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Executive Summary:  

“Creative Deal Structuring (with the Dynamic Married Duo)” 

With JP Moses and Josh/Audrey Vorcherding 

On this training we talked with the “dynamic married duo,” Josh and Audrey Vorcherding, on how to 

creatively structure real estate deals.  They have been investing since 2009 in Eau Claire, Wisconsin, 

primarily in buy and hold cash flow rentals.  Josh and Audrey are very good at creative deal structuring.  

They've amassed 44 units so far that nets about $7500 a month in positive cash flow. 

 

You can learn more about Josh and Audrey at their real estate investing site:  

www.thepropertygroupsite.com  

There are different types of investors: 

1. Those that want quick cash from flips 

2. Those who want long term cash flow 

3. And those that want a combination of the two 

How to get financing: 

You need to understand creative financing.  You don’t need to invest with conventional financing.  In 

fact, you can grow quicker and on a much great scale by using creative financing.  

 

1. You could move into a property when you are first starting out and get conventional financing as 

an owner occupied unit while you are fixing it up. 

2. Get seller or owner financing from the current owner  - where you get the deed for the house 

and the seller is now the bank.   (For an example of a deal like this you can see Example 1, 729 

Chippewa Street , on the “Cheat Sheet.”). 

3. Obtain a land contract or contract for deed. 

4. If you obtain seller financing or owner financing you could then go to your private lenders and 

get a second loan from them at a slightly lower rate, use the loan to pay the first mortgage and 

invest further and pocket the rate difference. 

5. Private lender – average interest is 6-7% for long term buy and holds with an amortization of 5-7 

years. 

How to explain owner financing/land contracts to an owner: 

1. First make sure they understand how a bank works with a traditional mortgage – and that it’s 

good to be the bank!  (This builds rapport). 

2. Then you go into more details of how the deal will be structured (this is why it’s good to have 3 

options – you should have a really good understanding of their situation and what they 

need/are looking for before you present the options – money is not always the biggest 

motivator, you need to find out what their motivation for selling is first).  You need to break it 

down for them to truly understand what they are getting into. 

http://www.thepropertygroupsite.com/
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3. Help them understand that if they act as the bank they can in fact make more money than 

selling outright.  " 

4. Explain the other important details that secure their loan:  insurance, proof of tax payments, 

etc.  

When evaluating a deal look at: 

1. Return on Investment (ROI)  - for example, if we invest 20% we like to see a 20% ROI (If you 

don’t put anything down on a property then you can’t really look at the ROI to evaluate if it’s a 

good deal or not.  You have to look at cash flow). 

2. Cap Rate  - we like to see a cap rate of 10 or higher 

3. Debt services coverage ratios 

4. Cash flow - Look at your net cash flow to determine if it’s a good deal – take into account debt 

servicing, repairs (rule of thumb of 6%) and vacancies (in most areas rentals are doing well so we 

use 95%) 

Always Have 3 Different Offers Ready to Present to the seller 

Unless you are making an offer on a house listed on the MLS you should make an offer with at least 3 

different options.  (You can see an example of a 3 offer deal in Example 2, 1050 West Hamilton Avenue, 

of the “Cheat Sheet”). 

 

If you can’t get the exact offer you want you work with reducing the down payment, changing the 

interest rate you are willing to pay (if it’s seller financed) or decreasing or increasing the offer amount. 

It’s really a game you have to figure out where everyone involved wins. 

Different types of offers may include: 

1. The “All-Cash” low offer – where you utilize private money 

2. All owner-financing offer – you put little to nothing down and then figure out the needs of the 

seller on a monthly payment.  Then you craft the interest rate to meet those needs.   

3. A Hybrid of the two. 

 

Note:  The ideal scenario is Example #3, Saxonwood, on the “Cheat Sheet.” 

 

 

 

 

 

 

 

Disclaimer:  We are not attorneys. Do not take any of this as legal advice.  Please consult attorneys, 

your realtors, etc., and consult them before you take any action or inaction based on anything we 

cover in this training. 


