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Chapter 1

You want to play this
“real estate investor”
game, you’d better
know how to sit
down with a seller
and make things
happen.

If you're an active and successful real estate investor, you
understand that NOTHING is more important than your
ability to put deals together, and in a word, that’s spelled
‘NEGOTIATE”

Frankly, it's so far ahead of everything else that there isn’t
even a close second.

You want to play this “real estate investor” game, you'd
better know how to sit down with a seller and make
things happen.

He’s got to feel comfortable dealing with you. He’s got to
feel you're paying attention and are going to really go to
work for him and get his problems solved.

Most importantly, he’s got to know in his gut that you can
deliver the goods.

If you don’t create those kinds of feelings sitting there at
the seller’s kitchen table, walking out of that meeting with
a signed-off purchase and sale agreement just isn’t going
to happen often enough.

There’s such power in showing up and “talking turkey,”
one-on-one that do to it any other way (like to ask your
real estate agent to “present an offer” for you) is just cause
for kicking you out of our little club.



This is where we
make all our money,

guy ...

If you want to become a real estate investor, and
especially if you want to specialize in distressed
properties like foreclosures, you have to have this
negotiations thing down cold.

SUMMARY:

Instead of talking to a homeowner about to lose his home
in foreclosure, some investors will actually hand their real
estate agent a filled out offer and say, “let me know how
it goes.” Ugh. That's insane.

This is where we make all or our money, guy. It's THE
most important thing we do and it’s not something you
want to hand off to your agent. Learn everything you can
learn about negotiations and get good at it. You do that
and | promise you, you’re on your way.

Next we learn what this negotiation thing is really all
about, especially in terms of how it works from a
foreclosure investor’s perspective.



Chapter 2

There are five simple
steps | go through
when negotiating

with a seller.

| negotiate for a living. It's not some mysterious science or
a “big secret” code only a select few of us know about.

And no, it isnt hard to become a good negotiator if you
understand and use a few simple concepts we’re calling
“steps.”

All you have to do to get started is learn the five simple
steps to bring about a successful negotiation and the rest
of the pieces will fall into place automatically.

And, to make it just that much easier, I've already broken
the steps down for you.

There are five simple steps | go through when negotiating
with a seller.

Just five.
You can handle five.

They are so simple and straightforward you may already
be doing most of them unconsciously like I did for years.

Now that I've broken them down and can mentally check
these steps off as | go through the negotiations process,
I've found I do a much better job and as a result, end up
with far more business.

And, I don’t have to constantly wonder what I’'m
forgetting or if I've covered



... if you've got to
ask what to do next,
you shouldn’t be
sitting there in the
first place!

all the bases or maybe even left out something important.

Once you're up to speed, you can put the system itself on
“autopilot” and you'll never even have to think about it.

[ know when I'm sitting there across from the seller, it just
flows along from one step to the next without much focus
on what should come next.

That should be a goal of yours, too. You want to become
comfortable as a negotiator, especially when you’re
sitting there at the kitchen table.

New investors often find themselves sitting across from
the seller and wondering, “what do | do next?” That ain’t
good, friend.

You need to understand early on that this is a serious
business and going in unprepared or shooting from the
hip isn’t a great strategy.

There’s real money to be made here. It pays to learn the
basics and really practice them ahead of time so they
become second nature.

SUMMARY:

Remember, if you've got to ask what to do next, you
shouldn’t be sitting there in the first place!



It’s a process
designed to bring
about a successful

transaction . . . and it
flat out works.

When you’re in a negotiation, you want to be able to
focus on what matters and not on the process. You can
only do that once you’ve got the process so ingrained that
it happens automatically.

[ walk the seller through five simple steps that are so
logical and straightforward | can mentally check them off
as we go along with hardly a thought.

It's a process designed to bring about a successful
transaction . . . and it flat out works.

If you'll learn the process and use it, the next time you're
sitting across from the seller at his kitchen table, there
won’t be any mystery about what you're doing there.

ASSIGNMENT:

If you’ve been at this awhile, think about the last
negotiation you were involved in and ask yourself if you
had a plan of attack . . . or did you just “wing it?”

If you did the wing it thing, can you see any areas you
might have done better?

