
Deal Structuring Every Meeting 

Let's talk about what makes a 

good rehab. 

How to buy one. 

How to sell one. 

How to 'WHOLESALE' one to a 

Rehabber. 

How to rehab one. 

How to estimate one. 

Local Rehabbers talk about how 

they do it. 

 

So, you want to wholesale? or, you want to buy a wholesale?  

Local Speakers, Local Deal Structuring.  

Bring those deals you aren't sure about. Deal Amnesty Night!  

Let's talk local deals! Local Values! 

If you have a wholesale deal to sell, Bring it!  

If you want to buy a wholesale deal to rehab or hold, get ready! 

Meeting Location  

Holiday Inn @ Papermill  

Tennessee Room  
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What to Look For when Buying a Rehab      
by Brandon Ketron 

Rehabs!  Even on TV they are glorious.  I know 

everyone reading this has seen the A&E show 

Flip This House.  Everyone wants to be Richard 

Davis, Armondo Montelongo, or Than Merril.  

Those guys have huge businesses and even bigger 

bank accounts.  But what qualifies a rehab and 

what do they and other successful Real Estate 

Investors look for when purchasing a property? 

First of all if you ever listen to any successful real 

estate investor, they will tell you that you should 

start out with focus and then become well rounded 

as an investor in order to make the big checks and 

also create a passive form of income that will set 

you free.  However, that is a topic for another 

time and place.  Today we are going to focus on 

evaluating that rehab property so you can buy 

right.  If you do this, the exit strategy isn’t as im-

portant.  cont…. 

Next Meeting:          

Equity Trust Co. 

Sarah Laeng 

Create Tax-Free 

Wealth by Investing in 

Real Estate with a 

Self-Directed IRA 

May 11, 2010 



New to real estate investment, we 

were taking a leap of faith when 

we decided to look for a house that 

needed rehabilitation. We had so 

many questions and issues to 

work through: how to find poten-

tial properties, how to analyze 

project profitability, funding, 

beating out other 

investors (and 

they're out 

there), handling 

the surprise 

when our lowball 

offer was ac-

cepted, and so-

on. Those were 

just the catch all 

titles for a slew 

of minor and ma-

jor issues. 

 

That's all in the recent past now 

and the planning and physical 

labor starts? Well, maybe. 

 

My wife, Julia, is semi-retired 

from a corporate career in admini-

stration (she's an ace in an office 

and with record keeping). She 

loves working outside/yard work 

so she's “tearing up jake” in the 

ramshackle wilderness of a yard 

at the project 

house. And I 

worked in finan-

cial manage-

ment and in the 

home building 

industry for too 

many years. I 

am in my sec-

ond career in 

home repairs 

and mainte-

nance. OKAY, 

okay... I'm a 

handyman but I 

love the work 

and, luckily, customers keep giv-

ing me referrals. I can handle just 

about any phase of construction 

and already have most of the nec-

essary tooling. So, I've started 

tearing out anything that we 

KNOW cannot stay. But, after 

that? 

 

There are 

some 

things I 

just don't 

like to do: 

concrete 

and finish-

ing sheet-

rock for 

examples. 

Plus, code 

enforce-

ment (such 

as it is in Gatlinburg and Sevier 

County) forces some level of pro-

fessional labor on us. And, then, 

there's roofing. I don't mind tear-

ing off and putting on a new roof 

but Julia doesn't like it when I'm 

running around steeper pitch. 

Bottom line is we now have a 

whole new and completely differ-

ent bunch of questions. 

 

1. Should we get a profes-

sional architect to draw up 

plans? The City will accept 

plans that I draw, “... just as 

long as it's for your house and 

make sure your crayons are 

sharp.” We ARE making some 

pretty dramatic changes to the 

house: probably $30,000 plus 

in materials. 

2. The roofing is a likely can-

didate for subcontracting but I 

can do that myself and save 

several thousand dollars. 

Same with sheetrock and tape 

n bedding. 

3. What about electrical and 

plumbing. I can do both but 

getting them to pass inspec-

tion ??? 

4. Should I buy flooring in-

stalled? 

5. Then there's stuff that 

will just take forever if I do 

them myself: painting for ex-

ample 

 

I guess the big question is how do 

YOU decide: 

 

1. Do I do it all myself? It 

could take a while. 

2. Or subcontract some 

things to a professional? 

3. Or do I find a bunch of 

illegal aliens or burnt out 

crack heads (thanks, Craig) to 

do the labor and try to man-

age “the crew”. 

