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Disclaimer: 

CM Yates, Inc. and its affiliates are not licensed securities dealers or brokers and as such, do not 

hold themselves to be. This information should be construed as informational and not as an 

endorsement to solicit any investment for any purpose. Any information presented here should 

be verified by a professional financial and / or legal advisor. 
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Introduction & Welcome 

 

Welcome and thank you for joining us for Fast Money Wins!  You will find that you now possess 

the most comprehensive course for raising private money to fund your real estate deals and 

business. 

Investing in real estate can be a highly profitable endeavor. However, without the proper 

funding, you are unable to move forward to either start or grow your real estate investing 

business. 

Over the last few years, credit has tightened and traditional bank loans are getting harder to 

obtain, especially in light of the recent mortgage meltdown. Now, more than ever before, real 

estate investors must turn to alternate sources of funding. 

In this course, you will learn how to not only find the capital you need, but also how to attract 

private money lenders automatically and have them coming to you to ask if they can finance 

your deals! 

Throughout this course, you will learn from one of the top experts in the field of real estate 

investing and finance. You will be coached by a professional who has not only been successful 

in the field, but who has continued to find success in spite of the recent downturn in the real 

estate markets. And, the knowledge you will receive from this course will help you to succeed 

regardless of whether the real estate market is up or down.  

This course will teach you not only how to master what works now, but it will guide you to 

understand how and why you must be ready and willing to move with the market changes. 

Techniques that worked several years ago may not be viable today. Therefore, while you 

master the strategies taught here, know that you must always make education in the field an 

ongoing process in order to ensure your success. 

Again, we welcome you to Fast Money Wins!  We look forward to your investing success! 
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About Chris Yates 

 

Christopher M. Yates – President and CEO, CM Yates Companies 

 

As the founder of the CM Yates Companies, Chris has an extensive 

background in sales, marketing, mortgage banking, and real estate 

investing. He is the creative mind and visionary behind the CM Yates 

team and has developed a variety of creative financing strategies and 

alternative investment models that have placed CM Yates, Inc. on the 

cutting edge of the real estate investment industry. 

Chris has developed his talents under many world-renowned mentors, 

including Anthony Robbins, Dolf de Roos, Robert Kiyosaki, Robert Allen, 

and dozens more.  

Having personally completed hundreds of complex real estate transactions over the last several 

years, Chris is known as the “go-to guy” for creative deal structures and complicated financing 

strategies in residential real estate. 

The CM Yates family of companies now controls over 20 companies and a multi-million-dollar 

international real estate portfolio.  

Chris is a loving husband and father of two boys, as well as a passionate learner and yoga 

practitioner. 
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What to Expect from This Training 

 

The Fast Money Wins! course is designed to help you begin building your private money empire 

from the ground up – FAST! 

You will learn how to obtain millions of dollars from private investors to fund your real estate 

deals. Often you can purchase properties – even with a lower offer price than other potential 

buyers – simply because you already have cash in hand. In fact, having readily available funding 

can literally make the difference between success or failure in your real estate investing career. 

After completing this course, you will have the knowledge and the confidence you need to 

successfully begin attracting private capital. You will know: 

 

• The numerous ways that private money can be used to fund your real estate deals. 

• Where to find sources of private money – some places may surprise you! 

• How to overcome the fear of asking for money from potential lenders. 

• How to use your personal integrity to build long-term relationships with lenders – and to 

get referrals to even more lenders. 

• How to “advertise” your business – without really advertising. 

• How to gain momentum and build “snowball credibility” using both local and national 

media – often for free! 

• How to put your presentation to potential private money lenders on autopilot – without 

even having to leave your home or office. 

• The best way to overcome objections and close the deal – without actually closing. 

• The many ways you can structure deals for maximum profit. 

• How to keep your presentation and services in compliance and avoid the state and 

federal regulators. 

• The best way to develop tax strategies for keeping your profits where they belong - with 

you. 

• How to leverage your efforts in order to accomplish more in less time. 

• How to develop additional private money profit streams. 

• Why you don’t actually have to purchase real estate in order to profit with private 

money. 

• How to stay flexible and change with the market and the times. 
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• How to take the next step to profitability and what to do immediately after you 

complete this course! 

 

All of the information in this course comes from the successful techniques being used today by 

CM Yates, Inc. and its affiliates. 

You don’t need an advanced degree or licenses in order to be successful in obtaining all the 

private capital you need. Once you have completed this course, you will be well on your way to 

a profitable real estate investing career using private lending sources. 

We expect you to be successful. Let’s get started!  
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Chapter 1: The Millionaire Mindset 

 

What is it that stops most investors from being successful? 

 

You’d be surprised to discover that it’s not lack of funds, lack of knowledge, or lack of 

experience. 

What stops most investors is their very own MINDSET. 

Although most new investors WANT to succeed, they feel overwhelmed. They don’t know 

where to begin. So, they procrastinate in fear of being rejected by lenders or saying the wrong 

thing at the wrong time. Their “solution” to not making any mistakes is not doing anything at 

all! 

Then, they come up with all sorts of reasons as to why they haven’t succeeded. But there are 

really only three reasons why people don’t get that they want. These are: 

 

• Commitment. When you don’t wholly commit to what you want, then you’re liable to 

be thrown off track. This may stem from not truly understanding what it is that you 

want. Once you have a true understanding of what it is you want, you will be able to 

focus on it and make a total commitment to attaining it. 

 

• Personal Character. Oftentimes people tend to SAY a lot, but DO little. To obtain the 

personal character you need for success, you must stand behind your opinions and take 

the necessary actions that are in line with your goals. 

 

• Charisma. In order to attract business and capital to you, it is necessary to have 

charisma. You have charisma when you make others feel good about themselves. By 

doing so, you begin to build rapport with others, which in turn, builds trust. This is the 

way to attract personal and business relationships into our lives. So, you need to stop 

trying to be interesting to others, and start being interested in them. You would be 

amazed at how this will attract the people and the capital you need into your life. 
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Many new investors get sidetracked, or worse, stopped in their tracks. Sometimes the fear of 

failure is just too great to move forward. But the truth is, there is no such thing as a failure if 

you keep going and moving towards your goals. In fact, you can’t learn unless you fail, because 

failure teaches us what NOT to do. And, if you fail faster, you’ll be moving ever closer to the 

right way to achieve your goals. 

Stop for a moment and determine three reasons why you may not be achieving the success you 

had hoped for. Write those reasons in the spaces below. 

 

1. 

 

2. 

 

3. 

 

 

Now, take a moment and really think about your answers. Ask yourself if these are truly 

REASONS, or are they simply LIMITING BELIEFS. In most cases you will find that what at first 

seemed to be a reason is really just a limiting belief. 

Review your answers again and determine how you will overcome each of these limiting beliefs 

and allow yourself to get in the right frame of mind to achieve the success you are truly capable 

of. 

 

1. 

 

2. 

 

3. 
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Regardless of how much you know about money and success, you can’t move forward until you 

are in the right mindset. So, before we begin going over strategies for finding and obtaining 

capital, it’s imperative that you get yourself in the correct frame of mind. Otherwise, all the 

knowledge and marketing in the world won’t net you even your first dime towards success. 

Remember, no matter what’s happened in the past, you are in full control to do something 

different in the future. 

Where is the best place to begin? Right now! So put yourself in the right “millionaire mindset” 

and just get started!  

 



 13

Chapter 2: The Law of Attraction 

 

Part of being in the right mindset for success is learning how to live within the law of attraction. 

The law of attraction essentially says that “the sooner you let go of something, the quicker it 

comes back to you.” 

When people hold too tight to money and let money control their actions, they actually repel it. 

But when you stop letting money control your actions, it will come back to you in droves. 

 

The Theory of Non-Attachment 

The theory of non-attachment is known as __________. Based on this theory, nothing really 

matters. 

 

 

 

 

 

 

 

Let go of your attachment to “money” so you can start attracting every kind of 

abundance!  
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Chapter 3: Ways You Can Use Private Money 

 

When most people think about buying real estate, they typically only think of the traditional 

process of going to the bank and asking – or begging – for a loan. In most situations, the bank 

will ask for a down payment – usually 20% of the purchase price. They will also need stacks of 

information regarding your income, debts, credit history, and just about any other piece of 

information they can think of. In addition, you generally cannot close on a bank funded real 

estate transaction for at least 30 days – usually longer. 

If you are a real estate investor who owns numerous investment properties, borrowing money 

in the traditional way can be even more difficult, as the more property you own, the less likely 

it is that you will be able to meet the bank’s requirements. 

The bottom line is that banks make borrowing money extremely difficult. 

 

What About Private Money? 

Borrowing money from private sources can be a great way to fund your real estate 

transactions. In most instances, the lender is primarily interested in the profit potential of the 

property itself and not your personal credit, income, or other debts. 

Because of this, your transactions can be processed much quicker, allowing you to receive the 

funds you need right away. This can often mean the difference between getting a deal and not 

getting a deal. In fact, oftentimes sellers will accept a lower offer on their property because a 

buyer has cash in hand and can close quickly. 

 

How Can You Use Private Money? 

Let’s go over some of the primary ways you can use private money. 

• Fix & Flips: 

 

• Front Profit: 

 

• Buy, Fix & Hold: 
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• Buy & Sell Wholesale Deals: 

 

• Be a Flash Cash Lender: 

 

• Buy Subject-To: 

 

• Lease Option: 

 

• Bailout: 

 

What other ways can you think of to use private funds? 

 

 

Is It Expensive? 

People may think that borrowing from private lenders is expensive. Although the interest rate is 

generally higher than that of a bank loan, often private money is an investor’s only option. 
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Chapter 4: Where to Find Private Money 

 

There are numerous sources of private money. Although you may have some or all of the below 

mentioned sources in your own name, one of the primary rules of investing in real estate is: 

 

NEVER USE YOUR OWN MONEY TO FUND A DEAL! 

 

Sources of Private Money 

People don’t always realize just how many sources of money there are. Investing in real estate 

could provide a much higher – and potentially safer – return.  

How many people do you know who are looking to get a better return on some or all of the 

following: 

 

• IRA’s / 401(k)’s: 

 

• Cash (Checking Accounts / Savings Accounts / Under the Mattress): 

 

• CD’s: 

 

• Stocks: 

 

• Mutual Funds: 

 

• Equity Line of Credit: 

 

• Business Line of Credit: 

 

• Credit Cards: 

 

• Foreign Currency: 
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• Tax Liens: 

 

• Other Real Estate: 

 

• Notes: 

 

• Other: 

 

Who Has the Money? 

Just about everyone has money. And, just because people have money, don’t just assume they 

know how to invest it for the best returns. For example, your doctor and your dentist probably 

make very good incomes. However, they are likely far too busy to manage their money. Possibly 

they have a financial advisor who manages their funds. However, they may also be looking for 

something better. But you will never know unless you ask! 

