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  YOUR GREATEST POTENTIAL FOR WEALTH


  When I started a used car business in April, 1957, I never really thought about becoming a millionaire. None of my friends in Columbus, Ohio, came running to my muddy sales lot saying, "Bill, you're going to be rich!"


  I thought that millionaires were "born," not made. Not in my wildest dreams could I see building one of the nation's largest automotive empires with sales exceeding $400 million in a single year. No one gave me the information you are about to read. If they had, the road to wealth would have been much quicker and much easier.


  This book will take you step-by-step along a path that anyone can take to financial security and personal wealth. Plus, I'll share dozens of ways to produce immediate funds to help you get started.


  It's sad but true that in North America, ninety-five percent of people over 65 years of age are not financially independent. Social security may be social, but it will not make you "secure."


  Two Kinds of Wealth


  Most people never make the great mental leap forward from the concept of "working for money," to the idea of "acquiring wealth." Over the years I've discovered that there's a great deal of difference between the two. Creating cash may sound enticing, but by the time the giant hand of our economic system—including taxes—reaches into your pocket, there's not much left. As you'll see, building wealth produces a result that is totally the opposite.


  There are two kinds of wealth: visible and invisible. The visible kind produces material goods and "things." But your invisible wealth is every bit as valuable—your ability to put "deals" together, and create a team of people who will work with you. Remember, you win with people.


  Of all the income-producing strategies I've ever known, there is none to compare with the building of a fortune through real estate. Without question it is the largest single producer of millionaires.


  You may say, "Bill, tell me something else. I can't do that because I've got a little house that I paid $60,000 for and still own $40,000. How is it possible for me?"


  If I showed you how to turn that modest financial base into $1 million, would you give it a try?


  Even with a small start, you have the power to build a portfolio of real estate holdings that will continue to multiply. The numbers are astounding.


  Can a person who starts with $1,000 become a millionaire in 20 years? Certainly, if you double your money every two years. You say, "Bill, that's unrealistic!" Not in real estate, and I'll show you what I mean.


  Let's say that you put $1,000 cash down (5%) on a small $20,000 "fixer-upper" house—which, by the way, you can still find. Two years later, you decide to refinance the $19,000 mortgage for $25,000, you've got $6,000 cash. If you realized just $2,000 you would make 100% on your original cash investment.


  Here's what happens when you double your money 10 times. $1,000, $2,000, $4,000, $8,000, $16,000, $32,000, $64,000, $128,000, $256,000, $512,000 and then $1,024,000!


  To put it another way, set a goal that five years from today you are going to "control" ten houses that presently are worth $50,000 each. At the end of five years, place each one on a 15 year mortgage. Twenty years from now they would all be debt free. How much would they be worth? If the future is guided by the past, the market value of the houses will double in the time we're talking about. They'll be worth at least $1 million—and probably much more—in just 20 years. Even better, they'll all be free of debt and your net worth will be over $1 million.


  Write it Down


  You may say, "I don't even have the $1,000 to get started." It doesn't take a genius to know that a person who earns $20,000 annually and saves $20 a week is worth $1,040 more at the end of the year than a man who makes $100,000 and spends it all.


  Your first priority should be to set a goal. For example, you many want to take a pen and paper and write something like, "Six years from today I am going to have a net worth of $100,000."


  Scripture tells us to, "Write the vision and make it plain on tablets, that he may run who reads it." (Habakkuk 2:2)


  Something exciting happens when we choose a target. Suddenly we begin to notice opportunities that we have ignored for years. It's like the endless rows of seemingly monotonous homes that line the streets of our neighborhoods. We zoom pass them every day and hardly take any notice. But once we have an objective that includes real estate, our view is entirely changed. Monotony fades. We begin to look at the landscaping, the paint job—even the people that live in them. Goals change our outlook.


  You may be among the millions of Americans who are paying rent. There's nothing wrong with it—unless you plan to become wealthy.


  The person who pays a monthly check to the landlord has only one collection at the end of the year—a pile of useless receipts.


  None of it can be deducted from Federal Income Taxes since rent is all paid with "after tax" dollars.


  You may ask, "How can I go from living in a rented apartment to having a house to rent?" Let me make it simple. If you've been paying your monthly bills on time, a credit history has been established. You may want to take a small loan with your bank just to prove your credit "worthiness." Your goal is to have the report say, "This person's a good risk." Even if you are single, it doesn't make much difference.


  Immediately, begin to search for a "starter" home to buy and to live in. You say, "Bill, I don't have any money." Well, if you have enough to pay rent, that should be enough since we are also going to discuss how to buy real estate with no money down.


  There are many types of property investments you can make, and I've done them all: singles, doubles, four-units, apartment buildings, commercial, and shopping centers. But one stands head and shoulders above the rest—the single family home. In close second place would be a duplex since they have many of the same advantages and are designed to produce rental income.


  Ten Advantages of Single Homes


  Before I tell you how to do it. Let me give you ten reasons why I recommend investing in single family houses.


  One: Single homes are basic. The dream of every American is a home of their own. Until they can own one, they'll pay the rent.


  Two: They're "controllable. "Since you are involved in negotiating the purchase price, setting the rent, and selecting the tenants, you are the master of your own destiny.


  Three: Your investment is protected. A single family home is not subject to possible rent controls in unusual economic times. We've all read of rent "freezes," but they are almost always limited to apartment complexes that have at least four units.


  Four: History is on your side. Research shows that of all forms of real estate, the single family home has the lowest vacancy rate of any housing in the U.S. Even during a recession, a "single" suffers the least. Plus, these homes have historically increased in value more than any other type of property investment.


  Five: It's a great place to learn the fundamentals. You'll get a college education in financing, management, negotiating, buying, and improving. When you start modestly, a small mistake won't leave you bankrupt.


  Six: It's easy to get started. Since this is the most plentiful form of real estate, there's always a place to begin.


  Seven: Your investment has options. Which would you rather have: all your money tied up in an eight unit apartment, or eight separate pieces of property? Even if there is a rough situation at one location, you've got several others to absorb the difficulty. You even have the option of transferring your equity into another of your properties and owning one or two "free and clear."


  Eight: Your estate is better served. By building a portfolio of several properties, there are choices in your estate. Doesn't it make sense to have an estate that is already divided, rather than have your family face that dilemma?


  Nine: You can choose the amount of involvement. I know a retired lady who owns rental property she hasn't seen in several years. A local real estate firm manages it for her for a small percent of the gross income. (These rates are usually from 5% to 10% depending on the services required.)


  Ten: It's a great "insurance policy. "If you were to die tomorrow, your properties would continue to produce income for your family. A policy will eventually "run out," but not real estate. In fact, it keeps pace with inflation.


  There are many other real estate investments, but none has the ten advantages we've outlined.


  Other Investments?


  What about vacant land? If you're a developer, it might be attractive, but a bare lot is not self-supporting. Any increased value depends on conditions you can't control. An analysis of land transactions in U.S. News &World Report stated that if your land isn't increasing in value at least 20% each year, you're sliding backward. Taxes, and interest will eat away at your potential.


  How about commercial properties? Office complexes and retail space have one major disadvantage, they are at the mercy of the economy. When they become vacant, they seem to stay that way for quite a while.


  Are condominiums a good investment? Compared to a detached home, they leave much to be desired. The monthly maintenance fee and upkeep of the property are out of your hands.


  What about an apartment building? The key to success is good management. It's an arena for the seasoned investor, and I'd recommend that you save this speculation for later.


  ”Where Should I Begin?”


  I'm not asking you to visualize buying ten pieces of investment property, but I want you to see yourself owning one. Only after you've fixed it up and the renters have moved in will you begin to see the potential. You may say, "I live in an apartment and you're telling me to get ready to become a real-estate entrepreneur? It scares the life out of me!" The thing that will conquer fear is faith. "See" yourself owning that one house.


  I know a person who had a secure position with a large company and was told, "We're going to shut down your division—you are laid off forever." It was in the early 1970's. He took the bold step of placing a second mortgage on his home to purchase another home, then another, and another. Today he is collecting many, many rent checks every month.


  Here's the greatest single piece of advice I can ever give you regarding the building of wealth. I hope you'll repeat it until it is etched into your memory.


  Never sell houses—only ”collect” them.


  By the time you have finished these chapters, you'll learn that houses are for buying, not selling. You can obtain all the money you need to expand your real estate holdings by leveraging the properties along the way.


  In a nutshell, the home you are considering selling should become the collateral for a second mortgage that can get you into the home you want. You'll also probably be amazed to learn that the rental income on your old home will be enough to cover both the first and second mortgages. Fifteen years down the road you'll own it free and clear.


  When you realize the long term impact of keeping that property, you'll never consider selling another house again.


  By the time you reach retirement, you won't just start thinking like a millionaire—you will be one. The Number of ”Zeros ”


  It seems like only yesterday that my knees would knock when I was arranging a $15,000 "floor plan" to put cars in my showroom. But recently I turned a $4.9 million "deal" and it didn't even faze me—it was like a walk in the park. What made the difference? My thinking has totally changed. If you had told me in 1957 that I would some day be giving "six-figure" checks every year to both Uncle Sam and to the work of the Lord, I'd have laughed out loud.


  There is no fundamental change in the business principles I used yesterday and those I use today—the only difference is in the number of "zeros." I'm still the same Bill Swad.


  Your potential is just as great. If you've ever gone through the process of buying or selling a home, you have a "handle" on the basics. Now you need to begin to think about real estate in terms of building wealth.


  Is it easy? I hope not. Nothing is easy—except welfare, or perhaps sleeping on the street.


  What does it take? If you can kick your TV habit and devote just five to ten hours per week to these principles of wealth development, you'll be amazed at what the future holds.


  There's no better time to begin.
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  ”TAKE THE PLUNGE”


  Rental property is in a category all its own. Since everyone needs a place to live, a rental unit is practically recession-proof. When times are bad, the number of renters creates a demand on the market. When the economy is flourishing, people are able to pay higher monthly fees.


  As a real estate owner, there are two factors that practically never stop working for you: inflation and appreciation.


  Inflation allows you to pay off your property in cheaper dollars. Perhaps you've driven through your former neighborhood and said, "That's our old house that we sold for $24,000. It's worth over $50,000 now!"


  If you continued to own that home, it would either be paid off or you'd still have a monthly payment of only $200. The unit, however, has greatly appreciated in value. When you rent the house instead of selling it, the home becomes an investment. You can even depreciate it on your tax return for 30 years.


  Up, Up, Up!


