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Disclaimer 
 

This publication is intended to deliver accurate and authoritative 
information in regard to the subject matters covered.  The information it 
contains is up-to-date as of the date of its publication.  By accepting this 
material you recognize that the publisher is not engaged in offering or 
providing legal, accounting, or other professional services. Students 
should feel free to consult legal, accounting, or other professional 
advisers. 
 
Further, this is not a sale, nor an offer to sell, securities, the sale of which 
are regulated by state and federal laws and regulations.  Any sale of 
securities must be conducted by registration or under an exemption from 
registration. Reproduction or translation of this work or any part of this 
work, without the permission of the copyright owner, is unlawful. 
 
When offering securities, choose and use an appropriate exemption or 
filing and make sure to comply with the relevant laws and regulations 
covering the exemption or filing.  These laws and regulations cover how 
you offer the securities, to whom you offer them, what you disclose to them 
about the investment opportunity and risks, when and how you may 
advertise, and many other important issues. Consult appropriate 
professionals, such as attorneys and accountants, for further assistance. 
  

Copyright Notices 
 
Copyright © 2018-2019, Colby Properties, LLC.  All rights reserved.  These 
materials are delivered under a limited license to the original lessee, who is 
authorized to use all materials contained herein for personal use only. 
These are copyrighted consulting materials and are not intended to offer 
legal, accounting, or other professional advice.  The licensee is responsible 
for the use of these materials. 
 
Any unauthorized transfer, duplication, copying, sale, or other use of these 
materials other than to the original lessee is prohibited.  Published by and 
copyright of:  

 
 

Colby Properties, LLC 
2071 N. Bechtle Ave PMB 310 

Springfield, Ohio 45504 
Phone:  937-390-0816   

www.PrivateLendingMadeEasy.com 

mkt@acowgill.com   

http://www.privatelendingmadeeasy.com/
mailto:mkt@acowgill.com
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Introduction 

This booklet has been created to give you a jump start on attracting private 

lenders and to explain the tools I use. My first lender was my mom and 

lending money from folks you know is by far the easiest way to get started. 

The ideas, concepts, and tools in the booklet are used for both folks you 

know and/or strangers. With strangers you have more SEC rules to abide 

by, so don’t approach strangers for private money until the paperwork is 

handled. 

Here are 5 quick rules to be aware of: 

1. You cannot advertise to find strangers until you have filled out some 

paperwork with the SEC. These are different rules for folks you have a prior 

relationship with vs strangers. 

2. Never call the SEC personally. Always work through an SEC attorney, 

NOT a real estate attorney. 

3. Never tell the lenders there is a “guarantee” or “low risk”. Saying the 

lenders money is guaranteed is misleading a lender and considered fraud 

by the SEC. Never say their money is secure but it is fine to say it is 

secured because it is secured by a mortgage. 

4. Every lender is given a disclosure document. 

5. Each state sets the rules on how many lenders you can have and how 

much money you can raise over typically a 12 month period. You need to 

know what is allowed.   

6. In 13 states you will need to fill out some paperwork before you 

approach any lenders 

The foundation of being successful in Real Estate and with using private 

money is to get a solid education. 
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Rules on approaching folks for money 
 

In approaching people for money, you first need to understand that there 

are some rules to follow based on whether you know the person or not.  

The rules are determined by each State and they fall into 3 categories. 

In a nutshell, there are 3 groups of folks you can approach for private 

money by following these rules. 

1. In 37 States you can approach people you have a prior relationship with 

immediately.  The SEC defines the term prior relationship as someone you 

have known for 30 days and had 3 touches with. 

2. In the other 13 steps you can do the same as #1 for people that you have 

a prior relationship with except, you must 1st fill out a form or memo and 

pay a small fee.  Here are the 13 States: 

Use the State form for these: 

Alaska 

Illinois 

Montana 

New Mexico 

New York 

North Dakota 

Pennsylvania 

Virginia 

Washington State  
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Use a memo for these States: 

Arkansas 

Nebraska 

New Hampshire 

North Carolina 

3. Strangers Group: 

If you want to work with strangers you can, but first you have to fill out a 

form and sometimes pay a small fee. With some programs there is no fee. 

Each State will have a form you can fill out and sometimes pay a fee.  The 

Federal government will also have programs you can use.  So you have 

options. You could use the State form or the Federal form.  In one program 

you can combine both a State from and a Federal form to amass millions of 

dollars. 

I teach my students 7 programs they can use for the State and/or Federal.  

In categories #2 and #3 above you need to hire an SEC attorney to work 

with the Division of the State’s SEC or the Federal SEC.  Do not approach 

the SEC offices directly. 

One of the biggest errors I see real estate investors make is not knowing 

and applying the above 3 options. 

IMPORTANT DISCLAMER 

It is important to know that I am not an attorney, nor do I give legal advice.  

I hired an SEC attorney to research every State so I could teach my 

students and that is where this information comes from. 
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Determine Your Meeting Type   

Choosing the right location to meet with potential 

private lenders is crucial to building trust and credibility right off the bat.  The first 

consideration is deciding what type of meeting you prefer.  You can meet your 

potential lenders one-on-one or in a group.  You’ll find the decision depends on 

your own personality and the amount of time you wish to spend. 

One-on-One Meetings 

My 1st two lenders were from one-on-one meetings.  When I began I was a little 

too shy to conduct the one-on-one meetings.  I was more comfortable speaking 

to a group.  However, I know many people who are much more intimidated by 

public speaking and prefer to simply talk to someone across a table or desk.   

The upshot of one-on-one meetings is that they allow you to devote your full 

attention to each potential lender.  This is a perfect way to ensure your prospect 

understands everything as you go along and it allows you to gear your pitch 

toward each lender’s individual reaction.   

These meetings are best held at your office, if possible, or in a neutral setting 

such as a restaurant or coffee shop.  Keep in mind, some potential lenders like to 

call the shots and will prefer that you come to them.  In this case you’ll be visiting 

their home or office.  Of course, you’ll want to accommodate any reasonable 

request.  The point is to get yourself in front of the potential lenders.  When I 

began, I signed with my second lender at his kitchen table! 

