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For many investors, the biggest obstacle in getting started in real estate lies in the inability to obtain 
financing for more than a handful of deals. Mortgage lending restrictions can make things difficult and 
prevent all but the savviest of investors from expanding their real estate investment portfolios. In order 
to capitalize on some of the best and most profitable deals, you will need to understand your financing 
options.

As a real estate investor, one of the most important things you will need to master is the ability to put 
together your deals using a variety of different financing tools. In real estate, financing makes the world 
go round. It is with financing that you can create leverage. To be successful, you’ll need to be able to 
control or purchase properties with relatively small amounts of your own money. When you’re first 
starting out, finding the money just to fund your first deal and get your business off of the ground is 
typically the hardest. Once you gain a little experience, you can dive into a few of the other more cre-
ative methods to finance your deals. 

In this system, we will explore a variety of financing options you can utilize your throughout your 
investment career. From traditional to creative financing, we’ve tried them all and discovered that 
sometimes, it doesn’t always take money to make money. It takes a smart investor to use other people’s 
money (OPM) to make money. By familiarizing yourself with the methods outlined in this guide, you’ll be 
able to make better-informed decisions about which financing strategies will work best for your deals. 

Introduction

You’re going to ask a lot of people 
about the opportunity of investing in 
your business, and 90-95% of them 
are going to say no. That doesn’t 
mean it doesn’t work, that just 
means you can make somebody else 
money. Keep it moving.”
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There are many people out there who have money that they wish to invest in something secure. You have 
the chance to offer them the opportunity to invest their money in the real estate you want to buy. Private 
money lenders can bring speed and efficiency to your transactions. Additionally, your leverage will be 
much greater when you purchase a property using private cash funds. Many of the properties purchased 
by investors need a quick sale, within 10-14 days. Traditional banks require 30-45 days to close a loan, 
making many traditional home sales fall out of contract due to financing. Being able to use cash allows 
you to buy at a much lower purchase price, and reduce your overall risk. 

How to Use Private Money
It is much easier to find the money if you have the right deal. If you 
come across a property that is well under the market value, you 
should consider using a private lender to fund your deal. However, 
if you are working on your first deal, you don’t want to invest in a 
$250,000 fixer upper – you want to start in the lower-end range. 
Remember, lenders are not looking to take risks. If you are new to 
the business, you will find it easier to obtain smaller amounts of 
capital.

With private money, you first want to find a good deal, and then get it under contract. Once you’ve found 
an undervalued property that you want to purchase, you will finalize the numbers and get the green light. 
You can then borrow the funds from a private lender to purchase and renovate the property. It is much 
easier to shop for cash when you have a deal in hand. It gives you something to talk about, and you will be 
able to shop for lenders, and compare apples to apples. 

Funding Deals With  
Private Money

Helpful Tip!
If you don’t have the funding lined up for your deal, 
make sure that you put down the least amount of 
earnest money as you can, just in case you cant    
secure funding fast enough.
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Private lender funds will be allocated to the purchase price, renovations, carrying costs, cost to resell, and 
a small buffer for unexpected expenses. At the closing, the lender will receive a promissory note on the 
home. You will then go about your normal renovation process. 

Once you have completed the renovation phase, you’ll list and sell the property. When you are able to 
close on the property with a buyer, the lender will receive their principle plus interest payment.  You want 
to make sure this process runs smoothly, especially with private money lenders. Once you have someone 
that you are successful doing business with, it’s important to build a long term, mutually beneficial rela-
tionship so that they keep coming back to you. Typically, we recommend structuring the loan and interest 
to be paid all at once while you resell the property instead of making monthly payments. The goal is to 
minimize your accounting responsibilities and focus on completing the project. You don’t want monthly 
payments taking away that focus. Some lenders may require you to make monthly payments in order to 
feel comfortable. If that’s the case, you may have to adjust these repayment terms. 

