
Consider rent-to-own companies and vendor take-back to help your clients get into a home.








BOOK REVIEW


Book Yourself Solid, by Michael Port




















If you’re looking for some really solid information to get you started on marketing your services, read this book. Michael Port’s book isn’t just theory – it contains solid action points that act as a step-by-step guide to getting clients.


The book starts with what it calls “the foundation”: choosing your ideal clients, understanding their buying motives, developing a personal brand and talking about what you do.


It then moves on to developing trust and credibility by showing you how to establish yourself as an expert and build relationships of trust with buyers.


The final part of the book contains some detailed tactics you can use: networking, direct outreach, referrals, web marketing, speaking, writing and keeping in touch.


Port’s book succeeds in distilling marketing know-how into an easy-to-grasp-and-implement format.  If you’re looking to start your marketing program and don’t know how, read this book first.














Quick Quiz


�Each month I’ll give you a new question. 


Just email me at xxxxx@xxxx.com or call xxx-xxx-xxxx for the answer.


This month’s question:


What was Humphrey Bogart’s middle name?








FINANCING


How to Help Clients with Down Payments





As you are aware, every residential home purchase requires a down payment of at least 5%. Any down payment under 20% must be insured.  So where do your first-time buyers find that down payment?


Ideally, they’ve saved the down payment in a savings account or have a RRSP from which they can withdraw up to $20,000 with no penalty.  


But if this isn’t an option, it doesn’t mean it’s the end of the sale. There are a few other ways to get a down payment which is acceptable to lenders. 


Here are some acceptable down payment options:


Non-repayable gifted funds from an immediate relative


Clients can sell some personal property 


They can sell any assets, such as stocks or bonds


They can use the cash value built up in their  life insurance policies


Their  employer might loan them the down payment


Equity loans might be available


A friend or a family member could guarantee the mortgage


As a real estate agent, you may want to look into rent-to-own companies. You might consider starting one yourself. 


These are excellent vehicles for those who have a good income and wish to purchase a new home but don’t have the down payment. 


It works like this: Once a client has pre-qualified, they can look for a home that’s within their price range as determined by an affordability calculation. 


The rent-to-own company will also take a look at your client’s credit score and determine whether he or she can improve it enough in two to three years to quality for a traditional mortgage.


Once the client finds the home he or she wants, and it fits the company’s criteria, it will be purchased for them and they will pay a monthly rental, which includes a portion to be set aside as a forced savings for a down payment.  


This is also an option you might explore on your own with the vendor rather than working through a company. 


The only drawback is that you won’t get your commission until the home actually sells.


The other avenue you can explore with your clients is the vendor take-back. 


Basically, the vendor of the home will lend your client the down payment in the form of a second mortgage on the home. 


The term is usually short - over one or two years, in which time the equity will have built up enough so that your client can refinance and pay out the second mortgage.  


A second mortgage cannot exceed 85% loan-to-value.


The best advice is to work with a mortgage professional. Real estate agents are in the business of selling homes. Mortgage professionals are in the business of mortgages.  