If you’re comfortable sitting down with one person and answering questions, I 

recommend one-on-one’s as a great way to build trust and camaraderie between 

you and your lenders.  I have found, however, that I personally save a lot of time 

and energy by handling potential lenders in groups. 
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Group Meetings/Seminars 

These sound complicated, but they’re really not.  A seminar is a meeting where 

individuals assemble for the benefit of education on a particular topic.  To your 

potential lenders, this is what you’re offering.  To you, a seminar is simply a 

group meeting – a chance to get your information to multiple prospects at once, 

saving you time and effort.  You will know in as little as an hour who are good 

candidates and who are not.  You’ll find that one of the keys to this business is 

knowing where to spend your time and how to direct your energy. 

My group meetings take place in hour-long luncheon seminars and my results 

have been incredible.  Seminars take a little more preparation and attention to 

detail, but in the end I reach many more qualified lenders than with any other 

method.  Seminars also allow you to give a more impressive presentation than if 

you simply sit down with someone and go over a sheaf of papers. 

Preparation – What to Bring 

This section will cover the ten elements that will enhance your meetings with 

potential lenders.  Each of these elements can be used in one-on-one meetings 

or seminars.  Use some or all, or incorporate ideas of your own.  

1. Credibility Kit 

One of the very first concerns a potential lender will have is trust.  If they don’t 

trust you, they’re not going to hand over their money.  While personality can ease 

the minds of some, what you need is some hard documentation to prove you are 

who you say you are and you know what you’re doing.  The very fact that you 

can offer such a high interest rate will make people skeptical from the start. 

Building your credibility must begin before you even meet a potential lender. 

There are a few different elements in this preparation.  The central piece is the 

credibility kit I developed.  Essentially, it is a packet of materials outlining my 

credentials, past experience, and company philosophy. This creates something 
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lenders can hold in their hands and go over in their own time if they need to.  You 

can tell people your credentials, but it is much more powerful for them to see and 

read this for themselves. 

Even if you’re just starting out, there are things you can include to foster trust 

between you and your potential lender.  Here are a few of the things you may 

want to include: 

Biography 
 

Introduce Your “Team” 
 

Company Philosophy 
 

Certificates 
 

Testimonials 
 
Special Reports 
 
Photos of Homes 
 

Publicity 

Associations 
 
Make sure you have your credibility kit with you at all times for one-on-one 

meetings!  Pass one or two around at a seminar or leave a few scattered near 

sign-up forms or other literature.  This should be one of your most impressive 

and trust-enhancing pieces so be sure your prospects have a chance to read 

through it thoroughly, at their leisure.   

2. Lender Packet 

Potential lenders will keep this when the meeting is over.  I present the packet in 

a high-grade folder with a business card inserted inside the inner flap and I 

include the following: 

a) Letter of introduction 
b) Detail of how their principal is secured 
c) Interest form 
d) Blank promissory note  
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Lender Packet Contents:  

a)  Letter of Introduction 

This simply reinforces who you are and what you do. I use it to set the 

tone of the meeting, reaffirm my credentials, and restate the offer. Here is 

a sample:   

April 20, 20XX 
 

Integrity Home Buyers, Inc. 

2071 N. Bechtle Ave. PMB 310 

Springfield, Ohio 45504 

 

Are your investments earning 6%? 

 

We are seeking lenders who want to earn more for their investment dollars.  If you have 

investment capital or IRA dollars that are not currently earning a 6% return, please call us.  

We pay simple, interest-only payments on your loan. 

 

A $100,000 loan would pay you $6,000 in interest over the next year.  There is no penalty 

for early withdrawal.  We will pay you monthly.   

 

Compare that to your current investments.  With our loans you earn high interest and pay no 

fees. 

 

Your loan is secured by a mortgage on the property, a personally signed promissory note, 

and a homeowner’s insurance policy.  You can drive over and look at the property where 

your money is invested.  You are the bank. 

 

Integrity Home Buyers, Inc. is a for-profit Real Estate Investing company that invests in 

single family homes.  Since 1995, we have invested locally in Springfield and the 

surrounding areas.  We purchase homes in the $125,000 range and up, rehab them and then 

sell them for a profit.  We are looking for lenders who would like to lend in that range and 

earn a 6% return. 

 

Why not check us out?  It costs you nothing and there is no high-pressure sales pitch.  We 

are not Realtors, but private real estate investors.  We live in the Springfield area and all 

monies are loaned locally.  Call today. 

 

Sincerely, 

 

E. Alan Cowgill 

President 

 

P.S. If you would like, we will send you an audio CD that you can listen to at your leisure.  

Or, if you have made up your mind, call us now at 937-555-1212 so you can start earning 

6%. 
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 b)  Principal Security Document 

 This is basically a brief one document sheet that details exactly how a 

lender’s principal will be secured.  The principal security document 

outlines the promissory note, mortgage, hazard insurance and title 

insurance.  It should clearly illustrate and state how the loan is secured.  

 c)  Interest Form 

This is a simple one page document stating that the individual will lend to 

you at a future date.  They have given you no money at this point.  This 

secures the lender’s intent and interest in your program.  This is a tool for 

you to determine who is a good prospect and who isn’t.  My form asks 

basic questions – do you want to lend?  When?  How much? Do you have 

any questions?  It prompts them to clearly state their intent, which is 

exactly the information you need to know in order to proceed. Obviously 

the interest form includes the contact information so you will know who it is 

from. 

 d)  Blank Promissory Note  

 A promissory note provides the details of the loan, property, and payment 

structure.  It indicates the provisions of your contract that will be in effect 

after it is signed.  You’ll complete the promissory note during closing and 

give it to your lender after you’ve received the funds. My promissory note 

is neutral and not weighted toward me or the lender. It is one page. Many 

lenders have never seen a promissory note, so this is my way of helping 

to move them toward loaning money by removing any fear of the 

paperwork. 

NOTE:  Your lender will get the original (See Sample) promissory note at 

closing.  
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PROMISSORY NOTE 
 

       $                  Dated:     

  Principal Amount      City/ State of: Springfield, Ohio. 

 

In installments as herein stated, for value received, we jointly and severally, promise 

to pay ___________, _______________, __________, OH 45505, the sum of 

_____________________, with interest from ________________, 20XX, on unpaid 

principal at the rate of Eight (8%) percent per annum, interest payable in installments 

of  $_______or more on the _____ day of each month, beginning on the ______ day 

of _________,* 20XX and continuing until ___________, 20XX, at which time all 

principal and accrued interest shall be due and payable in full. 

