
TO DO GREAT AND IMPORTANT TASKS
TWO THINGS ARE NECESSARY:

A PLAN AND NOT QUITE ENOUGH TIME.
—QUOTE MAGAZINE

10
THE BIG PICTURE

1. __________________________________________________________________________
The final session was scheduled in the seminar room at the Daniele Hotel. There were still
several vital pieces of the puzzle to be put in place.

“Are your buckets getting full?” I asked.
“I feel like you’ve got a bucket and I’ve got a thimble,” Karen said. “And my thimble

overflowed a long time ago. I’m lost.”
“I know how you feel. Just the other day David and I got lost trying to find Nora’s house.

Took the wrong freeway. We didn’t panic. Just pulled out a map, figured out where we were,
selected a new route and finally arrived at our destination. That’s what a road map does—
gives you perspective, the big picture. And if you don’t have that, it’s easy to get lost.

“Let me illustrate.
“Just before speaking at a conference in Acapulco a few years ago, I had a brainstorm. I

ran downstairs to the hotel variety store and bought three copies of an inexpensive local
puzzle—a picture of the Hyatt Hotel located on Acapulco Bay. I disassembled one of the
puzzles and later dumped the jumble of pieces in front of a couple in the front row at the
conference, challenging them to see how fast they could put it back together. I gave the same
challenge to another couple, except this time as I dumped the mixed-up pieces in front of
them I also gave them a completed puzzle to use for reference. Can you guess which couple
finished first?”

“The one that had a clear picture of where they were going,” Mary responded.
“The other couple didn’t stand a chance. How can you expect to make it without a clear

idea of where you are going? Up to this point in our training I have not shared with you a
detailed road map— only three vague guidelines: Find it. Fund it. Farm it.

“Now I’m going to furnish each of you a Master Checklist. This will be your road map.
If you ever feel confused, not knowing where you are, you can pull out your Master Checklist
and check your progress.
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MASTER CHECKLIST FOR WEALTH

STEP ONE: FIND IT: FINDING OR CREATING AN OPPORTUNITY
A. Find a Don’t-Wanter Situation in a Target Property
—scan ads daily —investment clubs
—own ad —foreclosure sales
—cards, bumper stickers —call banks selling
—fliers repossessed property
—Realtors, cold call —mailings to expired listings
—creative Realtors foreclosures, out-of-state
—other professionals owners, divorces, evictions

B. Give a Preliminary Score to the Property (see chart, p. 81)

C. If It Scores Twelve or More, Do Final Score
—neighborhood analysis —appraisal if necessary
—market study —determine market rent
—property inspection form —verify utilities
—estimate of repairs —if uneasy, check police, city
—verify underlying financing planner, other experts

payments, impounds, —brainstorm with seller
assumability, fees,
balloons, increases

D. Make Offer/Counteroffer
—subject to approval of partner within seven days
—subject to financing, etc., if necessary
—extend closing as far as possible
—get right to show, clean up and/or rent before closing
—give note for earnest money if you don’t have money
—get signed offer

STEP TWO: FUND IT: FINDING THE RESOURCES TO FINANCE THE
OPPORTUNITY

A. Determine What Resources Will Be Needed to Solve Problem
—long-term financing —time
—short-term financing —knowledge
—cash down payments —courage
—cash for fixup, misc. —connections
—credit —creativity
—strong financial statement —talent, skills
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B. Locate Long- or Short-Term Financing if Necessary
—call banks, s & l’s, and/or finance companies
—choose the best rate and most flexibility
—have at least one backup bank
—get all necessary papers from both institutions
—fill out papers
—start appraisal process

C. Locate Partner if Necessary
—prepare partner evaluation of property
—have constant feelers out for potential partners

• seller • renter
• investment clubs • cold calling
• investment seminars • Realtors
• ad in paper • friends
• fliers • relatives

—prepare partnership agreement
—have partner sign necessary documents
—have partner deposit funds into escrow