If you're brand new, decide now if you want to really get
in there and make things happen or just watch from the
sidelines and have someone else handle the negotiating
part.



Believe me, the difference between the two is miles, and
more importantly, dollars. Big dollars.

Next, we take a look at an overview of the actual
negotiations process and see how it works in practice.

You know, that ‘real world’ thing?

Stay tuned!



Chapter 3

Relax, this
stuff is easy!

Earlier, | let you in on a secret:

I negotiate using a structured system that provides me
with a definite plan of attack.

It's practically on auto pilot so when | negotiate, | don’t
have to wonder about what to do next.

[ can just mentally check off step after step and with any
luck, come to an agreement that works well for both the
seller and me.

Sure, you can wing it if you want to, but not me. I've
learned that winging it is just another way of saying |
haven’t taken the time to get the thing broken down into
clear simple concepts | can understand, use and put to
work.

Winging it means | really don’t know it at all and that |
haven’t learned and practiced enough to get good at it.

It means I'm really not serious about the business itself.
| encourage you to take the time to break it down, learn
it, and get good at it. Get it rock solid in your head so it
happens effortlessly.

But enough talk, let’s take a first look at the individual
steps to the process. Relax, this stuff is easy.

10



This stuff only
applies if your goal is
becoming a really
great negotiator.

OVERVIEW:

If you accept the fact that negotiating to buy real estate or
foreclosure properties is a process, you'll have no
problem accepting the fact that this process has a
beginning, a middle, and an end.

The goal, then, is to move the seller through this process,
starting at the beginning and moving him along to the end
and reach acceptance.

That means you walking out of there with a deal in your
back pocket that makes you serious money.

Oh, and by the way, if you're not interested in “serious
money,” you don’t need to bother learning this stuff. If
you're goal is not you name on an “elephant checks,”
then this stuff doesn’t really apply to you.

Sellers will happily give you their properties if you're
willing to pay them near market value and to do that, you

don’t need me telling you how to negotiate.

This stuff only applies if your goal is becoming a really
great negotiator.

So, let’s begin . . .

11



Reacting is for
chumps who are
clueless

STEP ONE:
“Back off, Jack!”

Where to start?
Frankly, it's important that you DON'T.
Let me explain . . .

Initially, you don’t want to do anything. It's the hardest
part and the concept | never really understood. Most
people don’t. Most people have no clue about this and
miss it completely.

STEP ONE is backing off, staying out of the thing and
making a conscious effort to sit back and simply take it all
in. Easier said than done, by the way.

We're always eager to just get in there and fix things. We
see an obvious mistake, we want to get it corrected so we
can impress the fellow across the table with our obvious
know how. That's just plain silly.

And reacting? Good grief, don’t you dare. Reacting is for
chumps who are clueless.

This works in all facets of life, if case you haven't figure
that out yet. For me it frequently occurred whenever | got
a difficult phone call or received a problem letter from
someone somehow disgruntled.

12



. . . knee jerk
reacting is rarely a
good strategy.

My reaction to these situations? | couldn’t wait to jump in
there and argue my side of the story!

That meant the telephone call turned into one of those
ugly yelling matches that let me blow off steam but didn’t
get anything resolved.

Or if it was a letter that started the thing, you can bet an
even more scathing letter was in the mail that same day
giving them a piece of my mind.

Dumb move, Jose.
What should my reaction have been?
It should have been to DO NOTHING!

Unless you're going for effect, knee jerk reacting is rarely
a good strategy. Heck, it's probably never a good strategy.
If you're a reactor, realize it does you no good and
resolve to stop reacting immediately.

STEP ONE, unbelievably, is . . . do nothing. How’s that
for a different approach?

When | first decided that from here on out, whenever
faced with a difficult situation (and particularly when
meeting with an owner in trouble), my initial response
was to not respond, everything changed.

13



I’'m here for one

reason and one

reason only . ..
to get paid.

Can you see why?

All of a sudden, | was the one in complete control.
Instead of merely reacting, | was able to think things
through and actually formulate a game plan.

See the difference?

People in foreclosure have a huge problem. I'm skilled
enough to know that I can usually fix their problem, but
fixing the problem isn’t what I’'m going for here. I'm here
for one reason and one reason only . . . to get paid.