 

This note may be prepaid in whole or in part at any time without penalty. 

 
In the event of sale, alienation or conveyance of all or any portion of the property 

described in the mortgage securing this note, whether voluntary or involuntary and 

irrespective of the maturity dates expressed herein, and indebtedness or obligation 

hereunder, at the option of the holder, shall immediately become due and payable. 

 

Should the holder of the note, for any reason, wish to take payment in full or in part of 

this note, in advance of the maturity date, they may do so with 45 days advanced 

notice to the parties herein without prepayment penalty. 

 

Should default be made on payment of any installment of principal or interest when 

due, the whole sum of principal and interest shall, at the option of the holder of this 

note, become immediately due.  Principal and interest payable in lawful money of the 

United States.  If action were instituted on this note we promise to pay such sum as the 

Court may fix as attorney fees.  This note is secured by a Promise to Pay and a real 

mortgage to property located at:  Property address 

 

 

 

 

 

 

 

           

          

 ____________________________      

  Mike Money 

           

         

 ____________________________      

  Troy Smith, Trustee 
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3. Slides!  

You can present your slides in any number of ways.  If you don’t have the technology 

for presenting slides at a group meeting, I recommend getting it or hiring someone that 

has it.  You’ll need a laptop, projector, and a screen – all of which can be rented for the 

day. 

You could even print your slides and put them in a 3-ring binder and use it like a flip 

chart for one-on-one meetings. 

I have created the following sample PowerPoint slide presentation for you to use as a 

template so you can create your own personalized presentation. At the very least, you 

should have some type of visual material that outlines your program and the general 

way things work for your potential lenders to look at.  
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1. Dollars you are allowed to raise.   

Typically it’s a million dollars/year      

max in all but two states and they are 

$500,000.

2.  # of lenders/year you can get.

3.  No need to file with SEC at this level 

or are you in one of the 13 states 

that need to send in a form or a     

letter.

4.  Complete your disclosure statement 

and when you give it to potential 

lenders get a signature.
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4. 8% Return Sheet 

This is simply a sheet of paper where you’ve clearly written the rules of your program, 

emphasizing the 8% return (if that is what you offer).  Or if you want to really make an 

impact, create printed posters and use an easel to prop up your offer for all the room to 

see. 

This may seem redundant, but it’s not. Why not? Because it’s effective! Different people 

react to different types of input and the more ways you convey your information the 

better – especially bold, easy-to-understand visuals.  Your prospects are getting a lot of 

information in a short period of time and it may be hard to take in at first.  Expect them 

to be naturally skeptical and maybe a little confused.  Clear visual aids are a huge plus. 

5. Charts or Graphs 

Again, clear, at-a-glance visual reinforcement.  You could use a pie-chart, a bar-chart, a 

graph, a table, or even just a clear set of figures.  I just use the clear set of figures.  

However you choose to go, remember the goal is to show them what 8% looks like.  

Compare it to the .0026% - 3% they currently receive.  Multiply it over the years and you 

have a very convincing tool in an assortment of shapes and sizes.  

 

 

 

 

 

 

6. Business Cards 

You’re a professional.  You have to have a business card.  It doesn’t need to be flashy, 

but it does need to clearly state who you are and what you do. Do not put anything 

about private lending on your business card. Think about the look a banker would have 

on their business card. 

 

  

A Word of Caution: 
 
A bank CD is FDIC insured.  You are not.  So if you compare private lending to 

bank CD rates, then you MUST tell them you are not FDIC insured so you don’t 

mislead the lender. 
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7. Roth and IRA Packet 

Your lender may be transferring funds from an IRA.  In this case, you’ll want all relevant 

documents from the Third Party Administrator (TPA).   

 1. Pick an IRA TPA that is friendly to Real Estate Investors and get their 

marketing materials to hand out. 

 2. Know their flow of paperwork so you can help explain the process to the 

perspective lender. 

There are only (4) forms you need to know. 

1. Open Account 

2. Roll Over 

3. Direction of Investment  

4. Coupon (to pay them) 

8. Inexpensive Gifts 

These are the little touches.  You can use pens, little candies, or anything you can put 

your name on.  Something for them to keep; i.e. company ink pen, extra copies of 

brochures and postcards so they can tell a friend, etc. 

9. Disclosure Statement 

Last, but the most important, is the disclosure document 

 

The All Important Disclosure Statement; whether you have no private lenders right now 

or a bunch of them, you must have a disclosure document. 

This is not an option.   

When you are working to get a new private lender, the first thing you hand them is a 

disclosure document.  You see, all real estate investments are risky.  Therefore, you 

have to tell your private lenders that in your disclosure document.   
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If you are ever asked by the SEC to show them your disclosure document, you must be 

able to produce it, and prove that every lender received a copy. 

If you don't have one, then you need to start creating one immediately. To reiterate, 

when you are offering private lenders the opportunity to work with you, you must be 

sure to disclose to them the risks and rewards of the business. You should prepare a 

disclosure document.  

 

A disclosure document has legal consequences.  If a private lender is not given 

sufficient, material information and suffers a loss, he may have a claim against you 

and/or your business. The information you give private lenders must be accurate and 

not misleading.  The key test is whether you have given private lenders all “material” 

(significant) information about your business at the time the investment was made.  It is 

therefore important to follow the SEC’s disclosure regulations in your document. 

Here is what is typically included in a disclosure document. 

1) The Business of the Company - This information generally includes a description of 

your private lending business, location of the company's facilities, trends in the industry, 

and the company's marketing strategies. 

An example would be... 

"Integrity Home Buyers, Inc. is a real estate investment company. We work with private 

lenders and put their funds to use in residential property investments that are secured 

by mortgages.  These transactions are done in compliance with  

relevant laws and regulations and in compliance with appropriate securities registrations 

or exemptions in every state in which we do business..." 