STEP THREE: FINISH IT: FOLLOW THROUGH ON THE DETAILS
A. Open an Escrow: Name of Company/Closing Date
—get estimate of closing costs
—get preliminary title report
—work closely with title company, Realtor or attorney to get all necessary 

paperwork ready for closing
—deposit necessary cash, financial statements, etc.
—check with city on zoning, etc., if necessary
—schedule a closing date

B. Prepare Property For Sale if Necessary
—general cleanup —prepare flier

—estimates for fixup —distribute flier
—get partner $ for fixup —list with Realtor if needed
—start fixup as needed —run ad for investor seminar
—ads in paper —find a buyer

C. Prepare Property to Rent if Necessary
—general cleanup —inspect property w/renter
—get estimates for fixup —check renter out
—put ads in paper —sign rental agreement
—check with rental agencies —collect rent, deposit
—find renter —move renter in
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D. Close on the Property

E. Set up Files on Property

F. Open Bank Account for Property if Kept

G. Make Regular Inspections

“Thus far in our training we’ve spent a lot of time on the first step—find it. It’s time to
go deeper. As opportunity fishermen, you need to place many lines in the water, each hook
with a different kind of bait on it—thus maximizing the possibility of attracting a hungry fish.
I suggest that you have a minimum of five lines in the water every single day. You will need
to sift through at least five different sources of don’t-wanters. Such as running your own ad in
the paper or using a creative Realtor.

“As soon as you get a nibble on one of your lines, what do you do?”
“Smile,” Steve offered.
“Smile and ask questions. Got to score the property. Last night Mary located a property

she thought had a glitter to it. But when she checked further, she found it was a cubic
zirconium. But if it had scored well, she would have gone to the next step—writing an offer.”

Mary looked puzzled. “And that’s where I get lost.”
Nora and Steve were also unsure of what to do next. I explained that this situation was

particularly tough because the seller really wasn’t flexible. Things get a lot easier when you’re
dealing with a person who is motivated to act. I singled out Philip to drive my point home.

“Philip, it’s not easy to sell flowers to someone who doesn’t want them. Don’t waste
your time with him. Similarly, it’s not easy to buy property from someone who doesn’t really
want to sell.”

I told them of an airline pilot mentioned in one of their success sampler tapes. Every two
weeks he’d have to fly to Dallas to mow the lawns of his investment property. It didn’t take
him long to become a don’t-wanter. I asked them if they would like to know what I would
have done if Mary’s seller had been flexible.

They all nodded in agreement.
“Let’s assume that the seller agreed to accept our offer of $39,500—ten percent below

market—with only $500 down. How would we pay him his equity?”
“In monthly payments?”
“Right. We’d assume his loan of $21,000 and on the balance—$18,000 after our $500

down payment—we’d negotiate to pay the seller so much a month. Let’s say the bank
payments are $200 a month, and the seller will take $200 a month for his equity. Our total
monthly payments would be $400.”

“But,” Steve said, “I don’t have four hundred a month to spare.” Philip raised his hand.
“And where would I get the five hundred down to buy the property in the first place?”

“You tell me,” I shot back, wanting to make him think for himself. 
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“First I tie the property up with a postdated check for five hundred dollars and a closing
in thirty days. Tell me when I’m wrong now.”

“You’re all right so far,” I responded.
“OK,” Philip continued, feeling more confident, “then you either sell it or rent it.

Probably rent it cause I need a quick five hundred to give the seller for the down payment.”
“Not bad for a beginner! You put an ad in the paper and rent it out. When the renter

moves in, you charge him the first month’s rent and the last month’s rent plus a security
deposit. That could be as much as fifteen hundred dollars, depending on your market. And
with this money you buy the property. The tenant actually buys the property for you. And
you’d have several hundred dollars left over for closing costs, repairs or a cushion for future
repairs.”

I paused a moment to let it sink in. That seemed to solve Philip’s problem, but Steve still
wanted to know where to get the four hundred dollar monthly mortgage payment. I waited
until he came up with the answer himself.

