little down, and you, you figure out what their needs are. And if a monthly 

amount will meet those needs then you craft an interest rate.  

 

Or payments that make sense. And then the third was a hybrid offer that he wanted us to craft. 

That involved some cash, and some owner financing. And then basically just lay out and say 

here's three options.  

 

Which one of these do you think would work best for you? And also realizing in that process that 

as they consider a lot of the options. A lot of people when they're looking at the owner financing 

options as things start to click they have an objection. 

 

Often times you can solve that objections by, there, there, often times they're hyper fixed on 

either an interest rate or a monthly amount. Usually not both. You can usually play with one or 

the other, and satisfy them without having to redo the whole, the whole thing.  
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Just taking a little moment here to pause in the cheat sheet. I felt like it was maybe a good time 

for me to just toss out my first lesson on creative deal structuring. It was really profoundly 

impacting on me as an investor.  

 

Do you guys, looking at West Hamilton Avenue these three offers as you said. they're pretty 

similar. It looks like the main difference between these three offers is the number of years, and 

a slight difference in the down payment.  

 

Audrey:  Yes. Exactly. 

 

JP: Interest rates are the same. Do you remember enough of this ladies scenario or her story right 

now. That you might be able to help me, help us understand why you crafted the three offers 

the way you did?  

 

Audrey: Sure. I guess that's the beauty of meeting with people. Like you said, meeting with people first, 

building that rapport, getting to know their hot buttons their motivation. Otherwise you're just 

going in blind. Like you said, it's typically not about the purchase price. Really there's something 

else to be uncovered.  

 

What this one is, the Chippewa one we already went over,  that one she called me back two 

months later only because the tenants they had had for eight years moved out. 

 

 They did not want to have to re-rent that place. She was in a panic. I mean their motivation 

there was we don't want to have to re-rent it. We need to get it gone.  

 

On the Hamilton deal we, we met with her a couple of times, and got to understand where she 

was coming from. Which helped us narrow down these three offers knowing that, OK, low cash 

offer, we knew right off the bat wasn't going to fly for her.  

 

Then she was also a little nervous not knowing or understanding land contracts that kind of 

thing. You know, she wanted to see some cash down. We knew those were two big points we 

needed to keep in mind.  

 

With that, we structured the three options that made sense. That could accommodate her and 

look good for her, and but then also made sense on an investment obviously. I mean that was 

huge in getting to know a little of her story.  

 

Then, we were able to do these deals that like you said when objections came up they could be 

solved on the spot cause we were so close already. 



         

 
29 

 

 

JP: Which offer did she accept? 

 

Josh: Option number one. 

 

JP: Option one, why? 

 

Josh: She didn't care which option. She said "Whatever works best for us." 

 

JP: That's right. You picked it. You picked the one that gave you the most number of years before 

you had to refinance, and it brought her the greatest amount of money. 

 

Audrey: Right. Which worked in this scenario. It worked best for both parties so.  

 

JP: Quick question. Why did you take $500.00 off of the down payment in option three? 

 

Josh: The purchase price went down $10,000, and it's 5%.  

 

JP: Oh yes. OK. Why did you take the purchase price down $10,000? 

 

Josh: It went to five years from,  I did not want to do five years. I wanted to have it for at least seven.  

 

JP: If I've got a deal with refi in five years, I'm going to get a better price. 

 

Josh: Yes.  

 

JP: I gotcha. OK. Now I just want to take a moment to say if we have anyone listening on. I know we 

will. We have a lot of our members who listen to these on CD that you got with your monthly 

newsletter. We're going to continue the call here.  

 

If the CD ends before we're able to actually wrap up, then you can catch the entire thing on, in 

the members area of the website at strategicinvestorinsider.com, so just head on over to the 

website to finish up the rest of it. 

 

Let's look at number three.  Saxonwood [SP], it's four unit buildings. They say buildings. Is it a 

single four unit building? Or a number of four unit buildings?  

 

Audrey: Two four units. It's eight units total. 
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JP:  All right. This is how you guys typically structure your offers now? If you had a default mode this 

would be it right? 

 

Audrey: Correct. 

 

JP: All right, take me inside this. 

 

Josh: This one here, it was actually three brothers that built houses and rental units for other people, 

and they would build some for themselves as well. Their big thing was they did not want to give 

any money to the government.  

 

JP: People of my own type. 

 

Josh: Yes. They were in their 60s, they just didn't want to get a big lump sum of money, and give it to 

the government. I met with them a couple of times, looked at some of the properties. They have 

more properties that we have the option to deal on down the road here.  

 

They just, they didn't care what, what we presented to them. They just wanted to do seller 

financing. So we came up with, with this. The three options. We were able to get 12 years, and 

they will renew that after 12 years is up. 

 

JP: I only see two options on this piece of paper. Unless I'd forgot to add a third sheet to, or fourth 

sheet to this. I see option one a 12 year contract option two 10 year contract. Are we missing a 

third here somewhere? 

 

Josh: Yes. Missing one I think. There should be a third which the purchase price would of probably 

been, I think the purchase price went down in option three. 

 

JP: OK. I'll, I'll have the cheat sheet fixed so folks listening to this in the future you should have this. 

