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Download your handout now.

ACEDealingwith the 
Deal Killers
Handling issueswithTitle, Financing, Inspections,Appraisals, 
andOtherAgents

Introductions are i

• Name
• Where are you from
• What do you want to learn today
• Where do you lose themost of your deals
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Why should
we listen to
you?

 JoshuaCadillac

 ACE,CCIM,CDPE, MCNE,CRS, CRB, ABR,GRI, RENE, SRES, RSPS,
GREEN,MRP,

 CSSA,CCFA, CIAS, e‐Pro, SFR, BPO‐R,C‐RETS, CFAMaster, TRC,

 CDEI, LMB, AHWD, C‐Rep, M‐rep,CPMS,CIPS, DPP

 CAM, LGC, LHI, LeedAP, RRP, LMA, LMR

 Top selling agent since 2008

 Managed a real estate investment fund

 Founder of several businesses

 Creator of “TheACE (AccreditedClosing Expert)” Series of Courses

 Author of “Close for Life” & “The Roadmap to theAmerican Dream”

 Most of the deals I lose are because of financing issues

ACE Intro : “What you
didn’t know; you didn’t

know about real estate” (2
& 3 Hrs.)

ACE Core: (16Hrs.)
ACE Negotiator: The no
nonsense negotiating

course (4Hrs.)

ACE Negotiator 2:
Objection Obliteration

(4Hrs.)

ACE Negotiator 3:
Advanced Real Estate

Negotiation: Body
Language & Beyond (4Hrs.)

ACE Contracts: Writing
Contracts that Get Signed

(4Hrs.)
ACE Lister: (4Hrs.)

ACE Advanced Lister:
(4Hrs.)

ACE Inflation:Dealing with
an Inflationarymarket &
WhyReal Estate is the

answer (3Hrs.)

ACE Investor 1: Investment
Essentials (4Hrs.)

ACE Investor 2: Advanced
Investment Essentials:

(4Hrs.)

ACE Investor 3: Crunch
Time: Crunching numbers
with confidence (4Hrs.)

ACE Investor4: Advanced
InvestmentReturns and

Projections (4Hrs.)

ACE Investor 5: Real World
Real Estate Investment:

(4Hrs.)

ACE Investor 6: Real Deals
& Returns (3Hrs.)

ACE Investor 7: The long &
short of short vs. long term

rentals (4 Hrs.)

ACE Intro To Commercial
Real Estate (4 Hrs.)

ACE Commercial
Contracting:

Understanding the
Paperwork thatDrives

CommercialDeals (3 Hrs.)

Commercial Investment
Analysis1: Understanding

themath that drives
investment (4Hrs.)

Commercial Investment
Analysis 1 Part 2: Future

value, IRR, and Proforma (3
Hrs.)

AdvancedCommercial
InvestmentAnalysis 2:

Evaluating debt over time
in the real estate

investment (4Hrs.)

Commercial Investment
Analysis 3: Real Properties
& Real problems(6Hrs.)

ACE Dealing with the Deal
Killers: (4Hrs.)

ACE Buyers Agent
Bootcamp: (4Hrs.)

ACE Distressed Sales

(4 Hrs.)

ACE Cryptocurrency
Meeting customers needs
in a blockchain world (3 &

4Hrs.

ACE Crypto 2: Closing
crypto deals from A to Z

(3Hrs.)

ACE Valuation: BPO’s
,CMA’S, & what to expect

when expecting a good
appraisal (4Hrs.)

ACE Financing 1: Lending
Essentials (4 Hrs.)

ACE Financing 2:
Understanding financing to

get your customers
approved (3 Hrs.)

ACE Creative Financing (4
Hrs.)

ACE Property Manager
(4Hrs.)

ACE Managing Distressed
Properties (3Hrs.)

ACE Ethics: Real success
the right way (3Hrs.)

ACE If Men are from Mars
and Women are from

Venus where are my buyer
and seller from (2 & 3

Hrs.)

ACE Business Building &
Time Management (2 Hrs.)

ACE The Most Amazing
Product Ever (2 Hrs.)

ACE Close for Life (2 Hrs.)
ACE Lead Bonanza: How to

Build and Work your
Sphere of Influence (2Hrs.)