  In the automobile business I've seen the same principle at work. The cost of a new Mercedes jumped from $24,000 in 1974 to over $60,000 fifteen years later—a similar model. A house that you're renting today for $300 a month probably rented for $200 just ten years ago. But there's a big difference between cars and houses: used car values decrease while used homes values increase.


  Here's something that's even better:


  While the worth of your house is going up, the mortgage is going down with every monthly payment. Plus, your rent income is increasing because of inflation.


  You say, "Yes, but I've got to pay interest." Because you are going to deduct the interest on your taxes, and because you are going to "depreciate" it over a fixed number of years (we'll give you the details in Chapter 4), you have a double advantage. Some people worry about adding the rent to their income, but it will be more than offset by deductions for interest and depreciation— especially if you have a second mortgage on it.


  A friend in Florida bought a duplex in a good section of Fort Lauderdale for $100,000. When you first look at the numbers you might say, "That's not such a great investment." The rent from both sides totals $1,150 a month, and his monthly payments are $1,136 (11% for 15 years).


  But what is his "investment?" Virtually nothing since he took a second mortgage and didn't have to tie up personal cash. Plus, he received security deposits of $1,150 to put in a money market account.


  The rent in five years will be about $1,400 a month, but his payments will not change. The best part is that in 15 years the house will be worth well over $200,000, and it will be totally paid for.


  Inflation is building his wealth day after day—even while he sleeps.


  His real estate holdings have now reached the point where he has 27 rental checks coming in every month.


  Your objective should be to attain the greatest appreciation possible for your investment property. By taking your time and making an "intelligent" purchase, you can do it.


  Off to the Right Start


  As you begin, here are five guidelines that will help you avoid an Excedrin-size headache.


  1. Start searching in an area you're familiar with. Since your goal is to see the value increase, be reasonably sure the area of the city has a positive future and won't become the victim of urban blight. Buying in a neighborhood that has "bottomed out" is fine, but don't invest in an area that is on the decline.


  2. Buy in an established "middle class" neighborhood. There are valid reasons why you should avoid rental units in either a wealthy or a "poor" part of town. Experience shows that those two groups tend to be late on their rent payments and are more likely to damage your property. Plus, low income people seem to demand their, "rights," and high income people often demand "special services."


  An average wage-earner with a steady job makes the best renter and is likely to remain in the unit for a much longer period of time.


  It is also wise to buy in a community that has a diversified economic base.


  3. Always look for the "worst house in a good neighborhood." It comes as a shock to many people to learn that the value of a home is not in the quality of construction, the design, or the square footage. The bottom line for a professional real estate appraiser is, "What have other homes in the neighborhood recently been selling for?"


  A home that has potential, but is in need of a good clean-up is likely to be your best bet. You can bargain on the price, and it will appreciate much faster after you've done the work.


  4. Make sure that "average" rent will cover your costs. If the typical home in the area rents for $600 a month, don't buy something that takes $700 to operate. Your goal should be to price your rent slightly under the market so the tenant will not be tempted to move.


  5. Buy an existing home. Unless you're a contractor and can build at "cost," don't be tempted to construct a new home to place on the rental market. Since a new development has no track record, you have no assurance regarding future value. Plus, why tie up your hard-earned funds during months of construction, when you can have rental income immediately from a house that's already built.


  Make sure you buy what people are looking for—it's usually a large two bedroom, or a small three bedroom home.


  Start the Search


  If you're serious about creating wealth through rental properties, you need to start now to find your first unit. Begin by reading both the "Houses for Sale" and "Houses for Rent" columns in the classified section every day. Get a "feel" for what is happening in real estate—paying special attention to the general location you believe has the greatest promise.


  Then, on Saturday or Sunday afternoons, take a "safari" through the areas you want to examine.


  Get to know one or more real estate agents and let them know exactly what you're looking for. Remember, a realtor only advertises a select few of their properties. Every realtor has a copy of the local Multiple Listing Service (M.L.S.) book. It presents a weekly detailed listing of every home in the area according to price and location. Plus, there is a photo. If you make a commitment to work with an agent, you probably can get a copy of "last week's" M.L.S. book. Then you can spend hours poring over the information and even do "drive bys" of the houses that catch your attention.


  Some properties, however, never make it into the book. They are listed and sold before ever making it to print. If you have an agent who knows exactly what you are looking for, they may find the perfect house.


  You may even want to create a "looking for" list. Hand it to several agents until you find one who "clicks" and is showing you exactly what you want.


  ”For Sale by Owner ” ads rarely produce great buys and can lead to difficult negotiations.


  Start reading the "Legal Notices." Mortgage foreclosures are listed in some newspapers and can be found in official city or county bulletins at your local library. Some people make it a habit of making an offer on the listed property directly to the current owner before that person faces a foreclosure deadline.


  It's also important to make a friend of the mortgage loan officer at one or two local lending institutions. Let them know you are interested in assuming one or more of their "troubled" (as in repossessed) properties. A relationship must be established, however. Don't expect it to happen overnight.


  Your own contacts are valuable, too. If you were to write down the names of people you know in the community, the list would be much longer than you first imagined. If they are aware of your objectives, they'll pass on news of potential opportunities. You might even want to offer a "finders fee" of $150 or $200 to someone who locates something you eventually buy.


  Get out the Paint Brush


  If you want an investment that will appreciate much faster in value, always buy a "fixer upper." When you buy a run-down house, "as is," you're in a position to strike a great deal. But you need to know exactly the work you are facing. There is a great difference between "repairs" and "improvements." The first (like a broken water heater) costs money, while the second (a new lighting fixture) makes you money.


  Often you can pick up a "steal" simply because the home is dirty, or the lawn and shrubs are in bad shape.


  On ”cosmetic ” improvements —including exterior painting, you should count on a 10 to 1 return on your investment.


  In other words, for $100 you should realize an increased value of $1,000. It gives the house what is known as "curb appeal."


  On the inside, you may need to update the kitchen, the baths, the flooring, or fix cracks in walls and ceilings. The return on investment ratio here is 4:1. When you get into plumbing, heating, and electrical work, they may be necessary but you are down to a 1:1 return ratio.


  There's no substitute for a thorough inspection of the home you're about to buy. If you can't do it yourself, the money you pay a professional inspector is well worth it.


  To check for any structural problems, crawl under the house, and go up to the attic. Take a screwdriver and poke around at the wood. If the screwdriver goes in, don't buy it.


  If the house is 25 years old, check the roof to see how long it has been since it was last repaired. What about the insulation? Do all the light switches work? Is there enough water pressure? (You can take a quick check by turning on both the hot and cold water, then flushing.) Has the basement ever been flooded?


  You also need to look at the floor plan. People today need enough closets and storage space.


  Don't forget to ask about deed restrictions, easements, ordinances, and zoning requirements.


  If you're willing to work, there are good bargains in every community. At our church in Columbus, during a "Seeds of Greatness" seminar, a young black lady—she's single—decided to put into practice what I've been encouraging people to do. She hunted until she found a bargain for less than $20,000 and went to work. Armed with a hammer, a saw, and a few gallons of paint, she fixed it up and found some renters. Now she has her third house and is on her way to financial success. The Lord has already rewarded her hard work. "He becometh poor that dealeth with a slack hand: but the hand of the diligent maketh rich." (Proverbs 10:4 KJV)


  A man who likes to invest in duplexes bought one in Fort Lauderdale for $55,000 with no money down. He fixed it up himself. The payments are $591 a month at 10% for 15 years and it brings in $675 every month. But just as sure as God turns little green apples into red ones, that property is going to be bringing in $800 monthly, then $900, then $1,000.


  How Much Should You Pay?


  Talk to three real estate investors and you'll get three different "rules of thumb" regarding how much you should put into your unit.


  Many investors won't touch a property unless they can project the rental income to be at least thirty percent (30%) higher than the mortgage payment. The "spread" is what they use for taxes, maintenance, and management.


  I've always used the one percent (1 %) guideline that says the monthly rent should be about one percent of the mortgage you assume. Of course, I'm usually talking about 100% financing on the unit. A $60,000 house should bring in $600 monthly. If the market won't demand that rental price, you probably shouldn't buy it. At the start you'll be cutting it close, but inflation and appreciation should cause the numbers to work within two years from the time of your purchase.


  During your "earning" years, you should be prepared to place a few dollars into your investment. The day you retire, you'll be mighty glad you did.


  Some investors judge their success by how much they are paying compared with the appraised value—they always buy for less. It's a good objective, but great appraisals don't always guarantee a house that appeals to renters.


  There comes a time, however, when your personal economic indicators are the only ones that really count. You got to "take the plunge." You've found the right house in the right neighborhood. They're asking $60,000 and you wonder what to do next. My advice is this: make a ridiculous offer. Go to the owner, or the listed real estate agent, and offer $39,000.


  You say, "Bill, they'll either put me in jail or laugh me out of town! ”


  Maybe not. You never know—they might take it!


  If they throw you out, you can come back and say, "I'm sorry, I'll give you $42,000." Remember, you can always increase your offer, but you can't come down. Even if you bought it for $52,000, it should produce $600 a month in rental income.


  Go ahead, "take the plunge!"
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  SHORTCUT TO DEBT REDUCTION


  Many people don't realize it, but with less money than it takes for a daily Big Mac and some french fries, they can drastically increase their net worth. By investing an extra $1 each day they can save $42,000. For an additional $4 a day they can be $122,000 richer.


  As an owner of a mortgage company, and as a real estate investor, I have come to understand why many people never seem to escape the oppressive burden of debt. In this chapter I want to show you how to quickly build the equity you need to expand your base of wealth—in as little as one-third the time it would normally take. This one strategy will make it possible for you to build the portfolio of real estate holdings we've been talking about.


  ”Whatever it Takes”


  Let me give you an example. If you have a $50,000 mortgage for 30 years at 10 percent interest, you're paying $438.78 cents per month.


  What would you say if I told you that by adding just $43.76 a month you will save $42,158—and eliminate ten years of mortgage payments? You might think, "I probably won't even be in this house that long." Or, "That sounds great, but I don't have an extra $43.76 a month."


  The principle of rapid debt reduction and wealth building is so important that I'm asking you to do "whatever it takes" to make it happen. That is why I've devoted the last two chapters of this book to ways you can produce immediate extra income. You simply must take the necessary steps to see an immediate growth in your net worth.


  It's true! By moving your monthly payment from $438.78 per month to $482.54, instead of paying a total of $157,960 for the home, you'd only pay $115,802—a savings of $42,158. That's almost the price of another house!


