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By Investing In Real Estate 
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Á 1990 ï Financial Advisor 

Á 1993 ï Mortgage Planner 

Á 1999 ï IPO 

Á 2000 ï KendallTodd 

 

 

History 
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Á Real Estate 

ÁAsset ï  Location, Location, Location 

ÁLiability ï Location, Location, Location 

Á My Lens 

Á The Book 

Á The Problem - $1,500mo = ($1M ïor ï $18M) 

Á The Seed 

 

Outline 
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Presentation Objectives: 

Á Shifting Wealth / Perspectives  

Á Real Estate Investing 

Á  Appreciation 

Á  Cash Flow 

Á  Taxes 

Á  Depreciation 

Á Ideas Into Action 

Á A Gift 

 

Outline 
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Real Estate Property Types 

Primary House (one) ï where your client lives most of 

the time during the taxable year  

Secondary House (as many as your client can afford) ï 

 Vacation ï used >14 days or >10% days rented  

 Investment Property ï held out for rental 

Á Single Family / Duplex / Triplex / Quadraplex 

Commercial Property 

Á Multifamily  /  Office  /  Industrial  /  Retail  /  Hospitality 

houses for 

people > 5 

units 

day houses for 

workers 

housing for 

manufacturing 

/ distribution 

housing for 

shoppers 

housing for 

travelers 
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Real Estate Borrower Types 

Á You have to. 

Á a debtor ï canôt pay cash. 

Á You choose to. 

Á a creditor ï can pay cash, and 

Á believes there is a financial benefit typically in 
the form of a spread between the cost of 
borrowing and opportunity of investing. 

 

There are lots of reasons not to borrow, but there are 

only two reasons to borrow: 
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Down Payment Options 

Á100% 

 

What is the maximum down payment  

your client can make? 

Á0% 

 

What is the minimum down payment your client can 

make when they buy a new house? 
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Borrow or Pay Cash? 

Á If they borrow:  they pay interest to the 
lender for the use of their money. 

Á If they pay cash: they save interest that 
would have been paid to lender, but lose 
interest the cash might have earned 
elsewhere. 

 

Whether they choose to borrow, or pay cash, there 

are resulting implications to the clientôs wealth: 


