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SPECIAL REPORT 

 

“How You Can Sell Your Home In 1 Week!” 
 
Trying to sell you home can be a nightmare!  But after reading this Special Report, you 
may very well have your home under contract to a qualified buyer within 7 days or sooner! 
 
First, let’s look at some of the selling options that are available to almost everyone who has a 
house for sale. We will go over the pros and cons of each technique, so that you may best 
determine which method is the most suitable for your particular circumstances. Then we will 
illustrate how you may be able to utilize the technique of your choice in order to get your house 
sold as soon as possible, maybe within hours! 
 
You may be surprised to learn some of the alternatives you have at your disposal! 
 
But what may be even more surprising is that you may discover that the method that provides 
you the most benefits could very possibly be the one that you might never have known about 
before today. Or, it might even be a technique that you have heard of, but didn’t pursue because 
you didn’t fully understand it. 
 
 
 

5 WAYS TO SELL YOUR HOUSE 
 

1. ALL CASH: Selling with no contingencies is definitely the offer most sellers are looking for, 
but not too many find it. On the up-side, it’s clean and very likely to close. On the down-side, it’s 
extremely rare, and will almost never be for full retail value. Typically it will be from an investor 
or a developer, and it will be for the wholesale value of the property in it’s current condition. 
Wholesale is usually 65% - 75% of retail. A seller might receive an all cash offer but with “new 
financing needed after closing.”  This is by far the most likely “cash” offer that you will receive 
from an owner/occupant buyer.  The benefit here is that you can usually expect to receive a price 
that is near the retail value of your home.   

 
The down side is you must find someone who: 
 

1. Has the full cash down payment and enough money left over to close (a rare find these days), 
2. Has good credit (even more rare these days), 
3. Has a low ratio of debt-to-income (today’s credit policies guarantees you fewer candidates), 
4. Has a minimum of 2 years on the same job (not too difficult) 
5. Wants to live in a house that exactly fits your home’s description (bedrooms, baths, schools, etc.), 
6. Wants to buy such a house at the same moment that yours happens to be on the market, 
7. Discovers your home is available (you can’t assume the advertising you are doing will find them), 
8. And, won’t change their minds before, or after, you can get them to sign an agreement. 



 
Once you have found such a person after sifting through many buyers, negotiated the deal, 
received a written contract, the only job left will be to get to the closing table. And I do not use 
the word “job” lightly. Closing on a real estate sale is no small feat and most assuredly not a 
certainty! 
 
Timing is also a major issue. All of this must take place at the same time that you are scheduled 
to close the loan and purchase of your next residence. If it happens too soon, you will need to 
find an interim place to live and move twice. If it happens too late, you will have to absorb the 
cost of maintaining two residences simultaneously. If you have mortgages on each, it could be a 
devastating, even fatal, blow to your finances. 
 
This information is not to scare you, but educate you. Please, read on. There is hope! 
 
 
2. LEASE OPTION or OPTION: These “options” are fast becoming the first choice of many 
seller’s due to the long list of benefits, plus the enormous flexibility for all of the parties 
involved. 
 
How do you benefit by using a lease/option?  
 

1. Immediate debt relief from all, or most, of your monthly mortgage payments, 
2. A higher selling price than you might get under most other programs available, 
3. A flexible time-table in which you may now move, 
4. No maintenance, repair, or typical land-lording responsibilities, 
5. No more utility bills, 
6. No transfer of deed or the tax benefits from you to the buyer until the closing, 
7. A large market of available buyers at all times from which to choose (if you know how), 
8. Better quality tenants, because they intend to be the owners soon, 
9. No long vacancies, 
10. Helps you qualify for your new financing by off-setting your debt, 
11. No fees to pay, especially no more 6% - 8% Realtor commissions, 
12. Saves you about $100 or more per week in advertising your home for sale, 
13. Can be done regardless of the amount or type of existing mortgages you may have, 
14. Reduced or no closing costs at the time of sale. 
 

Make sure these benefits are yours when selling.  Most real estate agents will not offer these 
benefits because they don’t get their commission right away.  In fact, the agent could have to 
wait several years till the title is transferred (closing) to get paid. 
 