Pros & Cons of Private Money 
PROS CONS

• You won’t have to deal with banks, or go through 
the traditional lending process

• Private money allows you to purchase properties 
with cash at a much deeper discount

• You can offer a fast closing which would motivate 
sellers to take your offer and give you an advan-
tage over the competition

• Lenders traditionally expect a high return on 
their investment for these short term loans

• You will need an exit strategy

Finding Private Money Lenders
“Finding” private money is not nearly as difficult as people 
think. In many cases, individuals may not be actively looking 
to invest; in most cases, they just have the extra cash sitting 
around and may be open to investing with you if they are 
asked. Realize that when people have money to lend, if it is 
not in an investment, they are not earning interest. By working 
with you to fund your deals, the lender can yield extremely 
high interest rates that bank CD’s and other traditional invest-
ment plans cannot provide. They love clients like you who 
will repeatedly borrow funds over and over again. Essentially, 
investing private money is the lender’s opportunity to become 
a bank and reap the profits. There is no other investment vehicle like it. 

Funding Deals with Private Money
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Who Are Your Lenders?
Private money lenders can be a variety of people. There are those who have saved cash in their bank 
accounts or CDs, people whose business generate more cash than they need, people who saved money 
in a retirement account and want a safe return on their money – the list could go on. Many times, you 
communicate with these people daily, but would never know they’d be interested in investing their 
money in real estate, because you didn’t ask. You have to spread the word that you are offering this 
opportunity. You will be amazed who comes forward to tell you that they are interested. 

Networking to find private money:
• Investment Accountant 

Who better to connect you to private lenders then your accountant?

• Real Estate Agents
Real estate agents who work with investors or rental property owners are a great resource. 

• Title Company or Closing Attorney
Ask title or escrow officers and closing attorneys who the primary lenders are who loan money 
privately. 

• Friends and Family
Build a persuasive case giving friends and family compelling reasons why they should invest. 
Answer all questions and make sure that you’re clear about the risks and downside. 

Helpful Tip!
When first starting out, you will need to prove yourself as 
a worthy investor. When speaking with a possible private 
lender, having a professional Private Money Credibility 
Packet to present can be a valuable marketing piece and 
will impress any lender. 

Funding Deals with Private Money
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Funding Deals with Private Money

Can We Advertise For Private Money Lenders?

A private lending transaction can be considered 
“security” under the federal SEC guidelines. Further-
more, since most states have securities regulations 
based on the federal SEC statutes, private lending for 
real estate investing can also be understood to be 
issuing a “security” under most state SEC regulations. 
In order to borrow money from private lenders, the 
investor must avoid making a public offering and say 
that the security is transacted privately. This way, the 
security can be transacted without registration.  We 
highly suggest you to check with your state and understand the rules and exemptions 
that apply to you. 

According to the Security & Exchange Commission (SEC), their regulations state that 
you cannot solicit for private lenders unless you’re licensed to do so – so therefore, you 
cannot technically ‘advertise’.  This includes blind mailings, online and classified adver-
tising, etc. As a part of the SEC’s criteria, you will need to have two or more substantial 
contacts with a potential lender prior to pitching any lending opportunity. So, it’s 
important to make sure that you know the individual who you are speaking with about 
private funding.
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Hard money loans are short term, high fee and high rate loans. Hard money lenders offer a range of require-
ments as to how much they will lend, the particular types of real estate they will lend on, and minimum and 
maximum loan sizes. The industry has moved toward requiring decent credit scores and down payments to 
reduce their risk.  Hard money lenders typically will ask for a personal guarantee on the loan as well.

Why Use Hard Money?
Hard money allows a real estate investor to purchase rehab projects quickly and easily. Hard money is an 
essential part of your funding arsenal, especially if you want to buy several properties at once. Some of your 
best deals are going to need to be done quickly. This makes hard money an extremely valuable resource for 
you. Hard money lenders are organized institutional lenders who are licensed to lend money to investors 
and rehabbers buying homes in need of renovation. The name “hard money” does not mean that it is dif-
ficult to acquire. While the terms and criteria for hard money loans are relatively strict, they are both easier 
and more secure than others. 