  



 
Copyright © 2018-2019.  All rights reserved.  This document is confidential and proprietary to Colby Properties, LLC, and cannot be used, 
discussed, or duplicated without the prior written consent from Colby Properties, LLC.  This is an unpublished work protected by US Federal 

copyright laws and no unauthorized copying, adaptation, distribution, or display is permitted.  Rev A 

39 

2) Risk Factors - These vary depending upon the company and the nature of its 

business. They may include cash flow difficulties, market competition, inexperience of 

management, dependence upon an unproven product, and absence of operating history 

or profitable operations. 

The real estate industry is particularly sensitive to economic downturns. The value of 

securities of issuers in the real estate industry can be affected by changes in real estate 

values and rental income, property taxes, interest rates, and tax and regulatory 

requirements.  

3) Use of Proceeds - The use of the funds to be received from the offering should be 

set forth with a high degree of specificity. Categories of expenditures may include such 

items as leases, rent, utilities, payroll, and purchase of equipment, payment of notes, 

advertising costs, insurance, supplies, and payments to be made immediately to 

officers. 

4) Key Personnel and Shareholders - Individuals who direct the company's operations 

or who make significant contributions to the business of the company as employees, 

independent contractors, consultants, or otherwise are identified and important 

background information, such as education, age, and business experience of these 

persons, is disclosed.  Principal shareholders of the company are identified with a 

description of the number and percentage of shares beneficially owned. 

5) Financial Statements - Financial information, such as balance sheets, statements of 

income, and cash flow that accurately describe the financial condition of the company, 

is typically provided.  In some circumstances, these financial statements must either be 

audited or reviewed by a CPA. 
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6) Other key points... 

This is where you should give people access to information about your business. If 

you’re new to this business, give people some reasonable and conservative projections 

of what you hope to do with the business. It’s good business to under-promise and over-

deliver. 

You should distinguish between facts and beliefs in your disclosure.  Restrained 

language should be used throughout the text. At the practical level, many investors are 

accustomed to reading carefully worded disclosures and they are suspicious of broad, 

unqualified claims. An understated, factual disclosure can deliver a powerful message 

to private lenders.  

Avoid arcane jargon and technical terms.  Provide definitions for terms that might not be 

easily understood. Don’t make private lenders learn a new language just so they can 

understand your disclosure document. 

What is required? 

• A sound business plan.  

• A disclosure document disclosing the full facts of the investment and the                            

 business.  

• An SEC lawyer experienced in disclosures. 

The bottom line...by giving your lender a disclosure document, it shows the lender 

exactly what is going on with their loan.  You will have a meeting of the minds and 

everything is on the table.  

You will be a huge step forward by being professional, and will avoid potential problems 

in the future. 

Besides, it's required in every state. 

Note:  Some states use a Small Corporate Offering Registration (SCOR) in place of a 

disclosure document.  
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The following pages show a sample disclosure document. Always have an SEC 

attorney either do or review your disclosure document before you start handing it out. 

 

(Your Company Name) 

Disclosure Document 

 

PROPRIETARY AND CONFIDENTIAL 

 

This document includes information that is proprietary and confidential and is not to be copied or 

distributed without the approval of an officer of (Your Company Name). 

 

This offer is limited to (Your State) investors and has been prepared to comply with the laws and 

regulations of the State of (Your State). 

Because this Disclosure Document focuses primarily on details concerning the company rather 

than the industry in which the company operates or will operate, potential investors may wish to 

conduct their own separate investigation of the company's industry in order to obtain broader 

insight in assessing the company's prospects. 

THE COMPANY 

(Your Company Name) (“Company”) is a (corporation) registered in the State of (Your State) 

and was incorporated on (Your Date).  Its office is located at (Your Business Address), within 

(Your County) County, (Your State) and its telephone number is (Your Phone Number). 

(Your Company Name) is a private Real Estate Investing Company, founded by (Your Name) to 

acquire, rehabilitate, lease or resell residential and commercial real estate.  (Your Name) started 

investing in real estate in (1995 and started the company in 2000 with the goal of providing 

affordable rental housing in the Urbana and Springfield, Ohio area.  The company is not a 

realtor; it is a real estate investor. As the company grew, we understood that many of our 

customers, while wanting to own their own home, had economic, employment or credit problems, 

which kept them from qualifying for a traditional mortgage loan.  Because we quickly recognized 

that huge pent-up demand, we expanded our rental business to include creating affordable, 

single-family housing throughout mid-west Ohio). *This is to be your story* 

The Company is experienced in purchasing homes that market for at least ($75,000).  It is the 

Company’s opinion that homes below this price point are neither as desirable nor as potentially 

profitable as homes at or above this price point. There are several factors that lead us to this 

conclusion. Key to our analysis is our belief and experience that homes below this price point are 

not maintained as well by our customers, and that they are simply less desirable to potential 

homebuyers. 
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(Your Company Name) has developed creative home purchase financing techniques such as a 

Land Contract or Lease Purchase Agreement, Retail (rehab plus sell for all cash) and Wholesale 

(no rehab and sell for all cash) which allows Customer/Buyers to make an initial down payment, 

or option deposit, while occupying the home. This allows our Customers/Buyers to make 

progress toward home ownership.  Please note that these down payments or option deposits are 

non-refundable and the purchase price for each property is set when the agreement is signed.  

While living in what will eventually be their own home, our Customers/Buyers can build equity, 

repair their credit, establish a reputable financial management history and ultimately become 

qualified for a standard home mortgage. This model also gives our customers a financial 

incentive to maintain their properties.  

Through these programs Customers/Buyers will pay a down payment or option fee along with 

monthly payments, giving these Customers/Buyers the time and opportunity to increase their 

ability to secure a traditional home mortgage from a bank or other financial institution. 

Additionally, we will offer to our Customers/Buyers interested in purchasing a home information 

and assistance in building up their credit scores, enabling them to be better positioned to obtain 

their own traditional mortgage, which in turn will improve the Company’s ability to work with 

customers who can become homebuyers. 

Our Customers/Buyers understand and appreciate that (Your Company Name) has demonstrated 

a strong commitment to parts of the community whose housing needs have been badly 

underserved and where few realistic options have been available to those seeking, and capable 

of, home ownership.  (Your Company Name) not only provides affordable housing but also by 

the very nature of the business, helps the local economy by providing work for local contractors, 

realtors, mortgage companies and other related businesses. 