  Here's something even better, by paying $98.55 more per month you can reduce the length of the mortgage by half—from 30 to just 15 years. That's right. By paying $537.33 a month instead of $438.78 you'll knock 15 years off of the payment schedule.


  How much money will you save in interest? A whopping $61,246. Instead of giving your friendly banker $157,960 over a thirty year period—that's over three times the amount of the mortgage—you're only going to give him $96,714. Not bad for an extra $3 a day.


  Can you imagine what a difference it will make in your life not to write out 180 checks for $438.78? That's what will happen when you add just $98.55 to your monthly mortgage payment.


  It will be like putting $438.78 in your pocket every month—for 15 wonderful years.


  Are you beginning to understand why I'm such an advocate of 15 year mortgages? It's much more than just the money you save; you'll soon have the needed equity to make even greater investments. Plus, by paying with "present" dollars, the "later" increased value of the house is all yours. It will start to happen when you make the decision to begin paying just a little more every month.


  On a thirty year mortgage, nearly all of the money you spend the first year will be applied to interest—not principle. You say, "But Bill, don't I want a big interest deduction for income tax purposes?"


  I'd rather take a mortgage against my equity and be buying two houses. I'll still have the deductions, but will be building my investment portfolio.


  What About $70,000?—Or More?


  Here's what happens when you buy a house with a $70,000 mortgage. Over 30 years at 10 percent interest you'd be paying $614.29 a month. The lending institution is going to love you because you're going to pay them $221,144—more than three times the original mortgage.


  If you've ever walked past a 60-story bank building in a major city and wondered who paid for it, take a look in the mirror.


  To pay off the $70,000 debt ten years sooner, you'd only have to pay $61.22 more per month—and you'd save $59,022 over the reduced life of the mortgage. When you consider the difference, you wonder why so few people choose this route. For just a $2 per day difference you can reduce the payoff time from 30 to 20 years.


  How much extra would you need each month to pay it off in just 15 years? $137.93 If you can afford a seventy thousand dollar house, you should be able to put together the extra money to produce that kind of savings—and avoid 15 years of mortgage payments. How much will you save? $85,744. That's not chicken-feed.


  Instead of a $50,000 or a $70,000 mortgage, let's say you're taking out a loan of $100,000. Financed at 10 percent for 30 years, you'll be paying $877 a month. It sounds comfortable until you consider that you'll actually be paying $315,921 over the life of the loan—and that doesn't include the "points" you paid to close the deal. For some people it comes as a shock to the system.


  By paying it off in 20 years instead of 30 you're payments would be an extra $87 per month—but you'll save about $84,000. And by paying $1,074 monthly (an additional $197) you'll pay it off in just 15 years and save $122,000.


  Remember, however, it's not just the money you're saving, but the time. We're talking about having years of debt-free ownership.


  With rental property, you're not just saving the outgo, you're increasing your wealth with the income.


  In my own mortgage company I do everything in my power to avoid buying mortgages over 15 years because it punishes people. Paying a debt over 30 years is a burden no one should be asked to assume. Unfortunately, extended mortgages have become the "American way," and it's rare to find a lender who promotes 15 year home mortgages. It might also explain the reason why the rich get richer and the poor get poorer.


  The Great Alternative


  It's important that you read the fine print closely on a mortgage contract before you sign it. Does it contain a substantial penalty if you decide to pay it off early?


  Let's say you finance $50,000 for 30 years. After paying 25 years on the mortgage you suddenly decide to sell. If the penalty clause is for three percent, you'll have to pay $1,500 (3% of the original amount of the mortgage) for an early payoff. If the new mortgage contains such a clause, don't sign it. Having the penalty clause deleted is a simple matter, but only before it becomes a legal document.


  You say, "Bill, that's how my contract reads, what can I do about it?"


  Since every agreement is different, you need to know exactly how much money a renegotiated mortgage would actually cost. For example, if the interest rates have fallen, the reduced payments may offset any penalty. Or, the dollars saved by reducing the length of the mortgage may greatly outweigh any penalty. The question then becomes, "How much cash will it take to renegotiate?" If the numbers work, do it.


  If you don't have a penalty clause, you have several options. Your first thought will be to exchange the 25 or 30 year mortgage for a shorter one. But what about "points" and loan origination fees? Will you need significant capital to convert the loan?


  There's another method of accomplishing the same thing without ever disturbing your present mortgage.


  It's as simple as adding an extra amount to your mortgage check each month—designating it to be subtracted from the principal.


  Here's how it works. On your 30 year $70,000 mortgage, instead of sending a monthly check for $614, add $138 to it and send them a check for $752. As long as you know that any extra funds will be applied to the principal, you don't even need to tell them what you're doing. In effect, you've got a new mortgage. Now you're headed for a 15 year payoff instead of 30. You're going to eliminate 180 months of payments and save over $85,000—just as if you had taken out a brand new reduced-term loan.


  Remember, in the first years of an extended loan, your original $614 was almost entirely interest. But your additional $138 is 100% principal—an amount that would have taken many, many months to apply to the original mortgage.


  On a 10 percent loan, the first year's interest is going to be over $7,000. It's no wonder I've heard so many people complain: "My mortgage is eating me up!"


  Whether you take out a mortgage or borrow cash, the principle is the same. If you continue renewing the balance and just keep paying interest you'll never get it paid back.


  Your Biggest ”Emergency ”


  Start paying something extra on your mortgage every month. Even if it's $10 or $15, make it a habit. Then as your earning power grows, increase the amount steadily until you're on a track that leads you out of the dark tunnel of long years and "triple" costs.


  There may be a month that you're faced with an emergency and you can't send the extra funds. Make sure that doesn't happen too often. If you can visualize the time and toil you are saving, your biggest "emergency" is to pay the mortgage off early.


  In our church in Columbus, Ohio, we applied the same principle. By regularly adding substantial amounts to debt retirement, our 15 year mortgage was totally paid off in just 48 months.


  As an investor in rental property, you might want to start with a 20 year financing with no penalty for early payoff. Then, the moment your rent goes up and you have a positive cash flow,


  Apply the extra income to principal reduction.


  At the start, a 20 year mortgage may meet your needs— and the bank's requirements—perfectly. But by using the method we've just outlined, you can easily reduce the payoff time to 15 years, or even less. When the house is substantially "paid down," you need to borrow against the equity and buy an additional investment property.


  Invest Your ”Talents ” Wisely


  You may believe that borrowing money is against God's plan. But I see a great difference between taking out a loan for personal spending and obtaining a mortgage to invest in your future.


  Jesus, in sharing the Parable of the Talents, emphasized that your money will lose its value if it's not actively invested. He told the story of a master who gave "talents" to his three servants—some people would call them "nest eggs." They were to take care of the funds while the master was away on a journey.


  Two of the men put the money to work and doubled their investment. But one buried his talent and got nothing in return. To him, the master said, "You should have put my money on deposit with the bankers, so that when I returned I would have received it back with interest." (Matthew 25:27 NIV)


  I believe we have a responsibility to make the best possible decisions regarding our use of money. Rapid reduction of both the length and the amount of your mortgage is more than a wealth building strategy—it's a fundamental principle of investing, and it makes good sense.


  If you're headed for real estate ownership, take the shortcut. By reducing the length of the loan, you'll arrive at your destination "Debt Free" much faster.


  
    
      


    

  


  


  4


  YOU CAN BANK ON IT!


  My success in the automobile business is based on a concept I learned from day one: "OPM is the key to financial success."


  What is OPM? Other People's Money. I borrowed $1,000 from the Economy Loan Company to buy the three used cars to put on my little lot. Good credit, intelligent financing, and the Lord's guidance have been the backbone of my business ever since. Now, in real estate, I use OPM every day.


  A man recently told me, "Bill, I don't want to owe any money on my house. I just want it paid for."


  He was shocked when I told him, "That's probably the dumbest thing you can do."


  If your house is debt free I would advise you to take a new mortgage on it for as much as you can. Use the money to put a small down payment on one, two, or even three houses if you can swing it.


  ”Liquid” and "Solid”


  Millionaire mentality is never concerned with how much is owed as long as you have more assets than liabilities. Real estate is the only place I know where you can be "liquid" and "solid" at the same time. The key is cash flow. Make certain you have access to the funds you need to pay every bill connected with your investment.


  The only time you need to think about debt free ownership is when you are ready to retire. Even then you will probably want something to occupy your time and interest.


  Just because a person has turned 60 years of age shouldn't keep them from buying a piece of rental property with a 15 year mortgage.


  Perhaps when you're seventy five you might want to cash everything in and live on the interest from your estate. By following the advice on these pages, the size of your property holdings could be enormous at that time.


  Here's how the average person thinks about real estate. Mr. and Mrs. John Doe look at a new house on a lake that is absolutely magnificent. It's twice the home they now live in. They can buy it at the bargain price of only $185,000. They tell their family, "By the time we sell our house and get our down payment put together, it's going to stretch our finances, but we are going to do it."


  The Doe's are about to make a monumental mistake. They are about to become motivated sellers instead of motivated buyers. Unless the situation is highly unusual, don't ever sell a piece of real-estate. If you're about to do it, cancel the sale.


  You say, "But how am I going to get $40,000 to put down on that $185,000 house?"


  Go to your Savings and Loan or to your banker and say, "I'm going to buy a $185,000 house on the lake and I want you to loan me the money."


  "How much will you need?" they'll probably ask.


  "All of it," you'll say without blinking an eye. Then you add, "I know you'll need at least 20 percent down. Well, I've got $50,000 in equity in my present house. You can put a second mortgage on it."


  Since you only need $37,000 down, plus closing costs, you've got more than the needed equity. Even * enough to buy some new furniture. Plus, since renters will be paying for your old house, you're costs are covered.


  Why Sell?


  Look at the facts. If you sell your present house you probably won't have any more money than if you took a second mortgage on it. What would happen to the profit from the old house? It would all go into the new one.


  Let's say your present home is worth $100,000 and you have a $50,000 payoff. If you sold it, you'd probably settle for a $95,000 offer. The real estate firm would take six percent ($5,700), leaving you with $39,300 cash to make your deal.


  Doesn't it make sense to take a $40,000 second mortgage on the first house, rent it out, and eventually own two homes?


  Twenty years from now, both homes would have at least doubled in value and you'd own $570,000 worth of debt-free real estate.


  Don't be intimidated by mortgage brokers and loan officers. They need your business as much as you need their money. Many people, for example, don't know that they can bargain with the "points" charged by the lending institution that makes the loan. Points—by any name—cost you money. They may be called "loan origination fees," or "preparation fees." They are still points. One point equals one percent of the amount of the mortgage.


