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Key Words要点整理


持份（Equity）


“equity”原本是指，个人持有某项共有资产的实质部分（例如不动产的产权、公司股份等），或是持有部分资产的权利（例如不动产的继承权）。以房地产来说，最单纯的持份就是对象的所有权。另外一种持份形式，就是日前广受讨论的不动产投资信托（REITs），也就是把房地产的所有权分割成细小单位，再转为像是股票一样可以自由交易的有价证券。

台湾地区的房地产交易，在正式出现REIT商品之前，曾出现许多类似REIT的持份小单位化商品。投资模式是由对象开发者把产权持份分割出售给多位投资人，而投资人除了获得投资权益凭证外，还享有对象使用权或各种选择权，例如在日后把持份转换成公司股票、开发者向投资人回租，或是开发者在若干年后用特定价格买回等。但是由于当时缺乏相关法制的配合，投资人权益无法获得充分保障，大都以失败收场。从1976年的台北芝麻酒店、1969年的台北财神酒店，一直到1985年的高雄新跃层等案件，投资人血本无归的案例不胜枚举。

其中，财神酒店要算是最具代表性的案例。1965年，当时的建商公会理事长刘成懿打出“你买我的，我租你的，5年后统统还你”的广告诉求，集资兴建财神酒店，把大楼分割卖给306个业主。后来刘成懿挪用财神酒店资金，引爆产权争议，进入法拍程序。酒店虽然被大陆地区的工程公司标下，但持份所有人还是继续抗争，最后由沈长声等人以鸿源投资机构的名义入主。不久之后，鸿源机构破产倒闭，鸿源的15万名债权人顿时成为财神酒店的持份所有人，1992年的债权人协调会议，还得借用林口体育场才能举行。


租用者的优先购买选择权（Lease Option）


“lease option”是一种房客享有购屋选择权的租赁模式，房客可以在租约结束时，决定是不是要用事先协议的价格买下租用的房子。房客每个月必须在租金之外，多付一笔额外的权利金，租金加权利金的总额会高于市场的租金行情，租约则是1年到2年不等。如果房客选择买下房子，权利金可以抵扣日后购屋的款项，如果房客选择放弃购买权，则房东可以留下这笔权利金。一般来说，即使房客选择放弃，权利金总额通常会低于同时间房价贬值的金额，而且房客也可以有足够的时间彻底了解这栋房子，因此这种租赁模式最常被现有资金不充裕的首购族采用。对房东来说，透过这种租售方式，可以让银行相信自己的房地产很快有出售的机会，有利于获得银行贷款。另外，房东也可以借此获得未来一年内的稳定现金流，对房东来说也是一种好处。



5分钟摘要





英文



房地产投资这个领域依然充满商机，任何想要从事这个行业的人，仍然可以借着买卖房地产而赚进大把钞票。要真的借买卖房地产赚大钱，在实务上必须精通5项关键技巧：

[image: figure_0005_0003]


一旦精通这5项技巧，你就具备了立即开始投资房地产赚钱所需的一切。然而为了赚取丰厚的利润，光知道这些技巧是不够的。你还必须在日常的房地产投资活动中，不断运用这些技巧。要创造令人称羡的成果，关键是你做了哪些事，而不是你知道哪些事。简单来说，就是不要只是光说不练，而是要真正放手去做。



Main Idea







中文



The real estate investment field is still wide open, and anyone who wants to can still make good money by buying and selling real estate. To achieve that in practice, you have to master five key skills:
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Once you master these five skills, you have everything you need to get started today making money investing in real estate. To reap the big rewards, however, it's not enough just to know what these skills are. You also have to apply them in your own real estate investment activities day-by-day and week-by-week. It's in the doing rather than in the knowing what to do that impressive results are generated. In short, don't just think about it, but get out and do it.



技巧1　建置搜寻机制——全时运作的标的搜寻机制　
英文



主要观念

要成功投资房地产，必须定期搜集许多房地产标的作为候选名单。要做到每周规律地搜集标的，必须利用下列5种方法来发掘潜在房地产标的：


	打电话给卖家，并且简单了解屋况与交易条件

	设置一些“我要买房子”的广告牌

	在分类广告栏刊登广告

	邮寄广告文宣

	建立转介网络，可以帮忙介绍买卖标的



支持概念

不论你是投资新兵或是老手，要成功经营房地产投资事业，就必须持续寻找投资机会作为候选名单。有鉴于此，你应该定期做下列5件事情来搜集房地产标的：

1　打电话联系卖家

你应该打电话给目前刊登售屋或租屋广告的屋主，问问他们有没有意愿跟你谈些不同的售屋条件。不必谈得深入，只要稍微提一下下列几个问题：


	如果屋主是要售屋——就问：“我觉得你的房子满不错的，怎么会想要把房子卖掉呢？”

	如果屋主是要出租——就问：“我想租比较长的时间，至少要租2年以上，可以吗？然后，如果我都准时缴房租，你会不会考虑在2年以后把房子卖给我？”



上述问题可以让你看出卖家的态度是不是积极。如果卖家是因为要买另一间房子，所以要卖掉现在的房子，他们就会希望在新房子成交前，赶快把手上的房子脱手。此外，如果屋主已经对维护出租的房子等房东应尽的大小义务感到厌烦，他们也会比较愿意考虑你买下房子的提议。无论屋主卖屋的原因是什么，应该只需要跟屋主谈个2分钟左右，就可以判断卖家的态度是不是积极的。如果卖家态度并不积极，就把目标转到其他标的，不必花心力跟态度消极的卖家周旋。

2　设置一些广告牌

制作一些低成本的广告牌，广告可以写上下列信息：

[image: figure_0008_0005]


想办法定期在不同地区设置新广告牌，每周大约设置50个，还要确定这么做不会违反当地的规章或法令。然后架设一条电话专线，利用录音机或计算机语音留言系统，预录你想要购屋的讯息作为留言说明，并且让来电话的屋主能够留下名字和电话号码。

3　在地方报纸的分类广告栏刊登广告

在地方报纸刊登类似下列的广告：
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在大部分地区，在每周出刊的免费小型报纸刊登广告的效果都非常不错，像是《省钱专家》、《锱铢必省》等报。如果你全年所有期数都要刊登广告，看看能不能谈到一些折扣。广告要刊登在报纸“房地产出售”的版面上，千万不要登在像是“房地产服务”等版面上，因为根本就是浪费时间。

4　邮寄广告文宣

在附近的印刷店印制一些明信片，在明信片上写上类似下列的讯息：
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在附近的印刷店印制明信片，然后把明信片分别寄给几种不同特性的族群，并且追踪各批邮寄带来了多少交易机会。例如，你可以寄明信片给当地房地产在外地的屋主或房东，这些人可能因为不想再为了找房客、维修房屋等琐事烦心，会想卖掉自己的房子。每批寄出去的明信片都要印上不同的分机号码，才能追踪每次邮寄的效果。追踪成效可以帮助你决定，是不是还要继续邮寄这些广告。

5　建立转介网络

为你的房地产投资事业印制500张名片，然后利用下列的方法使用你的名片：


	每天，至少和两位熟人联系，请他们介绍有可能要卖房子的人给你。给他们名片，提醒他们有这么一件事。

	每周或者每个月定期认识一位新的房地产经纪商、房贷经纪人或其他专业人士，请这些人只要一遇到想卖房子的人就介绍给你。

	只要有人介绍客户给你，都要再跟他们联系，让他们知道结果。如果谈成了一笔生意，就付给他们100美元当作介绍费，或是其他你认为适当的金额。如果介绍人介绍给你的案子最后没能谈成，还是要寄给他们5到10美元作为谢礼。

	设定持续性的目标——要求自己每周或每月要认识一定数目的新介绍人，要他们介绍态度积极的潜在卖家给你。把你每个月增加了多少介绍人的人数记录下来，确定自己有持续在开发新的介绍人，而不是光靠现有的人脉。

	为了加强自己厚植转介网络的冲劲，只要达成自己设定的月目标，就犒赏一下自己。





Skill 1　Create a Deal Finding Machine—that runs all the time in the background　
中文



Main Idea

To make good real estate investments, you've got to be regularly generating a cluster of real estate deals to consider. To do this week in and week out, you should have five ways of uncovering potential real estate deals:


	Dial people who are selling and do a quick check

	Put up some "I BUY HOUSES" signs

	Run your own classified advertisements

	Do your own direct mail programs

	Build a referral network to bring deals to you



Supporting Ideas

Whether you are a beginning investor or an old hand, to build a successful real estate investment business, you'll need to generate an ongoing selection of investment opportunities to choose from. With this in mind, you should be doing five things on a regular basis to generate real estate deals:

1　Dial people and have a chat

You should call property owners who are currently advertising their properties for sale or rent and ask whether they would be interested in selling to you on flexible terms instead. This doesn't need to be a complex conversation, but something like this:


	For Sale ads—Ask: "Your house sounds really nice. Why would you ever consider selling it?"

