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DISCLAIMER 
 

Please have your Attorney or Tax Accountant Review these documents and 
advise you based upon your own personal situation.   
 
Your personal situation may be unique, and there could be special 
circumstances that may effect your financial and legal obligations. 
 

TAX DISCLAIMER 
 
The Rent-to-Own Program works successfully with investment property and for 
the sale of your personal primary residence.  However, if you decide to offer a 
Rent-to-Own Program on your personal residence, be aware that you are 
turning a personal asset into an investment asset.   
 
Your tax gain on the sale could potentially be treated as a capital gain rather 
than be eligible for the personal tax exclusion on sale of your primary residence.  
Please discuss this matter with your Accountant before entering into a Rent-to-
Own Program to sell your primary residence. 
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Introduction 
 

First, let me congratulate you on your apparent decision to at least consider renting the home you 
cannot seem to sell. One of the problems we’re seeing in our housing market is that people are too 
willing to just give up and walk away from a home they can no longer afford. This only makes the 
number of foreclosures skyrocket, and in the long run hurts everyone. I am glad you are looking for 
a way to fight this battle, rather than just giving up.  
 
I honestly believe avoiding foreclosure or a short sale is in your best interest. In this era of 
tightening credit, nobody can really afford to have their credit scores take a beating. So many things 
are tied to our credit score – a short sale or foreclosure could affect you financially for years to 
come. 
 
In this book, you will learn the complete Rent to Own system that I, and hundreds of other 
landlords, have successfully used to maximize returns and minimize risk with rental properties. It’s 
laid out in plain English – easy-to-understand terms and ideas. And it’s not rocket science. 
 
Right now, you might feel as though your house has you trapped, with few options for getting free. 
But in this book, I will show you the advantages you can reap by offering your house on a Rent to 
Own program. These advantages include: 
 

• Bigger up-front payment and higher monthly rent than “straight” rentals 

• You will likely attract higher-quality tenants than with straight rentals 

• Two- to three-year option agreements give the market time to “bounce back” – delaying the 
sale means you might not have to “eat” all the equity you once had. 

• Lower commission to agent when tenant/buyer buys home outright 

• You retain the tax benefits of home ownership while someone else makes your mortgage 
payment and pays your taxes, insurance and utilities on the home 

• Depending on your situation, capital gains taxes could be avoided 

• You can structure the option so that a buyout is likely or unlikely, whichever you prefer 

 
So let’s get started! 
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The Rent To Own Program Defined 
 

The best way to look at a Rent To Own Program is to consider it simply as a lease with an option to 
buy.  When you offer a Rent To Own Program on your home, you are leasing your home to a tenant 
for a fixed period of time. The tenant also has the right to buy your home during this period of time 
for the agreed-upon option price. Your home isn’t sold when you sign the lease and option 
agreements!   
 
Your tenant has the choice to buy your home or not buy your home. However, you are obligated to 
sell your home to your tenants during the term at the agreed-upon price. In reality, a Rent To Own 
Program obligates you to sell without obligating your tenant to buy. This is, quite honestly, how I 
explain the Rent To Own Program to tenants when I show a home.  
 
The best part of using Rent To Own Program is that you can set the terms to whatever you want.  I 
have included the following section to help with the terminology and structure. 

 
Rent to Own Terminology explained 

 
Rent To Own Program: You rent your single-family home out to a tenant with an option to buy.  
Your tenant signs a lease agreement and an option agreement (Which is why another name for 
“Rent to Own” is “Lease Option”).The tenant leases the home from you and has an option 
throughout the lease term to buy the home at the set sales price. The tenant has the right to buy the 
home, not the obligation. If your tenant exercises their option to purchase, you must sell your home 
to them at the set sales price. 
 
Buyout Sales Price: This is the sales price of your home that is set up front with your tenant.  This 
price is typically what you estimate the future value of your home to be worth at the end of the 
lease term. This price is in your option agreement and signed by all parties at the beginning of the 
lease. 
 
Monthly Rent: This is the amount of rent your tenant will pay you per month to lease your home. 
Understand that because you are offering a Rent To Own Program on your home, your monthly 
rent will be higher than if you didn’t offer the Rent To Own Program. During your lease term, you 
receive a premium rent for your home because the tenant has the option to buy. We typically 
average about 20% per month in additional rent with our Rent to Own Homes.   
 
Monthly Credits: Depending on how you structure your Rent To Own Program, your tenant may 
be able to earn a monthly credit toward the down payment of the home at the buyout time.  
Monthly credits are set by you up front and detailed in the written agreement. These credits are 
earned if the tenant pays their monthly rent on or before the first of the month. These credits can 
range from $75 per month to $300 per month, or higher.  
 
One big item to remember is that you don’t have to save these monthly credits, because they are 
subtracted from the Buyout Sales Price if the tenant buys your home. If the tenant doesn’t buy your 
home, you keep the monthly credits as rent paid. 
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Up-front Option Payment: When you give someone an option to buy your home, you are entitled 
to ask for option consideration. The reason you are entitled to option consideration is because your 
tenant controls your home during the option period. You should be paid for granting this option to 
your tenants. When you offer a Rent To Own Program, therefore, you should ask for an up-front 
payment in return for giving an option. This amount you receive is non-refundable if the tenant 
doesn’t buy the home. If they do buy the home, you can then apply this amount to the Buyout Sales 
Price. 
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Just One Home Offers Five  
Possible Income Streams 

 
With a Rent to Own program, you are getting MAXIMUM OUTPUT FOR MINIMUM INPUT for 
a homeowner renting his or her home. Leverage is the power to maximize results with the least 
amount of energy, time, money and risk on your part, and a Rent to Own program gives you more 
leverage with your home than would a straight rental. For starters … 
 

You Get Paid in FIVE Ways from One Rent to Own Home 
 

1. Appreciation:  The increase in value of your property over time without considering 
sweat equity. With a two- or three- year option period, your home could very well be worth 
more than it is today. 

2. Cash flow:  The amount of monthly rent left after payment of mortgage, insurance and 
taxes.  

3. Equity Build-Up:  As your tenant pays your monthly mortgage payment, the 
outstanding loan value is paid down. As this loan is paid down, the amount you own free 
and clear increases 

4. Tax Savings:  Because the IRS allows what is called depreciation, most rental 
property (which is what your home will become) is operated on a tax loss. This means that 
for tax purposes it looks like you are losing money, but in reality you are earning money. 
This tax loss can be used to lower your overall tax liability at the end of the year. 

5. Option Down payment:  The up-front payment you receive from your tenant as 
option consideration. 

 
Renting your home on a “straight” rental will provide some of these advantages, too, but you cash 
flow each month and the money you collect up front are two areas that will almost certainly be 
more on a Rent to Own program.  
 
So as you work your way through the rest of this book, keep in mind that as painful as it might be 
to turn your primary residence into rental property, there ARE financial advantages – other than 
risking your credit – from which you will benefit. 
 

QUICK TIP:  Before we go any further, I want you to look into reducing the amount of 
property tax you pay on your home. If your home has lost value and has not been reassessed, 
you are paying too much in property taxes. If you have not done so already, check the 
Auditor’s Office in the county in which you live to learn the process of challenging your 
home’s tax assessment. If you are being taxed on your home’s value of two years ago, you 
could be paying thousands more in taxes than you should. This happens to a lot of 
homeowners. Take the time to make sure you’re not one of them. 
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A Rent to Own Program Puts Renting 
Your Home on Auto-Pilot 

 
This system has been working so well for me because of the underlying philosophy.  It took a lot of 
mistakes to realize why owning rental property was so challenging. My new philosophy when 
renting a home is simply…. 

 
WIN / WIN 

 
In most cases with rentals, the landlord usually wins. The landlord wins because they are receiving 
rental income, the tenant pays their mortgage, they are saving on income taxes and, finally, their 
property is hopefully appreciating during their ownership. Your tenant pays rent and has no 
financial benefits unless your rent is extremely low and they are saving money by renting. But in 
most cases, your tenant is in a losing financial situation. Most rental homes have this underlying 
philosophy… 
 

LANDLORD WINS / TENANT LOSES 
 

This situation works OK for a while…a short while. Then your tenant moves or doesn’t take care of 
your property and it becomes your problem to fix.  As you are aware, I am a Real Estate Broker in 
Ohio (and also a Real Estate investor). You could probably safely say that my life revolves around 
Real Estate. But let me tell you a secret…. 

 
I hate Real Estate 

 
Well let me clarify…I hate having to manage rental properties. I hate the following: 
 

1) Losing a month’s rent when a tenant moves. 
2) Paying to advertise my rental. 
3) Answering the phone calls and showing the property to new tenants. 
4) Cleaning and replacing broken fixtures or destroyed carpeting. 
5) Late night tenant phone calls. 
6) Having rent paid late. 
7) Having rent checks bounce. 
8) Having tenants not take care of my property. 
9) Getting letters from the tenant’s attorney because I justifiably held damages from a tenants 

security deposit. 
10) And this could go on and on. 

 
However, even though I hate having to manage my Real Estate investments, I love the financial 
benefits of owning Real Estate as an investment. And if you are converting a primary residence into 
a Rent to Own home, you are basically turning it into investment property. Perhaps you are doing it 
out of necessity, but nevertheless, your home is becoming a real estate investment for you. With 
this transition comes certain benefits, such as tax savings you might not have otherwise realized.  
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Since I have rental properties, to make my life more peaceful and enjoyable while still benefiting 
financially from Real Estate as an investment, I had to create a better management system. I want 
to share a story from a fantastic book that I recommend you read called “The Cashflow Quadrant” 
by Robert T. Kiyosaki. It might make you feel better about transitioning your house from your 
primary residence to investment property. The story goes something like this:  
 
 
“Once upon a time there was this quaint little village. It was a great place to live except for one 
problem. The village had no water unless it rained. To solve this problem once and for all, the 
village elders decided to put out to bid the contract to have water delivered to the village on a daily 
basis. Two people volunteered to take on the task, and the elders awarded the contract to both of 
them. They felt that a little competition would keep prices low and insure a backup supply of water. 
 
The first of the two people who won the contract, Ed, immediately ran out, bought two galvanized 
steel buckets and began running back and forth along the trail to the lake, which was a mile away. 
He immediately began making money as he labored morning to dusk hauling water from the lake 
with his two buckets. He would empty them into a large concrete holding tank that the village had 
built. Each morning, he had to get up before the rest of the village awoke to make sure there was 
enough water for the village when it wanted it. It was hard work, but he was very happy to be 
making money and for having one of the two exclusive contracts for this business. 
 
The second winning contractor disappeared for a while. He was not seen for months, which made 
Ed very happy, since he had no competition. Ed was making all the money. 
 
Instead of buying two buckets to compete with Ed, Bill had written a business plan, created a 
corporation, found four investors, employed a president to do the work, and returned six months 
later with a construction crew. Within a year, his team had built a large-volume stainless steel 
pipeline, which connected the village to the lake. 
 
At the grand opening celebration, Bill announced that his water was cleaner than Ed’s water. Bill 
knew that there had been complaints about dirt in Ed’s water. Bill also announced that he could 
supply the village with water 24 hours a day, 7 days a week. Ed could only deliver water on the 
weekdays…he did not work weekends. Then Bill announced that he would charge 75% less than Ed 
did for this higher-quality and more-reliable source of water. The village cheered and ran 
immediately for the faucet at the end of Bill’s pipeline. 
 
In order to compete, Ed immediately lowered his rates by 75%, bought two more buckets, added 
covers to his buckets and began hauling four buckets each trip. In order to provide better service, 
he hired his two sons to give him a hand for the night shift and on weekends. When his boys went 
off to college, he said to them, ‘Hurry back because some day this business will belong to you.’ 
 
For some reason, after college, his two sons never returned. Eventually, Ed had employees and 
union problems. The union was demanding higher wages, better benefits, and wanted its members 
to haul only one bucket at a time. 
 
