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 with  

Advanta
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Kim and I are
ever so honored
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UNCONDITIONAL
Money-back Guarantee
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Disclaimer
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Kim & I Are Not Attorneys or CPAs
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YOU are responsible for YOU!
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Please don’t give our course 
or our documents to others

You’ll get them into trouble!
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They live on CashFlowDepot.com12

Jack, Pete, and Dyches

Pg 3
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About Bill and Kim
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Our Other Courses
for Sale
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Where is the
Real Estate Market Heading?

Not In Book
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My Crystal Ball is BROKEN!

16 Not In Book
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You Pay Off Mortgage, NOW WHAT?
•When you borrow, you GIVE 
Note and Securing 
Instrument

•When you repay, you GET 
ORIGINAL Note (signed 
paid in full) 

•  You GET ORIGINAL 
Securing Instrument (signed 
Satisfied or Cancelled)

17 Not In Book
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What is What Box? About?
• ADVANCED Creative Deal Structuring 

• How to help people solve their real estate problems 

• Being solution driven 

• Kitchen tables, curiosity, questions, listening, & T-bars 

• TAKING ACTION!!!

18 Pg 8
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What is What Box? About?
• What happened in 2012 

• The BIG DAMN HAMMER

• Structure Stacking 

• It’s designed for EXPERIENCED real estate investors 

• It’s designed for Investors who want to learn the language 
of ADVANCED Creative Dealmaking

19 Pg 9
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Why The Name 
“What Box?”

20 Pg 11
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Bill’s Bible For Bill
• There is no THE way 

• Investing is SIMPLE but not EASY

• 2 questions I ask failing investors 

• Door Knocking works

• T-Bars: Most powerful Creative Tool I use 

• The power of gray hair and bald heads 

• My 3 most favorite creative structures
21 Pg 14 - 21
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Some Of Our Deal Structuring Tools 
• The BIG DAMN HAMMER 

• The T-Bar 

• Pete’s Benefits House

• Pure Option 

• Right of First Refusal “Option” - But is it an Option?

• Master Lease
22 Pgs 22 - 29
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Ting Ting
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Some Of Our Deal Structuring Tools 
• The BIG DAMN HAMMER 

• The T-Bar 

• Pete’s Benefits House

• Pure Option 

• Right of First Refusal “Option” - But is it an Option?

• Master Lease
24 Pgs 22 - 29
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Some Of Our Deal Structuring Tools 
• Performance Master Lease

• Tenant Lease 

• Subject-to Deal 

• Subject-to Wrap Deal 

• 121 Deal 

• Seller Financing (aka Owner Carry-back Financing)
25 Pgs 29 - 31
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Some Of Our Deal Structuring Tools 
• Second Bite of the Apple Deal

• Institutional Lenders 

• Private Money Lenders 

• Hard Money Lenders 

• Equity Sharing Notes 

• Performance Notes
26 Pgs 31 - 33
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Some Of Our Deal Structuring Tools 

• Wraps (Wraps are about spreads & REI is about spreads) 

• Walking the Mortgage 

• Walking the Note 

• Stumbling the Mortgage 

• One Mortgage Securing Multiple Notes (notes can be 
from different lenders)

27 Pgs 33 - 35
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Some Of Our Deal Structuring Tools 
• Cross Collateralization 

• Using Options and Notes as Loan Collateral 

• Self-directed Retirement Accounts

• Loan Modifications 

• Forbearance Agreements 

• Fighting Property Taxes
28 Pgs 36 - 38
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Some Of Our Deal Structuring Tools 
• Foreclosing on Myself 

• Paper Holding Trust 

• Title Holding Trust (Land Trust) 

• Personal Property Trust 

• Lonnie Deal

• Deed for Note Deal
29 Pgs 39 - 41
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How to cloud title using an Option

Not In Book
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Prater Drive: Free and Clear Rental

31 Not In Book

31



Why Free & Clear Properties Are Dangerous
• Kim and I L-O-V-E our free and clear rentals! 

• No feels-good key on a financial calculator 

• Do free-and-clear properties have a LOT of equity? 

• Can slip-and-fall attorneys QUICKY see this equity? 

• What do slip-and-fall attorneys want most of all? 