ACE Better than 12%
(2Hrs.)

 Open your phones browser

 Go to www.Kahoot.it

 Game pin I will give you

 Create a screen name

 No dirty screen names!!!
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Whatwewill 
discuss

 Chapter 1: Dealing with Deal Killers

 Chapter 2: Title Trouble

 Chapter 3: Inspection Issues

 Chapter 4: Appraisals Aggravation

 Chapter 5: Financing Frustration

 Chapter 6: Agent Apoplexies

 Chapter 7: Miscellaneous Mayhem

Chapter 1
Dealingwith Deal killers

Our PrimaryDeal Killer

Us
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ACEdeals a 
lotwith 
thingswithin 
your control

Wedo this to 
keepyou from 
being your 

owndeal killer

What about 
things outside 
of your control

10
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Example

Howtouseour 
influencewell to 
keepourdeals 
fromdying

A lineup of theusuallydeal killer suspects

Title Inspections Appraisals Financing Other agents Miscellaneous
Insurance 

Spouses 

Kids

Other family members

Your customer 

Survey

That jerk face Murphy 
and his stupid law

13
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Weneed to get youprepped

Bewilling 
to adapt

Deals dying is 
bad for our 
morale

16
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Chapter 2
TitleTrouble

Title law is 
really 
important

Whathappens 
when title 
goeswrong

19
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Weneed to 
understand the 
issues that can 
comeup

Lien searches

AreMortgages 
liens?

22
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Tax Liens

Contractor 
Liens

Municipal 
Liens

25
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TheProblems 
with liens

Seller is the one needing the extension

Creates a situationwhere the buyer can get out

The contract does allow the seller some additional time to
correct a title issue

The buyermaywant remuneration for the extension especially 
if it cost themmoney to extend

If inspectionsare needed or plan approval it can cost a lot of 
time

City fines need to be dealt with

DealingwithLiens& Fines

If you don’t theCommunicatewith allMake sure to explainCity fines can usuallyBe prepared to helpTry to get the extent ofPush for lien search to
customer thinks youpartiesthat to your customerbe negotiated to athe title companywiththe probelmbe done asap

are……fraction ofwhat theygathering info to close
are on the books forthe lien

Re‐Occupancy 
Certificates

28
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Handling the 
Re‐Occ

1

Find out right away
if a re‐occupancy 
inspection is needed

2

Order the inspection 
as soon as possible

3

Start the work on
getting any issues 
resolved right away

4

Communicatewith 
all parties regarding 
the progress on the
issues

5

Be prepared if it
takesmore time 
with potential 
solutions

OpenPermits

Things to 
knowabout 
open permits

Not all contracts require sellers to close them

• Nowork ever done

• Permit issued but no inspection called

• All inspections passed butmissing final inspection

• Something in between

Find out the status of the permit

• This gives a dollar figure to a nebulas problem

• It 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

Get an estimate to close the permits out

Knowwhat the contract is committing your customer to

Make sure to tell the buyer if they are going to be responsible

31
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NOTSO
Special
Assessment’s
There is nothing special about 

them!!!!

Condo 
Approval

Also required to legally record title

One of the top three reasons deals die

If youdon’t know if its needed ask….in writing

Don’t just depend on theMLS

As a listing agent always verify the info you put in theMLS

There are rare cases where there is an association, but approval is not 
required to buy there.

Get it in writing: either an approval or letter saying its not needed

Liens on theBuilding
Sometimes liens exist on the building where a condo you are 
buying is located.