Those of you with me in the present, we're not time traveling you're missing a sheet. OK. Just to 

be clear. These folks already knew that they wanted to owner finance right? 

 

Josh: Yes. 

 

JP: OK. There was no educating here. Where did you come across this property? Was it FSBO on 

Craigslist or was it somewhere else? 

 

Josh: I put an ad on Craigslist that said "Wanted: Two to eight unit apartment buildings." Then within 

that, I just said I'm not a Realtor. I'm an investor, and I want to buy as many properties in the 



         

 
31 

 

next two years as possible. These guys gave me a call or shot me an email, and we met up that 

weekend. 

 

JP: Did they have any other requirements that they knew they wanted out of the deal   besides they 

knew they wanted to owner finance it? Did they already have themselves fixated on a price or 

an interest rate or a payment? 

 

Josh: The down payment was, was the thing they wanted to see a little more. I think initially I had, 

like, $25,000 for a down payment, and they wanted, $35,000 was their number.  

 

Audrey:  They had some things they needed to actually pay off is what we uncovered. So that's why they 

wanted to see a little bit more of that to pay a couple of things off. Then everything would be 

free and clear, and make things easier to do. 

 

JP: OK. Now, you know, that brings up a point that we should touch on here. These down 

payments. You guys got a big bag of cash you're pulling these out of? 

 

Josh: No. We've got, we've a couple of areas we can get private lending for. So we didn't use our own 

money on the $35,000, or the $70,000. On the back side we have a private investment for that.  

 

JP: OK. Like a typical private money blueprint?  

 

Josh: Yes. 

 

JP: Somebody with cash that you worked out built some trust and rapport with, and you said hey 

when I buy properties I often need cash for some of these deals. A here's kind of how my deals 

are structured are you interested? They're just kind of waiting for you to call them up and say, 

"Hey, I need your money now."  

 

Josh: Yes. Yes.  

 

JP: OK. So you're giving them a second mortgage right for whatever you borrow. 

 

Josh: Yes. Yes. Second mortgage. We give them a little better interest rate than the 5.5. I believe it's 

7%. We structure, yes, just a second mortgage. I think this one is over seven years. 

 

JP: OK. 
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Josh: They'll be paid out. They'll be paid off over seven years. The property cashflows very well. 

Normally down even. Then, at the end when that private lender is paid off at seven years, then 

that's just more cash flow that we have.  

 

JP: Now, I don't have the third option in front of me so which one did they choose? This particular 

seller. 

 

Josh: Option one. 

 

JP: Option one. They chose a 12 year balloon, but you had a seven year balloon with your second 

mortgage. 

 

Josh: Yes, and actually the seven year. We had a ten year for the option one. For the option one it was 

a ten year, but in order to up that down payment from another $10,000. We asked if we could 

up the contract to another two years to 12 years, and they said that would be fine. 

 

JP: OK. 

 

Josh: That's when they said that they'd be willing to renew that at 12 years unless somebody's dead, 

they said. Then maybe something would have to happen.  

 

JP: What kind of interest rates would you say you're offering a private lender on a second mortgage 

for? Is it a 30 year AM as well? 

 

Josh: I don’t. For a private lender? 

 

JP: Yes. Yes. 

 

Josh: Usually its five to seven years.  

 

JP: It's a five to seven year amortization or a five to seven year balloon? 

 

Josh: Amortization. 

 

JP: Oh. OK. Gotcha. It's really not a balloon it's just paid out in five to seven years all the payments 

stop. You don't have to refinance it.  

 

Josh: Correct on the private lender.  
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JP: Beautiful. OK. Five to seven year amortization… Give me a range of interest rates you might pay 

for a second mortgage to help people understand. How they might structure these deals 

themselves. 

 

Josh: Yes. In that 6% to 7% range. 

 

JP: OK. All right. Is that a pre-agreed upon range with your private lender or is that on a deal to deal 

basis and you have to renegotiate it each time?  

 

Josh: That's pretty agreed upon right now.  

 

JP: OK. All right. Just looking at what I can see in front of me, the first two of these three options, 

the down payment. There's a slight difference in the down payment and the number of years. 

Do you ever make an all cash offer?  

 

You know either all cash, private money cash or all cash like go to a portfolio lender and get the 

money? Do you ever include that in the multiple offers strategy? Or do you typically lead in with 

owner financing to everyone? 

 

Josh: Typically, we lead in with owner financing on everyone. Once we know they want to do owner 

financing, that's where I'm getting these three offers.  

 

If we find out they don't want to do owner financing, we then would go to one of our portfolio 

lending banks here, and use private money as well. That would be a totally different deal in 

structure at that point.  

 

JP: Yes. You present option "A", "B" & "C", and you're modus operandi from option "A", "B"&"C" is 

owner financing option one, owner financing option two, owner financing option three, take 

your pick.  

  

If they snub their nose at all of them then you say what will work. If what will work is cash 

money, then you go talk to local portfolio lender and/or local private money lender, and see if 

you can get one or both working together to provide you with the cash that these guys need.  

 

Josh: Yes. Exactly. 