Bill, on the other hand, realized that if this village needed water, then other villages must need 
water, too. He rewrote his business plan and went off to sell his high-speed, high-volume, low-cost, 
and clean water delivery system to villages throughout the world. He only makes a penny per 
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bucket of water delivered, but he delivers billions of buckets of water every day. Regardless of 
whether he works or not, billions of people consume billions of buckets of water, and all that money 
pours into his bank account. Bill had developed a pipeline to deliver money to himself as well as 
water to the villages. 
 
Bill lived happily ever after and Ed worked hard for the rest of his life and had financial problems 
forever after. The end.” 
 
That story about Bill and Ed has assisted me in my life’s decision-making process. I often ask 
myself,  

 
“Am I building a pipeline or hauling buckets?” 
“Am I working hard or am I working smart?” 
 

For me, this story had an impact on how I earned income. I built a pipeline by purchasing income 
properties and letting others (my tenants) work to pay me. I share this story to hopefully show you 
that offering your home on a Rent to Own program will allow you to shift to someone else the 
burden of not losing this home. It will help you to look at this transition of your home to rental 
property as an opportunity, rather than an obstacle.  

 
 
To use a Rent to Own program effectively, you have to make your underlying ownership mission 
and philosophy to: 
 

LANDLORD WIN / TENANT WIN 
 

As motivational speaker Zig Ziglar always says, “You can have everything you want in life, if you 
just help enough other people get what they want.”  
 
OK…OK…I am now getting to my management system and why it works so well. The 
management system is based upon the tenant having something at stake. The tenant has to have 
something on the table to lose. They also must have something to look for at the end of the 
rainbow. You are probably thinking that this is easier said than done. Not so. I know this will be a 
shift on your paradigms based what you have probably heard about managing a rental property.  
My rental property management system is….  

 
RENT TO OWN PROGRAM 

 
My Rent To Own Program is based on Win / Win. I rent the home with all intentions of helping the 
tenant buy the home at the end of the lease. 

 
The terms of the agreement provides something “at the end of the rainbow” for my tenants to work 

for. They truly have something to lose. This program shifts the way they think and changes the 
whole traditional landlord/tenant relationship. 

 
To help you understand this program, let me provide you with a real-life example of one of my first 
Rent To Own Programs. Keep in mind that my situation with this home was different than yours; I 
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purchased the home for the purpose of investment property. Still, I think it will help you better 
understand the concept of doing the same with your home. Here is my example: 
 
The home’s market value was is approximately $90,000 when I offered the program. My total 
monthly payment with taxes and insurance was approximately $655.  
 
I marketed the home and secured a tenant/purchaser under the following terms:  
 

• A two-year lease with a purchase at the end at a price of $98,000.  

• The monthly rent was $850 and the tenant paid all utilities.  

• Each and every month that the tenant paid their rent on or before the first, they received a 
$166 credit towards the down payment of the home. 

• At the end of two years, if the rent had been paid “on time,” the tenant will have earned a 
total credit of $4,000 toward the down payment.  

• In addition, their $1,000 option down payment will also be applied to their purchase (Note 
that this investment was before I started asking for larger option down payments). So at the end 
of the lease, they will have a total of $5,000 or 5% as a down payment towards the purchase of 
the home. 

 
Let’s look at a hypothetical situation that might be closer to your circumstances. This will help you 
see how a Rent to Own program will benefit you. 
 
Suppose you owe $150,000 on your home, which, let’s say, is now worth only $130,000. Let’s also 
assume that your monthly mortgage payment is $1,300. 
 
Getting 3% to 5% of the home’s worth is a good starting point for an up-front down payment from 
a tenant/purchaser. That would mean in the $4,000 neighborhood for you. You could also ask for 
$1,500 per month in rent, which would cover your payment and provide you with some cash flow. 
You could give your tenant/purchasers a $200 per month credit (or higher if in your area the $1,500 
per month in rent is way above market rents). 
 
I would probably set a three-year lease period on this home, so that you are giving the market time 
to bounce back. Remember, your house will have to appraise for the purchase price in order for 
your tenant/purchaser to buy it outright at the end of the lease period. A solid purchase price in 
three years might be about $159,000. 
 
NOTE: If property values in your area don’t recover quickly and your home does not 
appraise for the purchase price in three years, not to worry. Your only legal obligation under 
your option agreement is to make available the home for purchase at the agreed-upon price. 
If it doesn’t appraise, and the buyer cannot finance it at the agreed-upon price, you are under 
no obligation to sell it for less. 
 

• Here is a breakdown of the numbers: 

• Three-year lease with the option to buy at $159,000 

• Monthly rent of $1,500 and tenant pays all utilities 
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• If rent is paid on time, tenant earns a credit of $200 per month toward the purchase 

• Up-front down payment of $4,000  

• At the end of three years, if all the credits are earned, the tenant will have $11,200 ($4,000 
down and $7,200 in credits) toward the purchase of the home. 

 

In the above hypothetical scenario, your tenant will cover the monthly mortgage payment for you 
and take title to the property in three years. In the meantime, you will have earned $200 per month 
in cash flow and gotten $4,000 up front. You could use that money to help you pay rent in a new 
place, or to pay down your principal obligation on the home you are moving out of.  

Remember, too, that unlike trying to sell your home now by listing it with a Realtor, if you 
sell your home to a tenant/purchaser, you can typically negotiate a lower commission. Instead 
of paying 5% to 7% to an agent to list your home, you can pay a lower commission because 
you already have the buyer. The commission burden they are facing is another factor for 
buyers who feel they are unable to sell their homes right now.  
I hope you’re still with me. I know the numbers can get confusing. But hopefully, you can see how 
this scenario could benefit you in your current situation. You probably have some questions, which 
I will try to answer here: 
 

1. What happens if the tenant doesn’t buy the home at the end? 
In most cases, since there is such a large credit earned by the end of the lease, they do 
everything they can to buy the home. But if they don’t buy the home, the agreement 
stipulates that all monies paid will be considered rent, and the credits will be non-
refundable. After the tenant moves, I start a new Rent To Own Program at inflation-adjusted 
numbers. 
 

2. Do you want them to buy the home? 
Yes. I truly want to help someone that might not have ever owned a home actually become 
a homeowner. Remember Zig Zigler’s saying, “You can have everything you want in life 
if you just help enough other people get what they want.” 

 
3. What about Capital Gains Tax when it sells? 

This is where it could get tricky for you if you are converting a primary residence into a 
rental property. And whether you will owe capital gains tax will be impacted by how long 
the home was your principal residence before you rented it out. Currently, the IRS allows a 
capital gains tax exclusion if you lived in the home at least two out of the five years prior to 
the sale. But chances are, your home is worth less now than when you purchased it. If you 
sell it, you could be taking a capital LOSS, depending on the depreciation you take on your 
income taxes over the lease period. Please discuss any capital gains questions with your 
accountant. 

 
4. What rent do you charge?   

I used to charge 10% to 15% over what the fair market value rent would be. In my example 
above, the home would have probably rented at $800 to $825 a month. Whereas I charged 
$850 under the Rent To Own Program. The tenant paid $25 to $50 more per month but 
earns a $166 credit. Not a bad deal! Remember... WIN/WIN!!                                                             
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UPDATE: I have found that by offering a larger monthly credit toward their down 
payment, you can charge in the range of 20% to 30% more in monthly rent.  If your home 
would typically rent for $1,000 per month. You should be able to rent it at $1,200. The 
tenant would be paying $200 more per month, but receiving a $300 credit toward the 
downpayment. 

 
5. Do I still have to fix leaky faucets or clogged toilets? 

You can if you want to, but I don’t. My agreement states that the tenant/purchaser is 
responsible for minor repairs. Remember, they are buying this home. They should maintain 
it. A minor repair is defined as anything under a certain dollar amount. The dollar amount 
that I use in my agreements is $200. The tenant is responsible for the first $200 of repairs 
each and every month. (Note: My agreements have been included within for your use). 

 
6. How do I Explain This Program to the Tenant? 

The way I approach this program is simple. I explain to the tenants in the beginning that 
even though I technically own the home until they buy it at the end, it is their home now. 
The plan provides them with the down payment. All they have to do is keep their credit 
clean and qualify for the mortgage by the end of the lease period. Any improvements they 
make to the home benefit them because the sale price is locked in. If they improve the home 
by remodeling the kitchen or bath (only with my permission), they increase the value of 
their home. 
 

IT TRULY IS WIN / WIN 
 

Creating a Win/Win Relationship with Your 
 Tenants to put your Rent to Own Home on Auto-Pilot” 

 
 

10 Auto-pilot Tips to Remember 
 
 
1. Receive a higher monthly cash flow during the Rent to Own Program. Rents 

higher by 20% to 30%. 
 
2. Receive a large non-refundable upfront option down payment at beginning of the 

program. (See the Section on How to Show Your Rent to Own Home for tips on 
getting larger option down payments.) 

 
3. Huge demand by tenants for Rent to Own Programs makes it easier to pick a good 

tenant. 
 
4. Less maintenance & management required as tenant is renting to own. Tenant is 

responsible for the first $200 of repairs in the home during the lease period. 
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5. Buyout price by tenant is based upon the future market value before monthly 
credits are earned.  This means you get to keep the increase in value during the 
program. 

 
6. Talk to your accountant before worrying about capital gains taxes. 
 
7. Tenant must pay on or before the first of the month to earn their monthly credit. If 

they pay on the second, they have lost the monthly credit for that month.   
 
8. You keep tax benefits during the rent to own period (i.e. tax loss from expensing 

depreciation). 
 
9. If tenant doesn’t purchase the property, all monies paid are considered rent with 

no refund of the monthly credit.  Start a new Rent To Own Program with new 
tenant with a higher rent, a new option down payment and a higher future buyout 
price. 

 
10. Consider using the monthly cash flow and/or the tenant/purchaser’s up front 

payment to pay down your principal obligation on this mortgage. If you have paid 
down the principal, you will have far greater flexibility when the lease option 
period is up. And, like the guy who built the pipeline rather than carrying buckets, 
someone else’s work will have done that for you. 
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How Using a Rent to Own Strategy  
Will Help Put You Back On Solid  

Financial Ground 
 
In the previous section, I used a hypothetical situation for your home in which you were able to 
collect rent over and above the monthly payment amount of your mortgage. This, of course, would 
be an ideal situation. 
 
As mentioned, the cash flow could be used to pay down the principal balance on your loan, which 
gives you added flexibility. Or, if you’ve suffered a loss in income, it can help make up for that 
deficit. Further, if you have an adjustable rate mortgage that is about to adjust upward and you 
cannot refinance the home, the extra rent will help cover the increase. 
 
The bottom line is that someone else is covering your expense, and you have not had to take the hit 
to your credit that a short sale or even foreclosure would cause. 
 
But let’s shift gears here a bit, not to throw a wet blanket on things, but to address what could be 
reality. 
 
What if you cannot rent your home for the amount of your monthly payment? 
 
Of course, I cannot tell you what to do. I do not know your individual financial situation. I DO, 
however, know that many homeowners and investors alike “go negative” each month on their 
rentals as a short-term burden while they work on a long-term solution. 
 
I mention this because I don’t want you to give up on the idea of renting your home because you 
can’t cover your costs dollar-for-dollar. My guess is that if you’re reading this book, you are having 
trouble affording your home, but at the same time, you cannot sell it conventionally. Renting your 
home, especially on a Rent to Own program, is a solid option for you … even if your current 
payment isn’t completely covered by the rent. 
 
Note: Later in this book, you will learn how to rent your home for top dollar. There are 
methods you can use to ensure you are receiving the absolute highest rent you can command 
for your home. 
 
Your Home as an Investment 
 
Whether you’ve always viewed it as such or it’s a new perspective to you now because of your 
situation, your home IS an investment. And seeing it as such will better allow you to analyze your 
circumstances and what it will take to get back on solid financial footing. 
 
For example, let’s take the hypothetical example from the previous chapter. You owe $150,000 on 
a home that is worth $130,000 and you’re paying $1,300 per month for your home. Now let’s 
substitute the word “home” for the word “investment.” 
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That would mean you have an investment of $150,000 that is now worth $130,000. You are 
investing an additional $1,300 per month into an investment that has lost $20,000 in value and, let’s 
be honest, could dip further. 
 