  If they want four points, go ahead and ask, "What annual interest would I have to pay to bring it down to two points?" If you don't like their answer, politely excuse yourself. Start "shopping" for your mortgage money. No two lending institutions are identical in their policies on a given day.


  Establish a credit rating. Paying cash for everything won't help you get a home mortgage loan. Work with one or more banks. Get to know their loan officers. Your goal should be to establish an unsecured line of credit—let's say $10,000—that you can use at any time. It will help you when you need to close a deal fast. Or you may have instant credit accounts at three banks with a $4,000 limit.


  Some people worry that because they are self employed, they'll be turned down for a mortgage. Your credit "track record" is much more important than your employment status. A loan officer may request to see your recent tax returns to verify your income, but they do make loans to self employed people.


  Take a Close Look


  You also need to learn as much as possible about mortgages. An "insured" mortgage insures the lender against losing the funds he's loaned you. For that reason, you might be able to borrow up to 95% of the loan. For example, a lender may only be able to loan $60,000 on a 100,000 home. But he can add another $35,000—this additional amount will be the "insured" part. Who pays for the insurance? You do, in the form of a slightly higher interest rate. But remember this: when the pay-off is down to $60,000, make sure your interest rate will be lowered since you will no longer be using the insured funds.


  When figuring your costs for the transaction, it's important to know who pays for what. The buyer pays for points, recording fees, credit report, legal fees (having your attorney look over the documents and come to the closing), appraisal fees, home inspections, termite inspections, prorated taxes, land survey, hazard insurance, and the lender's title policy.


  The seller pays for real estate commission, title insurance or abstract, legal fees (seller pays his own attorney), preparation of the new deed, and any state or local transfer taxes.


  What about "flex rate" mortgages? To many, the lure of "floating with the economy," on interest rates is irresistible —especially when your starting rate is about three points below fixed rate mortgages. Instead of paying 11 percent annual interest you might start at 8 percent. But three years from now your eyes will blink when you see that you're paying 15%.


  Avoid flex rate mortgages like the plague. You can't build a solid economic future on shifting sand.


  In seminars I've conducted on this topic, I've often been asked, "Bill, should I refinance the present mortgage on my home?"


  Unless it's for a much shorter term, my answer is "No!"


  In my mortgage company, I recently looked at a loan on the books that was taken out for $104,000. It was a 10 percent loan for 15 years and they now owed about $95,000 thousand dollars. The people came and said, "We'd like to refinance to lower our monthly payments." They wanted to refinance it for 20 years.


  There were 12 years remaining on their present mortgage at ten percent. But the rate on their new loan would be 11 percent. I told them, "You're now paying $1,117 a month. To refinance the $95,000 balance at over 20 years will be $980 a month."


  But I warned them against making the move. They would not only be adding eight years to their mortgage, but would actually be paying $74,352 in new interest. It would have been a bad business decision.


  There is, however, a case that can be made for refinancing a house that you have bought below market value—and have added substantial improvements. But I would only do it to either pay off a second mortgage or to invest the funds in an additional property.


  What's It Really Worth?


  A certified appraisal of your property is required by virtually all lending institutions. If you're paying cash, buying for less than an already low appraisal is great. But if you're shopping for a mortgage, you want the highest appraisal possible.


  There are three basic approaches in appraising real estate.


  1. The "market" appraisal. It's by far the most common and is the approach your banker is likely to require. The value of the house is determined by the recent sales price of comparable homes in the same neighborhood. (The identical home in two different parts of town can have an appraisal gap of as much as $100,000.)


  2. The "cost" appraisal. How much would it cost to build the identical home? This approach may be valid for a newer home, but not one that is over 15 or 20 years old.


  3. The "income" appraisal. For you, this may be the most important of all. Find out from your realtor how much similar houses are renting for. Never plan to ask more. For a quick rule of thumb, multiply the rent times 100 and that's the maximum you should put into the house. I said "put into"—not the purchase price. If rents in the neighborhood are $500 a month, you should invest no more than $50,000 total. If you have to put $3,000 into repairs and improvements before renting it out, you need to pay no more than $47,000. If you can buy it for less, it will help your cash flow at the beginning.


  When considering a new appraisal on a property you've owned for some time, timing is the key. Wait, if possible, until the market is "up." The higher the appraisal, the more leverage you have for maximum financing. If you make the decision to refinance, get a new appraiser and try to borrow from a new bank. The old ones may only remember the original condition of your property and assign a low value.


  Lenders usually insist that the assessment be done by "their" appraisers. They always use M.A.I.'s (Member Appraisers Institute). If you do your homework, you can jump this hurdle. Call the bank's loan department and say, "I want to get a piece of property appraised by a good M.A.I. Who do you use?"


  Phone that person and tell him you want the highest appraisal he can give you without feeling guilty.


  Later, when you go to the bank, the officer will say, "Of course, we'll have to get it appraised."


  You say, "I just did."


  He'll probably respond: "It has to be one of ours. Who did you use?"


  When you tell him the name, he'll say, "No problem. That's who we use all the time!"


  Even though the bank may lose the few dollars they usually tack onto the appraisal cost, he'll probably go along. But you'll get a larger loan because the appraised value is higher.


  Build a Great Team


  If you're serious about wealth building, get the best tax accountant possible. Notice, I didn't say the most expensive. My experience has been that plush offices and corporate staffs are not what really counts. The brilliant mind of the individual is far more important. Ask, ask, and keep asking until you hear about someone that sounds perfect for your needs. Then, don't commit your business until you have a firm understanding of his costs, and how much time he expects your matters will take.


  If you're going to think like a millionaire, find a tax accountant that understands you and your business— someone who believes you ought to keep as much money possible and give the government only what is rightfully owed.


  Investing in rental property has some tremendous tax advantages. A "zero" tax situation happens when your "paper losses" offset your other income. In real estate, we are talking about depreciation.


  Although a house may be increasing in value. Uncle Sam allows you to treat it just the opposite.


  You are allowed to write off a portion of that "artificial" loss. A "straight line" 30 year depreciation of a $150,000 structure (the land can't be depreciated) allows you to deduct $5,000 a year. Your accountant will review all the options you can choose. Plus you can still deduct all the taxes, repairs, maintenance, improvements, insurance, and many other expenses.


  What about capital gains tax? That only happens when and if you sell the home. You can take mortgages against it or refinance as many times as you want without having to pay taxes on cash received.


  Yes, the rent is income, but you will enjoy a very favorable tax treatment.


  There are two other people you need to get on your "master mind" team. Find the best real estate attorney in your area, and get an outstanding independent insurance agent. Keep searching until you are more than satisfied with your choice. Listen closely to their advice.


  There's unlimited wealth to be made in real estate. Since knowledge is power, you need to absorb all you can about mortgages, interest rates, appraisals, tax matters, and the intelligent use of "OPM."


  There's a great difference between taking a risky chance and making a right choice. Wise decisions regarding real estate can make you wealthy. You can bank on it!
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  CLOSING THE DEAL


  By now you may be saying, "Bill, I'm excited about what you've been telling me. I'm ready to start."


  Perhaps you've taken a pen and paper and made some financial projections for the next five or ten years. You may have even circled some ads in the classified pages and driven to a few neighborhoods looking for a "starter" house.


  For many, however, there's a wide gulf between "thinking about it" and getting involved. You'll never realize your wealth potential until you find the investment, make the offer, and close the deal.


  You ask, "Bill, what is you're best advice regarding negotiating for my first property?"


  Your goal should be to leverage your money for the greatest possible gain. That means putting in the smallest amount of cash you can. For example, if you put $10,000 down on a home that increased in value $2,500, you'd be getting a 25% return on your investment. But if you only put $2,500 down, you'd be getting a 100% return.


  Another question I'm often asked is, "Can you still buy property with no money down?"


  Buy Without Cash?


  Acquiring property with no personal cash is not only possible but thousands of such transactions are happening all the time. There are people who actually prefer that your offer be structured that way.


  The typical "no money" down arrangement is to take two separate mortgages on the property: one from the lending institution and one from the seller. Most people, however, never think of going to the person offering the property first.


  Will the seller agree to handle the major mortgage? You'll never know until you ask. I know of many cases where an elderly couple—ready to move into a retirement village or a smaller house—are more than anxious to accept what is called "owner financing." They actually favor it because they will have a steady monthly income rather than have to deal with a large amount of cash.


  Owner financing is the least expensive mortgage you can find. You'll avoid high closing costs and it will usually result in a lower interest rate. Offer to pay about one percent more than the current rate they can get for putting their cash in Certificates of Deposit (CD's).


  Once that part of the deal is firm, go to a bank and ask for a second mortgage. Tell your loan officer the facts. "I'm buying this house for $60,000. They are going to take back a first mortgage for $45,000 and I need $15,000 as a second mortgage."


  Even if you have to use the equity in your present home to make it work, try to get 100% financing.


  Of course, you'll have to pay the going interest rate on the bank's part of the financing.


  Now let's look at the same purchase from another perspective. This time the lending institution provides the first mortgage, but you're going to ask the sellers for a second mortgage. Even if they at first refuse, come back after you have a firm commitment from the lending institution.


  Tell the sellers, "You'll be getting a check for $45,000 from the bank. But the only way I can swing it is if you'll give me a second mortgage for $15,000." Spell out the interest rate. When you tell them how much their monthly check from you will be for the next five years they'll probably agree. They'll be able to see that "Sold" sign on their property.


  Believe me, you can buy real estate with no cash down.


  Time to be Creative


  One fellow who wanted to get into rental home ownership leased a property with an option to buy. The stipulation was that 50 percent of his lease payments could be applied toward the down payment if he agreed to purchase by a certain date. He also had an agreement that allowed him to sublet—which he did.


  Three years later, he exercised his "buy" option and the down payment was taken care of.


  Another couple with virtually no funds, used the "installment" down payment method. To come up with a $3,000 down payment, they offered to pay $500 a month instead of $400 for the first 30 months. The motivated seller agreed.


  It's also possible to save money by appealing to a person's "greed" rather than their "need." A couple found a house that was selling for $60,000 with $6,000 down. They offered to buy it for an increased price of $62,000 with $1,000 down and the sellers took it!


  Don't overlook personal possessions when looking for funds to invest in a house. You may own a boat worth $4,000. Offer it as a down payment and you may be surprised at the result.


  In real estate, you'll find your greatest bargain when you deal with a truly motivated seller. Their rush to unload the property could include


  > Problems with current renters. (Slow to pay or damage to the property.)