You may also know several people who are CPA’s. These professionals likely know lots of 

people with money! They work with clients on a regular basis discussing tax and financial issues. 

CPA’s and other similar professionals can be great sources of referrals for your business. 

Here are some sources you should consider discussing your opportunity with. Write down the 

names of at least five people you know in each category.  

 

• Family Members 

 

1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• Friends 
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1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• Doctors / Dentists 

 

1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• Attorneys 

 

1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• CPAs 

 

1. 
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2. 

 

3. 

 

4. 

 

5. 

 

• Insurance Agents 

 

1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• Financial Planners 

 

1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• Neighbors 

 

1. 
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2. 

 

3. 

 

4. 

 

5. 

 

• Local Business Owners 

 

1. 

 

2. 

 

3. 

 

4. 

 

5. 

 

• Other Contacts 

1. 

2. 

3. 

4. 

5. 

 

Where Do You Meet People With Money? 

In addition to people you already know, there are many other people who may be interested in 

achieving a better return on their money and are looking for alternatives. So, where do you 

meet these people? 
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The first thing you need to do is network. You can do this in lots of ways. In this instance, you 

may want to begin where you know others in the real estate field will be. For example, most 

metropolitan areas have real estate investment clubs that meet regularly. In their club 

meetings, you will find people who already understand the real estate industry. And, many of 

them may be looking for a solution as to what to do with their investment capital. You can be 

their solution! 

Here are a few suggestions of where to find potential lenders. 

 

• Chamber of Commerce 

 

• Leads Groups 

 

• Business Organizations 

 

• Charity Dinners 

 

• Sporting Events 

 

• Real Estate Investment Association (REIA) Groups 

 

• Seminars 

 

Often, investors will develop extensive lists of potential lenders. But that’s where it stops, and 

they never end up obtaining – or even asking for – the funds they need. 

Why? What is it that stops investors from asking people for money? One word – FEAR. 

Fear is the reason that more businesses are not built, fortunes are not made, and capital is not 

sought.  

In order to be successful and find the capital you need, you must get over your fear of asking 

people for money. Otherwise, you will never obtain the funding you need to profit from your 

real estate deals. 
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Chapter 5: The Fear of Asking for Money 

 

“On the other side of our greatest fears lies our greatest life.” 

 

Most investors are not stopped by lack of deals or by lack of funding. They are stopped cold by 

the fear of asking for money. 

If you have a hard time asking people for the money you need, it could mean one of two things. 

Either: 

• You don’t feel that they trust you. 

• You have a personal issue about asking them, such as you are too proud, you think you 

might lose the money, or they may hold it over your head. 

In either case, you must overcome your fears and forge ahead.  

 

Building Trust & Credibility 

One way to attract more lenders – and more capital – is by building trust. People generally work 

with people they know, like, and trust.  

There are several ways to build trust and establish credibility with others. Some ways include 

having: 

• Transparency. With so much fraud today, people are leery about working with – and 

handing money over to – people they don’t trust. So it is essential to give people as 

much information as they need, at least up to a limit. Be up front with your potential 

lenders. Disclose what you will do with the money. They will appreciate it. 

• Integrity. People with integrity are honest, and they generally adhere to moral and 

ethical principles.  

• Background. Discussing your background in the business will help potential lenders to 

feel more comfortable. If you are new to the business – but you work with mentors, 
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coaches, or other experts, you can truly say that you work with a group of other 

investors. Even if you’re new to the business, you’re not alone. 

• Track Record. If you’re just starting out, be honest. But also let your potential lenders 

know that you have mentors and other experts that you work with who have many 

years of experience in the field. 

• References. Once you’ve established relationships with lenders – especially after 

completing successful transactions with them – ask if they will act as a reference for 

you. Often they will happily say yes. 

• Credibility. It is easier than you think to build up credibility very quickly, in both local 

and national media. We will be discussing in detail how to obtain credibility, as well as 

how to create the “credibility snowball technique” further in this course. 

 

How Do You Ask For Money? 

There are several ways to “ask” for money. These depend on whether you have already 

established trust and credibility with the potential lender. If you have a pre-established 

relationship and the person already trusts you, then just ask. The way to go about this is to 

explain how your deals work. It is likely that the person will want more information. 

If you do not know or have an established relationship of trust and credibility with the person, 

there are several ways to go about “asking” for funding: 

• Indirectly.  

 

• Sell without selling / Educate them. 

 

• Do not “close” the sale. 

 

• Leave the door open. 

 

The key to obtaining funds from potential lenders is to “ask without asking.” By bringing up 

what you do in a conversational way – then quickly changing the subject – the person you are 

talking with actually becomes more intrigued.  

In fact, when seeking capital, you really shouldn’t be asking – or “closing” the sale – at all. 

Simply tell the potential lender what you so. This way, you are planting the seed.  
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Talk about what you do, but don’t directly ask them for funds. You could give them an example 

of how the program works, and let them know that you only work with certain qualified 

individuals. At this point, they will likely want you to give them more information. If not, you 

can always wait a few weeks and then follow up with them.  

Remember, you are aiming for a long-term business relationship. There is no hard sell closing 

necessary.  

 

Get Started NOW 

Although you may seem overwhelmed, it’s important to get started now in lining up your 

sources of capital. There will always be more to learn, and there will never be the “perfect” 

time to begin – so get started NOW. 

In fact, start lining up your money, even if you don’t have any real estate property deals. Having 

financing already in place will allow you to move much faster on good deals that you find. 
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Chapter 6: Integrity – Do You Have What It Takes? 

 

Having integrity will carry you farther in business than most any other attribute. You can be 

knowledgeable about real estate and capital, but if you have no integrity, then your business 

will not go far. 

You must run your business with integrity. Sometimes doing the right thing isn’t always the 

most profitable or enjoyable thing – but it is the RIGHT thing. 

This can include getting your lender out of a deal that isn’t making money. Or, using some of 

your personal funds to reimburse a lender’s loss. 

Here are some ways to build trust with your lenders and show that you have integrity: 

 

• Be yourself 

 

• Don’t lie 

 

• Be genuine 

 

• Be accountable 

 

• Take care of your lenders – treat them like friends 

 

• Support their businesses by referring clients to them or using their products and 

services yourself 

 

• Don’t let money control you 

 

• Associate with other business owners and leaders with integrity 
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Notes 
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DAY TWO 
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Chapter 7: The Credibility Snowball 

 

It is a well known fact that people buy things from people they know, trust, and like. A large 

part of getting people to know, trust, and like you is having credibility.  

For the people you already know, such as friends, family, and current business associates, your 

credibility is already known. For example, people who know you – especially those who know 

you well – are familiar with what you do for a living and what you are capable of. 

But what about when you are seeking capital from investors you do not already know? In this 

case, you will need to create ways to build your credibility. And, as you do more and get the 

word about your business out on a larger scale, your credibility will continue to build – or 

“snowball.” 

Building credibility can include associating with others in your field, continuing to educate 

yourself on topics related to your industry, and getting the word out to the public about your 

business. 

Building credibility can make you somewhat of a celebrity. Keep in mind, though, that being 

“famous” in this instance has less to do with actually being famous, and everything to do with 

getting the word out about your business and what it is that you do. 

Some things you can do to start building and increasing your credibility are: 

• Join Trade Organizations. Joining trade organizations will help you to network and 

associate with other business people and investors who may be interested in becoming 

a private lender with you. Becoming a member of various organizations will help you to 

get introduced to potential lenders whom you may never have had access to otherwise. 

Some trade organizations to consider joining include: 

 

- Chamber of Commerce. Joining your local Chamber of Commerce will give you 

access to business people from a variety of fields. Remember, just because 

somebody owns a non-related business does not mean they don’t have funds they 

are interested in investing. Many potential lenders may have excess funds they are 

seeking to invest, but they just may not know where to go to find good investment 

opportunities. These are good candidates to involve in a conversation about what it 

is that you do. 
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- Real Estate Investors Association (REIA). If you live in or near a large metro area, it 

is likely that there is a local real estate investors association near you. If so, you need 

to join. These groups typically meet once per month. Their meetings generally 

include a speaker, as well as networking time before and after the main 

presentation. Often people attend REIA meetings who are not so much interested in 

buying real estate themselves, but are looking more for somebody else to invest 

their excess funds for them. These are prime candidates for you to meet and discuss 

your investment opportunity. 

 

- Church. Some investors are very active in their church. If so, the members of your 

church could be interested in your investment opportunity. If you have been active 

in your church for a number of years, you are likely to have already built credibility 

with the other members. Prospecting for investment capital through your church 

really depends on your specific situation. If it seems like a good fit, then you should 

consider educating other church members on what it is that you do. 

 

• Review Books & Seminars. The more you learn, the smarter you become. Believe it or 

not, just by taking this course, you know much more than the average person about 

private lending. In fact, you probably know more about private lending now than 99 

percent of the country! This can essentially make you an expert. If you want to know 

even more, then take more courses and read more books. You can never have too much 

knowledge about your industry. But remember, even though knowledge may be power, 

it is much more powerful when that knowledge is coupled with ACTION.  

 

• Give Your Own Seminar / Speaking Engagement. About the next best thing to 

ATTENDING a seminar is GIVING one! And, if you can give a seminar – then you are 

considered an expert. Giving a seminar does not mean putting on a major show in front 

of hundreds of people. You can keep it small and simple. For example, meet with three 

or four people at your local library or volunteer to speak to a group of agents at a local 

real estate office. 

 

• Host a Webinar. Hosting a webinar is another good way to gain credibility. One way to 

go about this is to partner with another investor or lender to present the information. 

This not only gives you instant credibility, but it also could boost attendance if your co-

presenter invites people from his or her contact list as well. 

 



 31

 

• Write Articles in the Third Person. Writing articles will really help you obtain credibility 

– especially when the articles are written in the third person and look like a press 

release. In the article, explain what it is that you do. Essentially the ad looks like an 

article. You could also have the ad/article laminated and send it to family, friends, and 

other associates. We will discuss how to get into local and national media with articles 

later in this manual. 

 

• Provide References. Having references will also help you to build credibility. If you are 

able to provide testimonials from satisfied customers/lenders, then potential new 

lenders will feel more comfortable about investing with you. Once that you have just 

one deal under your belt, you will have a potential reference. The best time to ask 

someone to be a reference is when he or she becomes a happy client (or in this case, a 

happy private lender who has just made a nice return on their investment). One 

suggestion is to do your first deal with a hard money lender. Since hard money lenders 

are typically more interested in the hard numbers of the deal than in your marketing, 

they are more likely to commit to doing your first deal with you. (Provided, of course, 

that the deal appears profitable). Once that first deal is complete, you now have a 

reference! 

 

• Professional Mentorship / Coaching Programs. When speaking with potential lenders, 

you can let them know that you “work with a team of professionals at CM Yates,” and 

that you are “affiliated with a group of investors.” This is because technically, you are. If 

you are being mentored or coached by the professionals, then you are affiliated with 

them. 