If you’ve already looked at it this way and considered just walking away from your home, who 
could blame you?! If it were a stock, you would sell before you lost more. The trouble is you can’t 
sell, and if you just stopped investing that $1,300 every month, the credit that you’ve worked so 
hard to build will take a big, big hit. 
 
So essentially, you are paying $1,300 per month on a gamble that if you do it long enough, the 
value of your home will bounce back. How long you can afford that $1,300 per month gamble is a 
question only you can answer. How willing you are to make that gamble is up to you to decide. 
 
But what if that gamble, that additional investment each month, were $200 per month instead of 
$1,300? It’s more tolerable, isn’t it? You could afford to hold off the damage to your credit 
considerably longer, couldn’t you? 
 
That is what you’d be doing if you could rent your home even at a negative cash flow of $200 per 
month. You’d be reducing your current “investment” of $1,300 per month to $200 per month. If it 
were a stock, you’d be more willing to hold onto it until it returns to profitability, wouldn’t you? 
 
By using a Rent to Own program for your home, you are having someone else cover your costs so 
that you can hold on to that investment, which, unlike a stock, will impact your credit if you cannot 
hold on. Your tenant/purchasers are paying your mortgage, property taxes, insurance and utilities 
on the place. If they pay $1,100 of that burden and you are left with covering the other $200, it’s 
still not a bad deal, is it? 
 
Renting your home to someone else might not be the first option you choose. But it IS a better 
option than foreclosure, for example. Especially since so many other costs are tied to your credit 
scores these days. Your car payments, insurance payment, even your ability to land the job you 
want – all are impacted by your credit scores. 
 
By paying you rent, your tenants are paying the price of protecting your credit. You are not. With 
them paying that price, you have options, which can include: 
 

• Renting from someone else while you rent your home out, saving money each month 
 

• Purchasing another home at a discounted price – a foreclosure or a short sale, for example – 
reducing the monthly mortgage payment you make 

 
• Getting out from under your home once and for all in three years when the tenant buys 
outright 

 
• Refinancing the house if the tenant does not buy outright 

 
• Moving back into the house if the tenant does not buy outright 
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Again, I don’t know your situation, so I cannot say if any of these options appeal to you at all. The 
point is that renting your home, even if you are not “making” money on it each month, gives you 
many more options than you have right now. 
 
If nothing else, it buys you time to regain your financial footing … without taking a big hit to the 
credit scores you’ve worked to build. 
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What Homes Make the Best  
Rent to Own Homes 

 
Now I don’t mean to scare you, and I firmly believe that just about any home can effectively be 
converted to a Rent to Own home, but the truth is some homes will work better than others. 
 
The main reason for this is demand. When offering a Rent to Own home, you are appealing to a 
segment of the housing market that wants to buy home but cannot – largely because lending 
standards have tightened and they can’t qualify for a mortgage right now. 
 
Frankly, there aren’t many CEOs in this segment of the housing market. If you own a two million-
dollar house, you are going to see reduced demand for it. That’s not to say it can’t be converted into 
a Rent to Own, but it’s my experience that if your home does not line up with what’s “in demand,” 
it will take much longer to fill with a Rent to Own tenant/purchaser. 
 
On the flip side of the $2 million home, a run-down home in a run-down area will, unfortunately, 
attract run-down tenant/purchasers. The idea of a Rent to Own program rather than a straight rental 
is to attract GOOD tenant/buyers. You will struggle to do that with a rough house. 
 
If I had to rank what was the most important factor in determining your success with a Rent to Own 
home, it would be selecting the RIGHT property. Have you ever known anyone that tells terrible 
stories about owning real estate as an investment? Almost everyone has heard of horror stories that 
real estate investors have encountered. I have a personal friend that owned 44 units in the 
Northeastern Ohio area. In just one of his properties, a 12-unit building, the tenants stole all of the 
furnaces and copper plumbing. That is 12 furnaces at a cost of $1,500 each to replace.  Needless to 
say, my friend doesn’t own any real estate investments today. He got so burned and burned out 
from his investments that he gave it up completely.   

 
My guess is that many of these problems occur because the investor bought a property that attracts 
problem tenants.  Here is the biggest tip I can give anyone regarding renting a home:  

 
 
 
 

 
Conversely, the wrong property attracts the wrong tenants/or no tenants at all. Understand that 
when I say tenant, I mean a tenant/purchaser in a Rent To Own Program.   
 
I used to own multi-family homes because I thought that I would have more positive monthly cash 
flow. What I learned was if you own multi-family properties, you have a significant amount of 
work to manage the property.  For every unit you own, you have a part-time job. So, if you buy a 
four-family home, you just took on four part-time jobs. A multi-family home attracts tenants that 
are more transient. Their jobs change quite frequently, they are in and out of relationships quickly 
and they don’t usually stay in one place for a long time. Because this is the type of tenant that looks 

THE RIGHT PROPERTY ATTRACTS THE RIGHT TENANT 
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to occupy a multi-family home, you as the investor are forced to have to re-rent your units much 
more frequently.  When someone moves out, it costs you substantially. Here are just some of your 
costs:  
 

1) You have clean any mess 
2) You have to repair all of the broken items 
3) You have to possibly replace carpet or tile 
4) You have to paint 
5) You have to pay to advertise 
6) You have to invest time to show it 
7) You LOOSE rental income while its vacant 
8) You run the risk of getting a new tenant that won’t pay the rent & has to be evicted. 

 
 
I know you are not an investor, and you probably are not looking to rent out multi-family units, 
but some of these principles are the same. You want to attract the right tenant, just as an investor 
would. 

 
Let’s take a step back for a minute.  Ask yourself this very important question before you invest:   
 

What type of tenant/buyer do I want to attract? 
 

How did you answer this question?  For me, I like to attract tenant/buyers that meet these 3 
criteria: 
 

1) Are stable in their lives and jobs 
2) Have the ability to pay on time 
3) Will appreciate and care for the home during the rental period. 

 
After thinking about the type of tenant/buyer you would like to attract, ask yourself the next big 
question: 

 
Is my home the kind of home this ideal tenant want to rent to own? 

 
The better you are at answering these two questions, the easier your process will be.  Remember, 
your tenant/buyer wants to own the home, not just rent it. They want to make a long-term 
commitment. They want to make friends with the neighbors and have cookouts. 
 
I have found that nice homes, in nice areas, attract the best-qualified tenants.  Here are some of my 
findings on the best homes for attracting the right tenant/buyers. Some things you will not be able 
to change about your home. Others, you might be able to adjust to meet demands of solid 
tenant/purchaser candidates. 
 

1. The larger the better! Understand that someone looking for a Rent-To-Own is more than 
likely moving from a small cramped apartment. They are hungry for space. I have 
learned that the larger the home you have to offer, the more demand you will have. If 
you have a large home, you are in luck. You will be able to command more per month 
in rent, and you should be able to rent your home rather quickly. If you don’t have a 
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particularly large home, look for ways to make it seem larger (remove bulky furniture, 
repaint rooms with lighter colors, de-clutter, etc.) 

 
2. A good neighborhood.  Your tenant/buyer truly wants to own the home. They want a 

neighborhood where their kids can play safely. They want to make friends with the 
neighbors. They want tree-lined streets and good schools. If this is your neighborhood, 
play this up to the hilt.  

 
 

3. Curb appeal. What feeling will your prospective tenant/buyer have when they see the 
home from the street? Will they be proud of the home when their friends and family 
come to visit? Spruce up the front of your home – with landscaping, fresh paint, flowers, 
new front door – and you will have a better chance of renting your home. 

 
4. Condition.  If your home ranks well on the three findings above, you don’t need to be as 

concerned about the interior condition of the home. It has to be inhabitable, of course, 
and clean. Every home does. But if you are lacking in any of the above areas, you can 
make your home more marketable by having it in great condition when showing it. 
Fresh paint and new carpeting are inexpensive and create immediate results to help 
excite your tenant/buyers. 

 
What about the big stuff? 

 
The best part about the rent-to-own program is that you will not own the home for a very long time.  
The major items in the home such as the roof, windows, furnace, hot water tank and air 
conditioning usually last for 11 to 12 years at a minimum. So you really only need to be concerned 
with the remaining life of the major mechanicals at the time you rent your home. If they have 7 or 8 
years of life remaining, you probably won’t need to invest much money to maintain them while you 
still own the home.  
 

Here is the funny thing… 
 
The funny thing is that the homes that attract the best tenant/buyers are the same homes that have 
the highest increases in value over time.  Homes that don’t attract tenant/buyers don’t increase in 
value by the same percentages. A home’s value is based upon the number of buyers that want to 
buy it outright. If there are few buyers that want to buy the home outright, the home’s value will 
not increase very much over time. So, if your home is in demand for rent-to-own tenant/purchasers, 
not only will it be a more hassle-free experience because of the quality of the people that will want 
to rent them, but it also has the best chance of appreciating in value while the tenant/purchaser is in 
it. 
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How to Structure Your Rent to Own Home 
for Maximum Benefit 

 
Over the years of investing in single-family homes and offering them on rent-to-own programs, I 
have learned a few things.  In this chapter, I hope to share a few of these lessons. With these 
lessons, you will be able to structure your rent-to-own agreement to meet your own personal needs.   
 

LESSON #1 
The longer the rental period, the less likely it is that your  

Tenant will buy out your home. 
 
In most cases, if you structure your rental period for a longer period of time, your tenant will have 
lost excitement and enthusiasm for the home when they are supposed to buy it out.  National 
statistics show that most people move every 5 to 7 years.  I believe this happens for several reasons: 
1) your tenant’s income is higher and they can afford a larger home; 2) your tenant’s income is 
lower and they need a lower monthly payment; 3) your tenant’s family size changes, which requires 
different housing space needs or; 4) your tenant changes jobs and needs to move closer to work.   
  
For whatever reason your tenant will want to move, understand that if you structure a 4- or 5-year 
Rent-To-Own program, they probably won’t buy your home at the end of the lease.  After knowing 
this information, how can you use this to your advantage? 
 

1. If you want the tenant to buy your home, structure your rental period to be one or 
two years – and three at the maximum. 

2. If you don’t want to sell your home, structure a three-year or longer rental period. 
 
You are probably asking, “Why would I not want to sell my home?” And there are several reasons 
why you might not. Here are just a few: 
 

a. Your home is in an area of traditionally strong demand and the home’s value is 
likely to again increase.  If you feel the value will be increasing substantially over 
time, you might not want to sell the home and lose this increase or the ability to 
refinance because of this increase. 

b. YOUR income situation could change, too. If you think you will have a better job in 
the next two or three years and could better afford the home, it’s possible you could 
move back in should your tenant not buy out after the lease period. 

 
The next question you might be thinking is, “If I don’t want to sell my home, why would I offer a 
Rent To Own Program?”  There are three main reasons that you would still want to offer a Rent To 
Own Program, even if you don’t truly want to sell your home. 
 

a. You receive a premium rental income from the home. When a tenant has a Rent 
to Own Program, they are willing to pay higher monthly rents. You get higher 
monthly cash flow. 
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b. You receive up-front option consideration on the home. This is pure profit for 
you. This amount is typically higher than first month/last month and/or a 
security deposit. 

c. Your tenant will take better care of the home than if they were renting on a 
straight rental agreement. And they will be responsible for the first $200 of 
repairs each month. 

 
My mindset has always been to sell the home to the tenant; however, one of my clients once bought 
a home in an area of high demand and strong appreciation. He wanted to get the upfront payment 
and higher cash flow, but he didn’t want to sell the home. In essence, he wanted his cake and 
wanted to be able to eat it too. We structured a longer rent to own agreement in hopes that his 
tenant wouldn’t want to buy the home. My client honestly taught me a valuable lesson about using 
strategy when structuring your agreements. Depending on goals, this lesson might help you, too! 
 