  > Facing high maintenance bills.


  > Moving out of the city.


  > A "tired" property owner.


  > They need some cash.


  > They are having personal problems.


  > The house has been on the market too long.


  Whatever the reason, use his motivation to accomplish your goals for buying the property. How do you get the best deal? Here are nine important guidelines.


  Nine Rules for Getting the Best Deal


  1. Get to know the seller. Find out exactly why he is selling.


  2. Have an "escape" clause in your offer. Something like, "This offer is dependent on my obtaining satisfactory financing." Or, "This offer is dependent on my receiving a satisfactory inspection report from my contractor." Make sure there is a way out, and the deal is yours to turn down.


  3. Place the smallest possible deposit on the offer. Don't tie up your cash when it's not necessary.


  4. Give the seller a very short time to accept your offer. Force a response in three or five days.


  5. Demand a title insurance policy for the amount of the purchase price—one that guarantees you a "marketable" title. That way you'll know any claims against the property. (The premium is paid by the seller, and is yours for as long as you own the house.)


  6. Get a specific time of possession. If the present owners stay beyond that date, they become renters.


  7. Make a low, low offer. A highly motivated seller will often accept 20% less than the value of the home—even less if the economy is in bad shape. Go ahead and submit a ridiculous offer. (You can make plenty of low bids as long as you don't forget your escape clauses.)


  8. Put conditions on your "counter-offer." When you get to the final phase of offers and counter-offers, say something like, "I'll buy it at that price if you repair the electrical system." Or, you might want to ask for new kitchen cabinets, or new drywall in the living room. Most sellers would rather accept your low bid than to do all the work you are asking.


  9. Close with the "Okay, hut" approach. What you are saying is something like, "I'll pay you what you are asking, but I want you to carry a second mortgage for the amount of the down payment." Then name your interest rate. Or you may say, "Okay, but you'll have to pay the closing costs." Saving $800 this way affects your cash flow much more than buying the house $800 cheaper.


  Plan ahead. Know exactly where you are headed when you start the negotiating process.


  When you are buying a house, take charge of the bargaining.


  Your goal should be to either buy it at your price, or buy it on your terms.


  In fact, don't be afraid to speak those word out loud in making the deal. Go ahead and say, "If it's going to be your price, then it's going to be my terms." Better yet, go for both in your favor.


  In real estate negotiations don't be tempted by the "greater fool" theory. That's the concept that says, "Anybody will pay any price for anything if he feels a greater fool will come along and offer him a greater price."


  You should worry about price. Always work toward the lowest cost with the lowest possible cash down payment. Since you're not planning to sell the home, you're not concerned with finding a "fool" for a buyer. You'll own that home when it has doubled, tripled, and perhaps even quadrupled in value. Think about a home that you may have sold some years ago. How much did you sell it for? What's it worth now?


  You've Got to Start


  I've done a lot of complicated financing over the last three decades. At one time I owned six major automobile dealerships at the same time. But when it comes to financing and cash flow, everything works the same—big or little.


  Don't be fearful of starting small. Even more important, don't be afraid of starting.


  Someone recently told me, "Bill, I think the time for making big money in real estate is over."


  "Forget it!" I told him. "There's always going to be a market."


  It's like the man who said to a friend, "I don't think the current market conditions are right. It could take me five years to get where I want to be." He thought five years was too long, and he'd be too old to enjoy his success. So he wanted to wait for the market to improve.


  The man asked him, "How old will you be in five years?" "Thirty-one," was the reply.


  "How old will you be in five years if you don't do anything?"


  "Thirty one."


  He got the point.


  Isn't it time to find your first investment property? Isn't it time to make an offer, to find the financing, and negotiate the terms?


  Go ahead and close the deal!
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  ITS YOUR TURN TO PROSPER!


  The great news about investment property is that there will always be renters. The key is finding the right people for your property.


  How do you pick a good person to take care of your house? How can you choose the perfect person to make your mortgage payments for you? Can you be sure they will take care of your property so that the value continues to increase—while you are cruising the Caribbean?


  By spending some extra time selecting the right renters, you'll avoid needless aggravation regarding the security of your investment.


  ”It's Like Catching Fish”


  The process starts the moment you advertise the house for rent. Attracting potential renters is like catching fish: you've got to put the right bait on the hook. In your advertisement, give the general area, but not the house number. Make them call you.


  If you will rent to children, put it in the ad. Also, since your time is valuable, state the hours you'll accept calls. Never make an appointment to show the house. Tell every caller the same thing, "I'll be there between 5:00 p.m. and 6:00 p.m." Have everyone who responds to the ad come at the same time. (This is especially helpful if you have tenants in the home.)


  Keep the ad running and show it every day until it is rented. Let people walk through the house on their own. Have a rental agreement handy if they're ready to fill out the application.


  Never tell anyone they've got the house "on the spot." They may want to put money in your hand and close the deal, but don't be tempted. A thorough check is an absolute must. Start investigating them immediately.


  Look at their car. If it's a wreck, your home will probably look that way before long.


  The form you give them should include questions concerning their rental record. How long have they been at their present address? If it's less than two years, find out where they lived before that. Get their work record. Ask for financial information and their open credit accounts. If they don't have a checking or savings account, you've likely got a problem on your hands. Ask if they are on any government assistance program, and how many people would be living in the home.


  Check, Check, Check


  Always check with someone who knows the prospective tenant. You might want to even be so bold as to drive over to his present address and talk to a next door neighbor. It won't hurt to go ahead and knock on the potential renter's door. Tell him you need to fill out some specific items on the application. It's really your chance to look at how he keeps his present rental. Ask if he minds if you request a credit report. If he refuses, ask why. If he agrees, thank him.


  Should you really check their credit report? Absolutely. If they don't pay their bills, chances are they won't pay you either.


  If they tell you how bad their present landlord is, rest assured they'll soon be moving out—saying the same thing about you.


  Should you offer a one year lease or a monthly rental agreement? I've had excellent success with lease agreements, but they give the renter far more security than they give you. It gives them a guaranteed price, but what if you had an emergency and were forced to sell the property and move them out?


  More and more landlords use a monthly rental agreement with a "30 day notice" clause. That means if you want to increase the rent, you can do it easily. Remember, when a person decides to pack up and move, they'll do it regardless of what kind of agreement you have. Even if they break a lease, it will probably cost you more than it's worth to chase them down.


  Since there is no such thing as a standard rental agreement I suggest that you call some people who have rental units in your community and ask for a copy of theirs. When you have seen a few, take the best sections of each and write your own agreement.


  The day you sign the contract, collect a check for the first month in advance, plus a security deposit equal to one month's rent. If the rent is $690, you can put the deposit of $690 in an interest-bearing account that will help take care of any negative cash flow you may have.


  Time to Fix the Faucet


  When maintenance is needed, you can do it yourself, hire a "handyman," or let the renters do the work. If the porch needs painting, you might tell the tenant, "I'll knock $50 off of your rent this month if you'll paint the front porch."


  Do your own repairs if at all possible.


  Why pay a carpenter $30 for something you can fix with a screwdriver in 20 minutes?


  Also, try to make repairs between tenants—and do them quickly since time is money.


  If a contractor is needed for major repairs, get two or three bonded contractors to make a bid with a firm price— and a definite completion date.


  If you have several units, you can save a lot of money by having all the interiors painted with the same color water-based wall paint. That way, between renters, the touch-up can be done quickly. Also, leave a gallon of the paint with the tenants and encourage them to paint over any wall scuff marks as soon as they happen.


  In Chapter One I told you the advantages of buying single homes. But when you've grown as an investor, you may want to add something like a four-unit apartment building. I've had excellent success with apartment complexes.


  You can buy decent four-family units for as low as $80,000. With proper management, the building will become a cash bonanza before long. It's almost impossible not to have a positive dollar flow on such a unit. The fivefold power of increasing rent, property appreciation, decreasing mortgage payoff, deprecation, and interest writeoff on taxes will put you in an envied position.


  You say, "But I don't have the time to look after it."


  Choose the most solid tenant and ask if he wants to make some extra money. Ask if he would be willing to collect the rents and make the monthly deposits to a special account for that apartment house. You give him the deposit slips and say, "I'll pay you 5 percent every month in the form of rent reduction."


  If each unit rents for $300, he'll get $60 a month on the $1,200 total. And if something needs repair, he'll call your designated handyman.


  What About the "Flakes?”


  You ask, "Isn't it hard?" Yes! "Aren't some renters 'flakes' who steal you blind and move out in the middle of the night?" Yes! "Do their checks sometimes bounce?" Yes!


  Fifteen years down the road, however, when the mortgages are all paid off and you're playing golf in Bermuda, you'll hardly remember the pain and irritation.


  I don't know what you expect from Social Security. Since I paid my dues over the years, I plan to receive every cent they will give me. But wouldn't it be nice if you had a portfolio of debt-free real estate investments that produced extra monthly checks for your retirement?


  Many people stumble over dollars looking for nickels.


  If you come face to face with a good deal, don't haggle over $37 or even $370. Take charge and make your move.


  A piece of property that I bought years ago now brings me over $10,000 a month. When I was about to buy it, another man was dickering with the owner—they were hassling over $4,000. I went to the owner and said, "Don't worry about him. I'll take it."


  As I was signing the deal, the other man was at home thinking about it. If I had been the one doing the hassling, the shoe would have been on the other foot and I would have lost the valuable property.


  I bought my Chevrolet dealership in the back seat of a taxicab driving down a street in New York City. Although the franchise was located in Columbus, Ohio, the man lived in Manhattan. When I phoned him I learned there were five or six people negotiating for the dealership.


  "I want to buy it. Meet me at the airport," I said.


  We hopped in a taxi and told the driver, "Just start driving around. We've got to talk about some business."


  On a pad of scratch paper we hammered out a deal. About 45 minutes later I said, "Sign this."


  We both signed it in the middle of a "Big Apple" traffic jam. While all of the other contenders were arguing with him over whether things like the "parts inventory" was current, I thought, "Who cares?"


  When you think like a millionaire, you'll learn the meaning of the word, "fearless."


  The Perfect Path


  Scripture gives us clear directions. The Psalmist says, "Uphold my steps in Your paths, that my footsteps may not slip." (Psalms 17:5) The Lord won't let you fall if you commit all your ways to Him.