 

• Prepare and Distribute Your Bio. To establish credibility, you absolutely must have a 

bio. This includes your personal bio as well as information about your company. In your 

bio, highlight your experience and your expertise. Your bio should be posted on your 

website (if you don’t have a website, you need one!), as well as in a Word format so that 

you can easily attach it to emails that you send out to journalists and other potential 

business and media contacts. 
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• Enter into the Media. Getting media attention will help to exponentially expand the 

reach of your credibility. In fact, appearing in the media is the strongest credibility 

indicator that there is. After you have appeared in the newspaper/radio/television, 

people will begin to feel that they know you. Also, media appearances will help drive 

traffic to your website. One thing to always remember regarding media articles and 

appearances – you must NOT advertise. Media appearances are for the sole purpose of 

educating people and providing information about what it is that you do in your 

business. 

 

All of these methods will help you to get into the minds of your potential lenders. By 

networking with other business people and investors, you will soon become known for what 

you do and how your real estate investing model works. Each time you are quoted in an article, 

your expert status will expand. And, when you make a TV or radio appearance, you will 

continue to reinforce your name and your business to the community. 

With the right – and continual – mix of marketing, you will begin to “pull” potential lenders to 

you. In other words, THEY will begin calling YOU – not the other way around. Conducting 

business where lenders come to you is much more efficient, too. It allows you more time to 

work on your real estate deals and to qualify the potential lenders who are already interested 

in your investing opportunities. 

 

Which methods of building credibility will you use?  

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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Chapter 8: Getting Into Your Local Media 

 

How do you make yourself “famous” without advertising? 

When seeking investors for private capital, it is illegal to advertise. This is because if you 

advertise, you will be considered as making a public offering. And, unless you have registered 

your offering with the SEC (Securities & Exchange Commission), you are not allowed to 

advertise. 

However, if you are interviewed for an article and you give information about what you do and 

how your business model works, then this is not considered to be advertising. 

 

Step-by-Step Method of How to Get Into Your Local Media 

Getting into your local media is not nearly as difficult as you might think. In fact, chances are 

that you could be quoted in an article within the next couple of weeks if you follow these steps.  

Here’s how to get started: 

 

Step 1:  Read through your local newspaper and find an article that discusses real estate. 

Make sure that the article is written with a favorable slant towards real estate 

and/or real estate investing. 

Step 2:  Find the contact information for the journalist who wrote the article. If their 

email address or other contact information is not placed directly under the 

article, you can go to the newspaper’s website and you will find it there. 

Step 3:  Email or write a letter to the journalist. If you email them, put the title of the 

article in the subject line. Then, thank them and let them know that you 

appreciate them writing such a favorable article on the topic of real estate. Let 

them know that you are the president of a local real estate investment company 

and that they can interview you for their next article about real estate should 

they need an expert on the topic. 
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 Remember, you’re not “asking” for anything. You are simply thanking them for 

writing the article and letting them know that you are an expert on the topic and 

are available to be interviewed. 

 

Doing this will not only impress the journalist, as they don’t often receive thank you notes from 

readers, but it should also place you at the top of his or her mind for the next time they write a 

story on the topic of real estate or real estate investing. 

Also, once you are interviewed and quoted in an article, it will help your local credibility, and it 

will also provide you a springboard to national media attention. 

The important thing here is that your focus is to get your name into the media. In most cases, it 

really doesn’t even matter how you did it – because often people will forget HOW you became 

well-known. (Remember how Paris Hilton became famous?) 

Points to remember about getting into the local media include: 

• Get your name out into the public 

 

• Create a stir 

 

After the Article Is Published 

Once you are quoted in an article or have written one yourself, there is the potential for 

thousands – if not millions – of people seeing it (depending on where you are located and how 

large the publication’s circulation is). 

Feel free to bask in the glory of your newfound fame – at least for a while. But there are also a 

few things to keep in mind once the article hits the newsstand and your phone starts ringing 

with potential investors. 

 

Make Sure You Are Compliant 

There is a good chance that if potential investors see your article, Compliance officers from the 

SEC will also read it. So, you may receive some phone calls from people who are posing as 

potential investors but are really from a regulatory agency. These individuals are checking to 
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see if you did the article for the purpose of recruiting capital. (Remember, you cannot 

advertise!) 

You should handle the calls from regulators the very same way that you handle calls from real 

potential investors. And, if you do it correctly, then you should have no trouble passing the 

compliance test with flying colors. 

Each and every time you receive a call, follow these steps: 

 

• Let the caller know that you were interviewed for the article because the journalist 

had a specific real estate related question they wanted answered in the article. 

 

• You also need to state to the caller that you are not looking for new investors right 

now. 

 

• State to the caller that there are a lot of “hurdles” your investors must go through in 

order to even qualify as a lender.  

 

• Also let them know that anyone who does invest with you must have the financial 

ability to lose the money they invest in case of a market downturn or other 

unforeseen event. 

 

• Tell them that you cannot quote interest rates for potential investment returns. 

 

• Conclude the phone call by telling the caller that you will take their contact 

information and if they are interested in becoming an investor in the future, you will 

send them additional information. *Note that when you say this, you should also 

reiterate to the caller that you would still need to qualify them as being a suitable 

investor before you can even discuss the matter further. 

 

At this point you are covered with regard to any compliance issues. So, if the caller was an 

agent of a regulatory agency, they will realize that you are not illegally recruiting for capital. 

If the caller was truly an investor, they should now respect the fact that you are not just trying 

to get your hands on their money. 
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Responding to Inquiries 

When the time comes to contact your callers back, there are some steps you should follow in 

this conversation as well. Remember, your potential lender could be a regulatory officer, so be 

careful to again stay within compliance guidelines. 

 

• Begin the call by reminding the person of who you are and that you are calling them 

because they had requested additional information in your previous phone call. (You 

are not advertising since the person had originally contacted you.) 

 

• Let them know that you will be opening up to new investors soon. However, in order 

to continue discussing the opportunity with them, you need to make sure that they 

are qualified. 

 

• Tell the person that you need to ask them a series of questions primarily about their 

financial situation. This is because you do not accept money from people who can’t 

afford to lose it. You MUST make this point very clear up front. 

 

At this point, if the person really is an investor (and not a regulatory officer), chances are that 

THEY will begin selling themselves to YOU and stating why you should take their money! This is 

part of the psychological tendency that people always want what they think they can’t have. 

Other points to keep in mind when you are speaking with potential investors include: 

• Don’t not appear “salesy” 

 

• Always continue to stay within regulatory compliance guidelines 

 

• You are not ASKING for money, but rather educating people on your opportunity 
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Chapter 9: Getting National Exposure 

 

Once you have entered the local media scene, you will be ready to start gaining national 

exposure. Again, obtaining exposure in national media is not as difficult as people may think. 

And, instead of conducting the time consuming task of contacting publishers one by one, there 

are methods you can use to get publishers and journalists to come to you. 

Sometimes you won’t have to do anything at all to be included in national publications. For 

example, sometimes local articles are sold to national publications to be used as “filler” 

content. This is what’s known as syndicated media. So, if a national newspaper or magazine 

needs stories, they will often buy articles from local media outlets. If they happen to purchase 

and use your article, you are now in the national media! 

There are also services available for journalists who are in need of experts to interview or use 

for stories or other needed information. You should list yourself on these websites as an expert. 

Some of these services will charge a fee, and others are free.  

Examples of the online services that you should consider affiliating yourself with are: 

- www.PRLeads.com - When writers need experts and / or quotes for their stories, 

they can go to PRLeads.com. On this website, writers post the information that they 

need. If a writer is looking for an expert on real estate investing, for example, you 

can reply to their request with an email stating your qualifications and why you 

should be interviewed for the story. Here is what your reply email should look like: 

Subject:  Title of the article 

Dear _______, 

I am a national expert on _______. 

Discuss why you are qualified to be interviewed on their topic. 

Here is a link a previous article I was interviewed for on the topic of _______. 

Here is a link to my bio / website. 
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Thank you. 

Put your contact information at the bottom so that the journalist knows how to get 

in touch with you. 

Roughly 70-80 percent of the time, you won’t hear back from the journalist. But the 

other 20-30 percent of the time, they will respond. They may be looking for a full 

interview, or they may only need just a quote or two. Either way, be sure you are 

ready. 

Usually within 1-2 weeks, the article shows up in the publication. Congratulations! 

You are now a national media celebrity! 

- www.PRWeb.com  - On PRWeb.com, you can launch a press release about yourself 

and your business. You can write an announcement about your or your business and 

PRweb.com will get your press release distributed to major news sites and online 

search engines such as Google, Yahoo News, and Bing, as well as in front of 

journalists who may be seeking an expert on your topic. You will also be able to see 

how many people actually read your release, where it was picked up, how many 

times it was shared, and how your prospects learned about your business. This is a 

great way to be able to track exactly where your leads are coming from. 

 

- www.ExpertClick.com – You can also join ExpertClick.com as an expert. Here, too, 

you can launch your bio and a news release, and you can also track the results. 

ExpertClick.com has several “levels” of membership, including a free option. 

 

All of these options allow you to get the word out about your business, and have people come 

to you who are looking for additional information. 

Regardless of the media options you choose to use, remember that when dealing with being in 

the media, either the game will play you or you can play the game. So make sure that you are 

the one in control. 

 

Where to Go Next 

List three local newspapers or publications you will target for your local media exposure: 

1) 
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2) 

3) 

 

List three national publications you will target for your national media exposure: 

1) 

2) 

3) 

 

List three online sources you will target for your online exposure: 

1) 

2) 

3) 
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Chapter 10: Creating Your Bio 

 

Before pursuing any media opportunities, you should have a written bio. Just like obtaining 

media exposure, an impressive bio is not difficult to create.  

Your bio does not have to be long. In fact, a bio that is too long may discourage people from 

reading it. But your bio does have to include information about you, your credentials, and why 

you are considered to be an expert in your topic. 

A good bio is typically one to three paragraphs long and includes information on  

• You  

 

• Your credentials  

 

• Your accomplishments  

 

• Your area of expertise. 

Even if you don’t feel like an expert, you know much more than you think you know! And 

remember, you have a back-up team of coaches and mentors as your affiliates. 

 

What to Include In Your Bio 

There are a couple of different ways that you can go about crafting your bio. You could write it 

yourself. The main drawback to creating your own bio, though, is that when people write about 

themselves, they tend to “water down” the information, not wanting to sound like they are 

bragging. If this is the case with you, then find a friend or family member and ask them to write 

your bio for you. If they are unsure of all of your qualifications, you could have them interview 

you, so that they have all of the basic information that should be included. 

If you want to get your bio created even more quickly, you can use the template below from 

Chris’ bio and simply fill-in-the-blanks.  