4. Then there's subcontract 

everything. 

 

Words of experience (if not wis-

dom) would be greatly appreciated 

from anyone willing to contribute. 

Our email address is lowesmain-

tence@yahoo.com . And, as a point 

of reference, below is our project 

house in Gatlinburg. 

Taking a Leap of Faith by Stan and Julia Lowe 
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Create Tax-Free Wealth by 
Investing in Real Estate 
with a Self-Directed IRA 
 
As a Retirement Plan Specialist with 
Equity Trust Company, Sarah Laeng is 
dedicated to helping 
creative and moti-
vated real estate 
investors understand 
the power of a truly 
self-directed IRA. 
With a bachelor’s 
degree in business 
from the University of 
Toledo, she offers a 
fresh and insightful 
perspective on the 
advantages self-directed investing can 
bring to individuals and businesses 
alike. 

May 11, 2010 
 

In this special presentation, Sarah 
will cover: 

What Self-Directed IRAs are 
and how they work 

How you can invest in real es-
tate with them and 
build tax-free wealth 
Why you may not 
have heard of Self-
Directed IRAs 
How you can bene-
fit from advantages 
like the power of 
compound interest, 
large tax deduc-

tions, tax-free profits, and 
much more  

 
About Equity Trust Company 
 

Headquartered in Elyria, Ohio, Equity 
Trust Company is at the forefront of the 
self-directed retirement plan industry. 
We specialize in the custody of alterna-
tive assets in self-directed IRAs, Cover-
dell Education Accounts, Health Sav-
ings Accounts and qualified business 
retirement plans. Since 1974, our com-
pany and its affiliates have helped in-
vestors make tax-free profits through 
education, innovation and a commit-
ment to understanding individual needs. 
Currently, we provide services to more 
than 140,000 individuals and busi-
nesses nationwide with approximately 
$10 billion in assets under manage-
ment.  

cont...from page one   What to Look For when Buying a Rehab  

Don’t miss this eye-opening presentation! 

checklist.  Start with the expensive items: 

foundation, roof, HVAC, plumbing, electri-

cal.  You need to know what kind of condi-

tion each is in: good, repair, or replace.  

Then I like to start outside in and evaluate 

the cosmetics. i.e. does the siding need 

pressure washed, painted, or replaced.  

Your exit strategy will also help make some 

of these decisions for you.  You want a 

rental to be clean, but it doesn’t need new 

siding and elaborate landscaping.  Then 

inside, go room by room and take notes of 

everything that needs to be done.  It will 

help tremendously if you take pictures also.  

Don’t be afraid to get dirty and get in the 

crawl space or attic to look for obvious 

problems. 

 Now go home or to your office.  

Pull up your pictures and pull out your 

notes.  Now put together a scope of work 

and try to make some estimates on what 

you think some of it will cost.  Pick out 

your materials (flooring, paint, etc.) and 

include those in the scope.  This may re-

quire trips to Lowes or Home Depot.  Run 

your numbers!!  And if it works, put it un-

der contract. 

 Now get multiple contractor bids.  

If the numbers still work for your exit strat-

egy, congrats, BUY IT!   

Brandon Ketron and wife Afton, owners of 

Ketron Property Management, Inc. We buy 

and sell wholesale deals, rehab and sell 

retail, and hold and manage multiple rental 

properties in Blount and Knox counties. We 

specialize in single family and apartments 

and sell deals turn key if you wish. You can 

join our buyers list and download a free 

report by visiting http://

www.cheaphousestn.info 

Now before we can go out and run around 

town looking at every property for sale, we 

need to establish our criteria and exit strat-

egy.  What is the minimum profit you are 

comfortable with in order to take the risk 

and purchase the property?  Once you know 

that, pick an area you are interested in and 

learn the market in that area (price ranges, 

style of houses, primarily tenant or owner 

occupied, avg. time on market, desirable 

schools)  These are things you want to 

know so you can calculate how much risk 

you will have in a deal. 

 Now let’s look at some houses. 

 When evaluating a house you 

want to (especially early on) have a good 
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Tom Moon was at the first meeting 

telling us about his replacement 

windows.  Ask the rehabber sitting 

next to you, if they know Tom. 

 

Be sure to check out our Sponsors... 

 Bob is an active Investor with a 

Background in Building. 
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Bob does more than Build 

Them. 

