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We Protect Property Rights.

Security 1st Title offers licensed and trained professionals
to assist you with your title and closing needs. Our local
experienced staff delivers exceptional service to protect

property rights of homeowners and lenders.

PRODUCTS AND SERVICES:
Residential and Commercial Transactions
Purchases and Refinances | New Construction
Foreclosure | Short Sales | HUD

Escrow Contract Servicing | 1031 Exchanges

VISIT US ONLINE AT WWW.SECURITY1ST.COM

TITLE INSURANCE | CLOSINGS | 1031 EXCHANGE | CONTRACT SERVICING
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Blaine Rodman
(316)293-8701

Want to increase referrals and repeat
' YO“R ' business? Why not market yourself

daily and remain top of mind with your
clients by giving them a closing gift
they will love and continuously use?

m Cutco — it’s smart marketing no matter
how you slice it!

Blaine Rodman
Independent Cutco Sales Representative
blainerodman@knivesforlife.com

Your clients will always remember who their REALTOR® is!
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Download your handout now.

Introductions are i

from
ant to learn today
lose the most of your deals




" Joshua Cadillac
* ACE, CCIM, CDPE, MCNE, CRS, CRB, ABR, GRI, RENE, SRES, RSPS,
GREEN, MRP,
+ CSSA, CCFA, CIAS, e-Pro, SFR, BPO-R, C-RETS, CFA Master, TRC,
Why Sh0U|d + CDEI, LMB, AHWD, C-Rep, M-rep, CPMS, CIPS, DPP
e (s ) - CAM, LGC, LHI, Leed AP, RRP, LMA, LMR

* Top selling agent since 2008
* Managed a real estate investment fund
« Founder of several businesses
« Creator of “The ACE (Accredited Closing Expert)” Series of Courses
“ Author of “Close for Life” & “The Roadmap to the American Dream”,
 Most of the deals | lose are because of financing issues
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Closedlife.com

- Open your phones browser
* Go to www.Kahoot.it

* Game pin | will give you

* Create a screen name

* Nodirty screen names!!!
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+ Chapter 1: Dealing with Deal Killers

* Chapter 2: Title Trouble

* Chapter 3: Inspection Issues

What we W|” + Chapter 4: Appraisals Aggravation

discuss

- Chapter 5: Financing Frustration

* Chapter 6: Agent Apoplexies

* Chapter 7: Miscellaneous Mayhem

Our Primary Deal Killer

Us
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ACE deals a
lot with
things within
your control

W/

We do this to
keep you from
being your
own deal killer

11

The 3 Spheres of Control

What about

things outside
of your control

12
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Example

13

How to use our
influence well to
keep our deals

fromdying

= [] &Ef
= Q v = - ke
Title Inspections Appraisals Financing Other agents Miscellaneous
-

Kids

Other family members
Your customer
Survey

That jerk face Murphy
and his stupid law

A lineup of the usually deal killer suspects




We need to get you prepped
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Be willing
to adapt

//' \\
MORALE
Deals dying is
bad for our
morale

18
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Title law is
really
important

What happens
when title
goes wrong
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We need to
understand the
issues that can
come up

Are Mortgages
liens?

24
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Contractor W‘\ 1 !
Liens LLIEN

( You dwe me, suckal)

26

Municipal

Liens

27




\/ Selleris the one needing the extension

5 Createsasituation where the buyer can get out
The contract does allow the seller some additional time to
X correct atitle issue The Problems
$ The buyer may want remuneration for the extension especially W|th |iens
if it cost them money to extend

& If inspections are needed or plan approval it can cost a lot of
time
City fines need to be dealt with

9/20/2024

28

Q & A S v wm %

Ifyou don'tthe
be done asap the probelm parties customer thinks you
gatheringinfotocose  fractionof what they e,
thelien are on the books for

Dealing with Liens & Fines

Re-Occupancy
Certificates

10
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Handling the e e o

Re-Occ

Be preparedifit

occupancy
inspection s needed tesolvedrightaway  the progressonthe  with potential
issues solutions

31

Open Permits

32

’— Not al contracts require sellers to close them —‘

«No work ever done
« Permitissued but no inspection called
« Allinspections passed but missing final inspection

Thin gs to + Something in between

know about
open permits

+ This gives a dollar figure to @ nebulas problem

gives you a solid basis for negotiation

+ It removes the fear from all parties of the unknown

+ The other side loses the ability to over or underestimate the cost of this thing

’7 Know what the contract is committing your customerto —‘
’7 Make sure to tellthe buyer f they are going to be responsible —‘