Feel free to change, add, or delete any words or phrases as you see fit with regard to your 

specific information. 
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Bio Template 

 

Your Name – Your Title 

Your Picture 

As the founder of <Your Company Name_, <Your Name> has an extensive background in 

___________________. He/she is the creative mind and visionary behind _<Your Company 

Name>_ and uses a variety of creative financing strategies and alternative investment models 

that have placed _<Your Company Name>_ on the cutting edge of the real estate investment 

industry. 

_<Your Name>_ has developed his/her talents under many coaches and mentors, including 

___________________________________________. 

Having been involved in _<Approximate Number>_ of complex real estate transactions over the 

last _<Time Frame>_, _<Your Name>_ is known as an expert in creative deal structures and 

complicated financing strategies in residential real estate. 

<Add a sentence or two about your family and/or other personal information.> 
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Create your bio in the space provided here. You should also type your bio into Word format so 

it may be emailed to journalists and potential lenders. In addition, if you have a website, place 

your bio there, too, so that others can view it online. 

 

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________

______________________________________________________________________________ 
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Chapter 11: Networking and Team Strategies 

 

When you are starting out, it will be necessary to do just about everything related to your 

business yourself. As your business grows, it will become necessary to better manage your 

time, allowing you to focus on specific details and tasks while delegating other activities to a 

team member. 

As your business - and subsequently your team - grows, you might feel that you need to train 

each new person as they come on board. This, however, is not the best use of either your time 

or theirs. 

In order to ensure that your team members receive the best training possible in their niche, 

find experts in each area. In fact, make sure that your team members are even better and more 

knowledgeable than you are in their specific niche. 

You will want to have the best expert available to teach your team members, so that they can 

learn all of the necessary details. Your team members training can consist of attending 

seminars, boot camps, conventions, and other educational events related to their particular 

area of expertise. You can also provide books and other training manuals that have been 

written by experts in the field. 

 

Who are some experts in the areas of real estate, financing, marketing, and other areas that 

you will use to teach your team members? 

 

1) 

2) 

3) 

4) 

5)  
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Chapter 12: Presentation Template 

 

Once you have interested potential lenders, you will need to present them with information on 

how your system works, what their role will be, and how they can make a return on their 

investment. 

Not all “presentations” have to be on stage in front of hundreds of people. In fact, some 

presentations don’t even have to be done in person! 

There are a variety of ways to get your information across. Some of your presentations will be 

done by you live and in front of interested individuals, while other presentations can be 

automated and accessed by the potential lender online via your website.  

Putting your presentation online is the ultimate way to leverage your time. It allows potential 

lenders to get detailed information, while allowing you time to be doing other things at the 

same time. In addition, online presentations are a great way to “weed out” prospects who may 

not be truly interested or qualified to invest with you. This leaves you more time to speak with 

the investors who are already familiar with your system and are more likely to be qualified to 

invest with you. 

 

Lender Presentation Formats 

Your lender presentation can take on many formats. These include: 

• Live / In Person – This involves actually speaking with people in person either in a set 

presentation venue, or spontaneously in conversation. 

 

• Phone – You can give your presentation over the phone when following up with 

qualified potential lenders. 

 

• Webinar – Webinars are presentations that are given online, but are often done live. 

This gives participants the opportunity to ask questions during or immediately after the 

presentation. (Webinars can also be recorded and replayed via your website or other 

online venue.) 

 

• Audio – Audio presentations can be live or pre-recorded. You can put your audio 

presentation on a CD and give it to potential lenders who are interested in getting 
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additional information. This way, they can listen to it at their convenience, and can also 

replay it if they want to hear the information again. 

 

• Automated – An automated presentation is the best way to leverage your time. You can 

put your automated presentation on your website, then drive potential lenders to your 

website to view the presentation at their convenience.  

 

• PowerPoint – Although PowerPoint presentations were popular several years ago, they 

are not very cost effective today given the other presentation format choices you have 

available. PowerPoint presentations take a great deal of time. Having your presentation 

recorded and online is a much better, cost effective option. 

 

• Physical Tour – Some potential lenders will want a physical tour of the property they are 

investing in with you. In some cases, this will be ok. Otherwise, don’t offer a physical 

tour unless the investor requests it. This, too, can be a very time consuming endeavor. 

Since most investors are more interested in the numbers than in the property, you 

shouldn’t have to use this option very often, if at all. 

 

Education Versus Advertisement 

Even in your presentation to potential lenders, you must stick to the fact that you are not 

allowed to advertise. Unless you have the proper licensure and paperwork to offer securities or 

a private placement, you could be reprimanded (or worse) by the SEC. 

Another reason you don’t want to advertise has to do with your opportunity itself. For potential 

investors, you want your opportunity to feel “exclusive.” If you advertise and everybody knows 

about it, your opportunity will begin to lose its exclusive feel, and may not be as appealing to 

potential investors. 

With this in mind, you need to provide education and information to potential investors in a 

way that does not say you are offering an investment opportunity.  

Investors are always looking for alternatives and better, more secure returns on their money. 

What you are offering to them, then, is not so much an “opportunity,” but rather you are 

offering them strategies to help them increase return on investment. 

You must find the proper balance between offering strategies and ideas, yet not technically 

“asking” them for funds. 
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Critical Elements of Your Presentation 

There are a number of critical elements that must be included in the presentation that you give 

to potential lenders. (*Note: When you are just starting out, you may not have all of these 

variables. In the beginning, provide the information that you can, and add the additional 

elements of your presentation in as they become available.) 

• Disclaimer – Your disclaimer is the most important element of your presentation. It will 

keep you out of trouble. It explains what it is that you are NOT doing. You could also 

expand your disclaimer to let people know that you are not making an offering, and that 

you only work with qualified investors. Your disclaimer could be a statement such as 

this:  

 

 

• Business Model Explanation – Your business model explanation tells potential investors 

what it is that you do, and how you do it. Let viewers know that your company acquires, 

renovates, and sells (or leases) residential and/or commercial real estate. Here is an 

example: 

 

Business Model Explanation 

- CM Yates locates a property to buy at a significant discount below market value. 

 

Disclaimer: This is not an offer to sell securities. Any person, entity, or organization 

must first be qualified by the company and read all of the offering documents and 

attest to reading and fully understanding such documents.  

 

This company and its affiliates are not licensed securities dealers or brokers and as 

such, do not hold themselves to be.  

 

This presentation should be construed as informational and not as an advertisement 

soliciting for any particular purpose. All securities herein discussed have not been 

registered or approved by any securities regulatory agency in accordance with the 

securities act of 1993 or any state securities laws. 
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- CM Yates borrows funds from private investors to purchase and renovate the 

property. 

- CM Yates sells the property for profit or holds the property for cash flow and 

potential appreciation. 

- CM Yates specializes in distressed properties that usually need renovation. 

- We know where to look, what to buy, what NOT to buy, and how to renovate. 

- We create value by purchasing ugly, vacant homes and turning them into attractive, 

functional, family homes. 

 

• What is Private Lending? – Give an example of how private lending works. It can be in a 

way that they understand based on what they currently know about investing. For 

example: 

 

 

 

• Credibility Indicators – Your credibility indicators include your personal and professional 

credibility, the organizations you are affiliated with, and your media exposure. For 

example: 

 

- Personal / Company Bio – This highlights your experience and your expertise. 

 

- Member of Trade Organizations – REIA groups, partnerships, affiliations, church 

groups, professional mentorship and coaching programs 

 

- Speaking Engagements – Live and / or automated. 

 

- Media Exposure – Magazines, newspapers, radio, television, internet. 

 

How Does Your Bank Make Money? 

• They take in deposits on CDs and Savings 

• They loan that same money out to other people, at a higher rate of return, to buy 

houses 

• We are simply cutting out the middle man 
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• Comparisons to Other Investments – In this part of your presentation, you can show 

how your opportunity compares to other potential places that investors could put their 

money. For example, some other potential investments or places for investor funds 

include: 

 

- Cash – Although cash is considered “safe,” funds are safer in real estate. This is 

because real estate is secured by a note/deed, and the real estate has a true value 

placed on it.  

 

- CDs – CDs pay a very low rate of interest. Anybody earning less than 8% is 

technically losing money. This is because the value of the dollar is falling. In addition, 

investors in CDs lose even more money if they withdraw their funds early and pay an 

early withdrawal penalty. Compare this to the points that an investor RECEIVES 

when they fund a real estate deal. 

 

- Stocks & Mutual Funds – These investments are not secured by anything! Many 

investors feel that the stock market will come back from its recent downturn. That 

rebound could potentially take 20+ years. 

 

Other sources of investor funds can include: 

- Equity Line of Credit – These are more difficult to get today than in years past. But, 

they could be a potential source of funds. For example, if the bank charges the 

investor 8% for the line of credit, you could pay the investor 12% for the use of the 

funds, and the investor keeps the spread. (*Note: Be sure that this strategy is 

approved for your investor, as securities regulations may prohibit the use of equity 

lines for real estate investments.) 

 

- Credit Cards – Credit cards are an often overlooked tool. If your investor has a large 

credit line available, they could use this to their benefit. These are typically best 

used for short term financing needs, though, because of their high interest rates and 

potential fees. 

 

- Foreign Currency – You can work with investors from other countries, too. And, 

working with them could be easier than working with U.S. lenders because many 

other countries do not have securities regulations.  
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- Other Assets – Your investors can also liquidate other assets or allow you to use 

them as collateral in funding your deals. 

 

Regardless of the above comparisons, keep in mind that your job is not to be your 

lenders’ financial advisor. You job is to explain the opportunity that you have created 

within your company and to compare it to what they are currently doing or considering 

doing with their funds. 

 

• Case Study with Pictures – You can also show potential lenders an example case study 

of how the entire process works. Here you can include an actual timeline of a 

transaction, such as: 

 

Joe moves his retirement account to a Self-Directed IRA account. He contacts you for 

more information about investing with your company. He then completes an investor 

qualification form and discusses his investment goals with you. 

 

Joe is interested in funding a Note and reviews available opportunities. He selects a 

Note that meets his criteria and requests to be the lender on the note. 

 

- Before and after pictures of a property – You can show examples of properties, and 

what they look like both before and after the renovation. 

 

- Example Terms of the Note – 

 

o ARV (After Repaired Value) = $160,000 

 

o Note Amount = $100,000 

 

o LTV (Loan-to-Value) = 62.5% 

 

o Term = 1 Year 

 

o Points = 1 

 

o Interest Rate = 9% 
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o APY (Annualized Percentage Yield) = 10% 

 

- Example Investor Options 

 

o Monthly Interest Payments 

 

o Quarterly Interest Payments 

 

o Annual Interest Payments (for terms longer than 1 year) 

 

o Accruing 

 

o Custom 

 

- Additional Investor Options 

 

o Rehab Escrow Account 

 

o Tax and Insurance Escrows or Pre-Payment 

 

o Longer Term Notes 

 

o Junior Position Notes 

 

o Non-Retirement Account Funds 

 

o Additional Information (such as Property Tour; Scope of Work; etc.) 

