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What Box? 2025 Seminar Schedule 
(Eastern Time Zone) 
 
Friday, September 12, 2025 
Pizza Party by Pool – Meet and Greet ....... 6:00 p.m. to 9:00 p.m. 
 
 
Saturday, September 13, 2025 
Registration ............................................ 8:00 to 9:00 a.m. 
Class ...................................................... 9:00 to 10:30 a.m. 
Break ..................................................... 10:30 to 10:45 a.m. 
Makenna Dombeck .................................. 10:45 to 12:15 p.m. 
Lunch ..................................................... 12:15 to 1:30 p.m. 
Class ...................................................... 1:30 to 2:30 p.m. 
Break ..................................................... 2:30 to 2:40 p.m. 
Class ...................................................... 2:40 to 3:50 p.m. 
Break ..................................................... 3:50 to 4:00 p.m. 
Class ...................................................... 4:00 to 5:00 p.m. 
Panel: Q & A ........................................... 5:00 to 6:00 p.m. 
 
 
Sunday, September 14, 2025 
Class ...................................................... 9:00 to 10:30 a.m. 
Break ..................................................... 10:30 to 10:45 a.m. 
Class ...................................................... 10:45 to 12:15 p.m. 
Lunch ..................................................... 12:15 to 1:30 p.m. 
Class ...................................................... 1:30 to 2:30 p.m. 
Break ..................................................... 2:30 to 2:40 p.m. 
Class ...................................................... 2:40 to 3:50 p.m. 
Break ..................................................... 3:50 to 4:00 p.m. 
Class ...................................................... 4:00 to 5:00 p.m. 
 
 
Monday, September 15, 2025 
At poolside: Your best takeaways ............. 9:00 to 10:30 a.m.
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This Is Your Warning! 
Neither Bill or Kim Cook are CPAs or attorneys.  They have never 
played one on TV.  For that matter, they probably have never stayed 
at a Holiday Inn Express. 
 
Bottomline: Verify anything and everything in this manual using 
someone YOU trust and who YOU verify is a competent professional 
of YOUR choosing, where YOU invest. 
 
All material in this manual is for classroom instruction only.  It’s here 
to cause you to think, be curious, and use your imagination.  This 
course’s goal is to have questions asked and topics debated.   
 
Remember: YOU are 100% responsible for YOUR decisions and 
YOUR actions!  YOU are responsible for YOU ! 
 
Documentation in this course may be appropriate in one state, but 
not in another state.  Do NOT use any documentation and/or 
creative deal structuring tools discussed or shown in this course 
unless you have PERSONALLY verified that they are kosher where 
YOU l ive and invest.  
 
A creative deal structuring and/or funding technique suitable for one 
transaction is definitely NOT suitable for all transactions. 
 
Be warned: The information offered in this course is offered with the 
understanding that neither the publisher nor the author(s) is/are 
engaged in rendering legal, accounting, or other professional 
services. 
 
Bil l Cook will fail miserably at being politically correct.  If your 
feelings are easily hurt, if you are often offended, if you believe in 
participation trophies, if you believe government has the best 
answers, Bil l is the wrong teacher for you.  It’s best to get your 
attendance money refunded now and leave.   
 
There, you’ve been warned! 
 
Bil l and Kim Cook 
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Jack Miller, Pete Fortunato & Dyches 
Boddiford 
 
Often, with real estate investing, being at the right place, at the right 
time, and taking action, can change your l ife…sometimes forever ! 
 
In 1997, while attending a Georgia REIA meeting, Kim and I first 
heard Dyches Boddiford teach. He changed our l ives forever! 
 
One of the first pieces of advice Dyches gave me was to attend Jack 
Miller's seminars in Tampa, Florida. I had no clue who Jack was, but 
if Dyches said take Jack’s class, I was, by gosh, going to take 
Jack’s class. 
 
I remember sitting in my first Jack Miller seminar in 1998. I spent the 
entire two-day event having no clue what Jack was talking about. 
Without a doubt, I was the most ignorant investor in the room. 
 
Thankfully I was smart enough to recognize that the room was 
packed with been-there-and-done-that investors.  It was obvious  
most had taken Jack’s classes many times.  They encouraged me.  
They said creative deal structuring would one day make sense if I 
would just stick with it.   
 
At that seminar, I was observant enough to notice that at each 
break, 15 to 20 attendees would gather around a strange, dark-
haired man sitting on the back row. Curiosity caused me to nudge 
my way into this group so I could hear what the strange man was 
saying. As it was with Jack and Dyches, I had no clue what the 
strange man was talking about, but I did admire the gusto, force, 
and belief with which he spoke.  This man was, of course, Peter 
Fortunato. 
 
This is important: Though I didn’t understand anything Jack, Pete, 
and Dyches talked about back then, I knew I had found the real 
estate investing teachers for whom I’d been searching.  They were 
teaching the language of advanced creative deal structuring, the 
language I was thirsting to learn. 
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From that day to this, though Jack went to heaven in 2009, and 
Dyches joined him there in 2024, I sti l l  l isten to them almost daily by 
going to CashFlowDepot.com.  Also, Kim and I attend most every 
seminar taught by Pete Fortunato, every time he teaches.   
 
Back in 1997 and 1998, I didn't know Kim and I were climbing onto 
the shoulders of giants. It was simply a case of being at the right 
place at the right time and taking the right action – attending nearly 
every class they taught and then implementing what we had learned! 
 
It’s very important I make something crystal clear: Most every lesson 
you hear me teach, please know it is a lesson I learned from one of 
these three giants. And while we're at it, let's throw John Schaub 
and David Tilney into this group of giants. 
 
There is no way, absolutely no way, Kim and I could have achieved 
our level of success without the knowledge, creativity, guidance, 
patience, and help of these five great men! 
 
Love you, 
 
Bil l 
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About Bill & Kim Cook 
Bill and Kim are a husband-and-wife real estate investing team.  Bil l 
creatively constructed his first deal in 1990 in Shreveport, Louisiana.  
He and Kim have been teaching other investors to do the same since 
1997.  They became full-time real estate investors in 1998. 
 
Their core belief is that real estate investing is not about buying, 
sell ing, or renting houses.  It’s about helping people solve their 
real estate problems! 
 
Their investment portfolio consists of single-family rental homes, 
mobile homes, and a small mobile home park.  In addition, they 
lend, own notes, options, and stocks. 
 
With more than 35-years of face-to-face dealmaking experience, Bil l 
is one of the most imaginative advanced creative deal structurers in 
the country.  Whether you need to know how to creatively construct, 
or creatively fund, or creatively hold, or creatively sell a property, 
Bil l is the person many experienced real estate investors call for 
advice. 
 
In addition, Bil l is one of a handful of real estate investors who has 
the know-how, skil l, and experience to work with Pure Options.  
Less than 1% of the real estate investing world has ever heard of a 
Pure Option, even though it’s one of the most effective deal 
structuring tools in the business.  For more than 25 years, Bil l has 
used Options to generate cash flow, profit and to protect Kim’s and 
his assets. 
 
Bil l and Kim built their business square on the back of knocking on 
homeowners’ doors.  Why?  Because it’s the fastest, cheapest and 
most effective way to get face-to-face with homeowners and make 
written offers.  For nearly 55 years, since 1972, Bil l has made his 
l iving knocking on homeowners’ doors and being invited in. 
 
In 2022, Jackie Lange handed the reins of CashFlowDepot.com to 
Bill and Kim.  This site is home to all of Jack Miller’s teaching 
materials.  Lonnie Scruggs materials, too.  Content wise, for real 
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estate investors and creative deal structuring, there’s no other 
website on earth that can match its content!   
 
For 14 years (from 2001 through 2015), Bil l and Kim founded and ran 
North Georgia REIA in Cartersvil le, Georgia.  With more than 2,400 
members, it was one of the largest and most successful real estate 
investing groups in the country.  At the end of 2015, Bill and Kim 
closed their REIA’s doors so they could begin traveling fulltime in 
their motorhome. 
 
For 13 years (from 2002 through 2015), Bil l wrote a weekly 
syndicated real estate investing newspaper column.  At the end of 
2015, Bil l turned his column over to his good friend Joe English in 
Calhoun, Georgia. 
 
Bil l is quick to point out that he and Kim are standing on the 
shoulders of creative dealmaking giants.  Jack Miller, Peter 
Fortunato, and Dyches Boddiford have been their primary real 
estate investing teachers since the 1990s.  Add to this mix John 
Schaub and David Tilney.  Much of what Bil l and Kim know has 
been learned from these creative deal structuring originators. 
 
From 2018 to 2025, Bil l and Kim lived full t ime in their 40-foot, 
diesel pusher, Tiffan Phaeton motorhome.  This year (2025) Bil l and 
Kim sold their motorhome, bought their forever home and now live in 
Venice, Florida.   
 
To learn more about Bil l and Kim, to see courses they teach, to see 
their many videos about advance creative deal structuring strategies, 
and to watch interviews with some of the best, most experienced real 
estate investors in the country, please visit BillandKimCook.com.   
 
You are welcome to call Bil l  with your deal-structuring questions.  His 
phone number is 770-815-8727. 
 
Website: Bil landKimCook.com 
 
Facebook Page: Bil l  and Kim Cook 
 
YouTube Channel: Bil l  and Kim Cook 
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Our Other Courses For Sale 
We hope, after spending time studying this course, you have a much 
clearer understanding of ADVANCED Creative Deal Structuring and 
Structure Stacking.  
 
Please know you can’t learn all there is to know about real estate 
investing from one manual, one course, one seminar, one bootcamp, 
or from one teacher.  Becoming a master of anything requires years 
of study plus lots of hands-on experience. 
 
If you want to pursue your real estate investing education, please 
know we have a variety of courses for sale.  In fact, when we include 
CashFlowDepot.com, Kim and I offer access to more real estate 
investing education than does anyone else in the country. 
 
Best of all, with our courses, we offer an unconditional 30-days 
moneyback guarantee. 
 

A List of Our Courses 
• What Box? Home Study Course ............................. $697.00 

 
• The Power of Options Home Study Course ............ $697.00 

 
• The Ultimate Creative Deal Structuring Course ..... $1,297.00 

 
• How to Knock on a Homeowner’s Door 

and Make Written Offers ....................................... $197.00 
 

• How To Use a Financial Calculator ....................... $147.00 
 

• CashFlowDepot.com (Jack Miller’s REI Courses) .. $299.00 
 
To learn more about these courses, go to BillandKimCook.com or 
call Bil l at 770-815-8727. 
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What Is “What Box?” About? 
Many will say What Box? is about advanced creative deal 
structuring, structure stacking, and advanced dealmaking strategies.  
They are right.  But the thing is, when you boil What Box? down to 
its essence, it’s simply about learning how to better help people 
solve their real estate problems.  It’s about being solution driven 
rather than technique driven.  It’s about kitchen tables, curiosity, 
questions, l istening, T-bars, imagination, caring, accords, 
memorialization and taking action!  
 
A strange thing began happening around 2012.  As America began 
recovering from the great housing collapse of 2008, fl ipping houses 
became all the rage.  This encouraged “mentors” and “coaches” to 
come out of the woodwork touting the great virtues of fl ipping and 
wholesaling. 
 
As fl ipping and wholesaling caught fire, the skil ls required to 
creatively construct deals began to ebb.  By 2015, probably 95% of 
offers made to sellers by investors were based on the ever so 
creative 70-cents-on-the-dollar-minus-expenses formula.  This type 
of offer often requires the investor to get shed of the property as 
quickly as possible – preferably before he or she owns it. 
 
Before my fl ipping and wholesaling friends blow a gasket, please 
don’t think I’m putting down quick-turn properties.  Kim and I have 
done a ton of them over the years.  Heck, we used profits from our 
fl ip, wholesale, and assignment deals to get our rental properties 
free and clear, as well as to put food on the table and keep a roof 
over our heads. 
 
My point is this: Because the overall focus for the past twelve years 
has primarily been on quick-turning properties, and because real 
estate values have rapidly increase during this time, there is now a 
generation of real estate investors who have no clue how to 
creatively buy or creatively fund a deal, nor do they know what to do 
when the music stops and real estate values begin to level off or fall.   
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For this generation, if a property can’t be bought for 70-cent’s-on-
the-dollar (minus expenses), then in most minds there is no deal to 
be done. 
 
Think of it this way: Picture a fl ipper or wholesaler opening their 
deal structuring toolbox.  When they peer inside what do they find?  
A single tool.  The proverbial Big Damn Hammer.   
 
Facing foreclosure?  WHAM!  Here’s your 70-cent-on-the-dollar 
offer.  Hate your tenants?  WHAM!  Here’s your 70-cent-on-the-
dollar offer.  Moving? WHAM!  Here’s your 70-cent-on-the-dollar 
offer.  Need a bigger house?  WHAM!  Here’s your 70-cent-on-the-
dollar offer.  Don’t want to move?  WHAM!  Here’s your 70-cent-on-
the-dollar offer.  Owe more than your house is worth?  WHAM!  
Here’s your 70-cent-on-the-dollar offer.   
 
For real estate investors, dealmaking needs to be brought back to 
the forefront…to be relearned.  To help accomplish this goal, Kim 
and I decided to focus our teaching on ADVANCED creative 
dealmaking. 
 
The first course we teach is this course, What Box?  At What Box? 
we focus on using multiple deal structuring tools to make a single 
transaction succeed.  I call this Structure Stacking.  We also 
discuss ADVANCED real estate investing strategies. 
 
What Box? is designed for experienced real estate investors.  That 
said, because creative deal structuring is a language, and the best 
way to learn any language is by emersion, we recommend less 
experienced real estate investors DO attend!  A newer investor may 
not understand what’s being discussed, but he/she will get a 
glimpse behind the creative dealmaking curtain and see what’s 
possible. 
 
The second one-of-a-kind course we teach is The Power of Options.  
You can learn more about this seminar at Bil landKimCook.com 
 
Gotta throw in our Door Knocking and Offer Making course, as well 
as our How To Use a Financial Calculator course. 
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Why do Kim and I teach What Box?  When we got into real estate 
investing, God smiled upon us.  God gave us absolutely THE BEST 
teachers from whom to learn: Jack Miller, Pete Fortunato, Dyches 
Boddiford, John Schaub, Jimmy Napier, Prentiss Yates, Mike 
Meeker, Jack Fullerton, Jack Easton, and Mic Blackwell.   
 
We feel the best way to thank these incredible teachers, teachers 
who spent countless hours patiently answering my many real estate 
investing questions, is to pass on the lessons they taught us. 
 
It’s good to have you with us.  Thank you for being here! 
 
Bil l & Kim Cook 
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Why The Name What Box? 
In the early 2000s, I was trying – unsuccessfully – to structure a deal 
that involved an inherited property with four out-of-town heirs.  My 
offer had nine moving parts.  If presented, because there were so 
many moving parts, I was sure the sellers would turn down my offer.  
Why?  As we all know, a confused mind says NO !  
 

Wanting to save this deal, I called my 
friend Pete Fortunato for some creative 
deal-structuring advice.  In less than an 
hour, Pete cut through the fog and 
simplified my offer.  It went from nine 
moving parts down to just two.  After 
presenting this new, easy-to-
understand offer, the sellers quickly 
said yes, and Kim and I bought the 
property less than a week later.  I’m 
happy to say we stil l own that property 
today.  It’s one of our paid-for, single-
family investment properties. 
 

I was so impressed with Pete’s deal structure, I tit led that week’s 
newspaper column Pete Fortunato: The Greatest Outside The Box 
Thinker!  (Note: I wrote a weekly syndicated real estate investing 
newspaper column from 2003 through 2015.) 
 
After all, aren’t we all taught the importance of being “outside the 
box thinkers?”  Isn’t this the thing for which we all strive?  I knew 
Pete would love, love, love my column. 
 
After it ran in the paper, I cut the article out and had it framed.  Then 
I sent the framed column to Pete. 
 
Remember: Pete Fortunato – The Greatest Outside-The-Box Thinker! 
 
A few days later, I received a simple, two-word email from Pete.  His 
two-word email changed my life and became my biggest real estate 
investing ah-ha moment of all t ime!       
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Can two single-syllable words really have this big of an impact on a 
person’s l ife?  What did Pete’s email say?  Remember, I wrote a 
column about Pete Fortunato being the greatest “outside the box” 
thinker.   
 
Pete’s email simply – and only – read: “What Box?”  
 
And with that, I went off the deep end.  I sat in front of our fire pit 
for three days.  All I did was gaze into the flames and contemplate 
Pete’s reality-shattering message. 
 
All my business life – and this is the case for most of us – I was 
instructed to think outside the box.  Then along comes Pete, 
bending the universe the way only he can. 
 
A few days later I drove to Madeira Beach, Florida and met with 
Pete.  I had questions that needed answers.  Pete simply pointed 
out that after attending his seminars since 1999, I’d entirely missed 
his most important core lesson.  All this time, he wasn’t teaching us 
how to think outside the box – he was teaching us that THERE IS 
NO BOX ! 
           
In discussing his mind-warping insight, Pete, in his tone of it’s-
critical-that-you-fully-understand-this said, “Bill, if you say you’re 
thinking outside the box, then you’re acknowledging there is a box.  
If you think there is a box, then you’ll never reach your full potential 
as a creative deal structurer.  The truth is, there is no box!  You can 
be as creative as you want – so long as you help the other person 
get to a position THEY like better than their current position.” 
 
How could I have been so obtuse for so long and missed such a key 
point?  
 
If you want to become a better, wiser, more accomplished real 
estate investor, remember that our job is to help people get what 
they want.  It’s about them, not us.  If you combine this mindset with 
the persistent effort of regularly getting face-to-face with sellers, 
along with getting together with other been-there-and-done-that 
investors, you will get exactly what you want out of l i fe. 
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Most importantly of all, remember Pete’s ever-so-wise words: “What 
Box?” 
 
Thanks, Mr. Fortunato! 
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Bill’s Bible for Bill 
Currently, I’m getting ready for What Box? 2025.  This is the yearly, 
two-day seminar Kim and I host each September in Tampa, Florida 
and on Zoom.  The topic is ADVANCED Creative Deal Structuring 
Strategies. 
 
While there are thousands of folks teaching real estate investing, 
only a handful are experienced enough to teach ADVANCED deal 
making strategies.   
 
Which teacher is at the top of the mountain?  Mr. Pete Fortunato.  
There’s no one else like him on the planet.  He has been structuring 
mind-bending, universe-altering deals for more than five decades.  
Jack Miller, a legendary real estate investor who passed away in 
2009, said Pete is the most creative dealmaker he’s ever met.  Jack 
said it all! 
 
While working on this manual, I made a list of the most important 
lessons I’ve learned about real estate investing.   
 
At first, I t it led this column, Bill’s Bible.  I quickly realized this was a 
terrible tit le because it implied that what I wrote should be treated 
as if it came down from heaven.  As if it outlines THE way. 
 
As you will soon read, I do not believe there is a THE way.  We each 
develop our own unique style that allows us to succeed as real 
estate investors.  While there is no THE way, there is most definitely 
a YOUR way, and YOUR way will morph and improve over time. 
 
To correct my mistake, I changed the title to Bill’s Bible for Bill.  
Much better don’t you think?  My advice is to create your own bible.  
Of all the lessons you’ve learned, it’s fun figuring out which ones are 
most important to you. 
 
(SEE NEXT PAGE) 
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Let me share with you some of the lessons in Bill’s Bible for Bill. 
 
 
There Is No THE Way 
 
There is no THE way.  There is only YOUR way, and YOUR way will 
continually adapt and modify.   
 
Example: You begin real estate investing with near zero knowledge 
or experience.  Maybe you begin life as a fl ipper or wholesaler.   
 
Later, you decide to acquire some single-family rentals. 
 
You realize there is much you don’t know, so you turn to YouTube 
videos, but discover they’re skimpish on details.  You then find 
yourself forking over chunks of cash to “gurus,” only to realized 
most “gurus” are light on real-world information.  Next you focus on 
learning from a handful of very experienced, successful real estate 
investor teachers…like Jack Miller, Pete Fortunato, and Dyches 
Boddiford.  Let’s throw in John Schaub, Jimmy Napier, David Tilney, 
and Prentiss Yates into this group. 
 
You then realize Performance Master Leasing is one heck of a way 
to control property and build cash flow.   
 
You then become interested in affordable housing and begin 
acquiring Lonnie Deals.   
 
This leads to buying a trailer park or two.   
 
This leads to duplexes.   
 
This leads to apartments.   
 
This leads to storage units.   
 
As you gain experience as a landlord, you find there is great need 
for mid-term (corporate) rentals and begin acquiring them. 
 
As your assets and net worth grow, you realize you have a HUGE 
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target on your back.  You learn about entities, trusts, and asset 
protection. 
 
You also begin thinking about TAX FREE income for your later years.  
You learn about self-directed Roth, solo 401k, and HSA accounts.   
 
As you continually gain experience at the kitchen table, you discover 
there are some property owners, for a variety of reasons, who don’t 
want to sell YET.  To solve these folks’ problems, you learn to do 
Options and Pure Options.   
 
As you gain financial freedom, you no longer must pinch pennies or 
labor for a l iving.  You have more money at the end of the month 
than you did at the beginning.  What do you do with the extra 
money?  You become a hard money lender. 
 
Once most of your investment money is lent out, you realize the 
value of wrapping and Dorsie Deals. 
 
At a point, you realize that because you have so many investment 
properties, all your time is spent managing properties and people.  
You learn to do 1031s and trade two or three of your D & C 
properties for an A property.  You also sell some of your B and C 
properties to owner-occupants while giving owner financing (Note: if 
you choose to do this, expect to encounter Pete Fortunato’s 
wrath…and he’ll probably hang an embarrassing award around your 
neck for being stupid enough to trade houses for paper.)   
 
You end up with fewer properties, but because they’re all top-quality 
properties and performing notes, your net cash flow actually 
increases while your workload dramatically decreases.  You say 
goodbye to all those landlording headaches the C & D properties 
generated.  
 
Somewhere along the way, because of your success, other investors 
(Starters, Estate Builders, and Enders) seek you out asking for 
advice, guidance, and education.  You begin teaching and maybe 
writing and maybe starting a REIA and maybe doing some coaching. 
 
As you push into your 50s and 60s, you realize your estate plan is 
non-existent.  You learn about estate planning. 



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 17 

 
With financial freedom comes a desire to help more people, to spend 
more time with family, and to travel.  The idea of cleaning gutters 
and fi l l ing rentals bores you.  You turn over your properties to an 
up-and-coming investor who is successful at Master Leasing.  This 
frees up your time to accomplish the things you find most important 
in l ife.  You buy a RV and travel the country with your beautiful 
redheaded wife.  You jump on airplanes and cruise ships and travel 
the world.  You decide to move to another country for a period of 
time to learn a new language…like espanol. 
 
In your 50s and 60s, many of your great teachers begin aging out.  
When you realize you are slowly losing your oracles of real estate 
investing knowledge, sadness and terror set in.  Why terror?  With 
most of your mentors gone, who do you turn to when you have 
questions?   
 
You s-l-o-w-l-y begin to realize you know the answers.  You realize 
that in your own way, YOU are now the oracle other investors turn to 
when seeking answers and advice.  It makes you chuckle. 
 
This leads to a new group of closeknit friends who are 10 to 20 
years YOUNGER than you.  Because you’re realizing that the most 
valuable asset in l ife truly is TIME, you want to impart your most 
important l ife lessons on anyone who wishes to learn.  You start 
leading trips like Backpack REIA, Ski REIA, Scuba REIA, Bike 
Touring REIA, Cruise REIA, World Traveling REIA, Pilot REIA…. 
 
Yep, there is no THE way.  My friend, there is only YOUR way…and 
it will constantly evolve.   
 