33

11



NOT SO

Special
Assessment’s

There is nothing special about

9/20/2024
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51 Alsorequired tolegally record title
4 One ofthe top three reasons deals die

#  Ifyoudon‘tknowifits needed ask....in writing

e
Approval

Don't
“

re rare cases where there is an association, but approval is not
d to buy there

Getitin writing: either an approval or letter sayingits not needed

35

Liens on the Building
Sometimes liens exist on the building where a condo you are
buying is located.
Often occurs when major work s being done
Can also be from work the city is requiring
Title companies won't write a title policy in this case
Asufficient funds affidavit from the association will fix this

If the association can't or won't provide SFA then the title
company will require a hold harmless from the buyer
With a hold harmless only a cash deal will work

Tell your customer early and let them make the decision on how
to proceed

12
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Get Everyone
tosign

38

®© 00

THE OWNER ADDS CAN CAUSE A PROBLEM LIENS CAN ATTACHTO QUIT CLAIMDEEDS CAN

PEOPLE TOTITLEINTHE EVEN IFTHEY ARE THE PROPERTY FROM BE DANGEROUS IF YOU

PASTTHAT CAUSE TITLE REMOVED ADDED BUYERS DON'TKNOW WHAT YOU
ISSUES. AREDOING

Bad addition

o &

ASK THE SELLER IF GET COPIES OFANYQUIT  MAKE SURE THAT ANY. TYPICALLY THEY WiLL
ANYONE WAS ADDED OR CLAIMDEEDS USED. CUSTOMER WANTINGTO  ADD WITH A LIFE ESTATE
ADDPEOPLETOTITLEIS  WHICH WILL KEEP LIENS
ADVISED BY AN FROM THE ADDED
ATTORNEY PERSON i
ATTACHINGTOTHE
(OPER

39

13
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A checkered

past

* Any of these can kill your
current deal or future deals

* Make sure to know what
approvals you will need to
close

* Get information as early as
you can on liens and title

* Explain it well to your
customer

+ Communicate with all parties
to keep them apprised of the
efforts to resolve issues

* Most title issues can be
resolved it just takes time and
the know how to do it.

41

Chapter3

Inspection Issues

@
?

14
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Where'd they
come from

How they kill deals

What they look like

How the
report makes
usfeel

15



How the
report
makes them

feel

Sayitain‘tso!!!

9/20/2024

46

Brings usto 2 1. Whois the inspector
qUeStions 2. Why do they hate us so much

e

47

What is
the home
inspector's

motivation

48

16



Our deal dies

but they keep
their fee

Not cool right?

9/20/2024
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50

51

17



The seller's
side of
home

inspections

9/20/2024

52
How to stop -
. . * Explainit is an exposure
n Spe ctions * Let them know as-is doesn‘t mean they can stick it to
causing deal the buyer
homicides  Make sure you tell them in advance
W/Sellers - Discuss a seller purchased home inspection
53
|
54

18
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If the buyerdoes
their inspection &
comes back with
disclosed items

Their offer was in bad faith as
these things were disclosed

Cosmetic
repairs do not
qualify

Where'd they
get that
number
from?

57

19
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= Assessthe actual cost for repairs from contractors or
handymen

Assesswhat the selleris willing ~ Someitems will be issues with any.
buyer for the house especially with a
todo mortgage

How to deal

«/ Seeifthe buyer will accept if the seller makes some rep: Withinspect
estimates
» If not prorate any useable life left and try to come up with a
credit that is as small as possible.
e With an as-is contract this is almost always a second round of
negotiation

58

The tools we use to get an
agreement

We need to bring all our tools to bear

It requires knowledge and negotiation

Be clear on repair vs. replace vs new

Insisting on “new" can kill your deal
Use a home warranty to mitigate risk

As an agent sometimes the home warranty is cheaper
than a commission cut

59

Eo v/

WHAT WORK IS BEING WHO IS RESPONSIBLE WHAT WILL THE
FORVERIFICATION BUYERACCEPT AS
VERIFICATION

60

20
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Have a full tool belt

<

CLOSELLIFE

WITH JOSH CADILLAC

Get On Track... And STAY THERE.

Track and Improve Your Own HABITS,
WORK ETHIC, & BUSINESS PRACTICES with
afantastic and useful PDF Guide and Video

63

21
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Chapter 4

Appraisals Aggravation

The true i3
arbiter of value S

65

* They follow a standardized set of rules called USPAP (Uniform
Standards of Professional Appraisal Practice)

How they get * They use on of three methods of valuation
* Replacement cost
the value - Income

+ Comparables

66

22
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LEAST COMMONLY USED USED WHEN THERE ARE 'USED WHEN THE PROPERTY
NOT ENOUGH COMPS EITHER DOES NOT

PROPERTIES TRUE VALUE R e p | aceme nt
cost

&

THEY ADD THE COSTTO.
BUILD THE PROPERTY TO
THE LAND VALUE AND
THEN SUBTRACT ANY.
DEPRECIATION.