Instead of just fixing the problem with a wave of my hand
like some real estate wizard, today | just sit there and
listen. By listening, | learn things and gain new
perspectives.

It also changes the seller’s impression of me, and always
for the better. | hate it when people try to give me what
they think I need, without first understanding my needs.

Sellers feel that way, too. By investing my time and
hearing them out, without my constant interruptions, they
begin to feel at ease and as a result, begin to like and trust
me.

If my goal is to get paid, then my objective should not be
to “fix the problem.”

14



STEP ONE
is critical . . .
do nothing.

Trust me . . . that ain’t it.

My goal is to get paid, and before that guess what must
first happen?

It's the ‘like and trust’ thing mentioned above. Anything |
can do to get me there is a good thing, and the first step
on that path, literally, is “do nothing.”

SUMMARRY:

Instead of jumping in there with both feet, just sit back
and observe. Watch and learn. Figure out what really is
happening and think about what you’re doing. Then (and
only then), move on to Step Two.

Negotiations are a process with a beginning, a middle,
and an end. STEP ONE is critical . . . do nothing. Instead,
just watch and learn. See what'’s really happening and
instead of reacting, really get a good handle on the
situation.

My goal is to get paid, and to get me there | need to
establish a trust with the seller and I cannot to that by
rushing things along.

ASSIGNMENT:
Bite your tongue. No, seriously, the next time you bump

up against a “situation,” see if you can keep yourself from
reacting.

15



You do it this way
and you own that
clown.

Instead of jumping right in, simply refuse to get involved
and instead, assess the situation.

I'll bet just two minutes of thinking out the best response
instead of reacting on the spot will result in a move that’s
better by a large margin.

Even better, look around and see who's in control.
Believe me, it's not the guy flying off the handle. You do

it this way and you own that clown.

Next we move on to STEP TWO . . . “Get on the Same
Page with the Seller.” Sounds like a plan.

16



Chapter 4

. .. my main concern
at this stage is not
the real estate
problems.

Earlier, we discussed STEP ONE, backing off and instead
of reacting or jumping in, just sitting back for a bit and
taking mental notes. For you and me, that means doing
nothing except paying attention.

Now, we move on to our next step . . .

STEP TWO:
“Get on the Same Page With the Seller.”

Get on the same page? Ahhh, now we're talking. Yes, you
get to jump in and actually become involved in the game.
But a word of warning here - go slowly.

When | make the move to STEP TWO, the last thing |
want to be talking about is real estate. No way am | going
there this early in the process. The real estate problems
can wait, thank you, because my main concern at this
stage is not the real estate problems.

Remember, the tough real estate troubles he’s now facing
and all those kinds of problems are simply the end result
of what’s likely to be a whole host of problems.

Were | to start at the real estate problem, I'd be starting

without enough real information to be able to offer much
help.

17



Besides, asking easy questions about the things I learned
of during our STEP ONE conversation helps me to better
understand what's really going on, and with that
information, tailor a solution that truly makes for a good
fit for the seller.

So, I don’t want to talk about the real estate problems
early on. Often, I'll pick out an item or two that doesn’t
even relate to a problem.

I don’t want to talk | need a conversation starter, and I’'m horrible at “small
talk” and the “how about this weather we’re having,” line

about the real estate ,
won't get me far.

problems early on.

But, since | spent the first five or ten minutes just

listening, | can now address a dozen or more things the
seller has already mentioned.

Barbies!

Met a fellow not long ago whose wife is an avid collector.
Guess what we talked about? No, not the Barbies
themselves.

We spent quality time talking about what a waste of
money purchasing the Barbies had been (we're talking
thousands of dollars here) and how the money could
have been better spent.

As you can imagine, | agreed whole-heartedly and soon
thereafter . . . we were on the same page.

18



Buddy, I've got
all day

Just like that.
And all it took was $10k worth of the darn dolls.

Just a couple guys agreeing on something that had little to
do with real estate and once we got to that point, if there
was a deal to be made here, I'd have made one. Hey,
we’re buddies.

It's always something. Your job is to keep going down
your STEP ONE mental list and by the time you get to
item #3 or #4, you'll hit on something the two of you can
commiserate over.