Hang on tight.  Work hard.  Have fun, my friend! 
 
 
Real Estate Investing Is Simple, NOT Easy  
 
Successful real estate investing is not a sit-on-your-butt thing, nor 
is it a watch-a-lot-of YouTube-videos thing. Succeeding at real 
estate investing is simple to do, but don't make the mistake of 
confusing simple and easy. Becoming a successful real estate 
investor is anything but easy. 
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When Kim and I were starting, our goal was simple: make 25 written 
offers each week. Our week was not done until we had made the 
25th written offer.  This meant we worked our butts off!  Have YOU 
ever made 25 written offers in a single week?  Give it a try, see how 
much work it takes. 
 
I'm not tell ing you that you must make 25 written offers a week. 
Remember there is no THE way! I am saying you need to get face to 
face with sellers on a regular basis and make written offers. This is 
the alpha and Omega of real estate investing. 
 
When an investor calls to say they are fail ing, and about to quit, it 
only takes asking them two questions to get to the heart of their 
problem.  
 
Question #1: How many written offers have you made in the last 30 
days? 
 
Question #2: How many written offers have you made in the last 12 
months? 
 
Almost always their answers are ZERO, and a number less than 
TEN ! 
 
If only more investors would heed my advice and meet with more 
sellers and make more written offers, the number of real estate 
investors who quit would decrease. Unfortunately, because making 
written offers requires a lot of hard work, hard work most would-be 
investors are not will ing to do, they have no alternative but to quit, 
and so they do. 
 
Want to succeed at real estate investing? Find more people to help 
and find more problems to solve! It truly is this simple ! 
 
(Turn to next page) 
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Door Knocking Works 
The fastest, cheapest, and most effective way to get face to face 
with sellers and make written offers is to knock on homeowners’ 
doors. 
 
The one thing most investors never want to do is to knock on a 
seller's door. 
 
Folks, since I was 12-years old (1972), I've made my living knocking 
on homeowners’ doors and being invited in. That's more than 50 
years of door-knocking experience. 
 
You have two choices. Choice #1: Listen to people who've never 
knocked on a homeowner's door tell you that it doesn't work. 
Choice #2: Listen to someone who's been doing it successfully for 
more than 50 years tell you it most definitely works. Who you believe 
is up to you. 
 
I'm not going to do a how-to-knock-on-someone's-door segment in 
this manual. I have a great manual about door knocking and offer 
making that you can purchase on our website or at the check-in 
desk out front. 
 
Know this: I'm not asking you to be a full-time door knocker. 
However, think about a certain house that you drive by on a regular 
basis that when you look at it you ask yourself: Why is that house 
like that? I wonder if the owner wants to sell?  That's the door I think 
you should stop at. 
 
 

Not Doing T-Bars 
I've been preaching and teaching the value of T-Bars for as long as I 
can remember. I show example after example of deals Kim and I 
have done, and the only reason we got the deal was because we did 
a T-Bar. 
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The purpose of the T-Bar is simple; it's to get the answer to Pete 
Fortunato's famous question: “Why are you sell ing SUCH a nice 
house like this?” 
 
Bottom line: Oftentimes the sellers WHY is more important than their 
how much.  A purchase-and-sale agreement only shows the how 
much. Nowhere in it is the seller’s WHY discussed. 
 
If you're only using a purchase-and-sale agreement, I promise you're 
walking right past an untold number of deals. As it is with options, 
I'm flabbergasted by the number of real estate investors who refuse 
to use a T-bar at the seller's kitchen table. 
 
This is a fact: The most important tool I use as an advanced 
creative deal maker is the T-bar. Throughout this manual you'll see a 
T-bar used in most every deal.  I wonder how investors can NOT use 
T-bars and succeed. 
 
 

Gray Hair and Bald Heads 
Especially in my early years of real estate investing, when I didn't 
know how to make a deal work, I turned to the wise, experienced, 
real estate investors in my network. You know, the investors with 
gray hair and bald heads. 
 
More often than not, I brought them into my deal. What they got was 
part of the deal that I brought to the table. What I got was funding, 
but more importantly, I gained their experience and know how. Yes, I 
gave up profit and cash flow to bring them in, but I also made a lot 
more money AND side stepped a lot of foolish errors along the way.   
 
Because I quickly turned to the bald heads and gray hair, I did deals 
that I had no clue how to do. More importantly, I did these deals, 
which gained me experience, instead of wholesaling the deals to 
other investors and gaining no experience. 
 
When it comes to bringing experience investors into your deal, don't 
be penny wise and pound foolish. 
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If You Give Me Just One Tool 
If you take everything from Kim and me, all of our assets and 
capital, but left us with our knowhow and experience, and forced us 
to start over with the caveat that we could only use ONE creative 
deal structuring tool, that tool would be Master Leasing.  The best 
teacher for Master Leasing is David Tilney (DavidTilney.com).   
 
And if you were kind, I mean really, really kind, and gave us TWO 
deal structuring tools to use, the second tool would be Options. 
 
And dare I say it - I dare, I dare - if you were drunk with kindness 
and gave me THREE deal structuring tools to put in my creative-
deal-structuring toolbox, that third tool would be Lonnie Deals. 
 
For the record, because we’re asked this often, my fourth and fifth 
tools would be Owner Financing and Subject-to Deals. 
 
I share this with you because newer investors often ask which 
created tools should they learn to use first. The above is my answer 
– my opinion – to this question. 
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Different Deal Structuring Tools We 
Use 
 
In a previous chapter, I described the deal-structuring toolbox of an 
investor who strictly fl ips or wholesales.  Most of the time, their 
toolbox contains but one tool: The Big Damn Hammer. 
 
Now let’s look in the deal-structuring toolbox that Kim and I use.  
Notice there are many more tools available for us to put into action.  
With these additional tools, does it make sense that we can 
structure deals that a fl ipper/wholesaler can’t even conceive?  
Because we have so many deal-structuring tools at our disposal, do 
you see we can do deals the fl ipper/wholesaler considers to be 
impossible?   
 
This is why you are here; to learn how to use multiple tools from the 
list on the next bunch of pages to make “impossible” deals not only 
possible, but also profitable.  When we use multiple deal structuring 
tools to make a single transaction possible, we call this Structure 
Stacking. 
 
Long ago, I learned a very important lesson from Pete Fortunato.  
There is no such thing as an impossible deal, however, there is such 
a thing as an impossible seller, buyer, tenant, landlord, borrower, 
lender, etcetera. 
 
The following are many, but not all, of the creative tools we use, 
along with a brief description of each.   
 
 

The Big Damn Hammer 
Since 2012, this has been the most popular “creative” structuring 
tool used by real estate investors.  Commonly, it’s 70% of a 
property’s fair market values minus all expenses. 
 
This technique relies on capturing a property’s equity.  If the target 
property has little or no equity, or the property owner doesn’t want 
to sell, it’s game over for this deal structuring tool.  
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The T-Bar  
For me, the T-bar is the single most-important tool I use to 
creatively structure deals.  No other tool in real estate investing 
comes close to matching a T-bar’s structuring power. 
 
People ask how we decide which structuring tools to use when 
putting together an offer.  Easy answer, the seller tells us how to 
structure our offer.  For this to work, it requires us to ask a LOT of 
questions, especially the hard questions, and then to LISTEN and 
WRITE DOWN what the seller says.  Asking the hard questions is 
how we learn the source and depth of the seller’s real estate pain.  
We know any offer we make must eliminate or reduce the seller’s 
pain.  If we’re able to accomplish this, the likely hood the seller will 
accept our offer increases significantly. 
 
Remember: Our job as real estate investors, and you’ll hear me say 
this a mill ion times, is NOT to buy, sell, and rent real estate.  Our job 
is to solve people’s real estate problems.  That said, before you can 
solve someone’s real estate problem, you must first have a clear 
understanding of what that problem is.  A T-bar allows you to 
accomplish this goal.  
 
The T-bar Kim and I use as real estate investors has a father, a 
mother, and their baby.  The father is Benjamin Franklin.  The 
mother is Peter Fortunato.  (Don’t think I don’t l ike call ing Pete a 
“mother.”).  Their baby is me. 
 
Daddy Franklin: For 18 years, when sell ing Electrolux vacuums door 
to door, often I used the Ben Franklin close to sell my vacs.  This 
was a closing technique invented by Ben Franklin.  I drew a big T on 
a piece of paper.  At the top of the left side of the T I wrote the word 
“YES.”  At the top of the right side of the T I wrote the word “NO.” 
 
When using this close, I’d have the buyer l ist the reasons she 
should purchase a new Electrolux on the right side.  On the left 
side, the buyer would list the reasons she shouldn’t purchase a new 
Electrolux. 
 
I won’t go into any more detail about the Ben Franklin close. You 
can watch it in action on You Tube.  Point is, it relies on a T-bar. 
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Momma Pete: In the 1990s, I f irst saw Mr. Fortunato use his version 
of the T-bar.  He used it differently than how I used it when sell ing 
vacs.  That aside, immediately I recognized T-bars could be used in 
real estate. 
 
Baby Bill: In the early 2000s, I combined what I learned from Pete 
about T-bars with what I had learned from Benjamin Franklin about 
T-bars to create my own unique version of the T-bar I could use 
when solving folks’ real estate problems. 
 
Let’s begin by letting you see my T-bar.   
 
(See next page for T-bar) 
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A T-bar Offer 

  
  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 26 

When at a seller’s kitchen table, I ask the owner for paper so I can 
“make some notes.”  The “notes” I’m making is actually a T-bar. 
 
I draw a large T on the sheet of paper.  On the top left I write 
“Current Position.”  On the top right I write “Potential Position.” 
 
Under “Current Position,” I l ist all of the seller’s pain points.  I’m 
able to learn these pain points by initially asking Pete Fortunato’s 
famous question: “Why are you sell ing SUCH a nice house like this?”  
This is followed with many more questions with the purpose of fully 
understanding the seller’s real estate problem(s). 
 
For the record, T-bars are the MOST IMPORTANT tool I use as a 
real estate investor.  The T-bar tells me HOW to structure my offer.  
( i.e. Which deal structuring tools to use.) 
 
 

Pete Fortunato’s Benefits House 
When we were baby real estate investors, when visualizing the best 
way to manifest a creative offer, I saw a house only as sticks and 
bricks.  I failed to see it as a bundle of benefits. 
 
In 1999, while attending my first Pete Fortunato seminar, Pete put 
up a picture of his Benefits House (see below).  To me, it was like 
being struck by a bolt of l ightning!  
  
For the first time, I realized a property was not just sticks and 
bricks.  Rather, a property is a bundle of benefits – 8 benefits 
actually. 
 
(See next page for Pete’s Benefits House) 
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The 8 benefits are: Growth, Income, Profit, Amortization, 
Management, Tax Benefits, Use, and most important of all and the 
foundation of EVERY deal, Security ! 
 
Now for the good stuff.  As an investor, you don’t have to keep all 
the benefits for yourself.  You can sell/give/trade some of the 
benefits to others while keeping the benefits you most want for 
yourself.   
 
When I got home, I had Pete’s Benefits House blown up to poster 
size.  I hung it above my desk.  From that moment forward, when 
talking to someone on the phone about a creative structure, staring 
at the poster helped me think of creative ways to make an 
impossible situation possible.  I advise you to do the same. 
 
(See next page for picture of Pete’s Benefits house as a poster) 
 

  

This is Pete 
Fortunato’s Benefits 
House.  Do you see 

the 8 benefits that are 
possible with every 

deal? 
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Pure Option 
Likely you’ve heard the term Lease Option.  This technique is when a 
Lease and an Option are used together to make a single transaction 
work. (aka Structure Stacking)   
 
A Pure Option is when an Option is used by itself. 
 
 

Right of First Refusal 
A Right of First Refusal is an Option, that's not an Option, but it is 
an Option, but it’s not an Option, but it is an Option...huh? 
 
By definition, an Option is a unilateral contract. One party must 
perform, while the other party may perform.  With this particular 
tool, neither party can make the other party perform.  
 
For example: Optionor goes to sell the property and finds a will ing 
buyer, the Optionee has the right to step into that buyer's shoes. 
But what if the Optionor never sells the property? The optionee is 
out of luck. 
 

This was my desk at 
our horse ranch.  Do 

you see Pete’s 
Benefit’s House 
above my desk? 
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Thus, if the Optionor decides to sell, the Right of First Refusal turns 
into an Option. But if the Optionor never chooses to sell, the Right 
of First Refusal never turns into an Option. 
 
Ain't the world of Options grand? 
 
 

Master Lease 
With a Master Lease, a tenant (investor) rents a property from the 
property owner. At the same time, the tenant (investor) has a right to 
rent the property to his/her tenant (user). 
 
Master Leases are also known as Wrapping Leases, or Sandwich 
Leases. 
 
How much do I l ike Master Leasing? If you took away all the assets 
Kim and I possess and made us start over, and we were allowed to 
use only one creative deal structuring tool, the tool I'd choose is a 
Master Lease. 
 
 

Performance Master Lease 
A Performance Master Lease and a Master Lease are identical 
except for one thing. With a Performance Master Lease, the tenant 
(investor) is not required to pay rent to the property owner until the 
user tenant (user) pays rent to the tenant (investor). In other words, 
as an investor, you don't pay your landlord until your tenant pays 
you. This makes for a very safe deal structure. 
 
 

Tenant Lease 
An owner of a property (landlord) rents his/her property to a tenant, 
giving the tenant use of the property. 
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Subject-to Deal 
Normally, when a house is sold, at closing, tit le transfers from the 
seller to the buyer. At the same time, if the property is mortgaged, 
the seller’s note is paid off, and the mortgage is cancelled. 
(Mortgages are used in judicial foreclosure states, and Deeds of 
Trust are used in non-judicial foreclosure states.) 
 
With a Subject-to Deal, the seller’s note is not paid off at closing, 
and the seller’s mortgage is not cancelled. The seller’s note and 
mortgage remain in effect. The buyer agrees to make the SELLER’S 
mortgage payments, on the SELLER’S mortgage, for the SELLER, 
until the SELLER’S note is paid in full according to the terms of the 
SELLER’S note. 
 
 

Subject-to Deal Wraps 
This is a Subject-to Deal (see above) with one very important 
change. Once the investor has bought the property subject to the 
seller’s mortgage, the investor then sells the property to an owner-
occupant buyer. At closing, the original seller’s note and mortgage 
remains in effect. At the same time, the buyer gives the 
investor/seller a new note and mortgage. This new note and 
mortgage “wraps around” the original seller’s note and mortgage. 
 
For the record, unless the underlying note and mortgage is in my 
name, Kim and I will NOT do Subject-To Wrap deals. Way too many 
things can go wrong! 
 
 

121 Deal 
This structure refers to IRS code section 121. To keep it simple, it’s 
called a 121 Deal. 
 
If you live in a property for two of the past five years, and it's your 
primary residence, when you sell the property, you get to keep 
$250,000 of the gain tax free. ($500,000 for married couples) 
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You're allowed to do a 121 Deal every two years!  (Actually, two 
years and one day.) 
 
Think about this: If you are married, you have the opportunity to 
make $500,000 tax free every two years. It’s an outstanding deal 
structure. I don't understand why 121 Deals aren't used way more 
often. (Actually, I know why they're not used more often, but if I say 
it out loud, because it’s a derogatory comment about women, Kim 
will hit me!) 
 
 

Seller Financing 
It's when the seller sells the property to a buyer, but instead of 
being paid all cash at closing, the seller agrees to accept a 
Purchase Money Note instead. 
 
 

Owner Carry-back Financing 
This is another name for of Seller Financing (see above). 
 
 

Second Bite of The Apple Deal 
After completing a transaction, revisiting the terms of the accord 
with the anticipation of making the deal better. 
 
 

Institutional Lenders 
As investors, we turn to a variety of sources for deal funding. One of 
these sources is Institutional Lenders. 
 
No need to go into a lot of detail here. Think of banks and mortgage 
brokers. 
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Private Money Lenders 
As investors, we turn to a variety of sources for deal funding. One of 
these sources is Private Money Lenders. 
 
Our Private Money Lenders usually know very litt le about real estate 
investing. Their primary goal is to be paid a higher interest rate than 
what they receive from their bank.  Equally important, they want to 
make sure their money is safe and secure. 
 
These days, our Private Money Lenders are happy getting between 
5% and 6% interest on their loans. 
 
Experience teaches us that most of our Private Money Lenders will 
lend for a term of several months up to 20 years. 
 
 

Hard Money Lenders 
As investors, we turn to a variety of sources for deal funding. One of 
these sources is Hard Money Lenders. 
 
I’ve heard two main stories as to why it’s called “hard money.”  
First, the collateral for the loan is a “hard” asset. Real estate. 
Second, and a lot more colorful of a story, is because Hard Money 
Lenders charge high interest rates, which makes the loan “hard” to 
pay back. 
 
These days, many Hard Money Lenders are currently charging 
between 8% to 15% interest and one to five points on a six to 
twelve-month note. 
 
Many hard money lenders we know are experts in the field of real 
estate investing. Often, they know your deal better than you know 
your deal! This is one of the main differences between Private Money 
Lenders and Hard Money Lenders. 
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Don't be fooled. Many Hard Money Lenders profess to be Private 
Money Lenders. Remember, there's a world of difference between 
the two! 
 
 

Equity Sharing Notes 
What makes an Equity Sharing Note different from a standard note, 
is in addition to paying interest, the borrower agrees to pay the 
lender a portion of the property’s profit and/or cash flow, which is 
considered additional interest. 
 
 

Performance Notes 
Think Performance Master Lease.  As the note payor, you are not 
required to pay your lender until the person in the property (your 
tenant or note payor) pays you. 
 
 

Wraps 
Real estate investing is all about spreads. Example: a house costs 
you $1,000 per month to own. You're able to rent this house to a 
tenant for $2,000 a month. Your spread is $1,000 per month. ($2,000 
per month rent - $1,000 per month expenses) 
 
Wraps can also be used with mortgages.  
 
 

Walking The Mortgage 
Moving a note’s collateral from the property securing the note to a 
completely different property. 
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Walking The Note 
The mortgage on a property stays in place, but the promissory note 
is moved to a different property, and this new property becomes this 
note’s collateral. 
 
Now for the kicker: even though the note has moved from one 
property to another, and often from one borrower to another, 
nothing about the note changes.  Nothing changes in any way!  In 
addition, the mortgage on the original property is assigned to the 
property owner of the property where you just moved the note. 
 
I know, this is beyond confusing. We’ve covered this ADVANCED 
technique during prior What Box? seminars. 
 
I learned this from Pete Fortunato. 
 
 

Stumbling The Mortgage 
This is a finance technique that Dyches Boddiford and I came up 
with. We didn't know what to call this technique. We settled on 
Stumbling the Mortgage. 
 
This is where a note and mortgage are secured to one property, and 
for a variety of reasons the note must be paid off and the mortgage 
cancelled.  The thing is, neither the borrower nor the lender wants 
the note paid off.  
 
The solution: The lender agrees to accept a new property as 
collateral. Because the new property is held by a trustee of a trust 
that’s different from the original property owner, and NEW note and 
mortgage must be drawn up showing the NEW borrower and the 
NEW loan collateral. (This is what makes this different from a 
Walking the Mortgage deal.) The new note amount and terms pick up 
exactly were the old note and terms left off. Financially, it's as if the 
note had never been paid off.  
 
As I write this, please realize that this, in fact, is exactly what 
happened.  I never paid off Dyches’ note.  No matter, Dyches 
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satisfied the mortgage against the original property that was used as 
security, and he cancelled the promissory note.  But here’s the 
thing, he never received payment-in-full on the note. Instead, I gave 
Dyches a new note and new mortgage that was secured to the new 
property this was to be used as collateral for Dyches’ loan to me.  
As I said above, I continued making note payments to Dyches.  The 
amortization schedule never changed. 
 
Interesting, huh?! 
 
 

One Mortgage Securing Multiple Notes 
Most investors WRONGLY believe a mortgage or deed of trust can 
only be used to secure a single promissory note to a single property. 
 
Three thoughts on this. 
 
Second thought first: A mortgage can secure multiple promissory 
notes from multiple lenders to a single property. 
 
First thought second: The purpose of a mortgage or deed of trust is 
to secure a promise – ANY PROMISE – to a property making the 
property the collateral for the promise.  This means a mortgage or 
deed of trust can be used to secure options, leases, purchase and 
sale agreements, etc., to a property and that property becomes the 
collateral for the promise.  This means that if the promise is not 
kept, the person/entity receiving the promise has the right to 
foreclose on the property. 
 
Third thought third: A mortgage or deed of trust can be used to 
secure a promissory note (or any other promise) to MULTIPLE 
properties.  This is known as cross collateralization. 
 
I learned much of the above from Pete Fortunato! 
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Cross Collateralization  
A mortgage or deed of trust can be used to secure a promissory 
note (or any other promise) to MULTIPLE properties.  This is known 
as cross collateralization. 
 
 

Using Options and Notes as Loan Collateral 
Over the decades, Kim and I have acquired many options and have 
received many notes. You probably are in a similar boat. 
 
When Kim and I have needed an influx of cash to complete a deal, a 
number of times we went to our lenders to borrow the needed funds. 
With some, not all, of our lenders, they agreed to let us use one or 
more of our options or notes as collateral for our loan. 
 
Point: Don’t fall into the trap of thinking that only real estate is 
acceptable loan collateral. 
 
 

Self-directed Retirement Accounts 
There’s a ton on information out there about self-directed retirement 
accounts.  Some of this information is sound, much of it is wacko. 
 
Kim and I each have solo 401k accounts with a Roth component.  I 
also have a self-directed Roth IRA account, as wells as a self-
directed HSA (Health Savings Account).  
 
If I were giving a choice of having only one of these accounts, 
without a doubt it would be a solo 401k with a Roth component. 
 
We do NOT have checkbook control of our self-directed accounts, 
nor do we want it.  I l ike my custodian keeping up with my records. 
 
Speaking of custodians, over the decades, we’ve used a number of 
custodians.  For the last bunch of years, we’ve been with Advanta.  
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We like them just fine.  More importantly, we L-O-V-E Larissa 
Greene with Advanta.  Her number is 727-581-9853. 
 
 

Loan Modification 
Lots of Loan Modifications were done during COVID. (I sti l l  believe it 
should be called the China Virus.) 
 
With a Loan Modification (or “Loan Mod” if you want to be a hip 
investor), the amount of the note and/or the terms of the note are 
permanently changed. 
 
Example of a Loan Mod: A borrower has a note balance of $450,000, 
4.9% interest, with 23 years to pay.  The lender agrees to modify the 
loan (promissory note).  The new note terms are $390,000 balance, 
at 3.2% interest, with 35 years to pay. 
 
The key thing with Loan Mods is the changes to the promissory note 
are PERMANENT! 
 
 

Forbearance Agreement 
Many believe a Forbearance Agreement and a Loan Modification are 
the same thing.  They can’t be more wrong. 
 
A Forbearance Agreement is a TEMPORARY fix to a borrower’s 
problem.  A Loan Mod is a PERMANENTE fix to a borrower’s 
problem. 
 
Example of a Forbearance Agreement: Borrower is $15,000 in 
arrears. The borrower, for whatever reason, can’t make any 
mortgage payments for the next three months. 
 
The lender and borrower agree to a Forbearance Agreement.  For the 
next three months, the borrower doesn’t have to make any mortgage 
payments.  Whew! 
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However, at the end of three months, the borrower must pay the full 
three months of mortgage payments he/she failed to pay, PLUS the 
full arrears of $15,000. 
 
Many borrowers who agree to a Forbearance Agreement end up 
losing their home to foreclosure a few months later. 
 
 

Fighting Property Taxes 
Most Americans don’t fight their property taxes.  They wrongly 
believe you can’t fight city hall and win.  I’m here to tell you that you 
CAN fight and you CAN win! 
 
