
Many, if not most, of our members know John
Burley as the extremely accomplished real estate
educator, trainer and coach. On Monday night,
June 13th, we are going to forget about all of that
and focus on John as a real
estate investor.

AZREIA Executive Director,
Alan Langston, will interview
John in the continuing series
of understanding the strategy,
planning, execution, decision
process, acquisition, rehab,
and sale or rental of
investment property through
exceptionally successful
investors. The idea is you will
learn, but more importantly, understand the success
characteristics of accomplished investors. You will
take specific items from their experience and apply
them to your plan of action. We want to help you
be more successful, faster. Learning from one of the
best “doers” in the business is a unique opportunity
you should take full advantage of.

Important! The scope of this interview will go
beyond real estate. John has more than 1000
completed real estate deals and a portfolio which
includes more than 300 properties, stocks, and
businesses. As the title of this article suggests, we
will dive into John, the investor, meaning we want
to give you the benefit of understanding John’s
entire investment strategy not limited to real estate.

This promises to be an extraordinary evening of
learning and understanding. Our desire is that you
will leave reevaluating your strategy and objectives.
You will evaluate whether to implement parts of John’s
plan into your own. You will be challenged to enhance
your investing and you will look at the opportunity
you have differently and with more focus.
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New Home Depot Benefit

All AZREIA members are familiar with The
Home Depot Rebate Program, the exclusive
Appliance Catalog and the exceptional Paint
Rewards automatic Gold Level for 20% off

paint. Now, you can
begin to save on gas
purchases!

Here’s how it works:

• Fuel discounts are
available through use of
The Home Depot
Commercial Revolving
Charge or Commercial
Account Card.

• Earn $0.10 per gallon in Fuel Rewards® for
every $100 of qualified purchases using your
eligible The Home Depot Commercial
Revolving Charge or Commercial Account
Card.

• Redeem Fuel Rewards® savings with your Fuel
Rewards® card at participating Shell or other
select fuel stations.

• Fuel Rewards® savings are limited to 20
gallons of fuel per purchase per vehicle.

• Some restrictions and limitations apply.

• To get started enroll your new or existing
accounts at homedepot.com/cardbenefits.

• So here’s the math: Spend $1000 and you
would earn Fuel Rewards® savings of $1 per
gallon up to 20 gallons or $20 of savings.
[$0.10 X ($1000/$100)]

AZREIA Phoenix
June 13

John Burley Interview
Insurance Update

AZREIA Tucson
June 14

Insurance Update
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Due Diligence – Some Suggestions
ExecutiveDirector’sMessage

A couple of months ago I felt it necessary to remind
members and guests of specific rules and processes designed
to keep AZREIA meetings productive for all attendees. This
month I have an even greater need to remind members of
the importance of completing their due diligence before
doing business with or providing money to anyone. Let me
explain why.

The current cycle in real estate investing is bringing in many
new people to this industry and to AZREIA, as well. The
last time I saw this many new educators, coaches, mentors,
trainers, seminars, classes or whatever else you want to call
real estate education opportunities was back in 2004
through 2006. Now this doesn’t mean those who offer these
services are doing anything wrong or are bad at what they
do. Actually, I have no idea if they are good at what they do,
bad at it or even qualified to offer what they offer. There
isn’t any licensing or regulation for the training of real estate
investing. Anyone can “hang out a shingle” and offer real
estate investing training services – anybody. The fact is
much has changed since 2006.

One of the biggest changes is the lack of any barrier to
starting and operating a business for training in real estate
investing. The advent of Meetup and other similar services
has made it virtually cost-free to establish and market this
type of offering. A week doesn’t seem to go by when I don’t
receive one or two new requests to join some sort of real
estate investing group – many of which seem to be
promoting mentoring, coaching or some type of learning
about real estate investing. What hasn’t been clear in any of
the requests I receive outside of AZREIA subgroups, is what
the motive is for the individuals starting these new groups.
Also, it’s rather easy to create a website and other marketing
material that can make anyone look extremely professional
and experienced.

So, how are new investors and even experienced pros to
complete their due diligence? Here are a few suggestions:
• Ask enough questions to be sure you know the

motivation of the person(s) offering the
education/mentoring or facilitating the group.

