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this book and did not purchase it, or it was not purchased for your
enjoyment only, then please return to Smashwords.com or your
favorite retailer and purchase your own copy. Thank you for
respecting the hard work of this author.

 



Table of Contents

Disclaimer

Acknowledgement

Introduction

The Process of Buying an Apartment Complex in
90 Days

An Accelerated Four-Week Plan

Preface

Chapter 1: Goal Setting

Chapter 2: Commercial vs Residential
Properties

Chapter 3: Passive Investments

Chapter 4: Market Cycles

Chapter 5: Types of Commercial Properties

Chapter 6: Ways to Hold Title

Chapter 7: How to Locate Properties

Chapter 8: Marketing

Chapter 9: How to Determine Value

Chapter 10: How to Write Purchase Offers

Chapter 11: How to Finance the Properties

Chapter 12: No Money Down

Chapter 13: How to Find Private Money

Chapter 14: Property Management

Summary

About Floyd W. Brown

Other books by Floyd W. Brown

Connect with Floyd W. Brown

 




 


 


 


 


 


 


 


 


 


 


 


Disclaimer



I am not an attorney. I am a real estate
broker, mortgage broker, and a consultant by trade. This
publication is designed to provide accurate and authoritative
information in regard to the subject matter covered.

It is sold with the understanding that the
author is not rendering any legal service at all! If legal advice
or other expert assistance is required, the services of a competent
professional person should be sought.

The author makes no representations or warranties
with respect to the information contained in this book or its
contents. The information in this book is subject to change without
notice and does not represent a commitment by the author to notify
or provide updates to the purchaser. Author is not obligated to
notify purchaser of any updates to this book.

The liability of the author, retailer, or distributor
shall not exceed the purchase price of this book.

This book is not a substitute for personalized advice
from a knowledgeable attorney!
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 Introduction

“You make your money when you
buy.”

Have you heard that phrase before?

 


What that phrase really means is that if you buy at
the right price, no matter how bad you screw up, you’re still going
to make money on the deal.

 


This is not a no money down book. Have I bought
properties no money down? Yes. One can do it with a few different
techniques. However, this is a book about how to acquire commercial
properties and some properties you will have to pay all cash,
especially when you’re buying wholesale. There is a chapter on how
to purchase properties with no money down. It is towards the end of
the book.

 


My name is Floyd W Brown. I have been buying real
estate since January 1977. My first property was a four-unit
apartment building. It was listed for $45,000. I wrote an offer for
$28,000. The real estate agent didn’t want to write the offer. She
said it would never get accepted. However, she finally relented and
presented the offer to the seller. The seller took it! The agent
said to me “if I had known they were going to take that low of a
price, I would’ve written the offer for myself.” I put $4000 down,
which I didn’t have, (I refinanced my car) and acquired a loan for
$24,000. I owned the property for six months, painted it inside and
out, raised the rents and sold the property for $65,000.

 


At the time I was making $6000 a year working for an
insurance company. All of a sudden, I had $40,000. I also had a new
line of work. I was now an apartment building rehabber. My next
building was a 12-unit apartment building. However, as a new
rehabber, I wanted to do this building as fast as possible. I paid
$95,000 for this building, fixed it up in three months, attained
new rents, and sold the building for $165,000. I was off and
running.

 


I kept doing apartment buildings and things were
going great until 1981 when inflation was going through the roof
and Paul Volker kept raising the interest rates on my loans all the
way to 21.5%. All of a sudden, the commercial real estate market
dried up.

 


Now, I had to really educate myself. I had taken for
granted how easy it was to buy an apartment building, fix it up and
resell it for a very good profit. However with that market now
gone, I had to get educated. Now I started studying different ways
of buying real estate wholesale. I studied foreclosures, auctions,
probate, wholesaling, and options. During this period, I also got a
real estate brokers license. That gave me a different type of
access, such as the MLS and, also, I could list my own properties
when I was selling and picking up commissions when I was buying
properties. That was part of getting educated.

 


You will have to get used to writing a lot of offers.
Not everybody wants to sell their property wholesale, you might
have to write 50 to 100 offers to get one wholesale deal. But if
you don’t write the offers you will get zero deals. You should set
a goal such as 10 offers per day. So, start writing!

 


Your success will be determined by how hard you work
and the determination you apply to your business.

 


The bottom line in real estate investing is that this
is a simple business, but it is not easy. It requires you to do
work. And let’s be honest, who likes doing work?