Kim and I began fighting our property taxes in 2006.  Since then, 
we’ve appealed our property taxes 163 times.  We’ve been 
successful 140 times (through 2025).  This is an 85.9% winning 
percentage.  As my daddy used to say, “Not too bad for a Catholic.” 
 
I’ve gone as far as taking three of our properties to court and 
demanding a jury trial.  The trial took two days.  I had an absolute 
blast.  We won one and lost two appeals. 
 
One of the first things I learned about fighting our property taxes is 
that the entire system is rigged.  There’s nothing fair about it.  The 
people who work in the Bartow County Assessor’s office are terrif ic, 
but they speak a very different, unique language that only tax 
assessors understand. 
 
When I first heard Jack Miller, Pete Fortunato, and Dyches Boddiford 
teach, I didn’t understand a single word they said either.  How 
come?  Because I was not yet fluent in the language of creative deal 
making.   
 
Folks, same goes for the Assessor’s office.  It took me three years 
before I began understanding their language, but when I did, we 
were off to the races! 
 
You may want to watch a video I shot after the completion of the 
jury trial we demanded in 2021.  You’ll f ind it on our website: 
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BillandKimCook.com.  In the search bar, enter “Our Property Tax 
Fight.”  Here’s the best thing, the video was shot in Truth or 
Consequences, New Mexico.  Yep, there really is such a place! 
 

 
 
 

Foreclosing On Myself 
What?  That’s a thing?  Why would you want to foreclose on 
yourself? 
 
Back in the red-hot real estate market of 2004 and 2005, Kim and I 
discovered how to foreclose on ourselves.  Yes, it was a real 
foreclosure.  It was done on properties we wanted to fl ip but didn’t 
have the time and/or money to rehab. 
 
Picture a foreclosure auction in a RED-HOT real estate market.  
Investors are chomping at the bit to buy property.  Due to their 
competitive nature, most investors regularly WAY over paid for 
houses.  Well, since they’re so eager to WAY over pay for a house, 
and since properties at the foreclosure auction are often not in the 
best of shape, and because all buyers at the foreclosure auction are 
CASH buyers, we help these investors get what they want. 
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Kim and I used this technique again when the real estate market 
came roaring back in 2013 and 2014.   
 
 

Paper Holding Trust 
I f irst saw a Title Holding Trust used by Dyches Boddiford.  From 
2018 through 2024, Dyches and I worked very hard polishing this 
trust vehicle to where it now sings and dances. 
 
For the record, Dyches Boddiford is the big brother I never had.  I 
love the man and am forever more grateful for all he’s taught me.  I 
miss him very much!!! 
 
A title hold trust, at least the way we’ve designed ours, holds paper.  
To be more specific, it holds notes and options. 
 
 

Title Holding Trust 
This is another name for land trust.  Frankly, I l ike the name Title 
Holding Trust (because this is what it holds – tit les) much more than 
way over used term “land trusts.” 
 
 

Personal Property Trust 
This holds most everything that’s not real estate. 
 
Kim and I use Personal Property Trusts to hold the title to our cars, 
our bank accounts, guns, etc. 
 
 

Lonnie Deals 
Kim and I LOVE our Lonnie Deals! 
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These types of creative structures were named after Mr. Lonnie 
Scruggs.  He came up with this special, unique, and VERY profitable 
creative deal structure. 
 
You buy a mobile home in a mobile home park for cash (or you can 
buy it on terms), and then you sell the trailer giving owner financing. 
 
Example: You buy a mobile home in a mobile home park for $5,000.  
You spend $2,000 shining it up.  You then sell it for $23,000.  You 
get $3,000 down.  You get a $20,000 note, 10 years, 18% interest, 
$360.37 per month. 
 
You are in the note business, not the rental business.  You hold title 
to the mobile home until the payors pay it off.  The payors are 
responsible for all repairs, taxes, insurance, util it ies, and lot rent. 
 
Is this deal structure rewarding?  Do you know how to figure the 
yearly yield on this deal?  How does 108% yield per year grab you? 
 
If you don’t know how to use a financial calculator, we offer our 
financial calculator course on our website for $147.  It’s an 
important tool successful real estate investors use daily. 
 
And if you want to learn more about Lonnie Deals, join 
CashFlowDepot.com.  It’s the only place you’ll f ind Lonnie 
Scruggs’ courses! 
 
 

Deed for Note Deal 
Deed for Note Deal is a term I came up with when meeting with Gary 
Floyd, President of United Community Bank in Adairsvil le, Georgia, 
during the Great Recession. 
 
His bank had foreclosed on a property.  Because his bank was in 
financial trouble, and was being squeezed by the feds, and was 
likely to go under (as many banks did in 2008 and 2009), Gary asked 
that I quickly buy the foreclosed property from his bank so he could 
get it off his books.  In doing so, his books would improve, which 
meant his bank could live another day.  (NOTE: Because of Gary’s 
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hard work, United Community Bank did not go under during the 
Great Recession, however four other banks in our small town did go 
under.)   
 
For Gary’s deal to work for us, we needed his bank to give us owner 
financing. Yes, we all know banks don’t give owner financing. 
 
I knew better than to use the term “Owner Financing.”  Instead, I 
told Gary we could buy the property as long as we did a Deed for 
Note Deal.  (Yes, I pulled this term out of my butt!) 
 
Gary asked, “Bill, what in the heck is a Deed for Note Deal?” 
 
I explained, “Gary, at closing, you give me the warranty deed to the 
property, and I give you a secured promissory note to the property.” 
 
It took five full minutes to explain this creative deal structuring 
technique to Gary, plus I had to use a salt and pepper shaker as 
props.  That said, he finally agreed to do a Deed for Note Deal. 
 
And what, exactly, is a Deed for Note Deal?  It’s just another name 
for owner financing.  ;)  
 
 

Conclusion 
Are these all the deal structuring tools we use?  No.  There are many 
others, but most of the above techniques are covered in this course. 
 
A few of these structures I came up with on my own, but the vast 
majority, l ike 99.99% of them were learned from Jack Miller, Pete 
Fortunato, and Dyches Boddiford. 
 
If your goal is to become fluent in the language of ADVANCED 
Creative Deal Making, you may want to do what we did.  Find two or 
three great been-there-and-done-that real estate investing teachers 
and attend everything they teach every time they teach it. 
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To this day, I sti l l  attend most every seminar Pete teaches, and I go 
to CashFlowDepot.com almost daily to learn from Jack Miller, 
Dyches Boddiford, Lonnie Scruggs, and so many others! 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 44 

T-bar Offers 
A T-bar Offer is the most important document Kim and I use as real 
estate investors.  It’s what makes our offer drastically different from 
all other offers the seller will receive. 
 
The reason T-bar Offers are so effective can be boiled down to one 
sentence: Sometimes the seller’s why is more important than their 
how much.  Let your mind chew on this l ittle ditty for a while. 
 
 

The Birth of the T-bar Offer 
Sometime after Kim and I shifted from Starters to Estate Builders, 
we used my three-page Purchase Agreement to make written offers. 
 
Around 2003, while door knocking in my five-mile circle around the 
Cartersvil le, Georgia Walmart, a seller invited me inside to see the 
house she and her husband were sell ing. 
 
After getting the obligatory tour of the house, we finally made it to 
the kitchen table.  Almost an hour of asking her questions later, I 
had a good understanding of why she and her husband were sell ing, 
what the sellers wanted, and why they wanted it.  
 
I took out my purchase contract and made a written offer to buy the 
property. 
 
Time for a sidebar.  During the hour spent asking the seller 
questions, I made extensive notes of the seller’s answers to Pete’s 
famous question, “Why are you sell ing SUCH a nice house like this?”  
My notes were written in the form of a T-bar. 
 
To make a T-bar, take out a sheet of paper.  Draw a big T on the 
sheet.  On the top left, write Current Position.  On the top right, 
write Potential Position. 
 
The left-hand side is used to make a list of the seller’s current 
uncomfortable situation caused by the owning of the property she 
wants to sell.  The right-hand side is used to list what happens to 
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the seller’s uncomfortable situation if she will just say yes to my 
offer.  Thus: Current Position and Potential Position. 
 
Back to the story.  After handing my Purchase Agreement to the 
seller, she asked if I would also leave the T-bar I’d drawn up.  Until 
that moment, I’d never thought about, nor had been asked to leave a 
T-bar with a seller.  Not minding a bit, I handed the seller the T-bar. 
 
Looking back, this one decision created one of the biggest 
monumental shifts in my investing life.  Weeks later, when the 
realization of what I’d done made its full impact, from that day to 
this, I always leave the seller with a T-bar.   
 
Three weeks later, this seller called and asked if my offer was stil l 
good.  Know that I didn’t know who was on the other end of the 
phone, what I had offered, where the house was located, or when 
the offer had been made. 
 
What did I say to the caller?  “Yes, ma’am, it is.  What’s your 
address and when can we meet?”  Remember, the thing I’m always 
after is a face-to-face meeting! 
 
After being invited into the sellers’  house the second time, we sat at 
the kitchen table.  This time her husband was home.  I noticed 
something remarkable; something that would forever change the way 
I made written offers. 
 
On the kitchen table were both the Purchase Agreement and the T-
bar I had written three weeks prior.  The thing was the two 
documents were not in similar condition.  The Purchase Agreement 
was pristine.  The pages were li ly-white and unbent.  It was as if the 
Purchase Agreement had been sealed and left untouched in a vault.  
On the other hand, the T-bar looked as if it had been to hell and 
back.  The paper was wrinkled.  A corner was torn.  There were 
visible food stains on the paper.  It was easy to tell the T-bar and 
been held and read many, many times. 
 
As we discussed their situation there at the table, it became obvious 
that the sellers were accepting my offer because of their why.  To 
them, their why was much more important than their how much. 
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A Purchase Agreement only shows the how much.  It doesn’t even 
hint at the seller’s why.  This means if you are only using Purchase 
Agreements to make written offers, you are leaving out the most 
important reason a seller is sell ing her house…the why ! 
 
For the next year, when presenting written offers, I’d give the seller 
both our Purchase Agreement and a T-bar.  Then one day I asked 
myself why I was stil l using a formal Purchase Agreement.  Why not 
just use a T-bar and then write my offer on the bottom of the page?  
And that’s how my “T-bar Offer” was born.  This is why these days I 
rarely use my Purchase Agreement.  The T-bar Offer has become my 
“purchase agreement” and “sale agreement” of choice. 
 
One more thing to contemplate: It’s probably also true that your 
competition is also only using a standard Purchase Agreement.  That 
said, what if you started using T-bars?  Would this one act set you 
apart from your competition?  Would you become known as the 
person1 who listens, cares, and solves sellers’ problems while the 
rest are known to be poor l isteners who only make 70-cent-on-the-
dollar offers? 
 
 

How to Write a T-bar Offer 
In the coming pages you’ll see two examples of T-bar Offers I’ve 
written.  Both were real-world deals.  The second T-bar Offer was 
written for the buyers of our horse ranch.  In other words, you can 
use a T-bar when buying or sell ing a property.  
 
When writing a T-bar Offer, I’m usually sitting at the seller’s kitchen 
table.  It gives me a good writing surface, plus the TV is usually on 
in the den, and a TV is a pesky distraction. 
 
Look at the following two real-world T-bar Offers.  They’ll give you a 
good idea about what your T-bar Offer should look like. 
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Notice when you look at the bottom of the second T-bar Offer, I only 
made a single offer, not a Teeter-totter Offer.  With all the 
information the seller gave me, I structured a win-win offer the buyer 
was likely to accept.  This is true with most of the T-bar Offers I 
make. 
 
One more thing, both of these properties were listed with realtors. 
 
(Turn to next page to see T-bars) 
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T-bar #1: Main Street (Teeter-Totter Offer) 
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T-bar #2: Boyd Mountain Road 
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Ender: What Comes Next? 
Jack Miller taught us the three stages a real estate investing: 
 
Stage 1: Starter 
 
This is an investor who has done between zero and five deals. They 
are green, and stil l learning how to spell, “real estate investing.” 
 
Stage 2: Estate Builder 
 
Most successful, experienced real estate investors realize along the 
way that the real goal a real estate investing is financial freedom. 
This is when your assets are working for you instead of you working 
for your assets. In other words, the goal is to acquire and hold rental 
property, notes, and options. 
 
Stage 3: Ender 
 
Enders are real estate investors who have achieved financial 
freedom. They're able to comfortably l ive on the mailbox money they 
receive. They no longer have to toil in the hot sun grinding out a 
l iving. 
 
Don't mistake being an ender with being retired. Most Enders 
continue investing in real estate, but they also take time, hopefully a 
lot of time, to stop and smell the roses. 
 
John Schaub's wife never l iked the term “Ender.” Instead, she liked 
the term “Spender.” 
 
My friend Chad Carson doesn't l ike the term, “Ender” either. He 
refers to this category of investor as a “Harvester.” 
 
I agreed with Chad on this one.  I l ike the word Harvester much 
better than the term Ender. 
 
This summer I read a story about the life expectancy of men in 
America. Did you know that the average American male l ives until 
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75.8 years old? At the same time, the average American female l ives 
until 81.1 years old. 
 
This got me to wondering, do men die early because women are so 
good at making them miserable, which encourages a man to seek an 
early grave, or do women live a lot longer because men have the 
ability to make women's lives ever more joyous so women stick 
around for as long as they can? 
 
This year (2025) I turned 65 years old. It seems like only a few years 
ago I was 18 and graduating high school. Where has the time gone? 
 
This year I spent time learning about Social Security and Medicare. 
Doing this shook me to my core. During this time, I took a good look 
at my face in a magnifying mirror this on the wall in our bathroom in 
our new home in Venice, Florida. I didn't much like what I saw: 
wrinkles, yellowing teeth, age spots, and a bald head. Why Kim 
stays married to me I'l l never know. 
 
That day I realized that if I l ive an average life expectancy, I only 
have 10 years left on earth. I only have 10 years to accomplish the 
things that are on my bucket l ist. 
 
Folks, to level with you I've got to tell you this insight landed on me 
like a ton of bricks. 
 
It is true what they say: the most precious commodity on earth is 
time! 
 
To bring this realization and to even greater focus, earlier this year 
(2025) I joined my friends Bob Dressman and Chris Gleize at a 10-
day mastermind in Panama. Because the three of us are Enders, we 
spoke a lot about what comes next. 
 
One of my biggest aha moments was thoroughly driven home by 
both Bob and Chris. They questioned why I spent so much time on 
the phone answering questions and solving investors real estate 
problems. They also question why I l ived like a miser. 
 
At first, I gave them a lot of pushback. After some time, after doing a 
poor job of defending myself, I concluded they were right. 
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When one combines my aha moments from Panama with the article I 
read this summer, it’s easy to conclude that these two aha moments 
are life-altering, one-two punches. 
 
I began wondering which big things I would want to accomplish if I 
only had 10 years left on earth. 
 
Most of you who are reading this are much younger than me. You're 
on the other side of the bell curve. That said, I have a question for 
you. If you only had 10 years to l ive what are the THREE most 
important things you'd want to accomplish?  (l ist them below) 
 
1. 
 
2. 
 
3. 
 
For me, the most important goal I want to achieve is to make sure  
Kim can live comfortably and without any financial worries for the 
rest of her l ife even if she lives to 120 years old.  Part of this is to 
have a solid estate plan in place so Kim and my office manager 
Terrah aren’t running around like chickens with their heads cut off 
trying to figure things out if I were to die tomorrow.  
 
My second most important goal is to get the fat off me once and for 
all.  I need to get back to 185 pounds.  The best way to accomplish 
this is to spend two hours each morning stretching, exercising, and 
doing cardio work. 
 
My third most important goal is to spend time with good friends.  
Equally as important, I want to see as much of the world as is 
possible. 
 
Truly, time is God's most precious asset! 
 
Looking back, there's something I did when I was 45 years old that 
was very smart. You should take a page out of my book and copy 
my actions. 
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When I got around wise, seasoned real estate investors I ask the 
following three questions: 
 

1. What did you do right? 
 

2. What did you do wrong? 
 

3. What didn't you do that you wished you would have done? 
 
Here are the answers I heard most often to these three questions: 
 

1. What did you do right? Answer: I began buying real estate. 
 

2. What did you do wrong? Answer: I sold way too many of my 
good houses early on. 
 

3. What didn't you do that you wished you would have done? 
Answer: I didn’t stop and smell the roses when we achieved 
financial freedom.  Instead, I kept grinding and my family 
suffered because of my mistake! 

 
Please don't think of me as a negative Nelly. As you will see in one 
of the following chapters, I'm a very optimistic fellow. At the same 
time, I understand statistics and ratios; they are not to be ignored. 
 
Like most people, I don't consider myself to be average. But then, I 
didn't consider my good friends Dyches Boddiford and Nick Burbee 
to be average either, and they both passed away before there were 
75.8 years old. 
 
There, I've said my piece. Now it's time to hear from the other side 
of the bell curve. It's time to listen to my friend Makenna Dombeck. 
She's 18 years old. She's one of the smartest, most perceptive, and 
most reliable people I have ever met. 
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Makenna Dombeck: Ways Investors 
Can Work With Their Kids 
 
I f irst met Makenna Dombeck in 2017 when she was 10 years old. 
Kim and I had stopped by to see her mom and dad at their home in 
Wisconsin. 
 

 
 
Within minutes of meeting Makenna, Kim and I knew she was a very, 
very special person! We feel privileged that from that moment to 
this, she has allowed us to be part of her l ife.  
 
Kim and I were never able to have kids, but if we had had a 
daughter, we’d want her to be like Makenna. 
 
People say there's no such thing as a born real estate investor. 
McKenna proves this wrong. Her mom and dad have been investing 
in real estate since before she was born. She grew up participating 
in the family’s deals. 
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In 2017, when she was 10 years old, she kicked my ass in a game of 
Cash Flow. I don't believe I'l l ever be able to l ive this down! 
 

 
 

I believe Makenna enjoys kicking my butt maybe a little too much.  
She’s a fierce competitor, and lord knows she’s gotten more than 

enough practice at it! 
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In 2018, She went out door knocking with me and made one of her 
first written offers. Like I said, Makenna is an amazing young 
woman! 
 
 

 
 
 
Mini real estate investing parents wonder about the best ways to get 
their kids involved in what they do. Who better to take advice from 
then someone who is walked in these shoes. 
 
Kim and I hope you enjoy meeting and learning from McKenna as 
much as we have! 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 57 

The Laws of Abundance, Attraction, 
and Manifestation 
 
In an earlier chapter, I wrote about my life expectancy being 75.8 
years.  Reading that chapter may cause you to assume that I'm a 
negative thinker. Not true! 
 
Fact is, I'm a HUGE believer in the law of attraction!  Actually, I 
believe in the Law of Abundance, the Law of Attraction, and the Law 
of Manifestation. 
 
What is the Law of Abundance?  It is the belief in l imitless. You can 
give a l imitless number of compliments to people. There is a 
l imitless number of good people in the world. There is a l imitless 
number of good deeds that can be done. There's a l imitless supply 
of money. There is a l imitless number a good real estate investing 
deals to do. 
 
What Is the Law of Attraction?  We all have the ability to attract 
what we think about. If you believe something good is coming your 
way, you're right. On the other hand, if you believe something bad is 
headed your way, you're stil l  r ight. 
 
What is the law of Manifestation? We all have the ability to create. 
In other words, maybe something doesn't exist now, but if the right 
person wants it to exist, and will work dil igently to make it exist, 
then that thing will be manifested into existence. Examples of this 
are an airplane, the light bulb, Elon Musk's rockets, hell, this 
manual. None of these things existed until someone came along who 
believed in an idea and worked dil igently to make the idea a reality. 
 
Here's something you may not know: Did you know the Law of 
Attraction is biblical? It's true! Read Proverbs 23:7 in the Good Book 
- “As you think, so will you be.” Let me say this a different way in my 
words: “ I am what I think about. My thoughts determine my life. I 
determine my thoughts.” 
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So, you see, if I think I'l l only l ive another 10 years, I'm probably 
right. But if I expect to l ive well into my 80s, and I'l l  work hard to 
stay healthy, I'm probably also right. 
 
After learning that a l ife expectancy for a man in America is only 
75.8 years, I began a quest to better understand where this number 
came from. Was I working with just some of the facts or all of the 
facts? 
 
Turns out I was only working with some of the facts. I learned that if 
a man in America lives to the age of 65, then statistics show that 
man has a l ife expectancy of 83 years! What? You mean I'm not 
l ikely to die in 10 years? You mean according to the numbers I'm 
likely to l ive another 23 years? 
 
And the news only gets better. It turns out genetics play a big part 
and how long one lives. My dad, who did not take very good care of 
himself, l ive to the age of 80. My mother, who has taken magnificent 
care of herself, is 90 years old and going strong. With this new data, 
according to the medical field, I'm likely to l ive into my late 80s or 
early 90s. That's some good news right there! 
 
All that said, I'm glad I put a lot of thought into the things I'd most 
want to do if I only had another 10 years to live. There's nothing like 
a hard deadline to help you focus on what needs to be done the 
most. Example: how much work are you able to get done in the three 
days before you go on a two-week vacation? Given that deadline, 
often you accomplish more in those three days than you do in any 
10-day stretch that doesn't include a hard deadline, right? 
 
I believe we all have the ability to be the person we want to be. The 
problem is, doing the things the person you want to be does is 
extremely difficult. It’s much easier, and way more fun being a 
person who plays a lot of video games, or watches lots of YouTube 
clips, or smokes dope, or drinks too much, or spends time in strip 
joints.   
 
Long ago, and I don't remember who I learned this from, I learned 
that it's important to write a description, a detailed description, of 
the person you want to be. Then each morning, soon after you get 
up, you need to read this description. It allows you to begin your 
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day with the vision in your mind's eye of the person you're striving 
to be. Here's the thing: to be this person, every day you have to do 
what this person does. 
 
I called this written, detailed description my I AM Card. 
 
It embarrasses me to include my I Am Card in this manual. It’s 
something I hold very close to the vest, as well as very close to my 
heart. That said, I've decided to include it just so you can see what 
an I AM Card looks like.  
 
Please know that your Card will be very different from mine. The 
person you want to be is different from the person I want to be. The 
key is to put your description to paper. Also, know that your I AM 
Card will continually change over the years. It’s not written in stone.  
Remember this!  
 

Bill’s I Am Card 
SEE GOD. FROM WHERE DID I COME?  NO WHERE; NOW 
HERE. 
 
WHY WAS I PUT ON EARTH? 

1) TO BE IN HARMONY WITH GOD.  GIVE.  I AM THAT I AM 
2) TO BELIEVE IN THE LAWS OF ABUNDANCE, ATTRACTION, 

AND MANIFESTATION  
3) TO REACH MY FULL POTENTIAL 
4) TO BE A LOVING HUSBAND TO KIM 
5) TO SHOW FOLKS HOW TO ACHIEVE FINANCIAL FREEDOM 

SO THEY CAN BE THEIR BEST SELVES 
 
MY MANTRA: “I CAN!  I WILL!!!” 
 
I ’M GRATEFUL FOR ALL THAT I AM AND ALL THAT I HAVE 
 
I LOVE LIFE – ALL LIFE – IT MAKES ME SMILE! 
 
I LOVE KIM.  SHE IS AN ANGEL WALKING.  SHE’S MY GIFT 
FROM GOD.  HER WINGS PROTECT ME! 
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I AM WHAT I THINK ABOUT.  MY THOUGHTS DETERMINE MY 
LIFE. I DETERMINE MY THOUGHTS.  (Proverbs 23:7 – As you 
think, so shall you be) 
 
FOCUS ON THE SOLUTION, NOT THE PROBLEM 
 
ACCETUATE THE POSTIVIE.  EMIMINATE THE NEGATIVE.  
 