A lease/option is a Standard Lease Agreement that allows a tenant to lease the property for a 
certain period of time plus a Standard Option Agreement that contains a specific language which 
permits the tenant/buyer to purchase the property at a pre-determined price on specific terms 
(cash, new financing, loan assumption, etc.) within a certain period of time.  
 



 You will be able to get prompt debt relief, because the tenant will make all, or most of 
your mortgage payment.  

 There will not be an immediate closing, but will happen after the prescribed period of 
time when the option is exercised. 

 Any equity you may have will remain in the property until the actual sale. Isn’t that 
where the equity is now? And you wouldn’t be able to get to the equity until you sold the 
property anyway.  

 
Using an option by itself is another way you can grant someone the right to buy your property for 
a specific price, under specific terms, for a specific amount of time. However, some of the 
benefits listed above, under lease/options may not be yours and debt relief might be your biggest 
concern at the moment. 
 
 
3. LAND CONTACT: You might choose to use this method if you do not wish to get banks 
involved in your business and many of us don’t. It is a great way to establish yourself with a nice 
cash flow with buyers that have good credit. You just don’t have to mess with banks to sell your 
home. And your life can be a lot easier when neither you, or your buyers, has to let a bank decide 
whether or not you should do business – wouldn’t you agree? 
 
One caution though. If your existing loan has a “due on sale clause” (meaning that the loan 
must be paid off when you transfer the deed or your interests in the property), then certain steps 
will have to be followed in order to prevent the lender from threatening to accelerate the loan 
and foreclosing.  
 
 
4. LOAN ASSUMPTION: You may have a loan, which is fully assumable to a new buyer, 
however, it’s time to expose a myth. Not all assumable loans are the same. 
If you have a VA loan which was closed prior to March 1, 1988 or an FHA loan that was closed 
prior to December 15, 1989, your loan may be assumed by your buyer freely and without 
qualifying. The only issue that you will need to address is how you intend to collect the 
difference between you selling price, and the balance remaining on the loan. You may opt for all 
cash, or you may want some cash now and the rest in the form of an interest bearing mortgage. 
 
If you have a VA, or FHA loan that was closed after the above dates, you loan is fully assumable 
to your buyer as long as they can qualify under the lender’s current guidelines. This can be 
expensive, time consuming, and frustrating. And with the issue of how you intend to collect the 
difference between the selling price and the loan still hanging in front of you like old fly paper, 
you may just be better off getting your buyer a new loan. In other words, an assumable loan is 
not automatically a good selling feature. 
 
 
5. FULL OWNER FINANCING: This will get the fastest sale and the highest price possible 
for your home. However, you must know how to do this legally, and it can be complex if you 
have existing financing on the property.  If you have no financing or lots of equity, you may have 
to wait a long time to cash-out. But you can set up a very nice, no-hassle, income stream. 



 
If you have one of the non-qualifying loans we talked about above, or if you own the property 
free and clear, you may want to sell the property and act as your own bank. You decide how 
much money you want down, you decide how much a monthly payment you want, and you are 
the loan committee that will approve your buyer. You have a lot of control when you are in 
position to offer this type of financing.   
 
NOTE: As you will see below, ANYONE can sell with owner financing, even if you have no 
equity or are  “under water” (you owe more than the home is worth!)  
 
 
 
 

Now, how can you use what you’ve just learned to sell your home in 7 days? 
 
 

IT’S VERY SIMPLE . . . . . CALL ME! 
 
 

 
Tom Kubat 

”Your Creative Real Estate Advisor” 
http://www.Creativerealestateadvisor.com 

888-253-7980  Ext. 1 
 
 
 
 
First of all, I’m not a Realtor, but a private individual, like yourself. 
 
People who’ve never tried to sell a home themselves just don’t seem to understand all that’s 
involved.  

 The details,  
 The time,  
 The waiting,  
 The ads that never seem to make the phone ring.  
 Having strangers walking through your bedroom. Strangers that feel obligated to pick 

apart your home.  
 People who smile and nod and act serious, but never call back. 

 
It can be a much bigger hassle than you ever though possible. 
 
 



What about Realtors? While it can’t hurt to list with a Real Estate agent or broker, 
by the same token, do they ever seem to have the same “feel” for your home as you do? After all, 
if you had hundreds, if not thousands of nice, beautiful homes of all shapes, sizes, and price 
ranges to sell. . .what kind of real “selling” would you do? 
 