• Self-promotion (while not necessarily bad) can be a cause
of concern.

• Promotion of a third party. Having a networking group
to promote a specific third party could indicate a paid
for promotion relationship.

• Multiple Meetup groups funneling to one meeting or
company.

• Multiple names for the same company.
• Company or group names that attempt to leverage or

play off other companies or groups with a similar name.
• Exceptional lengthy and hard to understand contracts,

vague contract terms or no contract.
• No refund policy.
• Disparaging towards other established organizations.
Always speak with several people who have done business
with the person and/or company. Be sure they don’t solely
have a financial interest in your participation.

AZREIA has a long history of supporting other groups,
activities, trainings and networking opportunities. We
acknowledge that we can’t provide everything. We know
that external networking and educational opportunities
provide you with choices and many good ones. Please, just
be careful and complete your due diligence.

Also, very important! AZREIA has an open membership. By
that, I mean anyone can join as an Investor Member. We
don’t conduct background checks on any member as a
requirement of membership. Everyone, especially if you are
new to this business, needs to complete their due diligence
on anyone and everyone before partnering or teaming up in
any way. It is just a good business practice. Our industry
isn’t any different from any other industry. There are bad
actors in any industry. While I like to think the bad actors
can’t stand the “sunshine” of being part of an organization
like AZREIA because word spreads rather quickly if anyone
acts inappropriately, you need to always protect yourself.

Smarter investing,

Alan Langston
Executive Director, AZREIA



The AZREIA Advantage www.azreia.org 3

This question seems to be on the minds of
most people I talk to about real estate. As
the market continues to appreciate, we
can’t help but wonder if it’s going to take a
dive. Understandably, investors are always
watching the market and can be timid in
the times of growth. As we saw the unfor-
tunate events of the Great Recession of
2007 - 09, we can’t help but feel a little
skeptical of the market’s current condi-
tions. We are seeing a lot of people
qualifying for mortgages, and that is con-
tinuing to drive the entry level home

market way up. As an example: an investor
bought a home in late 2014 for $124,000,
did minimal work (new flooring), and sold
that property in 2016 for $163,000. That’s
a huge increase in value in just over 14
months. Additionally, they were able to
rent out the home for $1,100/month dur-
ing that time.

Buyers who are seeking to acquire buy-
and-hold rental properties are also having a
difficult time getting on-market homes
because of the extremely high competition.
For the most part, the investors we work
with target entry level homes $120,000-
$250,000, and those properties are exactly
what entry level buyers are looking for.
Because of the recession, many people had
foreclosures and bankruptcies. As we are
getting further away from then, more and
more buyers are now qualified to purchase
a home. Since they felt the wrath of over-
exposing themselves and buying more than

they could afford, the buyers seem to be
staying on the safe side of leverage. This
makes it difficult for investors to purchase
homes for less than market value. In some
cases an investor will have to pay cash at
full list price to even be considered,
because a lot of financed buyers are willing
to pay more than list price for the home.

We are also seeing a lot of investors selling
right now. Most of the investors we helped
acquire properties from 2008-2013 are
now selling. The market traditionally has
its ebbs and flows, and right now we are
riding the upward wave in values. We have
not hit the same high values that we had at
the peak, but it does seem to be getting
close. Some areas in other parts of the
country have actually surpassed peak val-
ues. Markets cannot go up forever.

As we continue to head upwards, it’s not a
matter of if the market will head back
down, but when?

AZREIA Advantage:PropertyManagementExpert
Are We Heading for Another Crash?

Wendy Tanner

Caldwell
Property Solutions

2500 S Power Rd, 218
Mesa AZ 85209

Direct: 480-212-7171
Cell: 480-939-9222
Fax: 480-212-7172

by
Wendy Tanner
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We are seeing more of these deals as it is a
way for investors to make money. If you
are looking to get into this game, one of the
most important pieces will be your account
servicing company. Whether you are a
buyer using a seller carryback (where the
seller lends you the equity to purchase the
property) or a wrap (where the seller loans
you a portion of the equity as a 2nd lien
wrapped around the existing loan already
on title in a first lien position) you never
want to proceed without a reputable
account servicing company.