  God has a perfect path for you - it's called righteousness. "He restores my soul; He leads me in the paths of righteousness for His name's sake." (Psalms 23:3)


  Our constant prayer should be, "Direct my steps by Your word, And let no iniquity have dominion over me." (Psalms 119:133)


  Someone asked me, "When Jesus said, 'Occupy till I come,' was he talking about real estate?" Why not? The Lord expects us to be good and faithful servants. Building an income that can serve His work is as Biblical as anything I know.


  You may still be wondering, "What does it really take to build a base of wealth?"


  Does it take a sharp mind? You certainly don't have to be a Harvard graduate. If you can read this book, you have what it takes.


  Does it require back-breaking work? If unending labor was the necessary ingredient for success, we'd have millionaires sprouting up like mushrooms. What I am talking about takes diligence but it can be done in your spare time.


  Do I need lots of cash? Does it really "take money to make money?" No.


  Find the right opportunity and money will be attracted like a magnet.


  Even your banker will be captivated by the deal. Institutions are looking for places to see their money grow —and they want to invest in people who want to see that happen.


  Your goal should not be to buy and sell houses. Let me say again that you should "accumulate" real estate all your life—just as some people collect baseball cards or postage stamps.


  But you've got to be the kind of a person that when someone says, "You can't do that!" you'll respond, "Yes I can. Just watch me."


  Over and over, I've encouraged you to start with just one. But you say, "Bill, I'm scared!"


  Launch out with a little bit of faith. When you get one, it will be easy to get two, then three, and more. Only after I lost my fear of going broke did I really begin to prosper. I had to make the decision to begin.


  Now it is your turn!
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  "BUY HERE-PAY HERE" BONANZA


  Over 30 years ago, just after I got into the used car business, a man and his wife came to my little office with an unusual request. They owned a garbage removal service and had several employees that desperately needed transportation, but didn't have good enough credit to finance a car.


  "If you could sell them a car and finance part of it yourself, we'll take a few dollars a week out of their pay check to apply on the balance," they told me.


  In those days, a car that I had $150 in could sell for $395. So I told them, "If they can pay $150 down, I'll finance the rest at $10 a week until it is paid for."


  Almost instantly I placed ten cars with their employees. Every cent I had in the vehicles was covered and I was taking in $100 a week clear profit. The little company deducted it from their wages and brought me a check every Friday. I found myself doing something that I'd never heard of—and there's never been a day in the automotive business that I haven't used this method of financing.


  When I got up to 40 or 50 cars on this plan, I had a nice flow of checks coming in that I could use to buy groceries and pay my personal bills.


  The plan is called "Buy Here - Pay Here." Today, the concept is suddenly getting national attention among auto dealers and people thinking about getting into the car business. Recently, one of the most prestigious automobile dealer magazines predicted that 35 percent of all used cars sold in the United States will soon be handled on this basis. Some jokingly refer to it as "Tote the Note."


  Meeting a Great Need


  Even if you've never thought about becoming involved in the car business, you need to think seriously about launching such an enterprise. It can be started in your spare time and the profits are truly amazing.


  The "Buy Here - Pay Here" plan meets a great need in society since many people have experienced financial difficulty and need to reestablish their credit.


  Here's how it works. Let's say a couple comes to a used car lot and they've got $1,500, but their credit would not be approved by any financial institution. You have a car that you bought wholesale for $1,500 that will serve as good transportation. It's listed for $2,495—which would give you about $1,000 profit. They give you the $1,500 down payment and you immediately have your capital back. The remaining $1,000 is paid to you in weekly installments. You take the down payment and purchase another car to replace the one you've just sold. At Bill Swad Chevrolet we do this approximately 100 times a month.


  You say, "Isn't that a lot of money to put down on a car?"


  When a person's credit is ruined, there's a need to rebuild it. Perhaps they have gone through a divorce, have left town owing bills, or have a long history of "slow pay." They may even have declared personal bankruptcy and no one will touch them.


  Buying a car through this plan will benefit these people tremendously. From the day they start paying on the car, we report the activity to the local credit bureau. As soon as they pay the car off, we help them by telling a lending institution, "They're reestablishing their credit. They've paid us for 15 months (or whatever) promptly. Why don't you take a chance on them?" Usually, they get approved for their next purchase.


  Many times I've had people come to us with up to $5,000 cash that absolutely could not get financed by a lending institution. We can sell them a car we've got $5,000 in for perhaps $6,995. We take the down payment and trust them for the $1,995. Sometimes the personal credit report is so bad that it takes two or three years to reestablish. We've had many repeat customers in this process until we've helped them reach their credit goal.


  I believe that next to a personal relationship with the Lord, a goodfamily, and physical health, the next best thing you can have is good credit.


  The Secret of Starting


  Here's my advice for starting a "Buy Here - Pay Here" operation. Find a small lot on the edge of town or in a "poor rent" district. Pay as little per month as possible. Keep your present job and perhaps just open the lot during evening hours from 5:00 p.m. to 9:00 p.m., and on Saturdays.


  Set a goal to sell perhaps four cars the first month—just one a week. The normal payment that we have on our cars is between $25 and $40 a week, with a $35 per week average.


  We require a weekly payment—not monthly—because these people have proven in one way or another that they have a weakness in handling money. They're good, honest, hard working people, but either they didn't manage their money properly or they have had a misfortune in their life.


  With four cars out the first month at $35, you're taking in $140 a week or $560 the first month. (We ran our payments from 12 to 24 months.) By continuing at that pace, at the end of the first 12 months, you'd have 48 customers at $35 a week bringing in $1,680. That's $6,720 a month.


  If you moved ten cars a month, in ten months you'd have 100 customers paying you $3,500 a week ($14,000 a month) and it's nearly all profit and interest.


  How much annual interest should you charge on the unpaid balance? In most states you can add up to 20 or 25 percent. We advise that you charge about 18 percent (which is even less than the interest on many credit cards). At 18 percent, it will add about one-third to the total cost of the amount financed with you.


  I shared the concept of this business with a young man in Florida and encouraged him to set a goal of having $10,000 a month in cash payments coming in at the end of the first year. He did it and set a higher goal.


  Before the end of year two, he was taking in over $20,000 a month.


  The key to success in "Buy Here - Pay Here" is customer satisfaction. I know that you'll be selling the cars, "as is" without a warranty, but working with the buyer when things go wrong will be the best advertising you'll ever find.


  Your Own Mechanic


  Try to place yourself in the customer's shoes. Attempting to reestablish your credit, you've paid your last $1,500 down on a car and three months later the transmission fails. Without transportation, you risk losing yourjob.


  Here's what we do in such a case. We have very few repossessions because we work with our people. Often, we'll loan them a car for a couple of days while we put in a transmission. Instead of making them pay $1,500—which many shops will do—we put it in at our cost. We'll usually find a used transmission, or one that has been rebuilt.


  Make a big point at the very beginning of telling them, "If you are having any problems with the car, we have an arrangement where we have a mechanic that will fix your car at our cost. We will not make a profit on that service, or the parts." Tell them, "We'll be happy to add any such costs to your note which will raise your payments two or three dollars a week. Or, if you prefer, we'll extend the loan a few months."


  The important matter to these people is that they have transportation to and from their job. Think about it. If the car breaks down and you don't help them, they'll just let the vehicle sit there and you won't get any more payments.


  No, I don't expect you to operate like Bill Swad Chevrolet, where we have a full-time mechanic who works only in this division of our business. Start small. Run a classified advertisement to find a good auto mechanic at some car dealership who can be available in the evening "on call" at a reasonable hourly rate. That's your repair man.


  If there's already a "Buy Here - Pay here" lot in your community, don't worry about it.


  You don't have to reinvent the wheel—just do a better job.


  The secret is to understand the problems of the customer. If your competition doesn't, they'll soon be out of business.


  You may say, "Bill, how can I get started? I don't know anything about the car business. I can drive one, but that's about it!"


  Don't let inexperience bother you. It's amazing how fast you can learn when you get involved. Check with the State Bureau of Motor Vehicles about obtaining an auto dealer's license. They'll also give you the information you need regarding requirements for a lot. In some states you have to have a "hard surface" lot of cement or blacktop. In others, gravel will do.


  Where do you get your supply of cars? Since most new car dealerships aren't involved in this business, you can go to the used car manager and buy a "lower price trade" at the wholesale price. The best time to go is on a Monday afternoon because they usually take in a number of trades on Saturday and have them cleared by that time. Or, you can attend the weekly auto auctions in your area.


  Time for the "Hook!"


  What do you do when, after three weeks, a customer hasn't been in to pay? Look at the credit application. Ours requires at least six references—three friends and three relatives—with a phone number for each. When he signed it you told him, "Look, I'm trusting you. You've got a credit problem and I can help you. But be fair and be honest and do what you promise." The contract should state that if the payment remains past due more than five working days, the person is in default. That means the car can be legally repossessed. Go over a standard auto sales form (which you can find in most office supply stores) with your attorney and add any changes you feel necessary.


  Now, if the customer doesn't show up after three or four weeks, you phone them. If they don't respond, go to the place of their employment and use what I call a "hook." You tow the car back to your lot. When they come to get it, you say, "I was fair with you, and you weren't fair with me." You repossess the car. It won't happen often if you establish a good understanding with each buyer at the start.


  As you take care of your customers and build a solid base, you won't have need for much promotion.


  Most of your buyers will come from present customers. They'll bring in relatives, friends, and co-workers as the brag: "They got me a car when nobody else would."


  Remember, the greatest sales tool in this business is to convince the person that you 're helping them get one of their most needed assets—to reestablish their credit.


  The business, however, could fail if you use the cash you received for the car for personal expenses and fail to replace the car you've just sold. Another great danger is to break from your policy of requiring that the down payment cover every dime you have in the car—including tax and title.


  Let's say you have a car that you've put $2,500 into. A customer you've done business with before says, "I know you're asking $3,995 for the car, but all I've got is $1,500. Let me have the car until next Friday and I'll bring you the extra $1,000."


  Friday will never come, and you won't see the $1,000. Never, never break your firm rule of totally covering your cash costs. The weekly payments must be all profit.


  As you grow, you'll be tempted to expand to a bigger operation and work with a lending institution. You might want to "sell the paper" to a finance company to handle a normal low-down payment purchase for a regular customer, but you'll make much more money by sticking to the plan we've outlined and keeping the accounts yourself.


  $20,000 a Month?


  If you think this business sounds easy, don't start it. If it was effortless, everybody would be doing it and you'd have too much competition. But is $20,000 or more every month in profits worth some long hours and hard work? I'll let you be the judge.


  Please, don't jump into this business and start swimming over your head. Start with just one or two vehicles and go from there. As I travel the nation teaching seminars, people come up and say, "Bill, I started a business, and I failed." When I check to find out why, in almost every case they started too big and ran full speed ahead into a cash crunch. They became discouraged and quit.