Would you really go all out and work on selling one particular customer’s home? Or would you 
pick out a selection of several houses, offering high commissions, for your prospective buyers, 
hoping to land them on one . . .any one? Come on . . . you’d go with the numbers. After all, you 
don’t have any personal liability if the seller’s home sits an extra month or two . . . and then 
there’s always the next customer. . . and the next listing. 
 
That’s why more and more sellers have gone the “For Sale By Owner” route. You buy your sign, 
you place your ad, you show your home. You wait. You call back the lookers and leave 
messages on their answering machines. Maybe you actually get a live one, and write up an 
agreement. Several weeks pass. You start thinking something’s gone wrong. Financing?! But it’s 
supposed to be the buyer’s job to get a loan, not yours! Right! Can you tell I’ve been there? 
Right back to square one, with a beautiful home, price right, and not a clue on how to make it go 
away. And all the while, you’re paying a mortgage, trying to pack for a moving deadline, and the 
possibility of having to pay two mortgages.  
 
Sometimes the reasons people sell their homes are great, positive ones . . . a new job, a transfer, 
building or buying another home. Sometimes the reasons aren’t so good at all . . . bankruptcy, 
divorce, or even foreclosure. 
 
What if we were sitting in your living room right now, and I told you I want to buy your home? 
 
The credit is no problem, I can give you superior credit references a mile long. No problem with 
the non-assumable loan. No problem catching up any payments in arrears. We can probably wrap 
up the whole thing within a day or two. Would you perk up a little if that were the case? 
 
Right now, I don’t know how much you owe on your home, how much it’s worth, or what kind 
of work it needs. Those details can be handled when we are together. What I do know, and what 
you should know, is . . .  
 
If you call me and give me the facts, I’ll either tell you on-the-spot that I can’t help, or I’ll 
come out and leave you with one or more offers within 7 days, sometimes within 24 hours! 
 
My profession is that I buy and sell properties. Sellers sometimes call me a real estate 
investor, but I’m really more of a professional “transaction logistics engineer”. With your 
property, I’ll probably structure several offers, and let you choose the one that best suits your 
needs. 
 
The purchase price will be sufficient, I guarantee it. I will take the financial burden of any 
monthly mortgage payments off your back, and I’ll also take care of any minor fix-ups or 
maintenance. What’s more, I’ll close when you’re ready. 
 



You see, I’ve found I can make a profit on homes that even real estate agents have passed up 
because I personally handle the whole process. When I agree with you to purchase your property, 
I take it seriously. I treat your home like it’s my own. It is not just a number in a computer data 
base. 
 
Your situation literally becomes my own because if I don’t sell, I don’t make a profit. And 
frankly, I don’t know how to make it work any other way. 
 
Like I said earlier, people sell homes for various reasons. Maybe it’s a new job that requires a 
move, and you don’t want to carry double house payments. Maybe it’s a company downsizing 
that creates the problem. It could be a bankruptcy or foreclosure . . . or you could’ve won the 
lottery. Perhaps you want to build . . . you’re tired of the same old neighborhood. . . you need 
something bigger, something smaller. It could be death or divorce . . . or marriage or birth. 
Whatever it is, that house has become something to move beyond, to sell, to put behind you, so 
you get on with the business of living your life. 
 
I’m not a cynical person. . .this is reality. Granted I don’t know your particular reasons for 
selling, but I do know how to get your house closed as quickly, and as professionally as possible. 
In fact. . . 
 
Here’s the game plan to sell your house quickly. 
 
After we agree on the purchase price, and verify the amount you owe on your mortgage, if the 
circumstances are right I may pay all cash at the closing. If not, we may work out a Lease 
Option, Land Contract, or Owner Financing. Whichever way you go. . . 
 
You get relief from your monthly obligation to the mortgage company and we become a team 
to sell your home! 
 
Just so we have no misunderstandings, I am probably not going to buy your house and use it as a 
rental. I’m in the business of buying and selling for a profit, as fast as possible. Yes, that means I 
intend to make a profit if I produce results for you. However, my profit comes from the buyer, 
not you. 
 
 
I know how to get the job done! 
 