 

- The Funding Process – Walk through the entire funding process with the potential 

investors. This way, they can get a clearer picture of how the process works. For 

example: 

 

o Your company prepares the Note, Disclosure Agreement, and other 

documents 

 

o Your company pre-fills the IRA Direction of Investment forms for the 

investor 
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o The investor reviews all documents for accuracy and approves 

 

o The investor faxes signed documents to his or her IRA Custodian 

 

o The IRA Custodian wires funds to Title Company or Attorney 

 

o Title Company funds the deal 

 

o Title Company records Deed of Trust or Mortgage 

 

o Title Company sends Note to IRA Custodian 

 

o Your company begins the property renovation 

 

o Your company mails the interest payments to the IRA Custodian for 

deposit into the investor’s IRA account 

 

o Lenders have no expense! 

 

- Initial Deal Structure – Go over the case study example deal structure: 

 

o Your company’s purchase price = $71,000 

 

o Estimated renovation costs = $18,000 

 

o Closing Costs = $500 

 

o Pro-Rated Taxes and Insurance = $1,000 

 

o Total Cost Basis = $90,500 

 

o Investor Funds = $100,000 

 

o Lender Fees = $1,500 

 

o Your Company’s Cost Basis = $90,500 
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o Remaining Funds for Reserve & Expenses = $8,000 

 

- Example Returns – Here you will show what the investor’s potential return will be. 

 

Joe’s Earnings After One Year 

$100,000 Principal Invested 

+ 1 Point = $1,000 

+ Interest @ 9% = $9,000 

= $10,000 Earned in 1 Year 

10% APY 

Additional benefits = 

- Note secured by deed of trust or mortgage 

- Insured by hazard insurance policy 

 

- Post-Closing and Payoff Information – Here you will show what happens at the end 

of the deal. 

 

o Your company sends a payoff check to Joe’s IRA Custodian for 

credit to Joe’s IRA, OR 

o Joe is offered an extension for a longer term 

 

• Objections – Even if investors are interested in lending you funds, there will always be 

objections to overcome. In most cases, an objection is really just an unanswered 

question or point of confusion. Once the question is answered and the investor better 

understands the process, you can move on. Some examples of objections and their 

answers are: 

 

- What happens if my Note matures and is not ready to be paid off? 

There are multiple exit strategies: 

o You can be offered a Note renewal 
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o Your Note can be refinanced with another lender 

o A credit partner can be brought in to refinance 

o The property can be sold quickly at a discount to another investor 

 

- What happens to my investment if you die or the company fails? 

 

o Your investment is collateralized by the property, not the company. The 

business is structured to sell properties and pay off lenders/investors. 

o The property will be sold, and investors’ principal will be repaid as 

agreed. 

 

• Sources of Funds – Here you can remind investors that there are many sources of 

potential funds, including: 

 

- Self-directed IRA or 401(k) 

 

- Self-directed Health Savings Account 

 

- Checking/Savings/Money Market Accounts 

 

- CD Liquidation 

 

- Other Investment Accounts 

 

- Trust or Corporate Account Funds 

 

- Foreign Currency Accounts 

 

- Home Equity Line (if restrictions don’t apply) 

 

• Now What Happens? – If the potential lender has any questions, they can submit the 

Contact Us form on the website. If they want to proceed to become an investor, they 

will submit a Lender Application form to your company. A company representative will 

follow up and have the investor complete an Investor Qualification form. When an 

investment opportunity becomes available, the investor will be contacted. 
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• Contact Information – Since you are not advertising or selling, in lieu of a close, you will 

offer your contact information so that interested lenders can contact you if they have a 

question or want more information. Contact information should include: 

 

- Address 

 

- Phone Number 

 

- Cell Phone Number 

 

- Email Address 

 

• Disclaimer – Remind potential investors again that this is not an offer to solicit funds. 

You will end your presentation by re-stating your Disclaimer. 

 

 

 

 

  

 

Disclaimer: This is not an offer to sell securities. Any person, entity, or organization 

must first be qualified by the company and read all of the offering documents and 

attest to reading and fully understanding such documents.  

 

This company and its affiliates are not licensed securities dealers or brokers and as 

such, do not hold themselves to be.  

 

This presentation should be construed as informational and not as an advertisement 

soliciting for any particular purpose. All securities herein discussed have not been 

registered or approved by any securities regulatory agency in accordance with the 

securities act of 1993 or any state securities laws. 
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Assignments 

 

1) Locate an article about real estate in a local publication. Contact the journalist who 

wrote the article using the email/letter template in this manual. Thank them and 

compliment them on the article, and let them know that you are a real estate expert 

who is available to be interviewed. Remember to give the journalist your contact 

information.  

 Doing this exercise on a regular basis will help you to establish credibility and get your 

credibility snowball rolling! 

 

2) Give your investment opportunity “pitch” to three people. Be conversational with the 

other person and do not ask them for anything.  

 

3) If you haven’t already done so, create your bio. You can use the fill-in-the-blank 

template provided. Save your bio in Word format. If you have a website, place your bio 

on your site so that others can view it at any time online. 

 

4) Go over the lender presentation again. Begin practicing it for any live speeches that you 

give. Also, prepare your presentation so that it may also be accessed online.  
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Notes 
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Chapter 13: Private Lending Overview 

 

When seeking investors of private capital, you need to be careful to stay within compliance and 

regulatory guidelines. In many ways, there are a lot of pitfalls in the business – IF you’re not 

careful. If you stay within the federal and state guidelines, file the correct paperwork, provide 

your lenders with full disclosure, and communicate effectively, then you will be in a much safer 

position. 

Technically, any time you look for investors, you could be construed as offering a security. 

Along with that comes some very specific ways that you should – or should not – communicate 

things to potential investors.  

Some examples are: 

• Do NOT say that your investment opportunity is “safe,” “secure,” or “high yield” 

• Do not tell lenders that they can access their funds at any time. Investors will not have 

access to their funds for a set period of time. With real estate, there is no quick liquidity. 

And, these notes are not transferrable. 

• Unless you are offering a specific stated return, you cannot make any promises or 

assurances. Likewise, you cannot make any forward-looking statements or projections. 

 

Any lender that invests with you must be qualified BEFORE you discuss any type of investment 

opportunity with them.  

When working with private lenders, the proper order of procedure should be: 

• First, QUALIFY your lender. To do this, you must provide them with the Investor 

Questionnaire. This will help to determine if your investor is qualified to work with you. 

Remember, your lenders must be able to withstand the loss of all capital invested. 

 

• Second, provide your lender with a Disclosure Statement. This will clarify the potential 

risks that may be involved with the transaction. 
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• Once the investor is qualified and has read and ok’ed the Disclosure Statement, you 

must provide them with a Subscription Agreement. This agreement tells what you will 

provide for them, and what they will provide to you in the deal. 

 

• Next, your investor must receive a Promissory Note. In this note, all terms of the 

transaction are stated, including options for the lender if there is a dispute. In addition, 

the terms of the loan are stated, as well as when and how the investor is paid. 

 

• Last, Form D and Form U-2 must be filed.  

 

We will go into more detail about each of these forms later in this manual. 

When working with private lenders, there is a great deal of regulatory information that you 

must be aware of. In many cases, it is best to consult with an attorney in order to make sure 

you have taken all the necessary measures to stay in compliance with federal laws, as well as 

the laws of the states involved in your transactions. 

A good rule to work by when dealing with private lenders is to: 

• DISCLOSE all risks 

 

• Provide a DISCLAIMERS 

 

• Give all pertinent DETAILS 

 

Know Federal and State Laws 

Laws and rules may differ from state to state. It is extremely important to be in compliance with 

the rules of all states involved. Some of your deals may involve several states. This is because 

you may be located in one state, you could have a property located another state, and a lender 

in yet another. 
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Chapter 14: How to Structure Your Deals 

 

When you begin to close deals with lenders, you should have some standard terms. Although 

hard money lenders generally tell YOU what terms they offer, when you are dealing with 

private lenders, it is YOU who tells THEM what the terms of the deal will be. 

Although all of the terms could potentially be negotiable, it is much better for you to set the 

terms up front. One reason for this is that it would be nearly impossible to have different terms 

for every single lender that you work with. 

In addition to putting you in more control of the deal, having some standardized terms also 

makes things much easier to manage – especially when you begin doing multiple deals all at 

once. 

Your deals will involve many terms. These include: 

• Points (Funding Fee). Points are also referred to as “origination fees” or “discount fees.” 

They are in essence interest that is paid up front. You can pay your private lenders 

points as a fee to do the deal. With longer term deals, you may not need to pay points. 

But, you could still offer them to “sweeten” a deal for the lender. Also, if the deal needs 

to be funded quickly, you may need to offer a point (or points) to the lender in return 

for obtaining your funds fast. Typical hard money lenders charge 5 or more points. You 

will not pay your lenders this much (in most cases). You should have a standard term 

with regard to points that you pay your lenders, such as 1 ½ points per deal. 

 

• Interest Rate. Whereas the points you pay will cost you some money, your interest rate 

will not normally cost you as much. For example, on a short term deal of 6 months or a 

year, there is not a big difference between paying the lender 12% versus 15%. One way 

to find out what your lender will take is to ask them what they are currently earning on 

other investments. If you offer them 2-5% more than what they are currently earning, 

they will probably be happy with what you offer. A good rule is to give your lenders 

more than what they want, but don’t go overboard! As with points, you should have a 

set interest rate that you pay on most deals, such as 12%. 

 

• Length. The length of time you borrow money from your lenders will be determined by 

the particular deal. Some could be as short as 6 months, while others could be several 
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years. It is best to stay with deals where you borrow for a minimum of one year from 

your lenders. 

 

• Payment Schedule. Payment schedule refers to how and when you pay interest to your 

lenders. You can be more flexible on your payment schedule. In many cases, the 

payment schedule will depend on what the lender needs or is used to. For example, you 

could offer monthly or quarterly interest payments, or you could offer to pay out all 

proceeds at the end of the deal. 

 

• LTV (Purchase Price versus ARV). In this case, your fee structure should match the LTV. If 

at all possible, try not to go any higher. 

 

• Rehab Work. This variable refers to the fact that some lenders will fund only the 

property, while others will fund the property and the rehab work. 

 

• Tax & Insurance Escrows. You must remember to pay taxes and insurance on your 

properties. These are not included in the regular payment schedule because private 

lenders don’t escrow for taxes and insurance. One solution is to purchase a one-year 

insurance policy on all of your properties, then receive a premium refund when the 

property sells. 

 

• Renewal. If you are not ready to sell the property at the end of the lender’s note term, 

you can offer the lender some options. These options can include an offer of payment of 

an additional point to continue in funding the deal; having another lender take over 

funding of the deal; or selling the property quickly at a discount to another investor so 

as to cash out and return the proceeds to the original lender. 