• Do slip and fall attorneys care about RIGHT & WRONG?
32 Not In Book
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How To Protect Free & Clear Property
• First Line of Defense: Great insurance! 

• Second Line of Defense: Be nice 

• Third Line of Defense: Pick good tenants 

• Fourth Line of Defense: Take great care of your 
property 

• Fifth Line of Defense: Be homeless man with a buggy 

• Sixth Line of Defense: Make equity VERY hard to get to 
33 Not In Book
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When Protecting Assets, What’s Your Animal Symbol?

34 Not In Book
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Why am I a porcupine?

35 Not In Book
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Lessons Taught To A High Rise Attorney

36 Not In Book
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What DOESN’T a Slip-and-Fall Attorney Want?

• To sue someone who has nothing 

• To wait YEARS before a POSSIBLE settlement 

• To go against someone who will NEVER settle 

• To go against someone who believes in Right & Wrong 

• To go to court

38 Not In Book
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39 Not In Book
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Recorded and Secured 
Option Agreement

Optionor: 
D. Cooper Trustee of the 

Prater Drive Trust

Optionee: 
Focus Property Solutions LLC

Not In Book

40
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Problems You’ll Face 
Securing an Option

Not In Book
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What Will Happen If A Shyster Lawyer Shows Up

Not In Book
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Stay Surrounded by Greatness!

46

Backpack REIA

Not In Book
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Stay Surrounded by Greatness!

47

Ski REIA

Not In Book
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Stay Surrounded by Greatness!

48

Scuba REIA

Not In Book
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About T-Bars
• Birth of the T-Bar Offer 

• Everything begins with Pete’s FAMOUS question: “Why 
are you selling SUCH a nice home like this?” 

• Sometimes the WHY is more important than the HOW 
MUCH

• P&S is ONLY about the how much 

• Why don’t more investors use T-bars?
49 Pg 44
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50

T-bar: Homeowner’s Pain Points  
Current Position Potential Position

• Foreclosure is in two weeks. 

• I don’t want to move 

• I can’t pay the arrears 

• I can’t afford to live anywhere 
else - her mortgage is $813 PITI 

• I don’t want to sell right now 

• I REALLY don’t want to move!!!

•We’ll stop the foreclosure! 

• You don’t have to move! 

•We’ll pay the arrears! 

• You’re monthly payment will 
remain the same! 

• You don’t have to sell right now! 

• You REALLY don’t have to move!!!
Pg 44
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My MOST IMPORTANT Real Estate Investing Tool

51

T-Bar

Offer

“T-Bar Offer”

Pg 46
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T-Bar

Pg 46
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Offer

Pg 46
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I’m an Ender…What’s Next?
• The 3 Stages of Investing 

• Starter 

• Estate Builder 

• Ender    (aka: Spender or Harvester)

54 Pg 50

54



I’m an Ender…What’s Next?
• What is the average life expectancy for an American man? 

• 75.8 years old

• What is the average life expectancy for an American 
female? 

• 81.1 years old

• Why the 5.3 year difference?
55 Pg 51
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I’m an Ender…What’s Next?
• I turned 65 this year (2025) 

• This year, I’m learning about Social Security and 
Medicare 

• This year we bought a home in God’s Waiting Room

• Two months ago it hit me: I may only have 10 years left 
to live!

• How did this affect me?
56 Pg 51
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What is the 
MOST PRECIOUS ASSET

on Earth?

Time
57
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Panama
Mastermind

2025

Pg 51
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If I only have 
10 years left on earth,  

what are the 
3 MOST IMPORTANT THINGS

I want to accomplish?
Pg 51

59



What are YOUR 
3 MOST IMPORTANT things

60

1. 
2. 
3. 

Pg 52
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The 3 Questions To Ask Enders
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?