                                                RISKS OF INVESTMENT 

The Company uses funds borrowed from private lenders to invest in real estate primarily, but not 

necessarily exclusively, in and around (Your City, County and State). We focus on residential 

properties, although we will consider investing in commercial and other properties in certain 

circumstances. 

As a real-estate investment company, we are subject to risks including, but not limited to: 

▪ Availability of investment capital from private lenders 

▪ Local real estate markets 

▪ Competition from other real-estate investment companies, which may offer competitive 

interest rates or possibly better terms and/or conditions to private lenders 

▪ Availability of investment-grade properties 

▪ Legal and regulatory issues 

▪ Costs associated with rehabbing and maintaining properties 
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▪ The possibility of selling a home for less than it was purchased 

▪ The possibility of selling a home for less profit than anticipated 

▪ The possibility of a home going unsold for an extended period of time 

▪ Unanticipated repair costs 

▪ Changing market conditions 

▪ Interest rate changes  

▪ Potential damage caused by customers 

▪ The death or disability of (You or Your Officers) 

▪ Potential lack of demand for a property or types of property 

▪ The Company’s current shareholder’s equity of [$00.000 or ($00,000)] *Positive or 

negative depending on your actual results or projections.* This means that the Company 

currently has positive/negative earnings. The Company projects that these 

positive/negative earnings, which have been increased/reduced in the past year, will 

continue to be increased/reduced and that the Company may reach positive/negative 

earnings within 2006, but the Company cannot guarantee this result. 

MANAGEMENT 

▪ (Your Name) is the president and sole director of the company. He has served as president of 

the company since its formation.  

▪ The company compensates (Your Name) out of its profits from its real estate investments. 

▪ (Your Name) owns all the stock of the corporation. (There are 850 common shares, without 

par value, all owned by (Your Name)). 

▪ (Your Name) receives annual compensation of ($00,000)*your salary* from the Company. 

COMPANY OPERATIONS 

Payments will be made to our private lenders on a monthly basis or at a time the property is sold.  

Invested funds will be secured with a mortgage on each property, and when appropriate, with a 

state UCC filing to record the security interest in the properties. Hazard insurance will be secured 

on the properties, payable to our private lenders.   

(Your Name) and his staff know the local real estate markets and look at numerous properties 

before purchasing them. They use qualified contractors to rehab purchased properties. Real estate 

attorneys conduct closings. 
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TERMS OF THE OFFERING 

The company is offering its investors (“private lenders” or “lenders”) the opportunity to invest 

with the company.  The minimum investment is ($25,000). The total offering is for investments 

up to ($1,750,000). Only investors resident in the State of (Ohio) will be offered or sold such 

investments, and any person or business entity not resident in the State of (Ohio) who may 

attempt to invest, or does invest, in the company may, and shall have such investment cancelled 

and funds returned upon the discovery of same. The investment is a security and will only be 

offered by registration or exemption under Ohio laws and regulations, and in compliance with 

both state and federal laws and regulations. The investment is an interest-bearing debt security. 

This offering is being made pursuant to (Ohio Revised Code Sections 1707.06, 1707.08 and 

1707.11), also known as registration by description.  

We will use a tiered interest-rate system. This system was created so as to offer investors a rate 

of return better than what is available from local banks on certificates of deposit or other, similar 

deposit products. The tiers are also intended to give incentives to investors to invest more, or to 

invest their funds with Integrity on an accrual basis. Accrual basis means that an investor will 

allow his/her funds to accrue simple interest with us until the sale of the home. 

The company has existing Private Lenders whose interest rates have been grandfathered in with 

the company. The Company currently has funds from private lenders in the amount of 

$0,000,000. These are outstanding securities of the Company. 

The company is offering to pay Private Lenders interest rates on funds borrowed by the company 

that will always be higher than those offered on Bank CDs in (Clark and Champaign counties, 

Ohio). 

Private Lenders will receive individual offers of interest rates at the time of them receiving this 

offering, based upon market conditions, interest rates, and inflation.  The amount of funds they 

wish to lend to the company, and other relevant factors. 

The company will pay simple interest, calculated annually.  Private Lenders wishing to receive 

monthly payments will receive a lower interest rate than those Private Lenders whose funds 

accrue until the sale of a property or properties on which their funds were used. 

USE OF PROCEEDS 

The funds will be used to: 

▪ Invest in residential real estate in and around (Springfield, Ohio). 

▪ Invest in residential real estate in and around (Clark County, Ohio). 

▪ Invest in other types of real estate within the State of (Ohio), at its discretion. 
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▪ No commissions will be paid to any person or business entity for the sale of these 

securities, unless and except if they are licensed and/or registered broker-dealers within 

the State of (Ohio), and the company does not anticipate doing so in any case, and may 

only be sold by authorized representatives of the company and in compliance with all 

relevant securities laws and regulations. 

FINANCIAL INFORMATION 

The following information is in summary form, from financial information on the company as of 

March 31st, 2005. This does not reflect a full picture of the detailed financial information of the 

Company and is not intended to do so. This information is presented for your consideration and 

more detailed financial information is available, upon request. As you may know, under 

accounting principles, assets and liabilities must equal each other. 

 (NOTE: ADDITIONAL HISTORIC EARNINGS WILL BE ATTACHED TO THIS OFFERING 

CIRCULAR AS SOON AS THE COMPANY’S ACCOUNTANT HAS PREPARED THEM. THE 

COMPANY’S TAX YEAR ENDS MARCH 31ST. THE FINANCIAL STATEMENTS ARE 

COMPILED STATEMENTS, ATTESTED TO BY THE COMPANY’S PRESIDENT, MR. 

COWGILL. THIS OFFERING CIRCULAR WILL ALSO INCLUDE ADDITIONAL 

INFORMATION REGARDING THE COMPANY’S PAST OPERATIONS AND ASSETS) 

 Past operations of the Company included buying homes, the average sales price of which was 

under $75,000. The Company also had a large number of renters who did not purchase the 

properties they had rented. The Company has over the past year changed a number of its 

operations, in order to reduce costs and improve profits. 

 These improvements include: 

• The Company no longer purchases homes with an average sales price below $75,000.  

• The Company only purchases homes with an average sales price of $100,000 or greater. 

• The Company has sold a number of previously purchased homes with the lower average 

sales price. 