Some investors specialize in carrybacks and
wraps so don’t try to re-invent the wheel.
We have talked in previous articles about
partners. This is one of those times! Partner
up with one of your fellow
investors on your first couple of
transactions and learn from
them. I can tell you the first
thing they will do is recommend
their go-to account servicing
company.

The servicing company, much
like the title/escrow company
will take your (buyer and seller)
mutual written instructions on
how you want the money han-
dled and what documents you
want them to hold. They take it
one step further by collecting
the payments each month from
the buyer and disbursing the
funds in accordance to the writ-
ten instruction mutually agreed
upon by the Seller/Lender/Payee
and the Buyer/Borrower/Payor.
The servicing company will also

send you a statement of accounts at the end
of each year so you may use that to meet
with your tax professional to determine
appropriate tax deductions.

Your title/escrow company in most cases
will require you to have an account servic-
ing company in order to close your
transaction. The serving company will typi-
cally hold the final documents of release as
well so when you are ready to pay the seller
in full you simply contact the servicing
company for a payoff and they hold the
release document already executed by the
seller. I always require servicing because I
ran into an issue once. We were trying to
pay off a loan that had no servicing in place
and the buyer and seller/lender were not
agreeing to the payoff amount that had a
difference of about $6,000. The buyer had
to go with what the lender/seller was asking
for because they were refusing to release the
lien without being paid what they claimed
they were owed. This is a great example of
why a servicing company is so important.

Chicago Title is under a huge umbrella with
multiple title companies across the nation
and under that umbrella, we also have an

account servicing company. When you
think of a conventional lender, even they
hire servicing companies to handle the serv-
icing of the loans. Do not leave that in the
seller’s hands.

Without a servicing company who will hold
the release? Who will pay the lender if it is
a wrap? The fees are very minimal for the
peace of mind it gets you. Most servicing
companies average a set-up fee of $75-$200
depending on the services you will require
and a monthly fee of $15-$20 - again
depending on the services that you need.
Typically the buyer pays the set up and
monthly servicing fees but that is all a part
of the contract negotiations. The typical
loan term for a seller carryback or a wrap is
24 months so even the worst case scenario,
the total cost for servicing would be about
$680, pretty inexpensive for the peace of
mind!

As the largest Title Company in the nation,
Chicago Title is committed to your success
and has the resources to help! Please don’t
hesitate to contact us with any questions
you have.

AZREIA Advantage:TitleExpert
Seller Carrybacks & Wraps are on the Rise

Jill Bright
AVP/Sr. Acc’t. Manager
Sales and Marketing

Chicago Title Agency
14200 N. Northsight
Blvd., Suite 100

Scottsdale, AZ 85260

Phone: 480-998-9298
FAX: 480-998-9307

by
Jill Bright
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Money is personal. Unfortunately,
most financial institutions have led
us to believe that it is all about
them…their research, their invest-
ment philosophy, their advice and
most importantly, their products.
Their message goes something like
this: “We are experienced invest-
ment gurus. You aren’t. We know
the market. You don’t. If you follow
our advice and invest in our well
diversified asset allocation strategies,
you will be financially successful.”

Recent market performance has cer-
tainly made us re-evaluate this
premise, hasn’t it? When investment
professionals are paid big commis-
sions for products that don’t perform
as illustrated and are based on histor-
ical returns that “don’t guarantee
future results”, we get angry. When
the reality of those future results ends
up being a substantial decrease in
your retirement savings, we get even
angrier. To add insult to injury,
many of the companies some of you
have paid to lose your money, have
been bailed out by the U.S.
Government with, once again, your
money (i.e. taxes). Anger no longer
expresses how most Americans feel
today. You feel that your trust has
been immensely violated.