61 Pg 53
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62 Pg 53

Dyches Boddiford’s
three answers

You’ll see Dyches’ 
in-depth interview 

at
BillandKimCook.com
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Truly, TIME is God’s most precious gift

Pg 52
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Miss Makenna Dombeck

64 Pg 54
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Earlier, we discussed the ramifications 
of men living to 75.8 years old

We just heard Makenna  
sharing the optimism of youth 

At 65, do I suffer from Stinkin’ Thinkin’
Pg 57
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Laws of
Abundance, Attraction 

&
Manifestation

Pg 57
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I do NOT  
have a terminal case 

of  

Stinkin’ Thinkin’
Pg 57
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I believe in the Laws of
Abundance, Attraction 

&
Manifestation

Pg 57
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Abundance

Pg 57
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Attraction

Pg 57
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Manifestation

Pg 57
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I’m likely to live 
well into my 80s

Pg 58
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We can design a roadmap 
to the kind of person  

we want to be

Pg 59
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I AM card
Pg 59
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76 Pg 59 - 61
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77 Pg 59 - 61
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In my case, 
when I quit looking at my road map

I get VERY lost!

Pg 59 - 61
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Horse Ranch: 1999 Subject-to Deal

Pg 68
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HUD-1 Closing Statement

Pg 71
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Why Do  
Subject-to Deals?

List 3 reasons to do Subject-to Deals

List 3 reasons to not do Subject-to Deals

Pg 62
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Who has done a Subject-to Deal?

Pg 62
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What is a 
Subject-to Deal?

Pg 63
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How is a Subject-to Deal 
different from a Loan Assumption?

Pg 63
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Why would any sane seller 
agreed to a Subject-to Deal?

Pg 64
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What Box? 2025
Welcome To 

93

Saturday, September 13, 2025

Sunday, September 14, 2025
&

10th Anniversary

93
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Are Subject-to Deals illegal?

94
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What about the “dreaded” 
Due-on-Sale Clause

Pg 64

• Kim and I did our first Subject-to Deal in 1998
• We’ve done more than 40 S2 deals since then
• We’ve done three S2 deals in the past year 
• We’ve done two S2 deals on primary residences  
• In 27 years, we’ve NEVER had a S2 called due - NEVER! 

95



96 Pg 65

• We’ve had sellers die

• We’ve had sellers go bankrupt

• We’ve had sellers change their minds

What about the “dreaded” 
Due-on-Sale Clause

• We’ve had heirs want to renege

96



97 Pg 65

• When I get together with experienced investors

• When I get together with new investors

What about the “dreaded” 
Due-on-Sale Clause

97
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What if the lender calls the note due?

Pg 65

It’s nothing more a mortgage default

What does “mortgage default” mean?

98
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What if the lender calls the note due?

Pg 65

How do we cure a mortgage default when…

Mortgage isn’t paid?
Homeowner’s insurance isn’t paid?

Property taxes aren’t paid?
Property isn’t maintained?

99
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What if the lender calls the note due?

Pg 66

The property title transfers without  
the lender being notified?

How do we cure a mortgage default when…

Will paying off the mortgage cure the default?

What’s the problem with paying off the mortgage?

100
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What if the lender calls the note due?

Pg 66

When the property title transfers 
without the lender being notified,  

is there any other way to cure the default  
other than paying off the mortgage?

What if title is transferred 
BACK TO THE SELLER/BORROWER?

101



• Do you like mortgage rates of 2.5% to 4.0%? 

• Do you like helping sellers? 

• The Due on Sale clause, if handled properly, is a nothing 
burger! 

• If you do Subject-to Deals right, never/rarely will you 
encounter problems

102

Why do Subject-to Deals Today?

Pg 67
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Learn how to do Subject-to Deals correctly

Don’t over promise and under deliver

Don’t agree to pay off seller’s mortgage early,  
but if you do, get an Option to Extend 

Get ALL of the seller’s loan paperwork in hand,  
including Power of Attorney, BEFORE closing

Never go dark

Pg 67
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My FIRST Subject-to Deal

Not in book

Why would any sane seller 
agreed to a Subject-to Deal?