LESSON #2 
The Final Buyout Sales Price Will Dictate Whether  

Your Tenant Actually Buys Your Home 
 
When I first started to offer Rent-To-Own programs on my properties, I used to be very aggressive 
on the tenant’s final buyout sales price. If the future value of the home at the end of the lease 
agreement were to be estimated at $120,000, I would set the buyout price at $123,000 for 
maximum profit. At the end of the lease term, I was mad because the tenant didn’t buy the home.  
My greed on setting the final buyout sales price to high ended up costing me the sale. I tried to 
make an extra buck and lost thousands in the process. I have finally learned that there is a price to 
pay for greed. Points to remember: 
 

1. If you want the tenant to buy out your home, set your final sales buyout price slightly 
below the estimated market value at the end of the lease. This is a win/win for both 
parties. 

2. If you don’t want your tenant to buy out your home, set your final sales buyout price on 
the high side, and guess what – they won’t buy your home. 

 
LESSON #3 

The Amount of the Up-front Option Payment You Receive Matters 
 
Once again, when I started using these programs, I would only ask for maybe $1,000 in up-front 
monies. Many tenants didn’t buy out because they didn’t have very much invested. The more a 
tenant gives you up front, the more likely they are to buy the home out at the end of the lease term.  
Also, the more they have at risk in the beginning, the better they will take care of the home during 
the lease term.  

 
Points to remember: 

 
1. If you want to sell your home at the end of the lease term, ask for larger up front option 

consideration in beginning. 
2. If you don’t want to sell your home, ask for lower up front payments. Because your 

tenant has less at risk, they will be more willing to walk away from the home. You will 
have to weigh the desire of you not wanting them to buy out the home vs. receiving a 
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good chunk of cash right now, which might improve your financial situation in the short 
term. 

 
 
 
 

 
If you want to sell your home at the end of the lease period: 

 
1. Shorter lease terms 
2. Higher up-front payments 
3. Lower buyout prices at the end of the term 

 
If you don’t want to sell your home at the end of the lease period: 

 
1. Ask for smaller upfront option payments 
2. Make the lease term longer than three years 
3. Set the buyout price at or slightly above the estimated future market value. 

 
In essence, you are setting your program up to decrease the odds that your tenant will buy the 
home. With this approach, you still enjoy the higher extra cash flow because your tenant is in a 
Rent-To-Own program.  Remember, tenants will pay 20% - 25% more each month for a home that 
is Rent-To-Own vs. a straight rental program.   
 
You should evaluate your goals and financial needs before you structure your Rent-To-Own 
program. Look at your home and your situation and structure a program specifically that meets 
your own needs. 
 

 
 
 
 
 
 
 
 
 
 
 

 

PUTTING THIS ALL TOGETHER 
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The Best Way to Market Your Single 
Family Home is to Advertise These Three 

Magic Words “Rent to Own” 
 

I learned a Big Lesson on Advertising! 
 
A few key points on advertising before we get into the nuts and bolts… 
 
As a Real Estate Broker, I have spent thousands of dollars advertising properties.  In the beginning 
of my real estate sales career, I honestly didn’t know what I was doing. I ran advertisements that I 
thought would make me look good. I finally went out and invested some money to learn about 
advertising. I hired one of the best real estate agents in the world to coach me. The agent I hired 
was Craig Proctor. Craig’s team sells a ton of homes.   
 
You probably don’t care much about any of this; however, I learned many incredible lessons from 
Craig. One of the first lessons that he taught me was regarding advertising. He asked me one day, 
what is the purpose of advertising? My ignorant response was to promote something I was trying to 
sell. Craig’s answer to this question literally blew me away. Craig made it very clear that the 
purpose of advertising was to: 
 

MAKE THE PHONE RING!!!! 
 
The only reason to run any form of advertisement is to make your phone ring. When you write an 
advertisement, you should try to put yourself in your tenant/buyer’s shoes. If you wanted to own 
your own home today, but didn’t qualify for a mortgage, what advertisement would make you want 
to pick up the phone and make a call? In other words, what benefit does someone get by calling 
your advertisement vs. any other advertisement in the paper? 
 
Understand that you will not be the only person advertising homes in the paper. You are in essence 
competing with every other landlord for the tenant/buyer’s phone call. The landlord with the most 
calls wins. The landlord with the most calls gets the most qualified tenant! The landlord with the 
most calls will be able to get their home rented much sooner than a landlord with only a few calls.  
To make put it in the simplest of terms. 
 

THE LANDLORD WITH THE MOST CALLS MAKES THE MOST MONEY!! 
 
In all of my years of marketing properties to tenants, I have learned a simple three-step formula.  
Incorporate the three following points in any advertisement that you prepare. 
 

1. USP or Unique Selling Proposition 
2. Hit Their Emotional Hot Buttons 
3. Non-Threatening Way to Get More Information 
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UNIQUE SELLING PROPOSITION: 
 
When I say Unique Selling Proposition or USP, I simply mean, “Why should someone call you 
above anyone else?” When you determine this for your property, it should be in the headline. The 
headline of your advertisement will make or break you.  Put your USP in your headline. 
 
HIT THEIR EMOTIONAL HOT BUTTONS 
 
An advertisement should reach out and grab someone emotionally, not logically. You should try to 
paint a beautiful picture of the home in the advertisement to make someone want to live there. 
 
NON-THREATENING WAY TO GET MORE INFORMATION! 
 
Many homebuyers and tenants might be interested in your advertisement, but don’t want to play 
phone tag, or be hard-sold anything. If you can get them to pick up the phone and call you, you 
should have an automatic sales person answer the phone and offer compelling benefits of your 
property to get them more excited. Many landlords make it difficult for someone to get more 
information on the home. DON’T MAKE THIS SAME MISTAKE!  You should have all interested 
parties call a prerecorded message to get information 24 hours a day/7 days a week. 
 

Here is just one jackpot advertisement that hits all three points of this formula: 
 
 
 
 
 
 

 
 
 
 

The Formula Applied: 
 
USP:  Rent to Own!!  With this headline you are automatically telling the prospective tenant that 
they can own your home. You are giving them a shot at their dream of owning their own home. 
 
Emotional Hot Buttons:  Bright Family Sized Eat-In Kitchen. Hardwood Floors.  Private Fenced 
in Yard. Lovely Home on Quiet Tree Lined Street. After reading this portion of the advertisement, 
how did you feel? You should promote emotional items rather than logical items. Don’t say Two 
Bedrooms and One Bath. You’re painting a picture with your advertisement. Your picture should 
be one that the majority of people would be interested in. 
 
Non-Threatening Way to Get Information:  Free recorded message with details. Any time we 
run any form of advertisement, we always include “free recorded message with details.” The 
purpose is to get more people to pick up the phone to call in just to listen. By offering a non-
threatening way to get information, you are baby-stepping them into coming to your home.   

RENT TO OWN 
Bright Family Eat-In Kitchen. Sharp 
Hdwood Flrs. Private Fenced in Yard.  
Lovely home on quiet tree lined street.  
Credit problems OK.  Free-recorded 
message with details.  Call 888-845-
1234 ID 999. 
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The best investment you can make if you decide to offer your single-family home on a Rent To 
Own Program is in a nice yard sign. Here is the sign that I use which I highly recommend: 
 
 

 
 
 
 
 

SIX MONEY-SAVING ADVERTISING TIPS  
 

1. Invest in a nice-quality yard sign. My sign is a white background with very bright large red 
letters. I have found that a nice sign will draw a significant number of calls. If I have a 
property that will be available, I get my sign out there as fast as possible. My goal is to have 
the home rented before I have to invest any money into a classified newspaper 
advertisement.  

 
2. If your home is located on a street without much traffic, consider getting an arrow sign that 

says, “Rent to Own Home Available.” Place this arrow sign in an area where there is more 
drive-by traffic to attract more phone calls from your sign.  Point the arrow toward your 
home to get more drive-by traffic. 

 
3. When placing a newspaper advertisement, have your Rent to Own advertisement placed in 

the “Homes for Rent Section” of the newspaper.  I have learned that if you place a Rent to 
Own advertisement in the “Homes for Sale Section,” you will have fewer calls. Remember 
the whole goal is to create more demand and more phone calls. 

 
4. These advertisements were made to generate a high volume of calls. I would prefer to have 

100 calls as compared to 10 calls. I stand a better chance of matching a qualified person 
with the home when I can choose from 100 prospective tenants rather than just 10. This 
helps with your screening and ensures a smooth lease and eventual purchase. 

 
5. Focus your ads on the weekend edition. You will receive more calls for the advertising 

dollar invested. During the week, there aren’t as many people looking for homes. Don’t 
waste your money advertising your home between Monday and Friday! In my area, Sunday 
pulls the best by far.  I have found that I can run the advertisement on Sunday only and have 
enough calls!  However, consider testing Saturdays in your market! 

 
6. Don’t set individual appointments for every caller. Set a mini open house and leverage your 

time. I usually have all of them come at the same time. By having many people at one time, 
I create an auction-like environment and force demand for the home. However, don’t tell 
the prospective tenant that you’re having an open house!  I have found that they believe an 
open house is optional and your attendance will be low. Make sure that they understand that 
you are going to meet them specifically to see the home. Ask them to call you if they can’t 
make it.   

RENT TO OWN 
Credit problems OK. 

Free-recorded message with 
details. Call 123-1234 
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Quick Tip:  If you are thinking about offering your home as a Rent to Own home and aren’t sure if 
you would be able to get enough rent to make it profitable, run a test advertisement.  You can base 
your decision on the number of calls you receive. 
 

 VOICEMAIL SYSTEM: 
AN ABSOLUTE MUST! 

 
When I started marketing properties, I always used my personal number. When I had a home 
available, the calls came to my personal number. I had calls from 6 in the morning to midnight.  
Every time we sat down for dinner, we had more calls. If we rented a movie for a quiet night, we 
had more calls. I began to hate my rental properties because they controlled me. You must do 
everything you can to prevent this burnout.  If you get burned out, you will consciously or 
subconsciously sabotage your own efforts to rent your home. 
 
You must control your home and your time. It is important for you to treat what is now an 
investment property as a business and separate yourself as much as possible. The best way to 
accomplish this is to set up a separate voicemail system. Most systems can page you if necessary.  
This should be the only number that you ever give your tenants. You should also un-list your 
personal home number from the phone book and make your home number private so that it doesn’t 
show up on your tenant’s caller ID. This is so important, that I can’t emphasize it enough. 
 
In addition to a separate voicemail, you should get a separate P.O. box for your rent payments.  
You really don’t want tenants knowing where you live. Prevent any potential ugliness by setting the 
basics up in the beginning. The voicemail and P.O. box can be paid from the positive cash flow of 
your property and both are tax-deductible expenses. 
 
When making your home available for rent, consider these points: 
 
 Offer a pre-recorded message with details of home and Rent To Own Program.  This gives 

people 24/7 access to information.  By providing a pre-recorded message (see attached 
script), you allow them to screen themselves on the monthly payment or location.  This 
saves you time returning phone calls. I actually prefer that the callers drive by the home 
before I waste any time talking to them.  I give the address twice in the call script. 

 
 The pre-recorded message is like a sales robot that you have that works perfectly each and 

every time. If you are having a bad day, you won’t lose a great tenant/buyer by handling the 
call wrong. Your pre-recorded script works automatically each and every time.  This 
significantly leverages your time. 

 
 
 
 
 
 
 

Quick Tip:  The voice mail system that I use is a toll-free hotline system that offers 5 different 
mailboxes.  In addition, a tenant/buyer can request and receive a fax automatically from the system.  You 
could have a feature sheet explaining the program faxed directly to them to potentially pre-screen the 
tenant further.  All this could happen while you are sleeping! Another nice feature with the system is that 
it can automatically email you with all messages. The fees for the system are $9.95 per month and you 
can find more information on this system at  http://www.fvsystems.com/09165. At this 
site, look for the FreedomLITE System, this is the best value. 

http://www.fvsystems.com/09165�
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Sample Rent to Own Voicemail Script 

 
Thank you for calling about our home available at (give specific address and location). We have 
designed a special Rent To Own Program that will help you get into this home today!  Our program 
will even help you by providing assistance with your down payment. Our program is a 
(one/two/three)-year program that provides you time to work through any current credit report 
issues that you may have.  During the (one/two/three) -year program, we will work hand and hand 
with a lender specializing in helping buyers qualify for their own homes.   
 