 

• Equity Split. Sometimes lenders will want to actually be involved in the deal as a 

partner. With this option, they can receive a percentage of the profit on the deal. Try to 

avoid this option, as it is the most expensive way for you to get a deal funded. 

 

Basic Lender Documents 

There are several documents that you are required to provide to your lenders. In addition, 

optional documents may also be included. 
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Required Documents: 

 

• Promissory Note 

 

• Deed of Trust (or Mortgage, depending on the state) 

 

• Hazard Insurance 

 

Optional Documents: 

 

• Comps or Appraisal 

 

• Title Insurance 

 

• Scope of Work 
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Chapter 15: Are You Working With Securities? 

 

A security is defined as “an investment of money in a common enterprise at the efforts of 

another for a profit.” 

If somebody invests money with you in a property that YOU are supposed to rehab and sell, and 

YOU have control over – then you are essentially selling a security. In other words, if someone is 

relying on you to make a profit for them, then the investment is technically a security. 

Regulations can differ from state to state, and they are always evolving. So, it cannot be 

stressed enough that if you have questions, seek the guidance of an attorney. 

A good rule to follow is to NOT try and fly under the radar in your private money dealings. Do 

what you must do in order to stay within compliance. It is much better to be “on the radar” and 

operating legally and with integrity. That way, if you ever were to face a legal issue, you will 

have all of the documents and disclosure information you need to provide as proof. 

 

Exemption 

As a general securities rule, you are exempt from securities registration or notification if you 

are receiving lender money on property and doing 5 or less transactions per year. 

To further detail this, if you have lenders in 1st and 2nd position on the same property, this 

counts as two transactions. 

Note that this does NOT mean that you aren’t selling a security. 

 

Compliance Summary Checklist 

As mentioned, you will need to present your lenders with certain documents and 

questionnaires. These include: 

• Investor Questionnaire. (1st deal only). This is considered the investor qualification 

form. You need to make sure that your lenders are qualified to do deals and that can 

withstand the loss of the amount of money loaned. In addition, you should not accept as 

a loan more than 10% of your lenders total net worth. 
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• Disclosure Statement. (1st deal only – unless you are using non-standard terms on 

different deals). This statement outlines the potential risks that the lender may face by 

partaking in the deals. It also notifies the lender that they could potentially lose all of 

their invested funds. 

 

• Form D. This is a Federal form. It must be filed within 15 days after the first closing. 

 

• Form U-2. This is a state form. You must file a Form U-2 in each state you are operating 

in (i.e., each state you are pulling funds from, as well as the state in which the property 

is located). 

 

Accredited Investors 

You must also know whether you are working with accredited or non-accredited investors, so it 

is necessary to have investors fill out an accredited investors form. 

To be considered an accredited investor, the person must have: 

• $1 Million in assets 

 

• $200,000 annual income for an individual; or $300,000 annual income for a married 

couple 

 

Pre-Existing Relationship 

You must also have what is considered a pre-existing relationship with you lenders. For a pre-

existing relationship to technically be considered, you will have to have the lender fill out the 

Investor Questionnaire. 
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Chapter 16: Self-Directed IRA and 401(k) Investors 

 

A very large source of private lender funds will come from investors in self-directed IRAs and 

401(k)s. 

While many people think that IRAs and 401(k) can only include “basic” investments such as 

stocks, bonds, CDs, and mutual funds, that is a misconception. Because most IRA and 401(k) 

accounts are managed by traditional brokerage and financial firms, investors are taught to think 

that they may only invest in these types of assets because they are the only products that these 

institutions can sell. 

In reality, you can invest in just about any type of asset – with very few exceptions – if you have 

what is known as a “self-directed” IRA or 401(k) account. 

A self-directed Individual Retirement Account is an IRA that allows the account holder to make 

investment choices and investments on behalf of the retirement plan. In its basic structure and 

tax advantages, a self-directed IRA is technically no different than other IRAs. However, a self-

directed IRA is unique in other ways because of the elements of control and the large variety of 

available investment options it offers to investors.  

In a self-directed IRA, the account owner directs the investments rather than being restricted to 

only what a broker or bank representative offers them. By allowing a much wider range of 

investment choices, self-directed IRAs can improve the account holder’s opportunities to 

diversify their portfolios into nearly limitless investment vehicles. Therefore, in addition to tax 

free profits and the potential for faster growth, self-directed IRAs provide large tax deductions, 

asset protection and potential estate planning benefits. 

Self-directed 401(k) plans work in a similar fashion, as long as the plan of the entire group is 

self-directed. In other words, if a company has a self-directed 401(k) as their retirement plan, 

the entire group of employees involved in the plan can invest in assets such as real estate and 

other assets considered non-traditional to the typical 401(k) plan. 

 

Where Do You Find Self-Directed IRA & 401(k) Investors? 

You can find these investors in a variety of places, including: 
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- Venture Capital Clubs 

 

- REIA Clubs 

 

- Networking Events 

 

You can also locate these types of investors by giving speeches or seminars on the topic, as well 

as by hosting a joint webinar with a representative from a self-directed IRA custodian. 

When speaking with self-directed IRA or 401(k) investors as potential investors, you will want to 

simply educate them on the benefits of investing in real estate through their IRA or 401(k) plan.  

Some things to keep in mind when speaking with them: 

 

• Teach, don’t sell 

 

• Discuss investment options, not investment offerings 

 

• Do not promise exact returns or results 

 

• Offer no special perks or bonuses to IRA owners 

 

• Keep it broad 
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Notes 

 

  



 69

Notes 
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FORMS 
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Investor Qualification 

SECTION A 

 

 

ITEM I.  GENERAL. 

 

ALL INVESTORS MUST INITIAL THE FOLLOWING LINE: 

 

_________(Initial) I understand that the representations contained in this Section B are made for the 

purpose of determining my qualifications as an investor. I hereby represent that the statement or 

statements initialed below are true and correct in all respects. I understand that a false representation 

may constitute a violation of the law, and that any person who suffers damage as a result of a false 

representation may have a claim against me for damages. 

 

ITEM II.  SUITABILITY 

 

ALL INDIVIDUAL INVESTORS MUST INITIAL AT LEAST ONE OF THE FOLLOWING: 

 

______ (Initial) A. I certify that I had individual income in excess of $200,000 in each of the two most 

recent years or joint income with my spouse in excess of $300,000 in each of the two most recent years 

and I reasonably expect to attain levels of income in the current year at least equal to these amounts. 

 

For the purposes of this Questionnaire, individual income means adjusted gross income, as owned by a 

spouse, increased by the following amounts (but not including any amounts attributable to a spouse or 

property owned by a spouse): (1) the amount of any tax exempt interest income received; (2) the 

amount of losses claimed as a limited partner in a limited partnership; (3) any deduction claimed for 

depletion; (4) amounts contributed to an IRA or Keogh retirement plan; (5) alimony paid; and (vi) any 

amount by which income from long-term capital gains has been reduced in arriving at adjusted gross 

income pursuant to the provisions of Section 1202 of the Internal Revenue Code. 
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________(Initial) B. I certify that I have an individual net worth, or my spouse and I have a combined 

individual net worth, in excess of $1,000,000. For purposes of this paragraph, “individual net worth” 

means an excess of total assets at fair market value, including home and personal property, over total 

liabilities. 

 

________(Initial) C. Neither II.A nor II.B above is accurate with respect to the undersigned. 

 

Annual income $_____________________ Net Worth $ ____________________ 

 

_______ (Initial) D. I am a non-U.S. Persons as defined under Rule 902 of Regulation S of the Securities 

Act of 1933 and looking to qualify to invest under this rules of Regulation S.  

 

 

 

ITEM III.  BUSINESS ENTITY PURCHASERS (EXCEPT TRUSTS) 

 

INVESTORS THAT ARE PARTNERSHIPS, CORPORATIONS, OR OTHER ENTITIES WHICH ARE NOT TRUSTS 

SHOULD INITIAL AT LEAST ONE OF THE FOLLOWING STATEMENTS. 

 

________(Initial) A. On behalf of the investor, I hereby certify that the investor has a net worth of at 

least $5,000,000. On behalf of the investor, I also certify that the investor was not formed for the 

specific purpose of investing in the Units. 

 

________(Initial) B. On behalf of the investor, I hereby certify that all of the beneficial owners of equity 

in the investor qualify as individual investors under either Item II. A. or B. above. 
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________(Initial) C. On behalf of the investor, I hereby certify that neither III. A. nor III. B. is accurate 

with respect to the investor. 

 

Annual Income $__________________ Net Worth $_____________________ 

 

ITEM IV. TRUSTS 

 

INVESTORS THAT ARE TRUSTS MUST INITIAL AT LEAST ONE OF THE FOLLOWING STATEMENTS: 

 

________(Initial) A. On behalf of the investor, I hereby certify that the investor is a trust with total 

assets in excess of $5,000,000 not formed for the specific purpose of investing in the Units, whose 

purchase is directed by a sophisticated person having such knowledge and experience in financial 

matters that he is capable of evaluating the merits and risks of an investment in Units. 

 

________(Initial) B. On behalf of the investor, I hereby certify that all of the beneficial owners of equity 

in the investor qualify as accredited individual investors under either Item IIA or B above. 

 

________(Initial) C. On behalf of the investor, I hereby certify that neither IV.A nor IV.B is accurate with 

respect to the investor. 

 

 

Investor Experience 

SECTION B 

 

 

1. Please initial the appropriate alternative: 
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EITHER 

 

ITEM ONE: I have such knowledge and experience in financial, tax and business matters that I am 

capable of utilizing the information made available to me in connection with the offering of the Units, of 

evaluating the merits and risks of an investment in the Units, and of making an informed investment 

decision with respect to the Units, and I do not desire to utilize a Purchaser Representative in 

connection with evaluating such merits and risks. 

 

___________Initial here 

 

OR 

 

ITEM TWO: I intend to use the services of the following named person(s) as Purchaser 

Representative(s) in connection with evaluating the merits and risks of the investment in the Units and 

hereby appoint such person(s) to act as my Purchaser Representative(s) in connection with my proposed 

purchase of Units. 

 

___________Initial here 

 

List name(s) and address(s) of Purchaser Representative(s) (if any): 

 

_____________________________________________________________ 

 

_____________________________________________________________ 

 

____________________________________________________________ 
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The undersigned hereby represents and warrants that the foregoing statements are true 
and accurate to the best of the information and belief of the undersigned and the 
undersigned will promptly notify the Company of any changes in the foregoing answers. 