Often occurswhenmajor work is being done 

Can also be fromwork the city is requiring

Title companies won’t write a title policy in this case

A sufficient funds affidavit from the association will fix this

If the association can’t or won’t provide SFA then the title
companywill require a hold harmless from the buyer

With a hold harmless only a cash deal will work

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

34
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GetEveryone 
to sign

Who’son
title

Badaddition

THEOWNER ADDS 
PEOPLE TOTITLE IN THE
PAST THAT CAUSE TITLE 

ISSUES

CANCAUSE A PROBLEM 
EVEN IF THEY ARE

REMOVED

LIENS CAN ATTACHTO
THE PROPERTY FROM 

ADDEDBUYERS

QUIT CLAIMDEEDS CAN
BE DANGEROUS IF YOU
DON’TKNOWWHAT YOU

AREDOING

ASK THE SELLER IF
ANYONEWAS ADDEDOR

REMOVED

GET COPIES OFANYQUIT 
CLAIMDEEDS USED

MAKESURE THATANY
CUSTOMERWANTING TO
ADDPEOPLE TOTITLE IS

ADVISED BYAN
ATTORNEY

TYPICALLYTHEYWILL 
ADDWITH A LIFE ESTATE 
WHICH WILL KEEP LIENS 

FROMTHE ADDED 
PERSON FROM 

ATTACHINGTOTHE
PROPERTY
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Acheckered 
past

Summary

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

 Make sure to knowwhat 
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.

Chapter 3
Inspection Issues

40
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Where’d they
come from

How they kill deals
What they look like

How the 
reportmakes 
us feel

43

44
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How the 
report 
makes them 
feel
Say it ain’t so!!!

Brings us to 2 
questions

1. Who is the inspector

2. Why do they hate us somuch

What is 
the home 
inspector's 
motivation

46
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Our deal dies
but they keep
their fee
Not cool right?

Someagents 
don’t know 
the inspector 
theyhired

Howto stop 
inspections 
causing deal 
homicides 
w/Buyers

 Discuss it the motivation of the inspector with your customer

 Remind them the home is usually not brand new

 Adjust their expectations

 Weneed to give the customer context

 Remember they don’t see these reports often

49
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The seller's 
side of 
home 
inspections

Howto stop 
inspections 
causing deal 
homicides 
w/Sellers

 Explain it is an exposure

 Let them know as‐is doesn’t mean they can stick it to
the buyer

 Make sure you tell them in advance

 Discuss a seller purchased home inspection

Benefits of the 
seller paid 
home 

inspection

 You are not surprised by issues

 You canmake repairs in advance and disclose them

 Your seller’s disclosure is more accurate and leaves less room for
liability

 You can disclose the home inspection in the MLSwith copies of 
repair receipts

 The buyer often does not get their own inspection if the seller has
already paid for one

 This strengthens the sellers negotiating position

52
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If thebuyerdoes 
their inspection& 
comesbackwith 
disclosed items

Their offer was in bad faith as 
these things were disclosed

Cosmetic 
repairs donot 
qualify

Where’d they 
get that 
number 
from?

55
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Howtodeal 
with inspector 
estimates

Assess the actual cost for repairs from contractorsor 
handymen

Assesswhat the seller is willing
to do

Some items will be issues with any 
buyer for the house especially with a 
mortgage

See if the buyer will accept if the seller makes some repairs

If not prorate any useable life left and try to come upwith a 
credit that is as small as possible.

With an as‐is contract this is almost always a second round of 
negotiation

The toolsweuse 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

Be clear
WHATWORK IS BEING 

DONE
WHO IS RESPONSIBLE 
FORVERIFICATION

WHATWILLTHE 
BUYERACCEPTAS 
VERIFICATION

58
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 Don’t close (not cool at all)

 Sue for specific performance

 Give the seller more time to finish the work

 Escrowmoney and close
 Always have the agreement drawn up by an 
attorney

 Always have it be specific

 Give an amount of time for work to be done

 Escrowmore than the cost of the work

 If the work is not done the buyer has the
money and some profit for their aggravation

Havea full tool belt

61
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Chapter4
AppraisalsAggravation

The true 
arbiter of value

How theyget 
the value

 They follow a standardized set of rules calledUSPAP (Uniform 
Standards of ProfessionalAppraisal Practice)

 They use on of three methods of valuation
 Replacement cost

 Income

 Comparables

64
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Replacement 
cost

LEAST COMMONLYUSED USEDWHEN THERE ARE
NOT ENOUGH COMPS

USEDWHEN THE PROPERTY 
EITHER DOES NOT

GENERATEANY INCOMEOR
THE INCOME IT GENERATES 
DOES NOT REFLECT THE
PROPERTIESTRUE VALUE

THEY ADD THE COST TO
BUILD THE PROPERTY TO
THE LANDVALUEAND
THENSUBTRACT ANY

DEPRECIATION.