KNOW MY CADENCE 
 
QUIET TIME IS IMPORTANT TIME – THIS IS WHEN MY 
IMAGINATION IS MOST CREATIVE.  THIS IS WHEN I HEAR 
GOD THE CLEAREST – EVEN WHEN GOD IS ONLY 
WHISPERING.   
 
MY FIVE DAILY GOALS:  

1. BE GRATEFUL, PRAY, ENVISION 
2. TELL KIM I LOVE HER & THAT SHE’S BEAUTIFUL 
3. STRETCH & EXERCISE 
4. EAT HEALTHY.  INTERMITENT FAST. 
5. FIND PEOPLE TO HELP.  FIND PROBLEMS TO SOLVE 

 
MY 9 PILLARS OF SUCCESS:  LOVE, GIVE, BELIEVE, 
CURIOSITY, IMAGINATION, BE COURAGEOUS, ACCOMPLISH, 
PERSISTENCE, CHARACTER  
 
I’M CURIOUS.  I ASK A LOT OF QUESTIONS.  I’M A GOOD 
LISTENER. 
 
I’M A MASTER NEGOTIATOR – I LEARN WHAT THE PERSON 
WANTS, DISCOVER WHY THEY WANT IT, T-BAR IT, AND 
THEN HELP THEM GET IT 
 
I’M A CREATIVE DEAL STRUCTURER.  ALL DEALS ARE 
POSSIBLE.  THERE IS NO BOX!   
 
I ’M A KNOWLEDGEABLE, MOTIVATIONAL AND VISUAL 
TEACHER.  
 
I ’M A CLEAR, CONCISE & FUNNY WRITER 
 
I PRODUCE ENTERTAINING, KNOWLEDGE-FILLED VIDEOS 
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I ’M UNDERSTANDING, OPEN MINDED AND SEE ONLY 
GOODNESS IN PEOPLE 
 
I’M CALM IN A STORM OF CHAOS.   
 
I ’M SLOW TO ANGER.  I ALWAYS FORGIVE! 
 
I BRAG ON OTHERS – NEVER, EVER, EVER, MYSELF!  I SEE 
YOU! 
 
I SPEAK SLOWLY.  I SPEAK CLEARLY.  I PRONOUNCE EACH 
WORD! 
 
I’M ORGANIZED 
 
I RECEIVE MAILBOX MONEY BY INVESTING IN SINGLE-
FAMILY HOMES, MOBILE HOME PARKS, NOTES, OPTIONS 
AND STOCKS   
 
I LIVE WELL BELOW MY MEANS.  I AM FINANCIALLY FREE! 
THE NET INCOME FROM MY INVESTMENT ASSETS > MY 
EXPENSES  
 
I WILL GET EXACTLY WHAT I WANT IN LIFE IF I JUST HELP 
ENOUGH OTHER PEOPLE GET WHAT THEY WANT (ZIG 
ZIGLAR) 
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Why Do Subject-to Deals? 
This is NOT a HOW to do Subject-to Deals course. Rather, in this 
chapter, we'll discuss WHY do Subject-to Deals. In addition, you'll 
see a number of Subject-to Deals Kim and I have done recently, as 
well as an explanation as to why we structured these deals the way 
we did.   
 
What Box? 2025 is an ADVANCED Creative Deal Structuring course.  
We don’t teach folks how to use a specific deal structuring tool, 
rather my job is to show folks how to use a variety of deal 
structuring tools to make a single transaction possible.  This is 
known as Structure Stacking. 
 
If you want to learn how to use a specific tool, l ike Subject-to 
Deals, you should get our Ultimate Creative Deal Structuring Home 
Study Course.  This is a 4-day seminar Vena Jones-Cox and I taught 
for four years.  It includes a 460-page manual, video from the four 
days of class work, plus all of our documents.  You can learn more 
about this course at Bil landKimCook.com 
 
OK, you go first, list three reasons to DO Subject-to Deals: 
 

1.  
 

2.  
 

3.  
 
 
Now list three reasons to NOT do Subject-to Deals: 
 

1.  
 

2.  
 

3.  
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What Is a Subject-to Deal? 
Most of the time, when a seller sells a property, the title transfers 
from the seller to the buyer, and if the seller has a mortgage against 
the property, that mortgage is paid off. 
 
When doing a Subject-to Deal, at closing the title transfers from 
seller to buyer, no problem. Now comes the part that makes a 
Subject-to Deal a Subject-to Deal. Even though the title transfers 
from the seller to the buyer, the seller's mortgage is NOT paid off. It 
remains in place. The buyer is NOT assuming the seller's mortgage. 
To be clear, it is not a loan assumption. Rather, the SELLER’S 
mortgage stays in place, and the buyer promises to make the 
SELLER’S mortgage payments, on the SELLER’S mortgage, for the 
SELLER, until the SELLER’S mortgage is paid off in accordance 
with the terms of their note 
 
The sellers agreed to let us buy their property and leave their 
mortgage in place.  We agreed to make their mortgage payments on 
their mortgage for them until their mortgage was paid off according 
to the terms of their note  
 

How Is a Subject-to Deal Different from a Loan 
Assumption? 
 
With a loan assumption, the note and mortgage is transferred into 
the buyer's name. The buyer becomes responsible for the note and 
mortgage. 
 
With a Subject to Deal, because the mortgage stays in the 
seller’s/borrower’s name, even though the buyer now owns the 
property, the seller/borrower is sti l l  responsible for the note and 
mortgage. 
 
With a loan assumption, if the buyer fails to make timely mortgage 
payments, because the note and mortgage are in the buyer's name, 
the buyer’s credit is affected. 
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With a Subject-to Deal, if the buyer fails to make timely mortgage 
payments, because the note and mortgage remain in the 
seller's/borrower’s name, the seller’s/borrower’s credit is affected! 
 
As you can see, great trust between the seller and buyer is required. 
 
One last thing to add: With a Subject-to Deal, if the buyer fails to 
make timely mortgage payments on the seller’s mortgage, if the 
lender is forced to foreclose, the lender can stil l take the property 
no matter whose name is on the deed because the property is the 
collateral for the loan. That said, because the note and mortgage 
remained in the seller's/borrower’s name, the seller’s/borrower’s 
credit will reflect the foreclosure, not the buyer’s. 
 
 

Why Would Any Sane Seller Agree to a Subject-
to Deal? 
 
In a word, “necessity!” 
 
As you will see in the following deals in this chapter, the seller 
wanted to be shed of the property. In some cases, a seller needs a 
fast closing. In some cases, the seller wants to get his or her price. 
In some cases, the seller doesn't have the time or the money to 
repair the property. 
 
Like I said, for some reason the seller needs to be shed of the 
property and often is will ing to chew off his or her arm to 
accomplish this. 
 
 

The Dreaded Due on Sale Clause 
Kim and I did our first Subject-to Deal in 1998. From then until now, 
Kim and I have never had a mortgage called due with any of our 
Subject-to Deals, nor with any of the other deal structuring tools we 
have used.   
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Here's an interesting tidbit: When I get together with my experienced 
real estate investing friends, friends who have done many Subject-to 
Deals, the one topic that doesn’t come up is the Due on Sale 
clause. On the other hand, when meeting with new investors who 
have never done a Subject-to Deal, it seems the only thing we talk 
about is the Due on Sale clause and their overwhelming fear of it!  
 
I wonder why this is. 
 
In the 27 years Kim and I have done Subject-to Deals, including 
Subject-to Deals on two of our personal homes, we have never had a 
mortgage called due. Never ! 
 
Why aren't we scared of Subject-to Deals and the dreaded Due on 
Sale clause? Because we understand that if a seller sells us his or 
her property subject to his or her mortgage, that the Due on Sale 
clause has been violated, which means the seller’s/borrower’s 
mortgage is in default. 
 
Hang with me for a minute. There are many ways a borrower’s 
mortgage can go into default.  If the borrower fails to make his or 
her monthly payment, the mortgage is in default. If the borrower fails 
to pay his or her property taxes, the mortgage is in default. If the 
borrower fails to keep insurance on the property with the lender 
named as mortgagee, the mortgage is in default. If the borrower 
doesn't maintain the property, the mortgage is in default. 
 
OK, we've established that there are a number of ways a borrower's 
mortgage can go into default. If the mortgage goes into default, 
does this mean the lender can foreclose the next day and take the 
property from the borrower? Of course not! 
 
If a mortgage goes into default, and the lender discovers the default, 
the lender first contacts the borrower to let the borrower know the 
mortgage is in default. The lender also gives the borrower time to 
cure the default. If the borrower cures the default, which means the 
mortgage is no longer in default, then the lender no longer has the 
right to foreclose on the property. 
 



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 66 

Let's bring this full circle. If a borrower is in default for not paying 
his or her mortgage payments, how does the borrower cure this 
default? The borrower pays up the arrears, correct? 
 
How does the borrower correct a default caused by not paying his or 
her property taxes? He or she pays the property taxes, correct? 
 
And what about the borrower who lets the property insurance lapse? 
The borrower reinstates the property insurance, correct? 
 
Are you getting the idea? If, for whatever reason, the borrower's 
mortgage goes into default, if the default is corrected, then the 
mortgage is no longer in default, which means the lender cannot 
foreclose on the property. 
 
So, what about the Due on Sale clause? What caused the default? 
Title transferred to someone else without the mortgage being paid 
off, right? So how would you cure this default? Here's an idea: 
transfer the title back to the seller/borrower. This way the mortgage 
is no longer in default, which means there can be no foreclosure. 
 
OK, this is said simply, but a lot goes into the investor having the 
ability to transfer the property back to the seller/borrower, and then 
to have the seller/lender transfer the property back to the 
investor once the default is cured. 
 
As I said at the beginning of this chapter, it is not in the realm of 
this seminar to teach folks how to do Subject-to Deals. Rather, it’s 
to discuss why doing Subject-to Deals is a good idea in this market. 
 
Kim and I wrote and taught our first Subject-to Deal course in 2001.  
When I thought we retired at the end of 2015, I pulled our Subject-to 
Deal course from the market.  I’m now in the process of re-writing 
our Subject-to Deal course so it includes some of the Subject-to 
Deals we’ve done in the past few years, plus I’m adding my updated 
paperwork.  This home study course will be offered for sale by the 
end of the year.  The price will be $697.  Please call me if you’re 
interested in being added to the list of investors who will get our 
Subject-to Deal course first. 
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Why Do Subject-to Deals? 
In the past two years, three of the deals we've done have been 
Subject-to Deals. The number one reason Kim and I structured these 
transactions to be Subject-to Deals is because of the low interest 
rates. By low interest rates, I mean both the interest rate we’d be 
forced to pay if we got a new mortgage (around 8% interest) as well 
as the interest rate we got by doing Subject-to Deals (around 3% 
interest). You've got to admit, getting a mortgage at 3% interest is a 
lot better, a lot more profitable, and much more affordable than 
getting a mortgage at 8% interest. 
 
The reasons for doing Subject-to Deals doesn’t stop at more 
affordable interest rates. They also make closings less expensive, 
allow much quicker closings, and are a form of owner financing. 
 
These days, go out and try to fund a deal. If you go to an 
institutional lender, you'll f i l l  out mountains of paperwork, be 
required to go through at least three colonoscopies, get charged 
huge closing cost, all to get an 8% interest loan. On the other hand, 
hard money loans or much simpler to get. Of course, for this 
simplification you'll need to give your first born as collateral and get 
a warm fuzzy feeling you get when paying 12% interest. 
 
Kim and I never sit down with sellers with a preconceived notion of 
doing a Subject-to Deal. As you will see in the coming deals, when 
doing the T bar with the seller, it becomes apparent that the best 
creative deal structuring tool to use is a Subject-to Deal. 
 
There's no reason to be scared of Subject-to Deals. The Due on Sale 
clause, based on our nearly 30 years of Subject-to Deal experience 
in multiple states and market conditions, is that it’s a great big ol’ 
nothing burger! 
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Subject-to Deal Case Study: Boyd 
Mountain Road 
 

 
 

About This Property 
In 1999, Kim found this property for sale in Adairsvil le, Georgia. The 
four-bedroom, three-bath brick ranch sat on 33 acres of property. 
Though the property was rough, Kim believed that with a lot of work 
we could turn it into a beautiful horse ranch. 
 
There was only one problem. The sellers were asking $359,900, of 
which we only had $12,000 in the bank, and there was no way we 
could qualify for a mortgage big enough to purchase this property. 
 
Another problem was that in 1999, Kim and I were stil l baby real 
estate investors. We were just learning the language of creative deal 
making. Through this time, I'd only done one Subject-to Deal and 
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that was the year before. I did not fully understand the ins and outs 
of this type of deal structure. 
 
Kim's directions were very clear. She didn't care how I did it, she 
just wanted me to buy this property for us. She told me it was the 
house of her dreams and her forever home. How could I say no to 
that? 
 
 

The Purchase Problems We Faced 
To get this deal done, Kim and I would need to sell our small, 5-acre 
horse ranch in Sutallee, Georgia. Problem was the sellers wanted an 
immediate sale, but sell ing our Sutallee property would take at least 
four months. 
 
In addition, because we could not qualify for a mortgage, we needed 
the seller to agree to some sort of owner financing if they wanted us 
to buy their home. 
 
And remember, I had learned how to do Subject-to Deals the year 
before, and we’d only done one Subject-to Deal to date. In other 
words, I didn't really know what I was doing. 
 
 

How We Structured Our Offer 
• We asked the sellers to lower their purchase price from 

$359,900 to $265,000. 
 

• The sellers agreed to let us buy their property and leave their 
mortgage in place.  We agreed to make their mortgage 
payments on their mortgage for them until their mortgage was 
paid off according to the terms of their note  
 
The balance of their mortgage at the time we bought the 
property was $112,078. 
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Their interest rate was 8.25%, with monthly principal and 
interest payments of $1,358.20, with 12 years left on the note. 

 
• The sellers agreed to let us give them a secured owner-carry 

note for $141,900 at 0% interest, no payments, and due when 
we sold our Sutallee horse ranch. 

 
• Because the sellers were VERY anxious to sell, they accepted 

our Subject-to, Owner-carry offer. 
 
 

The Results 
We bought this property on July 7, 1999. 
 
Our purchase price was $265,000. 
 
We came out of pocket $10,743 to buy this property.  It was close to 
all the cash we had in the bank. 
 
Though we made no promise to the seller to pay off their mortgage 
early, because Kim and I l ike free-and-clear property, we paid our 
ranch off in 2008 – as we entered the heart of the Great Recession. 
 
We sold this property in 2018, moved into our motorhome, and then 
for the next 7 years we traveled America moving every 7 to 14 days 
seeing all there was to see.  
 
Truly, this was the house of Kim’s dream.  I’m ever so glad I had 
learned the basics of structuring a Subject-to Deal and buying this 
home for Kim! 
 
One the following pages, you’ll see some of the paperwork used to 
make this deal happen. 
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Deal Documentation 
HUD-1   Page 1 
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HUD-1   Page 1 – Zoomed In 
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HUD-1   Page 1 – Zoomed In 
 

 
 
 
 
 
 
 
Warranty Deed – us buying Boyd Mountain 
 
 

 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 74 

Seller’s Owner-carry Note 
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Mortgage Invoice 2-4-2005: Still in seller’s name 
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Cancellation of Mortgage 
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Subject-to Deal Case Study: Old 
Highway 41 
 

 
 

About This Property 
At the beginning of 2006, we asked Tarah Whitlock to leave the bank 
she managed and come to work with us full time. Tarah had been my 
primary banker since 2001.  When it came to banking work, she was 
fantastic.  I thought who better to help me with our real estate 
investing business than an experienced banker who ran a bank. 
 
By the spring of 2006, Kim, Tara,  and I had outgrown the home 
office we're using at the ranch. Kim insisted we buy some sort of 
office building. 
 
In May 2006, Kim found a nice two-story, four-bedroom, three-bath 
home, with a separate three-car garage, plus a fishing pond in the 
back. She told me it was exactly what we needed. Note: I learned 
long ago not to argue with the Redhead. 
 
The seller was asking $219,900. Kim offered him $157,000. After 
several weeks of back-and-forth negotiation, the seller agreed to sell 
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to us for $158,790. Don't ever try to negotiate with the Redhead, 
you'll lose! 
 
At closing, we paid cash for the property. Then on August 7, 2006, 
we refinanced the property with an institutional lender. We borrowed 
$168,000 and gave a 30-year, fixed-rate mortgage with an interest 
rate of 6.875% and monthly payments of $1,103.64 (principal and 
interest). 
 
 

The Property Problem We Faced 
In 2010, because we were in the heart of the Great Recession and 
times were very tough, we made the decision to sell the property. 
We realized we no longer needed an office. Kim, Tara, and I could 
continue working together but didn't need to be under the same 
roof. Kim and I would work from the ranch, and Tara would work 
from her house. 
 
In order to sell our property at Old Highway 41 for maximum price, 
we decided to sell it and offer owner financing. The problem was we 
stil l had 26 years left on our institutional mortgage. 
 
In 2010, we knew that if we sold the office the conventional way, 
because of the huge real estate downturn we were experiencing, the 
property would sell for around $115,000, which meant we’d lose 
money! However, if we put the property up for sale and offered 
owner financing, it would sell for around $180,000. 
 
The only way we could sell the property and offer owner financing 
was to leave our institutional first position mortgage in place and get 
a purchase money note from the buyer and record it in second 
position.        
 
Let me say this again: in order to sell the property and get maximum 
price, we would have to sell our property but NOT pay off the first 
position institutional mortgage against our property, and at closing, 
the buyer would give us a secured second position purchase money 
note. 
 



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 79 

Let's say it in a different way: when our property sold the warranty 
deed would be transferred to the buyer. The buyer would now be the 
owner of record. At the same time, we would not pay off our 
mortgage against the property and instead leave it in place.  At 
closing, the buyer would give us a purchase money note that would 
be recorded in second position 
 
Do you see that this deal, because the sellers’ (Kim and me) 
mortgage is not getting paid off, is similar to the last deal we 
covered.  That’s right, this is also a Subject-to Deal 
 
Would this creative structure violate our Due on Sale clause?  Yes, it 
would because the institutional mortgage was not paid off when title 
transferred from seller to buyer. 
 
Did this stop us from moving forward with our plan?  Not for a 
second! 
 
 

What Did the Buyer Say? 
In 2010, when we put this property up for sale, we found great 
buyers. It was a husband and wife with a couple of kids. The year 
before they lost their house to foreclosure, which meant they could 
not qualify for an institutional mortgage, which meant they were 
forced to l ive in an apartment complex. They hated where they lived. 
They thought l ike and acted like homeowners, not tenants. 
 
They were thril led with the prospect of buying a really nice home 
and getting owner financing. They were open to our creatively 
structured offer. 
 
I made sure these buyers fully understood what a Subject-to Deal 
was, that our institutional mortgage would remain in place, that 
they'd give us a new purchase money note which would be secured 
against the property via a security deed, and that we’d close with 
our attorney Lee Perkins in Cartersvil le, Georgia. 
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Our Selling Terms 
The buyer agreed to pay $189,900 for the property on May 27, 2010. 
The buyer would give us a Purchase Money Note in the amount of 
$186,500. The note would be for 30 years, at an interest rate of 
7.03% compounding, with monthly payments of $1,245 dollars 
(principal and interest and no escrow), they'd give us lenders title, 
and they'd pay all closing costs. 
 
 

Things to Know About This ADVANCED Creative 
Deal Structure 
 
Most of you of heard me say many times that there is no THE way to 
invest in real estate. There is only YOUR way, and YOUR way will 
continually change and improve over time. 
 
Long ago Kim and I decided that with the Subject-to Deals we 
acquired, we would never sell those properties to an owner 
occupant while wrapping the underlying subject-to note. 
 
We made this decision because we wanted to avoid the potential 
problem of sell ing a home to an owner occupant and then having 
some sort of problem with the underlying subject-to mortgage  
 
With our Subject-to Deals, if someone wanted to buy the property 
from us but couldn't afford to pay for it right then, we’d consider 
doing a Lease with an Option Deal with them.  
 
So why did we agree to sell this property subject to the underlying 
secured institutional mortgage? What made this transaction different 
from the one I just described in the paragraph above? Answer: with 
our Old Highway 41 deal, the mortgage was in our name. OUR 
NAME ! This meant that if anything happened with the underlying 
mortgage, I could easily fix it. 
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Where Does This Deal Stand Today? 
Our buyers bought this property on May 27, 2010. That was 15 years 
ago. They stil l l ive in and love the property. The property is in better 
condition today than it was when they bought it. They're very proud 
of their home! 
 
Today, as it has always been, this property cash flows $141.36 per 
month.  
 
You might look at this and say, “Bill, that ain't very much mailbox 
money.” Just remember the alternative. If Kim and I had been forced 
to sell this property in 2010, we would have gotten maybe $115,000 
while owing our lender approximately $155,000.  This would have 
equated to a $40,000 loss at a time when we could least afford it. 
 
On January 1, 2025, the balance on the buyer’s second position 
purchase money note was $140,361.10. 
 
On January 1, 2025, the balance on our first position institutional 
note was $111,508.20. 
 
Today, this property has a fair market value of approximately 
$350,000. 
 
It goes without saying, this deal has worked out well for all of us.  
It’s a deal of which Kim and I are very proud. 
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Deal Documentation 
HUD-1: Us Buying Old Highway 41 
 
 
We bought Old Highway 41 on 5-22-2006 for $168,790.54.  We paid 
cash at closing.  We refinanced this property a few months later in 
August and got an institutional loan. 
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Our Institutional Note: Page 1 
 
Note Date: August 7, 2006. 
 
Principal Borrower: $168,000 
 
Note Terms: 30 years, 6.8750% interest with monthly payments of 
$1,103.64 
 
Borrower: Kim Cook 
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Security Deed: Securing Instrument Used to Secure Note 
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HUD_1 Closing Statement: Buyers Buying Property from 
us 
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HUD-1: Sale price of property 
 
 

 
 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 87 

Warranty Deed – Title Transfers from Sellers (Kim and 
me) to Buyers 
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Purchase Money Note – Page 1 
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Security Deed With Wrap Clause 
 
In Georgia, Security Deeds are used to secure notes. 
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Detailed View of Wrap Clause 
 
 
The purpose of this Wrap Clause is to tell the world that the seller’s 
mortgage was NOT paid off when the seller sold the property to the 
buyer. 
 
It tells the world the SELLER (Kim and me) continues to be 
responsible for paying the underlying note. 
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Buyer’s/Payor’s 2024 1098 Mortgage Interest Statement 
 
 
This is the 2024 1098 Mortgage Interest Statement we sent our 
buyers. 
 
#1) This is a 1098 
 
#2) This is for the 2024 tax year 
 
#3) The buyer/payor paid $10,060.32 in interest on his Purchase 
Money Note to us 
 
#4) The buyer’s/payor’s mortgage balance at the end of 2024 was 
$145,240.78 
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Kim’s 2024 1098 Mortgage Interest Statement 
 
 
This shows we continue to make the underlying mortgage payments 
on Kim’s institutional loan for Old 41 Highway.  At the same time,  
 
 

 
 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 93 

Subject-to Deal Case Study: 
Reynolds Bridge Road 
 
 

 
 
 

15 Structuring Tools Used To Make This Deal 
Successful 
 
What Box? 2025 is about ADVANCED creative deal structuring.  
 
The mission of this course is not to teach you how to use individual 
deal structuring tools. The mission of this course is to let you see 
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behind the curtain at what advanced creative deal making really 
looks like. Specifically, when Kim and I are putting together a 
creative offer, most of the time more than one creative deal 
structuring tool is used to make a single transaction possible. We 
call this Structure Stacking ! 
 