Forest Orr - Estate Group 



Chuck Phillips with CRS has been 

supporting KnoxREI since the first 

meeting.  Chuck is available to look 

up a property for us to do deal 

structuring at most every meeting. 

CRS puts the power of clear and 
current property information in 
your hands. Our PowerTools are 
made of custom searches, prop-
erty tax records, interactive maps, 
sales and mortgage info, real es-
tate valuations, mailing lists, and 
more. 

 

Chuck Ward’s Flippin’, no, really...if 

you get a chance, use CRS and look 

up Chuck and you will see that he is  

probably Flippin a handful of Re-

habs right here in Knoxville.  

 

 

Visit Chuck at:  

www.ChuckWardRealEstate.com 

 Chuck has video clip at his 

website, be sure to check it out. 

Ray Bergeron - Mentoring 865-621-8219 

Be sure to check out our Sponsors... 

Chuck Ward’s  Flippin’ 
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Chuck Philips 

www.CRSData.com 

I honestly believe what I am offering is a 

fantastic opportunity for new investors to 

take the risk out of their 1st few deals and 

get them started on the right track. 

 

Give me a call, we will have an initial meet-

ing and determine if my mentoring program 

is right for you. 

 

Raymond Bergeron 865-621-8119 

Don't let your first deal be your 

last! 

 

There is a LOT of bogus/false in-

formation out there in the get-rich 

on Real Estate world. 

 

Don't lose $20,000 (or more) on 

your 1st deal.  

http://www.crsdata.com/success_stories/?type=RealEstate


 

Membership:  

Visitors: First visit to a regular monthly meeting—no charge. 

Spouses: Regular monthly meetings—no charge. 

Silver Members and Visitors: Second visit $15 

Yearly Gold Membership: $120 

Sponsors: Inquire 

Meetings are regularly scheduled for second Tuesday of the month. 

Make sure to sign up on the above website to 

get all the latest info.  We don’t spam...so 

you have to sign up. 

WWW.MEETUP.COM/KNOXR EI  

New York Village 

Voice further re-

ports that the aver-

age days on market 

for all staged 

homes is 13.9 days.  

And there’s more 

good news.  Staged 

homes sell an aver-

age of 6.32% over 

listed price.  The 

cost of staging will 

always be less than 

the cost of a price 

reduction on a 

house.   

Staging gets the 

job done when it 

gets the buyer to 

feel emotionally 

drawn to the prop-

erty.  Effective 

staging uses a simple and proven sys-

tem that is not limited to any specific 

style because it is not interior design.  

And it is not randomly accessorizing 

with a few towels and candles.  It is a 

well planned placement of carefully 

It has been wisely said that no matter 

what business you are in, your real 

business is marketing.  Whatever you 

do for a living, you are always looking 

to connect with the right buyer, client 

or customer.  That connection has to 

happen before you close your deal and 

pocket your profits. 

When you are marketing a property 

which you have rehabbed and meticu-

lously polished and prepared for re-

sale, how do you connect your buyer 

with the property’s best features?  

How can you get your potential buyer 

to view these features as extraordi-

nary and irresistible benefits?  It’s 

estimated that buyers make a deci-

sion about a property in less than ten 

seconds.  That surely gives special 

meaning to the statement that you 

don’t get a second chance to make a 

first impression! 

Making a powerful first impression 

that has emotional impact is the busi-

ness of staging.  HUD reports that a 

staged home sells an average of 17% 

higher than an unstaged home. The 

chosen items that 

target a specific cus-

tomer. 

Great staging makes 

a fabulous first im-

pression as soon as 

the buyers pull up to 

the curb. It literally 

draws them inside 

and leads them from 

room to room with 

carefully crafted 

“scenes” that elicit a 

whole range of “feel 

good” emotions.    

The intended out-

come is that a poten-

tial buyer becomes a 

new homeowner 

because he feels an 

emotional connec-

tion to this property.  

The staging makes the property 

memorable.  It feels like home and the 

buyer falls in love with it.  After price, 

staging sells houses. 

Staging as a Marketing Tool    by Marilyn Mele, MJM Home Staging Services 

Knoxville Real Estate Investors 

KnoxREI.com 

Using color in a staging plan 

brightens an ordinary spot. 

Nothing from the this newsletter, website or meetings is to 

taken as professional advice.  Please seek professionals else-

where for that.  

We do not endorse speakers, authors, sponsors or products.   

Do your Due Diligence. 