The home that is currently available for this special Rent To Own Program is located at 
_____________________________.  Please feel free to drive by this home and determine if this is 
a home that meets your needs.  This lovely home offers (give emotional benefits of the home) i.e.  a 
family size eat-in kitchen with newer ceramic tile flooring. Newer Berber carpeting, cozy fireplace, 
walk out patio for summer cookouts….    Included with this home are the following appliances, 
stove, refrigerator, washer, dryer.  This home is located on a quiet tree-lined street. 
 
This home is available on ___________________________ .  The monthly rent for this beautiful 
home is $___________.  Depending on which program you choose, you will be eligible for a 
monthly credit of $________ towards your downpayment at the time of purchase.   With this 
program, at the end of the (first/second) year, you will have accumulated a total downpayment 
credit of $__________.  To schedule a time to walk through and view this lovely home, please 
leave your name and phone number at the tone.  In addition, please leave in your message the 
amount of money that you have available to put down on this home.  Please understand that the 
larger downpayment you have available, the more likely it is that we will select you for this home.  
Thank you for calling and we look forward to helping you achieve your dream of home ownership. 
 

VOICEMAIL SCRIPT NOTES 
 
 
 
 
 
 

 
 

NOTE (1):  I have not included the buyout price in the script. Obviously you will be setting 
your buyout price at the ESTIMATED FUTURE MARKET VALUE. You don’t want to turn 
a buyer off on the buyout price before they have even had a chance to see the home.  
Typically, buyers/tenants change their outlook on a property once they have chance to walk 
through and start mentally picturing themselves living in the home. 
 
NOTE (2): Some of my clients have had success by leaving an open house date and time in 
the voicemail script. They found that they have saved time by not having to call the tenants 
back. I haven’t tested this approach myself. This could save you the time from returning the 
tenant/buyers call and having to set each appointment on an individual basis. The only 
downfall is that you have no idea if anyone will be showing up for your open house.  It is not 
very fun to have to sit at a home with nobody showing! 
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How to Show Your Home to 
Rent to Own Tenants 

 
Step One:  Just Set the Appointment and Don’t Do Anything Else 
When setting your showing appointments with prospective tenants, don’t give them any 
information over the phone. I have learned that you can’t sell the home over the phone. I have also 
learned that the prospective tenants will have trouble trying to understand your program without 
seeing it on paper. If they ask you questions, just say, “I can answer all of your questions when we 
see each other at the home.” Don’t spend too much time on the phone with each caller. Just set the 
appointment and move on! 
 
Step Two:  Prepare Your Home for the Showing 
Your goal in preparing your home for showings is to make it feel bigger and brighter.  Make sure 
that you open all of the drapes and get as much sunlight as possible into the home. Turn all of the 
lights on in the home to make it even brighter. If there are any ceiling fans, turn them on so that 
your prospective tenants notice them. If it’s hot outside, turn on the air conditioning and make the 
home feel cool. If you have a fireplace, have a nice fire lit. Have some plug-in air fresheners! Set 
the stage for your home!  
 
Step Three:  Create an Auction Like Environment 
Remember I suggested that you schedule all of your showings at the same time? The reason for this 
is two-fold. One reason is that a group showing saves you a tremendous amount of time over 
showing the home to each caller individually. Another reason is that it creates immediate demand 
for your home. When a prospective tenant gets to your home and sees 15 other people looking at 
your home, human nature kicks in.  They automatically don’t want to lose the home. You literally 
will have them competing with each other. 
 
Step Four:  Have Them Sign In 
Have them sign in on a sign-in sheet.  This will be helpful for you to track who attended the 
showing vs. those who didn’t show.  If you didn’t get a strong tenant, you can then go back and call 
the people who didn’t show first, before you have to spend additional funds on another 
advertisement. There will always be people who aren’t available during your scheduled times.You 
might find it necessary to have another open house.   
 
Step Five:  Don’t Show the Home 
When they come to the door, introduce yourself and ask them to sign in. Tell them that they can 
feel free to walk through the home. Let them know that you can answer any questions that they 
might have when they are finished with their tour. Understand that some people will walk through 
and just leave. This is fine with me. I would rather not invest time into talking with them if they 
don’t like the home. If they are interested, that will come back to you. Answer their questions and 
explain your program. Give them a rental application to complete. 
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Step Six:  The Rental Application 
Tell them that if they are interested, they need to complete the rental application now. Don’t give 
them a chance to fax it, mail it, or drop it off.  If you give them an opportunity to take it with them, 
they will. Trust me from experience; if they take the application, you will never see them again.  
Explain to them that you have a lot of people who are interested and that you will be making a 
decision within the next day or so. With the group showings, they will already know this!  If they 
aren’t able to complete the application now, they won’t be considered for the home. Let them fill 
out the application. I charge a $20.00 application fee. I have found that this screens out poor-quality 
tenants. If they are in rough financial shape, they won’t want to give $20 because they can guess 
that they won’t be selected.   
 
Step Seven:  The Quick Check and THEIR UPFRONT DOWNPAYMENT 
When a tenant prospect hands you their application, review their driver’s license with the 
information that they have presented on the application. Tell them that your goal in selecting 
tenants is to select the applicant that you feel would take the best care of the home during the lease 
period and also be the most serious about buying the home through the program. Explain to them 
that your experience has taught you that the tenant who is able to put the most amount of money 
down upfront usually turns out to be the best tenant. After you have explained this to the applicant, 
ask them again how much money they have to put down on the home. Show them how this money 
will be subtracted from the final sales price when they buy the home. Make it clear to them that 
there are many other applicants for the home and the amount of money that they have available to 
put down is a big factor in your selection process. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Quick Tip#1:  Once in a while, a Tenant will ask if they get their down payment back if they 
don’t buy the home. How I handle this question is: “No your down payment isn’t refundable. If I 
select you for the home and invest two years into helping you buy the home and you decide not 
to, the down payment stays with me as compensation for taking my home off of the market. If 
you are not 100% committed to owning this home, we shouldn’t even talk anymore about it.”  
This response does two things:  1) Lets them know that you are very serious about them buying 
the home. 2) You are doing the walk-away close with them. You are taking their dream away 
from them. You will seem to be disinterested in them. When you use this approach, they will shift 
gears and be very anxious to take the next step. This walk-away close works perfectly every time 
I use it! 

Quick Tip #2:  Many times, a prospective tenant will ask you how much they need to move in?  
In the past, I used to say “A thousand dollars plus the first month’s rent.” By responding this way, 
I lost a lot of money. The correct response is “How much do you have available?” When you set 
the amount, it may be well below what they were willing to pay.  Try to let them set the amount.  
Once they set the amount, ask for more money down.  See Step Nine for how to do this. 
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Step Eight:  Screen the Applications and Check Their Credit 
Follow the Steps within this book to check and screen the applications. Pick the best candidate and 
have fun with Step Nine. DO THIS STEP AS QUICKLY AS POSSIBLE. Check the applications 
and decide on the best candidate very quickly. Tenants do not wait around. If you are very busy, 
call them back and tell them you have ranked them the highest at this point and let them know that 
you will be getting back to them soon. By using this trick, you stop them from looking at other 
homes. I have lost countless tenants by being to slow on checking the applications and getting back 
to them. TIMING IS CRUCIAL!  
 
Step Nine:  Play the I Have Someone Else Game 
Always make your applicants feel as though you have a ton of applications to review. If they feel 
that they are the only one, they will control the process.  If they feel like they could lose the home 
to someone else, you will control the process. Here is what I mean: Let’s say that you narrow it 
down to the best-qualified tenant.  You can call them and say “It’s between you and another family.  
I really think that you’re the best fit for the home; however, the other family is putting more money 
down.  Is there any chance that you could increase the amount down?” If they don’t think you have 
anyone else, you will never be able to get them to increase their down payment on the home.  One 
of the biggest mistakes I see being made is becoming eager to rent to a tenant. If you are ever eager 
to rent to a tenant, don’t show it! Always make it seem as though you have someone else ready to 
sign the contract. 
 
 
 
 
 
 
 
 
   
 
 
 
Step Ten:  Set Appointment to Sign Their Papers 
Once you have negotiated to have them give a higher down payment, congratulate the tenant and 
tell them that it’s their home. Schedule a time as soon as possible to meet with them to do the 
paperwork.  Don’t delay in meeting with them. 
 
 
 
 
 
 
 
 

Quick Tip:  Always ask for more money down. If they told you that they had $2,500, ask if 
there is any way they could come up with $3,000.  Once you ask the question, stop talking! Let 
them respond. If they are at their absolute maximum available, try this approach. “I would 
really like for you to have the home, but the other family is offering more money down. Is there 
any chance that you might be able to pay a little extra for the first few months towards the down 
payment?” Once again, stop talking after you ask the question. In most cases, the tenant will be 
able to make installment payments to you over time. Work out a mutually agreeable amount 
and schedule time to meet them! Taking extra money in installments is a technique that could 
easily put an extra $1,000 in your pocket. Try it, it works! 
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SAMPLE 
RENT TO OWN FLYERS TO PROVIDE TO 

PROSPECTIVE TENANT / BUYERS 
 
The Real Purpose of the Rent to Own Feature Sheet:  IS TO MAKE THE PHONE RING 
MORE 
(The feature sheet is given before they see the home) 
 
When I first started offering Rent To Own Programs, I would use a feature sheet that had the 
home’s picture, room sizes and amenities. I would spend all of this time making this fancy feature 
sheet to hand out to prospective tenants. I used to believe that this sheet would sell the benefits of 
the home. What I have learned is that a feature sheet should really only be used to get someone to 
call you. It really can’t sell the Rent To Own Program to someone. You will have to explain the 
program to them in a non-threatening way, and that cannot be accomplished in a feature sheet. 
 
If you want to use a feature sheet for your properties, I would suggest that you attach it to your yard 
sign in an information box. This way, if someone is driving by your home, they can grab a sheet 
and get the details, or use it to fax back to them automatically from your voicemail system. The 
goal of this sheet is to get them to call you for a private showing. Remember that the Landlord with 
the Most Phone Calls Makes the Most amount of Money! Don’t put too much in the Feature Sheet 
about the Rent To Own Program. This will only confuse people. Plus, we offer more than one 
program, the numbers depend on their selection and aren’t the same for everyone.  
 
The Real Purpose of the Rent to Own Fact Sheet: IS TO SHOW HOW THE NUMBERS 
WORK 
(The fact sheet is given to them after they have seen the home and are interested in it) 
 
I would use a fact sheet, which has been included, to explain the numbers and how the Rent To 
Own Program works. Typically, I use blank fact sheets and fill them out in front of the prospective 
tenant. The reason I do this is because it helps them understand how the numbers work. The more 
questions you are able to answer up front with them, the easier it will be to move forward.   
 
As you design your programs, try to structure them in such a way that the program with the highest 
monthly rent is the best financial program for them to select. For example, in Program Two, make 
the monthly rent higher by $125 per month, but make the monthly credit earned towards the 
downpayment $250. In essence, the tenant would pay an extra $125 per month, but get a $250 
monthly credit toward the down payment. 
 
In your voicemail script that prospective tenants hear when they call in, list the lowest monthly rent 
and the largest monthly credit towards the down payment. The script states “Depending on which 
program you choose,” which is telling them that they have a choice of monthly rents and credits 
earned. The script also tells them up front that you expect a down payment and that the person with 
largest down payment usually is selected for the home. This creates a competition over the largest 
down payment. This is why having a voicemail system is so crucial to your overall success and 
profitability. 
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26200 Shoreview Ave., Euclid Ohio 44132 

 
 
  ROOMS & SIZES     
 
  Living Room  20x11    
  Kitchen  11x9    
  Utility Room  14x8 

 Master Bedroom 12x11    
  Bedroom Two  12x11    

Bedroom Three 11x10 
 
AMENITIES    

  Newer Windows 
  Fireplace 
  Washer/Dryer 
  Stove 
  Refrigerator 
  Attached Garage 
 
       

 
CLOSE TO SCHOOLS, SHOPPING, HOSPITAL & PUBLIC TRANSPORTATION!!! 