104
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Old Hwy 41: Selling Via A Subject-to Deal

Pg 77

105



Us Buying This Property
• Purchased in 2006 for $158,790 

• Institutional mortgage: $168,000 

• Note Terms: 30 years, payments of $1,103.64 (PI), 6.875% 

• This was our office 

• Rezoned to Commercial/Residential

106 Pg 77
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Our Real Estate Problem
• In 2010, we were in the heart of the Great Recession 

• Like everybody else, we decided to sell to cut expenses 

• Like everybody else, mortgage was upside down 

• Property FMV = $115,000 

• Mortgage Balance: $155,000ish 

• 26 years left on institutional mortgage
107 Pg 78
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Our Solution To Our Problem
• Good people couldn’t qualify for institutional mortgages 

• We’d offer Owner Financing 

• Sale Price: $190,000     (WAY ABOVE $115,000 FMV) 

• Owner Carry Terms: 30 years, 7.03% compounding, 
with monthly payments of $1,245.00 

• We’d Wrap our institutional mortgage
108 Pg 78
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Why Did Buyer Say, “Yes!”
• Mountain of applications 

• Surprise in-homes on best applicants 

• Buyers lost home to foreclosure year before 

• Good people who wanted to OWN home, not rent 

• We carefully explained Subject-to and Wrapping

109 Pg 79
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Selling Terms
• Sold on May 27, 2010 

• Sale Price: $189,900 

• Downpayment: $5,000 

• Note Terms: 30 years, $1,245/month, at 7.03% 
compounding 

• Seller pays all closing costs and lender’s title

110 Pg 80
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What The Wrap Looked Like
• Underlying 1st Position Institutional Secured Note

• Mortgage Balance: $155,000ish 

• 26 years, 6.875%, $1,103.65/month PI 

• 2nd Position Purchase Money Secured Note

• Mortgage Balance: $186,500 

• 30 years, 7.03%, $1,245/month PI
111 Pg 80
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Why Did We Do This Deal?
• We got the nut off our backs 

• We didn’t lose $40,000 

• Our monthly Spread is +$140/month 

• We may get the property back

112 Pg 80
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Where This Deal Stands Today
• Buyers still own property, pay on time, and take great 

care of the property 

• Our 1st Position Balance: $111,508.20 

• Wrapping 2nd Position Balance: $140,361.10 

• Property’s FMV: $350,000 

• Cashflow: $141.36/month

113 Pg 81
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This is OUR way, there is no THE way
• We SOLD a property WRAPPING an INSTITUTIONAL 

mortgage 

• We did this because institutional mortgage is in OUR 
names 

• We DO NOT SELL wrapping an institutional mortgage if 
that mortgage is in SOMEONE ELSES name 

• We offer a Lease with Option to Purchase instead
114 Pg 80
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115

Let’s turn to page 82 in the book 
and review this deals documents

115



Reynolds Bridge: Selling Via a Subject-to Deal

116 Pg 93
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What Box? 2025
Is about ADVANCED Creative Deal Structuring

&
Structure Stacking

This deal required 15 creative tools

Pg 93
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15 Creative Tools Used
Bandit Sign
Fact-to-face Meeting
T-bar
Purchase Money Note
Buying As Is
Private Money Lender

No Due on Sale Clause
Lease Agreement
Option Agreement

Subject-to DealPromissory Note
Wrap Deal

Wrap Warranty Deed
Option Exercised

Pg 94
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Purchase Info
• Kim found it - bandit sign 

• 3/2 ranch on 2.5 acres 

• 20x20 + 30x50 buildings 

• Bought on February 23, 2017 

• After Repaired Value: $125,000 

• Purchase Price: $43,500 

• All In Cost: $53,000
119 Pg 95
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Purchase Funding Info
• Mrs. Treadaway - private money lender 

• $55,000 

• 5.061% interest 

• No points 

• 10 years 

• $585 PI 

• No Due On Sale clause
120 Pg 96
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Multiple Exit Strategies
• Flip and sell for $125,000

• Net $70,000 

• Keep as rental

• Net cash flow $135 per month 

• Slow flip

• Net cash flow $340 per month

121Which one would YOU do and WHY? Pg 96
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Our Exit Strategy: Slow Flip
• Marketing: Rent or Rent to Own 

• Monthly Rent: $1,120, rent does NOT apply 

• Must rent for at least 12 months 

• We’ll give Lease and an Option 

• Possible owner financing 

• Option Strike Price: $140,000
122 Pg 98
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Owner Financing Terms
• Sale Price: $140,000 

• Down Payment: $10,000 

• Promissory Note: $130,000 

• 360 payments of $925 (PI) at 7.7% interest 

• Wrapping $55,000 first mortgage at 5% interest  

• We make the spread + long-term capital gains treatment
123 Pg 99
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Tenant / Optionee
• They’d lost home in Great Recession 