Usually, these are deals that the investor might not be able to purchase 
otherwise through traditional lenders. Hard money lenders base their 
approval on the equity in the home, and not you personally. This means 
that in some cases, you may qualify for a hard money loan with less then 
perfect credit, a pending foreclosure, or income that is difficult to prove. 
Hard money lenders primarily determine their loans based on the com-
parison of the property value and the purchase price. Although all hard 
money lenders lend on different terms, more often than not, they lend 
around 60-75 percent of the property’s After Repair Value (ARV). 

What to Look Out For
Hard money does tend to be more expensive than many of the other sources of funding that we will dis-
cuss in this system. This is mostly due to the heightened interest rates involved that are trying to cover the 
higher risk to the lender. They are not based upon traditional credit guidelines, which protect investors and 
banks from high default rates. Fees for borrowing hard money are often 3-5 points (additional up-front per-
centage fee based on loan amount), and 11-15 percent interest. Many hard money lenders will only lend a 
percentage of the purchase price. This will require you to go out and obtain secondary funding (or fund out 
of pocket) for the remainder of your purchase. Also, most hard money lenders typically only lend for 6-12 
months.  So if you plan to flip the house but it doesn’t sell, you’ll need to line up less expensive private 
money, a credit partner, or a wholesale buyer to take out the hard money lender before their balloon 
matures.  

Using Hard Money
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If you have a fantastic deal with a great profit margin, don’t hesitate to call a hard money lender. Five 
points may sound expensive, but when you look at the money you will make out of the completion of 
a successful deal, it may be worth it. If you’re not able to justify the five points, then maybe your deal 
wasn’t really a deal in the first place. Of course, we do recommend that you use hard money with caution, 
making sure you have multiple exit strategies in place before taking out a hard money loan.

Lenders also look at the Loan to Value Ratio (LTV). The LTV for a hard money loan is calculated as loan val-
ue/appraised value of the property. The higher the ratio, the more difficult it is to get a loan. Usually, hard 
money lenders loan only about 70% of the value of the property. The loan to value ratio is a measure of 
risk for lenders.

Using Hard Money

• Real Estate Clubs - Hard money lenders are often guests or vendors at 
club events along with other investors. 

• Internet Searches - A simple Google search will yield names of lenders in 
your area or the best way to find them. 

• Title Companies / Closing Attorneys – Your closing team can also help 
point you in the right direction on your search for hard money. 

• Real Estate Agent - Similarly to your Title Company or Closing Attorney, 
you can also ask your agent. 

Finding Hard Money Lenders
Hard money lenders are not hard to find. In fact, hard money lenders are looking for you as much as 
you’re looking for them. Here is a quick look at where you can find hard money loans: 

Dodd-Frank Act 
In 2010, a massive piece of financial legislation reform was passed by the Obama administration as a response to the  
financial crisis of 2008. The Dodd-Frank Act of 2010 requires that all hard money lenders verify an “ability to repay.” Each 
state has been required to institute their own rules. You should check with your Division of Real Estate to learn more 
about this in your area. Because this is always changing, it is in your best interest to continually check on the regulation.
  

Pros & Cons of Hard Money

PROS CONS
• You can move quickly and close a transaction fast 

(7-14 days to fund)

• Credit worthiness isn’t necessarily a factor, as the 
loan is secured at a loan-to-value that covers the 
lender in case of default

• You are able to obtain a loan large enough to 
acquire and rehab the property, as well as other 
miscellaneous costs

• Hard money is more expensive than many other   
typical funding sources. Interest rates are also 
significantly higher than other traditional loans in 
order to cover the higher risk involved. Normally 
they will charge 3-5 points upfront and 12-15% 
interest depending on the deal

• These loans are typically short term

• You may also be asked for a personal guarantee
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The traditional route taken through banks, credit unions and other home mortgage companies is a great 
way to finance a real estate investment when rates are low. Of course, working with a bank can be challeng-
ing at times. You may not be able to obtain a loan for your first deal. 