	For Rent ads—Ask: "I'm looking for a long-term rental of at least two years. Is that okay? Now, assuming all of my rental payments come in on time, would you consider selling at the end of two years?"



These questions will indicate whether or not they are motivated sellers. If they're selling because they have another house purchase pending, they will be motivated to sell quickly before the other deal closes. Alternatively, if they're tired of looking after a rental property and all that entails, they will also be open to an offer to purchase. Either way, it should only take two minutes speaking to the owner to get a feel for whether they are a motivated seller or not. If they're not motivated, move on to the next deal rather than trying to work with an unmotivated seller.

2　Put up some signs

Have some inexpensive signs printed up like this:

[image: figure_0012_0008]


Try and put up about 50 or so new signs each week in different neighborhoods. Make sure you comply with any local bylaws or city ordinances in doing this. Then set up a separate telephone number with an answering machine, or a compute-based voice mail system with an outgoing message stating your interest in buying houses along with the ability to let the caller leave their name and phone number.

3　Place classified ads in local newspaper

Place some ads in the local newspapers like this:

[image: figure_0013_0009]


In most areas, the small free weekly newspapers like the Penny Saver or Thrifty Nickel papers work very well. See if you can get a discount if you run the ad in every issue for a year. Run your ad in the "Real Estate For Sale" section of the paper. Do not run it in anything like the "Real Estate Services" section because that is a total waste of time.

4　Do your own direct mail programs

Have some postcards printed at your local print shop like this:
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Have some postcards printed up in your local print shop. You then mail them to different groups of people and track the number of leads this generates. For example, you might do a mailout to out-of-town owners and landlords. These people might be interested in selling to avoid the hassles of finding tenants, maintaining their properties, etc. Use a different extension number for each of your mailouts so you can track your results

on each. This will help you decide whether or not you should repeat these mailouts again.

5　Build your referral network

Have 500 business cards printed up for your real estate investing business and then use them in this way:


	Every day, ask at least two of the people you already know to refer leads to you. Give business cards to remind them.

	On a regular basis—weekly or monthly—introduce yourself to a new real estate agent, mortgage broker or other professional. Ask them to send you any people they meet who might be interested in selling their houses.

	Whenever someone gives you a referral, get back to them and let them know the outcome. If you sign up a deal, pay them a finder's fee of$100 or whatever amount you feel is appropriate. If the lead didn't work out, send them a$5 to$10 thank you gift anyway.

	Set ongoing goals—for how many new people you're going to ask to send you potential motivated sellers each week or month. Keep a written record of how many people you've added to your referral network each month, and ensure you're moving forward in this area rather than relying on the people you've already spoken to.

	To increase your personal motivation to build your referral network, come up with some rewards you can give yourself when you've achieved your goals each month.





技巧2　分析能力——具备分析房地产对象及交易条件的能力，发掘适合自己的标的　
英文



主要观念

传统的想法认为，要靠投资房地产赚钱，关键就在“地点、地点，还是地点”。你必须改变自己的想法。最适合你的房地产标的应该包含下列3项要素，这3项要素依重要性排列分别是：


	态度积极的卖家

	付款条件——双方都能接受的价格和条件

	物件的地点和屋况



如果可以很快地排除不符合上述3项要素的标的，你就有更多时间去洽谈真正能成交的标的。

支持概念

从事房地产投资最常听到的迷思之一就是：“决定房地产价值的要素就是，地点、地点，还是地点。”这是不正确的，因为只要你能谈成有利的价格和条件，就能够获利。实务上，有3项要素决定了房地产标的是不是能够赚钱，这3项要素的比重分别如下图：
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房地产标的是不是能赚钱，其实要看这件标的是不是具备了下列3项要素：


	售屋态度积极的卖家——最好是设定了成交限期的卖家。大多数卖家都会想掩饰自己卖屋的动机，而且会有点像冰山一样，把90％售屋理由隐藏在台面下。你必须挖掘出一些隐藏在台面下的信息，才能够了解卖家是不是真的很想把房子卖掉。

	付款条件——最好能全部付现，换得比应有价格便宜很多的折扣，或是谈成很好的条件，可以让你在对象增值时还能用原有价格买进。房地产标的必须有合理的价格和条件，才能够让你赚钱。

	对象的地点和屋况——长期来说，地点和屋况当然很重要。这两项因素确实会决定对象的价格和交易条件，但事实上，只要卖家的态度够积极，而且价格或条件又很合理，在任何地区投资任何对象都会赚钱。如果房子位在高价地段，你或许可以开出稍好的价格，但调高的差额不需太大。地点不是能不能成交的决定因素，卖家展现出来的积极售屋态度，反而才是最重要的。



认为地点最重要的投资人，会把大多数的时间用来找出自己想要投资的地区。这种投资人通常会死命地在自己想投资的地区寻找最好的标的，因为他们已经把绝大多数的时间和资源，投入在挑选自己想投资的地区上。相对地，按照上述投资制胜3项要素比重来寻找标的的投资人，会用自己大部分的时间和卖家联系，了解卖家的动机。这些投资人也会花比较多的时间训练自己，让自己更懂得怎么找出态度积极的卖家，以及怎么跟卖家打交道。选择投资标的重点不同，使得这类型的房地产投资人具备比较好的谈判技巧。

有鉴于此，在跟房地产卖家谈话时，最重要的就是要弄清楚，他们是不是真的很想卖房子。你最好能够在2分钟之内作出这样的判断。尽速决定对你非常有利，因为从事房地产交易最浪费时间的事，就是跟卖房子意愿不高的卖家打交道。

态度积极的卖家一定要同时符合下列两种不同条件：


	这些卖家会有不得不把房子卖掉的理由，而且通常会订有一个迫在眉睫的成交期限。要了解售屋理由的最好方法就是问卖家这个问题：“我觉得你的房子真的很不错。你怎么会想要把房子卖掉？”

	这些卖家的房地产持份很高，不急着全部套现。要了解卖家的情况，可以问卖家下列问题：


	“这房子目前是不是闲置的？”

	“你这房子是不是用来出租或投资的？”

	“你现在是不是住在别的地方？”

	“这房子你的持份很高吗？”







成功经营房地产投资事业的关键在于，多跟几个人聊聊，然后找出态度积极的卖家。你应该要在跟卖家通电话的2分钟后，就弄清楚卖家的态度。弄清楚对方有多积极想要售屋以及他目前的状况。如果卖家是要用这间房子变现的所有资金去买另一间自用住宅，那这些卖家的态度就不会太积极，你应该没办法说动这些卖家。最好能在一开始就搞清楚卖家的状况，你才可以趁早把目标转移到其他更好的标的上。

在跟卖家谈话时要记得一件事，绝对不要劈头就问：“成交时是不是要一次付清？”所有的卖家都会回答：“是！”你其实应该婉转一点。关键是，你得弄清楚卖家是不是要用这笔卖房子的钱换购另一间自用住宅。如果是，那你就没什么用武之地了，最好去耕耘另一亩良田，不要想促成卖家绝对不会点头的生意。

你还必须让卖家了解，自己买他们的房子是为了投资，而不是自用。许多卖家不喜欢跟房地产投资人打交道，因为卖家会觉得房地产投资人满脑子只想着要怎么才能转手赚最多钱。为了应付对方可能会有的排斥心态，你必须尽早表明自己买房子的目的。如果你已经确定对方是个态度积极的卖家，而且其他条件也不错，你就可以接着问：“最后一个问题。我是一个投资人，我只会对好地段上的好房子有兴趣，请问……你的房子是不是在好地段上的好房子？”这样的问题可以帮你转移谈话重点，原本要为自己是个投资人辩护，反而会变成对方要证明自己要卖的是在好地段的好房子。这可以让你在日后的协商中占到有利的位置，还可以传达给卖家正确的讯息。在一开始就把自己购屋的目的说清楚，可以为日后的协商成交打下良好的基础。



Skill 2　The Ability to Analyze—Be able to analyze real estate deals and find those that are right for you　
中文



Main Idea

Conventional thinking states that making money with real estate is about location, location, location. You have to change your thinking. The right real estate deals for you will have three factors in this order of importance:


	A motivated seller

	Financing—a price and terms everyone can live with

	The location and physical condition of the property



If you can eliminate the deals that don't meet these three conditions quickly, you'll have more time to work on the deals you can actually complete.