“The tenant pays the four hundred dollars.”
“Good. Suppose it’s worth $44,000 today, and you increase its value to $48,000 with

minor fixup. That means you have an equity of $9,000. The property is now ready to farm—to
sell, keep, refinance or trade. Which is the quickest method to yield $5,000 cash?”

“Sell it?” answered Steve hesitantly. “Let somebody dicker with me just enough so I
could get five thousand out.”

“But it’s rented. Who would want to buy it?” I asked, trying to test him.
“An investor,” someone guessed.
“Good. An investor who needs a tax shelter. And you can afford to find such an investor

because the tenant is making your monthly payments. I can see the lights coming on for Mary.”
“Slowly but surely,” she said.
I then took them through an analysis of what we would do if Mary’s seller had wanted to be

cashed out at a low price. This concerned the Challenge team because they couldn’t imagine
where they could get their hands on a lot of cash. The first step is to get a discount of at least 20
to 30 percent off the market price (not to be confused with asking price). Thus, a $44,000 house
should sell for $35,000 or less (80 percent of $44,000). We’d assume the existing
$21,000 loan and agree to pay $14,000 cash for the seller’s equity by bringing in a partner.
Once the property is fixed up, it is sold at its increased value of $48,000. The new buyer
refinances the house, and the new loan pays off the existing $21,000 loan, returns your
partner’s $14,000 down payment and leaves a gross profit of $13,000. Assuming $3,000
expenses for fixup and financing, you are left with a net profit of $10,000 to split with your
partner. Five thousand dollars to him. Five thousand dollars to you. The partner gets a $5,000
return on a short-term $14,000 investment. That’s over 30 percent.

Nora raised her hand. “I’m just beginning to realize that flexibility, terms and price are
very important.”

“It’s all part of learning where to tap. For the time being, concentrate on finding
motivated sellers. I’ll walk you through the negotiation process until you are comfortable with
it. It’s quite like playing tennis,” I said, turning to Steve, who I knew was a tennis buff. “You
can’t expect to play well the first time you pick up a racket. With practice, you develop a
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sense of timing, anticipation. Your opponent rushes the net, and you learn to decide in a split
second whether to pass him, lob it over him or hit it straight at him. The same holds true with
the techniques of negotiating. The seller asks point-blank for an offer. You decide in a split
second to change the subject—to lob it over him till later when the pressure’s off. The seller
asks you how much down payment you have. You pass the ball right by him. You say, ‘How
much do you need?’

“Sometimes you shoot straight. ‘Mr. Seller, let’s not play games. I’m an investor. I like to
buy properties at bargain prices with small down payments. I can pay cash if the deal is right.
If you can win this way, I’ll make you an offer. If not, here’s my card.’ An honest,
straightforward approach works wonders with the right seller.

“In any case, always be cordial. You never can tell when a fish might be attracted to your
bait. Don’t scare them away.”

Mary raised her hand. “Speaking of bait, how often should I run an ad in the paper? We
didn’t get an overwhelming response out of the ad we ran a few days ago.”

108



“All you need is a half-dozen calls a week if they produce a few good leads. And if you
can buy just one wholesale property in a year, it will more then recoup the cost of an ad run
once a week on Sunday.”

“Yeah, that’s true,” Mary said.
“Suppose no one calls?” I asked. “Change the words. Throw out a different bait. Maybe

the fish out there don’t like cheese. Try worms. If they don’t like worms, try lures. No bites on
lures? Try flies. Until you find what the fish are eating that day. But keep trying. In other
words, if you snooze, you lose. Most people don’t even try. Or they waste time looking for the
wrong kind of bargains. They expend enormous amounts of energy pinching pennies—
clipping coupons. How much can they save in a year pinching pennies? A hundred dollars?
Two hundred? Just one real estate bargain will net more money than a lifetime of pinching
pennies. Sometimes there are better ways of making ends meet.