Income 
approach

This is a very common method of 
valuation

It is used on investment properties
It compares the properties income 
to the typicalmarket rate of return 

for a similar property

If car washes are selling for an 8%
rate of return on the market and
the one being valued generates
$100,000.00worth of net income
annually the property should sell

for $1,250,000

This is used to eliminate the issue 
that there are far fewer 

commercial sales

Also income properties are vastly 
different

Risk is different based on different 
business types and themarket rate 

of return already has that risk 
figured in

Higher risk = higher rate of return
= Lower purchase price

The 
comparable 
Method

Requires a lot ofmarket activity

Requires similar properties

Requires similar usually close location to the subject

Thismethod requires adjustments to the comps to allow for 
differences between the subject and the comparables

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

Requires the use of themost similar comparabales

67
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Adjustments

 Amounts for adjustments are not always so cut and dry

 In theory a pool or 4th bedroom should have amarket value but
determining it isn’t easy

 Maybe someone just got a good deal

 Different values on adjustments often lead to discrepancies
between appraisals

The other big 
issue

 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

How to avoid 
appraisal 
issues

Onlymake offers on properties
that will appraise

70
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Active comps 
showonly one 

thing

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

point

Closedcomps 
show

What someone has 
chosen to pay for a 

similar type of 
property recently in 

the area

Look to your 
closedcomps 
for youroffer 

price

73
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When sellers 
areunrealistic

Enlist the listing agent

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

This helps to build a relationshipwhich can be a difference 
maker

You are asking them to help you getTHEIR price

Three things that can happen

They wont help andwill have appraisal 
issues

They get you comps that justify the price
and you put in the higher offer

They can’t find any comps and can help 
persuade the seller that your offer may be 
the best they can do

Putting in the 
highoffer 
hoping it won't 
appraise

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

The benefits are

•We are in the game

•We have an appraisal in hand

• The seller has invested time in our 
transaction and would have to start from 
scratch with someone new

•No guarantee the property appraises 
higher with someone else

Risks of 
putting in the 
high offer 
hoping it won't 
appraise

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

 Three risk the buyer must bemade 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 
pay that

3. The seller is not required to adjust the price

76
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Getting the
appraiser to
your value

 Meet the appraiser

 Coffee and donuts don’t hurt

 Bring three active and three closed comps

 Also bring the comps you don’t want them to use and tell them
why to disqualify them

Appraisers 
motivations

 Appraisers need to justify their valuation to the bank if there's an
issue

 This would seem to make it so they would always come in low to 
be safe

 Contested valuations and complaints from agents counteract the
tendency to be too conservative

 Help themmake the case

 It makes their job easier and shows them you know valuation and 
will probably contest a low appraisal

Sometimes 
the pros drop 
theball

 Sometimes appraisersmake 
mistakes

 They use bad comps

 Don’t adjust for something that
makes a huge valuation difference

 Etc

 This is when you contest the 
appraisal

 Youneed to have your data tight and 
nevermake it personal

 Make sure to showwhy your comps 
are a better fit

 Orwhy your adjustments aremore
accurate

79
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 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 tomeet 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 best 
position to close

Chapter 5
Financing Frustration

82
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Startwell

TheBuyer 
consultation

Just like a good listing presentation

Goes over the process and what could happen

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

This is ameeting that I schedule

Themortgage broker comes in on it

Wewill also discuss mistakes they canmake theywill kill their deal as well

This meeting is where you show them you know your stuff

Common
Financing
Issues

Sourcing funds Major purchases
Don’t countersign for

anyone

Buy the furniture after 
closing

Buyer not letting you 
know about bad news 

right away
Fluffed up job titles

Vice president in charge
of facilitation of difficult
deposits at their bank

VS.