Supporting Ideas

One of the most pervasive myths surrounding real estate investment is: "Real estate is all about location, location, location." This is incorrect, because you can actually make money on any property if you can get the right price and terms. In the real world, the formula for winning real estate deals is:
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Winning real estate deals actually depend on three factors:


	Finding a seller who has a strong motivation to sell—preferably with a set deadline by which a deal has to be put in place. Most sellers will try and keep their motivation secret and will be a little bit like an iceberg—they will keep 90 percent of their reason for selling beneath the surface. You have to find out a little bit of that hidden information to know whether or not they are genuinely motivated.

	The financing price and terms—being able to purchase the property for cash at a steep discount to its actual value or getting great terms that will let you hold on to the property while it appreciates in value. For any real estate deal to make sense, the numbers have to stack up.

	The location and physical condition of the property—which obviously will be important over the long haul. These factors do determine what the right price and terms for a property are, but the simple fact is you can make money on any property in any location if you have a motivated seller and the right financing or terms. If the house is in a top location, you might be a little bit more generous with the price you're willing to pay, but that premium will be small. It won't make or break the deal in and of itself. Instead, the presence of a seller with a strong motivation to sell is essential.



Location-based investors spend the bulk of their time identifying which areas they want to invest in. They often struggle to find the best deals in those locations because they commit more time and resources into selecting their area than anything else. By contrast, investors who follow the winning deal formula outlined here spend the majority of their time connecting with sellers and understanding their motivations. They spend more time mastering the arts of identifying motivated sellers and dealing with them. This different emphasis equips this type of real estate investor with better negotiating skills.

With all this in mind then, the first thing you want to know when speaking with a real estate seller is whether or not they are motivated. You should be able to determine this in two minutes or less. Again, this is advantageous, because the greatest single time waster in real estate is trying to deal with a non-motivated seller.

Motivated sellers always combine two different things:


	They have a compelling reason why they need to sell the property, usually combined with a looming deadline. The best way to check for this is to ask: "You know, this sounds like a great property. Why would you ever consider selling it?"

	They have lots of equity in the property and don't need to cash everything out immediately. To check the seller's situation, ask questions like:


	"Is the property vacant at the present time?"

	"Is this a rental or investment property for you?"

	"Are you already living someplace else?"

	"Do you have a lot of equity in the property?"







The key to building a real estate investment business is to talk to lots of people and identify the motivated sellers. This should be achieved with just a simple two minute conversation over the phone with the buyer. Find out their level of motivation and their situation. If they need the money from the sale of their property in full to buy the next house they want to move to, they won't be a motivated seller, and you probably won't be able to do anything with them. It's better to know this up-front so you can move on to better opportunities.

Note that in talking with the seller, you should never come right out and say: "Do you need all your cash when the deal closes?" All sellers will say yes to this question. You actually have to be a little bit more subtle. The key is to find out whether or not they need their cash to close on the next house they want to live in. If that is the case, there is little room for you to work and it's better to move on to greener pastures rather than attempting to structure a deal they won't ever agree to anyway.

You also need to convey the fact that you're an investor and not just someone wanting to buy a house to live in. Many sellers dislike working with a property investor because they feel like all they're interested in is grinding out the best deal possible. To preempt that potential objection, you have to signal your intentions early on. When you have identified that the seller is motivated and in a good situation, you then ask: "One final question. Because I am an investor that focuses on nice homes in nice areas, can you tell me…is this a nice home in a nice area?"By asking this, you shift the focus of the conversation away from you justifying yourself as an investor and instead you ask the seller to justify they have a nice home for sale in a nice area. This will create the right setting for future negotiations, and will send all the right signals to the seller. Doing this early on lays a good foundation to have worthwhile negotiations as the deal comes together.



技巧3　设计交易条件——让买卖双方皆大欢喜的交易条件　
英文



主要观念

找到态度积极的卖家之后，接下来就要想个令卖家能够满意的购买策略。在你设定这笔买卖的条件时，也要把脱手转卖的策略一并考虑。投资房地产能不能获利，决定的因素是买进的价格和条件，不是出售的条件。出售只不过是在收割先前设定的成果，这个成果是早在你谈成个好价格时就已经种下的。

支持概念

房地产买卖要能赚钱，你必须一并考虑购买策略和脱手策略。这两种策略各有不同选择，你应该把这些选择牢记在心。以下分别说明：

购买策略

你可以同意全部付现或跟卖家谈条件。
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如果打算全部付现，你出的价格最高不应该超过对象“现有”价值的70％。所谓对象的“现有”价值是指，房屋整修后的市价扣除整修费用的价值，而房屋必须整修到能够在90天内售出的程度。因此，如果你的标的值45万美元，而你估计要花5万美元才能整修到可以出售的状况，那么你开出的付现价最高就只要40万美元的70％，也就是28万美元。

如果你要开出一些购买对象的条件，那么你就可以采用下列3种不同的购买策略：


	以现有贷款条件为前提——也就是卖家把房子过户给你，由你帮卖家支付每个月的贷款款项。这种方法通常能够吸引那些有贷款逾期未缴，房子马上就要被银行取消赎回权（在美国，办理购屋贷款期间房屋所有权归贷款银行所有，所以“银行取消赎回权”相当于台湾的银行行使查封）的屋主。你会获得房地产所有权，而卖家仍然背负房贷的债务。

	租用者享有优先购买的选择权——你先签订一份长期租约，在租约中附带购买房地产的选择权，让你可以在租赁期间用特定价格收购这间房子。这样的方法可以让你拥有房地产的使用权，包括再出租的权利，并且可以让你把房地产的售价锁定在特定的价格之内。

	所有权人负担——卖家同意你用本票支付部分或全部的价款。这种方法通常可以吸引那些没有房贷压力，也不急于取得价款的屋主。由于卖家可以赚取利息，又可以每个月固定收到价款，这样的条件对某些卖家来说是很有吸引力的。



要注意的是，只要能用好价格和条件买进，房地产投资人就保证能够获利，他们的获利不是靠日后转手时的有利卖价。这类投资人对房价的估算也比较保守，所以即使需要其他投资人合资，每个人都还是能获得不错的利润。

脱手策略

以下是5种最常见的脱手策略：


	在零售市场出售——把房子交给房仲业者代售或是自售，通常是卖给打算买来自己住的人。一般说来，这不是最好的策略，主要是因为下列几项原因：


	你会和其他待售的对象竞争

	你必须支付代售佣金（大约是成交价的3％到6％）

	要找到买家有时候会花很长的时间

	买方必须去融资





	“过水”——由另外一位投资人支付你转让费，买下你的议约权。这个方法可以让你马上得到一笔现金。虽然获利较低，但可以比较快有现金入账。

	把房子租给传统的承租户——然后用租金去付贷款，并且寄望你的房子能够在这段期间增值。只不过把房子出租要注意下列几个潜在问题：


	你必须负担房子的维修费用

	管理出租的房子要花时间

	房客搬迁之后，还必须多花些时间和费用处理房子





	提供“先租再买”的选择权——也就是去找有意愿买下这栋房子的承租户，赋予承租户在租赁期间用约定价格买下这栋房子的选择权。跟承租户签这种租约的好处是，房客会把房子当成是自己的一样小心照料。在合约中必须明订下列几项承租人的义务：
	支付选择权权利金（大约是成交价的3％到5％），而且不得要求退还



	每月支付稍高于一般行情的租金

	负担房屋修缮费用





	由卖家提供部分融资——你把房子转手，然后把全部或部分的成交价金当作是提供买方的贷款，让买方日后再偿还。因为你愿意提供资金协助，那些原本没有能力接受你开出价格的买家，就可以买下你的房子。你甚至可以不用担心现有的贷款，因为你可以跟买家收取高于自己贷款利率的利息赚取差价，每个月为自己带来一笔不错的收入。使用这种方法有下列几项好处：
	可以排除其他竞争对手脱颖而出



	不必委由房仲业者代售，可以降低成本

	可以找到很多愿意帮你付过户费用的买家

	可以加快房子出售的速度

	省去不少贷款的麻烦

	大幅增加有兴趣的买家人数

	可以把售价抬到最高







要使用哪一种策略，某种程度是要看你所在地的房市景气循环而定：


	在景气热络、房地产增值快速的市场，值得投资的标的会比较少，但每件标的却可以让你获得比较高的利润。以现有贷款为前提条件或附有优先购买选择权的长期租赁，这两种购买策略通常是最适合的。

	在景气平平、房地产增值幅度缓慢而稳定的市场，要保障自己能够有好的获利，你必须把每月支付给卖家的金额压低，或是一开始就谈成比较大的差价。

	在低迷甚至是停滞的市场，到处都是卖家，要在这样的市场获利，关键在于怎么找到价廉物美的标的，这时你应该想办法跟足够持份的卖家谈个漂亮的价格，或是跟有能力提供优异融资条件的人打交道。





Skill 3　Structure Your Real Estate Transactions—in such a way that all parties are happy　
中文



Main Idea

Once you find a motivated seller, you then have to come up with an acquisition strategy they are happy with. You should structure this deal with your exit strategy in mind. In real estate investment, you make your money when you buy a property for the right price and terms, not when you sell. All you're doing when you sell is harvesting the profits you've already set up by negotiating the right purchase transaction in the first place.