• Could not qualify for mortgage 

• Looking for forever home 

• 30x50 shop was his payer answered 

• Good application 

• Surprise in-home
124 Pg 100
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The Accord
• If they take great care of property 

• If they pay on time 

• If they are easy to work with 

• If they are good neighbors 

• After 12 months, we’ll sell to them 

• We’ll offer owner carry
125 Pg 100
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Why Did Kim and I Agree To This Structure?
• In 2016 and 2017, we sold 28 of our 35 properties 

• Sold one for cash 

• Sold 27 on time 

• 2018 got in motorhome and full timed for 7 years!!!

126 Pg 101
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Our Loan from Mrs. Treadaway

Pg 107
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129 Pg 110
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Optionee Exercised Option and Bought

Pg 126
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What was the BIG mistake I made
with this creative structure?

Pg 140
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How We’re Trying To Fix MY Mistake

Pg 141

147
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Is This A Good Deal?
• Payors have taken great care of property 

• Payors have never missed a payment

149 Not in book

149



What is Yearly Yield on $45,000 Investment?
• BEFORE Mrs. Treadaway is paid off

• $55,000 all in - $10,000 down = $45,000 investment 

• Net monthly cash flow: $340    ($925 - $585 = $340) 

• N: 360; I/YR: 7.679; PV: +130,000; PMT: -925; FV: 0 

• N: 360; I/YR: ?; PV: -45,000; PMT: 340; FV: 0

150

YEARLY YIELD: 8.3%
Not in book
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What is Yearly Yield on $45,000 Investment?
• AFTER Mrs. Treadaway is paid off

• $55,000 all in - $10,000 down = $45,000 investment 

• Net monthly cash flow: $340    ($925 - $585 = $340) 

• N: 360; I/YR: 7.679; PV: +130,000; PMT: -925; FV: 0 

• N: 360; I/YR: ?; PV: -45,000; PMT:+925; FV: 0

151

YEARLY YIELD: 24.65%
Not in book
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Because we got 100% financing 
from Mrs. Treadaway, 

what is our ACTUAL yearly yield?

Infinite!
Not in book
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7 Stonebridge Court

153 Pg 145
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I am having a lot of fun!
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How Are Subject-to Deals Negotiated?
• Story of 5 Stonebridge Court 

• New investors can’t believe a seller will agree to a Subject-to 
Deal 

• The Law of Attraction

155 Pg 146
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How Are Subject-to Deals Negotiated?
• Property Owner called us in late 2024

• ARV: $350,000 

• Market Rent: $2,100 

• Estimated Rehab: $35,000 

• Current Mortgage: $175,600 

• 2022 30-year fixed-rate mortgage 

• $776.57 payments PI at 2.75% compounding interest 
156 Pg 146
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How Are Subject-to Deals Negotiated?

157 Pg 150

“Why are you selling SUCH 
A nice house like this?”

157
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11-16-2024

T-Bar

Sometimes the seller’s
WHY is MORE IMPORTANT

than their how much

Pg 150
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How Are Subject-to Deals Negotiated?

159 Pg 148

Why were we motivated to buy?

159
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Our Offer

FMV: $350,000

11-16-2024

We’ll Pay: $280,000

Subject to 2.75% mort

Mort Balance: $175,000

Pg 152
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Lets turn to page 151 and review docs
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What If I…
• hadn’t knocked on owner’s door in 2007? 

• didn’t know how to do a Subject-to Deal? 

• didn’t know anything about landlording? 

• didn’t know anything about Structure Stacking? 

• didn’t knock on the neighbors’ doors regularly???

