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     We are all born with a dominant side of the brain.  The left 
brain is the verbal, analytical, logical, and detailed side.  The right 
brain is the visual, intuitive, big picture, feeling, non-punctual side.  
Two people, each with different dominant sides of the brain, will 
look at the same “opportunity” and see entirely different things.  
When we combine these perspectives, we have a better overall 
look of things.  Shauna and I have learned to do just that.  We 
discuss from our natural perspective, but do so knowing that our 
perspective is a part of a better whole.  Within our individual 
analysis there could be “deal killing’ triggers.  If tripped from 
either perspective this ends the analysis. 
   
 
     I have in front of me an opportunity to purchase a 24 unit 
apartment building in Tucson Arizona.  I am going to give first a 
highlight film of the terms of the deal.  From there we will give our 
unique perspectives on the opportunity, and right in front of your 
eyes, work through the deal.  The entertainment value of this 
article and of the tele-seminar should be high!  The lesson we hope 
to convey is that indeed, Two Heads are Better than One!   
 
 
 



 
 

Highlight Film: 
 
Informant tip 
 
Owner has owned for 30 years 
 
Building is free and clear 
 
Vacancy is 25% currently (all 6 vacant units are on lower floor) 
 
Asking price is $1,200,000.  ( 50K per door) 
 
Units that are rented vary from  $600.00 to $650.00 per month 
 
All units are 2 bed and 1 bath approximately 800 square foot  
 
All units have an assigned carport 
 
Landlord pays water, sewer, and garbage.  Tenants pay electrical.  
 
Building is made up of four six unit buildings.  All units are flats.  
 
Area is about 10 minutes North of downtown Tucson and near a 
bus line.  
 
Building is stucco, red tiled roofs, and showing its age.  Needs 
sprucing everywhere.  
 
Nice, clean units in the area are renting for $1.00 per square foot.  
 
 
 



 
 
     Before we get into the meat of the deal, let’s check in on each 
side of the brain for initial deal reactions.   
 
 
 
Shauna’s initial reaction to opportunity is: 
 
-Feels like the seller is trying to oft his problem on someone else? 
-Feels like a lot of work. 
-Sounds like a management nightmare. 
-How are you going to run a project in Arizona when we live in 
Seattle? 
-Why is it 25% vacant? 
-What is the area like 10 minutes North of Tucson? 
-When we are at our home in Arizona with kids to relax, now you 
will be working.  
-How much time away from home will this take? 
 
 
 
Greg’s initial reaction to the opportunity is: 
 
-We have a home base within a half hour of the property.  
-Seems like the numbers could work out well for cash flow. 
-I have people in Arizona who could partner and maybe manage 
the building.  
-I could get Klep to run the clean up effort.  (job-site) 
-Is the tenant base mostly Hispanic?  Might need a Spanish 
speaking manager? 
-Call Lovell to see how his Tucson apartment is doing.  
-How close is it to the University of Arizona campus.  Could it be 
a satellite dorm? 
 



 
     Before we proceed, at this point we would ask the question if 
there has been any “deal-killing” issues or objections proclaimed 
by either of us.  If the answer is “no”, then we would proceed to 
pencil a specific offer so we can look specifically at the game plan.  
The offer proposal that I would throw out for discussion would be 
something that looks like this: 
 
Price offer:   $1,000,000.   
Down payment   $50,000. 
Note amount   $950,000. 
Note rate 4.5% interest only or more payments  

($3562.50 / month) 
Term     30 year cash out 
 

Game plan: 
 

     I would offer lower floor units for $495.00 a month  ($540.00 / 
month with 1 month free every 12)  I would offer second floor 
units for $637.00 ($695/ / month with 1 month free.   
 