Supporting Ideas

To put together a profitable property transaction, you need both an acquisition strategy and an exit strategy that sync together. There are options in both areas you should keep in mind:

Your acquisition strategy

You can either agree to pay cash for the property or agree to terms with the seller.
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If you're offering cash, the highest price you should pay is 70% of the "As Is" value of the property. The "As Is" value of the property is the after-repair market value of the house less the costs of getting the house into condition so it will sell in 90 days or less. Thus, if you have a house worth$450, 000 and you estimate it will cost $50, 000 to get it ready to sell again, the most you should pay for it is 70% of $400, 000 that is $280, 000.

If you're offering terms to buy the property, you have three different acquisition strategies:


	Subject to the existing financing being continued—meaning the seller deeds you the house and you take over making the monthly payments to the lender in the seller's name. This will often be attractive to people who are behind on their mortgage payments and are facing an imminent foreclosure. You get to own the property while the seller owns the debt on that property.

	Lease option—you negotiate a long-term lease with an option to purchase the property at a specified price during that lease term. This gives you possession of the property (including the right to sub-lease it to others) and control over the sale of the property at a locked-in price.

	Owner carry—the seller accepts a promissory note for some or all of the money owed to them. This is often attractive if the seller owns the property outright and doesn't need the proceeds from the sale immediately. The idea of earning ongoing interest combined with steady monthly payments will be attractive to some sellers.



Note that property investors lock in their profits when they buy at the right price and on the right terms. They aren't dependent on the right seller materializing later on. They are conservative with their estimates so that if necessary, an additional investor can be brought into the deal and there will still be enough profits for everyone to do all right.

Your exit strategy

The five most commonly used exit strategies are:


	Retail the property—list it with a real estate agent or sell it yourself, usually to someone who intends to move into the house themselves. This is often not the best strategy as:
	You'll be competing with all the other properties for sale



	You have to pay a sales commission (3 to 6 percent)

	It can take a long time to find a buyer

	Your buyer has to find finance from a lender





	"Flip" the deal—you sell your contractual rights to another investor who pays you a cash fee to assign your contract to them. This can generate instant cash for you. Your profits will be smaller but the cash will be available sooner.

	Lease the property to a traditional renter—and let the rent paid service your mortgage while the property is hopefully appreciating in value. The only potential problems to watch out for here are:
	You have to pay to maintain the property



	It takes time to manage a rental property

	It takes time and expense whenever a tenant leaves





	Offer the property on a rent-to-own basis—where you find a tenant who will lease your property for an agreed upon term during which time they can exercise an option to purchase the property at the specified price. The good thing about this type of agreement is you get renters who act like house owners. As part of your agreement, the tenant agrees:
	To pay a nonrefundable option fee (3 to 5 percent)



	To pay a slightly higher monthly rent

	To pay for maintaining the property





	Sell with some owner financing—you sell the property but make all or part of the purchase price a loan the buyer pays back over time. By being willing to provide funding help, you can sell to buyers who would otherwise have been unable to purchase a property in your price bracket. You might even leave your existing loan in place and charge the buyer a higher interest rate for their funding, giving you a nice monthly income from the spread. The advantages of this are:
	You eliminate your competition and stand out from others



	You can often sell without an agent, lowering your costs

	Many buyers will agree to pay your closing costs

	You'll be able to sell the property quicker

	You'll have fewer hassles with lenders

	The pool of interested buyers will be substantially bigger

	You'll be able to charge top dollar for your property







Which of these strategies you use depends to some degree on the general cycle of your local real estate market:


	In a hot market where prices are appreciating rapidly, there will be fewer deals to look at but your profit on each will be greater. Buying subject to the seller's existing loan or buying on long-term lease options will usually work best.

	In medium markets where growth in real estate value is slow and steady, you have to lock in some sweeteners by building in lower monthly payments to the seller or bigger profit margins up front.

	In slow or cold real estate markets, there will be loads of sellers. The key here is to do smart deals by negotiating a great purchase price with a seller who has equity to play with or working with someone who can offer exceptional financing terms.





技巧4　练就谈判技巧——具备能够让对方点头成交的谈判技巧　
英文



主要观念

要靠投资房地产赚钱，就必须让卖家接受你的条件。要能每次都说服对方，实务上必须透过下列5项步骤：


	进入正题前，先暖一下场

	事先跟卖家约定，卖或不卖对方一定要通知你

	暗示提醒卖家有售屋的需要

	搜集卖家的财务讯息，好设计出双赢的交易条件

	提出能够符合卖家需求的条件



支持概念

要能够轻松且成功地谈成一笔有赚头的房地产生意，你必须依照下列5项步骤一一执行：

1　暖场

进入正题前先暖个场，同时找出买双方共同的立足点，建立谈判卖双方共同的立足点，建立谈判的基础。要做到这一点，你通常可以从花个几分钟聊些双方都喜欢的话题。你可以用下面这个问题当开场白：“谢谢你邀请我过来，可不可带我四处看看？”

然后再找一、两件事来赞美卖家，让卖家对你产生信赖感，并且拉近彼此的距离。

2　事前的默契

接下来你要试着事先跟买家约定好，要买家在会面结束前让你知道他们的想法。换句话说，如果你提出的条件并不是卖家想要的，你宁可早一点知道，不要绕了一大圈之后才知道是白费功夫。你可以这么跟卖家说；“好了，我们要到哪里坐下来好好谈一谈？我不知道我们最后谈出来的结果是不是你想要的。如果我提出来的条件你不太能接受，可不可以请你马上让我知道？”

事先和卖家约定好之所以这么重要，是因为可以避免卖家跟你说“要再考虑看看”。

3　动机

第三步，就是暗示提醒卖家有售屋的需要，和他所面临的时间压力你可以用下面这个问句来起头：“那么我现在能够为你做些什么？”

要提高成功的机会，可以利用下列两种方法：


	装出购买意愿不高的样子——“我不确定自己有没有办法接受这样的条件，不过如果……，不知道你意下如何。”

	用否定的语气——“这样的想法你可能连谈都不想谈，对不对？”



这种方式可以让卖家渐渐了解到，你才是最可能在限定时间内买下他们房子的人。

4　价钱

只有在你对卖家的售屋动机有了一定的了解之后，才能进一步谈到价钱。这个阶段的目标是，充分搜集卖家财务状况的信息，提出能让买卖双赢的交易条件。在搜集信息的同时，你也要想办法冷却卖家满心的期待。一开始就要先问：“你刚刚说这间房子希望卖多少钱？”

然后你要运用下列的手法，想办法压低卖家开出来的价钱：


	利用卖家开出来的价钱设定出议价的范围，把卖家开出来的价格当作上限，再设定一个比较低的价格当作底限。

	问卖家他认为“实际上”能卖到的价格是多少“了解卖家的售屋动机后，才能进一步谈价钱。”

	问卖家愿不愿意把房子交给房仲业者去卖，如果会，就表示卖家心里真正可以接受的价格是，他们开出来的要价再扣掉6％的中介费。



在还没把价格压低之前，不要写出任何金额，然后你就可以把较低的价格当作总价来计算。

5　假设性问题

最后一步，就是要把所有卖家告诉你的讯息整合起来，订出适当的价格，既要能够符合卖家最大的需求，也要能让自己赚到钱。

如果你要用现金购买这栋房子，你可以说：“先生，我不确定能不能说服我的合伙人接受这样的条件，但如果我能说服他全额付现，你觉得怎么样？当然，你得给我们非常好的折扣，对我们才划算。不过，你会想谈这件事吗？我是说，你大概很不喜欢这个想法，对吧？”

如果你要设定一些交易条件来买这栋房子，你可以说：“先生，不知道这样行不行，如果我每个月定期帮你偿还部分的贷款，并且负责房子日常的修缮费用，过了一段时间之后，我再付你一笔钱把房子整个买下来，你说好不好？这么就可以符合你目前最迫切的需要，对不对？我们是不是可以朝这个方向谈一谈，还是你不会考虑这样的条件？”

如果你先提出一些概略或浮面的想法，然后逐步把选项缩小成几种假设的状况，你就可以营造出一种情境，让卖家慢慢开始接受那些他原先应该会排除的提议。在对谈的过程中，要让卖家觉得这些想法是自己提出来的。为了让这种感觉更逼真，你可以装出一副天人交战的样子，然后心不甘情不愿地接受这个条件。这是可以避免卖家日后又反悔的唯一办法，也是一种很管用的谈判技巧。



Skill 4　Have the Negotiation Skills—needed to get the other party to say YES!　
中文



Main Idea

To make money in real estate, you've got to get the seller to agree to your terms. To achieve this consistently in practice is a 5-step process:


	Build rapport with the seller

	Get an up-front agreement they will make a decision

	Help them connect emotionally to their reason for selling

	Gather the financial details so you can think win-win

	Come up with terms that meet the seller's needs



Supporting Ideas

To simply and successfully negotiate a profitable real estate deal, follow this five-step process:

1　Rapport

Build some rapport with the seller, and create some common ground on which to base the negotiation. You usually do this by spending a few minutes talking about topics you both like. You might start by asking: "Thank you for inviting me over, can you show me around?"