As with most things in life which are
built on trust, once it is broken, they
can’t go back to how they were
before. One lesson my nineteen year
financial career has taught me is that
the only way to have financial success
is to Trust Thyself. To be able to
Trust Thyself, you must Know thyself
and be honest about your current
level of knowledge about money.
You must also Educate thyself. You
must learn before you can earn. You
must Discipline thyself, which trans-
lates to not risking money you can’t
afford to lose and not spending
money you don’t have. Lastly, you
must Commit thyself. Only direct
your IRA money into real estate
investment strategies you fully under-
stand and feel comfortable with.

It’s your money. It’s your financial
future. Stop believing that someone
else will care more about those two
things than you will, they won’t (no
matter how much you pay them). Is
it easy? No, it’s very hard. Are there
short cuts? No, there aren’t. Can you
be successful? Yes, but you will have
failures along the way. Get up quick-
ly, learn from your mistakes and
avoid making them again.

I’ll close by sharing one of my per-
sonal investing mantras, which I
hope you apply in your financial life:
“If I lose money, I don’t want there
to be anyone else to blame but
myself.”

Happy Investing!!

AZREIA Advantage:Self-DirectedIRAExpert
Trust Thyself

J.P. Dahdah
Chief Executive Officer

Vantage Self-Directed
Retirement Plans

www.VantageIRAs.com/AZREIA

20860 N. Tatum Blvd. #240
Phoenix, AZ 85050

Phone (480) 306-8404
Fax (480) 306-8408

by
J.P. Dahdah
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There has been a lot of publicity about the
recent HUD Opinion regarding criminal
background checks. It’s important for all
landlords to understand the context of the
Opinion, so that they may properly adapt
their policies to be compliant.

Last year, the Supreme Court approved of
the “disparate impact” test in fair housing
cases. This means that even if a landlord
implements a neutral policy, if it is shown
that the policy has an unintended statistical
impact on a protected class, the landlord can
be liable for violating fair housing laws. In
other words, even if the landlord did not
intend to discriminate, the landlord can still
be liable if it was statistically shown that a
specific protected class was negatively
impacted by the landlord’s policy.

The recent HUD Opinion resulted from the
Supreme Court’s decision. The Opinion
provides historical data showing that Black
and Hispanic men are significantly more
likely to have been convicted of crimes than
white men. The Opinion applies this data
and the “disparate impact” test to screening
residential rental applicants. HUD takes the
position that landlords must tailor their
application standards so as not to discrimi-
nate against protected classes. Thus,
prohibiting all applicants with criminal
records, without further analysis, violates fair
housing laws. The Opinion sets forth impor-
tant requirements for the landlords’
application criteria:

• First, an arrest alone is an insufficient
basis for rejecting an application because
an arrest is not proof that a person com-
mitted a crime. Only convictions prove
that a person committed a crime.

• Second, a blanket prohibition against all
criminal convictions is not narrowly tai-

lored and must be eliminated. Landlords
may not adopt criteria under which an
applicant will be denied solely because
the applicant has a felony conviction.
Instead, landlords must tailor their crimi-
nal background standards to account for
factors like when the felony occurred and
the type of felony at issue. An analysis of
these factors (nature of crime, severity of
crime, and date of crime) must be based
on the landlord’s legitimate business
interests and must have empirical sup-
port. For example, an applicant who was
convicted of DUI 20 years ago is likely
not a danger to other residents or the
property, and that applicant should not
be barred from residency because of the
old conviction.

• Third, even when an applicant has been
convicted of an offense that may be
grounds for denial of his or her applica-
tion, HUD has indicated that the
applicant should be given an opportunity
to provide mitigating factors regarding
why his or her application should not be
denied. This raises many concerns for
the landlord, including how to determine
the truthfulness of what the applicant
provides, and the subjectivity of analyz-
ing such information. Regardless, it

appears clear that applicants should be
given an opportunity to explain why the
criminal history shouldn’t bar their occu-
pancy. For example, application forms
can be revised to give space for an appli-
cant to list mitigating factors when he or
she has been convicted of a crime, or
applicants can be given a form letter
about explaining mitigating factors, when
their application is denied.