Traditional lenders have tighter lending criteria. Many require a 680 credit 
score or better for approval. Also, expect to be asked for full documentation of 
income and debts to be qualified. For those who qualify, most lending scenari-
os require at least a 10% down payment, but there are still some programs that 
will approve you for less. At the end of the day, this way to finance a real estate 
investment really is the most traditional, safe and well-known method. 

Conventional Lending
Traditional bank loans are more challenging at times, but if you have a solid business plan and fully explain 
to them what you are doing, we’ve seen many students have great success here. Conventional loans are 
the most common type of mortgage. These loans follow the loan amount guidelines set by Fannie Mae and 
Freddie Mac. There are also nonconforming loans that don’t meet those qualifications, but are also consid-
ered conventional. Each mortgage lender, bank or mortgage broker will offer different rates, terms and fees 
for conventional loans, so it’s best to get Good Faith Estimates from a number of different places to find 
the best loan.

Banks may also offer you a line of credit to purchase real estate. A business line of credit is like a very large 
credit card. A maximum amount is set and you can access those funds at any time. You only begin to pay 
interest when you use it. The amount of credit allotted depends on your positive cash flow. The lender can 
also increase or decrease your limit at anytime; so be careful and always make sure to pay back your money 
on time.  

Traditional Financing 
Techniques

Traditional Lending Pros & Cons

PROS CONS
• You can buy many properties this way at a fairly 

reasonable rate

• Using the traditional lending process is less risky 
than creative financing 

• You must be financially stable since banks will require a 
business plan, your finance statements, credit reports, 
etc

• The bank will likely require personal guarantee on the 
line of credit and may cut it at any time

• Banks don’t like to lend to Limited Liability Companies 
and typically won’t fund the rehab unless it’s a specialty 
loan product; but eventually it can be a viable option
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Prequalified vs. Preapproved
Getting preapproval for a loan will help you to avoid looking at properties that are beyond your means 
and can help you to move quickly when you find the perfect property. However, there is a world of dif-
ference between being prequalified and being preapproved for a loan. If you’ve ever been confused by 
the two, don’t worry, you’re not the only one. We’ll explain how these terms are different, and why it is so 
importance you understand both. 

YOU ARE PREQUALIFIED IF... a bank has reviewed your overall financial picture (including your debt, 
income, and assets) and gives you an idea of the mortgage amount for which you may qualify. 

Pre-qualification can be done over the phone or on the Internet, and there is usually no cost involved. Loan 
pre-qualification does not include an analysis of your credit report or an in-depth look at your ability 
to purchase a home. Because it’s a quick procedure, and based only on the information you provide to 
the lender, your pre-qualified amount is only the amount for which you might be approved. 

YOU ARE PREAPPROVED IF... you complete an official mort-
gage application (and usually pay an application fee), and 
then supply the lender with the necessary documentation 
to perform an extensive check on your financial background 
and current credit rating. Now the lender can tell you the 
specific mortgage amount for which you are approved. 

You will also receive a written conditional commitment for 
an exact loan amount. This will allow you to look for a home 
at or below that price level. Having a preapproval puts you 
at an advantage when dealing with a potential seller.

Three Tips for Traditional Financing

1. Have a sizeable down payment - Mortgage insurance won’t cover investment properties, 
so you need at least 20 percent down to secure traditional financing for them. If you can 
collect 25 percent, you may qualify for an even better interest rate. 

2. Have good credit - Although factors such as loan-to-value ratio can influence the terms 
of a loan on an investment property, you should check your credit score before attempting 
a deal. It will have the greatest impact on a loan’s terms.