And just like that, you're on the same page.
To start it off, pick something that’'s been mentioned and
ask a question about it. Just get him started and watch

where things go.

Me, I'll talk about the price of tea in China or anything
else people want to talk about.

And hey, if | know there’s a deal here, you better believe
I'm willing to talk about whatever it is you want to talk

about. Buddy, I've got all day.

[ once sat on a seller’s couch for five hours, listening to
him tell me his story. It was fascinating, thankfully,

19



Tune in, listen to the
words being said and
equally important,
the words that
aren’t.

and involved him smuggling $500k in cash, of his own
money, into the country.

Which, looking back on it, was a marathon | don’t care to
take on again.

Except that | did walk out of there with a signed off
contract for a brick twelve unit building I'd had my eye
on for years.

Oh, and by the way, he did agree to carry the financing
(no banks) and allow me to buy it with only closing costs
down (about $7,000).

Deal? Ugh, yeah.

Worth the five hours on the couch? Ugh, yeah.

By the time we were through, he’d done everything
possible for me to be able to own his property. In fact,
he’d gone out of the way to make it happen.

So, can you figure out where the seller is at and get
yourself there right along with him? Heck, | do that for a
living.

How?

Tune in, listen to the words being said and equally
important, the words that aren’t.

20



Listen, watch, and
discover what makes
him or her tick.

See if you can figure out what's really bothering him,
even though he may not come right out and say it to you.

SUMMARY:

Before you get can “get down to business,” you need to
first get on the same page with the seller. How? Easy! You
just spent quality time listening to all the things he felt
mattered. Now, talk about them.

Begin by asking specific questions, mention the things he
talked about passionately and see if you can get him to

engage you in a conversation.

You just need to get the conversation started and my
experience is that it will snowball from there.

What matters most is that he recognized that you feel his
pain. Do that and he’ll already begin to like and trust you.

ASSIGNMENT:

Spend five minutes with the next few people you meet
and see if you can ‘tune in’ to them.

How?
Listen, watch, and discover what makes him or her tick.

Really get into their needs. Make it totally about them and
keep yourself and your needs out of the way.

21



Can you remember
the last time
someone was totally
there for you?

Get to their level and once you're totally tuned in, watch
their reaction to you being completely there for them, in
the moment.

Can you remember the last time someone was totally
there for you? How did it make you feel?

It's a rare thing to have happen and when it does, good
things are certain to follow.

Next, onward along the path . . . it's almost time for you
to deliver the goods, friend.

Except that you've first got to show him that you're not
adversaries, and that what he believes to be his solution

probably is not what you’re there to offer.

Easy? Ugh, yeah.

22



Chapter 5

YOU ARE IN
HIS SHOES!

We discussed “getting on the same page with the seller”
and found that if we pay attention, we can “tune in” and
step right into that conversation that’s already taking
place in their heads.

Once there, good things happen. Sellers who both like
and trust us are going to be open to, at the very least,
listening to our ideas and suggestions.

Now what?

STEP THREE:
“Shake Things Up!”

Ill bet you’ve never really stopped to consider what's
been going on in the seller’s head prior to your arrival.

Do you understand he thinks you showed up this
afternoon to do battle with him and try to steal his house?
Do you really know that? If not, you’d better make a note
of it.

And as a result he’s spent all day gearing up to keep you
from doing so. Can you blame him? Wouldn’t you do the

same if you were in his shoes?

Well, YOU ARE IN HIS SHOES. Remember? You’re on
the same page. You're feeling his pain!

Think about how that must feel to him and what must be
going on in his head.

23



Can you hear it?

Now you get to blow his mind because instead of
engaging him in the tug of war battle for his house he’s
expecting, you're going to shake things up.

Forget any preconceived notions you may have. The old
rules no longer apply.

We shake things up by TEAMING UP WITH HIM, and
Forget the battle from there, we work together to get things squared away.

of wits. He expected “me against you.” Now he’s not going to

know what to expect.

Forget the battle of wits. Forget the head-to-head battle.
Heck, forget all notions of battles.

We're here to solve problems, not create new ones, and
engaging a seller in a “me against you” posture is simply
a poor position from which to negotiate.

So why even bother?

Remember, the old rules don’t apply. Make your own! |

see the seller as my client. And me? | am simply a highly
paid consultant, thank you very much.