67

‘This s a very common method of L coeatcs HEpioperTis hootne
val

el Itis used on investment properties

1f car washes e selling for an 8% I
rate of return on the market and
Thisis used to eliminate the issve ncome
theonebeng alued enerscs Ll Ao nome ropertisare vty
el 8 5 ial sales .
annually the property should sell S
the approach

Risk s different based on different
business typesand the market rate return
of return already has that isk - purchase price
figuredin

Requires a lot of market activity

Requires similar properties

Requires similar usually close location to the subject The
comparable
differences between the subject and the comparables Method

This method requires adjustments to the comps to allow for

Should be very accurate as it compare what people have
actually paid for a similar property in the area

Requires the use of the most similar comparabales

69

23



+ Amounts for adjustments are not always so cut and dry

* Intheory a pool or 4 bedroom should have a market value but
determining itisn't easy

* Maybe someone just got a good deal

+ Different values on adjustments often lead to discrepancies
between appraisals

—

AN

9/20/2024

70

- Different types of sales matter

« Distressed vs traditional sale matters

* Use of distressed sales as comparables for a non distressed
subject also often leads to an inaccurate appraisal

The other big
issue

THE BIG

ISSUE

71

How to avoid
appraisal

issues

Only make offers on properties
that will appraise

72

24



Active comps
show only one
thing

What people have been unwilling
to pay for these properties to this
point

9/20/2024

Closed comps
show

What someone has
chosen to pay for a
similar type of
property recently in
the area

75

Look to your
closed comps
foryour offer

price

25
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N Tell them you are looking for the comps to justify the price for
your buyer
$ Ask them to send you the ones they are looking at for their price
to help you convince your buyers
o This helps to build a relationship which can be a difference
= maker
[ Youare asking them to help you get THEIR price

They wont help and will have appraisal
issues
) They get you comps that justify the price.
A Three things that can happen  and you putin the higher offer
They can'tfind any compsand can help
persuade the seller that your offer may be
the best they cando.

@ Enlistthelistingagen

When sellers

are unrealistic

76

The contract has a financing
contingency that allows the
buyer to get their deposit back if
the home does not appraise

The hope here is that if the
appraisal comes in low the seller
will adjust their price

Putting in the
high offer

The benefits are hoping it won't
appraise

77

* This requires complete transparency of the risks associated with
your customer

* Three risk the buyer must be made aware of

1. The buyer is stuck paying for the appraisal if it closes or not

2. The appraisal comes in at the higher price and the buyer must

NE pay that
pUttIng in the 3. The selleris not required to adjust the price

high offer

hoping it won't

e RISK

78

26
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80

Sometimes

the pros drop
the ball

* Sometimes appraisers make

* They use bad comps
+ Don‘tadjust for something that

- Etc

* Thisis when you contest the
* You need to have your data tight and
* Make sure to show why your comps

* Orwhy your adjustments are more

mistakes

makes a huge valuation difference

appraisal
never make it personal
are a better fit

accurate

81

27



Summary

* Don't do the appraisal

* Know how they are done

* Know your comps

+ Check comps prior to making an offer

+ Ask for comps if you don't think it will appraise

- Be prepared to meet with the appraiser

* Bring the comps

- Bring reasons to exclude the comps you don’t want used

- Knowing the valuation process puts you and your deal in the by
position to close

9/20/2024

Financing Frustration

83

84

28
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Justlike a good listing presentation
@  Goesover the process and what could happen

This is designed to leave the buyer with no surprises so it needs to be
mprehensive

The Buyer
consultation

/ Thisisameeting that | schedule
@  The mortgage broker comes in on it
©  Wewillalso discuss mistakes they can make they will kill their deal as well

ga¢  This meeting is where you show them you know your stuff

86

Don't countersign for

Sourcing funds Major purchases anyone

Common
Buy the furniture after Buyernotlettingjyoy

e 0 . d Fluffed up job titles Financi ng
Issues

Vice president in charge
of facilitation of difficult In char clearing
deposits at their bank clogged toilets ~