It is important to note that both Fair
Housing Acts – Arizona and federal – allow
discrimination against persons convicted of
the production and distribution of a con-
trolled substance. Therefore, a landlord
may still adopt a blanket prohibition against
these criminal convictions. For all other
convictions, a landlord must create a sched-
ule of types of crimes and dates since the
applicant completed his or her sentence in
order to determine whether to approve or
disapprove of applicants. We expect that
many industry groups will develop stan-
dards based upon real data related to
repeated violations and severity of criminal
convictions. Until that is done, landlords
should change their current policies to
ensure that they are compliant with the
issues by the Opinion.

AZREIA Advantage:LegalExpert
HUD Opinion – Criminal Background Checks

Mark B. Zinman,
Attorney

Williams, Zinman
& Parham P.C.

(480) 994-4732
www.wzplegal.comby

Mark Zinman

(480) 994-4732 • www.wzplegal.com
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It’s refinance time! Make sure to take
advantage of these amazing rates! In the
meantime, here are some different situa-
tions that borrowers may run in to.

How do I determine the loan
amount when I have a
non-occupant co-borrower?
A Non-Occupying Borrower Transaction
refers to a transaction involving two or
more Borrowers in which one or more of
the Borrower(s) will not occupy the prop-
erty as their Principal Residence. For
Non-Occupying Borrower Transactions,
the maximum Loan-to-Value (LTV) is 75
percent. The LTV can be increased to a
maximum of 96.5 percent if the
Borrowers are Family Members, provided
the transaction does not involve:
• a Family Member selling to a Family

Member who will be a non-occupying
co-Borrower; or

• a transaction on a two- to four-unit
property.

• Family Member is defined as follows,
regardless of actual or perceived sexual
orientation, gender identity, or legal
marital status:

• child, parent, or grandparent;
• a child is defined as a son, stepson,

daughter, or stepdaughter;
• a parent or grandparent includes a

step-parent/grandparent or foster par-
ent/grandparent;

• spouse or domestic partner;
• legally adopted son or daughter,

including a child who is placed with

the Borrower by an authorized agency
for legal adoption;

• foster child;
• brother, stepbrother;
• sister, stepsister;
• uncle;
• aunt; or
• son-in-law, daughter-in-law, father-in-

law, mother-in-law, brother-in-law, or
sister-in-law of the Borrower.

To be eligible, all occupying and non-
occupying Borrowers and co-Borrowers
must take title to the property in their
own name or a Living Trust at settlement,
be obligated on the Note or credit instru-
ment, and sign all security instruments.

5 to 10 financed Properties –
Changes to the Reserve Require-
ments effective immediately.
Calculation of Reserves for Multiple
Financed Properties
If the borrower owns other financed prop-
erties, additional reserves must be
calculated and documented for financed
properties other than the subject property
and the borrower’s principal residence.
The other financed properties reserves
amount must be determined by applying a
specific percentage to the aggregate of the
outstanding unpaid principal balance
(UPB) for mortgages and HELOCs on
these other financed properties. The per-
centages are based on the number of
financed properties:
• 2% of the aggregate UPB if the bor-

rower has one to four financed
properties,

• 4% of the aggregate UPB if the bor-
rower has five to six financed
properties, or

• 6% of the aggregate UPB if the bor-
rower has seven to ten financed
properties (DU only).

The aggregate UPB calculation does not

include the mortgages and HELOCs
that are on:
• the subject property,
• the borrower’s principal residence,
• properties that are sold or pending sale,

and
• accounts that will be paid by closing

(or omitted in DU on the online loan
application).

Simultaneous Second Home or
Investment Property Transactions
If a lender is processing multiple second
home or investment property applications
simultaneously, the same assets may be
used to satisfy the reserve requirements for
both mortgage applications. Reserves are
not cumulative for multiple applications.

Example: A lender is simultaneously pro-
cessing two refinance applications for two
investment properties owned by the bor-
rower. The application for property A
requires reserves of $5,000. The applica-
tion for property B requires reserves of
$10,000. Because the reserves are covering
the same properties, the lender does not
have to verify $15,000 in reserves, but
only those required per each application.