 


I know this sounds strange because every other “guru”
tells you how easy it is and how it will rain money after you buy
their book, tapes and/or seminars.

 


If one buys all the books, tapes and/or seminars and
just listens and/or reads them, guess what will happen...?

 


Nothing!

 


One still has to go out and do the work!

 


“It’s not what you get by reaching
your goal that counts. It’s what you become by trying.”- Zig
Ziglar

 



The Process of Buying an Apartment Complex in 90
Days

Step 1: Decide on your investment strategy.

 


Step 2: Define your selection criteria.

 


Step 3: Decide on a financing method. If you are
going to get a bank loan, you will need to be preapproved. If you
plan to use cash, you will have to proof the funds.

 


Step 4: Locate the properties by looking on the MLS,
on commercial search sites like LoopNet, in the newspaper
classifieds, send direct mail, use yard signs, and any other
avenues to find properties for sale.

 


Step 5: Run each property through your list of
criteria filters to quickly screen out the duds.

 


Step 6: Make Letters of Intent (LOI) on the property
or properties you want to pursue. You may offer less than what you
are actually willing to pay or you may offer your bottom line. You
can usually get a boilerplate purchase and sale agreement online, a
paper supply store, from an attorney, a local title company, an
escrow company, or use mine in the forms page.

 


Step 7: Negotiate the deal with the seller and, if
possible, come to a mutual acceptable agreement on price and
terms.

 


Step 8: Find any private money that you need.

 


Step 9: Perform your due diligence, which includes
inspections of the property. The property details are then handed
over to either a title or escrow company or local attorney
(depending on the state).

 


Step 10: Sign papers at a title or escrow company or
attorney’s office. The paperwork will then be recorded at the
county recorder and you will officially be the new owners.

 



An Accelerated Four-Week Plan

Week 1

Read the entire book

Decide which market you want to invest in

Write your goals

Are you going to be a Passive or Active
investor?

 


Week 2

Get your list of Apartment Owners

Develop your criteria

Start contacting Apartment Brokers

Check out LoopNet.com or any other Apartment
Sales Websites

Decide on a budget for marketing

Set up a website for sellers to visit

Develop an “Elevator Speech”

Sign up with Click2Mail.com or hire a mailing
house

Create a list of Private Money investors

Create a Private Money Program

 


Week 3

Make your Credibility Packages

Make Property Information sheets

Put your team of Title Reps, Escrow Officers,
Closing Attorneys together

Email your Private Lenders

Place Ads for Buyers

Write up Summary of Note you need Funded

Call and Meet with Private Lenders

Start your Direct Mail Campaign

When Leads come in, make Multiple LOIs and
Offers

 


Week 4

Keep Track of your return calls in a
Notebook

Follow up all Private Money Prospects every 2
or 3 months

Follow up all Apartment Owners monthly for 7
Months

Apologize to Lenders who missed out on the
Deal

Give Gifts to Seller, Lenders, and Agents at
Close

Ask for Testimonials


Preface

Apartment buildings are the single best way to create
passive income and long-term wealth.

 


There are two major advantages of buying
apartment buildings over single-family houses.

 


You can outsource the management. When you
reach a certain number of units you can hire a professional
management company to run everything for you.

 


When you buy apartment buildings you only
need a handful of deals. Instead of buying 25 houses, all you need
to do is buy a 25-unit apartment building.

 


We also need to purchase from what we call in
the real estate business, motivated sellers.

 


What is a motivated
seller?

 


A motivated seller is someone who has to sell
the property, not someone who may want to sell their property.
Someone in foreclosure, or just inherited a property, or has bad
management, should be motivated.

 


Someone who is not motivated, is someone who
says they will sell if they get their price.

 


You will need to write many offers! Expect
rejection. Exhibit patience, persistence, but willing to walk away
if it’s not the right deal!

 


Remember you can attend 1000 seminars and
read 1000 books on real estate, but you will never know everything
there is to know about the business. You really start learning when
you start writing offers and analyzing deals. If the numbers don’t
work, the numbers don’t work. Be ready to walk away from the deal
if the numbers don’t work. You don’t want to lose your investor’s
money.

 


Real estate brokers many times will give you
“pro forma” numbers. This is a fancy way of saying these numbers
are fake. They usually represent the best-case scenario and
sometimes they’re even completely made up numbers. When looking at
a new property, never think you can run the property better than
the current owner. Don’t pay attention to the real estate agent,
he’s just looking for a commission.

 


Now let’s dive in and start
tackling these properties.
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