“Be patient. If you didn’t feel just a bit confused at this point, it’d be a miracle. Ponder
this: You’ve all heard the story of the movie star who was discovered on a stool at the corner
drugstore. Did the movie director give this new starlet a script and put her in a movie the very
next day? Of course not! But that’s what we did with you. We pulled you out of the corner
unemployment line, without training or experience, and put you in front of real cameras to
sink or swim. Someday people will watch a video of this and say, ‘If they can do it, so can I!’

“Let’s break for ten minutes.”

THE FOUR CARDINAL RULES OF NEGOTIATING

1. Never make an offer until you understand the seller’s problem. The first stages of
negotiation are for information gathering. Avoid the temptation to jump to
solutions. Without proper diagnosis you might be like the doctor who prescribes
medicine for the wrong disease.

2. Always conduct your negotiation in the context of a win/win philosophy. “This is
how you will win, Mr. Seller. This is how I will win. At that price, I can’t win. At
those terms, you can’t win. I don’t want you to lose. But I don’t want to lose
either, etc.” This lets the seller know that you are interested in being fair. Being a
win/win negotiator may cost you dollars in the short run but will make you more
money in the long run.

3. In the more advanced stages of negotiation, where solutions to the seller’s
problem are being discussed, never be the first person to mention a number.
Always let the other party make the first move. By avoiding the temptation to
mention numbers, you may get the seller to propose a price and terms that could
be significantly better than what you had in mind. This one tip alone will save
(make) you thousands of dollars over a lifetime of negotiation.

4. When forced to mention a number, always start lower than you expect to end up.
Why? Because you just might get it and save yourself thousands of dollars. Also,
by mentioning a lower number, you leave room for give and take; i.e., the ‘let’s
split the difference’ tactic. The other party will be more willing to be flexible if
he can see that you are also willing to be flexible.
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2. __________________________________________________________________________
“If we find a property that looks good, scores well, what is our next step?” I asked as we
returned to work.

“We make an offer on it,” Steve said.
“So let’s write up an offer on the house we saw this morning,” I said, holding up a

document with tiny print.
“This is a universal earnest-money form. It’s designed to be used anywhere in the

country, although you will probably be using forms from your own state. Looks real
complicated, but it isn’t. And yet you’d be surprised how many beginning investors are afraid
of this simple piece of paper.”

I then took them through the process of filling out the offer, line by line. For a summary
of some of the fine points see pages 106.

When our discussion was completed, Karen still looked a bit worried. “What happens,”
she said, “if we agree to buy a property and pay a lot of cash but can’t find a partner in time.
Do we lose all of our earnest money?”

“That’s one of the reasons you offer as little earnest money as possible. And to protect
you further, you always include a clause in the conditions section that makes the sale subject
to the inspection and approval of your partner. That way, if you can’t find a partner, you don’t
lose your earnest money. How’s that for having your cake and eating it too?”

On that note, we took another much-needed break.

3. __________________________________________________________________________
“Any questions,” I asked, hoping to clear up any lingering doubts or fears before the end of
the day. It was three o’clock in the afternoon, and time was running out.

Philip raised his hand. “How can I persuade a partner to give me, a total stranger, ten
thousand dollars cash for a real estate investment?”

I decided to return to an analogy from Philip’s frame of reference. He had told me at the
break of an experience selling roses when he had gone from failure to success. I wanted to
illustrate that he had the answers to most of his own questions.

“Remember the afternoon when you were having a tough time selling roses? You decided
to try a new strategy on the very next couple to come along. You ran up to the man and said
something. What was it?”

“Say, ‘I love you’ with a rose.”
“What a line! What was the price of a rose before you changed your strategy.”
“A dollar.”
“A dollar! And you couldn’t give them away. After you changed your strategy, what did

you charge?”
“Two-fifty.”
“And was the man glad to pay it?”
“He told me he’d have paid four dollars if I’d asked it.”
“Where did that idea come from? From you. You didn’t need a fancy expert. When you

have a problem to solve, your creative juices start to flow, and soon the answer is presented to
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you. All creative people will tell you that their creativity increases dramatically the closer they
get to the deadline when the solution is required. So what does this have to do with finding
partners and convincing them to lend you money? Let’s use our own creativity to come up
with some solutions to that problem, right now.”