Quick Tips:
1. Be aware that you will be asked to get

most of your financial documents
2. Pre-Qualifications take between a few

hours to a few days depending on the
borrower and borrower cooperation in
gathering documents, investors with
multiple business and properties usual-
ly take longer

3. Be diligent in gathering your docu-
ments, don’t be lazy and drag it out!

4. Don’t get mad at your Loan Officer, it’s
not his fault.

5. Let go of the past, we are not in 2007
anymore

“Growing our business, one satisfied
customer at a time”

Andrew Augustyniak
Licensed Mortgage
Loan Originator

Peoples Mortgage Co.
2500 S Power Rd.
Bldg. 11, Ste. 225-2
Mesa, AZ 85209

Phone: 480-735-4095
EFAX: 480-882-0877

by
Andrew Augustyniak

AZREIA Advantage: LendingExpert
Different Situations for Every Borrower
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AZREIA Phoenix Meeting AZREIA Tucson Meeting
Monday, June 13 Tuesday, June 14
Celebrity Theatre Tucson Assoc. of Realtors

AZREIA Prescott Meeting Phoenix Real Estate Club
Tuesday, June 7 Tuesday, June 24
Yavapai Title 24th St. Conference Ctr.

Let’s get focused on success while being practical at the same time.
How? Well, with two different, but important topics along with
different ways to handle each. We start with getting you completely
up to speed with what you need to know about insuring your
income property. Every Buy & Hold investor needs to hear this!
Next is the latest market information through the third month of
the Spring cycle. Lastly, we continue with our Investor Interview
Series. This month AZREIA member John Burley will be
interviewed. The questions will focus on how John lines up his
investors, maximizes cash flow and builds wealth for the future.

Phoenix Workshop and Prescott Main Meeting –
Properly Insuring Your Rentals
Virtually every real estate investor thinks their properties are
properly insured. Fact is almost every real estate investor has no
idea. This should be unacceptable. This month’s Workshop will get
you informed and up to date on what you need to know about
insuring your rental properties. Come with your questions.

Market Update with Alan Langston
The latest in trend analysis for the US, Arizona and Greater
Phoenix including existing homes, new homes, foreclosures, REO,
short sales and traditional sales. Also, a complete analysis of the
economic condition of Greater Phoenix with trend analysis of
employment data, bankruptcies and current events shaping the real
estate investing market. This is must know information for the
serious real estate investor.

Phoenix Main Meeting – Investor Interview
One of AZREIA’s most successful investors, John Burley, will be
interviewed by our Executive Director, Alan Langston. John is an
expert in all aspect of investing. This interview will focus on how
John is successful raising investor funding, maximizing cash flow
and building wealth. We will dive deep into how John acquires
property and gets it ready to deliver monthly cash flow. We will
explore how he sets up his relationships with funding investors to
provide long term benefit and wealth. John has seen and reacted to
all the different market cycles. His experience and knowledge
ensure this will be an exceptional session of learning and
information.

Phoenix Real Estate Club – The Best Real Estate
Investing Network Anywhere!
Haves & Wants, Structured Networking activities and the Market
Discussion all combine to make the Club an integral part of any
active investor’s month. There will be a timely presentation or
discussion topic, too!

Prescott Main Meeting – NOTES: You Can Be the
Bank! with Tom Chase
Thousands of notes (loans) are sold off by banks and private
lenders to individuals, hedge funds, and other investors. Is this a
play for you? In this session, you’ll learn:

• What is a performing note?
• What is a non-performing note?
• How do I find them, what are the risks, and what are the

returns?
• What are the benefits vs Buy and Hold investing in rental

houses?
• Can I do this right here in Prescott?
• How can I learn more?
• How can I benefit, if I don’t want to “go in deep”?