 
RENT TO OWN PROGRAM 

 
Two-Year Lease with Purchase  

Monthly Rent $1,075  
Down payment Assistance Program 

Credit Problems are OK 
Tenant/Purchaser to Pay Gas, Electric, Water, and Sewer 

 
 

To hear more pre-recorded information on this Rent To Own Program,  
call our information center at 1-888-123-1234  

 
 

Available Now 
 
 
 

Rent To Own 

 
 
 
 
 
 
 Insert Property Picture if Available 
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This sample fact sheet was adapted from “Making Big Money Investing in Real Estate” by David 
Finkel and Peter Conti. 

 

RENT TO OWN 
 

PROPERTY ADDRESS: 658 Tioga Trail  
 
CURRENT PROPERTY VALUE:  $ 130,000 
 

PROGRAM ONE PROGRAM TWO  
Monthly Rent:    $1,095 Monthly Rent:    $1,245  
Monthly Rent Credit:   $150 Monthly Rent Credit:   $300  
Total Rent Credit:   $3,600 Total Rent Credit:   $7,200  
Purchase Price:   $140,000 Purchase Price:    $140,000  
Total Rent Credits:   ($3,600) Total Rent Credits:   ($7,200)  
Option Downpayment:  ($4,500) Option Downpayment:  ($4,500)  
FINAL PRICE:   $131,900 FINAL PRICE:   $128,300  

 
Compare this to the value if the house appreciates at just 5% per year.  Future value: $143,325 
 
BENEFITS OF A RENT-TO-OWN PROGRAM 
 

1) Monthly Credits: Depending on the Program that you choose, you can earn monthly 
credits toward your down payment. Each and every month, you are saving money 
toward the possible purchase of your home. This helps you to build equity in your home 
faster than with a traditional mortgage – no more wasting all of your rent money. 

2) Home Appreciation:  Any improvements that you make to this home will increase the 
value above and beyond you final price. This increase in the home’s value is yours to 
keep because your price is locked in. 

3) Move Into Your Home Now:  Instead of waiting until you can qualify for a mortgage, 
you get to move into your home now and qualify with the bank later! 

4) Test Drive:  Because you don’t officially own the home during the lease, you get to test 
drive the home to make sure that it’s just right for you. You get to meet the neighbors 
and see the home’s true condition before you have to decide if you want to buy it! You 
have the option to buy your home, not the obligation! 

5) Your Credit Score:  During the lease portion of this program, you can work to improve 
your credit score so that you can obtain the lowest interest rates. Also, remember we 
will be one of your credit references when you apply for a mortgage. 

 
Note:  All future values of property are projected estimates and may or may not come to pass.  No 
one can accurately predict the future value of any given property, and you understand the risks 
related to this fact. 
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TOP TEN RULES FOR RENTAL REAL ESTATE 
OWNERSHIP & MANAGEMENT 

 
1. Never Rent to Family or Friends!   

Converting your home to a rental means it is now a business, so treat it as such! I assure you 
that if you rent to family or friends, you will be sorry! You will feel obligated to be more 
lenient on rent collection and be more generous in repairs and updates. It will cost you 
money and inflict tension on your relationships. Don’t mix business and pleasure! 
 

2. Never Feel Sorry for Your Prospective Tenants! 
When you are showing your home to prospective tenants, they will be telling you about 
their lives. Every single time that I have felt sorry for a tenant, it has cost me a lot of money.  
If you feel sorry and you rent to them, you will really be sorry! Do not let them play on your 
emotions. Select the best tenant for your home regardless of their story. 
 

3. Always have your Prospective Tenants Complete a Rental Application!  
For the families whom you are considering, verify every bit of information provided. Put 
more emphasis on the previous landlord, not the current landlord. If they are troubled 
tenants, the current landlord will not be honest with you because he wants them out of his 
property. The previous landlord will not have any reason to lie to you. Also, consider 
making an unexpected visit to the prospective tenant’s current residence. What their current 
residence looks like at that specific moment will be what your home will look like after they 
move in. 
 

4. Always Have a Small Security Deposit in the Lease Agreement!   
In order to keep the lease agreement looking like a lease, allocate a small portion of the 
tenant’s downpayment to you as security deposit.  If the tenant is giving you $4,500 down, 
put $500 in the lease as the security deposit and put $4,000 in the option agreement as 
option consideration. 
 

5. Consider an Early Buy-Out Offer! 
One technique I had some success with was offering the tenant an attractive buy-out option.  
This particular tenant had a three-year lease agreement plus an option to buy. I simply 
offered this tenant a lower buy-out price if they were to buy the home during the first year 
of the lease. The tenant understood the value of the reduced buy-out price and did purchase 
this home early, saving himself a few thousand dollars in price. 
 

6. Never Provide the Keys to Your New Tenant until their Check Clears the Bank! 
I recommend obtaining a security deposit, down payment and first month’s rent payment 
before you give the keys to your new tenant/buyer. You must ensure that a personal check 
clears the bank before providing the keys. Consider requiring them to pay by certified/bank 
check.  If you give the new tenant the keys and their personal check bounces, you now have 
to evict the tenant! You have no deposit to cover your costs!   
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7. Consider Increasing the Liability Insurance on your home! 
You want to ensure that if someone is hurt that your insurance is adequate to cover the 
claim. Talk with your insurance agent about an umbrella insurance policy. A $2 million 
umbrella only costs me around $250 per year.  
 

9. Consider a Prepaid Legal Insurance Plan! 
Coverage costs $25 per month and provides overwhelming benefits. The plan allows for 
unlimited phone consultation, document review, letters and phone calls made by the 
attorney on your behalf. This is worth its weight in gold.  If you have problems, bring in the 
professionals.  This will save you a lot of time and money.  

 
10. Once You Have A Good Tenant, Treat Them Very Well!   

At holidays, give them a turkey or a gift certificate. They will take better care of your home!  
If they don’t buy the home from you, they will help you find a new tenant and provide 
access for showing the home when they move. Trust me, it makes your life much better 
when you have a happy tenant!  Little things mean a lot! 
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How to Select the Best Tenants 
 
By offering a Rent To Own Program, you are already screening many undesirable tenants from 
your property.  If someone knows that they don’t have a chance at qualifying for a bank loan 
sometime in the near future, they probably wouldn’t even be looking for a Rent to Own home.   
 
Even though you might feel as though you are in dire straits with your home now, the most crucial 
thing for you to learn is that you should never rush to get it rented. When I first started to invest, I 
would be so anxious to get the income that I would take one of the first few people that looked at 
the home. Experience has taught me the discipline to wait for the right tenant.   
 
The right tenant will save you more money and save you hours of time and frustration. I have often 
said that a vacant home is better than having a home with a bad non-paying tenant in it. The most 
important factor in the smooth operation of renting your home is getting good tenants. No matter 
what procedure you follow for selecting tenants, so long as it’s non-discriminatory and it’s working 
for you, keep at it. No one can argue with success. But if you doubt your selection procedure, 
consider following these 10 steps, which are arranged here more or less chronologically. 

 
THE TEN STEPS 

 
1. Advertise Using the Three-Point Formula to Make Your Phone Ring Off the Hook 
2. Tell the Callers that they need to have a down payment in the voicemail message that they 

hear. 
3. Show the dwelling. 
4. Accept and scrutinize applications. 
5. Check references and qualify the applicants. 
6. Visit applicants’ current home. 
7. The Largest Down payment Usually Wins. 
8. Fill out and sign the LEASE and OPTION AGREEMENTS. 
9. Set the Proper Tone with Your Tenants Upfront 
10. Document Your Homes’ Condition and Contents. 
 

You may skip all of these steps except the seventh one if you’re remiss about your business, 
and you may actually get good tenants. Once you get bad tenants, you’re stuck with them 
for some time to come, and when you finally do succeed in getting rid of them, they’ll 
likely leave a few remembrances just so you won’t forget them.  
 
Dig out the lemons from among your applicants. Follow the 10 steps religiously, and you’ll 
never rent to them. Leave the lemon tenants for those unscrupulous landlords you hear and 
read about. They deserve each other.  

 
A WORD ON DISCRIMINATION 

 
Be as discriminating as you possibly can be in your selection, but by all means, do not be 
discriminating about race, color, religion, sex, familial status, national origin, age or 
physical handicap. Such discrimination is illegal throughout the U.S. That’s federal law. To 
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find answers to your questions about federal discrimination laws, call the U.S. Department 
of Housing and Urban Development (HUD) “Housing Discrimination Hotline” at 1-800-
669-9777.  
 
In addition to federal discrimination criteria, some regions have specific laws 
prohibiting discrimination regarding marital status, sexual orientation, source of 
income (occupation), personal appearance, political affiliation, place of residence, 
place of business, matriculation (student status), and family responsibilities. To find 
answers to your questions about your state’s discrimination laws, call the office of 
consumer protection or the department of fair employment and housing. 
 
 

SETTING STANDARDS 
 

You will want to set your own set of standards that are well within the law. You should 
always be able to find a valid legal reason not to rent to those who are objectionable. Once 
you have set your own standards, then begin to look for good tenants that you can work 
with. Your standards for a particular rental might look like this:  UNDERSTAND THAT 
YOU MUST APPLY YOUR STANDARDS CONSISTENTLY FROM APPLICANT 
TO APPLICANT.  IF YOU ARE INCONSISENT IN YOUR APPLICATION OF 
YOUR STANDARDS, YOU MIGHT BE LIABLE FOR ILLEGAL 
DISCRIMINATION. 

 
 Gross Income – four times rent 
 Income stability – at least six months with the same source of income. 
 Assets – five times rent (bank and automobile equity) 
 Credit - established, nothing negative 
 Credit Cards – one major card 
 Checking Account – established 
 Rent punctuality – prompt 
 Pets – none 
 Waterbed – one queen size-OK 
 Vehicles – two autos, no motorcycles louder than an auto 
 Former landlords recommendations – good 
 Personal recommendations – one available (preferably local) 
 Number of tenants – depends on size of home and number of rooms 
 Bankruptcy, Felony & Eviction – I will work with Bankruptcy but not a felon or 

eviction 
 Smoking – no 
 Drinking – moderation (maximum of two drinks daily) 
 Illegal Drug Usage – no 
 Permanence – at least six months in each of last two residences 
 Cleanliness – average 
 Interest in the dwelling – average to high (willing to pay more rent than asked) 

 
Whatever your standards are, put them in writing so that you can prove to anybody that you 
do not discriminate. Regarding the acceptable number of occupants, the rule of thumb is one 
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fewer than the number of rooms. In other words, if your home has four bedrooms and eight 
total rooms, it should accommodate seven occupants. 

 
 
 
 
 
 
 
 
 
 
 

THE TEN STEPS EXPLAINED 
 
1) Advertise to Make Your Phone Ring Off The Hook 

Remember that the landlord with the most calls wins! Use the Three-Point formula above to 
make your voicemail system ring off of the hook. If for some reason the yard sign and 
classified advertisements don’t work, consider making a flyer and having it hand-delivered 
to apartment complexes near your home. Note that I have never had to do this because the 
sign and the advertisement draw plenty of phone calls. However, one technique that I have 
used is to ask other Rent to Own Tenants if they know of anyone that might be interested in 
a Rent to Own Home. Many times they do, and you get a good applicant! 
 

2) Tell the Prospective Tenants that They Need to Have a Downpayment 
The best part about having a voicemail system handle all of your prospective tenants’ calls 
is that you can program them from the very first time they hear any information about the 
home that a down payment is required to qualify for the home. By telling them this before 
they even see the home, you are screening tenants at the very beginning. If someone doesn’t 
have any money for a downpayment, they won’t bother leaving a message for you. This will 
save you time and effort on unqualified tenants. If you don’t tell them in the message that 
you expect a down payment, everyone will leave you a message … everyone including the 
unqualified tenants. That means you have to spend time calling them back, giving them 
directions and showing them the home. Let the down payment screen unqualified tenants 
for you. 
 

3) Show the Home to Prospective Tenants 
See the instructions within this book. 
 