I’ve worked with all kinds of circumstances and have been thoroughly trained to create solutions 
after so-called “experts” have given up and quit. Again, if you call in the facts, I’ll tell you 
within two minutes if I can help. Now that we’ve got that clarified, allow me to give you a few 
examples of how I might help. 
 
All Cash: In many cases, our new buyer will come to the closing with the ability to pay off your 
mortgage. You’ll receive your equity from me, and I’ll receive my profit from our new buyer at 
the same closing. 
 



Loan Assumption: Another way is to let our qualified buyer assume your existing mortgage 
releasing you from any liability. An individual can qualify on your mortgage based on a formula 
which considers their credit, income, and debt loan. I’ve worked closely with numerous 
mortgage companies in the past and I know exactly what they are looking for in a prospective 
applicant. 
 
Lease Option: Because the banks only know one speed (slow!), sometimes it makes sense to 
have our buyer lease the house while we’re waiting to close. This not only assures you won’t 
have to bear the burden of the monthly mortgage payments prior to closing but it also makes it 
easier for the new buyer to move forward with qualifying the transaction. 
 
The best part is, your loan doesn’t even have to be assumable for this to work! Regardless of the 
type of loan – assumable, non-assumable, assumable with qualifying, FHA, VA, Conventional – 
my lease and purchase program works for all transactions, because you never relinquish title 
until closing. 
 
I’ll take care of your monthly payments, take on all responsibility for the maintenance of your 
property, find a qualified buyer, and liquidate your asset, before it becomes a liability! Seriously, 
does it get any better than that? 
 
Believe me, when I find that qualified prospect, I take that individual by the hand and personally 
see to it that the mortgage company gets what they need to complete the loan as quickly as 
possible! As I stated before, my program can work in any situation. Just let me create some 
solutions, and you can pick the one you like best. 
 
Now remember, there’s just no way in a single report I could possibly answer every question or 
address every need you may have. Consider this an overview. If it strikes a nerve. . . if you find 
you’re in a situation with your home that doesn’t seem to be going anywhere, a situation you 
think I could possibly help solve for you, call me. 
 
You won’t get some sales pitch or some agent. If I can’t answer, leave a message, and  
you’ll get me.  I’ll answer most of your questions right over the phone. 
 
 
Thanks, 
 

Tom Kubat 
 
Tom Kubat 
”Your Creative Real Estate Advisor” 
http://www.Creativerealestateadvisor.com 
888-253-7980  Ext. 1 
 
 



 
P.S… 
 
I know this is a lot of information to digest at one time, but if you’re still with me at this point, 
chances are your interested in doing whatever it takes to get your house sold quickly. 
 
I have been told by the people that I’ve helped, “more people need to know what you can do”. 
Therein lies the very reason that I have created this report. If some of the people I’ve worked 
with in the past hadn’t found me, I know for a fact that they would have unnecessarily ended up 
in serious financial hardship. And the only thing worse than being in a situation like that, is to 
find out too late that there was a solution for your problem all along. 
 
For every person that I’ve helped who has said “I’m glad I found you” there have been at least 
five that I’ve met after their situation had gotten too far out of hand who’ve told me “I wish I 
would have found you sooner”. 
 
I’ll be in touch with you in the next few days. But if you’re ready to act now or have some 
immediate questions, don’t wait for me to call. You can contact me right away at:  
888-253-7980  Ext. 1 
 
If by chance we can’t do business, that’s ok. We can still be friends. But I honestly believe you’ll 
be pleasantly surprised when you call . . . I specialize in solutions! Give me the chance to be your 
solution. 
 
I don’t know how many months you’ve been trying to sell your home (or thinking about 
selling!), but every month you wait is costing you unnecessary expenses. . . eating up the 
precious income you work so hard to earn. Your home is an asset . . . sell it as an asset. Don’t let 
it become a liability, a burden, the proverbial “monkey on your back”. There’s a real good 
chance I can help . . . and a few minutes on the phone will probably give you the answers you 
need. Don’t procrastinate. . .call me today! 
 
 
Thanks, 
 

Tom Kubat 
 
Tom Kubat 
”Your Creative Real Estate Advisor” 
http://www.AnandaHouseBuyers.com 
888-253-7980  Ext. 1 
 


