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January @ ICOR

Seize Your Success: ICOR's January Chapter Meetings

in Colorado Await Your Presence!

Get ready to kick off the new year in style! Join us at ICOR's January

Chapter meetings in Denver, Fort Collins, and Colorado Springs or an

immersive experience that goes beyond networking. It's time to set

ambitious goals and connect with industry colleagues who can help

you shape a successul path in 2024.

Connect and Reconnect: Don't miss the chance to orge valuable

connections within the real estate sector. Whether you're a seasoned

pro or just starting out, our meetings provide the perect platorm to

connect and reconnect with industry colleagues. Build a network that

could lead to lucrative collaborations and opportunities.

Goal Setting for Success: Ready to make 2024 your best year yet?

Attendees will engage in dynamic discussions on effective goal-setting

strategies. Walk away with a clear roadmap that propels you toward

success in the real estate market. Your goals are within reach—let us

show you how to achieve them.

DecodeMarket Indicators:Unlock the secrets of the real estatemarket

in 2024. Delve into market trends, economic actors, and emerging

opportunities with industry experts. Equip yourself with the skills to

quickly identify market shifts and seize potential opportunities. The

time to position yourself for success is now.

Empower Yourself: Our meetings are designed to empower you with

the knowledge and skills needed to thrive in a fast-pacedmarket. Take

control of your real estate journey by attending ICOR's January Chap-

ter meetings. Be proactive, stay inormed, and position yoursel as a

leader in your eld.

Secure Your Spot: Ready to dive into the future of real estate? Secure

your spot at ICOR's January Chapter meetings. Don't miss out on the

insights, connections, and strategies that will set the tone or a success-

ul 2024. Register now and take the rst step toward unlocking your

real estate potential!

For full details or to register visit

www.icorockies.com/events
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JANUARY MEETING INFORMATION

Save the Date for ICOR’s December Meetings

ICOR – Colorado Springs

Thursday, January 11th,

6 PM-9 PM (MDT)

2nd Thursday of Every Month

ICOR – Denver

Tuesday, January 16th,

6 PM-9 PM (MDT)

Special Event & Date

ICOR – Northern Colorado / Fort Collins

Thursday, January 18th,

6 PM-9 PM (MDT)

3rd Thursday of Every Month

UpcomingWebinars &Workshops

*Special Event* ICOR's Real Estate Market

Movers' Happy Hour

In Person

Tuesday, January 16th

5:00 pm | Doors & Bar Open

6:30 pm |Welcome &Announcements

6:45 pm | Special Session: “LeaseOptions &REOS”

9:00 pm | Program End

Lease Option & REOWorkshop

In Person

Saturday, January 27th

Imagine you could go back in time and someone

came to you in 2007 with a crystal ball as to the

uture. You were told i you took a couple o prepa-

ratory steps, you would be in a position and able to

buy investment real estate 40%, 50%, and 60%below

market or a 1-2-year period. This would be a gener-

ational opportunity, and with this tip in 2007 you

would be able to set yoursel up or lie.

Private BankingOnline

Bootcampw/Quest Trust:

4 Part Series: Virtual

Monday, January 29th

• Unlocking The Power o Sel-Directed IRAs

Monday, February 5th

• Active Vs Passive Investing

Monday, February 12th

• Roth Conversions: Maximizing Tax-Free Growth

in Your IRA

Monday, February 12th

• The Solo 401k Strategy or Entrepreneurs

Find out more and register online at www.ICOROCKIES.com/events
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Today in 2023 the experts are predicting a down turn and a reset,

we are hearing about bank failures.

Wedon't think it will be as bad as 2007, but wouldn't you like to be

ready to roll if it is even just a bit bad?

And consider banks were oreclosing well beore 2007 and contin-

ued right up until COVID, which was a severe anomaly. Wouldn't

you like to know which banks you can reach out to and how best

to approach them to get on their cash buyers list? And nomatter

how you buy the house—you need to sell it and with interest rates

at all-time highs it's getting harder and harder for buyers to qualify

for a loan. Knowing how to utilize lease options opens you up to

a whole new pool of buyers for higher than market value so you

can maximize your prots.

AndyHellerwill be teaching exactlywhat is happening in today’s real

estate market and the opportunity of a lifetime this will lead to for

those investors ready to take advantage as themarket shifts.

Many experts are predicting the real estate opportunity of a lifetime.

Or at least of this decade.

Come learn from the nations leading expert in REOs and Lease

Options. And bring your questions as he has about 2 hours o Q &

A time built into the day so he canmake sure he gets all your ques-

tions answered.