• The Company may be able to sell more of its previously purchased homes, including 

three in an area of Springfield, Ohio near where a new hospital is being developed. 

• The Company has switched from a rent-to-own business model to land contracts. 

• Land contracts have proven to be a better business model, including helping the 

Company to find and build business relationships with future home purchasers who are 

more likely to purchase their homes from the Company. 

• Land contract customers pay for their own property taxes and insurance, which reduces 

these costs for the Company. 

• The Company offers help to our customers by making available a mortgage liaison 

associate, who helps customers find and work with mortgage providers, to help 

customers improve their opportunity to obtain a mortgage. 
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• The Company has also offered, to a number of its customers without a credit history, the 

opportunity to build a credit history that should improve their opportunities to obtain a 

mortgage. 

• Since we began purchasing homes in 2005 that normally sell for at least $100,000 (One 

Hundred Thousand Dollars), we have increased Integrity’s average profit per house to 

$23,700. 

Total Assets:    $2,594,450  

(Including current assets, and property and 

equipment after accumulated depreciation) 

Please note that the Company’s largest assets are 

its property inventory and mortgage receivables. 

Total Liabilities and Shareholders Equity: $2,594,450 

(Including current liabilities, long-term liabilities 

and shareholder’s equity) 

Please note that the Company’s largest liabilities 

are notes payable to private lenders and mortgages 

payable to mortgage companies and financial 

institutions. 

LITIGATION 

The company is, from time to time, engaged in certain litigations related to the eviction of 

customers unable, or unwilling, to pay rent, or otherwise abide by their rental agreement with the 

company.  There is no past, present, or anticipated litigation that would have a material effect on 

the business, financial condition, or operations of the Company. 

DISCLAIMERS 

THESE DEBT SECURITIES ARE NOT REGISTERED WITH THE SECURITIES 

EXCHANGE COMMISSION UNDER THE SECURITIES ACT OF 1933 (THE "ACT"). 

THESE DEBT SECURITIES ARE BEING OFFERED AND SOLD IN RELIANCE ON 

SECTION 3(A)(11) OF THE SECURITIES ACT OF 1933, AND ITS COUNTERPART RULE 

147, SOMETIMES DESCRIBED AS THE “INTRASTATE EXEMPTION”, AND UNDER THE 

BLUE-SKY LAWS OF THE STATE OF OHIO, PURSUANT TO A FILING BY FORM 6(A)(1) 

WITH THE OHIO DEPARTMENT OF COMMERCE, DIVISION OF SECURITIES, PURSUANT 

TO R.C. SECTION 1707.06(A)(1) AND ANY OTHER APPLICABLE EXEMPTIONS AND 
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PURSUANT TO EXEMPTIONS FROM REGISTRATION UNDER THE SECURITIES LAWS 

AND REGULATIONS OF (OHIO). 

ALL PURCHASES MUST BE MADE FOR INVESTMENT PURPOSES ONLY AND NOT 

WITH THE VIEW TO, OR FOR SALE IN CONNECTION WITH, A DISTRIBUTION OF 

THE SECURITY.  ANY RESALE OF A SECURITY SOLD IN RELIANCE OF THIS 

EXEMPTION WITHIN 12 MONTHS OF THE SALE SHALL BE PRESUMED TO BE WITH 

A VIEW TO DISTRIBUTION AND NOT FOR INVESTMENT, EXCEPT A RESALE 

PURSUANT TO A REGISTRATION OR TO AN ACCREDITED INVESTOR PURSUANT 

TO AN EXEMPTION. 

 

NO PERSON HAS BEEN AUTHORIZED BY THE COMPANY TO GIVE ANY 

INFORMATION, OR MAKE ANY REPRESENTATIONS OF ANY KIND WHATSOEVER, 

CONCERNING THE COMPANY OR THIS OFFERING OTHER THAN THOSE 

CONTAINED IN THIS CIRCULAR, AND IF GIVEN OR MADE, SUCH OTHER 

INFORMATION OR REPRESENTATIONS MUST NOT BE RELIED UPON AS HAVING 

BEEN AUTHORIZED BY THE COMPANY. NEITHER THE DELIVERY OF THIS 

DISCLOSURE DOCUMENT NOR ANY SALES MADE HEREUNDER SHALL, UNDER 

ANY CIRCUMSTANCES, IMPLY THAT THERE HAS BEEN NO CHANGE IN THE 

AFFAIRS OF THE COMPANY DESCRIBED HEREIN SINCE THE DATE HEREOF, OR 

THAT THE INFORMATION CONTAINED HEREIN IS CORRECT AS OF ANY TIME 

AFTER THE DATE IT WAS FIRST DISTRIBUTED. THIS DOES NOT CONSTITUTE AN 

OFFER OR SOLICITATION IN ANY STATE TO ANY PERSON TO WHOM SUCH OFFER 

OR SOLICITATION WOULD BE UNLAWFUL. 

  

FORWARD LOOKING STATEMENTS 

THE COMPANY AND ITS REPRESENTATIVES MAY FROM TIME TO TIME MAKE 

WRITTEN OR ORAL FORWARD-LOOKING STATEMENTS.  ONE CAN IDENTIFY 

THESE FORWARD-LOOKING STATEMENTS BY USE OF WORDS SUCH AS 

"STRATEGY," "EXPECTS," "PLANS," "ANTICIPATES," "BELIEVES," "WILL," 

"CONTINUES," "ESTIMATES," "INTENDS," "PROJECTS," "GOALS," "TARGETS" AND 

OTHER WORDS OF SIMILAR MEANING. ONE CAN ALSO IDENTIFY THEM BY THE 

FACT THAT THEY DO NOT RELATE STRICTLY TO HISTORICAL OR CURRENT 

FACTS. THESE STATEMENTS ARE BASED ON OUR ASSUMPTIONS AND ESTIMATES 

AND ARE SUBJECT TO RISKS AND UNCERTAINTIES. IN CONNECTION WITH THE 

"SAFE HARBOR" PROVISIONS OF THE PRIVATE SECURITIES LITIGATION REFORM 

ACT OF 1995, THE COMPANY IS HEREBY IDENTIFYING IMPORTANT FACTORS 

THAT COULD CAUSE ACTUAL RESULTS AND OUTCOMES TO DIFFER MATERIALLY 

FROM THOSE CONTAINED IN ANY FORWARD-LOOKING STATEMENT MADE BY OR 

ON BEHALF OF THE COMPANY; ANY SUCH STATEMENT IS QUALIFIED BY 

REFERENCE TO THE FOLLOWING CAUTIONARY STATEMENTS. 
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THE COMPANY'S BUSINESS IS SUBJECT TO COMPETITION, CHANGES IN THE 