We took a few minutes to brainstorm several ways of finding potential partners. I just
asked questions, and they filled in the blanks with their own answers. This was part of my
strategy of building their self-esteem by allowing them the experience of using their brains—
of seeing that they could independently use their own common sense to solve most of their
problems.

We came up with six top sources of potential partners:

1. friends and family
2. investment clubs
3. referrals and word of mouth
4. newspaper ads; i.e., “Earn 37% return on prime St. Louis real estate. Call 

Nora 555-1234”
5. fliers placed in high-potential areas—i.e., near doctors’ offices; they have 

little time and lots of tax problems
6. investment seminars

“Concerning this last point,” I said, “Steve and Mary have already had several calls on
their ad for an investment seminar. You can organize a seminar in the near future where you
take sixty to ninety minutes to teach people the same wealth secrets that I have taught you.
Then share with them the details of the properties that you have found. They may become
interested enough to help fund some of your deals. And that is an excellent way to build your
investor network.

“For instance, on our sample property, you’d call one of your prospective partners and
say, ‘Are you free for lunch? I’d like to show you my latest bargain. It’s a single-family home
located in a good area; it’s worth $44,000. We can acquire it for $31,000. It has a low-interest-
rate assumable loan of $21,000. It will take $10,000 to cash the seller out. I expect to
refinance it and have your money back to you within ninety days. Then we’ll sell it. I can’t
guarantee anything, of course, but I do expect to net between $5,000 and $10,000.’ If he
seems interested, you make an appointment to show him. “The most important thing to know
about dealing with partners,” I summarized, “is that it doesn’t matter how weak you are as
long as the bargains you find are strong. If you find enough good deals, they’ll soon come to
realize that they need you just as much as you need them.

“You have to let your partner begin to appreciate the contribution you are making to the
partnership. He may begin to believe, mistakenly, that his money is much more important than
your bargain-finding ability.

“You see, Mr. Investor,” I said, playing the role of the bargain finder, “there are two
kinds of resources. There are nonfinancial resources and ‘financial resources. Your
contribution to the partnership is financial: your cash, credit, cash flow, equity or financial
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statement. These are important. My contribution is nonfinancial: time, knowledge, courage,
skill, ability. Both are necessary. That is why we split profits equally.

“Now I know that this sounds very simplistic,” I said, returning to teaching. ‘Yes, there
are many t’s to cross and i’s to dot until you reach your first five-thousand-dollar goal. But in
time, you’ll build yourself a network—a creative realtor, an understanding title company
officer, an adventuresome banker, a cooperative attorney, a few willing investors. Your
reputation for fairness and professionalism will precede you. And in a few short months you’ll
look back and be amazed at how far you have come. Your dreams will begin to be realized.
Philip, you’ll become a businessman. Steve and Mary will start their own church.”

“And,” Nora added. “I’ll have my resort. And you’ll all be able to stay free.”
She laughed, and we all laughed with her.
“Any final questions?” I asked. “Are you feeling a little bit better this afternoon than you

did yesterday?”
“Yes, a lot better,” someone responded.
“This is the first time,” Mary said.
“Remember what it was like yesterday?” I asked.
“Oh, yes, confusions,” Steve said.
“Total chaos,” Nora added.
Mary sat back and closed her eyes. “I remember that feeling. It hasn’t been that long ago.”
“It’s not easy to climb mountains. The weather is not always clear and crisp. Often the

fog rolls in, the wind blows, it’s cold. You get confused. But every once in a while the fog
clears away, the clouds part and you catch a glimpse of the peaks up above you. You are
exhilarated to see your goal. You can always radio me from wherever you are on the
mountain. I’ll give you encouragement. I know that you can make it.

“Now, let’s break till this evening. Supper in my suite at 7:00 P.M. I want to introduce
you to some special people.”
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