$125 for members, $175 for Non Members

https://www.icorockies.com/events/

lease-option-and-reo-workshop

SATURDAY, JANUARY 27, 2024

9:00 AM - 4:00 PM • ENGLEWOOD, CO

2024 Real Estate Reset:
Seizing Unprecedented
Lease Option Opportunities

First, most investors who use the lease/purchase model are able to “fip”

some of their properties and sell others to their lease/purchase tenants.

This allows the investor to generate the “cash windalls” necessary or

portolio expansion,without thepressure ohaving to sell that is specic to

the “buy and fip”model. Additionally, the investor should be able tomake

purchasesworkwith as little as 10 – 15% investor discount (much less than

the typical “buy andfip”model), because thepressure and risk associated

with having to sell fast is no longer present.

Second, on the landlording side, most lease/purchase agreements trans-

er the repairs andmaintenance responsibility to the tenant, as the tenant

is not a typical renter but rather a “uture homeowner”. The typical lease/

purchase agreement can alsobe signed or signicantly longer terms. Both

these actors save the landlordmucho the time, headache, and cost asso-

ciatedwith upkeep and turnover commonwithmost rentals. A nal bonus

is evenwhen the tenant does not exercise thepurchase and vacates either

voluntarily or involuntarily, theproperties generally are inmuchbetter con-

dition than had the tenant been a typical renter.

What dowemean by “air” lease/purchase as noted in the title?

Sadly, many investors have given lease/purchase a bad reputation by

oering restrictive termsdesigned tominimize the lease/purchaser’s prob-

ability oexercising thepurchaseoption,while “supposedly”maximizing the

investor’s return.Wehave ound a correlation betweenoering attractive

and reasonable option terms, and the prots available to the investor,

our “win/win” philosophy. People are not stupid, and i the terms are not

attractive demand or the investor’s lease/purchases will be minimized.

Bymaking the terms especially attractive, there should be higher demand

or the lease/purchase, and the investor can bemore selective among the

available candidates. Carrying this supposition urther, higher quality ten-

ants placed in the property mean less money and time spent landlording.

That time and money can then be better spent expanding the investor’s

portolio to truly signicant levels.

Does this “buy andfip” and “buy andhold” hybridmodelwork in practice?

Implemented correctly and in the rightmarket,we can attest that an inves-

tor canmanage a large portfolio of properties withminimal management

timewith the Fair Lease/Purchase Hybrid.We have, and we’ve been able

to do this while maintaining ull-time day jobs. More importantly, we have

been teaching thousands o investors since 2006 how to do exactly this

all over the country.

Join ICORat our January 16thReal EstateMarketMovers’ HappyHour in

Denver to hear Andy present on the current market and explore the up

tick in REOs and how investors can capitalize on Lease Option strate-

gies in the next few years, for details visit www.icorockies.com/events/

icor-2024-january-re-market-movers-happy-hour

The Fair Lease/Purchase… an Investor’s Perfect Hybrid! Continued from page 1
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For some, this is one o the most important benets o being able to

self-direct. Instead of casting a wide net over a large variety of invest-

ments — some that might not align with you — social investing in your

local community helps you reduce the possibility of investing in something

that doesn’t align with your moral compass, political belies, and so on.

Investing money in your community by investing in real estate is a

win-win situation or both you and your community. Achieve nancial

success while alsomaking a positive social impact. Enjoy the benets o

owning a property while also giving back to your community. You can

be proud o being an investor who cares about more than just prots.

Interested in learningmore about using self-directed accounts to invest

in real estate and other alternative assets that can impact your own

community? Schedule a 1-on-1 consultation with an IRA Specialist today.
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Emeril’s property was worth $200,000 xed up, and required $48,000

worth o repairs and improvements Thereore, or Emeri’s property,

$48,000 o repairs equals 24% o the xed up value. Repairs and

improvements o 24% are airly signicant. Emeril had to bear a decent

amount o risk, and likely spent a good amount o time managing his

contractors. Accordingly, the additional RIH Discount should have been

8% (1% or every 3% or 24% / 3%).

Julia’s property had axedup value o$100,000and repairs and improve-

ments o $15,000. Here, the repairs and improvements represent 15% o

the xed up value, and her RIH% should have been 5% (15% / 3%).

Negative Property Attribute Discount

The third key discount can be one o the trickiest. Simply put, a Negative

Property Attribute (NPA) is a problem with a property that cannot be

eliminated with repairs and improvements. A good example is a home

without a basement, located in a subdivision where basements are

common. Another example is the rst home in a subdivision that borders

amain thoroughare. This home could be oered or ree, and there are

many families with kids who would still not even consider this home.