You then find a few things you can compliment the seller on so you create a bit of trust and affinity.

2　Up-front

Next you're trying to get an up-front agreement they will let you know where you stand by the end of your time together. In other words, if what you suggest is not a good fit for them, you'd rather know that fact sooner instead of much further down the track. You do this by saying: "OK, where's a good place for us to sit down and talk this through? I don't know if what we'll discuss will end up working for you or not. If the proposals I make are not a good fit for you, would you be willing to let me know right away?"

The reason why this is important to agree upon right at the outset is you avoid the situation where the seller says he or she will think it over.

3　Motivation

The third step is to help the buyer connect emotionally to the reasons why he or she wants to sell, and the limited time available. You can start the ball rolling by asking: "So what were you hoping I could achieve for you here today?"

To enhance your chances of success:


	Come across as a reluctant buyer—"I don't know if I can do this or not, but what would you think if…"

	Use negative phrasing—"This is probably an idea you wouldn't even want to bother talking about, right?"



This gradually helps the seller come to realize you're the most viable option for them to get their property sold within their time frame.

4　Money

Only after you've talked at some length about the seller's motivation should you then move on and talk about the money. Your goal here is to gather enough financial details so you can craft a win-win deal for you and the seller. While gathering this information, you also want to dampen their expectations. Start with: "What was it you were asking for the property again?"

You then try and lower the asking price:


	By converting whatever figure they give into a range, with the original figure at the top of the range and a lower figure at the bottom.

	By asking the seller what price he or she "realistically" expects to get.

	By asking whether they would allow a real estate agent to sell their property, which means they are tacitly agreeing they would receive six percent less than their asking price to cover the agent's fees.



Wait until you've got the price lowered before you write any figures down. You can then label this lower price as the full price for calculation purposes.

5　What-if

The last step is to combine everything the seller has told you into an offer that meets his or her biggest needs while allowing you to make a profit as well.

If you're offering a cash deal: "Mr. Seller, I'm not sure I can get my partner to go along with this, but what if I could talk him into paying you an all-cash price for the property? Obviously, we'd need to get a pretty steep discount to make this work for us, but is this even something we should talk through? I mean, you probably hate the idea, huh?"

If you're offering a terms deal: "Mr. Seller, I don't know if I could do this or not, but what if I were to cover your monthly payments, take care of the day-to-day maintenance on the property, and then at some point further down the road I completely cashed you out of the property. That would take care of your most pressing needs, wouldn't it? Is this something we should even work through, or probably not?"

If you start with a broad or generic idea and then progressively narrow your options down with several what-if scenarios, you're creating an environment where the buyer will warm to an idea he or she would be inclined to dismiss originally. As you go through this process, give the seller credit for coming up with the idea in the first place. To reinforce that perception, you might visibly struggle with the idea and then reluctantly accept it. This is the only way you can avoid buyer's remorse coming back at a later stage, and it's a sound negotiating technique.



技巧5　要有信心——要有自信一定能够找到资金，完成赚钱的房地产交易　
英文



主要观念

在你一开始从事房地产投资时，你会以为资金不足会限制你买进更多房地产标的。然而，等到你累积了比较丰富的经验以后，你会发现，资金根本就不是问题。只要是好的标的，也就是很有赚头的标的，你就一定能筹到资金把这件标的买下来。成功的房地产投资，根本就不必担心资金的问题。

支持概念

房地产投资新手会以为，自己必须筹足所有要买房子的资金。然而，如果这件标的真的很有赚头，那么其他投资人也会很乐意共襄盛举。实务上，你应该从下列6个方向去筹措你买房子所需要的资金：


	卖家——卖家拥有这栋房子一定的持份，或是已经取得贷款了。你最好想办法让卖家在售屋时，还保留一部分的贷款。这会对你比较有利，同时你也能提供卖家一些比现金交易更有利的好处。

	买家——不论是要买来自己住的零售型买家，或是为了投资来买房子的投资型买家。零售型买家通常可以让你透过这笔交易获得头期款、优先购买选择权的权利金，以及可以获得银行贷款的信用评等。至于投资型买家，只要你愿意把你的购买权出售套现，这些投资型买家绝对会有足够的资金把房子买下来。

	私人资金——是指那些资金充裕的人，只要他们能够取得第一顺位抵押权保障自己的债权，就会愿意借钱给你去买下非常值得投资的房地产标的。这些人有可能是一般人，也有可能是希望赚取比银行利息更高收益的专业人士。这些人最重视的是交易的安全性，因此他们的目标会是低风险保守获利的标的，而不是那种要靠老天保佑才能赚到高报酬的高风险标的。

	自有资金或借款——包括自己的储蓄、任何可以从传统融资管道借得的资金、抵押自己的退休金账户或养老金权利、信用贷款、出售股票、出售债券或收藏品，甚至用信用卡预借现金。

	民间放款业者——也就是跟私人的放款业者借贷，这些业者放款与否的标准是看担保品而不是你的个人信用。民间放款业者会向你收取比抵押贷款公司高很多的利息，还会加收其他费用。此外，他们还有收取“点数”的规矩，每一点表示你要预付1％的借款利息。尽管这种融资方法的成本非常高，但如果标的条件真的很好，而且你的资金需求只是短期的，这仍不失为一个筹资的方法。

	资金合伙人——有的人会要求持有标的部分的持份，才愿意提供你需要的资金。找资金合伙人通常是最不得已的选择，因为他们一般会要求分到预期获利的一半。当然，有时候只分得一半的利润也还算聊胜于无，但整体来说，你还是应该把资金合伙人当作筹资的最后手段。除非其他所有融资管道都行不通，才去找资金合伙人。



另外要注意的是，如果你跟积极的卖家达成协议，用某种交易条件买下房子，就表示卖家其实愿意在一段时间以后才拿到钱，不会急着要在成交的时候就要拿到钱。这可能意谓卖家愿意接受你每个月分期付款，或到了约定的时间再一次付清，或者结合以上两种的付款方式。用各种交易条件来买房子是非常值得一试的方法，因为你可以享有下列几项好处：


	你可以握有这件对象的所有权一段时间——这对你有利，因为你可以靠房子在这段期间增值而获利。

	在价格上你可以有较大的弹性——如果卖方愿意把自己持有的持份当作借贷给你的资金，你在开价的时候就可以大方一点。

	新购买的房地产可以为你带来稳定的现金流——只要你能够朝这个方向去安排交易条件。

	你可以花很少的钱甚或不用花钱就把房子买下来——因为积极的卖家会协助你筹措资金。你还可以用承租人付的那笔不得要求退还的权利金或其他类似的收入，把你先前为了买这栋房子投入的资金补回来。

	你的个人信用会变得一点都不重要——因为积极的卖家不会去查询你的信用。卖家会希望房子能顺利卖出去，也就是说，如果你够聪明的话，就算信用纪录不好，你还是可以买到房子。

	你不必担保自己一定还款——因为你是跟积极的卖家借贷，而不是跟传统的放款机构借贷。这会大大减低你的投资风险。



一般来说，房地产债务有“好的”也有“不好的”。区别债务好坏的关键要素有下列几项：


	好的债务是指，可以靠房地产本身全额清偿债务，而且是用无追索权的方式融资的。简单来说，就是房地产必须要能创造足够的租金收入，用来支付购买及修缮的所有费用。无追索权融资的意思是，你不必抵押个人的其他资产作为担保，唯一的担保品就是房地产本身。这样的方式可以让你的投资安全多一层的保障，因为这表示如果有一件房地产标的获利不如预期，也不至于影响到你其他的资产。大多数经验丰富的投资人会留10％的安全边际，作为未来房价波动的缓冲。