MARKETPLACE, AND THE EFFECTS OF CHANGING HOME PRICES AND/OR 

INTEREST RATES AND LOCAL ECONOMIC CONDITIONS. OUR RESULTS ARE 

DEPENDENT UPON OUR CONTINUED ABILITY TO BORROW MONEY FROM 

PRIVATE LENDERS, LOCATE PROPERTIES WORTH PURCHASING, REHABILITATING 

AND RESELLING OR LEASING TO CUSTOMERS INTERESTED IN PURCHASING 

SUCH PROPERTIES, ANTICIPATING AND RESPONDING TO CHANGING MARKET 

CONDITIONS, AND OTHER IMPORTANT FACTORS INCORPORATED INTO THIS 

SECTION BY REFERENCE, WHICH COULD CAUSE THE COMPANY'S RESULTS TO 

DIFFER MATERIALLY FROM RESULTS THAT HAVE BEEN OR MAY BE PROJECTED 

BY OR ON BEHALF OF THE COMPANY. THE COMPANY CAUTIONS THAT THE 

FOREGOING LIST OF IMPORTANT FACTORS IS NOT EXCLUSIVE. ANY FORWARD-

LOOKING STATEMENTS ARE MADE AS OF THE DATE OF THE DOCUMENT IN 

WHICH THEY APPEAR. THE COMPANY DOES NOT UNDERTAKE TO UPDATE ANY 

FORWARD-LOOKING STATEMENT THAT MAY BE MADE FROM TIME TO TIME BY 

OR ON BEHALF OF THE COMPANY. 

THIS OFFER IS SUBMITTED ON A CONFIDENTIAL BASIS FOR USE SOLELY IN 

CONNECTION WITH YOUR CONSIDERATION OF THIS OFFER. THIS DISCLOSURE 

DOCUMENT MAY NOT BE REPRODUCED IN WHOLE OR IN PART, AND NO ONE, 

FOR ANY REASON, SHOULD RELY ON ANY REPRODUCTION OF THIS 

MEMORANDUM. 

THESE SECURITIES HAVE NOT BEEN APPROVED OR DISAPPROVED BY THE 

SECURITIES AND EXCHANGE COMMISSION OR ANY STATE SECURITIES 

COMMISSION OR OTHER REGULATORY AUTHORITY, NOR HAS THE COMMISSION 

OR ANY OTHER AUTHORITY ASSESSED THE ACCURACY OR ADEQUACY OF THIS 

DISCLOSURE DOCUMENT. ANY REPRESENTATION TO THE CONTRARY IS A 

CRIMINAL OFFENSE.  

THIS DISCLOSURE DOCUMENT DOES NOT CONSTITUTE AN OFFER OR 

SOLICITATION IN ANY STATE OR OTHER JURISDICTION IN WHICH SUCH OFFER 

OR SOLICITATION IS NOT AUTHORIZED. NO SALE WILL BE CONSUMMATED 

PURSUANT TO THIS DISCLOSURE DOCUMENT IN ANY STATE OR JURISDICTION 

OTHER THAN IN THE STATE OF OHIO. 
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The Offer 

Once you’ve given the potential private lender all the information, it 

will be time to seal the deal.  You have to ask for the money.  For 

many, this is the most daunting part of the process.  But remember, 

you’re offering an incredible deal.  Look at it this way - you're not 

asking, you’re offering! 

What to Offer  

You’ve outlined your program and are ready to convince potential lenders. Maybe your 

deal goes something like this: 8% if you let the money accrue until the house sells, and 

6% if you want monthly payments. 

Great, but remember this is your deal and you have a lot of flexibility.  Don’t stray from 

your program to suit lenders demands; however, it is always a good idea to be aware of 

the options in any given situation.  

For example, if you’re doing individual meetings you have different ways you can 

present your deal.  In fact, you don’t need to set your terms at all.  Instead, why not let 

your investor set them?  This may sound like you’re giving up control, but you’re not. 

Consider this: someone earning 2% on a certificate of deposit in today’s economy will 

be ecstatic at the possibility of earning 8%.  If you’re careful and listen to what your 

potential lender is bringing to the table, you can often satisfy the lender with a lower rate 

than you had intended.  The flip-side, where a lender will want more, but it’s great to be 

aware of the times when your lender will be happy with less.  

Naturally you want to impart all pertinent information to your potential lender. Be sure to 

use your one-on-one meeting as an information gathering session as well.  Encourage 

your prospective lender to talk about their current situation and you’ll have a good idea 

of what percentage you’ll want to offer. Your disclosure statement will reflect your 

interest range you will accept. 
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There are many, many times when letting your potential lender indicate the interest rate 

they want will save you a tremendous amount of money in the end. 

 

How to Offer 

Watch Your Posture! Confidence is key…  

Don’t Beg, Plead, or Even Ask Twice.   

Potential lenders are either in or they’re out.  You should never go on the defensive 

because you have no reason to defend yourself!  You’re offering your family, friends, & 

associates a rare opportunity to get a hassle-free, high return on their money.  That is a 

rare find for them.  It’s your job to state your case and answer questions.  

Work with those who get the message and get rid of those who don’t.   

Don’t expect everyone to jump in. Those who get the message will be begging you!  

Some people won’t be interested. You won’t have to ask very many pre-qualified 

prospects if they want 8% rather than .0026% before someone will say yes. 

Keep this in mind as you go along:  

    SW – Some Will, 
    SW – Some Won’t, 
    SW – So What? 
    SW – Someone’s Waiting 

Up the Ante 

This technique can bring you a huge amount of money.  When a lender tells you that 

they are going to loan you X amount of money, you should always up the ante.  You do 

this by saying “If I find a deal worth X amount (a higher X amount than their initial loan 

offer), should I call you?”  If they say yes, up the ante again.  There is no harm in 

asking.   