Make a note of that, too.

[t's my job to extricate him from his problems and most of
the time | am able to do just that. If | am unable, I've

24



Here’s the big secret:
the solution lies
within the problem
more often than not.

failed him as a consultant and don’t deserve a nickel.

However, when | do pull things off (especially when the
situation is extremely dire and next to impossible) |
deserve to collect a HUGE fee for making the bad men go
away.

Now, don’t get me wrong.

This is only how | see myself when I'm negotiating. | do
not, in reality, have any such relationship so if you're
considering becoming an actual consultant, you're

missing the point.

It's simply a way of looking at things that allows me to
instantly get in the proper mental state.

Now that we’ve shaken up the roles, let’s shake up the
goals.

When we attempt to shake up the goals, we shift the
focus from the problem to the possible solutions.

How?
Here’s the big secret: the solution lies within the problem
more often than not. Your job is to figure out how to give

a solution to him that works, and still make lunch money.

In other words, you say potato, | say . . . you know,
potaaaaaato.

25



My job is often to
show him he doesn’t
need the darn loan.

For instance?

Well, a common problem for an owner in foreclosure is
he can’t qualify for a new loan and thinks getting a loan is
the solution. My job in that situation is often to show him
he doesn’t need the darn loan.

I'll say . ..

“Look, I'll pay the back payments and partner up with
you. You don’t have to worry about qualifying for a loan
since I'll put up all the money to stop the foreclosure.”

Now what’s his problem?

It's no longer the loan . . . we’ve shaken things up and the
focus has shifted.

The money to stop foreclosure is a done deal (I'll put up
the money). He knows stopping foreclosure is the goal

and assumed getting a new loan was the solution.

Turns out there are other ways to reach that goal and I've
just given him one he’s never thought about before.

Now we're only talking about the cost of the money. His
goal of stopping foreclosure is as good as handled.

26



I've already eased his
pain and taken
weight off his

shoulders.

In the process, I've taken a huge problem and reduced it
to a much more manageable one.

He now knows that foreclosure is off the table if he
decides to do business with me. | am the one guy who at
this moment can make foreclosure go away, like “poof.”

However, instant solutions like this, especially in difficult
and complicated situations, don’t come cheap.

Particularly from me, it's going to be, well, pricey.

But here’s the cool part - there’s now a solution on the
table that solves the problem in an instant . . . and also
involves me getting paid big dollars. Before, | wasn’t even
in the picture. Now, my proposal is in play.

What's off the table?

Losing the home!

Before it was a question of getting a loan or losing the
home. Since getting the loan was impossible, the only
real result before | showed up was losing the home.

I've shifted the problem entirely. It's a much easier one to

face and deal with. I've already eased his pain and taken
weight off his shoulders.

27



There’s a reason |
can buy houses for
fifty cents on the
dollar (or less), and it
has nothing to do
with my good looks
or charming
personality . ..

You better believe he feels that.

Now, we're talking about certainties. Now, it’s just about
the numbers.

We've shifted the problem from one of losing the home to
now simply one of what it's going to cost to keep it.

The difference is HUGE and my deal, compared to losing
the house and getting booted out by the sheriff, often
doesn’t seem half bad.

There’s a reason | can buy houses for fifty cents on the
dollar (or less), and it has nothing to do with my good
looks or charming personality, as anyone who knows me
will attest.

[ can do it because | put deals on the table that solve
tough problems instantly. | take tough problems (losing
the home to foreclosure) and shake them up them into
easier problems (giving away part ownership but keeping
the house, not moving, saving equity, etc.).

Which do you think is an easier problem to address?
SUMMARY:

Shaking things up involves shifting. That includes roles
and goals. We move from adversaries to teammates, and

we shift from the problems at hand to solutions that fit the
seller perfectly.

28



ASSIGNMENT:

Think about something that has always bothered or
bugged the heck out of you. | mean it's been a real pain
for as long as you can remember. Now, shake things up!

Tell me in a short email (gonzo@foreclosureclues.com)
how it may very well have been the best thing that ever
happened to you, and why.

Me?

[ was an army brat, attended 13 different schools,
including 3 different high schools. Check out my profile
on classmates.com and you’ll find that I got around, a lot.