	不好的债务就跟好的债务完全相反。你除了必须自己偿还债务，还要抵押自己其他的资产作为担保。



同样地，投资房地产和炒作房地产也有些关键性的差异，也就是下列几项：


	房地产投资人从一开始就会设定投资标的能够获得多少稳定的利润。投资人知道自己会获得多少利润，因为他们在之前就已经很努力地找到价格和条件都很好的标的。投资人也了解自己买到适合的标的时，就已经保证可以获利了，接下来只不过是等着把房子卖掉然后收割成果。房地产投资人会透过一次又一次的买卖来累积自己的财富，前一笔买卖赚到的钱，还会再投入到下一笔买卖里。

	房地产炒家买下一项对象后，就会寄望行情马上飙涨。炒家没有办法预测自己能获得多少利润，因为一切都要看市场的表现。炒家完全没有任何真正的获利策略，只是一味相信市场会眷顾他们。投机者还会觉得投资本来就有赢有输，只是希望自己长期下来，输的钱会比赢的钱少。





Skill 5　Be Confident—you can always find the money to do a good real estate deal　
中文



Main Idea

When you first start out in real estate, you'll assume a lack of money will hold you back from doing more deals. As you gain more experience, however, you'll come to realize that money is never an issue. If the deal is right—meaning if it's profitable enough—you'll always find the money to get it done. Money is not an issue when it comes to successful real estate investment.

Supporting Ideas

Novice real estate investors assume they have to put up all the money that goes into purchasing a property. However, if the deal is profitable enough, other investors will be happy to come on board and participate. In practice there are six places you should look to find funding for the deals you're trying to put together:


	The seller—who will have equity in the property or an established funding arrangement already in place. You should always try and get the seller to leave some funding in place when they sell. It's good for you and at the same time offers the seller some genuine advantages over a cash deal.

	The buyer—who will either be a retail buyer who wants to live there themselves or another investor who is buying the property solely as an investment. Retail buyers can bring to the transaction a down payment, an option payment and a credit rating that can be used to secure a bank loan. Investors will have funds available to buy the property outright if you want to sell your rights for a fast cash profit.

	Private money—people with a good cash flow who are willing to lend you money for sound real estate deals as long as they can be secured by a first mortgage on the property. These are average people or professionals who are looking to earn more of a return than their bank would offer. They value security above all, and therefore will want safe deals with conservative profits rather than riskier deals which may pay a great return only if things go exceptionally well.

	Your own cash or credit—which may include your savings, whatever you can borrow from a conventional lender, borrowings against your 401k plan or pension entitlement, lines of credit, sale of stocks, bonds or collectibles or even cash advances on credit cards.

	Hard money—which is the funds you borrow from a private money lender who lends on the security of the loan rather than your own creditworthiness. Hard money lenders will charge a much higher rate of interest than mortgage companies and other fees. They also typically charge "points"—each point represents prepaid interest of one percent of the value of the loan. Even though this source of money is expensive, if the deal is good and you'll only need the money for a short period, this may be the way to go.

	Equity money partners—someone who requires a share of the deal in order to provide the requisite funding. Equity partners will generally be your last resort option because typically they will expect to get up to one-half of the anticipated profits. There will be times when it's better to get half of a deal's profits rather than make nothing, but by and large you should consider an equity partner as your last resort source of funds. Use equity partners only if all of the other avenues of finding funding are not available for whatever reasons.



Note also that if you negotiate a terms deal with a motivated seller, they are in effect agreeing to get their money over a period of time rather than immediately at settlement. This might mean the seller receives monthly payments, a lump sum payment at some specified future time, or some combination of the two. Terms deals are well worth pursuing because:


	You'll be locked into owning the property for a period of time—which is good because you can then benefit from the growth in value over that period.

	You have greater flexibility—you can be more generous in what you pay the seller on price if they participate in providing some funding with their equity.

	Your new property can generate a steady cash flow for you—as long as you've put together the transaction in that way.

	You can buy with little or nothing down—because the motivated seller is providing financing. You can also offset any money you end up putting into the deal by having the renter of the property pay a nonrefundable option payment or something similar.

	Your own credit rating won't be an issue—because motivated sellers never check your credit rating. They want the deal to go through. This means that if you're smart, you can buy property even if you have a very bad credit report.

	You won't have to personally guarantee the loan—because you're borrowing from the motivated seller rather than a conventional lender. This massively reduces your own risk as an investor.



In general terms, real estate debt can be either "good" or "bad." What are the key differences that makes debt good or bad?


	Good debt is the type of debt the property itself pays in full and is non recourse. In simple terms, the property must generate enough income in rent to pay for all the total costs of buying and maintaining that property. on recourse means you don't personally guarantee the loan with your other assets, the only security for the funding being the property itself. This provides a margin of safety for you as an investor because it means that if one property deal does not go as planned, it won't affect your other assets. Most experienced investors build in safety margin of a 10-percent surplus as a buffer against future fluctuations in property values.

	Bad debt is the opposite of good debt. It's real estate debt that you personally have to pay and for which you have given a personal guarantee against your other assets.



Similarly, there are some key differences between investing in real estate and speculating, namely:


	Property investors build steady profits into their deals from day one. They know what profits to expect because they have concentrated on buying at the right price and on the right terms. Investors understand they lock in their profits by buying right, and it's then just a matter of harvesting that equity when they sell. Property investors grow their net worth by doing multiple deals in which the profits from former deals are reinvested.

	Property speculators buy a property and then hope the market is about to take off. They have no way of forecasting their profits because it's at the whim of the marketplace. They have no genuine strategy for making a profit but trust the market will take care of them. Speculators look to win some and lose some, and just hope their losses will be smaller than their gains over the long haul.





实地应用逐步提升投资层级——并且订定90天的行动计划　
英文



主要观念

房地产投资活动可以分成下列3个等级：

第1级——自己操作房地产投资，并且确认这是值得投入的行业

第2级——经营自己的房地产投资事业

第3级——让你的房地产投资可以自行运作

每个投资人都是从第1级起步的。进步的关键就在，找出有效的办法，让自己可以尽快突破第1级，然后转而操作利润更高的房地产投资。

支持概念

对从来不曾靠投资房地产赚钱的人来说，光是要起步就足以令人怯步。要学会应用上述5项核心技巧，必须投入很多时间和努力。你不仅必须重视、了解这些技巧，还必须实际应用、亲身体验每项技巧，才能更上一层楼。要学会投资房地产，最好的方法就是实际操作，而不是不断埋首研究操作的方法。

那么要怎样才能让自己够更上一层楼、建立起自己的房地产投资事业？关键就在，你必须按照下列几项循序渐进的方法，稳步前进：


第1级　利用自己的闲暇时间做几笔投资，并且确认房地产投资是值得投入的行业



	要实际行动，而不是光纸上谈兵

	订定一套90天的行动计划（请参考计划范例）

	尝试利用3种可能的途径，帮自己寻找房地产标的

	拜访3位积极的卖家，并且设法让卖家把房子卖给你

	找一位房地产投资的导师，这位导师不仅要有丰富的房地产投资经验，也要愿意倾囊相授，教你怎么获致成功。

	接受导师的建议，并且确实按照导师的话去做，然后再向导师报告操作的结果。

	组织自己的“金头脑”团队——这群成员必须渴望追求成功的人生，并且愿意每个月聚会1次。借着定期聚会的机会，向其他成员报告自己目前的进展、学习到的新事物，以及在下次聚会之前自己要达成哪些目标。