A property’s Negative Property Attribute is oten themain reason that

a property is available at a discount. Thereore, i an investor does not in

turn consider a proper additional discount to begin with when buying

the property, they run a risk o severely impacting their prots and

even losing money. How does an investor account or Negative Prop-

erty Attributes? The investor does this by asking a critical question:

“how dicult will this attribute make it or me to rent, lease/purchase,

or sell this property”?

Emeril’s property wasmissing a basement in a neighborhood lled with

basements, so the NPADiscount should have been 3-5%. Julia’s house

bordered a busy street and was on a very steep hill, her NPA Discount

probably should have been 6-8% (3-4% or the busy street and 3-4%

or the very steep driveway). The more properties you work with, the

more you will get comortable with the appropriate additional NPA

Discount specic or each investment

Can an investor simply decide to avoid properties with Negative Prop-

erty Attributes? Sure, this is possible, but themain concern here is that

this will reduce the investor’s pool o available investment properties.

Most o our best deals come rom properties that have Negative Prop-

erty Attributes. The reason is that these attributes turned off most

buyers, leaving investors who know what they’re doing as the most

likely purchasers of these properties. The key is not to avoid proper-

ties with NPAs, but rather to properly account or the NPAswithin your

Total Investor Discount.

Length Of Time On Market Discount

The nal o the our key investor discounts is the Length o Time on the

Market (LTM) Discount. The theory here is actually quite simple. The

longer a home has been on the market, the more likely there are addi-

tional issues to deal with. For one, i the property has been vacant or a

long period o time, it may have developed problems rom lack o use

(pipesmay reeze over and spring leaks, lack o air circulation can cause

molding, etc.). Additionally, the longer a property is or sale, the more

chance that a negative reaction in the community becomes attached

to it. Accordingly, when you go to sell it, rent it, or lease/purchase it,

you may have to discount it to overcome this bad stigma. The good

news is that it is often easier to negotiate big discounts on properties

that sit on the market for long periods of time because their owners

tend to be anxious to sell them.

So, how much additional discount should an investor get or a house

that sits on the market for an extended period of time? Our “rule of

thumb” is 1% or every month over two months up to 10%. What this

means is that we’ve ound that a typical residential property should get a

contract on it within twomonths. Ater that, the negative stigma begins

to attach, vacant houses begin to suer, and sellers (and their agents)

become more anxious. Commercial listings are generally longer and

more complicated, so the investor oten should not begin adding 1% until

ater the 3rd or 4th month that the property has been on the market.

Emeril’s property was on themarket or ourmonths, so he should have

received an additional LTM Discount o 2% (or months number 3 and

4). Julia’s had been on the market or ve months, so she should have

received an LTM Discount o 3% (the steep hill and busy street we’re

probably impacting it).

Total Investor Discount

Now you know the special spices and seasonings to make gourmet

real estate investments. When applying them, we simply add up the

our discounts to determine the Total Investor Discount (TID) we need

to make the property a winning investment. We then multiply this

percentage times the Fair Market Value of the property in repaired

and improved condition (based on comparable surrounding properties).

Emeril obtained a $20,000 discount on his investment that he valued at

$200,000 (xed up). However, he paid too much. Yes, he got his MID

o 10%, but he did not include the RIH o 8%, NPA o 4%, and LTM o

2%. In actuality, his Total Investor Discount should have been $48,000

(24% x $200,000).

In the same light, while Julia got a $25,000 discount on her real estate

purchase, she also paid too much. Yes, she received her MID o 25%,

but did not get the RIH o 5%, NPA o 7%, and LTM o 3%. Thereore, her

Total Investor Discount should have been $41,000 (41% x $100,000).

Now you might be asking yoursel, what i my repair, improvement,

and holding costs exceed my Total Investor Discount? The answer…it

doesn’t matter. As an investor, you should be compensated additionally

or these. In other words, the price you pay should not exceed the Fair

Market Value (o the property in xed up condition) minus all costs and

your TID, what we call the Maximum Purchase Price or Ceiling Price. I

the price exceeds the Ceiling Price, then you’re likely making an unsa-

vory real estate investment.

Finally, Emeril and Julia’s properties may seem like more trouble than

they’re worth. However, whenwe see properties like theirs, we instantly

begin to smell the simmering prots and prepare or another gourmet

investment. This is becausemost buyers like properties with little or no

problems. Thereore, sellers are usually willing to substantially discount

them (i not immediately, eventually). Emeril and Julia may have been

able to get the appropriate TID, i they had been patient (sometimes

these negotiations will go on or months), and i not, they should have

moved on to other properties. As you can now see (or smell), we look

orward to nding properties with problems and adding the right spices

and seasonings (discounts) to cook up another gourmet investor meal.

Good luck and happy cooking!