  The "Buy Here - Pay Here" business is a viable enterprise. You'll receive great satisfaction by helping people reestablish their credit and providing them with good transportation.


  A basic requirement for financial success is: "Find a need and fill it." That's why I can recommend this as a great opportunity for you.
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  71 MONEY MAKING IDEAS


  On your road toward personal wealth, the most enjoyable part of the journey is dreaming, planning, and goal setting. But how do you make it happen? At a recent seminar, a man asked, "Where am I going to get an extra $1,000, or $2,000 to get started?"


  There are many enterprises you can begin in your spare time that can quickly produce the funds needed to launch any business you choose. At first glance, you may say, "Those are too simple. Can they really work?"


  If you opened a book and it said, "Find a corner on the edge of town, put three old cars on it, and start a used car business," you might go on to the next page. They laughed at me, but that's how I became a multimillionaire.


  If just one of these ideas fits your personality, matches your skills, and sparks your enthusiasm, you need to go for it! Launching a part-time venture can lead to much more than producing some extra money. It can easily become "the tail that wags the dog"—allowing you to be your own boss while doing something you truly enjoy. Here are 71 ideas that have excellent income-producing potential.


  After School Child Care—Working couples need a safe place for their children between the end of the school day and the time they return from work. You can start such a service at your home. The demand in summer months for full-time supervision is even greater. Check local zoning and license regulations.


  Afternoon Tea—A lady in Chicago set up an "Afternoon English Tea" service in an antique shop. She serves homemade English pastries, with fresh strawberries and cream. The owners of the store do not charge rent or take any of the profits since it doubles the walk-in business and creates tremendous publicity. It's a win-win situation.


  Art on Consignment—There are plenty of excellent artists in most communities with few outlets for sales. Start a gallery in a large room of your home, or convert the garage. Sell on consignment, keeping 20 or 30 percent of the retail price.


  Bed and Breakfast—There's serious money to be made by converting your home into a quaint hotel. Check with local zoning restrictions. You might even want to transform an older home in the "historic district" of your community into such an operation.


  Bouquet-of-the-Week—A lady in Connecticut turned her love of flowers into a great enterprise by delivering fresh bouquets every week to business offices and individuals. You can bill them monthly. The possibilities are great. For example, a young man bought a gift certificate of 12 bouquets for his grandmother. One is delivered on the first day of every month for the entire year.


  Box Lunches-There are dozens of locations in


  your community that have no food service at lunch time— from factories to construction sites. By starting small and meeting this need, you'll be surprised where this business can lead. Before long you will be ready for special orders for everything from company picnics to youth group outings.


  Bridal Fair—There are dozens of firms that sell to the bridal market—including department stores, tuxedo rentals, travel services, and photographers. Rent them exhibit space at a hotel ballroom or convention center. You'll have additional income from the registration fee. Put on an hourly bridal fashion show and other promotable features at the event. It will also put you in a great position to build a business as a wedding consultant/organizer.


  Candle Making—Do you enjoy crafts? There's big money in candle making. Get a "how to" book at your local hobby shop. With some molds, wax, colors, wicks, and scents, you can start your own line. Sell at flea markets, wholesale to stores, or produce for fund-raising groups.


  Carpet Cleaning—Start a service for businesses and homes. If you charge $50 to clean 300 square feet, the actual cleaning materials will cost about $3. You can do the job in an hour. If business booms, find part-time help for $6 an hour and expand the operation. Buy a used commercial carpet cleaner to get started.


  Children's Birthday Parties—If you like children and know how to organize, arranging birthday parties can turn out to be a great business. Contact local clowns and magicians who will work for a set fee.


  You provide the refreshments and the show at the customer's location. Price your parties on a "per person" rate with a basic minimum fee.


  Children's Resale Clothing—Since children grow quickly from one size to another, parents are always looking for bargains. In your basement or garage, start a "recycled" kids clothing business. Accept consignments or scour local garage sales. Organize by sizes, and make sure every garment is in good condition.


  Chimney Sweep—This is a great part-time venture for a person who doesn't mind getting dirty. Don't forget your top-hat. Spread circulars about your service on local bulletin boards or hand out flyers door to door.


  Christmas Tree Lot—a couple of phone calls to the Chamber of Commerce in a tree producing area should get you the name of a reputable wholesaler. Don't over-buy your first year. Rent space on a busy street, or get free space by giving ten percent of the gross to the owner. Turn "ugly" trees into wreaths and garlands. Make extra money selling red ribbons, ornaments, tinsel, etc.


  Clothing Alterations—Handy with needle and thread? Start a part-time alteration service. A few satisfied customers will spread the word quickly. The reason so few advertise is because they have all the business they can handle.


  Clothing Decoration/Painting—Anyone


  with artistic talent can turn a $5 T-shirt into designer clothing that can sell for $30 or more. Your craft store sells paint that won't disappear after a washing. The key is to develop a "style" that is unique. Sell at community festivals, shopping mall craft fairs, and other events.


  Computer-Based Services—Turn your computer into a money-making machine. Low cost "shareware" programs (about $3 each in major computer magazines) make it possible for you to offer hundreds of services—everything from producing daily menu updates for restaurants to handling a company's payroll. The sky's the limit.


  Cooking School—Is there someone in your family who has a cooking specialty? Offer weekly classes to teach others how to do it. For example, you might offer a series of three two-hour classes called "Cajun Cooking." Depending on the interest, you may want to put out a schedule for the entire year. If you don't want to cook, but love to organize, find a gourmet chef and split the profits.


  Costume Jewelry—People find "fabulous fakes" and imitation designer jewelry irresistible—especially if the price is right. A display tray of samples will make you the talk of the neighborhood. You'll find wholesale sources in almost any issue of one of the major jewelry trade magazines. If your library can't help you, ask a local jeweler for some back copies.


  Coupon Books-Just about every business in


  town can think of a "Two for One Special," or a 50 percent discount for a particular item. Restaurants love this kind of promotion. Be sure there is an expiration date on each coupon and that the rules are clear. Put a booklet of about 100 such items together and have them sold by fund raising organizations. Sell a $6 retail booklet to them for 50% discount. Don't overprint the first edition—you can always put it back on the press.


  Debt Collection Service—Almost every business has debts on their books they feel are "uncollectible. "Offer to take over those accounts and split all collections on a 50-50 basis. What do they have to lose? A small start can lead to huge revenues.


  Elder-Care—There are elderly people that need all kinds of services—from prescription delivery to transportation. You may even want to open your home as a place family members can bring their parents while they are away for a short stay.


  Event Planning—If you're good at organizing receptions, picnics, or corporate events, you might consider offering your services to the public. Once you build a reputation for producing a quality event, you can expand in an extremely lucrative market. By teaming with catering services and entertainment bureaus, you can accept the biggest of challenges.


  Financial Planning—Turn your knowledge of fiscal matters into consulting fees. It's better to become the area's leading expert on a particular topic than to be a "generalist." Spread the word of your availability to both the financial community and to individuals who have needs in your area of expertise.


  Flea Market Organizer—It seems that people


  never tire of going to flea markets. Try to find a highly visible location to get started. Begin with a monthly event before trying to go weekly. About two months before your opening, pass out flyers to vendors at every existing flea market in your area with booth information. You'll make money on everything from renting table space to the concession stand. If it becomes big enough, you can charge an admission fee.


  Food Specialties—Turn your favorite recipe into a business. A man in Georgia started making fruit cakes and it became a multi-million dollar enterprise. He wholesaled his product to service clubs as a fund raising item.


  "Free” Advertiser—They're tough to start, but once they're going, free advertising tabloids have a life of their own. Sell advertisements from a small classified to a full page display. It's not even necessary to have editorial content. Find some sharp, enthusiastic people who will sell ads on a 25% commission basis. Your best printing prices are usually from small weekly newspaper printers in nearby rural communities. Flood the town with them and the advertisers will see results.


  Free Lance Writing—From writing short magazine items to ghostwriting major books, there's a huge market available to people who have a knack for writing. Your best guide for opportunities is the annual publication, Writer's Market, that can be found at almost any library.


  Furniture Stripping—Its a messy job, but somebody's got to do it. Turn a workroom into a business that removes paint, varnish, and shellac from old furniture. Price your service by the item rather than by the hour.


  Furniture Upholstery—Here's a skill that can be easily learned and will pay big dividends. There are two sides to the business: (1) re-covering old furniture for customers and (2) repairing old sofas and chairs for personal sales. Both will produce hefty profits.


  "Gofer "Service—Every day, individuals and business offices need something done now. A package needs to be delivered across town. A set of blueprints needs to be picked up pronto. With a phone service tied to your "beeper," you can build a solid customer base by providing quick and efficient service. Most people bill clients by time and mileage.


  Handyman—There's always a need for a "fix it" man—or woman. But have you ever tried to find one? If you can replace a gutter, repair a light switch, and everything in between, there's plenty of money to be made. Get started by contacting a few rental property owners—or even real estate agents who have listings with needed repairs. You can charge either by the hour or give a fixed price for a particular job.


  Hors D 'oeuvres—Have you ever gone to a party and wondered who made those hundreds of beautiful food items on the snack table? Why not you? Create some gorgeous items, take photos of them, and start promoting a catering service for party-givers. It can lead to an exciting business.


  House Cleaning—I met a young man in Tulsa that started cleaning houses while he was a college student. The business has grown to the point that he now employs others to do the work. You can sign long-term contracts to clean houses on a weekly basis, and branch out into commercial buildings.


  House Numbering—People will be glad to pay $5 or $6 dollars to have their house number neatly painted on the curb—especially if everyone in the neighborhood is having it done. With a few stencils and some spray paint you can get to be an expert fast. Leave a flyer at every house the day before you plan to start the painting. Have them check "yes" or "no" and hang the notice for you on their front doorknob. Collect your fee when the job is done.


  House Painting—If you want to know how much money there is to be made painting houses, just call and get three estimates for someone to paint yours. One fellow got into the business by leaving notes at homes saying, "We'll carefully paint the exterior of your home for $2,000"—or whatever his estimate. Business became so good he began to subcontract the jobs to college students.


  House Sitting—In a security-conscious world, many people are afraid to leave their home for any extended length of time. If you're willing to spend your nights at another location, you might want to start a house sitting service. Once people know you're reputable, the word will spread and you'll have plenty of business. Charge by the day.