 

Audrey:  We have typically we're finding that out before we're presenting offers. Like I said, with the 

other two, we're meeting with people. Having conversations, really picking up as much 

information as we can before we even go to the drawing board.  

 



         

 
34 

 

Just so that we aren't wasting our time or theirs if that makes sense. A lot of these have been 

pared down by meeting with them and knowing, OK, they're not going to take a low ball cash 

offer.  

 

They pretty much have already put that out there. That's what we try to gather when we first 

meet with people. Get as much information to start somewhere as close as we can.  

 

JP: That's a great point. I appreciate you bringing that back into it. Definitely want to go in well-

armed in advance before you start slinging offers. One of the things this just occurs to me that 

we want to touch on.  

 

One of the things that is intimidating to a lot of people when it comes to owner financing type 

stuff is how to do the closing. You hear about kitchen table closings and what not.  

 

How do you guys do it? Do you have a local closing attorney, or title company you just always 

use. And they draft documents, and they understand how owner financing transactions need to 

work. Or do you do kitchen table closings or what? 

 

Audrey:  No. It depends on, again, what the seller sometimes... We've got a title company that we've 

used quite a lot. We know them very well, they know us very well. That works wonderfully.  

 

If the seller has, you know, an attorney that they really,  really want involved, and then we know 

enough to be able to make sure everything is working the way it should be.  

 

We have our own attorney of course as well though. Typically, it's just through the title 

company. That's just the easiest, quickest, cleanest, but we're flexible on that in order to get a 

deal done, whether it be their attorney or ours doing it. 

 

JP: All right. Let me see here. I want to see if there's any questions that we promised people that 

we can tag on here before we, before we turn a corner. You guys mentioned that you recently 

did a 'swipe and deploy' mailer to apartment owners with equity. We just kind of breezed past 

that. 

 

I wanted to make sure everyone understood what you mean by that. As one of the benefits of 

being a strategic investor insider here we have the 'swipe and deploy' that we share.  

 

A different asset with you guys every single month, and you actually used one of those from a 

few months ago that we put out. The mailer to apartment owners with equity, and we're still 

working through the responses but you're response rate. You got, like, a 20% to 25% in terms of 

people that responded. That was not too shabby. 
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Josh: Yes, that was pretty good. For what we got back. Haven't had any luck yet, but I've still got a 

couple to work through. I've followed up with most of them, but you just keep moving forward. 

 

JP: That's right.  

 

Josh: With every 'no', you're closer to that next 'yes'.  

 

JP: That's right. Listen, we've already gone over half an hour almost on our time, I think we should 

probably go ahead and wrap up this training session. I want to thank you guys very sincerely for 

letting us, kind of, unpack your business.  

 

I know I'm pretty good at asking revealing personal questions, and I tossed you a few of them. 

So thanks for rolling with that. I feel like it's been really good to see how you're thinking through 

some of these transactions. 

 

I wonder if before we part ways if you could speak to anyone out there who is interested in 

making more creative offers, and being a more creative thinker, a more creative deal structure, 

but intimidated by the process.   

 

You know, just not quite sure exactly how to, how to cross that threshold. Any final words of 

wisdom or advice that you could offer them? 

 

Josh: For me, I won't speak for Audrey, but for me, I always like to put myself in the other persons 

shoes, see what would work for them, and know what they're thinking.  

 

JP: OK. Put yourself in the other persons shoes.  

 

Audrey:  Yes. I think it's just make sure that you are doing the ethical thing. You're being forward and 

honest. If it's going to be a deal that works for everybody then that's how it should be. A lot of 

people do get intimidated. It's not easy to go in and put numbers in front of somebody.   

 

Like you said, there's a lot of emotion involved for some people, but I always just tell myself, the 

worst case scenario is they say 'no'. It's more practice for you, so don't be afraid to do it.  

 

If you feel good about the deal, you're not completely embarrassed to put it in front of 

somebody, that's good. You're doing the right thing. Just keep moving forward, because like 

Josh said, with every 'no' you're closer to a 'yes'.  
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You've planted that seed. Those people may call you 3, 6, 12 months down the road. They're 

sick of that property, and all the sudden your deal looks pretty good. 

 

JP: I know you've been through the private money training that we offer. Have you gone through 

any other training's that you like or recommend on creative deal structuring at all? I don't know 

if you have, but I just wonder if there are any that come to mind that you would recommend to 

people.  

 

Josh: I can't really think of much. This stuff is great, you know they talk about the Real Estate Mogul, 

there's a lot of stuff out there that's great. You've just go to find those couple of things that you 

really focus on, and don't get overloaded with information overload.  

 

JP: All right. Thanks so much guys. I really appreciate it again. Thanks everyone for  tuning in to the 

strategic investor insider monthly training call. Remember these calls happen on the second 

Wednesday of every month.  

 

Check the membership area, and watch your inbox for the next  riveting training call. I know we 

didn't have any time for questions on this call, but on others we will.  

 

Just keep tuning in live with us, and we try to work your live questions in whenever we possibly 

can. Thanks guys. Take care.  

 

Audrey: Thank you 

 

JP: We'll talk to you soon.  

 

Josh: Thanks. 