A bother? HUGE. A blessing, equally HUGE. I'll spare
you the details, but tell you that it all depends on how it’s
looked at (and the therapy didn’t hurt either ;-).

Now, get out the paper and pencils, because next we'll
be drawing treasure maps. Time to really get to work.

29



Chapter 6

It’s his way out of
the problem that
gives him a chance
to get on with his life
and not look back

We talked about shaking things up and shifting the
players and the problems around a bit. So, instead of me
vs. you, we're teammates, and instead of focusing on
what doesn’t work, we focus on things we can actually
make happen.

STEP FOUR:
“X Marks the Spot.”

Now we get to work and begin by creating the owner’s
own “treasure map.”

It's that irresistible path we create for the owner. It’s his
perfect exit strategy. It's his escape route. It's his way out
of the problem that gives him a chance to get on with his
life and not look back.

“Mr. Seller, have you thought about just moving to a new
place and renting? I've got a home that may work out for
you.”

Or...

“Mr. Seller, what if instead of going through this refinance
that doesn’t look like is going to happen, what if instead
you and | partnered up on your property? I'll pay the back
payments and you . . .”

Or...

“Mr. Seller, filing bankruptcy to stop foreclosure almost
never works out, at least from what I’'ve seen. What if we

30



Make it an
irresistible solution

partner up here? I'll get US more time so we can get it
cleaned up and sold before the foreclosure . . .”

Or...

“Mr. Seller, these payments are killing you. What if |
refinance the place for you and let you stay here as my
tenant for now. That way, you don’t have to move . . .”

Your treasure map is the solution that absolutely fits the
owner’s needs and gets him to where he really needs to
go. X marks that spot.

You just have to show him where the X is.
The problem with many owners is that sometimes even
the perfect fit solution, drawn out in front of them, isn’t

recognized as such.

“Dude, it’s a map that’ll take you where you need want
togo...takeit!”

Sometimes they don’t, especially people in foreclosure.
They’ve got other things to think about and it’s often
frustrating when you lay the perfect road map out for
them and they refuse to see it.

Remember, it must be clear and straightforward! It's got
to be a much better alternative to losing their home.

Make it an irresistible solution.

31



Remember, it’s no
big secret. It's a
process

Sometimes ‘irresistible’ is relative, especially when the
sheriff is scheduled to come by later in the week.

Something else to keep in mind . . .

Investors who don’t know better get frustrated when
dealing with “difficult’ people like the type we often see
in foreclosure.

When someone tells you they’d rather burn their house
down than let you have it, or says they’re just walking
away and don’t want your hundred dollar bills, no matter
how many you’ve got, it's probably because you got
ahead of yourself and didn’t go through the 5-Step
process.

The reason they fail is because they always start right at
the ‘treasure map’ step and totally ignore steps one
through three. And then they wonder why the owner isn’t
receptive!

Remember, it's no big secret. It's a process.

SUMMARY:

Drawing a treasure map is when we finally get out our
tools and craft a solution. Here we get to use our talent
and skill to craft the perfect solution for the owner facing

the loss of his home.

ASSIGNMENT:
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Pick up every book
or course you can
find and get this part
of the business
figured out now.

Learn the foreclosure business inside and out so you can
show up with all kinds of solutions that solve problems
for people losing their homes.

Pick up every book or course you can find and get this
part of the business figured out now.

Check out my foreclosure course, Totally Dominate Your
Foreclosure Marketplace for the real nitty-gritty stuff no
one else has the guts to tell you. It’s available online at:

http://www.foreclosureclues.com/pages/totallydominate.h
tml

Next, you've drawn the treasure map. Unfortunately, no
one is interested in using it. Grrrrrr.

We'll need to fix that.
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Chapter 7 We left off talking about creating a treasure map that
gives homeowners in trouble a direct route to their very
best solution.

We created this map to give them direction and allow
them to move forward toward the solution we’ve helped
them find.

[t's the movement from the problem to the solution that
gets the deal done.

But there’s a problem. Some people just don’t respond
There are times it well to anything, and that includes your perfectly drawn
takes a whack on the treasure map.
side of the head to

get their attention You’ve handed them the map, but they don’t seem to be

packing! Now what?