87
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Conditions happen

9/20/2024

88

g

Leaving time
foraloan
commitment

Negotiating
with mortgage
approval time

30



This makes Make a
ELACluae il good first

WEESUEVEEE S impression

91

Chapter 6

Agent Apoplexies

Lets look
atagent

HIGH FLYERS STEADY GLIDERS LACKERS

types

SLACKERS HACKERS

9/20/2024
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New agents .
they are doing. they are totalk to their tomanage ‘they should inspecitons
| H B
=
=

9/20/2024
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Dealing with new agents

Offer to help them through the
transaction

Remember they are probably
nervous and undertrained

Take on some additional
responsibilities:

Let them know what things
they need to make their
customer aware of

Help them formulate the best
way to explain things to their
customer

Get a feel for where the
buyers feeling are with the
transaction

The lazy agent

Doesn‘t want to do anything

Makes their problems your
problems

They are not in a rush which
can be mistaken for
competence

They are hoping delay will
make someone else do their
job

They can be an energy sucker

96

32
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Dealing with

lazy agents

* Great follow up
+ Unwillingness to do their job

* Make up your mind to be

diligent

+ Don't get angry or bitter

* Write your emails so they can

be easily shared with their
customer

« If all else fails, contact their

broker to assign a new agent
or get the agent moving

»
2

gl

e

98

The Uncommunicative
Agent

Doesn‘t answer their
phone

Doesn’t respond to emails

Doesn't text back or
responds once and not
ELEI]

Only responds in the
communication format
they like

** If you are this type of
agent, STOP!!**

33



Dealing with
agents that

wont
communicate

9/20/2024
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Stubborn agents

Quote to
remember: “It's not
what you know that
gets you into
trouble it's what you
know thatisn't so.”

101

The agents that are
overprotective

Two categories
of stuboronies

The agents that are proud

102

34
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« Explain how what you are doing is in their customers best interest

Dealing with <Be patentwih them

the stubborn

age nts « Find terms that allow them to frame it as a win for them
«i.e. give them the price they want but get a closing cost contribution
«i.e. ifthey wont replace the a/c have them provide a home warranty

’7 Be willing to sacrifice your ego to get the deal closed —‘

103

104

Dealing with
ignorant agents

Will be like dealing with the new
agent and the lazy agent

Make sure to write your emails so
they can show them directly to
their customer

Let them know to share your
emails with their customer

Be prepared to do both sides of
the deal

105

35
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Angry agents & Fight syndrom

If you or someone you love suffers from these symptoms:
Get angry with little or no provocation

Yelling

An inability to temper one’s response

The need to fight over every little thing
Atendency to demean and belittle other people

Not considering the effects of their responses on the long-term results
oftheir deal

They may have “fight syndrome”

Often occurs in those who have practiced real estate for any length of time

106

O 60

GET ONTHEIR SIDE TRYTO CALMTHEM TAKEIT
DOWN
Dealing with
angry agents
REMOVE YOURSELF
FROM THE
CONVERSATION

107

AL re

Chaotic Agents

These guys run from
crisis to crisis

They have hundreds
of unread emails

They are always out
of breath

Oh that closing was
today?

108
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Dealing with
Chaotic agents

« Very structured yourself. We need to be structured enough for both s and them.

« Have a very organized email and file system also goes along way to squeezing out
ways where they can screw your deal up.

« Follow up with them frequently. Become the squeaky wheel and take the role
seriously. .

« Enlist the other folks in the deal to help you keep the other agent, and your deal,

’7 B lots of great people lack structure and need help —‘

109

More of a nuisance than a deal killer

Arrogant/Know

T Always think more of other Always be willing to pay it
itall agents than you do of yourself B forward

110

111
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+ Tailor your response to best get the results you want based on the
other agent

+ Determine the type of person you are working with

* Get you deals closed

112

Chapter7

Miscellaneous Mayhem

114
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116

Other
family

members

117

39



The
experienced in

a different
market
customer

9/20/2024
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f Buyers remorse is a real thing —‘
’7 You can tell they are second guessing —‘
How to handle this -
*Don't use an As-Is contract
+ Make note of the reasons they lied the house to begin with
+ Ifthey dither remind them of all the reasons they made the offer in the first place
+ Be prepared to expound upon their reasons
« Discuss the financial benefit of owning a home

119

40
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That jerk
face Murphy
and his

stupid law

121

YOUR

SUCCESS
YOUR

WAY.

ENROLL TODAY!

122

123
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Closeglife.com

125

THE \\M

»\\\\‘A
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CLOSELLIFE

WITH JOSH CADILLAC

Visit our website to learn about coaching,
upcoming classes, real estate investment
opportunities, podcasts, and more.

or Text CADILLAC
to 66866

josh@joshcadillac.com | 954-608-0931

127

43
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