162
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How To Fight Your Property Taxes and Win
• Each state’s property tax laws are unique 

• We began fighting property taxes in 2006 

• Current win/loss ratio: 140 of 163 

• Must understand the language 

• Jury Trial: August 2 & 3, 2021 

• See the YouTube Channel: Bill and Kim Cook
163 Pg 161
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River Shoals Drive
• Our attorney called me in 2024 

• Property Value Increase: $822,689 to $947,944 

• $125,255 (15%) increase 

• I appealed: $700,000 value 

• Negotiated to $850,000 

• Three year lock in: 2024, 2025, 2026

164 Pg 162
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Clubhouse Drive
• Property Value Increase: $133,257 to $283,979 

• $170,722 (151%) increase 

• I appealed: $193,400 value 

• Negotiated to $193,400 

• Three year lock in: 2025, 2026, 2027

168 Pg 162
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What are Options and Pure Options
• Options are a great advanced deal structuring tool 

• Options are the least used tool in real estate 

• Options are the least understood tool in real estate 

• Can generate low risk and high profit 

• Use when buying, selling, renting, speculating 

• Options are a right to buy, not an obligation to buy
175 Pg 176
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• Options aren’t a right to real estate 

• Options are an interest in the right to real estate 

• Control gain, amortization, and cash flow without 
ownership 

• An Option is a bet between Optionor and Optionee

176

What are Options and Pure Options

Pg 176
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• When is an agreement NOT an Option? 

• When neither party can cancel contract 

• When neither party can make the other perform 

• Is a ROFR and Option? 

• Options are a creature of the state 

• How to use my documents
177

What are Options and Pure Options

Pg 176
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• Often Options depend on appreciation 

• But they can also capture amortization, cash flow, and tax 
benefits 

• You can control a property for little or no money 

• You can abandon an Option without adverse consequences 

• You go in already knowing the most you can lose 

• Options are NOT a loan of money
178

What are Options and Pure Options

Pg 177
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• You can wait for appreciation to happen BEFORE pulling 
the trigger and buying the property 

• Optionee doesn’t incur risks-of-ownership liability 

• Options can give MAXIMUM leverage WITHOUT risks of 
ownership 

• An Option can be ZERO-interest financing 

• Lease with all rents applying toward strike price
179

What are Options and Pure Options

Pg 178
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With Options, you can capture 
current equity, future equity, 
amortization, and cash flow

Can you name another creative 
deal structuring tool that allows 

you to do these things? 
Pg 178
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A Secured Option is a Title Flaw
• You can secure Option with mortgage (judicial) 

• You can secure Option with deed of trust (non-judicial) 

• You can secure Option with memorandum of Option

• Title flaws can be much more valuable than their face 
value 

• “How MUCH do you want me to cancel my Option?”
181 Pg 178
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Jack Miller’s 
$10,000 drawer

Pg 178
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Limiting The Danger of Strategic Options
• Put daylight on EVERYTHING!!!! 

• Thoroughly explain structure to Optionor 

• Optionor has clear understanding of accord 

• Solid paperwork with examples 

• Secure the hell out of the Option 

• Video the Optionor explaining the accord!!!!!!!!!!!!!!!!!
183 Pg 178
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Place video
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How Can Options Be Used?
• BUY a property 

• SELL a property 

• PARK a property until YOU’RE ready to acquire 

• PROTECT a property 

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

• Help someone who NEEDS money but CAN’T get a loan
187 Pg 178
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How Can Options Be Used?
• Help someone buy a home they CAN’T possibly afford 

• Help someone who CAN’T afford to repair their home 

• Capture some or all of a property’s appreciation even 
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 realtors
188 Pg 179
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Can You Name Another  
Creative Deal Structuring Tool 

That Can Do ALL These Things?

Pg 179
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Difference Between Option and Pure Option 
• A Lease Option deal is TWO structuring tools working 

together to make a single transaction work 

• Tool #1: Lease Agreement 

• Tool #2: Option Agreement 

• We call this Structure Stacking

• An Option used BY ITSELF, is called a Pure Option

190 Pg 179
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Don’t Let Options Scare You
• Most realtors’ contracts begin life as an Option 

• You already use Options with most every deal you do
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Granting Prospective Tenant 
Option to Lease

• Landlord finds perfect tenant 

• Tenant can’t lease immediately 

• Tenant offers security deposit to hold property 

• Do you take it?

• Tenant offers 1st month’s rent to hold property 

• Do you take it? 192 Pg 182
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If we agree it’s UNWISE 
to take a PROSPECTIVE tenant’s 

1st month rent or security deposit
HOW do we LOCK IN a GREAT tenant?
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Sell Them an Option to Lease
• Prospective tenant buys RIGHT to rent property 

• Pre-agreed to time and terms 

• Pay a NON-refundable option consideration fee 

• Consideration fee will apply to 1st month’s rent and/or security deposit  

• What happens if Optionee DOESN’T exercise Option to Rent? 