 

FOR INDIVIDUALS: 
 

 ___________________________________ 

 (Print Name) 

Dated: ______________________, 2009                 ____________________________________ 

  (Signature) 

 

 FOR CORPORATIONS: 
 

 _____________________________ 

 Name of Company Executive Officer  

 

Dated: ______________________, 2009 ___________________________________ 

  Signature of Officer 

 

 

 

 FOR PARTNERSHIPS: 
 

 ___________________________________ 

 Name of Partnership 

 

 ___________________________________ 

Name of Partner executing Questionnaire 

 

 

Dated: ______________________, 2009 ___________________________________ 

                                                                        Signature of Partner  
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FOR TRUSTS: 
 

 ___________________________________ 

Name of Trust 

 

 ___________________________________ 

Name of Authorized Trustee 

 

Dated: ______________________, 2009  ____________________________________ 

        Signature of Authorized Trustee 

 

 

FOR QUALIFIED PENSION PLANS: 
 

 ___________________________________ 

Name of Qualified Pension Plan 

and 

 

 ___________________________________ 

Name of Plan Fiduciary executing 

Questionnaire 

 

 

Dated: ______________________, 2009 ___________________________________                                                   

                                                                                    Signature of Plan Fiduciary  

 

or 

 

 

 ___________________________________ 

Name of Plan Beneficiary executing 

Questionnaire 

 

         or 

 

Dated: ______________________, 2009 ___________________________________ 

 Signature of Plan Beneficiary executing 
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Questionnaire 
 

 

 

 

EXAMPLE DISCLOSURE PACKAGE 

 

 
 

December 29, 2010 

 

Re:  Disclosure & Disclaimers for your investment in 

(Property name or address) 

 

 

Dear Investor,  

 

In order to comply with certain state and federal securities regulations, we are hereby providing 

you with this “Disclosure and Disclaimer” document. We ask that you sign this agreement and return to 

the Company at your earliest convenience.  
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Any reference to “Company” shall refer to CM Yates Incorporated, a Colorado Corporation for 

the purposes of this document, also known as “CM Yates.” 

 

Any reference to “Manager” shall refer to “Christopher Yates, as President for CM Yates, Inc.” 

 

Any reference to “Property” shall refer to the property located at the physical address of 

“______________________________” and owned by “Company.”  

 

Any reference to “Noteholder” shall refer to you, the Subscriber or Investor. 

 

 

If you have any questions, please direct them to our “Manager”, Christopher Yates, at: 

44 Cook Street, Suite 100 

Denver, CO 80206 

 

 

DISCLAIMER 

YOU HAVE ENTERED INTO AN INVESTMENT AGREEMENT WITH THE 

COMPANY FOR INVESTMENT PURPOSES ONLY AND NOT WITH A VIEW TO OR 

FOR SALE IN CONNECTION WITH THE DISTRIBUTION THEREOF AND HAS NOT 

BEEN REGISTERED UNDER THE SECURITIES ACT OF 1933, AS AMENDED (THE 

“ACT”).  EITHER PARTY MAY NOT TRANSFER, SELL, OR OTHERWISE ASSIGN 

THEIR RIGHTS OR INTERSTS (“TRANSFER”) UNLESS THE EQUITY INTEREST IS 

SUBSEQUENTLY REGISTERED OR AN EXEMPTION FROM SUCH 

REGISTRATION IS AVAILABLE AND THE PARTIES TO THE AGREEMENT 

CONSENT IN WRITING TO SUCH TRANSFER AND IN COMPLIANCE WITH RULE 

144 OF THE SECURITIES ACT OF 1933. 

 

EXEMPTION FROM REGISTRATION 
 

THE COMPANY IS RELYING ON THE SELF-EXECUTING EXEMPTION PROVIDED BY COLORADO 

REVISED STATUTE 11-51-308(E) WHICH READS THAT A SECURITY IS EXEMPTED FROM SECTIONS 11-51-
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301 AND 11-51-305 IF IT IS A TRANSACTION THAT INVOLVES “OTHER EVIDENCE OF INDEBTEDNESS 

SECURED BY A MORTGAGE, SECURITY INTEREST, OR DEED OF TRUST OR BY AN AGREEMENT FOR THE 

SALE OF REAL ESTATE OR CHATTELS, IF THE ENTIRE MORTGAGE, SECURITY INTEREST, DEED OF TRUST, 

OR AGREEMENT ….AND THEREBY IS OFFERED AND SOLD….” 

 

THE COMPANY IS HEREBY SELLING PROMISSORY NOTES WHICH ARE SECURED BY REAL ESTATE BY 

RECORDING A DEED OF TRUST ON THE PROPERTY OF WHICH THE UNDERLYING NOTE IS FUNDING. ALL 

INVESTORS PRIOR TO INVESTING ARE FULLY APPRISED OF THE RISKS AND TERMS OF INVESTING. THE 

COMPANY HAS MULTIPLE EXEMPTIONS FROM REGISTRATION AVAILABLE TO IT UNDER THE COLORADO 

REVISED STATUTES.  

 

RESTRICTIVE LEGENDS 

 

FOR COLORADO RESIDENTS ONLY: 

 

THESE SECURITIES HAVE NOT BEEN REGISTERED UNDER THE SECURITIES ACT OF 1933, AS AMENDED, OR THE 

COLORADO SECURITIES ACT OF 1991, BY REASON OF SPECIFIC EXEMPTIONS THEREUNDER RELATING TO THE LIMITED 

AVAILABILITY OF THIS OFFERING. THESE SECURITIES CANNOT BE SOLD, TRANSFERRED, OR OTHERWISE DISPOSED OF TO 

ANY PERSON OR ENTITY UNLESS SUBSEQUENTLY REGISTERED UNDER THE SECURITIES ACT OF 1933, AS AMENDED, OR 

THE COLORADO SECURITIES ACT, IF SUCH REGISTRATION IS REQUIRED, OR UNLESS AN EXEMPTION FROM SUCH 

REGISTRATION IS AVAILABLE. THESE SECURITIES HAVE NOT BEEN APPROVED OR DISAPPROVED BY THE COMMISSION OF 

SECURITIES OF THE STATE OF COLORADO, NOR HAS THE COMMISSION OF SECURITIES PASSED UPON THE ACCURACY OR 

ADEQUACY OF THIS MEMORANDUM. ANY REPRESENTATION TO THE CONTRARY IS UNLAWFUL.   

RISK FACTORS 

The cautionary statements in the “Risk Factor” and “Investment Considerations” sections 

below identify important factors with respect to such forward-looking statements, beyond the control 

of the Company and the Manager that could cause actual results to differ materially from those in 

such forward-looking statements. These statements, by their nature, involve substantial risks and 

uncertainties and actual results may differ materially from such forward-looking statements. 

The following factors, among others, could cause the Company’s actual results to differ from 

those implied by the forward-looking statements in any documents provided to you: 

• Changes in economic conditions generally and real estate markets specifically; 
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• Changes in regulations or laws governing the taxation of real estate; 

• Changes in the availability of capital, interest rates and interest rate spreads; and 

• Changes in generally accepted accounting principles applicable to real estate 

companies. 

Certain financial information, including target rates of return, were not prepared with a view to 

public disclosure or compliance with published SEC guidelines regarding projections, and were not 

reviewed by independent accountants. Accordingly, no opinion or other form of assurance is 

expressed. Also, the projections are based on a number of assumptions, some of which may no 

longer be accurate, and are subject to significant uncertainties and contingencies, many of which are 

beyond the control of the Company and the Manager. As such, there is no assurance that the 

projections or target rates of return will be realized; actual results will likely vary significantly from 

those shown. The distribution of the projections should not be regarded as a representation that 

the projections will be achieved and should not be relied upon in purchasing these Promissory 

Notes.    

  RISK FACTORS 

Investors should be aware that the partnership is speculative and involve a high degree of risk, 

which renders this a suitable investment only for persons of adequate means who have no need for 

liquidity in this investment. Prospective Investors should read this document and other documents 

provided by the Company and consider the risk factors set forth below and in the Company Agreement 

before making a decision to invest and should be able to bear the complete loss of their 

investment. Prospective Investors should consult with their legal, tax and financial advisors about 

an investment in the Company. No guarantee or representation is made that the Company’s 

investment program will succeed or its investment objectives will be met. Past performance is no 

guarantee of future results. 

Risks Relating to the Formation and Operation of the Company 

Investors should consider all possible risk factors, including but not limited to the 

following 

•••• The Company or the manager cannot assure that it will be profitable or that the Manager will be 

able to perform its duties successfully The Company relies totally on the Manager to operate its 

business – All decisions regarding management of the Company’s affairs will be made exclusively by 

the Manager and not by any of the Members or Noteholders. Accordingly, no person should invest 

with the Company unless that person is willing to entrust all aspects of management of the Company 

to the Manager. Potential purchasers must carefully evaluate the experience and business 

performance of the Manager and/or its principals. 
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•••• The Manager has the right to subcontract construction and/or marketing and sales – The Manager 

reserves the right, in its sole discretion, to subcontract with local contractors, marketing, and sales 

companies and certain other parties to perform some or all of the renovation, marketing, and sales 

functions. Such third party contractors have no fiduciary duty to the Members nor Noteholders, and 

may not perform as expected. The Members nor Noteholders will have little recourse 

against such third party contractors. 

•••• The Manager has limited resources – While the Manager believes it has adequate financial and 

personnel resources to serve and satisfy its obligations as the Manager of the Company, these 

resources are limited. A significant financial reversal could adversely affect the ability of the Manager 

to satisfy its obligations to manage the Company. 

•••• Members and Noteholders may suffer losses upon dissolution and termination of the Company – 

In the event of a dissolution or termination of the Company, the proceeds realized from the 

liquidation of the assets of the Company will be distributed among the Members and Noteholders, 

but only after the satisfaction of the claims of third-party creditors, including claims by any lenders 

and certain fees owed to the Manager or its Affiliates. The ability of a Member or Noteholder to 

recover all or any portion of such Member’s or Noteholder’s investment under such circumstances 

will, accordingly, depend upon the amount of net proceeds realized from such liquidation and the 

amount of claims to be satisfied. The Company cannot assure that it will recognize gains on such 

liquidation. 

Real Estate Risks 

There are also unique risks associated with investments in real estate, including but not limited 

to the following: 

•••• The Company will  be subject to the general risks involved with real  estate – 

Development, repositioning, construction, acquisition and disposition of real estate 

involves numerous risks, including, without limitation, cost overruns, adverse changes in local 

economic conditions or the neighborhood in which Property is located, competition 

from other properties, population decreases, uninsured losses and mortgage foreclosures. The 

success of the Company is totally dependent on its ability to acquire, own, operate and 

ultimately sell the Property in a profitable manner. Thus, an investment in the Membership 

Interests or Notes is subject to the risks attendant to real estate, including, by way of illustration, 

but not limitation, the following: the risk that the Company may have overpaid for the Property; 

the risk that the Company may have underestimated the costs of operating and improving a 

Property; and the risk that the Company may have overestimated the value of a Property 

upon completion of the Property’s stabilization or the time and cost of achieving stabilization. 