Phoenix Agenda
5:15 – Workshop
6:00 – Trade Show &Guest Orientation
6:45 – Main Meeting – Market Update & Featured Presentation
9:00 – Adjourn

Tucson Agenda:
5:15 – Open Networking
5:45 – Networking: Investor-to-Investor, I Have – IWant,

Tucson Market Discussion
7:15 – Main Meeting
8:30 – Adjourn

Prescott Agenda:
5:30 – Networking, “Haves andWants” &Market Overview
6:00 – Main Meeting
7:15 – Adjourn

Phoenix Real Estate Club
5:30 – Open Networking
6:00 – Networking: Investor-to-Investor, I Have – I Want,

Market Discussion
7:30 – Main Meeting
8:30 – Adjourn

Monthly Meetings

“Helping Investors is our Passion”
BUY & HOLD SPECIALISTS

Dawn Kirkpatrick,
SFR, CLHMS, CNE

Chris Kirkpatrick,
CRS, ABR, CRIR, CSSN, CSSPE, e-Pro, SFR, RSPS

21040 N.Pima Road
Scottsdale,AZ 85255
Bus: (480) 585-0101

Chris’Cell: (480) 326-2454
chris.kirkpatrick@realtyexecutives.com

Dawn’s Cell: (480) 600-0010
dawnkirkpatrick@realtyexecutives.com

Let us help assist you in achieving your Real Estate Goals.We are Realtors® who are real estate
investors with experience and who specialize in BANK OWNED, SHORT SALE PROPERTIES, Buy &
Hold, and Landlording. Let us help you navigate through the complexities of SHORT SALES &
BANK OWNED PROPERTIES from our specialized training and hands on experience.

• Diamond Club Award
(Top 3%) - 2013, 2012

• Executive Club Award
(Top 10%) - 2013, 2012,
2011, 2010

• Silver Team Award - 2012
• Bronze Team Award - 2011
• Scottsdale Association of
Realtors Top Producer - 2012

• Top 1% of Agents in MLS -
1st Half 2013
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AZREIACalendarofEvents
Check www.azreia.org for the current schedule.

Q: I am in the process of buying a home from an owner
that was going to let the property go into foreclosure.
She let her son move into the house six months ago,
and says that they have no lease and he doesn’t pay
rent. She won’t make him leave, so if I buy it I will
have to evict him. What can I do?

A: If the owner is unwilling to do the eviction before
close of escrow, you will take title to the property
subject to whatever rights he has as an occupant.
Therefore, it is critically important that you go talk

to him and understand what rights he claims he has in the
property. (It may be a good idea to tape record the
conversation). The problem is, when you buy a property
with a person in it, you have a legal obligation to find out
the occupant’s claim to the property and you take it subject
to their claims. If the owner is telling the truth, and the
occupant has no lease, you can serve him a demand for
possession and do an eviction. However, if it turns out he
has a 10 year lease at a market rent that could be a
significant problem if you don’t do your due diligence.

Mark B. Zinman, Williams, Zinman & Parham P.C.

Information contained in this article is for informational purposes only and should not be considered legal advice.
You should always contact an attorney for legal advice and not rely on information published here.

AZ.R.E.I.A., Inc. (the “Association”) does not: (1) render legal, tax, economic, or investment advice, (2) investigate its members, or (3) represent or warrant the quality of goods or
services provided by its members, the honesty, integrity, reliability, motives and/or resources of its members or their officers, directors, managers, employees, agents, and/or con-
tractors. Consult your legal counsel, accountant, and other advisors as to risks and legal, tax, economic, investment and other matters concerning real estate and other investments.
Members will comply with the Code of Ethics of the Association.



The AZREIA Advantage www.azreia.org 11

Property Listings Complete listings online:
www.azreia.org

Note: All real estate advertising in this newsletter and on our website is subject to the Federal Fair Housing Act of 1968. Please visit
www.azreia.org for complete notice on fair housing and for additional information on each property listed.
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AZREIAMonthlyMeetingsataGlance

Phoenix Workshop and Tucson Main Meeting – Properly Insuring Your Rentals
Virtually every real estate investor thinks their properties are properly insured. Fact is
almost every real estate investor has no idea. This month’s Workshop will get you
informed and up to date on what you need to know about insuring your rental properties.

Market Update with Alan Langston
The latest in trend analysis for the US, Arizona and Greater Phoenix including existing
homes, new homes, foreclosures, REO, short sales and traditional sales. This is must
know information for the serious real estate investor.

Phoenix Main Meeting – Investor Interview
One of AZREIA’s most successful investors, John Burley, will be interviewed by our
Executive Director, Alan Langston. This interview will focus on how John is successful
raising investor funding, maximizing cash flow and building wealth.