In charge of clearing 
clogged toilets

85
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Leaving time 
for a loan 
commitment

Negotiating 
withmortgage 
approval time

88
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Thismakes 
agentswant to 
workwith you

Chapter6
Agent Apoplexies

Lets look 
at agent 
types

91

92

93



9/20/2024

32

Newagents
1

Don’t know what
they are doing

2

Don’t know what 
they are
screwing up

3

Don’t know how
to talk to their 
customers

4

Don’t know how
tomanage 
expectations

5

Don’t know what 
they should 
disclose and
discuss in
advance

6

i.e. home 
inspecitons

Dealingwithnewagents

Offer to help them through the 
transaction

Remember they are probably 
nervous and undertrained

Take on some additional 
responsibilities:

Let them knowwhat 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 lazyagent

Doesn’t want to do anything

Makes their problems your 
problems

They are not in a rush which 
can bemistaken for 
competence

They are hoping delay will 
make someone else do their 
job

They can be an energy sucker

94
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Lazyagent issues

1. Dates and deadlines can get missed

2. Their refusal to get off their butts can result in vendors killing 
the deal

3. It is very easy to get roped into doing it yourself rather than 
dealing with them

4. Their laziness could sour their customer on the deal and them
at any point and kill the deal

Dealingwith 
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

TheUncommunicative 
Agent

Doesn’t answer their
phone

Doesn’t respond to emails

Doesn’t text back or 
responds once and not 
again

Only responds in the 
communication format 
they like

** If you are this type of 
agent, STOP!!**
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Dealingwith 
agents that 
wont 
communicate

Let the customer know that you 
are trying to reach them.One 
way to do this is to BCC your 

customeron your 
communicationwith them.

CC all parties involved in the 
transaction on all 

communicationwith the other 
agent to create a paper trail and 
make them not want to look
bad in front of all the other 

people on the deal.

Follow up routinely.

If there is no response to this 
message they get another one 
the next day along with a phone 

call and a textmessage.

If there is still no response, I
contact the brokerof the other 
agent and show themmy paper 

trail.

If the brokerwon’t speak with 
me I have my brokercontact 

them.

If that doesn’t work we ask the 
attorney to send a letter to the 

other broker.

Stubborn agents

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

Twocategories 
of stuboronies

The agents that are proud

The agents that are 
overprotective
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Dealing with
the stubborn
agents

Figure out which type of stubborn agent you are dealing with

• Explain howwhat you are doing is in their customers best interest

• Be patient with them

For overprotective agents

• 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. if they wont replace the a/c have them provide a homewarranty

For proud agents

Bewilling to sacrifice your ego to get the deal closed

 Like new agent but without the 
excuse of being new

 They don’t knowwhat they are
doing

 But they haven’t knownwhat
they are doing for a long time

 These folks often haven’t learned 
because they don’t want to

Dealingwith 
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
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Angry agents& Fight syndrome

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

A tendency to demean and belittle other people

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

They may have “fight syndrome”

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

Dealingwith 
angry agents

GETONTHEIRSIDE TRYTOCALMTHEM 
DOWN

TAKE IT

REMOVEYOURSELF 
FROMTHE 

CONVERSATION

ChaoticAgents

These guys run from 
crisis to crisis

They have hundreds 
of unread emails

They are always out 
of breath

Oh that closing was 
today?

106
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Dealingwith 
Chaotic agents Be the noisiest crisis in their life

Keep the pressure on them

We need to be

•Very structured yourself.We need to be structuredenough for both us and them.

• Have a very organized email and file system also goes a long 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, 
on track.

Be patient, lots of great people lack structure and need help

Arrogant/Know 
it all agents

Being this waywill kill deals for you before they 
start as agents won't want to workwith you

Do not let this happen to you

Always thinkmore of other 
than you do of yourself

Stay humble
Always bewilling to pay it 

forward

More of a nuisance than a deal killer

Dealingwith thearrogant/know it all agents

1. Earn their respect: Most agents are accustomed to working
with agents that do not do a very good job.

2. Be humble and let them know you are willing to take instruction 
if you are new.

3. Play to their ego.Offer to learn from their infinite wisdom and 
genius and bask in the glow of working closely with someone as 
amazing as them to get this deal done.