This Reynolds Bridge Road deal is a great example of Structure 
Stacking in action. Here are the main structuring tools we used to 
make this deal acceptable for all parties involved. 
 

• A bandit sign 
 

• Meeting face to face with the seller 
 

• T-bar 
 

• Non-conforming Purchase Agreement 
 

• Buying the property As Is 
 

• Got purchase funding from a Private Money Lender 
 

• Promissory Note  
 

• No Due on Sale Clause in the Security Deed 
 

• Lease Agreement 
 

• Option Agreement 
 

• Exercised Option 
 

• Wrap Around Limited Warranty Deed 
 

• Purchase Money Note 
 

• Wrapping Deal 
 

• Subject-to Deal 
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This is almost 15 creative deal structuring tools working together 
in harmony to make a single transaction succeed! 
 
 

About This Property 
In 2017, Kim put out a big bandit sign in Kingston, Georgia. When 
the owner of Reynolds Bridge Road saw Kim’s sign, he called her.  
 
Kim learned the man wanted to sell because he could no longer go 
in the house because his wife had committed suicide there. It was a 
very sad situation, and he was a very motivated seller. He just 
wanted done! 
 
The property consisted of a three-bedroom, two-bath house, a 
20x20 foot craft workshop, and a 30x50 foot mechanical shop, all on 
1.7 acres. The property was in good shape and in a great location. 
 
Kim initially offered the seller $41,000. He turned down this offer. 
 
When Kim met with the seller again, she asked questions to find his 
pain points. She asked questions to get the answer to Pete 
Fortunato's famous question, “Why are you sell ing such a nice 
house like this?”  
 
Here's what Kim learned: 
 

• The house stil l had a lot of his deceased wife’s things inside. 
 

• The 20x20 craft shop was loaded with his deceased wife's 
pottery material. 
 

• His 30x50 mechanical shop was overflowing with all kinds of 
junk he’d collected over the years. 
 

• The seller didn't want to deal with any of these problems.  He 
never wanted to return to the property again.  He just wanted it 
done! 
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Once Kim better understood the seller’s pain points, she offered to 
pay $43,500 and buy the property as is. She explained to the seller 
that in accepting her offer he could get what he really wanted, to 
never have to go back to the property again. He accepted Kim's 
offer. 
 
 

Structuring This Deal 
Once the seller accepted our offer, Kim and I discussed how do best 
fund this deal and what to do with the property once we bought it. 
 
It was 2017. Kim and I were Enders in full bloom. We were in the 
process of whittl ing down our number of rentals and weren't looking 
to acquire more. Our focus was to move into our motor home in 
2018 and travel the country for a few years. 
 
So, what to do with this property? It was a great deal we didn't want 
to lose by fl ipping it to another investor. We decided our best long-
term strategy was to rent the house to a tenant/buyer for one year 
and then sell the property to the tenant/buyer and offer owner 
financing. 
 
With this structure, we could retain control of the property for many 
years without the headaches of having to take care the property’s 
toilets. 
 
To fund the deal, we would turn to one of our private money lenders. 
Because our plan was to sell the property after 12 months and give 
owner financing, which meant the private money lender’s note would 
need to stay in place (a Subject-to Deal), the Due on Sale clause 
would NOT be included in the mortgage (Georgia uses Security 
Deeds, aka Deeds of Trust). 
 
 

Funding This Deal 
After buying the property, we turn to Mrs. Treadaway, one of our 
Private Money Lenders. We explained how we wanted to structure 
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this deal and explained why the Due on Sale clause could not be 
included in the mortgage. 
 
By the way, why did we not want a do on sale clause in Mrs. 
Treadaway's mortgage? Though Mrs. Treadaway fully understood 
why we were structuring the deal the way we did, and she was on 
board with it, because Mrs. Treadaway was in her late 70s, if 
something bad happened to her I’d then have to deal with her heirs. 
When dealing with heirs there's always a chance they won't l ive up 
to the agreement as it was originally agreed to between Mrs. 
Treadaway and us. After inheriting the note, they may do whatever it 
takes to get the property back or force the note to be immediately 
paid off. I felt it best, because I planned to sell the property in a 
year, give owner financing, while leaving Mrs. Treadaway’s note in 
place (a Subject-to Deal), to make sure the heirs could not call the 
note due. 
 
It's wise for you to remember this structure! 
 
Here are the terms of the loan Mrs. Treadaway agreed to give us: 
 

• The note would be for $55,000 and secured to the property via 
a Security Deed. 
 

• 10 years, 5.061%, $585 per month, amortizing, with no Due on 
Sale clause 

 
 

What’s the Difference Between a Hard Money 
and Private Money Loan? 
 
Kim and I for examples of hard money lenders. We're experienced 
investors who often understand the borrower’s deal transaction 
better than the borrower does. To boot, our loans come at a high 
interest rate and often include points. 
 
Mrs. Treadaway is it great example of a Private Money Lender. She 
is not an experienced real estate investor, nor is she familiar with 
creative deal making. That said, she's smart and understands the 
difference between a good investment and a bad investment. For 
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example, with this deal Mrs. Treadaway had the choice of keeping 
her money in the bank earning 0.4% interest or making a secured 
loan to us and making 5.061%. 
 
Is common to hear Hard Money Lenders refer to themselves as 
Private Money Lenders because they lend as an individual not as an 
institution. They're not wrong, I just don't agree with them.  
 
 

Leasing This Property with an Option to Buy 
It took us about 30 days to get the property cleaned up and ready 
for market.  We then put several Owner Financing signs in the yard. 
If you ever want to become the most popular seller in town, offer 
owner financing. It works like a charm! 
 
We received around 80 applications in five days. After selecting the 
top five applications I drove to each applicant's house and did a 
surprise face-to-face interview. 
 
Of the five applicants, one stood out above all the others. Their big 
question was how this worked. Here's what I told them: 
 

• Before we would agree to sell our house and give them owner 
financing, they first had to prove they'd 1) take good care of 
the property, 2) make their payments on time, 3) be a good 
neighbor, and 4) be easy to work with. If they did these four 
things, then after a year we would sell them the property and 
offer them owner financing. 
 

• If they failed to accomplish any one of these four things, we 
would not sell them the house nor offer them owner financing. 
 

Do you see what deal structure we're using here? We're agreeing to 
lease them the property for one year while granting them the 
exclusive right to buy the property and get owner financing (an 
option!). 
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Said a different way, before we agree to owner finance them our 
property, they must FIRST prove to us they will take good care of 
the property and pay us on time. 
 
We also explained in detail that if we sold them the house and gave 
owner financing, that our underlying mortgage to Mrs. Treadaway 
would stay in the property’s chain of tit le until it was paid off.  We’d 
always be responsible for paying Mrs. Treadaway’s mortgage, and 
they’d always be responsible for paying their mortgage that we hold. 
 
On May 23, 2017, we rented the property to the tenant/buyers for 
$1,120 per month. 
 
On May 23, 2017, we gave an Option to the tenant/buyers with the 
following terms: 
 

• Option began on May 23, 2017 
 

• Option expires on June 1, 2018 
 

• Option must be exercised after February 1, 2018, and before 
June 1, 2018 
 

• Option Consideration: $1.00 
 

• Option Strike Price: $140,000 
 

• $0 of the monthly rental payments apply toward strike price 
 

• If Optionee exercises Option, if they give $10,000 down, the 
Optionor will give owner financing with the following terms: 

 
o $130,000 Purchase Money Note 

 
o 360 months, 7.679% compounding interest, $925 per 

month (principal and interest)  
 

• Option is non-assignable for Optionee 
 

• Option is non-recordable 
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Creatively Selling This Property 
In early 2018, our tenants/buyers let us know they were ready to 
exercise their option and buy the property. 
 
Because the tenants/buyers had done everything they promised they 
would do, we agreed to sell them the property and give them owner 
financing. 
 
The tenants/buyers exercise their option and bought the property on 
February 6, 2018. The sale closed according to the terms of the 
option agreement we gave the tenants/buyers the previous year. The 
property closed at our long-time real estate attorney's office, Lee 
Perkins. 
 
 

How This Subject-to Deal Sale Was Closed 
As Subject-to Deals go, this closing was very, very easy for the 
following reasons: 
 

• Over the past year, I had met with the buyers a bunch of times, 
each time explaining that if they exercised their option and 
bought the property, our Private Money Lender’s note would 
remain in place. Their Purchase Money Note would be recorded 
in second position and wrap our first position Promissory Note. 
Their promise was to pay their note to us, and our promise was 
to pay our note to Mrs. Treadaway. 
 

• We had a long history with our real estate attorney of doing 
subject to closings. Lee was able to fully explain to the buyers 
all the terms of the closing. 

 
• Mrs. Treadaway, who I met with regularly, was fully aware and 

on board with the transaction. 
 

• The buyers were thril led with this deal! Because of a 
foreclosure in their past, they never thought they'd be able to 
own a beautiful home again. Now here they were buying the 
home of their dreams!  
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Conclusion 
What follows is he important memorialization (documentation) this 
deal generated. 
 
Many gurus say that real estate investing is easy. Maybe to them it 
is, but I have found real estate investing, especially when you're 
doing advanced creative deal structuring, is beyond difficult. I said 
beyond difficult, not impossible. 
 
I hope you take time to read through this deal, as well as look at the 
paperwork on the following pages, often. Know that I could never 
have done a deal l ike this if I had not sat at the feet of the masters, 
Jack Miller, Peter Fortunato, and Dyches Boddiford, and learned 
everything they had to teach. 
 
I can't say how it is for you; I can only tell you how it is for me. It 
was critical that I found a couple of great teachers early on and then 
I spent decades attending every class they taught every time they 
taught it. 
 
Don't let this deal overwhelm you. Real estate investing is a 
language, and as it is with all languages you have to immerse 
yourself in that language in order to become fluent. 
 
In putting together this case study, I had to go back and study this 
deal again. It has been nearly 10 years since Kim and I did this 
transaction.  There's a lot of water under the bridge. Reflecting, I'm 
very proud of how we found this deal, structured it, funded it, and 
worked it. It makes me want to get out and get back to door 
knocking! 
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Deal Documentation 
HUD-1 (page 1): Buying Reynolds Bridge Road 
 
This is the closing statement when Kim and I bought Reynolds 
Bridge Road. 
 
#1. The property address 
 
#2. Purchase Date 
 
#3. Purchase Price: $43,500 
 
#4. Total Purchase Price With Closing Costs: $50,138.47 
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Letter to Mrs. Treadaway Requesting Loan 
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Promissory. Note to Mrs. Treadaway 
 
This is the Promissory Note we gave to Mrs. Treadaway. 
 
We borrowed $55,000 on June 5, 2017. 
 
Note Terms: 120 monthly payments of. $585.00 at 5.061% interest 
compounding. 
 
 

 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 105 

Full Promissory Note to Mrs. Treadaway – page 1 
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Full Promissory Note to Mrs. Treadaway – page 2 
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Security Deed with NO Due on Sale Clause -  page 1 
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Security Deed with NO Due on Sale Clause -  page 2 
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Letter to Tenant/Buyer: How Deal Will Work 
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Lease Agreement – Page 1 
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Lease Agreement – Page 2 
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Lease Agreement – Page 3 
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Lease Agreement – Page 4 
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Lease Agreement – Page 5 
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Lease Agreement – Page 6 
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Lease Agreement – Page 7 
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Lease Agreement – Page 8 
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Lease Agreement – Page 9 
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Lease Agreement – Page 10 
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Option Agreement – Page 1 
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Option Agreement – Page 2 
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Option Agreement – Page 3 
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Letter to Tenant/Buyer: You Can Buy Now 
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Purchase Agreement – page 1 
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Purchase Agreement – page 2 
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HUD-1: Tenant/Buyer Buying Reynolds Bridge Road 
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HUD-1 Enlarged 
 
 
 
Total Sale Price of Property: $140,000 
 

 
 
 
 
 
 
Amount of Buyer’s Purchase Money Note 
 

 
 
 
 
 
 
We sold property for $140,000 and didn’t pay any closing costs 
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Wrap Around Limited Warranty Deed – page 1 
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Wrap Around Limited Warranty Deed – page 2 
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Wrap Around Limited Warranty Deed – Wrap Language 
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Purchase Money Note – page 1 
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Purchase Money Note – page 2 
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Purchase Money Note – page 3 
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Security Deed Recorded – page 1  
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Security Deed Recorded + Wrap Clause – page 2  
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Security Deed Recorded – page 3  
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Security Deed Recorded – page 4  
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Security Deed Recorded – page 5  
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Insurance: We’re Named as Mortgagee 
 
When we give owner financing, we make sure the payor l ists us on 
his insurance police as Mortgagee.   
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The HUGE Mistake I Made with 
Reynold’s Bridge Road 
 
As pointed out earlier, leading up to 2018, when Kim and I decided 
to sell our horse ranch and move fullt ime into our motorhome so we 
could travel the country, we made the decision to sell 28 of our 35 
rental homes. 
 
In 2016 and 2017, of these 28 properties, we sold one for cash and 
27 were sold giving owner financing and taking back Purchase 
Money Notes. 
 
I was WAY past confident that the real estate market had hit its peak 
and would take a dive in 2018.  This is another reason we decided to 
sell; so, we could harvest a big chunk of our real estate profit before 
the downturn. 
 
The final part of my “bril l iant” plan was after turning our rentals into 
Purchase Money Notes, when 2021 rolled around and the real estate 
market began recovering from the eminent, and predicted-by-
everyone downturn, Kim and I would trade our Notes back into 
single-family rental houses, again capturing a huge profit. 
 
I know, clever, huh? 
 
Do YOU remember seeing any real estate down turn in 2018?  How 
about in 2019, 2020, 2021, or 2022?  Yep, the downturn never 
happened, but appreciation sure did…a TON of it!!! 
 
In 2022, my good friend Pete Fortunato, gave me an award called 
the Georgia Enrichment Program Award. 
 
He said I deserved the award because I’d helped 28 Georgia families 
improve their capital standing by at least $100,000 each.  In other 
words, each of the 28 rental homes we sold in 2016 and 2017 had 
gone up an average of $100,000 each.  Ouch! 
 
Pete then pointed out this meant Kim and I had walked away from 
$2.8 mill ion dollars in appreciation.  If you include the rent increases 
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we COULD have gotten, my boneheaded move cost us 
approximately $3.2 mill ion dollars!  Triple ouch!  
 
Now let’s look how I compounded my mistake. 
 
Most every time I sell a property and give owner financing, at 
closing I have the buyer give me an Option that allows Kim and me 
to capture a percentage of the property’s appreciation over time.  In 
other words, when the seller sells the property, we share with the 
seller the property’s appreciation.  This “sharing” normally runs 
between 5% and 25%. 
 
In 2016 and 2017, because I was SO confident we’d enter a real 
estate downturn in 2018, I failed to get a single Option to share in 
any these properties’ appreciation. 
 
Bonehead!!!! 
 
Whenever I’m around Pete, he’s more than happy to share this story 
about my Georgia Participation Program Award. 
 
 

How We’re Fixing This Mistake 
On the following pages, you’ll see the letter we send to everyone we 
owner financed a house to, including the folks at Reynold’s Bridge 
Road.  My goal is to rectify the mistakes I made in 2016 and 2017, 
when I failed to get a Participation Option. 
 
Because property taxes and property insurance have skyrocketed 
over the past five or six years, some of the people we sold homes to 
have let us know that they are worried that soon they may not be 
able to afford their home. 
 
This letter is my solution to those concerns. 
 
If a homeowner is will ing to give up part of their property’s 
appreciation since buying their house, each year moving forward, 
Kim and I may be will ing to pay a percentage of their home’s 
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property taxes and property insurance, allowing the owners to afford 
and continue to live in their home. 
 
We’re interested to see if any of these folks agree with and accept 
our solution to their real estate problem.  What do you think? 
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Offer To Pay Insurance & Taxes for Option – page 1 
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Offer To Pay Insurance & Taxes for Option – page 2 
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Subject-to Deal Case Study: 7 
Stonebridge Court 
 
 

 
 
 

How are Subject-to Deals Negotiated? 
Investors who have never negotiated or have never successfully 
negotiated a Subject-to Deal before are often of the firm belief that 
no homeowner would ever sell his or her property and leave his or 
her mortgage in place just because the buyer promises to make the 
seller's mortgage payments for the seller. 
 
Earlier in this course, we talked about the Law of Attraction. I 
believe in this law 100%! If you believe you'll never get a Subject-to 
Deal, you're right. If you believe your next Subject-to Deal is right 
around the corner, you're also right. 
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Said another way, investors who have never done a Subject-to Deal, 
are great at talking themselves out of it ever happening. 
 
I've included 7 Stonebridge Court in this course because it's a great 
example of how easy it is to negotiate a successful Subject-to Deal. 
 
Here are the basics of what happened: 
 

• The property owner called us in late 2024.  His dad had passed 
away.  The son (executor of his father’s estate) needed to get 
the house sold quickly.  The house needed a good bit of 
updating, plus lots of his father’s belongings needed to go 
away.  The son didn’t have time to deal with this real estate 
problem. 
 

• The property, once it was fixed up, would have a fair market 
value of about $350,000. 
 

• The property needed a $35,000 rehab. 
 

• There was a mortgage against the property with the following 
terms: 

 
o Mortgage Balance: $175,600 

 
o 30-year fixed rate mortgage taken out in 2022 

 
o Interest Rate: 2.75% compounding 

 
o Monthly Payments: $776.57 (principal and interest) 

 
o Neighborhood Rent Rate: $2,100 per month 

 
• The seller’s asking price was $280,000 

 
• I told the seller I’d pay his $280,000 asking price if he would 

agree to leave his dad’s mortgage in place and moving 
forward, let us make the monthly mortgage payments for the 
next 27 years. 
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I also told the son he wouldn’t need to fix or clean anything.  
We’d buy the property AS IS. 

 
• The seller asked questions about how this would work.  Once 

he felt comfortable with the transaction, he accepted our offer. 
 

• This negotiation took a total of 30 minutes. 
 
Here’s a critical thing to remember: When I heard the son’s asking 
price I didn’t haggle with him.  We both knew he was asking a fair 
price.  When the seller also agreed to the Subject-to Deal, there was 
no need to haggle about the price. 
 
When a great deal is staring you in the face, don’t lose it by 
continuing to talk.  Take the deal down!  Just say YES!!!! 
 
 

Why Was the Seller Motivated to Sell? 
The reason the seller wanted to be shed of his dad's property could 
be boiled down to one thing: Time! 
 
The property needed a lot of work before it could be put on the 
market. He was a contractor and fully aware of this. Because he 
worked six days a week, and because he lived 45 minutes away, he 
did not have time to deal with the property. He just needed it gone! 
 
The seller accepted our offer because we made it very easy for him 
to accept our offer. We agreed to give him everything he wanted. He 
wanted to walk out of the house and never come back. Our offer 
gave him EVERYTHING he wanted: the opportunity to walk out of the 
house and never come back. 
 
Real estate investing is simple, not easy. I simply asked the seller 
Pete Fortunato’s famous question, “Why are you sell ing such a nice 
house like this?”  
 
Next, I carefully l istened to his answers and wrote his answers down 
in the form of a T-bar. After studying the T bar for about 30 seconds, 
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it became obvious the deal structuring tool to use was a Subject-to 
Deal. 
 
I wish I could tell you there was more to it than this, but there 
wasn't. 
 
 

Why Were Kim and I Motivated to Buy? 
First, it was a great home on a great street in a great neighborhood 
in a great part of town, and it was inside our five-mile circle. 
 
Second, we had owned the home next door since 2007. It has been 
one of our outstanding rental properties.  
 
Third, as a rental this property would cash flow beautifully because 
the mortgage payments were only $776.00 per month and the 
property would rent for $2,100 per month. 
 
Fourth, because it was a Subject-to Deal, we wouldn't have to go 
through the grind nor the expense of getting new financing. 
 
Fifth, with an interest rate of only 2.75%, it would be simple to pay 
off the mortgage quickly, which would give us another free and clear 
house. Our favorite! 
 
Sixth, Kim and I are on a mission to buy five more single-family 
rentals.  This deal is helping us reach our goal. 
 
 

Conclusion 
It took the seller several months to get the estate settled. Once he 
let us know the courts had given him permission to sell, we closed 
two weeks later. 
 
Kim oversees our rehabs. It took her two months to complete the 
rehab to this property. Kim did a beautiful job with the rehab. 
I believe the rehab cost approximately $40,000. 
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I took over from there because it's my responsibil ity to find and 
manage great tenants. It took a week of doing open houses to find 
the perfect tenant. The house is now rented for $2,100 per month. 
 
Hope this case study gives you the courage to do a Subject-to Deal.  
Just remember, Subject-to Deals are complicated.  If you don’t know 
what you are doing, then bring someone into your deal that has a lot 
of Subject-to Deal experience. 
 
What follows are the documents we used to purchase this property 
subject to the seller’s mortgage. 
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Deal Documentation 
T-bar 
 
The most important tool I use as a real estate investor is the T-bar.  
I have no clue why a LOT more investors don’t use T-bars.  This is 
the T-bar for 7 Stonebridge Court.  
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Notice to Release Information  
 
When doing our due dil igence, often we must be able to talk to the 
seller’s mortgage company.  A Notice to Release gets us the 
permission we need to do this. 
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Purchase Agreement 
 
Many investors get hung up with trying to use the PERFECT 
Purchase Contract.  For more than 10 years most of my offers begin 
life as bullets on a sheet of paper.  This allows my offer to be more 
understandable. 
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Attorney Closing Instructions 
 
We almost always use an attorney to close our deals.  Without fail, 
we always send the closing attorney a Closing Instructions letter.  It 
helps us all to be on the same page. 
 

 
  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 154 

HUD-1 to Purchase – page 1 only 
 
When it comes to Subject-to Deals, the most important thing to 
know on the HUD-1 are lines 203 and 503.  These two lines read, 
“Existing Loan(s) Taken Subject To”. Whenever someone tells you 
Subject-to Deals are i l legal, point to l ines 203 and 503 and ask the 
wiseacre why this is pre-printed on all HUD-1s since the mid-1970s. 
 
#1) Address.    #2) purchase dated.    3) Contact purchase price.    
#4) Lines 203 and 503.     
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Warranty Deed 
 
We’re often asked when doing a Subject-to Deal, how do we take 
title.  Since 2001, we use Title Holding Trusts…also known as Land 
Trusts. 
 
In this case, tit le rests with T. Whitlock Trustee of the Mullinax-
Stonebridge Title Holding Trust. 
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Limited Irrevocable Power of Attorney 
 
When doing Subject-to Deals, you ALWAYS want to get a Power of 
Attorney that specifically allows you to deal with the property, 
escrow account, insurance account, and mortgage company. 
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Title Holding Trust – page 1 only 
 
I began using land trusts in 1999.  I didn’t understand them until I 
took Dyches Boddiford’s Land Trust seminar in 2001.  To get his 
course, go to assets101.com. 
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Subject-to Mortgage Statement We Pay Each Month 
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VA Promissory Note – page 1 only 
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Lease Agreement – page 1 only 
 
We found great tenants for this property.  Rent is $2,095/month 
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How to Fight Your Property Taxes 
and Win! 
 
 
First, know that each state’s property tax laws are unique to that 
state.  Below, I talk about fighting property taxes in Georgia.  It wil l 
be different in your state, but at the same time, it wil l be similar.  It’s 
kind of l ike l isting to a Yankee, a Rebel, and a Cajun speaking 
English.  All three are speaking the same language, but you can’t tell 
it by listing to them.   
 
Kim and I began fighting our property taxes in 2006 in Bartow 
County, Georgia.  We reached a point where we felt enough was 
enough.  We didn’t mind paying our fair share of property taxes…but 
we didn’t want to pay one dime more than we were supposed to! 
 
