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AYe Liar Loans allowed anymore?
AKA :stated income)
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Tyouare willing to trade more
JardWwork for buying listings
and can severely cut costs and
Hidintain revel ross Income
Vitltiplying may work but Net
lncome Multiplying is safer.
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ppraisal



is the easiest, non confrontational way to

lower value if it doesn’t come
e careful ....it could kill the

t appraisers simply use a Net Income
tiplier anyway.

raisers charge several thousand dollars for
a good business appraisal. If you and the buyer
can simply agree on a multiplier (1,2,3,4 or 5)
you can save the appraisal fee.
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Sdime as cash so long as you don'’t
co-sign

U.S. Small Business Administration
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own and Y per month

onsidered the same as Owner

f these TERM TYPES are
them do not allow the

er to put the lia  for the contract in the
of an LLC that can easily be bankrupted.

them signed personally and attach a lien
ity in their personal residence.
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ine sold their Real Estate team in
illion dollars. They owner
ent was about $10,000 per

nd taken back over a business in chaos.



Revenue and Incentive Based

oe most successful term type.

involvement. If your goal is to
and walk away, this may not
you.

he term type f

e agents have contracts that they will write
ain amount of letters to the past client list
all a certain amount of clients etc.

5 Some agents will pose with new owner for
photos or change the name of team to include

both team leaders (old and new) together.



Referral Fees

SALES PRICE: $300,000
IMISSION AT 3%: 59,000

" REFERRAL FEE OF 20% $1,800

NET CHECK TO YOU! $1,800
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SALARY

the word ‘salary’ comes

from the history of salt



All or some of the above!




VIy Deal With Mike Sloan



Jan. 1, 2010

alf of the Book Value of the company.
e had downsized and were at our
5 years. (Lucky for him ©)

operating account and the

e of the comp and furniture was 8k

use I had sold it all the year prior and we were
g a furnished office space. So, he gave me
ASH. (I actually let him take it from his first
istributions because I'm nice)

= He managed the office for the next 2 years with no

salary while I wrote and toured the country for my
book.




itional sale or listing whereas I had no
uence (ad call, internet, come list
am paid 10% of the gross

from me-(past clients that
rals from me, etc) , [ am
YMMmission.

for me, direc
25% of the gross

salary of 40k.

property.
I get 50% of the company profit distributions.
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00 - Distribution in June 2012 (our yearly
on the official profit loss was $54,418 of
527,209 was mine-50%-but we

outed only 11k)

= Total - $143,859
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xplanations

ot much profit in REOs (low average sale
overhead) so we do not pay any
top for those.

to another agent in another town
al fee.

responsibilities one. I do enjoy being

ved from the outside although. Mike and I text

r email daily over various employee, agent , legal
ancial issues.

physically in the office for 4 hours a week.
because I need a scanner, etc to buy houses for

estment portfolio. I use our own agents to

offers for myself to keep transactions arm

m%i y
submit

length.



oto remains on the one ad we run.
ego involved and does not want or
on our ad.

name The Pat Hiban Real
ximize 25 years of brand

d a lawyer legally change the ownership
percentage of the business for accounting and
legal purposes.
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