4. Pop them one right in the nose….(figuratively. Do not start
punching other agents)
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Summary
 Determine the type of person you are working with

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

 Get you deals closed

Chapter 7
MiscellaneousMayhem

Insurance
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Spouses

Kids

No, I don’tmean a fair 
housing violationkids w/
this. I mean adult kids

Young they are a reason 
for a bigger house as
they age, they can
morph into a secret deal 
killer

Older ownersmay defer 
to their adult children

Or older childrenmay
take control

To avoid ask if they have 
children that they run
these things by

If they do preemptively 
invite them to be part of
the process

Children tend to be
protective and to
assume you have bad
intentions if they didn’t 
pick you out

For this reason you want 
to make sure that it is
your idea to loop the
kids in

Other 
family 
members
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The 
experienced in 
a different 
market 
customer

Your customer

Buyers remorse is a real thing

You go under contract and the buyer nowwants to see it again

You can tell they are second guessing

•Don’t use anAs‐Is contract

•Make note of the reasons they lied the house to begin with
• If they 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

How to handle this

Surveys
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That jerk 
faceMurphy 
and his 
stupid law

Deals die.

But all deals that die do not need to!
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ACE Intro : “What you
didn’t know; you didn’t

know about real estate” (2
& 3 Hrs.)

ACE Core: (16Hrs.)
ACE Negotiator: The no
nonsense negotiating

course (4Hrs.)

ACE Negotiator 2:
Objection Obliteration

(4Hrs.)

ACE Negotiator 3:
Advanced Real Estate

Negotiation: Body
Language & Beyond (4Hrs.)

ACE Contracts: Writing
Contracts that Get Signed

(4Hrs.)
ACE Lister: (4Hrs.)

ACE Advanced Lister:
(4Hrs.)

ACE Inflation:Dealing with
an Inflationarymarket &
WhyReal Estate is the

answer (3Hrs.)

ACE Investor 1: Investment
Essentials (4Hrs.)

ACE Investor 2: Advanced
Investment Essentials:

(4Hrs.)

ACE Investor 3: Crunch
Time: Crunching numbers
with confidence (4Hrs.)

ACE Investor4: Advanced
InvestmentReturns and

Projections (4Hrs.)

ACE Investor 5: Real World
Real Estate Investment:

(4Hrs.)

ACE Investor 6: Real Deals
& Returns (3Hrs.)

ACE Investor 7: The long &
short of short vs. long term

rentals (4 Hrs.)

ACE Intro To Commercial
Real Estate (4 Hrs.)

ACE Commercial
Contracting:

Understanding the
Paperwork thatDrives

CommercialDeals (3 Hrs.)

Commercial Investment
Analysis1: Understanding

themath that drives
investment (4Hrs.)

Commercial Investment
Analysis 1 Part 2: Future

value, IRR, and Proforma (3
Hrs.)

AdvancedCommercial
InvestmentAnalysis 2:

Evaluating debt over time
in the real estate

investment (4Hrs.)

Commercial Investment
Analysis 3: Real Properties
& Real problems(6Hrs.)

ACE Dealing with the Deal
Killers: (4Hrs.)

ACE Buyers Agent
Bootcamp: (4Hrs.)

ACE Distressed Sales

(4 Hrs.)

ACE Cryptocurrency
Meeting customers needs
in a blockchain world (3 &

4Hrs.

ACE Crypto 2: Closing
crypto deals from A to Z

(3Hrs.)

ACE Valuation: BPO’s
,CMA’S, & what to expect

when expecting a good
appraisal (4Hrs.)

ACE Financing 1: Lending
Essentials (4 Hrs.)

ACE Financing 2:
Understanding financing to

get your customers
approved (3 Hrs.)

ACE Creative Financing (4
Hrs.)

ACE Property Manager
(4Hrs.)

ACE Managing Distressed
Properties (3Hrs.)

ACE Ethics: Real success
the right way (3Hrs.)

ACE If Men are from Mars
and Women are from

Venus where are my buyer
and seller from (2 & 3

Hrs.)

ACE Business Building &
Time Management (2 Hrs.)

ACE The Most Amazing
Product Ever (2 Hrs.)

ACE Close for Life (2 Hrs.)
ACE Lead Bonanza: How to

Build and Work your
Sphere of Influence (2Hrs.)

ACE Better than 12%
(2Hrs.)
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