	持续评估自己投资操作的成败。把结果记录下来，并且检视自己各项投资行动的成效。然后找出自己在日后必须改变或改进的地方，作为自己前进的目标。

	不断地透过实作来精进自己的投资功力。




第2级　把投资当作正职，每个月靠投资赚取5000美元到5万美元不等的收入



	纯熟运用下列5项核心技巧：
	建置标的搜寻机制



	分析标的与交易条件的能力

	设计双赢的交易条件

	练就谈判技巧

	解读合约和协议





	建置自己的运营系统和流程，处理所有房地产事业的运营作业

	找来信誉良好的顾问以及专业从业人员组成支持团队

	找出有效的方法，克服阻碍自己获致更大成功的所有障碍

	学习可以让自己发挥最大能力的方法，并且要建立自信心，相信自己能够处理任何类型的房地产标的

	分散投资各种不同类型的对象，从投资一般住宅，进一步到投资商业大楼




第3级　建置一套机制，让你可以不必亲身操作，也能够创造收益



	学习组成并有效运营合资事业的方法，把日常的运营作业交给其他人去操心，给自己更多空闲的时间去做其他事

	建置一套房地产投资机制，由你的主要员工来操作与管理，让这些员工依照既有的作业程序，好好地跟你挑选的主要外部厂商携手合作

	开始融资给还处在第1、2级的房地产投资人

	让你的投资计划自行运作，这样你就可以不必亲自投入日常的运营作业，还可以获得源源不绝的收益

	学习下列7项可以成功创造大笔财富的关键技巧：
	想办法创造高额的收入



	把现金和持份转换成收入

	招募并且指导一支经营团队

	相信自己应该赢得大量财富

	作出准确而迅速的决定

	组成顾问团

	跟大家分享你的专业知识





	把因为成功投资房地产获得的高额持份，变成无息的现金流，拿来享受自己想要的生活方式

	社会上普遍流传某些错误观念，像是“先要有钱才能靠房地产赚钱”，或是“除非信用良好，否则休想投资房地产”。必须把这些观念统统抛弃。




开始投资房地产的90天行动计划


1　弄清楚你“迫切想投资的理由”

有哪些人的生计要仰赖你的成功？

如果你放弃了，你真正必须付出的代价是什么？

2　明确指出自己的梦想和目标

如果你能成功投资房地产，你会犒赏自己的3大奖赏是什么，还有你最主要的人生目标有哪些，把这些统统写下来。

3　评量自己目前的状况

从1（最弱）到10（最强）自我评分：

_____一般商业经验和专业知识

_____筹资管道

_____对3项购买策略的了解

_____对5项脱手策略的了解

_____谈判技巧

_____人事管理能力

_____合约和文件的处理系统

_____标的搜寻系统

要加强自己上述各个项目的技能，必须做到哪些事？

4　弄清楚自己最主要的障碍

你想要投资成功会遇到哪些障碍？

用1（完全没有障碍）到10（无法克服）评分

_____缺乏房地产的专业知识

_____缺乏相信自己能成功的自信

_____缺乏时间

_____缺乏资金

_____缺乏他人的支持

_____自己内心的恐惧

你认为，什么才是你真正最大的障碍？

5　执行行动计划

要投资哪个市场？

＄_______你愿意投资标的的中间价位

＄_______每笔交易预期获得的保守获利

_________％每年增值的预估比率

每周打算怎么分配时间？

_____每周用在营销活动的时数

_____每周用在研究和检讨的时数

_____每周拜访卖家的时数（每位卖家2小时）

预算有多少？

＄______经常性支出（电话费、网络费等）

＄______营销费用（广告牌、广告等）

＄______训练和咨询费用

特定的财务目标是什么？
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要达成的行动目标有哪些？

_____尝试利用3个可能成交投资机会的最后期限

_____拜访3位卖家的最后期限

_____找到适当的导师来帮助自己的最后期限

6　每周一次的检讨会

利用下列3项问题，每周定期坐下来检讨自己的成效：


	本周有哪些项目表现突出？

	下周必须加强哪些项目？

	还有哪些问题是必须找出答案的？



日期：__________________时间：_____________________

7　90天期满的检讨会

现在就拿出日历，选定检讨自己房地产投资计划的日期和时间，检讨会要花上2到3个小时。在检讨会里，你应该根据自己检讨的结果，更新自己的计划，同时为下一个90天的周期重新设定新的目标。弄清楚自己还应该学习哪些事物，才能让自己投资房地产的功力更为精进。

日期：__________________时间：_____________________



Application—Progressively Increase Your Level of Investing—and develop a 90-day action plan　
中文



Main Idea

Real estate investment activities come in three levels:

Level 1—Invest in real estate yourself and validate that it works

Level 2—Run your own real estate investment business

Level 3—Put your real estate investments on autopilot

Everyone always starts out at level 1. The key to moving forward is to find practical ways to blast through level 1 as quickly as possible and move on to more profitable real estate investment activities.

Supporting Ideas

For anyone who has never made any money from real estate investing, just getting started can be daunting. It will take some considerable time and effort to learn how to apply the five core skills involved. Not only does there need to be an appreciation and understanding of these skills, but to move forward there must also be practical, hands-on experience with each. Real estate investing is best learned by doing rather than endlessly studying what to do.

So how do you move forward and actually build a business around investing in real estate? The key is to move steadily along a reasonably well defined path in this way:


Level 1　Do a few deals in your spare time and validate that real estate works



	Commit to getting into action rather than simply thinking about real estate.

	Develop and act on a 90-Day Plan. (See plan outline).

	Test out and use three different lead streams for finding real estate deals.

	Meet with three motivated sellers and try to put together agreements to buy their properties.

	Find a mentor who has experience in real estate and who will be willing to help teach you how to be a success.

	Take what your mentor has suggested and actually do it, then report back to your mentor your results achieved.

	Put together your own "Mastermind" group—a group of people looking to get ahead in life who are willing to meet together each month. Take the opportunity on a regular basis to report to the other members of the group how things are going, what you have learned and what commitments you're going to keep between now and your next meeting.

	Take the time to evaluate what you're doing right and wrong on a consistent basis. Document your results and look at the effectiveness of all your actions. Then set personal goals for what you need to be doing differently or better in the future.

	Never stop learning by doing.




Build a full-time investment income Level 2 of $5,000 to $50,000 per month



	Master the five core skills:
	Creating a deal finding machine



	Deal analysis

	Structuring deals that are win-win

	Negotiation

	Understanding contracts & agreements





	Build your business systems and processes to handle all the operational functions of your real estate business.

	Form a team of trusted advisors and professional service providers.

	Find practical ways to overcome all of your obstacles to greater success.

	Learn how to leverage yourself and build your confidence that you can handle any type of real estate deal that comes along.

	Diversify your property investments from houses into commercial buildings.




Level 3　Build a machine that generates income without your hands-on involvement



	Learn how to form and run effective joint ventures soothers take care of the day-to-day details, leaving you more free time to do other things.

	Build a real estate investment machine that is driven and managed by your key people who act with well established processes and work hand in hand with key outside vendors chosen by you.

	Start lending money to other people who are level 1 and level 2 real estate investors.

	Put your investment programs on autopilot so you can generate a passive income stream without having to be involved in the day-to-day running of the business.

	Learn the 7 key critical wealth skills of the highly successful:
	How to generate massive paydays



	Convert cash and equity into income

	Recruit and direct a management team

	Feel worthy of massive wealth

	Make accurate and quick decisions

	Create a peer group of advisers

	Share your knowledge with the world





	Convert the large chunks of equity you earn from successful real estate ventures into passive cash flow allowing you to enjoy whatever lifestyle you choose.

	Overcome all the false beliefs that are prevalent in society such as "You need money to make money in real estate" or "You can't invest in real estate unless you have a good credit rating."




90-Day Action Plan for Getting Started in Real Estate Investment


1　Clarify your "burning why"

Who else depends on you to succeed?

What would be the real cost if you give up?

2　Specify your dreams and goals

Write down the three biggest rewards you will give yourself when you succeed with real estate, and your key goals in life.

3　Take stock of where you are now

Rate yourself from 1 (weak) to 10 (strong) :

_____Your general business experience and know-how

_____Your access to financial resources

_____Your knowledge of the three acquisition strategies

_____Your knowledge of the five exit strategies

_____Your negotiation skills

_____Your abilities to manage people

_____Your systems for handling contracts and paperwork

_____Your system for finding deals

What do you need to do to upgrade your skills in these areas?

4　Clarify your major obstacles

What will stand in the way of your success?

Rate on a scale from 1 (not at all) to 10 (insurmountable)

____Lack of knowledge about real estate

____Lack of self belief you can succeed

____Lack of time

____Lack of money

____Lack of support from other people

____Your own fears

What do you honestly see as your greatest obstacle?

5　Commit to an action plan

What market will you invest in?

$________Median price of the houses you want to buy

$________Conservative profit per deal you anticipate

_________% Projected rate of annual appreciation in value

What hours will you set aside each week?

____Hours per week for your marketing activities

____Hours per week in study and review

____Hours per week meeting with sellers (2 hours per seller)

What is your budget?

$______for business overheads (phone, internet, etc.)

$______for your marketing (signs, ads, etc.)

$______for your real estate training and mentoring

What are your specific financial targets?
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What are your action commitments?

_____Date by which you will have tested three lead sources

_____Date by which you'll have met with three sellers

_____Date by which you will have found the right mentor

6　Weekly evaluation session

When will you sit down each week and review your results:


	What went well this week?

	What do I need to do better next week?

	What specific questions do I need answered?