From 2006 through 2025, Kim and I appealed our property taxes 163 
times.  We’ve won our appeals 140 times.  This equates to an 85.9% 
winning percentage.  As my daddy used to say, not too bad for a 
Catholic.  
 
You can f ight your property taxes and win.  To be successful, as it is 
with creative deal structuring, you must learn the language.  You 
must understand the rules laid out by the Assessor’s Office, the 
Board of Assessors, the Tax Commissioner’s Office, and the Board 
of Equalization.  When attending a hearing, pounding your fist on the 
table and yell ing at bureaucrats won’t get you anywhere.  (Did you 
hear that,  Pete???)  
 
Kim and I have not only used our abil ity to lower property tax bil ls to 
increase cash flow on our rental properties, but we’ve also used it to 
cut ourselves into other deals, for example, we acquired a fair 
number of our Option Deals by agreeing to successfully fight 
property owner’s property taxes. 
 
The culmination of our fighting property taxes happened on August 2 
& 3, 2021.  We took three of our property tax fights all the way to a 
jury trial in Bartow County, Georgia.  We lost two of the cases and 
won one.  We were well pleased with the result.   If you go to our 
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website (Bil landKimCook.com) you can find a video about this trial 
and its results. 
 
What follows are two recent property tax fights where we had BIG 
wins!  I’ve included the documentation used during the property tax 
appeals process 
 
 

Fighting Property Taxes on River Shoals Drive 
In 2024, my real estate attorney Lee Perkins called.  He was hopping 
mad about his 2024 property tax bil l. The county had raised the 
value of his home from $822,689 to $947,944. This equates to a 
$125,255 increase or looked at another way, a 15% increase in value 
in one year.  Crazy! 
 
I love Lee! He's been my real estate attorney since 2001. He's one of 
the smartest fellers I've ever met. I gotta say, it surprised me that he 
called me asking for help with this property tax problem. 
 
I immediately agreed to represent him and his property tax fight. I 
began gathering the ammunition I’d need to prove the case. It was 
decided that we would use both comparable sales and uniformity to 
prove the tax assessor had overvalued Lee's home. 
 
On July 2, 2024, I f i led a written appeal with the tax assessor's 
office. I claimed the actual value of the property was only $700,000. 
 
Several weeks later I met face to face with one of the assessors. 
Based on the evidence I had submitted the assessor agreed that 
their value of $947,944 was too high. At the same time, she said my 
value of $700,000 was too low. 
 
After some back and forth we reached a negotiated fair market value 
for Lee's House of $850,000. This was nearly a $100,000 decrease in 
value, which saved Lee a pretty penny. In addition, I got the 
assessor to lock in Lee’s value for an additional two years. This 
meant the value of Lee's house would be locked in for 2024, 2025, 
and 2026. 
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You may be wondering whether winning a property tax appeal is a 
rare event. As I said above, Kim and I win nearly 86% of our 
appeals. 
 
Want more proof? I also fought Lee's property taxes in 2023 on his 
office building. In 2022, the value of the building was $335,576. And 
in 2023, The tax assessor's office raised this value to $538,882. 
 
Once again, I appealed Lee's property taxes. When presenting in 
front of the board of equalization, I got them to lower the value to 
$450,000 and got them to lock in that value for 2023, 2024, and 
2025. 
 
Here's a question for you: what if back in 2006 I had given up and 
not fought my property taxes? What if I had believed as gospel the 
old adage you can't fight City Hall and win? 
 
One of my proudest moments is standing up for myself in 2006. I 
was 100% right to say enough was enough. And though it's been a 
long steep hil l to climb to learn how to fight my property taxes 
successfully I'm ever so glad I did. It's my hope that you do too! 
 
On the following pages You'll see the documentation used in Lee’s 
2024 property tax fight on his personal residence. 
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Lee’s 2024 Annual Notice of Assessment 
 
This assessment was mailed to Lee on May 24, 2024.  The 
Assessor’s Office increased the value of his home from $822,689 to 
$947,944.  That’s a HUGE one-year increase.   
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Appeal of Assessment for Lee’s Home 
 
This is the written appeal I turned into the Assessor’s office 
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Successful Appeal – Value Lowered to $850,000 
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Fighting Property Taxes on Clubhouse Drive 
Earlier this year (2025), we received a letter from the Bartow County 
Board of Assessors. Was it a birthday card? Was it a congratulations 
card? Nope, it was the Board of Assessors letting us know that in 
their eyes our l ittle trailer park had increased in value climbing from 
$133,257 to $283,979! 
 
If you do the math, you'll discover this is a WHOPPING $170,722 
increase in value. This equates to a 151% increase.  Folks, I was 
sure this had to be some sort of record! 
 
When faced with a 151% increase in property taxes you can do one 
of two things: 
 

• You can play ostrich, wave the white flag, and stick your head 
in the sand while you cry for Mama 
 

• Or you can say I'm mad as hell and I'm not going to take it 
anymore! 

 
In 2006, we felt we had had enough and started saying, “We're mad 
as hell and we're not going to take it anymore!” This one decision 
has caused us to fight our property taxes 163 times with us winning 
140 of those disputes.  I have no idea how much tax money we’ve 
saved over the past 20 years, but it is a lot!!!  
 
If you feel your property taxes are too high, I encourage you to take 
the time and make the effort to learn how to fight your property 
taxes. Once you learn the language and know what you're doing, I 
promise you'll win a majority of your appeals. 
 
This year, with this record increase in value, we were more than 
will ing to step forward and fight. 
 
On May 27, 2025, we received the Annual Notice of Assessment 
letter from the Tax Assessor's office letting us know about their 
HUGE increase in value on our l ittle trailer park in White, Georgia. 
 
On July 10, 2025, we fi led our written appeal in the Tax Assessor's 
office. Using the Income Approach, I estimated our trailer park’s 
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value to be $193,430. I included a copy of my Income Approach to 
value. 
 
On August 6, 2025, we received a Notice of Decrease in Value from 
the tax assessor's office. Even though I had not met with them, they 
agreed that my $193,400 value was accurate, and their $283,979 
value was inaccurate. 
 
Here's a l itt le ditty most property taxpayers in Georgia don't know: 
Because my appeal was to the Tax Assessor's office, I had not 
appeared in front of the Board of Equalization. Because I had not yet 
appeared in front of the Board of Equalization this meant our 
property’s decreased value was only good for one year – 2025. In 
Georgia, if you win and want to get your appealed property’s value 
locked in for two additional years, the appeal must be signed off by 
the Board of Equalization. Problem is, no bureaucrat will tell you 
this. It's a lesson Kim and I learned the hard way.  
 
Back to the Notice of Decrease in Value letter from the Tax 
Assessor's office dated August 6, 2025. They requested I sign the 
compromise and mail it back to them. Instead, I called and said that 
if they would get the Board of Equalization to agree to a three-year 
lock-in, I'd be happy to sign the compromise.  (It pays to know what 
you are doing!) 
 
On September 9, 2025, I received a letter from the Board of 
Equalization agreeing to the three-year lock in. This means our l ittle 
trailer park’s tax value will remain at $193,430 for 2025, 2026, and 
2027. 
 
You may be wondering why the Assessor's office so quickly agreed 
100% with the value I had determined when using the Income 
Approach. If you will recall a few pages back I said that in 2021, to 
fight my property taxes, I had requested and gotten a jury trial. In 
that trial, one of the properties I was disputing was our l ittle trailer 
park. Of three properties I disputed during the trial, I won the trailer 
park dispute. Needless to say, when I tell the Tax Assessors office I 
plan to appeal their value all the way to a jury trial, they know I'm 
not bluffing.  
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What follows are the documents used in our 140 th successful 
property tax fight. 
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2025 Annual Notice of Assessment 
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Appeal of 2025 Assessment 
 
In Georgia, when making an appeal, one must state the value he/she 
thinks it should be.  In this case, using the Income Approach, I 
determined the value to be $193,430. 
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Our Appeal Using the Income Approach – page 1 
 
There are multiple ways to appeal one’s property value for property 
tax purposes: Comps, Uniformity, Income.  In this case, we chose to 
use the Income Approach. 
 

 
  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 173 

Our Appeal Using the Income Approach – page 2 
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2025 Notice of Reassessment 
 
The Assessor’s Office reduced our property’s value to our Income 
Approach number: $193,430! 
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Board of Equalization 3-year Value Lock-in 
 
We received this notice from the Board of Assessor’s on September 
9, 2025.  It states our $193,430 negotiated value is locked in for 
2025, 2026, and 2027!!!! 
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What Are Options and Pure Options? 

What is an Option? 
Options are one of the absolute best creative deal structuring tools 
in real estate investing, but one of the least understood and used 
tools in real estate investing. 
 
Options are a low risk, high profit, creative deal making vehicle.  
 
An Option is a great deal structuring tool you can use whether 
you’re buying, sell ing, renting, or speculating. 
 
Simply stated, an Option is the right to buy a property rather than 
an obligation to buy a property. Said a different way, it’s a case of 
CAN buy, rather than MUST buy. 
 
To continue driving this point home, an Option is not a right to real 
estate.  It’s an interest in the right to real estate. 
 
Options allow you to control gain and cash flow without ownership. 
Most new investors wrongly believe that they must own a property 
before they can get the benefits of appreciation, amortization, and 
cash flow. Owning a property can be riskier than owning the right to 
buy the property. 
 
An Option is a bet between the Optionor (giver of the Option) and 
Optionee (receiver of the Option).  Often the Optionor hopes the 
Option will not be exercised, which will allow the Optionor to keep 
the property and retain the Option consideration fee.  On the other 
hand, the Optionee is betting he/she will exercise the Option, which 
will allow him/her to capture what was negotiated in the Option 
agreement: the property’s profit, amortization, appreciation, cash 
flow, etc. 
 
When is an agreement not an Option?  Two cases: First, when 
neither party can cancel the contract.  Second, when neither party 
can make the other party perform.   
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An Option is a creature of the state.  Your state’s laws control 
Options in your state.  Each state’s laws are different concerning 
Options.  The Option laws Kim and I abide by in Georgia are l ikely to 
be different from the laws in your state.  Hire good legal counsel.  
Know your state’s laws.  Be sure the Option documents you use are 
in legal compliance with your state’s laws.   
 
Often Options depend on appreciation for their gain in value.  But if 
so structured, Options can also capture some or all of a property’s 
amortization, cash flow and tax benefits.   
 
An Option allows you to control a property for l ittle or no money.  
You can abandon an Option with no adverse consequences.  You go 
into an Option already knowing the most you have at risk in the deal. 
 
Here’s a biggie: An Option is not a loan of money!  It can't be 
overstressed how important this one benefit is for the property 
owner granting the Option, as well as to the real estate investor 
acquiring the Option.  
 
Your goal as Optionee is to gain control of a property for as long as 
possible.  This allows you to see what the property does, what the 
area does, what the economy does, before ever having to pull the 
trigger, exercise your option, and buy the target property.   
 
An Option allows you to pass the “football” way down the field.  In 
doing so, you get to pick when and if you exercise the Option.  You 
can wait until real estate values are at a highwater mark.  What’s 
better, safer, and more profitable than buying low and sell ing high?  
Simple answer: Optioning low and exercising high!  Optioning low 
allows you to not guess about what the market may do; it allows you 
to wait to see what it does and then take action ! 
 
Options can transfer from the Optionor (giver of the Option) to the 
Optionee (receiver of the Option) a property’s appreciation, 
amortization, cash flow, and tax benefits.  Best of all it does this 
without the Optionee incurring the liabil ity risk that comes with 
property ownership.   
 
Options can, if so structured, allow you to avoid the thril l of 
management.  For example: If you get a Master Lease in addition to 
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an Option, and the Master Lease is assignable, you will be able to 
escape the thril l of management. 
 
Options can give you maximum leverage without the risks associated 
with ownership and being on the hook for the promissory note.  
Remember, the Option fee (AKA Option Consideration) is the only 
money (if money was used as consideration) you have invested in 
the deal – and are at risk of losing.  Said another way, the Option 
consideration is your entire risk in the deal.  
 
One of the best things about Options is they give you time to see 
your profit clearly before buying the property.  Think of it l ike test 
driving a car before you buy.  Options allow you to reduce your risk 
of failure because you aren’t being forced to guess what the future 
holds.   
 
An Option can be zero interest financing.  To accomplish this, use a 
lease and an Option together.  Have all your rent payments to the 
property owner applied to the Option’s strike price.  This, in 
essence, means you’re making principal-only payments, which is the 
same thing as a zero-interest note. 
 
An Option is a tit le flaw.  It can be used to greatly reduce or 
increase a property’s value. 
 
With Options, you make money by capturing future appreciation.  
You can also capture current equity, plus amortization, and cash 
flow. 
 
 

How Can Options Be Used? 
What follows will f loor you, especially if the only thing you know 
about Options is leaseoptions. 
 
Options can be used to… 
 

• Buy a property 
 

• Sell a property 
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• Park a property (put a property in a holding pattern until you’re 

ready to acquire it) 
 

• Protect a property (a secured option is a tit le flaw) 
 

• Help someone who DOESN’T want to sell their home 
 

• Help someone who DOESN’T want to sell their home right now. 
 

• Help someone who needs money but can’t get a loan 
 

• Help someone buy a property they can’t possibly afford for a 
price they can easily afford 

 
• Help someone who can’t afford to repair their home 

 
• Capture some or all of a property’s appreciation AFTER you’ve 

sold it 
 

• Capture some or all of a property’s appreciation that you don’t 
yet own 

 
• Sell a property for a seller who doesn’t want to use a realtor 

 
After reading the above list, can you think of any other tool in your 
creative deal structuring toolbox that’s more versatile or can solve 
more problems? 
 
 

What’s the Difference Between an Option and a 
Pure Option? 
 
For most real estate investors, their only experience with Options is 
when an Option is used hand-in-hand with a Lease Agreement. 
 
Most mistakenly believe leaseoption is a single word…a single deal-
structuring tool.  A single document.  This is wrong. 
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A Lease Option deal is TWO deal structuring tools working together 
to make a single transaction work.   
 
By the way, whenever two or more deal structuring tools are used 
together to make a single transaction work, (example: a Subject-to 
Deal with an owner-carry mortgage, plus a lease and purchase 
option to the tenant/optionee) it’s known as Structure Stacking.   
 
Correctly stated, a “leaseoption” is called a “lease with an option to 
purchase.”  The lease grants someone USE of the property.  The 
Option grants someone the RIGHT TO BUY THE PROPERTY at a pre-
agreed to price, for pre-agreed to terms, within a pre-agreed to time 
frame.   
 
When an Option is used by itself, when a lease agreement is not 
involved, we call this a Pure Option.    
 
Throughout this course, I’ l l  use the word “Option” even when 
discussing a Pure Option. 
 
 

Don’t Let Options Scare You 
You may not realize this, but you use Options almost every day? 
 
For example, you find a house that you like and think you may want 
to buy. You make a written offer to the seller. In the contract you 
state the agreement is contingent upon you getting financing that's 
acceptable to you. Or maybe you state the contract is contingent 
upon you getting an acceptable inspection of the property. Or 
perhaps you state the contract is contingent upon you sell ing your 
current house first. Can we agree that all of these are acceptable 
and often-used contingencies to have in a purchase and sale 
agreement? 
 
Did you notice that what was just described is not a purchase and 
sale contract (though it might say that on the top of the document), 
but rather it’s an Option contract?  Once all parties sign, the seller 
is locked into sell ing to you, but you are not locked into buying from 
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them unless you’re able to get acceptable financing, or an 
acceptable home inspection, or get your house sold. 
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Granting Prospective Tenant an 
Option to Lease 
 
As a landlord, you may run into a problem Kim and I regularly run 
into when seeking a good tenant for an investment property.  You 
find the perfect tenant but your perfect tenant, for a variety of 
reasons, can’t sign the lease right away.  Maybe they need days, 
weeks or months before they can do a lease-up. 
 
What do you do when this happens?  What’s the best way to solve 
this problem? 
 
When we run into this, and the prospective tenant really wants our 
property, often they’ll offer to forward us the first month’s rent to 
hold the property, or worse stil l, offer to forward us their security 
deposit to hold the property. 
 
Neither of these solutions sit well with Kim and me.  Why not?  Think 
about it, if they forward us their first month’s rent in return for 
holding the property and then they fail to rent our property, they will 
want their money back, right?  This kind of excitement we don’t 
need. 
 
If they forwarded us their security deposit, it makes things even 
worse.  Think about it. A tenant’s security deposit is THEIR money, 
NOT your money.  If they fail to rent from you and then DEMAND 
their security deposit back, if this goes in front of a judge, what do 
you think the odds are you’ll win? 
 
So, what to do? 
 
Long ago, we learned to use an Option to Lease to solve this 
problem. 
 
With an Option to Lease, the prospective tenant is BUYING the right 
to lease your property for pre-agreed to terms, within a pre-agreed 
to time frame.  If they don’t exercise their Option to rent the 
property, if the Option is so structured, they forfeit their non-
refundable consideration fee. 
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Because they’re NOT forfeiting their first month’s rent or their 
security deposit, if the matter found itself in front of a judge, you’d 
be standing on much firmer ground!  I mean heck, even a judge can 
make sense out of something called a NON-REFUNDABLE option 
fee! 
 
The following is an Option to Lease we gave to two prospective 
tenants in 2023.  They wanted to rent our property on Stonebridge.  
They needed some time to get out of their current rental property 
before they could sign a lease with us. 
 
By the way, these two tenants are stil l in this property.  They’ve 
never been late on rent and have taken great care of our property.  
What if Kim and I, instead of selecting these wonderful tenants, had 
gone with some other tenant because that tenant could have moved 
in right away? 
 
Landlords should use an Option to Lease when facing a similar 
situation.  
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 184 

Option To Rent Agreement – page 1 
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Option To Rent Agreement – page 2 
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Option To Rent Agreement – page 3 
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Who Will Grant You an Option and 
Why? 
 
Close your eyes. In your mind’s eye, picture yourself being 
financially free. Each month, an amount of mailbox money comes to 
you allowing you to do what you want, when you want, where you 
want, why you want, with whom you want. 
 
For most of us, when we achieve financial freedom, we want to 
spend a big chunk of our time traveling. The problem is, as 
landlords, we don't have as much time as we would like to travel. 
 
If only we could find a smart, experience, hard working real estate 
investor who would take the daily landlording grind off our hands. 
Heck, if we found this person, who knows, we may be will ing to 
trade a portion of our property’s cash flow and future appreciation 
for freedom. 
 
Does this give you any ideas? 
 
 

Landlords Who Hate Tenants 
Most would-be real estate investors wrongly believe landlording is a 
born-knowing-how-to-do-it thing. Sil ly rabbits! 
 
A large percentage of landlords will cut off their right arm to be shed 
of tenants. 
 
If you have the skil ls to effectively manage tenants and rental 
property, try to imagine the number of fail ing landlords you can help. 
 
Often, these landlords like the monthly cash flow their investment 
property generates, as well as the tax advantages that come with 
owning rental property. 
 
Doesn't this type of situation have Master Lease with the Purchase 
Option written all over it? 
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A Seller on a Deserted Island 
For the past twelve years, the real estate market boomed.  In 2023 
and 2024, inflation slowed the economy.  Beginning in the middle of 
2024, at least in Florida, property values and rents fell.  By 2025, 
houses that were sell ing for $780,000 at the beginning of 2024 could 
be bought for $600,000.  Single-family houses that rented for $2,500 
now rent for $1,800.  VRBOs that brought in $6,000 a month now 
bring in $4,000 a month…when they’re occupied.  No doubt a real 
estate slow down kicked in in 2024.  It’s the first real estate slow 
down since 2012. 
 
What comes next?  Do you know what the real estate market will 
look like next year?  How about in five years?  Does anyone know 
for certain? 
 
Here’s what we do know.  When the market turns and there are more 
sellers than buyers, it’s awful to have a house on the market and not 
have a single written offer come in for months. In this type of 
economy, sellers feel l ike they're on a desert island all by 
themselves. It’s a lonely, scary, frustrating place. 
 
Sellers will consider most any offer as long as it gets the real estate 
problem off their back. 
 
And if you think this type of market can’t ever happen again, Kim 
and I have been through three real estate down cycles not including 
this one.  We’re certain we’ll face several more before our time on 
earth is over.   
 
A particularly exciting time to be a real estate investor was 2007 
through 2012. 
 
 

Homeowners Who Want to Avoid Debt 
There is a huge difference between equity financing and debt 
financing. 
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With debt financing, money is borrowed, your debt is increased, 
your monthly payments go up, you have less money to spend each 
month, and life is often harder. 
 
On the other hand, with equity financing - sell ing something you 
have of value - because this isn't a loan, debt doesn’t increase, and 
monthly payments don't go up. 
 
When a homeowner sells an Option to an Optionee, it’s a form of 
equity financing, not debt financing. 
 
 

Homeowners Who Can't Get A Loan 
Due to a strict credit market, many homeowners who have a big 
chunk of equity in their home can't get a bank loan due to a 
substandard credit score and/or Dodd-Frank rules. 
 
Before 2010, Kim and I regularly made loans to owner-occupant 
homeowners using their property as collateral. After Dodd-Frank 
passed, we decided these types of loans were too risky. 
 
The cheese is always moving. Back in 2010 when the cheese moved, 
Kim and I switched from making loans to owner-occupants to buying 
Options from them. 
 
Remember, buying an Option is not the same thing as making a loan. 
If cash is used to purchase the Option, that money is not owed 
back. No interest is paid. No monthly payments are collected.  
 
An Option is not a loan! 
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Memorialization 
Real estate investors regularly ask who writes our documents. I write 
all our documents. 
 
Kim and I have been fortunate to learn from the very best real estate 
investing teachers on the planet: Jack Miller, Pete Fortunato, and 
Dyches Boddiford.   
 
By regularly attending their seminars, over the years I learned how 
to properly construct our paperwork. 
 
Here's a great Jack Miller quote: “Pay people to do things for you. 
Don't pay people to think for you.” 
 
We encourage you to learn to write your own documents.  This is the 
best way to know what your paperwork allows and doesn’t allow. 
 
Is it a tough skil l to master? Yes, it is, but it's a skil l well worth 
mastering. Is it frustrating in the beginning because you don't know 
what to write? Of course it is, but with time you improve. 
 
One thing I did to learn how to do paperwork was to form a study 
group. My little study group of four, five, or six investors met 
regularly at the seminars we attended. 
 
As a group, we put a deal on the board. Next, we’d discuss how that 
deal could be structured, funded, and exited. Then we made a list of 
documents we’d need to use to memorialize the deal. Finally, as a 
group, we drew up those needed documents. 
 
There's no way to overemphasize how important these exercises 
were when I was a baby real estate investor. 
 
A word of caution: It’s imperative your documents (memorialization) 
perfectly match what all parties involved agree to.  If someone 
believes one thing was agreed to, but the paperwork states 
something different, a problem that didn’t need to exist now does.  
You can bet your sweet bippy that a mistake like this can quickly 
blow up in ever one’s faces.  (If you’re a millennial, you may need to 
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look up “sweet bippy.”  For those of us who watched Laugh-In, 
we’re way ahead of the game.)     
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Parking A Property with An Option: 
West Beach Street, Tampa, Florida 
 

How to Creatively Structure When You Can’t Yet 
Close? 
 
In 2023, Kim and I found a three-bedroom, one-bath, single-family 
home in a nice neighborhood in Tampa, Florida we wanted to buy.  
Problem was that the property and the seller had many, many 
problems that needed to be resolved before we felt comfortable 
enough to close on the deal. 
 