12 units at $540.00   $6480.00 
12 units at $695.00   $8340.00 
Total monthly gross rents:          +$14,820.00 
Tax,/Insur,/ maint./ Util  -$3,705.00 
Adjusted vacancy (10%)  -$1,482.00 
Borrowed 100K at 12%  -$1,000.00 
Underlying note payment  -$3,563.00 
 
Full property management  -$1,333.00                       
(10% of rents collected) 
 
 
Net monthly cash flow  +$3,737.00 



 
 
     From this point, I would be motivated to cash out the $100K I 
borrowed for the down and the rehab.  This is on a short term 12% 
interest only note.  There are several ways I would propose to go 
about doing this.    
 
 
 
-Bring in a 50% partner on the deal.  I would charge $200K for 
50% of the ownership.  With the 200K, it would be understood that 
I would cash out the 100K and pocket the difference.  This would 
change the cash flow of the deal to $4,737.00 per month.  My new 
partners half of this would be $2,368.50.  Not a bad monthly 
income stream for a 200K investment.  (better than 14% annual 
return)  I would get 100K cash, and still have an income stream for 
$2368.50.  The 200K is not a loan, and will not be paid back upon 
sale.  Each owner would have one half equity over and above the 
debt of the first position underlying note.   
 
 
 
-Offer to my underlying 100K private lender a 25% ownership 
position for the forgiveness of the note balance.  This would give 
them equity upside, and a monthly income stream of $1,184.25 
versus $1,000.00 per month.  They would also share 25% in the 
depreciation write off.   
 
 
-Borrow long term second position money privately and have no 
equity partners at all.  With this much leverageable equity, we can 
offer a very attractive rate and solid collateral.   
 
 
 



 
 
     After this proposal is out on the table, Shauna and Greg once 
again share their unique perspectives.   
 
Shauna’s conclusive perspective on this “game plan” is: 
 
-I am concerned on repayment of the 100K short term note. 
-I am concerned about “partners”.  I need to know who this is in 
advance of the deal and what the arrangement will be.   
-I am concerned about the right manager.  I want to know this is in 
place with a person we can trust before we commit to the deal.  
-I am concerned about the rehab in terms of personnel.  Who will 
run the project.  I want to know this in advance and feel good that 
they are competent and trustworthy.   
-I do not want our trips to Arizona to turn into work and 
responsibility. 
 
Greg’s initial perspective on this “game plan” is: 
 
-I like the long term cost of funds. 
-I would want to get an SOS and a Slice and Dice clause to 
possibly convert to condos in the future.  
-I am concerned in this economy of finding the 100K at 12% 
secured by a second to start the ball rolling.  I may need to factor a 
bigger initial carrot.   
-Once performing, I know I can come up with the 50% investor.  
-The monthly cash flow is great, and I have factored a hands off 
ownership once it is running.   
-I think advertising the lower floor at $495.00 will fill it, and filling 
the upper floor advertising it at $595.00 should keep it full in this 
economy.  It is well under a dollar a foot, and should be fairly 
comparable once it is cleaned up and looking tidy.   
 
 



     As we talked this deal out, the conclusion is simply a blended 
perspective.  We move forward to be sure, but built into the action 
plan are the conditions and measures of each perspective.  If those 
conditions and measures can be achieved leaving nothing out of 
either perspective, then we have a mutual deal.  If we cannot meet 
the conditions and terms that each have expressed, then this is not 
a deal we will do.   
 
     If we agree to move forward, it is essential that we follow 
through implementing the blended agreement.  Not only is this 
important from the perspective of trust and respect, but it is also 
important in the event that something in the deal goes wrong.  If 
you force a deal through ignoring the others perspective, and 
something goes wrong, there will be a never ending song of  blame 
and “I told you so” forever playing.  When the implementation of 
the plan is carried out to the agreed letter, then the responsibility if 
something goes wrong is mutually accepted.   
 
     Two heads are better than one…..so the saying goes.  Success 
has a multitude of definitions.   Just because a deal may be 
financially successful, this alone does not insure success in all 
areas.  It is our desire at Reach Returns that you see and learn to 
embrace a full perspective of success.  For many married couples, 
working together, and blending both sides of the brain, often times 
produces the complete and sustainable perspective.     