4) Accept and Scrutinize Applications 
First of all, anyone over the age of 18 who will be living in the home should complete a 
separate rental application. I would encourage you to include each and every person over 18 
on the lease agreement as well. I like to do this to protect me if problems arise during the 
lease.  If the rent isn’t paid, I can go after each tenant separately for the balance due. You 
should do the same with your home. Another reason is that I have had husband and wives 

Quick Tip:  I have formed a habit of making notes on the back of each application received as to 
how I have applied my standards to the tenant. If I don’t select a tenant, I document why on the 
back of the application and keep this in a file. My goal is to be prepared to prove why I selected or 
didn’t select a certain tenant. This would be a good habit for you to start to protect yourself from 
frivolous discrimination claims. 
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leave each other. In most cases, the husband moves out – leaving just the wife in the home 
paying the rent. I never release the husband from the lease. Keeping the husband on the 
lease gives me leverage. 

 
You should also collect a non-refundable application fee to process and review the 
applications. This fee is due for all applications submitted.  In most cases, it will cost you a 
fee to check the prospective tenant’s credit. The rental application that I use includes a $20 
fee. This application has been included for your use. The main reason I charge an 
application fee is as another screening tool. If someone isn’t willing to invest $20 to qualify 
for the home, more than likely won’t qualify anyhow.  This saves me time and effort of 
having to review their applications. You don’t want to bother with anybody except those 
who are serious about renting from you, and there’s only one way to tell the difference. 
Require them to pay to apply. The key with this is to be consistent with everyone. Don’t 
charge some people and not charge others. You will get yourself in serious trouble! 

 
After they complete the application, I recommend that you review it with them. If there 
were any sections left blank, I would ask them why they haven’t completed those sections. 
Asking them questions verbally gives you the opportunity to ask open-ended questions.  
Listen carefully to their answers because they will typically reveal something about 
themselves. Also take note on how neat and thoroughly the application is completed. Make 
sure that the applications are signed, too. An applicant’s signature authorizes you to conduct 
a credit check. Without it, you’re invading their right to privacy if you begin snooping into 
their affairs. 

 
Tell the applicants next that you’re going to be checking them out thoroughly. You’re going 
to be calling their landlords and their employers, and you’re going to be running a credit 
check. Ask them whether there’s anything negative that might show up when you’re 
checking them out because now would be the time for them to give you their side of the 
story. You’d be surprised how many negative things some people will volunteer to tell you 
about themselves, things which you never would have uncovered in your snooping. Make 
careful note of this information on the back of their application, and take it into 
consideration when you make your decisions. You may find from what they tell you about 
themselves that you don’t need to check them out any further because they have eliminated 
themselves from consideration. 
 
Then ask to see their driver’s licenses and credit cards for identification. Ask non-driving 
applicants for some other form of “official” identification with their picture on it, such as a 
passport, military ID, or other government agency ID card. Compare the pictures on the ID 
cards with the faces that you see before you. Compare the numbers on the identification and 
credit cards with those given on the applications to verify the information as given. Then 
compare the addresses on the identification or license with the address on the application. 
And do likewise with the signatures. If these things don’t match up, ask why they don’t. 
You have no way of knowing otherwise whether the person whose name and references are 
listed is the same person that wishes to rent from you. 
 
Remember that whenever you rent out a dwelling, you are entrusting a valuable piece of 
property to a stranger. You must know whether that stranger is a proper stranger. You must 
know what the stranger’s true identity is. Automobile rental agencies ask for identification 
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before they will rent you a car. Merchants even ask for identification before they will cash a 
five-dollar check. Yet home is many times more valuable than an automobile or a check for 
a paltry sum. Shouldn’t you at least check your applicant’s I.D.? You stand to lose plenty if 
you rent to an unscrupulous tenant, not to mention all the grief and aggravation you could 
suffer. Be cautious. Check the applicant’s identification for certain. 
 
If, for one reason or another, you fail to check an applicant’s identification while you are 
looking over the application initially, don’t despair. You can still check it when you visit the 
applicant’s home. I prefer to check it at the first opportunity, however, so I don’t waste any 
more time than I have to if an applicant proves to be impersonating someone else, such as a 
friend or relative who has impeccable references. 
 
Unless you already know more about the applicants than is on their applications, look at 
each application as if you were trying to collect an eviction judgment. If applicants have no 
job, no automobile, and no bank accounts to attach, then how will you be able to get any 
money out of them if they stop paying their rent and you have to take them to court? Some 
applications may be rejected at this step without further checking. You can “evict” now at 
the lowest possible cost. (On the backs of the applications that you reject, write the reasons 
for your decisions and then file away each application for at least three years as proof of 
your fairness in tenant selection.) 
 
Not only is the information on applications essential to the selection process, but also 
because you have more information to base your selection on than just the obvious things 
such as sex, race, or color, the chances of you being considered culpable of illegal 
discrimination on the basis of these criteria are substantially reduced. Face it. You are less 
vulnerable to charges of illegal discrimination if you solicit applications than if you do not. 
Without applications, you have little information to base your decision on, and the deciding 
factors may be more easily construed as illegally discriminating. Once you have scrutinized 
the applications to check for internal inconsistencies and obvious disqualifying factors as 
measured by your tenant standards, you should act promptly. Other landlords are looking 
for good tenants too, and your prospects may be filling out applications for more than one 
dwelling. 

 
5) Check References & Qualify Applicants 

Some tenant applicants know that because many landlords fail to check the information 
given on a rental application, they can probably get away with a lie here or there. Be 
suspicious about the information given on every application submitted to you. Tenants who 
have had problems with their landlords in the past are not going to disclose those problems 
on their rental application. You have to dig for the truth. You have too much to lose by just 
renting to anyone.  
Start your checking with tenancy references. Call the current landlord to learn whatever you 
can, but be very careful about two things: whether you are speaking to the real landlord or 
an impersonator; and whether the landlord is telling you the truth or telling you what you 
want to hear in order to get rid of bad tenants. Once you are confident that you are speaking 
to the real landlord, try to have them answer the following questions: 
 
 How many people are there in the household? 
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 Do they have any pets? 
 Do they bother the neighbors? 
 Are they clean? 
 Are they demanding? 
 How much rent are they paying? 
 How many times have they been late with their rent? 
 Why are they moving? 
 Have you had any particular problems with them? 
 If you had the opportunity, would you rent to them again? 
 
Once you have checked the tenancy references and found nothing negative, you will want to 
know something about their employment. You will want to know how much each applicant 
earns, how long he has been employed, whether the employee is part time or full time and 
whether they are permanent or temporary. You will need to be sure that you have contacted 
the real employer. Check the number in the phone book rather than just relying on the 
number provided on the application. The number on the application might be the correct 
employer but it may be a direct line to the applicants’ friend and co-worker. Be wary if the 
employer answers with a “hello” rather than a business name. 
 
Should the applicant derive income from sources other than ordinary employment, say, 
from Social Security, pension funds, welfare alimony, inheritance, investments, 
unemployment, disability, scholarships, school loans, or relatives, you will want to verify 
the source, the amount, and the continuity of the source as best you can. Ask to see 
whatever records the applicant has to support the amounts shown on the application. 
 
You should also check their credit to see their history of bill payment. A person’s credit 
report will tell you a great deal about their integrity. My concern when reviewing a credit 
report is to see if they have ever been evicted, do they have any judgments against them; are 
they paying their bills on time recently? 
 
Many times I encounter a tenant who has rough credit because of medical bills. I usually 
don’t let past-due medical bills stand in the way.  My whole focus is trying to determine if 
this tenant will be able to qualify for a mortgage during the lease term. If their credit scores 
are on the border, I might even ask a mortgage lender to review their report and tell me 
whether or not they will be able to qualify for a mortgage loan during the term.   

 
 

Personal information (from application, conversation, and personal observation) 
An incomplete application 
A sloppy application 
No telephone 
No driver’s license or “official” identification 
Poor hygiene or grooming 



43 
© Copyright 2010    Minton Publishing    All rights reserved 

 

Expectations of a big lawsuit payoff 
Excessive anxiety about moving quickly 
Careless handling of a cigarette. 
 
Tenancy information 
Living with relatives or in a motel 
Little or no information about previous landlords 
Repeated moves 
History of late payments 
 
Employment/Income Information 
New job 
Frequent job changes 
Insufficient income 
No income documentation 
 
Asset Information 
No checking account 
No savings account 
Full deposit or rent unavailable 
No car 
Car dented, broken down, or abused 
 
Eviction Information 
Eviction filed 
Eviction completed 
 
Credit Information 
No credit history 
No credit cards 
Bill collections 
Numerous retail accounts 
Numerous inquiries into their credit history 
History of late payments 
Recent bankruptcy or foreclosure 
Car loan in arrears 
Car repossessed 
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6) Visit Applicant’s Current Home or Apartment 
One of the best things you can do to check out your prospective tenants is to make an 
unannounced stop at their current residence. The reason you would want to do this step is quite 
simple, really. How their present residence looks when you stop by is how your home will look 
once they move in.  Do they have broken-down cars in the driveway? Is the inside clean and 
tidy? We really don’t need to go into much detail here, but your gut feeling will tell you if you 
should rent to them or not. You actually might be positively surprised during your visit. One 
prospective tenant asked me to take my shoes off before entering!!!  I signed her up ASAP!  
When you stop, just say that you forgot to ask them a question, or you need to review their 
driver’s license again.  Use some simple excuse to stop over, but do stop over! 

 
7) The Largest Down payment on the Home Wins 
I have learned that the larger the option consideration that they are able to put down on the 
home up front, the better the tenant will be during the lease. I tend to focus on the tenants who 
have the most money available up front. The more they invest up front, the more they have at 
risk to lose. Remember, the amount that they have available is negotiable. Use some negotiating 
tactics to increase the amount up front from the best-qualified tenant. Another reason that I 
focus on the most amount given up front is because they will have a better chance of qualifying 
for a mortgage. Mortgage lenders have many loan programs for buyers with larger down 
payments. If they are able to accumulate 10% down by the end of the lease through their option 
consideration and monthly credits earned, they open the door to many loan programs to help 
them qualify. 
 
8) Fill Out & Sign the Lease & Option Agreements 
You should invest sometime into explaining the agreements to your tenants when you meet 
with them. I would meet them at a local coffee shop, where you can sit down and talk with 
them. If you have access to an office, meet them their. Don’t meet with them at your home, or 
at the rental home. Highlight both agreements, the lease and the option, and explain how all of 
the numbers work and answer all of their questions. The more time you invest in the beginning 
explaining how things are going to work, the less time you have to invest down the road. An 
ounce of prevention is worth a pound of gold. ALSO REMEMBER: DO NOT GIVE YOUR 
TENANTS THE KEYS UNTIL THEIR UP-FRONT CHECK CLEARS THE BANK!!!!  I 
usually tell them before we meet to sign the paper work that if they want to get the keys at the 
meeting, they should bring a bank or cashier’s check. 
 
9) Set the Tone Properly at the Beginning 
During your meeting to sign the lease and option agreements, you should definitely set the 
proper tone with your new tenants.  I usually tell them that I am a very serious seller/landlord.  I 
explain that I will be very good to them if they are good to me. However, I do tell them that if 
they don’t do as they say with me, I will come after them at full throttle.  The big rule I lay out 
on the table is that I expect open communication. If they have a problem paying the rent, I 
expect to hear about it ASAP.  If they aren’t able to pay the rent on time, they should be calling 
me to explain why. Be tough with them and let them know up-front that you will not be taken 
advantage of. You should also follow this approach with your tenants. If you play Mr. Nice 
Guy, they will not respect you during your lease. Once the tone has been properly set, keep it 
set.  If they don’t pay the rent on the first of the month, call them at 8 a.m. on the second. Make 
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it uncomfortable for them not to perform.  Once they understand how you operate, you should 
have smooth sailing during your relationship. 
 

     10) Document Your Home’s Condition & Contents 
Have your new tenants provide you with a summary of your home’s condition and contents 
within one week of their new tenancy. Before they move in, I try to videotape the home to 
provide some evidence as to its condition prior to their tenancy.  However, if they give me a list 
of problems in writing at the beginning and they don’t buy the home out during the lease, I have 
a perfect list to determine what damages they have made to the home.   