STEP FIVE:
“Show Them Where the
Bodies are Buried”

Take out that map again and sketch in the quicksand. Put
a big “danger” sign right there. Now draw the rattle snake
pits, the Bandito hide out, and the graveyard where others
who strayed from the path are now buried.

There are times it takes a whack on the side of the head
to get their attention. This is that time. What you need to
do is show them why they not only need to take this path;
they need to stay on the path
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I know all the
consequences of
leaving the path, and
some of them aren’t
pretty.

... and if they don’t, bad things will happen.

I know all the consequences of leaving the path, and
some of them aren’t pretty. Some are particularly nasty, in
fact, and now is the time to educate the owner about all
those things.

“Bankruptcy stays on your credit report for 10 years.”

“Foreclosures happen every Friday, and | talk to people
every day who tell me they’ve got things taken care of,
and then | watch them lose their homes the very next
week.”

“There are plenty of sharks out there who will not lose a
minute of sleep feeling guilty about kicking you out of
your house.”

“The bank will come after you for their entire loss. They’ll
get a judgment against you, garnish your wages and seize
whatever funds you have in your bank accounts.”

It gets to be a long list once you get started. I’'m not there
to scare them, but | am there to make absolutely certain
they understand exactly what happens should they decide
to pass on my deal and just wait around for the tooth fairy
to show up.
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It’s got to be 100%
hassle-free.

I've seen what happens. | can tell the stories . . . some of
them happened to me. | can always go straight to the
story that starts with:

“When | lost my home in foreclosure in 1983 .. .”

It's not a particularly pretty story, by the way, and it
delivers the message | want delivered. Danger is
everywhere.

But don’t stop there . . .

Once you show them the dangers, you now have to show
them that you're their very own guide. You've got all the
gear set up, you’'ve got the mule train in place, have a
hired gun or two on board, and your job is to get them
safely to the treasure.

Not only that, you’ve got the picks and shovels and
you're even prepared to do all the digging for them!

Got it?

It's got to be this easy. It’s got to be 100% hassle-free.
Realize right now that people are in foreclosure for a
reason. They’ve displayed a history of poor judgment and

poor decision-making. To expect them to now change
and do the right thing is expecting too much for many.
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So, you've got to lay
it out so it’s simply
and easy, with you
doing all the heavy

lifting.

So, you’ve got to lay it out so it’s simple and easy, with
you doing all the heavy lifting.

You do that and you'll have people coming along for the
ride.

SUMMARY:

You can do everything right and they still refuse to take
you up on your offer. What to do? Educate them about
the consequences of saying ‘no.” Show them where the
bodies of those who didn’t take your advice are buried.

Make sure they know and understand just how bad it can
become. You don’t need to scare them, just show them
the facts and that may be scary enough to get them to see
the light and take you up on your deal.

RECAP:

The negotiations process can be broken down into 5
simple steps that are easy to learn and follow:
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STEP ONE:
“Back off, Jack!”

STEP TWO:
“Get on the Same
Page”

STEP THREE:
“Shake Things
Up!”

STEP FOUR:
“X Marks the
Spot”

STEP FIVE:
“Show Them
Where the
Bodies are Buried”

Learn these steps and actually walk through them as
you're negotiating your next big deal and you’ll be
amazed at how easy the process becomes.

Negotiations are not simply a necessary evil in the real
estate world. Negotiations are the fun part!

Once you understand the game and can get in there and
mix it up with a bit of knowledge and skill, you too can
dominate your foreclosure marketplace.

ASSIGNMENT:

Now, go find an owner in foreclosure with more than a
little bit of equity and let’s put a deal together.

Need more help?
Don’t forget to pick up my foreclosure course, “Totally
Dominate Your Foreclosure Marketplace,” available now

at www.nothingdown.com.

Good luck, and let me know how things go!

A

Joe Kaiser
joe@foreclosureclues.com

P.S. I hope you enjoyed and learned something from this
short negotiations series.
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Pass along a copy of
this negotiations
course to all your
investor friends!

Please take a moment and let me know if it was helpful or
how it might be improved. Even better, be sure you pass a
copy along to your investor friends or let them know
where they can find a free copy of it at:

http://www.foreclosureclues.com/swatteamleader.html
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