•••• A greater than expected general economic downturn could adversely affect the economic 

performance of the Property – Continuing weakness in economic conditions may 

reduce the demand for Property. There is no assurance that any general appreciation in real 

estate values will return or that historically low interest rates will remain. 
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•••• The economic success of an investment in the Company will depend on residential loan practices 

– As a direct result of the subprime crisis, it has become much more difficult to qualify for 

financing for the purchase of a home. In the event the lending markets remain unstable, 

difficulties obtaining financing will continue to reduce demand for homes which is likely to 

have a negative effect on pricing. 

•••• The economic success of an investment in the Company depends directly upon the 

results of operations of the Property –The Company cannot assure that certain 

assumptions as to Property, costs of positioning the Property for sale, will depend on events 

and factors beyond the control of the Manager. market conditions, neighborhood values, local 

economic and social conditions; supply and demand for property such as the Property; 

competition from similar properties; interest rates; real estate tax rates, governmental rules, 

regulations and fiscal policies; the enactment of unfavorable real estate regulations, rent 

control, uninsured losses, and effects of inflation. 

•••• External events could cause significant uncertainty in financial and other markets – Increases in 

the price of gasoline or other energy sources may have an adverse effect on the economy in 

general and may contribute to a decline in consumer confidence and spending currently being 

experienced in the U.S. A decline in consumer spending and increased cost of gasoline may affect 

the economic conditions in the region where the Company’s Property is located and the real 

estate market generally. Among other things, it is possible that interest rates may be affected 

by these events. An increase in interest rates and/or energy costs or reduced consumer 

confidence may increase the Company’s costs of owning and operating Property and may 

adversely affect the Company’s financial condition and results. Past and potential terrorist 

attacks and the subsequent military actions taken by the U.S. have caused significant 

uncertainty in the global financial markets and could have a material adverse effect on 

general economic conditions, consumer confidence and market liquidity. 

•••• Environmental liabilities are possible and can be costly – Federal, state and local laws impose 

liability on a landowner for releases or the otherwise improper presence on the premises of 

hazardous substances. This liability is without regard to fault for, or knowledge of, the 

presence of such substances. A landowner may be held liable for hazardous materials brought onto 

the Property before it acquired title and for hazardous materials that are not discovered until 

after it sells the Property. Similar liability may occur under applicable state law. If any 

hazardous materials are found within the Property in violation of law at any time, the Company 

may be liable for all cleanup costs, fines, penalties and other costs. This potential liability will 

continue after the Company sells the Property and may apply to hazardous materials present within 

the Property before the Company acquired the Property. If losses arise from hazardous substance 

contamination which cannot be recovered from a responsible party, the financial viability 

of the Property may be substantially affected. The Company does not anticipate obtaining 

Phase One environmental reports on each Investment. It is possible that the Company will 

foreclose on or purchase a Property with known or unknown environmental problems which may 
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adversely affect the Company. 

•••• Uninsured Losses – While the Manager intends to carry comprehensive insurance on the Property, 

including fire, liability and extended coverage insurance, there are certain risks which may not 

be insurable on terms which the Manager believes to be economical. For example, the Manager 

may not obtain insurance against floods, terrorism, mold-related claims, construction defects, 

or earthquake insurance. If such an event occurs to or causes the damage or destruction of a 

Property, the Company (and its Members and Noteholders) could lose all its (their) invested capital 

and anticipated profits. 

 

•••• Risk of bridge financing – If the Company is unable to dispose of property as planned 

the Company may have to make alternative plans to refinance the property. There is a 

risk that financing may not be available. 

 

 

[THE REMAINDER OF THIS PAGE INTENTIONALLY LEFT BLANK] 
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SIGNATURE PAGE – PLEASE RETURN THIS PAGE TO THE MANAGER AT: 

 

CM Yates, Inc. 

44 Cook Street, Suite 100 

Denver, CO 80206 

 

I/We, ________________________, have read the “Disclosure and Disclaimer” document provided to 

me by “CM Yates, Inc.” aka “Company”. I understand all of the risks, disclosures, and disclaimers, in 

relation to my investment. I consent to my continued investment and involvement in the Company and 

understand that I will not be able to sell or otherwise redeem my ownership/units in the Company upon 

demand and that my investment should be considered long term. 

 

Signed this _____ day of ______________, 2010.  

 

______________________ 

Signature 

 

______________________ 

Name 
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Form U-2 

Form U-2 Uniform Consent to Service of Process 

 

KNOW ALL MEN BY THESE PRESENTS: 

 

That the undersigned ___________________________________ (a corporation), (a 

partnership), a () organized under the laws of ___________________________ or (an individual), [strike 

out inapplicable nomenclature] for purposes of complying with the laws of the States indicated 

hereunder relating to either the registration or sale of securities, hereby irrevocably appoints the 

officers of the States so designated hereunder and their successors in such offices, its attorney in those 

States so designated upon whom may be served any notice, process or pleading in any action or 

proceeding against it arising out of, or in connection with, the sale of securities or out of violation of the 

aforesaid laws of the States so designated; and the undersigned does hereby consent that any such 

action or proceeding against it may be commenced in any court of competent jurisdiction and proper 

venue within the States so designated hereunder by service of process upon the officers so designated 

with the same effect as if the undersigned was organized or created under the laws of that State and 

have been served lawfully with process in that State. 

 

 

It is requested that a copy of any notice, process or pleading served hereunder be mailed to: 

_____________________________________________________________________________________

____ 

(Name) 

_____________________________________________________________________________________

____ 

(Address) 

 

Place an "X" before the names of all the States for which the person executing this form is appointing 

the designated Officer of each State as its attorney in that State for receipt of service of process:  
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___AL 

 

Secretary of State __FL 
Dept. of Banking and 

Finance 

___AK Administrator of the Division of Banking 

and Corporations, Department of 

Commerce and Economic Development 

 

__GA Commissioner of Securities 

___AZ The Corporation Commission ___GUAM Administrator, Department 

of Finance 

 

___AR The Securities Commissioner ___HI 

Commissioner of Securities 

 

___CA Commissioner of Corporations ___ID Director, Department of 

Finance 

 

___CO Securities Commissioner ___IL Secretary of State 

 

___CT Banking Commissioner ___IN Secretary of State 

 

___DE Securities Commissioner ___IA Commissioner of Insurance 

 

___DC Dept. of Insurance & Securities Regulation ___KS Secretary of State 

 

___KY Director, Division of Securities ___OH Secretary of State 

 

___LA Commissioner of Securities ___OR Director, Department of 
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Insurance and Finance 

 

___ME Administrator, Securities Division ___OK 

Securities Administrator 

 

___MD Commissioner of the Division of Securities ___PA Pennsylvania does not 

require filing of a Consent to 

Service of Process 

 

___MA Secretary of State ___PR 

Commissioner of Financial 

Institutions 

 

___MI Commissioner, Office of Financial and 

Insurance Services 

 

___RI Director of Business 

Regulation 

___MN Commissioner of Commerce ___SC Securities Commissioner 

 

___MS Secretary of State ___SD Director of the Division of 

Securities 

 

___MO Securities Commissioner ___TN Commissioner of Commerce 

and Insurance 

 

___MT State Auditor and Commissioner of 

Insurance 

___TX Securities Commissioner 

 

___NE Director of Banking and Finance ___UT Director, Division of 

Securities 
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___NV Secretary of State ___VT Commissioner of Banking, 

Insurance, Securities & 

Health Administration 

 

___NH Secretary of State ___VA Clerk, State Corporation 

Commission 

 

___NJ Chief, Securities Bureau ___WA Director of the Department 

of Licensing 

 

___NM Director, Securities Division 

___WV Commissioner of Securities 

 

 

___NY Secretary of State ___WI Department of Financial 

Institutions, Division of 

Securities 

 

___NC Secretary of State 

 

___WY Secretary of State 

___ND Securities Commissioner  

 

 

 

 

 

 

 

Dated this___________________________________ day of _________________________, 20___ 

(SEAL) 
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_____________________________________________________

By __________________________________________________

_____________________________________________________

Title 

 

 

INSTRUCTIONS TO FORM U-2 

UNIFORM CONSENT TO SERVICE OF PROCESS 

 

 

 

 

1. The name of the issuer is to be inserted in the blank space on line 1 Uniform Form U-2 ("Form"). 

 

2. The type of person executing the Form is to be described by striking out the inapplicable 

nomenclature in lines 2-4 and, if appropriate, by inserting a description of the person in the 

blank space provided on line 2 of the Form. 

 

3. The name of the jurisdiction under which the issuer was formed or is to be formed is to be 

inserted in the blank spaces on line 3 of the Form. 

 

4. The person to whom a copy of any notice, process of pleading which is served pursuant to the 

Consent to Service of Process is to be inserted in the appropriate black spaces at the end of page 

1 of the Form. 

 

5. An "X" is to be placed in the space before the names of all States which the person executing 

this Form lawfully is appointing the officer of each State so designed on the Form as its attorney 

in that State for receipt of service of process. 

 

6. A manually signed Form must be filed with each State requiring a Consent to Service of Process 

on Form U-2 at the office so designated by the laws or regulations of that State and must be 

accompanied by the exact filing fee, if any. 
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7. The Form must be signed by the issuer. If the issuer is a corporation, it should be signed in the 

name of the corporation by an executive officer duly authorized; if a partnership, it should be 

signed in the name of the partnership by a general partner; and if an unincorporated association 

or other organization which is not a partnership, the Form should be signed in the name of such 

organization by a person responsible for the direction of management of its affairs. 

 

8. If the Form is mailed, it is advisable to send it by registered or certified mail, postage prepared, 

return receipt requested.
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CORPORATE ACKNOWLEDGMENT 

 

 

State or Province of______________) 

County of _______________________) ss. 

 

 

On this ______ day of _____________, 20 _____ before me ____________________ the 

undersigned officer, personally appeared _____________________________________ known 

personally to me to be the ___________________ of the above named corporation and 

(Title) 

acknowledged that he, as an officer being authorized so to do, executed the foregoing instrument for 

the purposes therein contained, by signing the name of the corporation by himself as an officer. 

 

IN WITNESS WHEREOF I have hereunto set my hand and official seal. 

____________________________________________ 

Notary Public/Commissioner of Oath 

My Commission Expires_________________ 

 

 

 

(SEAL) 

INDIVIDUAL OR PARTNERSHIP ACKNOWLEDGMENT 
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State or Province of ____________) 

County of _____________________) ss. 

 

 

On this _______day of ______________, 20______, before me, _______________, 

the undersigned officer, personally appeared ____________________________ to me personally 

known and known to me to be the same person(s) whose name(s) is (are) signed to the foregoing 

instrument, and acknowledged the execution thereof for the uses and purposes therein set forth. 

 

In WITNESS WHEREOF I have hereunto set my hand and official seal. 

____________________________________________ 

Notary Public/Commissioner of Oaths 

My Commission Expires______________ 

 

 

 

(SEAL) 

 