• Is it better to hold rent and/or security deposit or non-refundable 
consideration fee?  

• What might a judge say?
194 Pg 183
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Dyches agreed with me about using examples
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Who Will Grant You An Option & Why?
• Landlords who HATE tenants but LOVE rental property 

• A seller on a DESERTED island 

• Homeowners who want to AVOID debt 

• Homeowners who CAN’T get a loan

199 Pg 187 - 189
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Memorialization
• Learn to write you own docs 

• HOW we learned to write docs 

• Memorialization MUST match accord 

• My documents will NOT work in YOUR state!!! 

• Have YOUR attorney REVIEW & MODIFY my documents!!! 

• Jack Miller: “Pay people to DO things for you.  Do not pay 
people to THINK for you.”

200 Pg 190
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West Beach Street: Option to Park
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The Property - September 2023
• First face-to-face meeting September 21, 2023 

• 3/1 in Tampa 

• Conservative 2023 Fair Market Value: $225,000 

• Estimated Repairs: $4,000 

• Free and Clear 

• Nice house in nice neighborhood
202 Pg 192
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Why We WEREN’T Ready to Buy
• Seller had many, many problems that needed to be 

solved BEFORE we could buy! 

• Kim and I have NEVER bought a property in Florida 

• Our Georgia documents DIDN’T work in Florida 

• We DIDN’T know a closing attorney 

• Kim & I were like BABY real estate investors

203 Pg 192
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Seller’s Problems 
• Owner faced December 21, 2023 property tax auction 

• Seller was broke, hoarder, cancer, didn’t want to move 

• Seller only owned 50% of the property 

• Deceased mother owned 50% - no will or probate 

• Credit card debt 

• House needs some repairs
204 Pg 192
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The Elephant in the Room
• I met seller September 18, 2023 

• Seller would lose house December 21, 2023 

•  Seller’s problems would take LONGER than 3 months to 
solve 

• From mid-October to mid-November, Kim and I would be 
in Spain 

• Time was NOT our friend!!!
205 Pg 194
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The Elephant in the Room
• No way we could control the deed BEFORE December 

21, 2023 property tax auction 

• No way would we payoff seller’s property tax arrearage 
and stop the auction BEFORE controlling the title (deed) 

• We needed to SLOW time down 

• We needed to control the deed WITHOUT owning the 
property 

• What structuring tool would YOU use to accomplish this?
206 Pg 194
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The Accord
• Current Fair Market Value: $225,000 

• Estimated Repairs: $4,000 

• Mortgage: Free & Clear 

• Purchase Price: $149,481 

• Owner Carry: Nothing down, $500/month, 0% interest 

• We’d rent back to her for $0/month
207 Pg 195
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HOW Did We Slow the Clock Down?

Pure Option

Pg 195

Option Consideration: To pay property tax arrearage

208



209

Owner agreed to grant 20-year Option 
for pre-agreed to price and terms
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Pure Option Price & Terms
• Final Agreed-to Price: $149,481 

• Owner Financed:

• Zero down 

• 0% interest 

• $500/month until note is paid off 

• Unsecured note
210 Pg 195
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WHY Did Kim & I Agree to This Deal?
• This was an OK deal, NOT a great deal 

• The seller’s story touched my heart 

• Sometimes the WHY is more important than the HOW 
MUCH
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9-18-2023: First Meeting

This is my initial written offer

Do you see how simple it is?
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What Are The Biggest Worries With Options
• What if Optionor (owner) refuses to sell? 

• What if Optionor sells to another buyer? 

• What if Optionor gets 3 more mortgages on the 
property BEFORE I exercise my Option? 

• What if Optionor gets a lien against the property? 

• What if Optionor let’s property fall into disrepair? 