To boot, Kim and I had never bought real estate in Florida.  We 
weren’t versed in Florida real estate law.  We didn’t know Florida’s 
landlord/tenant laws.  Our real estate documents worked wonderfully 
in Georgia, but we knew they wouldn’t work in Florida.  In Georgia, 
we close with our real estate attorney of 20+ years.  In Florida, tit le 
companies are used.  Georgia is a non-judicial deed of trust state.  
Florida is a judicial foreclosure state. 
 
As you can see, Kim and I were way out of our element.  It was like 
being baby real estate investors all over again.  And this was just 
the tip of the iceberg. 
 
The real problems were embedded with the property and the seller.  
Our concern was not having our Georgia problem-solving team in 
place.  Remember, we were buying an investment property in a new 
state.  It felt l ike everyone was speaking a different language from 
the language we understood. 
 
 

The Property and Seller’s Problems 
Here is a short and incomplete list of the problems the property and 
seller brought to the table.  Before we could buy the property, every 
one of the following problems would need to be resolved before we 
could buy the property. 
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Oh, did I mention the owner was scheduled to lose her free and 
clear property on December 21, 2023, at the Hillsborough Property 
Tax Auction?  That’s right, the owner hadn’t paid her property taxes 
in several years and was about to lose her house! 
 
OK, here are just a few of the problems that needed to be resolved 
before we could buy the property. 
 

• The owner was broke.  She did not have the money to pay her 
back property taxes and stop the property tax auction. 
 

• The owner only owned 50% of the property.  Her mother, who 
was deceased, and who died without a will, owned the other 
50%. 

 
• The mother’s estate had yet to be probated.  The seller didn’t 

have the money to probate her mother’s will. 
 

• The owner was a hoarder.  Her house was free and clear.  She 
couldn’t afford to l ive anywhere else. 

 
• The owner had cancer. 

 
• When the owner’s mom died, the owner didn’t have the money 

to cremate her mom’s remains.  The county cremated her 
mom’s remains.  The county demanded payment for the 
cremation and would not release the mom’s death certif icate 
until they were reimbursed.  (I’m not kidding!)  

 
• The owner’s grandmother left a l ife insurance policy to the 

owner.  The owner was due approximately $13,000.  She didn’t 
know how to get the life insurance money she was due. 
 

• The owner had credit card debt that had charged off. 
 

• In the middle of all this, November 2023, the owner let a door-
to-door salesman into her house.  He sold her $52,000 worth of 
solar panels that were installed on her 15-year-old-needs-to-
be-replaced roof. 
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How did she afford to pay for the solar panels?  Great 
question!  I have no clue!!! 

 
 

Dealing With the Elephant in the Room 
I f irst met with the seller on September 18, 2023.  This is when I 
learned that on December 21, 2023, 95 days away, she would lose 
her free-and-clear house at the property tax auction.  I also learned 
she lived on Social Security and couldn’t afford to l ive anywhere 
else.  To add to the mess, she only owned 50% of the property.  Her 
deceased mother owned the other 50%.  Her mother died without a 
will and her estate had not been probated. 
 
We can agree these are big problems.  These are problems we as 
real estate investors come across far too often.  We can also agree 
that these types of problems require time to solve.  Unfortunately, 
time was not our friend. 
 
Let’s add one more thing to the mix.  On October 11, 2023, Kim and 
I would fly to Spain for a month.  Our being out of the country for a 
month made the time crunch worse. 
 
Here’s the IMPORTANT lesson.  The clock was ticking way too fast.  
The property tax auction was just around the corner.  We had to find 
some way to slow time down.  We did it with a secured Option. 
 
No way were Kim and I going to jump through lots of hoops, spend 
lots of money, only to have the property owner change her mind, 
back out of our accord and sell her home to someone else.  We 
needed our accord locked in place. 
 
We did this with a Pure Option secured by a mortgage. 
 
 

How Did We Creatively Structure This Deal? 
Yes, indeed.  How did we structure this deal. 
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Our accord was modified several times as Kim and I kept uncovering 
not-told-about-before problems.  Here’s the final accord that took 
us to closing. 
 

• The seller’s house was valued at $225,000. 
 

• The property was free and clear. 
 

• The property needed about $4,000 in work. 
 

• The seller was a hoarder who lived on Social Security.  She 
couldn’t afford to l ive anywhere else. 

 
• Agreed to Sale Price: $149,481 

 
• Seller agreed to owner finance the property to us 

 
• Note Terms: 

 
o Nothing down 

 
o Balance: $149,481 

 
o 0% interest 

 
o Monthly payments of $500 until paid in full 

 
• We agreed to rent back to the seller for $0 for as long as she 

was able to remain in the property. 
 
When she could no longer remain in the property, the lease 
would end, and we’d take possession of the property. 
 
Our long-term goal is to keep this house as a rental property. 

 
 

How Did We Slow the Clock Down? 
Once all parties agreed to the accord, the seller agreed to grant Kim 
and me the right to buy her home any time in the next 20 years for 
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the agreed to price and terms.  Yep, you guess it, an Option.  A 
mortgage would be used to secure the Option to the property. 
 
The Option Consideration for the Option Contract was our 
agreement to pay the seller’s property tax arrearage. 
 
 

Why Did Kim and I Do This Deal? 
About now you’re probably wondering why Kim and I agreed to do 
this deal.  It’s an OK deal, but it’s most definitely not a GREAT deal. 
 
Kim and I are in our mid-sixties.  We can’t help but to be grateful 
every single day of our l ife.  Because God has been so kind to us, 
we feel a strong need to help others who haven’t had it so good. 
 
When I first met with this seller, she told me something that rocked 
my world.  I decided then and there to do what I could to help her. 
 
Around 2021, the seller’s mom had a bad stroke at the house.  The 
ambulance rushed her to the hospital.  Her l ife was saved. 
 
The seller’s mom was in the hospital for months.  The seller often 
went to the hospital to spend time with her mom. 
 
The time came when the mother was going to be released and sent 
home.  Very good news for all. 
 
A few days before the mom came home, the seller went missing in 
action.  The seller wasn’t at the hospital when her mom was 
released. 
 
An ambulance took the mother home.  When they got there, the door 
was locked.  The EMTs had to break the front door in to get the 
mother into the house. 
 
When they entered the home, they heard a noise in the back of the 
house.  When they investigated, they found the daughter (seller) 
trapped under a bureau that had fallen on her.  She’d been trapped 
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under the bureau for 7 days!  Count them: 1 – 2 – 3 – 4 – 5 – 6 – 7 
days!!!! 
 
The EMTs put the mother in a chair and then loaded the daughter 
onto a gurney and raced back to the hospital! 
 
The daughter (seller) was in bad shape and near death.  While in the 
hospital recovering, the daughter (seller) had a stroke.  She 
remained in the hospital for months. 
 
While the daughter was in the hospital recovering from all that was 
wrong with her, her mother, while at home, suffered another stroke 
and died. 
 
Due to the daughter’s condition, she could not take care of her 
mom, nor attend the funeral.  In fact, until we began working with 
her, she didn’t know where her mom’s body had been taken, nor did 
she know her mom had been cremated.  
 
Folks, if there was ever someone who needed a break, she was it.  
The thought of her losing her house at the property tax auction and 
being put on the street was a bridge too far for Kim and me.  We did 
this deal and are glad we did.  
 
 

The Documents You’ll See on the Following 
Pages: 
 

• T-bar Offer 
 

• Probate Order 
 

• Tax Deed Redemption 
 

• Check to Pay Property Taxes 
 

• Purchase and Sale Agreement 
 

• Option Agreement 
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• Mortgage to Secure Option 
 

• Receipt for Mortgage to Secure Option 
 

• HUD-1 to Purchase 
 

• Warranty Deed 
 

• Owner Carry Note 
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T-bar Offer to Purchase 
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Circuit Court Probate Division – Settling Mother’s Estate  
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Property Tax Sale: Tax Deed Redemption 
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Check: To Pay Property Tax Arrearage: $13,636.82  
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Purchase Agreement – page 1 
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Purchase Agreement – page 2 
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Purchase Agreement – page 3 
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Option Agreement – Recorded – page 1 
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Option Agreement – Recorded – page 2 
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Option Agreement – Recorded – page 3 
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Option Agreement – Recorded – page 4 
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Mortgage to Secure Option – page 1 
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Mortgage to Secure Option – page 2 
 

 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 212 

Receipt: To Record Mortgage to Secure Option 
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HUD-1 to Purchase Property 
 

 
 

  



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 214 

Warranty Deed 
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Owner Carry Note (Owner Financed Note) – page 1 
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Owner Carry Note (Owner Financed Note) – page 2 
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Securing Options 

What Are the Biggest Worries with Options? 
Some of the most common questions investors ask when 
considering doing Option work are:  
 

• “What if I acquire an Option to buy a property, and when I’m 
ready to exercise my Option to buy, the property owner refuses 
to sell?” 

 
• “What if I acquire an Option, and the owner sells the property 

to someone else?” 
 

• “What if I acquire an Option, and then the owner goes out, gets 
three more mortgages against the property, which wipes out all 
of the property’s equity?” 

 
• “What if I acquire an Option, and then the owner gets a l ien or 

judgement fi led against the property?” 
 

• “What if I acquire an Option, and then the owner lets the 
property fall into disrepair?” 

 
• “What if I acquire an Option, and then the property goes into 

foreclosure?” 
 

• “What if I acquire an Option with a strike price of $250,000, 
and then the market tanks and the property’s value falls to 
$150,000 on the date I’m supposed to exercise my Option?”   

 
The simple answer to all these concerns (except the last one) is to 
secure your Option to the property so that it’s a recorded lien 
against the property.  Remember: When an Option is secured to a 
property with a Mortgage or Deed of Trust, it becomes a title flaw, 
and title flaws can be a VERY powerful negotiating tool! 
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We continually hear “gurus” advise Optionees to record a 
Memorandum of Option in the county courthouse where the property 
is located.  Frankly, I can’t DISAGREE more! 
 
Though a recorded Memorandum of Option will let the public know 
that an Option is encumbering a property, because it can be closed 
over, and because it’s not a secured lien, I believe it’s not the most 
effective way to secure an Option – or for that matter any other 
promise – to a property. 
 
What is the best tool to use to secure an Option to a property and 
deal with the above concerns?  Read on, brave investor!   
 
 

Why Secure Options 
Pete Fortunato, more than anyone else, taught me the most about 
how and why to secure our Options to a property. 
 
When we first started doing Options, I gave no thought to securing 
them to anything. I didn't even know that was a thing. 
 
One day, someone told me to record something called a 
Memorandum of Option, so that’s what we started doing. 
 
In the mid 2000s, while attending one of Pete seminars, he talked 
about an Option he held against a property in the Orlando, Florida 
area, you know, Disneyworld.  
 
After several years of owning the Option that was secured to the 
property with a Memorandum of Option, he drove to the property to 
give it a look see.  Imagine his surprise when he found a large hotel 
complex sitting on what should have been his land. Come to find 
out, when that land sold, because Pete had only recorded a 
Memorandum of Option, and because Memorandum of Options are 
not secured liens, and because an Option is a right, not an 
obligation, his Option was completely ignored at closing.  Oops! 
 
I know what you’re thinking.  Why didn’t Pete sue the closing title 
company, or the seller, or the buyer for making such an egregious 
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and expensive mistake.  If you must ask this question, then you 
don’t know Pete.  Pete avoids things like courts, judges, and 
attorneys at all costs.  He calls such things, “a soul-stealing 
experience.”  
 
After that event, Pete went to the drawing board to figure out a way 
for this to never happen again. His solution was pure genius! 
 
Instead of using a Memorandum of Option, Pete began securing his 
Options using a Mortgage or Deed of Trust. This made all the 
difference in the world. No one has ever closed over the top of one 
of his Options again. Problem solved! 
 
Very few people in the real estate world fully grasp the purpose of 
Mortgages and Deeds of Trust. Most believe these securing tools are 
only used to secure Promissory Notes – a loan of money – to a 
property. They can’t be more wrong! 
 
What Mortgages and Deeds of Trust actually do is secure promises 
to a property. In other words, the property being secured becomes 
the collateral for the promise being made. 
 
Yes, the promise can be a Promissory Note. But a promise can also 
be an Option agreement. It can be a Purchase and Sale agreement. 
It can be a Power of Attorney. It can be any promise made between 
people. 
 
It's worth repeating:  Mortgages and Deeds of Trust secure 
promises, it can be any promise, not just a Promissory Note. 
 
You can bet dollars to donuts that almost no one in your hometown 
is aware of this INCLUDING real estate attorneys, realtors, mortgage 
brokers, tit le agents, other real estate investors, people who work in 
the courthouse, and deed dogs. 
 
 

How to Secure Options to a Property 
In the mid 2000s, after learning how to do it from Pete Fortunato, 
the first time Kim and I attempted to secure an Option to a property 
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using a Security Deed (Deeds of Trust in Georgia are called Security 
Deeds), we were stopped cold by the Clerk of Courts. 
 
When we handed the Security Deed to the Clerk of Courts, because 
what was being secured was a 15-year Option agreement, she told 
us we owed Intangible Tax.   
 
I explained that what was being secured was not a Promissory Note, 
but an Option (a right to purchase the property in the future), and 
because the purchase hadn’t yet happened, and because an Option 
is not a loan of money, no Intangible tax nor transfer tax was owed. 
 
This caused the girl’s eyes in the Clerk of Courts office to cross. 
 
It took two hours of back-and-forth conversation, along with several 
conversations with Peter Olson, the county attorney, before the 
Clerk of Courts office agreed with my (Pete’s) argument that an 
Option could be secured to a property using a Security Deed, and 
because an Option was not a loan of money, no Intangible Tax was 
owed, and because I hadn’t yet bought the property, no transfer tax 
was owed. 
 
Since this go-round with the Clerk of Courts office, they’ve never 
again given us the least bit of static when we show up to record an 
Option using a Security Deed, which secures our Option to the 
property. 
 
Because Kim made the decision to move to Florida, we’ve begun 
doing Option work in Florida. 
 
The first Option I acquired was on a single-family house in Tampa.  
Just as it was in Bartow County, Georgia, when I tried to record this 
Option while using a mortgage (Florida is a Mortgage state, not a 
Deed of Trust state) to secure it to the property, they told me flat 
out that I MUST pay intangible tax! 
 
Folks, I was in Tampa, Hillsborough County to be precise, the home 
of Jack “The King of Options” Miller.  He recorded many Mortgages 
that secured Option here back in the day.  No way was a bureaucrat 
going to deny me. 
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As I did in Georgia, I worked my way up through the chain of 
command.  Each level of bureaucracy insisted that I was required to 
pay intangible tax, it didn’t matter that what I was securing was an 
Option and not a promissory note. 
 
After an hour and a half, I f inally spoke to someone with some juice.  
This person agreed that because what was being recorded and 
secured by a mortgage was not a loan, no intangible tax was due.  
And with that, my mortgage securing the Option was recorded. 
 
Please know the chances are nearly 100% that the first time you 
attempt to secure an Option using a Mortgage or Deed of Trust in 
your courthouse, you will get pushback. 
 
When this happens, and it WILL happen, be polite.  Do not be like 
Pete Fortunato.  When he got pushback, he asked the person at the 
Clerk of Courts office, “Is there anybody competent who works 
here?” 
 
Let me add, over the years Kim and I have acquired many Options.  
Most were recorded in the county courthouse and secured to the 
property using a Security Deed.  A number of times, we’ve received 
phone calls from real estate attorneys, mortgage brokers, and deed 
dogs inquiring about a Security Deed securing our Option.  Never, 
not once, has one of our Options been closed over the top of. 
 
We strongly recommend you learn how Mortgages and/or Deeds of 
Trust work in your state. 
 
 

Great Jack Miller Lesson 
Here’s one of the best lessons Jack Miller taught us, and this lesson 
explains why Kim and I are so particular about how we secure our 
Options. 
 
“The better your Options is secured, the more valuable your Option 
become.” 
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Pelican Point: Creatively Buying Our 
Forever Home 
 

 
 

How We Found the Property 
In 2023, after Venice, Florida suffered severe hurricane damage, our 
good friend, Ed Taylor, who we loving refer to as “The Mayor of 
Venice” because he knows EVERYBODY, called.  Ed said, “Billy, you 
and Kim need to come down here to do some Option work.  You say 
you always stop at a property that has a blue tarp on the roof in 
hopes of doing an Option deal, well, now EVERY house in Venice 
has a blue tarp on the roof. 
 
Instead of heading out west, Kim and I drove our motorhome to 
Venice, Florida and parked it. 
 
It wasn’t long after getting here that Kim said, “Honey, I love Venice.  
I want to l ive here the rest of my life.  And with that, she began 
searching, knocking doors, going to open houses and yard sales, 
etc. 
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She narrowed down where she wanted her forever house to Pelican 
Point Subdivision. 
 
In the fall of 2024, while driving through Pelican Point for the 
mill ionth time, she stopped to visit with a homeowner standing in her 
yard.  Kim told the nice lady that she wanted to buy a home in the 
subdivision and live there forever.  The lady promised to keep an eye 
out. 
 
Two months later, the lady called back to say their circumstances 
had changed, and she and her husband wanted to sell their house 
and move to Vermont. 
 
 

Our First Face-to-Face Negotiation 
On November 19, 2024, Kim and I met with the sellers, Lynn and 
Chris, for the first time. This meeting was held at their home. To be 
more precise, we sat on their beautiful lanai. 
 
Being outdoors has always been very important to Kim. She loves 
back porches like nobody you ever met. It’s safe to say if you give 
Kim the choice between being inside the house or outside on the 
back porch, she'll choose the back porch every time! 
 
In 2023, when Kim made the decision to l ive in Venice, Florida, her 
focus was Pelican Point subdivision. The two prerequisites the home 
had to have was a big, beautiful lanai and a pool. Being on the golf 
course was important but not critical. 
 
For more than a year, Kim and I had been making written offers in 
Pelican Point. A couple of offers were almost accepted, but nothing 
had materialized, which meant we continued living in our Tiffin 
Phaeton motorhome. 
 
When I walked in to Lynn and Chris's home and saw the size of their 
lanai, and then the beautiful pool, I realized this was the home for 
which Kim had been searching. 
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Our meeting with the sellers began, as it always does, with me 
asking Pete Fortunato’s famous question, “Why are you sell ing such 
a nice house like this?” 
 
Of course, while asking my questions I was making a T-bar. 
 
When I finished the T-bar, I had no doubt that Lynn and Chris were 
motivated sellers. I turned to Kim and asked, “Kim, do you want this 
house?” I asked this question in front of Lynn and Chris. 
 
Kim took a deep breath and her eyes moistened. She said, “Yes, Bill, 
I would love to l ive here!” 
 
Next, I turned to Lynn and asked, “Lynn, do you really want to sell 
your home?” Lynn, who was a straightforward man, confirmed he 
wanted to sell. 
 
I studied the T-bar for about two minutes well we all sat there. I then 
turned to Lennon said, “Lynn, if you will work with me, you'll be able 
to sell your house when YOU’RE ready to sell for the amount that 
YOU want to be paid, $580,000. Is this OK by you?” Lynn said that it 
was.  
 
Using a tablet, and having done no due dil igence, I wrote up our 
offer to buy Lynn's and Chris’s home and handed it to Lynn. 
 
My offer was to pay Lynn $580,000 for his home. This was $40,000 
above the property’s current fair market value. In return for paying 
Lynn his asking price, I asked that he let me buy his home subject to 
his mortgage (I didn’t use the term “subject to” when talking to 
Lynn). That's right, I was structuring a Subject-to Deal. 
 
This conversation happened on November 19, 2024. Kim and I 
bought Lynn’s and Chris's home five months later on April 16, 2025. 
The price and terms we paid were the exact price and terms I l isted 
on a sheet of paper (my offer) on November 19, 2024, and handed to 
Lynn. 
 
Sure, during those five months there were many ups and downs, 
many concerns that need to be dealt with, and many questions to be 
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asked and answered. Over the five months, Kim and I had 20 face-
to-face meetings with Lynn and Chris. 
 
Did you hear that? To make this deal happen, 20 face-to-face 
meetings were required. Out of curiosity, on average how many 
times do you meet with a seller before you give up? 
 

Thank You Ed Taylor 
On the following pages, you'll see some of the paperwork used to 
memorialize this deal. 
 
Kim and I want to thank Ed Taylor. It was because of Ed that we 
came to Venice. When we arrived, we had no thoughts of making 
Venice our forever home. Because Ed took us under his wing, 
because of the wonderful way he leads Sarasota REIA, he made Kim 
and me want to be part of his community. 
 
Thank you, Ed Taylor! 
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Deal Documentation 
T-bar 
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Hande Written Offer 
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Hand Written Structure Explanation to Sellers – page 1 
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Hand Written Structure Explanation to Sellers – page 2 
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Hand Written Structure Explanation to Sellers – page 3 
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Option Agreement – page 1 
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Option Agreement – page 2 
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Option Agreement – page 3 
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Option Agreement – page 4 
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Option Agreement – page 5 
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Recorded Mortgage Securing Option – page 1 
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Recorded Mortgage Securing Option – page 2 
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Closing Instructions to Attorney – page 1 
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Closing Instructions to Attorney – page 2 
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Closing Statement (not a HUD-1) – page 1 only 
 
Sale Price: $580,000 
Loan Amount: Reggie Lal’s 2nd position PML $75,000 
Seller Credit: This is the seller’s S2 Mortgagee: $275,746.11 
Our Cash to Close: $251,000 
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Seller Subject-to Acknowledgement Form – page 1 only 
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Warranty Deed Showing Subject-to Mortgage – page 1 
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Limited Irrevocable Power of Attorney 
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Title Holding Trust – page 1 only 
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Real Estate Investing Columns 

You Gotta Outthink Bureaucrats 
A common problem we all face as real estate investors is fall ing prey 
to bureaucrats.  I believe bureaucrats have crashed and burned 
nearly as many win-win deals as has sellers who said no to an offer. 
  
Sadly, inexperienced investors don’t yet know that it’s OK, in fact 
it’s their duty to question authority! 
  
I’m reminded of a great Jack Miller quote: “If you can’t outthink a 
bureaucrat, you have no business being in business.” 
  
Concerning bureaucrats, the biggest lesson I learned from Jack is 
when a bureaucrat tells you you MUST or MUSTN’T do something, 
don’t take their word for it.  Instead, ask for chapter and 
verse.    “What does chapter and verse mean?” you ask.  Simple, ask 
the bureaucrat for the code section – the law – that requires you to 
do or not do that thing. 
 
Here’s a recent example of this at work.  Some months back Kim 
and I made a loan to Melfin to buy a trailer park in Rome, Georgia.  
Since buying the park, he evicted all the deadbeat tenants and has 
begun rehabbing each trailer.  (Yes, I use the terms “trailers” and 
“trailer parks.”) 
 
About two months ago, two bureaucrats from Rome descended on 
Melfin and threatened to condemn his park.  The chief bureaucrat 
told him he had to remove two of the trailers, secure the other 
trailers (board them up), apply for building permits, and remodel the 
trailers according to code.   
 
I got a very worried call from Melfin almost immediately. 
 
A meeting was scheduled with the two bureaucrats at Melfin’s park.  
Upon meeting face to face, the chief bureaucrat told me what he 
REQUIRED be done. 
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“Required” is a strong word.  It means: Officially compulsory. 
 
Wow, officially compulsory, ain’t that a kick in the crotch.  And this 
is where most newer investors cow down.  This is why you want 
experienced, seasoned real estate investors…you know, investors 
with grey hair and bald heads…in your deal with you or at least 
looking over your shoulder.  They’ve been around the block a time or 
two and will help you navigate uncharted waters.  
  
When the bureaucrat said “required,” I asked for the code section.  
He looked at me blankly, then repeated what I had just said, “Code 
section?” 
 