  Income Tax Service—Tax preparation has grown to become an extremely large business. If you have a knack for numbers, why not hang out your "shingle." Charge a flat fee for a simple return, and an hourly rate for more complex assignments.


  Interior Decorating—If your own home draws rave reviews, why not offer a decorating service to others? In addition to your fees, you can receive commissions from furniture stores or art galleries where you bring customers. You'll become the "middle man" for everything from draperies to lighting fixtures. A few satisfied customers and you're on your way.


  Kiddie Taxi—Parents with hectic schedules need someone reliable to haul their kids to everything from basketball practice to dental appointments. In certain locations people earn good money running a private van service taking children to and from school every day.


  Kiosk or "Cart” Business—There's no need to risk signing an expensive lease in a mall to test market a new idea. You can often rent a small kiosk that will let you know if you are on the right track. Or, start by arranging space for a portable cart to sell your goods. They work well for businesses like flowers, candies, sunglasses, costume jewelry, etc.


  Lawn Care—Have you ever tried to have your lawn mowed properly by somebody else? The service is usually "spotty" at best. If you know what you're doing, lawn service can become a giant business. Always include edging in the price you quote—the job will look so much better. You can add plenty of additional services such as mulching, fertilizing, tree trimming, and more.


  Lemon-Ice Cart—Find a used van that can be painted yellow and converted into a stand for selling a drink made of "shaved ice" and fresh squeezed lemons—with a little sweetener added, of course. Invent a fresh name for your product. Arrange to be at every festival and special event in your area. You'll have to rent the space or give a commission, but the high profits are well worth it.


  Limousine Service—You don't have to invest a fortune to get started in the limousine business. One fellow started his company with a one year inexpensive lease on a five year old limo. Another man bought a 1954 Cadillac limo for $300, restored it, and was in high demand for parties, proms, and "fun" occasions.


  Mobile Car Wash-As my wife and I walked into a restaurant in Miami, a sharp young man walked up and asked, "Would you like to have your car washed while you are eating?" I said, "Sure." He had a small pick-up truck with a water tank and some polishing cloths. He washed three or four cars while we were in the restaurant. His price was $5, but I gave him $10 because he did such a great job. He was producing good extra income on the weekends.


  Mobile Shoe Shine—Every once in a while someone will show up at our automobile dealership and perhaps 20 of our salesmen will get their shoes shined. The entrepreneur makes a great deal of money in a short period of time.


  Mobile Surface Cleaning—You can build a steady permanent business by signing year-long contracts to clean parking areas and streets for private firms and developers. Buy or lease a used water truck and start spreading the word. In many cases you'll be able to bid on contract services for city, county, and state government agencies.


  Music Lessons—Don't think you have to be a concert performer to teach private music lessons. If you have some basic knowledge in piano, guitar, drums, or whatever, you can begin teaching young students. As long as parents keep having children there's going to be a market. By giving weekly 30 minute lessons and keeping your schedule tight, you can produce excellent part-time revenue.


  Office Cleaning—Who cleans the office buildings of America? It's usually people making an hourly wage working for someone who has a contract for the job. If you can provide a quality service, it's a business with unlimited potential. Start by bidding just lower than the going rate until you get your service established.


  Personal Shopping Service—There are people across the country making great extra money by shopping—for someone else. Advertise your service of going to the grocery store, the dry cleaner, or the drug store for your busy clients. They can leave a message on your recorder with the instructions. Charge by the hour, plus mileage.


  Pet Grooming—If you have a talent for fixing up Felix the cat, or Fido the dog, you may have the making of a great part-time enterprise. Offer to give tender loving care while you nail-clip, shampoo, and fluff-dry pets. You can make it a home-based business, or go to the customer's location.


  Pet Sitting— Often, we've left our two little puppies at a pet motel while we were out of town. It's a great business—especially if you live on the edge of town and have a little acreage. Or, you can convert your basement to such a business. In some cities people visit the home of an out-of-town pet owner once a day to make sure everything is okay. Advertise your services with classified ads.


  Phone Answering Service—This is a business that gets bigger every year. There are many low-priced multi-line phone systems available that make it easy to start. Set your prices to meet the local competition and provide high-quality service. Most charge a set monthly fee per line up to a certain number of calls received—plus so much per call above that number.


  Pie Making—If you've got a few great pie recipes, try selling them to individuals on either a pickup or a home delivery basis. A delicious pie is its own best advertising. Your markup will usually be six or seven times your actual cost. You can also build a steady business making daily deliveries to restaurants and food services in the community.


  Plant Sitting—Many people don't want to take a vacation because they fear their valuable indoor plants will die. Advertise a service that lets them leave their precious plants with you. You can also offer to visit their home every three days to water both indoor and outdoor plants.


  Plant Rentals— Commercial establishments love their offices filled with plants, indoor trees, and flowers. But they don't like the trouble of looking after them. You can offer a year-around service of "renting" plants— changing them with the season—and looking after their care. Charge by the plant size and bill by the month. Work with a local wholesale nursery to get your stock and supplies.


  Public Relations—If you know how to write press releases and create favorable publicity, offer your services to both the commercial and non-profit sectors of your community. Your goal should be to obtain a monthly retainer from each client for specific services rendered.


  Recreational Vehicle Rentals—There are probably hundreds of privately owned RV's and campers in your area that are used no more than one month out of 12. Just as condo owners rent their units at the beach, you can run a similar service for recreational vehicles. Operate the business from your home. Run classified ads to get renters —charging them by the week with a maximum number of allowed miles. Check insurance coverage carefully. Your take should be about 30 percent.


  Roadside Produce Stand—You don't need to own a farm to run a produce stand. You can buy your fresh fruits and vegetables at wholesale like any merchant and make a good profit. Or, you might want to go to a "U-Pick-Em" farm and load up at very low prices. A farmer may let you set up free of charge, in exchange for a spot to unload some of his own crops.


  Security Patrol—If you've read any headlines lately, you know that the security business is going to grow dramatically in the future. You can use your evening hours to provide a private patrol service for developers, commercial property owners, and neighborhood associations. Have a meeting with your local police department to learn the regulations, authority, and cooperation available for your service.


  Sports Card Center—Turn a room in your home into a sports card trading center. You can start with your own cards or take consignments from collectors who have items for sale. If the demand warrants, move into a retail location. It's not only a big business—it's fun.


  Sports Instruction —If you, or someone you know, is an expert on the fundamentals of a particular sport, set up instructional classes for young people. Parents will be thrilled for their children to learn the basics of tennis, golf, football, basketball, or whatever.


  You can give private instruction, but the most lucrative is to form classes of 15 or 20 students who pay $20 for a four or five session series.


  Swimming Pool Maintenance—At the beginning of summer in Columbus, Ohio, I remember calling at least ten people who told me, "No, we don't know anyone who cleans swimming pools." Here's a seasonal business that can keep a team of people busy. In early spring, knock on the door of homes that have a backyard pool and offer a weekly service that includes cleaning and chemicals. Don't forget motel and apartment pools—there is steady business there, too.


  Tele-Marketing—In many cases you don't even have to leave your home to be part of a sales force that markets by telephone. Most firms offer minimum hourly pay plus a bonus based on actual sales. Don't sell yourself cheap. If you're producing good revenue, demand a higher bonus and you'll probably get it.


  Tutoring—Parents are always concerned with the educational growth of their young people. You can offer one-on-one or group tutoring in the subject area you feel comfortable with. It can be anything from teaching a foreign language to computers or math.


  Typing Service—If your fingers love the keyboard, you can set up a home-based typing service. The opportunities are endless—transcribing depositions for law offices, churning out manuscripts for authors, or typing term papers for college students. Most work is now done on a computer so revisions become easy. Charge by the page at the going local rate.


  Used Books—Big money can be made in used books when you know what people are looking for. A 10 cent self-help paperback you buy at a "junk" store can sell for $3 to the right person. A fellow in Missouri specializes in old books of sermons. He's built a big list of ministers who buy his books by mail order from a quarterly list he circulates. Some items are $50 and more. Huge, huge markups.


  Used Furniture—Find a big area in your basement or garage and start collecting and marketing used furniture. Again, only deal in what you know people are looking for. For example, you might want to specialize in items only made of pine.


  Used Gowns—Many people buy expensive clothing only to be worn once in their lifetime. These can include christening gowns, prom dresses, wedding gowns, and special purchases for a society ball. You can render a great service by reselling these items on a consignment basis. It's a business you can start in an unused room of your home and grow with the demand.


  Used Sports Equipment—With such high prices for golf clubs, tennis racquets and exercise equipment, people are always looking for a bargain. You can start from your house, or rent a small retail space to sell used sports items you take in on consignment. Or, you can hit the garage sales for items you know will move quickly.


  Video Service— Once you've learned how to operate your video camera like a pro, you should consider advertising your services. The market includes legal work, weddings, graduations, family reunions, birthday parties, sports events, award ceremonies, and much more. If you have access to equipment that can edit, add titles, and make duplications, you're in clover. Charge either by the hour or a set price for the finished product.


  Window Cleaning—If you don't mind heights and can get the right equipment, there's always a need for a quality commercial window cleaning service. Just look around and you'll see the potential—and don't ignore the residential market. It's a job people hate do to, and that's where you become valuable.


  TO SUM IT UP


  I've always believed that one man's garbage is another man's gold. No two people will respond to the opportunities you've just reviewed in the exact same manner. Whether it's buying rental properties, starting a "Buy-Here - Pay Here" business, or any one of these 71 money making ideas, the future is up to you.


  Once the decision is made, get to work. Scripture says, "Whatever thy hand findeth to do, do it with all thy might." (Ecclesiastes 9:10)


  God's Word to the Children of Israel is a great promise: "For the Lord your God is bringing you into a good land—a land with streams and pools of water, with springs flowing in the valleys and hills ... where you will lack nothing. When you have eaten and are satisfied, praise the Lord your God for the good land he has given you." (Deuteronomy 8:7-10 NIV)


  "Amen!"


  
    
      


    

  


  


  GET READY!


  This book will take you step-by-step along a path that anyone can take to financial security and personal wealth. You’re about to learn YOUR GREATEST POTENTIAL FOR PROSPERITY • HOW TO BUILD A $1 MILLION DEBT FREE EMPIRE IN AS LITTLE AS IS YEARS • SHORTCUTS TO RAPID DEBT REDUCTION • BUYING WITHOUT CASH • NINE RULES FOR GETTING THE BEST DEAL • HOW TO WIN AT NEGOTIATIONS • THE "BUY HERE - PAY HERE BONANZA" • 71 MONEY MAKING IDEAS.
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