• What if Optionor let’s property go into foreclosure?
228 Pg 217
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If you secure an Option to a property using 
a Mortgage or Deed of Trust, your Option 
is in property’s chain of title.  The Option 
becomes a title flaw.  Title flaws can be a 

VERY powerful negotiating tool!
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How To Secure Options to Property?
• Draft a legal Securing Instrument that secures an Option 

• Count on Clerk of Courts treating it like a Promissory Note 

• Clerk of Courts will TRY to charge you Intangible Tax 

• Work your way up through the chain of command 

• Continually ask for Chapter and Verse 

• It normally takes 1.5 to 2 hours to get it recorded
230 Pg 219
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Most attorneys and realtors will tell you a 
Mortgage or Deed of Trust CAN’T secure 

an Option.

Pg 221 

They are WRONG!!!!

I’ve done this MANY times  
in MULTIPLE states!
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Securing Options

232

The Great Jack Miller
“The better your Options are secured, 

the more valuable they become.”
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What happens to MOST of our Options

233

Property Owner (Optionor) pays us to cancel

Property Owner (Optionor) pays us to modify

Property Owner (Optionor) pays us to delay

Property Owner (Optionor) pays us to close fast
Pg 221
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Pelican Point: Creatively Buying
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How We Found Property
• In spring 2024, KIM decided “WE” wanted to live in 

Pelican Point, Venice, Florida 

• In fall of 2024, Kim stopped and talked to owner 

• House was NOT for sale!!!!!!!!!!!

• Kim: “Do you know anyone thinking about selling?” 

• Owner invited Kim in to see her house 

• Kim sent owner a thank you note a few day later
235 Pg 223
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Face-to-Face Negotiations
• November 19, 2024, FIRST face-to-face meeting 

• Owners now wanted to sell.  They’d decided to move to Vermont and 
now wanted to sell 

• Upon walking in and seeing the lanai, I knew this was Kim’s Forever 
House. 

• After doing the T-bar, I asked Kim if she wanted the house.  She did. 

• I agreed to seller’s asking price, if he’d agree to a Subject-to Deal 

• They rejected my offer
236 Pg 223
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Our Initial Offer on November 19, 2024 
• Fair Market Value: $540,000 

• Asking Price: $580,000 (what seller paid in 2022) 

• Mortgage Balance: $277,816.58 

• Mortgage Terms: $1,281.05/month at 3.1% fixed with 27 
years left to pay 

• We’d buy subject to seller’s mortgage 

• We’d pay seller $302,184 cash at closing
237
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Face-to-Face Negotiations
• 11-22-2024: Delivered letter explaining Subject-to Deal 

• 11-30-2024: Learned about bed bug infestation 

• Seller knew NO realtor would show house 

• He’d have to disclose bed bug problem

• This would LOWER sale price DRAMATICALLY! 

• He need time to buy house in Vermont
239 Pg 224
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Face-to-Face Negotiations
• 12-2-2024: I agreed to treat bed bug problem in exchange 

for seller’s lanai furniture 

• 12-10-2024: Treated house with CrossFire & Diatomaceous 
Earth 

• 12-14-2024: Sellers flew to Vermont 

• 12-31-2024: Seller returned.  Reject our Subject-to Offer 

• 1-6-2025: Offered $480,000 all cash or $580,000 subject-
to 240 Pg 224
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Face-to-Face Negotiations
• 1-22-2025:

• This was our 14th face-to-face meeting 

• No bedbugs 

• If he listed with realtor, would have to disclose bed bugs 

• Was once again agreeable to a Subject-to Deal 

• 2-16-2025:

• He agreed to Subject-to Deal
241 Pg 224
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Face-to-Face Negotiations
• 2-18-2025:

• Sellers signed a secured Pure Option agreeing to a Subject-to Deal 

• We recorded Mortgage securing Option 

• 4-7-2025

• Told us he was buying his home on 4-22-2025 

• He wanted us to buy his house on 4-16-2025 

• Would use my cash to pay cash for his home 

• We agreed to rent sellers house from 4-16 to 4-25 for $0
242 Pg 224
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Face-to-Face Negotiations
• 4-9-2025: Daughter flew in.  We explained structure to her 

• 4-16-2025: 

• We bought Property 

• It was the exact same offer we made on 11-19-2025
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Between 11-19-2024 and 4-16-2025,  
met face-to-face with sellers 

MORE THAN 20 TIMES!

Pg 224

On average, how many times do YOU 
meet face-to-face with a seller?
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Thank you for
being with us!

Now it’s time 
to find people

to help and
problems to solve!

Bill & Kim Cook
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