3. Go to the neighborhood bank - It is sometimes easier to work with smaller banks versus 
the big time banks. Smaller banks tend to have more flexibility. They also may know the 
local market better and have more interest in investing locally. 

Traditional Financing Techniques
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Many times, the traditional means of funding a real estate investment is just too difficult. As an inves-
tor, you must be aware of all the other possible ways that you can finance a deal, and capitalize on them. 
In this section, we’ll take a look at all of the tools that you can use to fund any real estate deal, regardless of 
market conditions. The key to using creative financing is making sure that you are dealing with truly moti-
vated sellers. 

Investing With Little to No Money Down  
Investing with no money down is one of the most talked about topics in real 
estate investing, and there is a good reason for that. Keeping your money 
out of a deal is always best. Strategies that involve little to no money down 
are great ways for new investors to get involved in real estate. While some 
strategies do occasionally require capital, the amount is typically much less 
than that of other types of real estate investing strategies we’ve covered. 

If you don’t have much money, then this will allow you to get your foot 
in the door. It also allows you to hold on to a rainy day reserve, or take on 
additional projects. Real estate investing is about being creative and these 
methods are open to some interpretation and experimentation. You can 
invest in real estate without any money, but you have to be creative, do 
your homework, and have a clear understanding of how the game is played. 
The best way to do this is to do what you are actually already doing now:           
educating yourself. 

Here is a brief overview of a few creative financing options available at your fingertips. Keep in mind that 
there are many creative techniques out there – however, this section illustrates the strategies that we’ve been          
successful with. 
 

Lease Options
Lease option is short for “lease with an option to purchase.”  In a lease option, the buyer and seller agree 
that the buyer (renter) will have the option to purchase the property at the end of a specified rental period. 
A lease option is really two separate, but related agreements: 

Lease Agreement - standard agreement to rent a home, sets terms of lease
Option Agreement - the right to purchase the home within a specified period of time for a fixed price 

Creative Financing
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Lease options give you the ability to purchase a property for a fixed price within a fixed period of time. By 
doing a lease option, you are giving yourself a lot more control, without actually “owning” the property. 
You may opt not to buy the property if the market does not create a good profit market for you, or you 
don’t have a suitable buyer yourself. If you do not like the deal, you can simply give the house back at the 
end of your option, leaving your credit unchanged.

  Pros & Cons of Lease Options

PROS CONS
• You will have a much larger buying pool

• You can control a house for much less than a 
down payment and still have the legal ability to 
sell the property for a higher price at any time

• You may have to deal with credit repair and may not 
want to work with some of these clients when you 
try to sell

• Some sellers will want a few thousand dollars to give 
you the right to control the property 

• If you do not buy the property at some point, you 
will lose the option money

 When To Use Lease Options:

• Is There Low Equity? 
Lease option investing typically works best when your sellers are only willing to sell just a little below 
market price. These sellers cannot list the property without losing money. So they often have to find a 
unique strategy, like a lease option. Once you’ve figured out their monthly payment, you can set up a 
lease agreement to essentially cover their monthly mortgage payment.  Your option to buy will typical-
ly be at their “break even” point. 

• Can You Make This a Good Rental?  
Take the time to consider whether or not somebody 
will want to rent, and eventually buy. Is the property in 
a good area? Is it a place that you would normally buy? 
If it isn’t a good fit, walk away. 

• Is the Property in Good Condition? 
If you have to put a few thousand dollars into the 
property to make it ready, that’s okay. But if the house 
requires a full rehab, then this may not make sense for 
a lease option. 

Seller/Owner Financing
Seller financing, also known as owner financing, means that you are borrowing money from the seller 
instead of a bank. You will make your monthly payments to the owner as well.  Using seller financing is one 
of the easiest and most cost effective ways to finance a property, even if you have the credit and capacity 
to go to a traditional lender. For a seller to carry a first mortgage, they have to own the property free and 
clear – owing no mortgage and remaining in a 100% equity position. 