“Yeah, the law,” I said.  “If what you say is required, then there must 
be laws on the books stating such.” 
 
I then pointed out that all the trailers in Melfin’s park had VIN 
numbers.  Because they have VIN numbers, they’re considered to be 
a vehicle, l ike a car, a RV, a house boat, a plane, etc.  This means 
the building code that’s used for houses doesn’t apply to mobile 
homes. 
 
Next, I asked about the code section concerning the two trailers the 
bureaucrat said MUST be removed.  You’re gonna love this.  The 
bureaucrat said, “There’s no law that says they must be removed, 
it’s just that if I owned this park, I’d remove those two trailers and 
replace them with new ones.” 
 
“If YOU owned the park, you’d remove the two trailers?  You mean 
it’s not the law?” I asked.  Then I just let the bureaucrat babble 
while he hung there in the wind.  He knew he had gotten ahold of a 
tar baby, but unfortunately, he wasn’t Brer Rabbit. 
 
I’m reminded of a great Pete Fortunato quote (aka Peteism): “Don’t 
let someone’s traditions affect your transactions.” 
 
Lest you think bureaucrats are only government employees, in my 
world, lawyers and realtors fall into this category as well, because 
many love tell ing me – OFTEN WRONGLY – what I can and can’t do. 
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Let’s take realtors first.  Y’all know I door knock.  This means I also 
knock on sellers’ doors that have realtors’ signs in the yard.  If only I 
had a nickel for every realtor who called to chew me out and inform 
me that what I was doing was il legal.  (For the record, it’s not the 
least bit i l legal, though there are rules for realtors who knock on 
other realtors’ l isted properties.) 
 
Now let’s look at lawyers.  Some years back, Kim and I were at a 
closing in Georgia buying a property.  A Title Holding Trust would be 
used to hold title. 
 
At closing, I explained to the attorney that I’d be signing the docs as 
the Alternate Trustee.  He told me it was il legal to use an Alternate 
Trustee in Georgia if the Trustee was in town.  Huh? 
 
I asked for chapter and verse.  Guess what the attorney couldn’t 
produce?  Yep, you guessed it, the code section that said an 
Alternate Trustee can’t be used if the Trustee is in town. 
 
And this is where it got good.  I asked the attorney why he said 
using an Alternate Trustee was il legal when in fact it wasn’t.  He 
said, “Bill, I’ve never seen anyone use an Alternate Trustee before.  I 
don’t even know what an Alternate Trustee is.  To be safe, I thought 
it was best to not use an Alternate Trustee, so I told you it was an 
il legal thing to do.” 
 
Can you believe that?  Damn bureaucrats! 
 
The problem with bureaucrats is that too often what they tell you is 
based on what the bureaucrat deems is procedural correctness; 
what the bureaucrat desires to have happen.  It’s NOT based on law.  
That said, unless you know to ask for chapter and verse, because 
the bureaucrat states something as if it were the eleventh 
commandment, you believe him or her. 
 
We hear the phrase “public servant.”  We take this, wrongly it 
seems, to mean servant of the people .  Unfortunately, way too many 
bureaucrats define public servant as demigod who is not to be 
questioned! 
 



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 248 

I need to pause for a second.  Certainly, I don’t think this fits the bil l 
for all or even most government employees, lawyers, and realtors.  
Experience has taught me the vast majority of bureaucrats are 
extremely helpful, and many have kept me from making some 
powerfully big and stupid mistakes.  I’m very grateful for their 
guidance! 
 
Let’s look at two more examples of bureaucrats in action. 
 
Let’s go back to the early 2000s when I first tried to secure (using a 
Security Deed) an Option to a property.  I took the signed, 
witnessed, and notarized Security Deed to the Clerk of Court’s office 
in Bartow County, Georgia. 
 
Upon handing the document to the clerk, she told me I owed a hefty 
Intangible Tax.  I explained that an Option was being secured to the 
property, not a Promissory Note.  Because of this, no Intangible Tax 
was due. 
 
The clerk told me the law clearly stated that whenever a Security 
Deed was recorded, Intangible Tax was due, plus a Security Deed 
could only be used to secure Promissory Notes, not Options.  If I 
wanted to record an Option, I needed to use a Memorandum of 
Option. 
 
Once again, I asked for chapter and verse.  An hour-and-a-half later, 
and after a number of face-to-face conversations with her superiors, 
it was realized that there was no law forbidding me from securing an 
Option to a property via a Security Deed, and because it wasn’t a 
loan of money, no Intangible Tax was owed. 
 
Fast forward to earlier this year.  I needed to secure an Option using 
a mortgage to a property in Tampa, Florida.  The clerk told me the 
exact same thing.  An hour later, and after several face-to-face 
meetings with the clerk’s superiors, the mortgage securing my 
Option was recorded and no Intangible Tax was paid.  Different 
state.  Same results. 
 
It’s important to know that when I’m dealing with a bureaucrat, I’m 
not a fist pounder.  I don’t yell.  I don’t get frustrated.  I don’t raise 
my voice.  My smile doesn’t disappear.  I do my best to not let my 



What Box? 2025 

© Copyright 2025 Bi l l  and Kim Cook 249 

smartassness come out.  And when we’re done, I make sure to thank 
everyone involved and return soon after with a box of cookies or a 
gift card to a nice restaurant. 
 
When negotiating a chapter-and-verse disagreement with 
bureaucrats, let curiosity be your number one emotion, not anger or 
frustration. A simple question like, “Would you please explain this to 
me in a way I understand it?” will take you much further toward 
achieving your goal than will cursing and fist pounding. 
 
When it comes to bureaucrats, I try my best to NOT be like my friend 
Pete Fortunato.  He’s famous for walking into government offices 
and inquiring, “Does anybody competent work here?”  (I kid you 
not!)  
 
As real estate investors, one of the skil ls we need to master is 
learning how to fight back against bureaucrats.  Just because 
someone tells you a thing is a certain way, it don’t make it so.  If 
you tell me it’s the law, then I’m going to ask you to show me that 
law.  If you can’t, then it means I can. 
 
 
 

What is Structure Stacking? 
Experienced real estate investors rely on advanced creative deal 
structuring to help make impossible deals profitable.  Often a 
technique called Structure Stacking comes into play. 
 
What is Structure Stacking?  It’s when two or more creative deal 
structuring tools are used together to make a single transaction 
possible. 
 
Most folks who got into real estate investing after 2012, know little 
about creative deal making. 
 
Why is this?  Since 2012, real estate has rapidly appreciated, 
mortgage interest rates have dropped to all-time lows, there’s been 
a huge shortage of single-family homes, and rents have shot up like 
a rocket.   
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Real estate investing, under these conditions, takes no brain power 
nor much deal structuring skil l to succeed.  Buy a house for fair 
market value, let it appreciate for about a year, sell it, and pocket a 
$100,000 profit.  Simple, right? 
 
But what happens when the cheese moves?  For the first time since 
2012, beginning in August 2022, we began seeing a chink in the 
armor.  As the Federal Reserve continues working with interest rates 
trying to bring inflation under control, mortgage interest rates have 
more than doubled from 2022, which is causing real estate values to 
level off, and in some areas around the country, dare I say it, home 
values are…fall ing! 
 
When appreciation ends, when home values head south, when 
mortgage rates climb, when lender’s tighten lending standards, 
when days-on-market turn into months-on-market, those who are 
fluent in the language of creative deal structuring don’t run for cover 
screaming, “The sky is fall ing!”  Instead, because of a lack of 
competition, they see opportunities everywhere !  They do more great 
deals than ever before! 
 
A couple of questions: Are you fluent in the language of advanced 
creative deal structuring?  Do you know how to do Structure 
Stacking deals? 
 
If either of your answers to these two questions is, “No,” then when 
do YOU think is the best time to start learning how to creatively 
structure YOUR deals? 
 
Is Structure Stacking a skil l worth mastering?  Have you counted the 
number of leads you’ve thrown in Trashcan City because you 
(wrongly) believed there was no deal there?  Have you taken time to 
wonder how much these thrown-away leads have cost you? 
 
Most investors who came on the scene after 2012 are solely focused 
on wholesaling and/or fl ipping.  This means they believe to do a deal 
they must get the property under contract for seventy cents on the 
dollar minus all expenses. 
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If a seller won’t agree to this offer, we call it THE BIG DAMN 
HAMMER offer, many would-be investors simply throw this valuable 
lead away. 
 
What if you had the creative tools in YOUR deal structuring toolbox 
to buy a property, pay more than its fair market value, and stil l  make 
a great return on your investment?  Interested? 
 
Right now, you may be confused about Advanced Creative Deal 
Structuring in general and Structure Stacking in particular.  Perhaps 
the best way to understand these two techniques is to see them in 
action. 
 
The following are three deals that were creatively structured using 
Structure Stacking.  These three deals will help you see more clearly 
how creative deal making works. 
 
 
Deal #1 
 
A seller was being relocated and needed a quick sale of her home.  
The home was in good shape; it just needed interior paint and some 
carpet.  The seller agreed to a Subject-to Deal. 
 
Most investors think, great, no problem, I’l l get out my Subject-to 
paperwork and whip this deal together.  Problem was, by itself, 
strictly as a Subject-to Deal, this deal wouldn’t work because the 
seller’s property had nearly $200,000 in equity, an amount the 
investor did not have in the bank.   
 
To construct an acceptable offer for the seller, we did some 
structure stacking. 
 
First, at closing, using a warranty deed, tit le transferred from the 
seller’s name to a title holding trust (land trust).  The buyer was the 
beneficiary of the trust. 
 
Second, at closing, the seller’s mortgage was left in place.  The 
buyer agreed to make the seller’s mortgage payments, on the 
seller’s mortgage, for the seller, until the seller’s mortgage was paid 
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in full according to the terms of the seller’s note.  (aka Subject-to 
Deal) 
 
Third, the seller received $10,000 cash at closing – the amount the 
seller requested. 
 
Fourth, the seller also received a secured promissory note in the 
amount of $170,000, 30 years, 4% interest-only, with monthly 
payments of $566.67, and a balloon payment of $170,000 due in 180 
months. 
 
With this structure, as a rental, after all expenses, this property cash 
flows $275 per month. 
 
Without Structure Stacking, solely as a Subject-to Deal, do you see 
that this deal never would have closed? 
 
In addition to doing a Subject-to Deal, the other creative tools used 
to make this deal work were a land trust, owner-carry note, and a 
mortgage to secure the owner-carry note to the property.   
 
Do you see that four creative tools were used to make this single 
acquisition possible, and that without using these four tools, this 
transaction never would have occurred? 
 
 
Deal #2 
 
In 2012, during the Great Recession, a landlord wanted $85,000 for 
his rental property.  Problem was the property’s fair market value 
was only $70,000…21% below the seller’s asking price.  (Remember, 
this was during the Great Recession and real estate values had 
tanked!) 
 
We agreed to his way-to-high asking price provided he agreed to our 
purchase terms (how we’d pay for the property). 
 
Here’s our accord: Kim and I paid the seller his full, way-above-
market asking price of $85,000.  At closing, we gave the seller 
$2,000 cash and a Purchase Money Note for $83,000 with 360 
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monthly payments of $417 at 4.43% interest.  This was an Owner 
Financed Deal. 
 
We loved the house and the neighborhood.  We believed the rental 
house would be a very profitable long-term hold.  We knew the 
property would cash flow and our tenants would cover all the 
investment home’s expenses. 
 
Fast forward to today.  Two years ago, we completed a huge 
($145,000) rehab to this property.  We’ve changed this property from 
a four-bedroom, two-bath home with a closed floor plan, to a four-
bedroom, three-bath home with an open floor plan.  In addition, to 
dramatically increase cash flow, we’re altering this property’s use 
from a long-term rental to a mid-term rental. 
 
Today, the mortgage balance to the seller stands a little above 
$65,000.  The property’s current fair market value is around 
$350,000.  Best of all, as a rental, this property will now bring in 
$5,000 per month! 
 
Here are the creative tools we used to make this deal successful: 
Purchase Money Note, Pro-borrower Security Deed, Trust 
Agreement, Estopple Letter from seller’s tenants, Lease Agreement, 
Second Bite of the Apple Deal, Private Money Lender who agreed to 
use a different property for note collateral. 
 
Without creative deal structuring, without having these tools in our 
deal structuring toolbox, no way would this high yielding and 
monstrously cash-flowing deal have been possible. 
 
 
Deal #3 
 
A few years ago, I took a group of 60 real estate investors door 
knocking.  We were not in Georgia. 
 
At one of the houses, the owner pointed to the house across the 
street and said, “My neighbors are about to put their house on the 
market.  He’s retiring soon and wants to move to Florida.” 
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We call these Shadow Sellers.  A Shadow Seller is someone who will 
put their home on the market within the next 12 months, but it’s not 
on the market yet.  Neighbors often point to the Shadow Sellers in 
their neighborhood. 
 
As a group, we quickly marched across the street and knocked on 
the Shadow Seller’s door.  The owner confirmed what his neighbor 
had said. 
 
He told us his house was worth about $165,000, and he wouldn’t 
take a dime less than $165,000. 
 
His was a nice three-bedroom, two-bath, two-car garage, stepless 
ranch.  It was in great condition; it only need a $3,000 interior paint 
job. 
 
After inviting all 60 of us in, he let us know that he wanted a quick 
sale, would rather not go through the hassle and cost of using 
realtors, and said it would be five months before he would be ready 
to move to Florida.  We also learned his home was free and clear, 
and market rents in the neighborhood were $1,350 per month. 
 
Remember, I found this deal by knocking on the homeowner’s door.  
I’m about to make a creative purchase offer the owner is l ikely to 
accept.  The problem is, I do NOT want to own this home.  It’s NOT 
in my five-mile investing circle…heck, it’s not even in my state! 
 
Given this information, and putting yourself in my shoes, how would 
YOU structure this deal?  Before reading further, take a few minutes 
and put an offer together. 
 
The Shadow Seller and the T-bar told us what he wanted: He wanted 
a fast closing, he needed five months to move out, and he wanted to 
sell his home for $165,000. 
 
Below is my offer, which the seller accepted.  Why did the seller 
accept my offer?  Because he got everything he wanted. 
 
I agreed to pay $165,000 for his house.  I would pay $5,000 down 
and give him a secured promissory note for $160,000 and make 360 
monthly payments of $610 at 2.23% interest.  In addition, we’d rent 
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him his home back for five months for $810 per month, and he 
agreed to cover any repairs that need to be made during his five-
month rental period. 
 
Now comes the big question?  Who’s going to own and manage this 
rental?  Not me, that’s for sure!  The property is states away from 
where Kim and I l ive. 
 
How would YOU solve this problem?  Give this some thought before 
reading further. 
 
One of the investors who was door knocking with me that day was 
an experienced landlord.  He and his wife owned 8 single-family 
rentals in this town.  I asked, “What is it you seek, cash flow (net 
rental profit), upside (appreciation and amortization) , or some of 
both?”  He replied, “Heck, we’re estate builders, we need more 
monthly income, we prefer the cash flow.” 
 
I agreed to assign the contract to this experienced investor.  This 
means that after closing, he would own the house; he’d get the tax 
benefits of owning a rental; he’d keep all the cash flow this nice 
home produces. 
 
In exchange, at closing, the investor gives me a Pure Option that will 
be secured to the property using a mortgage.  It gives me the right 
to buy this property from him at any time within the next 35 years for 
THE THEN BALANCE OF THE MORTGAGE. 
 
When I say, “FOR THE THEN BALANCE OF THE MORTGAGE,” this 
means that my purchase price will be whatever the investor owes the 
seller at the time I exercise my option.  In other words, with every 
mortgage payment the investor makes to the seller, my purchase 
price drops.  
 
Ready to get your mind bent?  What will my purchase price for this 
property be when the owner-carry mortgage is paid off thirty years 
from now?  Would you believe ZERO dollars???  Neat creative 
structure, huh?! 
 
Here are the creative tools used to make this one deal possible: 
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• Purchase and Sale Agreement 
• Contract Assignment Agreement 
• Title Holding Trust 
• Owner-carry Promissory Note 
• Owner-carry Mortgage to secure note 
• Lease Agreement between investor and seller (5 months) 
• Lease Agreement between investor and tenant/occupant (12 

months – once seller moves to Florida) 
• Pure Option Agreement 
• Mortgage to secure Pure Option Agreement 

 
Without using these 9 creative deal structuring tools, there’s no way 
this deal would have been successful. 
 
 
Conclusion 
 
Understanding the language of creative deal making allowed these 
three deals to be successfully completed.  But what if we didn’t 
f luently speak this language? There’s no way any of these three 
deals would have been possible, costing us hundreds of thousands 
of dollars in lost appreciation and cash flow.   
 
Join us at BillandKimCook.com to learn the language of advanced 
creative deal structuring and structure stacking.  Our site is geared 
for experienced real estate investors. 
 
 
 

The Music is in the Man 
In my early twenties, I thought that to be successful, I must look 
successful.  I bought a Mercedes Benz, a gold Rolex watch and 
some Brooks Brothers suits.  Dean Kates, who was my mentor back 
then, told me the following story to help me understand that 
greatness comes from within, not from what you own – that bling is 
pretty much meaningless!   
 
So, here’s the story: 
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After many years away, a world-famous violinist returned to his small 
hometown in Georgia.  He came to play a benefit concert to raise 
much-needed funds for his high school’s music program.  Because 
the violinist was one of the very best musicians in the world, the 
town spared no expense and rolled out the red carpet for him. 
 
At a reception held two hours before the concert, many of the 
performer’s high school chums showed up to pat him on the back 
and wish him well.  As a group, they asked to see his one-of-a-kind 
Stradivarius that had been built in the 17 th century.  It was said that 
the music that flowed from his Stradivarius was the sweetest, 
purest, most heart-touching melody the world has ever known. 
 
But not everyone was thril led by the much-celebrated maestro’s 
return.  In a dark corner of the reception hall stood Barney.  Back in 
high school orchestra, Barney had been first chair violin until this 
now-famous artist joined the group and “stole” his spot.  It was an 
insult that Barney could never forgive, forget or get over! 
 
Barney knew that if he had the Stradivarius, he’d be just as famous – 
heck, probably more famous – than this so-called concert legend.  
And with that, a twisted idea hatched in Barney’s mind. 
 
Unseen, Barney snuck into the dressing room and stole the famous 
son’s renowned violin.  As he slithered out the back of the concert 
hall, he smiled a crooked smile as he thought: I’ve destroyed the 
man I hate most in this world – his concert playing days are over! 
 
Minutes before the performance was to begin, the theft of the 
Stradivarius was discovered.  But as we all know, the show must go 
on!  
 
When the world-famous violinist took the stage, a quiet hush 
descended upon the packed house.  He spoke: “Ladies and 
gentlemen, thank you for being here.  As most of you know, it seems 
my Stradivarius has been stolen.”  With that, a man walked on stage 
and handed him a cheap, mass-produced, $100 violin that had just 
been purchased at the local music store.   
 
The maestro thanked the owner of the store who had just handed 
him the $100 violin.  With that, the lights dimmed, and the violinist 
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began to play.  Softly at first, but with each passing note the beauty, 
strength and grace of his playing soared into the upper reaches of 
the concert hall.  Never before had such moving music been heard.  
Tears of delight fi l led the audiences’ eyes. 
 
Out on the street, Barney could hear what could only be described 
as a heaven-sent melody.  It quickly dawned on him that his wicked 
deed hadn’t ruined the performance.  With or without a Stradivarius, 
only beautiful music flowed forth from his high school nemesis’ 
fingertips.  Head down and ashamed, Barney melted into the night. 
 
The crowd rose, and with cheers and thunderous applause, they 
thanked their favorite son for his incredible, never-to-be-forgotten 
performance! 
 
Once the audience quieted, the world-famous violinist spoke: “Many 
mistakenly think my music comes from a very expensive, one-of-a-
kind instrument.  As you just heard, this is not the case.  In fact, it’s 
not the case for any of us!  Inside each one of us is a handful of 
unique talents placed there by God.  It’s our job – our responsibil ity 
– to discover these talents and develop them to the fullest.  And 
here’s the thing: accomplishing this requires tons of hard, persistent 
and determined work.  And the thing is, you, and only you, can do 
this work!”  
 
“Surely, I say unto you: The music is not in the instrument.  The 
music is in the man!”  
 
 
 

Are You a Butterfly or a Caterpillar? 
It can be argued that a butterfly and a caterpil lar are one and the 
same.  OK, maybe they are – but not at the same time!  It’s one or 
the other – but not both!  So, which are you? 
 
As real estate investors, we all start off the same – as caterpil lars.  
We just know the basics: how to crawl, eat leaves and poop.  Our 
world is l imited to the tiny branch we’re clinging to.  We’re not much 
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to look at, and we’re preyed upon by just about every creature in the 
animal kingdom.  Our l ife expectancy is about 12 seconds. 
 
Now here’s the thing: God didn’t mean for caterpil lars to stay 
caterpil lars.  He meant for them to grow and develop into beautiful, 
high-flying, far-traveling butterfl ies…but only those that are 
hardworking and resourceful get to complete the journey from 
caterpil lar to butterfly. 
 
Let’s ask again: Which are you?  Do you realize that it’s your 
choice? 
 
We have a friend named Bob.  Bob is a good guy – a real l ikeable 
fellow.  He has a good J-O-B but wants more.  We’ve known him 
since 2004.  Bob knows how to talk to sellers.  He understands the 
paperwork behind a deal.  He knows a good deal from a bad one.  
He has the financial resources to pay for a property.  Want to know 
how many deals Bob has done?  ZERO!  NADA!  GOOSE EGG!  
NOTHING!  Bob is stuck being a caterpil lar. 
 
We also have friends named Joey and Ashley English.  They’re in 
their thirties and expecting their fourth child.  They got interested in 
becoming real estate investors around 2011.  They are a couple who 
won’t be denied! 
 
Every time we talk, they have another deal to tell me about.  In the 
beginning, my advice was to pass on the “wonderful” deal they 
found because it wasn’t much of a good deal at all.  Even though I 
told them “No!” about 50 times, they wouldn’t quit. 
 
Then they finally came across a deal worth doing and bought it.  
Since those early days, they’ve helped a lot of people solve their 
real estate problems.  They’ve done a lot of really great deals.  They 
are now solid, experienced, successful real estate investors! 
 
It was beautiful watching Joey and Ashley (and all their tater tots) go 
through their metamorphosis.  They are no longer caterpil lars.  They 
are now full-grown butterfl ies!  And here’s the best thing: Now that 
they’re butterfl ies, they can NEVER go back to being caterpil lars! 
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We feel sorry for folks who refuse to make the leap…who are stuck 
clinging to the “safety” of their twig.  They think they are grasping 
security.  The truth is, they are anchored to mediocrity and if they 
continue doing what they are doing, they will never reach anything 
close to their full potential.  Always remember: God doesn’t make 
junk!  He wants you to be great!  He needs you to be the best you 
that you can be!  
 
So, which are you, a butterfly or a caterpil lar?  The world loves 
butterfl ies and looks on them with awe.  Meanwhile, caterpil lars are 
bombarded with pesticides and cuss words. 
 
Become a butterfly! 
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Thank You for Attending What Box? 
2025 
 
Kim and I want to thank you for attending this year’s What Box? 
2025. 
 
What’s the most important thing you do when you get home?  Find 
people to help and problems to solve! 
 
Get out and get face-to-face with sellers!  Begin your conversation 
with sellers with Pete’s famous question: Why are you sell ing SUCH 
a nice house like this? 
 
Be curious.  Ask questions.  Use a T-bar.  Make a written offer and 
hand it to the seller.  Get busy! 
 
Love y’all, 
 
Bil l and Kim Cook 
 