 
Copyright © 2018-2019.  All rights reserved.  This document is confidential and proprietary to Colby Properties, LLC, and cannot be used, 
discussed, or duplicated without the prior written consent from Colby Properties, LLC.  This is an unpublished work protected by US Federal 

copyright laws and no unauthorized copying, adaptation, distribution, or display is permitted.  Rev A 

51 

Answering Private Lenders Questions 

The Question of Experience… 

Potential lenders ask me how many lenders I have.  What are they trying to do with that 

question?   They are trying to qualify me to see if I am for real.  They want to have the 

comfort of knowing that other people trusted me enough to lend me money.  I want you 

to think a little bit about how you would answer that question.  What I recommend is that 

you’re honest.  If you don’t have any private lenders I would tell them that.   

Let’s look at this from a couple different scenarios: Let’s say you’ve been in the 

business for a lot of years and you’ve been doing a lot of deals but you don’t have 

private lenders yet. That’s where I was.  I had done a lot of deals, but I only had two 

private lenders.  What I say is: “I’ve been getting loans for “x” number of years from 

other resources. I realized that there’s an opportunity out there for a win-win scenario 

where I can borrow money directly from a private individual and fund my deals that way.  

I’m opening up this new program to do that.”   

The other possibility is you haven’t done any deals, or only a handful of deals, so you’re 

uncomfortable answering that question.  Once again, I would come back and answer it 

truthfully - I would say “I don’t have any private lenders because this is a brand new 

program I’m starting and I’m inviting people into my business that want to earn a high 

rate of return.” 

 I like using the word “lenders” as opposed to “investors” - seeking lenders that want to 

be a part of it and want to earn a high rate of return. 

The “Doctor Story” 

I want you to think about this…How does a doctor become a doctor and set up shop.  

The process should be very similar for you for a new business startup.  First, the doctor 

gets his education; just as you should.  Second, he has to get his funding together to 

start his office and purchase everything he needs to operate his business.  Third, He 

hangs out his shingle and opens for business.   
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In real estate, we tend to get these steps mixed up.  Many times we put the third step 

before the second step; we start our business in front of obtaining capital to function.  

Private lenders put these steps in order.   

1 – Find 
2 – Fund 
3 – Fix  
4 – Sell or keep 

 

The Return of the Money… 

Lenders will ask “When you sell the property, will you keep my money until you find the 

next house so I can continue receiving interest?”  What I say is: “My program is set up 

to where I pay from closing to closing and when we have that second closing, you get 

your money back.  It’s my job to get your money working again as soon as possible 

because I don’t pay on money that I’m not using.”  

 

 

 

 

The Follow-up 

60% of your money comes from follow-up.  They’re thinking about your offer.  Maybe 

they’re unsure because the idea is foreign to them or it sounds too good to be true or 

maybe they need to run it by their significant other.  Whoever they are and even if you 

don’t have a deal in place, you must follow up.   

For example:  send a thank you note for their time; a reminder that you’re still there.  If 

they didn’t receive a free report, offer to send them one.  Simply pick up the phone and 

give them a call.  Any way you can think of to keep in touch with those who are still 

mulling it over; just do it!  Be prepared.  Develop a system that you use every time.  This 

will make it simple and take up the least amount of your time.  

 

SAFETY TIP; Never, never, never touch unsecured money.  My lenders send 
their money directly to the closing agent and it is returned to the lender by the 
same method.  I NEVER EVER touch a lender’s money prior to closing 
because you promised them the money would be secured by real estate 
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Answering Objections 

These next slides are key pieces of my live event that give you a tremendous amount of 

information on answering lenders objections.  They represent the key to getting a 

lender. 

The Basic Steps to WealthThe Basic Steps to Wealth

1. List 20+ names of FF&A

2. Read script to them

3. Answer objections

4. End your answer with a  

question

5. Ask for a referral
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#3 Answer Objections#3 Answer Objections

1. I want you to listen to the  

person

2. Determine their concern

3. Focus on that question

4. Don’t talk too much
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Types Of ObjectionsTypes Of Objections

1. Security Concern

- Mortgage, promissory note

2. Greed Issue (they want more)

- Focus on the 8% you pay

3. New Real Estate Investor?

- Give them the Doctor story
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Conclusion 
 
 
Well, our journey through the process of obtaining funds from people you know is 
almost complete.  
 
We have certainly covered a lot. 
 
In this book, you’ve learned 5 quick rules to be aware of when dealing with the SEC. 
You’ve learned what I consider to be the foundation to not only using private money but 
also being successful in real estate. 
 
And that’s just the tip of the iceberg of what’s been covered on the pages of this book. 
 
We have also learned about: 
 

• How to determine your meeting type 

• How to ensure your meetings are a success 

• What to offer 

• How to answer private lender questions 

• How to overcome objections 

• And much, much more 

 
Along the way, we have also discussed less well-known areas that are essential to 
success with private lenders. For example, we talked about the importance of using a 
disclosure statement and how it needs to be the very first thing you offer new private 
lenders. Failure to do this could have drastic negative consequences down the 
road. 
 
Then to help ensure you get your disclosure statement right we also talked about what 
should be included in it – such as the business of the company; the risk factors; use of 
proceeds; and more. I even gave you a sample disclosure statement that you can adapt 
to use in your own business to make things even easier for you.  You should have an 
attorney approve it. 
 
As a quick aside, let me just say: don’t ever think you are done learning. Don’t ever 
think that you know it all. If you truly want to be successful you need to make a life-time 
commitment to improving your knowledge base and getting better at working with 
private lenders.  
 
You need to make a concerted effort to continue learning about this vital subject. Things 
are always changing; new methods are always being discovered. Never assume that 
you know everything. 
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It’s important to your long-term success to keep reading and investigating and learning. 
 
In my real estate investing career, I’ve spent thousands upon thousands of dollars on 
training and information. Back when I started out it was difficult to know who to trust and 
what to believe and nobody was covering the SEC and how it relates to real estate 
investors using private lenders.  
 
Now I want to share all that I’ve learned to help you shorten your learning curve 
and achieve success as fast as possible.  
 
Remember, you are not alone in your journey to real estate investing success. Help and 
information is available – take advantage of it! 
 
I look forward to helping you turn your real estate investing dreams into reality! 