Creative Financing
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If you ask the seller directly, the seller is likely to say “no”. Sellers often reject the suggestion of owner 
financing because nobody has explained the benefits or proposed owner financing as a way to sell the 
home. Most sellers don’t sell a home every day. Their knowledge is limited to conventional practices where 
the buyer goes to the bank to get a mortgage. However, for a seller whose home isn’t selling or when 
traditional lender guidelines are tightened, owner financing suddenly becomes very popular. If a seller is 
motivated and has significant equity in the house, try offering them a higher than normal purchase 
price but with owner financing terms. 

Pros & Cons of Seller Financing

PROS CONS
• Zero money down is a possibility 

• Seller can unload the house, profit from interest 
income, and limit their tax liability by taking the 
sale proceeds in payments

• The seller may even offer you some favorable 
terms (no reporting to credit, small or no down 
payment, below market interest rates)

• Savvy sellers may try to sell the house for more 
than it’s worth

• Some sellers want large down payments 

• These are typically short term notes on the    
property and you will need to make higher 
monthly payments

Subject To
When you purchase a property subject to, you are essentially buying   
subject to the existing mortgage that is already in place. The original 
terms of the mortgage are kept as-is, including the name in which the 
loan was purchased. The only difference is you are simply making the 
mortgage payments on behalf of the original seller; but you take title to 
the property like a traditional closing. This is a great way to buy a house 
without ever having to apply or qualify for a mortgage. Usually, we find 
that sellers who consider subject-to financing do so because they are 
behind on payments and aren’t able to catch up. This allows this creative 
option to be a win-win for both parties. 

Here are some key things to listen for that will give you a signal to          
consider offering subject to agreements:

• Urgent need for cash
• Inheritance 
• Sudden need to move 
• Owners don’t want hassle 
• Live in another part of the country
• Tired of dealing with renters

Creative Financing

• Foreclosure 
• Illness or Death
• Divorce 
• Job change 
• Behind on payments 
• Old age 
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You may have heard of something called a “due on sale” clause. How can someone take over an existing 
loan and leave it in the homeowner’s name when most mortgages have a clause that allows them to call 
the loan due? What we’ve found is that banks aren’t in the business of managing houses. They only want 
their payments. If the bank has a performing asset, they often don’t call the loan due. Because there is risk 
involved with subject-to financing, you want to make sure that you are only using this method in the right 
situation. Not every deal you come across will be an opportunity to introduce this option. However, you 
should be able to recognize these opportunities when you see them. Any successful real estate transaction 
will cater to the seller’s needs and this situation is no different. There will be some cases where you will 
realize that a subject to agreement is what would work best for your sellers.
 
Pros & Cons of Subject To Financing

PROS CONS
• You will own the house, but the loan will never ap-

pear on your credit report

• There is no limit to the number of houses you can 
own when the loans are in the other person’s name

• If done correctly, this strategy will provide monthly 
cash flow and equity

• If you don’t make mortgage payments on time, you 
can hurt the seller’s credit

• There is a possibility that the lender could call the 
loan due

• You own the home and can’t change your mind, even 
if the market changes and you can’t sell the house

Types of Deals That Fit Subject To Financing

- Properties with minimal equity
- Multi-family homes with cash flow 
- Rehab properties
- Sellers that are in pre-foreclosure
- Properties where the numbers make sense for both parties

Assumption of Mortgages   
Often confused with subject-to financing, assumable mortgages are when you actually take over the 
seller’s existing mortgage and you legally assume the loan. Using the assumable loan strategy often will 
allow you to purchase properties along with utilizing the sellers interest rate on the home. These types of 
properties are a great find because note holders are primarily interested in receiving income stream. They 
would prefer not to have the mortgage paid off all at once. 

Helpful Tip!
Some homeowners know very little about what terms 
they can offer you on an assumption, so it’s always a 
good idea to have them contact the original note holder. 