Day: __________________Time: _____________________

7　Set your 90-day review session

Take out your calendar now and schedule the specific date and time when you will have a two-to three-hour review of your real estate investment plan. At this session, you should update your plan based on what you've learned, and reset new goals for the subsequent 90-day period. Also clarify what you need to keep learning in order to progress with your real estate investing.

Date: __________________Time: _____________________



在地观点


台湾房市的游戏规则



颜炳立 戴德梁行台湾分公司董事总经理


针对本期《大师轻松读》的两位作者提出的“房地产投资5项核心技巧”，我必须清楚地回应我们的实际状况，否则投资大众必定混淆：

房地产投资看似人人都可以参与，许多中介商架设满满是待售房屋的交易网站，目的也是想要发挥“无时无刻”的交易效能，试图以透明的信息提供投资者更多的机会与选择。但实际上，在台湾完成一件不动产的交易，及至今天，还没看出“机制”所作的贡献。也就是说，台湾地区的房地产市场没有公开价格的机制，只有买方、卖方和中介三方面能够接触到价格，而且受制于信息的人为控制，多数首先出价的一方，都是乱开价，只要有一方不反对，交易协商随即展开，你砍我杀一阵，不亦乐乎。

该投入时间进行分析的，是整体房地产市场的趋势，而不是去分析已完成交易的个案。只看个案、而忽略整体市场，就像陷入“只顾一鸟在手、不识一林在前”的迷糊。投资者之所以选择房地产作为投资工具，目的只有一个：为了获利！这凸显出市场趋势研究的重要性，例如兴建城市捷运，能为上班族带来交通便利，市场的趋势分析，应该是捷运经过路线的小坪数房屋，可望跃升为市场主力产品。投资者依循这个逻辑，在这个大命题之下进一步筛选个别屋况、邻近地区条件，十之八九不会有错。


必备的“交易防身数”


要谈成成功的房地产交易，条件很简单：卖方满意、买方满意、中介口袋饱。读者会认为，提出这样的条件说，等于没说。事实也是如此，或是更严肃地说，房地产交易的事前规划是困难的。在单一个案中，可能卖方急于脱手，于是心态上必须自我调整为“能舍”；买方的意愿若大过卖方，则以“得”为先，在买卖认同的价格基础上不断协调。一如前述，台湾地区的房地产交易信息不公开，即使任何一方事前对于价格已经有底数，符合作者所谓的“提早进行规划”，也无法依个人意志持续下去，市场本身就非常地变动。

能让买、卖双方点头，是中介人员的最终目标，其间所需要的谈判技巧，在于中介人员本身的条件。若是该名中介人员的能力强，可以快速完成交易，一般制式的交易系统只是辅助工具，不是关键要素。除了完成交易，交易的速度也能展现中介人员的谈判技巧，愈快结案、愈有业绩表现。

美国的中介商及交易经纪人，在合法制度下可以与银行及融贷公司搭上线，一旦买卖成交，也能获得合理的佣金。在台湾，中介人员是不帮忙找资金的，而且金融机构也不会轻易相信中介人员提出的融贷金额，总认为中介一端的成交价格太高，或是要求贷款的成数不符合房地产的状况。此外，台湾地区的房地产交易中，现金比例远高于美国，台湾人不习惯以很低的头期款、留着后头无穷无尽的贷款利息，甚至有人就在朋友之间借调，不到2、3年就把钱都还清。银行能够因资金供应的角色，而影响一宗好的房地产交易，在台湾诚属不易。

由于社会及习惯的差异，在此进行房地产交易，建议以“必备的防身术”为出发点，包括以下3点：


	买屋以“发财”为谈判的核心，买、卖双方的满意奠基于“有利可图”

	一张嘴出尽天下价，不合理也是价，不爽还是价，中介人员的功力就在于说服

	想1步、看3步远的策略，且缩短交易的时间，才有机会从房地产交易赚更多的钱




急需建置公开拍卖机制


房地产交易缺乏机制的问题，布局国际市场的戴德梁行，在介入台湾市场至今都有意改善，想要借重母公司所在地香港的做法，举凡房地产的成交价格都会在香港国土局公布，每宗房地产个案的条件，包括座向、方位、外观、屋龄都清清楚楚，对于有意介入的任何一方，都有轨迹可循。在这样的交易机制下，才有机会做到本书作者提出的各项交易指南。

戴德梁行经手商用不动产，包括工业厂房、商店和大楼，加上住宅的买卖及租赁，专业顾问服务涵盖物业组织者、建筑顾问、测量及估价，并协助提升房地产的资产价值。从1991年起接受花旗银行委任拍卖银拍屋开始，至今戴德梁行举办过上百场银行拍卖会，后接受宜兰县政府委办土地公开议价会，3个月内完成土地交易25亿元，80％以上的拍卖物业都完成交易，成功地从不动产的咨询顾问角色，转向公开议价平台的建置。不可讳言，台湾房地产最低迷时期，由我们开发的银拍屋市场，激励出市场买气，从而带动房市景气重新站起来，也是累积公司资源的最大元素。

拍卖会促成的公开议价平台，会场备有公正、客观的纪录、信息透明，让参与者广泛接受，有意竞逐标的物的人，公平地拥有追逐的权利，虽然价格一直堆栈上去，或是一路往下砍，竞标者都可以自我决定是否继续选择，直到他自己宣布放弃为止。

拍卖物业不同于标售，标售个案只有得标者出炉，外界才知道完成标售的最终价格。而有意参与标案的人，一如盲剑侠般，无法清楚理解出售一方的政府或公家机关对于价格的真正定位，也时常猜测是否主办单位存有默认价格，造成标售认知的差距。

房地产市场里，也有分为店面、大楼、住宅、办公室、土地，甚或空地等不同的产品项目，投资大众以此为投资工具，开始可以“小钱小玩”，尔后赚到成为大户，再“大钱大玩”。要如何从小变大，若是投资者自信不足，就应该请教专业人士，委托房市顾问协助判断个案。但，不是说某一类的产品项目就一定获利高、哪一类产品项目必然脱手难，只要投资者专精的项目，通常容易培养出独到的投资眼光，长期专攻某一类产品，累积的经验与知识，久而久之会超越一般的经纪人。


培养国际的投资视野


成为房屋中介业高手的快捷方式，台湾有一句话形容得好：“面笑，嘴甜，腰软，手脚快；用心，勤俭，嘴巴不要碎碎念。”本期《大师轻松读》的两位作者不是单纯地从经验累积，他们本身长年从事房屋中介业，也开发出中介人员的培训课程，这和戴德梁行的经营哲学相似。戴德梁行为了服务不同类型的投资者，如基金经理、物业发展商、建筑商、风险投资者和个人投资者，也提供各式的投资服务训练、包括市场脉络、预测走势、锁定投资热点等充分的信息。

虽然投资者的需求各有不同，但他们都渴望从市场中觅得投资良机，中介人员大可以扮演交易的关键，目前他们也占戴德梁行公司员工60％以上。我们对于中介人员的训练，以掌握市场为第一要件，下列的方式是每一位进到戴德梁行任职的新人，必须接受的专业考验：


	培养价位感：清楚房地产坐落的地点，配合屋况及买、卖方的条件，有能力于第一时间提出最适当的价格。

	彻底“扫街”：真正到街头巷尾了解空屋情况，也要从市场端搜集租金、大楼管理费、住户的情况，实时作为谈判的筹码。

	学习竞标业务模式：竞标的重点在于追逐价格。假设市价最高有10元，竞标的起价会在5、6元，中介人员有如拍卖会的主持人，要经营热络的气氛，让参与的买方彼此竞赛，一路喊到7、8元，继而再协调，如此产生的公开机制，能让各方都满意；

	长期经营的哲学：每位从基层开始的员工，拥有底薪的保障，且有晋升到主管的机会。我们要的是肯扎扎实投入经营业务的努力，绝对不必经营老板的关系。

	参加大联盟的心情准备：戴德梁行为国际主要的房地产顾问公司，业务涵盖欧洲、亚太地区，为世界各地客户提供专业创新的房地产及商业解决方案。我们是以打美国大联盟的心情来经营本业，同时照顾跨国企业、大型金融机构的顾客群，这不是地方型的中介公司所能及的，也是从台湾地区展望国际市场的必要发展轨迹。



本文作者简介

台湾文化大学土地资源系毕业、国立新加坡大学土地估价技术班进修结业、美国加州佛尔顿大学土地估价班进修结业，实际从事资产估价工作20多年，为房地产界知名讲师，着有《不动产投资与估价》、《颜炳立教你买屋致富》等畅销书，亦长期参与台北市大型开发案之都市计划设计、规划、开发、审议。
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