Creative Financing
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In some cases, buying a property through a mortgage assumption will require you to go through a 
typical local application process with the lender. If this happens, credit, job history, and income will all 
be determining factors as to whether or not you will be able to take over the existing mortgage. If you do 
qualify, the note holder will allow you to maintain the original contract terms. 

Pros & Cons of Mortgage Assumptions

PROS CONS
• An assumable loan could provide you with an 

interest rate much lower than what is typically 
available in the market

• You won’t have to pay a down payment

• You can avoid high closing costs

• You may have to go through a rigorous application 
process with the lender- including a credit check 
and other requirements for approval

• The loan will report on your credit history similarly 
to how a new loan would 

Retirement Accounts
You can also get private mortgage loans using the funds in your retirement accounts. That’s right, retire-
ment accounts aren’t only for purchasing stocks and mutual funds. In order to use your retirement funds, 
you will have to structure the account as “self-directed.”  For instance, if you were using your IRA, you would 
have to make sure it is a self-directed IRA. The difference between self-directed accounts and traditional 
accounts is that traditional accounts limit what investments can be made. These limits are dictated by 
account guidelines and managed by a custodian. The second kind of retirement account you can use is 
a solo 401K, which is similar to a self-directed IRA, but is set up for your business as opposed to you as an 
individual. 

Pros & Cons of Retirement Accounts

PROS CONS
• This method enables you to enjoy the benefits of 

accumulating rental income within your retire-
ment account when you purchase buy-and-hold 
properties

• You have a safer and more tangible way of invest-
ing retirement funds than mutual stocks or funds

• You can diversify your retirement portfolio in a 
variety of assets such as condos, raw land, and 
commercial property

• The IRS prohibits you from buying real estate for 
yourself if it’s going to be owner occupied. This 
means you cannot buy your personal residence out 
of your IRA. This holds true for not only you, but your 
spouse, children, and other relatives as well

• There are significant IRS restrictions on certain types 
of real estate transactions

• Any money earned from renting or selling the property 
must be placed directly into the IRA used to pay for it

Creative Financing
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Self-directed IRA’s cannot only be used to fund the purchase of a property, but the rehab costs as 
well. Leaving your retirement assets to sit in an account is leaving an opportunity on the table. If you 
currently have a traditional retirement account set up that is not yet self-directed, you will want to 
contact a retirement account custodian who specializes in setting one up. The new custodian can set 
up a self-directed account for you as well as inform you of the steps necessary in order to move the 
funds in your old account to your new one. This will give you the flexibility to invest in the real estate 
of your choice. 
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Wrap Up

Always keep an eye out for more opportunities to fund a deal. The concepts outlined throughout this guide and 
recapped below are only the tip of the iceberg. Remember, most of these strategies can also be combined and 
utilized in both purchase and sale transactions.

#1
PRIVATE MONEY

A private loan given to a real estate 
investor, secured by real estate

#2
HARD MONEY

Lenders make their loan deter-
minations based on the VALUE 
of the property in comparison 
with the purchase price, not 
just the purchase price alone

#3 
TRADITIONAL              
FINANCING 

Financing done through 
banks, credit unions and 
other home mortgage 

companies

#4 
LEASE OPTIONS 
Gives you the ability to 

purchase a property for a 
fixed price, within a fixed 

time period #5
SELLER/OWNER            

FINANCING 
You are able to borrow money from 

the seller instead of a bank and make 
monthly payments to the owner instead

#6
SUBJECT TO

A method for taking ownership 
of a property “subject to” an 

existing mortgage loan without 
paying off the underlying 

balance 

#7 
ASSUMPTION         

OF MORTGAGES
A formal agreement to make 

payments to the lender without 
legally assuming the loan 

#8
RETIREMENT          
ACCOUNTS

Self-directed IRA’s and solo 
401k’s can allow you to purchase 
a broad range of investments, 

including real estate

WAYS TO      
FINANCE YOUR 

DEALS
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