 
Some of the Steps Above have been adapted from “LANDLORDING: A Handy manual for 

Scrupulous Landlords and Landladies Who Do It Themselves” by Leigh Robinson 
 
 

THE LEASE & OPTION AGREEMENTS 
 
The way we structure our lease and option agreement is to completely separate them. The reason 
we separate the two agreements is to help make any future evictions less complicated. If the tenant 
doesn’t pay their rent, it might be more difficult to evict the tenant if they signed a combined lease- 
purchase agreement. The judge might construe the agreement as an outright sale rather than a lease 
with an option. If a judge were to treat the agreement as a sale, you cold be forced to foreclose 
rather than evict. 
 

Step-By-Step Fill in the Blank Instructions 
 

1. Fill in the date that you are signing the lease with your tenant/buyer. 
2. Enter your name, or your company’s name. It might be a good idea to have your 

property transferred into a separate company for asset protection. Please consult an 
attorney regarding a transfer such as this. 

3. Tenants’ names. 
4. Property address. 
5. Enter the total number of months. Two years would be 24 months. 
6. Enter day of month that lease is effective. 
7. Enter month that lease is effective. 
8. Enter year that lease is effective. 
9. Enter the final day of lease. 
10. Enter the final month of lease. 
11. Enter the final year of lease. 
12. Enter the total of all monthly rents received in word form. If the home were renting for 

$1,000 for 24 months, the entry would be “twenty four thousand dollars”. 
13. Enter total rent in numeric format. 
14. Enter the monthly rent amount in word form.  Example “one thousand dollars”. 
15. Enter the monthly amount in numeric form, i.e., $1,000. 
16. Enter the 1st months rent amount in word form.  If tenants were renting effective the 

15th, then first months rent would be “five hundred dollars.” The $1,000 monthly rent is 
prorated based upon the number of days of their use. 

17. Enter 1st months rent amount in numeric form. 
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18. Enter the dollar amount in numeric form of the tenant’s security deposit.  Note that you 
should always have a security deposit in the lease portion in case you ever have to evict.  
If you are receiving $4,500 upfront, then put $500 as deposit and $4,000 as upfront 
option money in option agreement. 

19. Total number of occupants. 
20. List the names of people permitted to live in home. 
21. Enter the number of cars permitted at your home. 
22. If you have a property manager, enter their name. Note that if you set up your program 

properly, you will not need a property manager. 
23. Enter your property manager’s address if applicable. 
24. Enter tenant’s name. 
25. Enter property address. 
26. Enter the number of months your separate lease is for. Example “24”. 
27. Enter your future sales price that the tenant will pay for your home. 
28. Enter tenants name 
29. Enter the amount of the up-front payment allocated to the option consideration. In this 

example it would be $4,000. 
30. Enter the amount of monthly credit your tenant will be accruing. For example,“$300.” 
31. Enter the total maximum credit your tenant is able to earn. Example “$7,200,” which is 

$300 times 24 months. 
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LEASE AGREEMENT 
 
 
THIS AGREEMENT, dated    1   is by and between   2  
“Owners/Managers," and   3   "Tenants," for rental of the dwelling located at 
 4  under the following terms and conditions: 
 
FIXED-TERM AGREEMENT (LEASE) - Tenants agree to lease this dwelling for a fixed term 
of  5   commencing on the   6   day of  7 
   8  and ending on the   9   day of  10 
  2000  11    Upon expiration, this Agreement shall become a month-to-
month agreement AUTOMATICALLY, UNLESS either Tenants or Owners notify the other party 
in writing at least thirty days prior to expiration that they do not wish this Agreement to continue on 
any basis. If the dwelling is not available for occupancy on the commencement date, Owner will 
not be responsible for any damages incurred by Tenants. 
 
RENT - Tenants agree to rent this dwelling for the sum of   12   Dollars  
($ 13  ) during the term of this lease, payable in equal monthly installments of 
14  Dollars ($  15 ) each.  The first month’s rent will be  16   Dollars 
($  17 ). 
 
FORM OF PAYMENT - Tenants agree to pay rent in the form of a personal check, cashier's 
check, or a money order made out to Owners.    
 
RENT PAYMENT PROCEDURE - Tenants agree to mail their rent to the Owners at the 
following address:_________________________________________________________________ 
or in such other way as the Owners will advise the Tenants in writing. 
 
RETURNED CHECKS - If, for any reason, a check used by Tenants to pay Owners is returned 
without having been paid, Tenants will pay a returned check charge of $25 AND be responsible for 
any other damages incurred by Owner in connection therewith.  After the second time that a 
Tenants' check is returned, Tenants must thereafter secure a cashier's check or money order for 
payment of rent.   
 
RENT DUE DATE; RENT LATE DATE - The due date for the rent owing under this 
Agreement, including, without limitation, late payment penalty, is the FIRST day of every calendar 
month.  The late date is four days later.  In other words, Tenants may pay their rent on or before the 
due date, or they may pay it on any of the THREE DAYS following the due date without being 
late.  The very next day is the rent late date.  This is the first day when Owners will consider the 
rent late.  Owners expect to have RECEIVED the rent before this date.  If Tenants' rent is due on 
the first, it must be paid on or before the fourth to be "on time."   
 
LATE FEES - Owners expect Tenants to pay the rent promptly.  Should exceptional circumstances 
prevent prompt payment, Tenants agree to pay a late fee of $25 dollars plus $5 dollars per day late 
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as liquidated damages (such late fees are immediately due and payable). Since determining Owners' 
actual damages caused by Tenants' late payment would be difficult or impractical, both parties 
agree that the foregoing amount is reasonable and necessary to compensate Owner. 
 
DEPOSITS - Tenants agree to deposit with the Owners the sum of $  18   
payable as follows:  in advance in the form of a bank check or money order.  Owners may withhold 
from these deposits only what is reasonably necessary to cover the following tenant defaults: 1) 
damages to the dwelling; 2) excessive cleaning costs following Tenants' departure; and 3) unpaid 
rent and various other accrued and unpaid charges.  No part of these deposits may be applied to the 
tenants' last month's rent.   
 
REFUND OF TENANTS' DEPOSITS – Prior to moving out, Tenants agree to have the carpets 
cleaned at the Tenants’ sole cost and expense. Within 30 days after Tenants have moved out 
completely, Owners shall provide a written accounting of the disposition of the Tenants deposits 
and shall at the same time return all deposits remaining. Deposit will be returned to Tenants, less a 
$250 carpet cleaning charge, if necessary.  In the event that Tenants purchase the home, the 
security deposit will be applied towards the stated purchase price.  
 
UTILITIES/SERVICES – Tenants agree to pay all utilities with respect to the premises, 
including, without limitation, the following utilities: gas, electric, water, sewer, cable TV, 
telephones and garbage removal if applicable.  
 
OCCUPANTS - The number of occupants is limited to   19   Only the 
following persons may live in this dwelling:   20  .  No one else may live there, 
even temporarily, without Owner’s prior written permission. 
 
GUESTS - Tenants may house any single guest for a maximum period of fourteen days every six 
months or for whatever other lesser period of time the law allows.  Provided that they maintain a 
separate residence, nurses or maids required to care for Tenants during an illness are excluded 
from this provision. 
 
SUBLETTING AND ASSIGNMENT - Tenants shall not sublet the entire premises or any part 
of the premises, nor shall they assign this Agreement to anyone else without first obtaining the 
Owners' written permission.  
 
PETS - Tenants may house no pet of any kind on the premises, even temporarily, without first 
obtaining Owners' written permission.  "Pets" includes, but is not limited to, both warm- and cold-
blooded animals, such as dogs, cats, fish, hamsters, rats, birds, snakes, lizards, and insects.  "Pets" 
does not include animals trained to serve the handicapped, such as seeing-eye dogs, hearing dogs, 
or service dogs.  These animals may be housed on the premises so long as they are in the direct 
service of those they were trained to serve and so long as Owners are notified in advance in 
writing of the circumstances. 
 
LIQUID-FILLED FURNITURE - Tenants agree not to keep any liquid-filled furniture in this 
dwelling without first obtaining Owners' written permission. 
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DAMAGE TO PERSONAL PROPERTY – All personal property belonging to Tenants or to any 
other person shall be kept in the leased premises at the sole risk of Tenants or such other person, 
and neither Owner nor Owner’s agent, if any, shall be liable for the theft, misappropriation, damage 
or injury thereto, nor for damage or injury to Tenants or to other persons caused by water, snow, 
frost, steam, heat or cold, dampness, falling plaster, sewers or sewage, gas, odors, noise, flooding, 
the bursting or leaking pipes, plumbing, electrical wiring and equipment and fixtures of all kinds, or 
for any act, negligence, or omission of other tenants or occupants, if any, of the structure in which 
the leased premises are located; provided, however, nothing herein shall be deemed to be a waiver 
of Owner’s responsibility for the negligence or willful acts of Owner, or Owner’s agents and 
employees.  Tenants shall indemnify, defend and hold Owner harmless from all costs, expenses, 
liability, claims, actions, causes of action, or damages sustained by reason of any occurrence 
causing injury or death to any person or damage to property due directly or indirectly to Tenants’ 
acts or omissions or occupancy of the leased premises or those of its agents, employees or invitees. 
 
VEHICLES-Tenants agree to keep a maximum of   21   vehicles on the 
premises.  These vehicles must be both operable and currently licensed.  Tenants agree to park 
their vehicles in assigned spaces and to keep those spaces clean of oil drippings.  Tenants agree to 
advise their visitors about parking and to take responsibility for where their visitors park.  Only 
those motorcycles that have exhaust muffling comparable to that of a passenger car are allowed.  
Only those self-propelled recreational vehicles which are licensed and which are used for regular 
personal transportation are allowed.  Tenants agree not to park boats, recreational trailers, utility 
trailers, and the like on the premises without first obtaining Owners' written permission.  Tenants 
agree not to repair their vehicles on the premises if such repairs will take longer than a single day 
unless the vehicle is kept in an enclosed garage. 
 
APPLIANCES - Although there may be appliances in the dwelling, such as a refrigerator, stove, 
dishwasher, freezer, dryer, or garbage compactor, the use of these appliances is not included in the 
rent.  If Tenants wish to use these appliances, they agree to assume all responsibility for care and 
maintenance.  Further, Tenants will return such appliances to Owner in the same condition as 
received, reasonable wear and tear accepted.  If Tenants wish to use their own appliances, they 
may request that the Owners' appliances be removed from the premises. 
 
TENANTS INSPECTION - Tenants have inspected the dwelling and its contents and agree that 
they are in satisfactory order, as are the electrical, plumbing, and heating systems.  Tenants hereby 
accept the premises in their “AS IS,” “WHERE IS” condition.  The Owner is not making any 
representation or warranties regarding the condition or fitness of the premises. 
  
NOTIFICATION OF SERIOUS BUILDING PROBLEMS - Tenants agree to notify the 
Owners immediately upon first discovering any signs of serious building problems such as a crack 
in the foundation, a tilting porch, a crack in the plaster or stucco, moisture in the ceiling, buckling 
sheetrock or siding, a leaky roof, a spongy floor, a leaky water heater, or termite activity.  Tenants 
shall comply with the requirements imposed on Tenants by all applicable state and local housing, 
health and safety codes and/or by any insurer of the leased premises.  Tenants shall not use the 
leased premises for any unlawful purpose and shall not in any way disturb or annoy any neighbors. 
  
MINOR REPAIRS - Tenants are responsible for the first $200 of repairs or replacements in any 
one-month.  Owners are responsible for amounts above $200 in any one month.  Furthermore, 
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Tenants will return the premises to Owner in the same condition as received, reasonable wear and 
tear excepted. 
 
REASONABLE TIME FOR REPAIRS - Upon being notified by Tenants that there is some 
building defect that is hazardous to life, health, or safety, Owners shall undertake repairs as soon 
as possible.  Should there be a delay of more than seventy-two (72) hours in making the repairs, 
due to a difficulty in scheduling the work or obtaining parts or for any other reason beyond the 
Owners' control, Owners agree to keep Tenants informed about the progress of the work.   
 
WINDOWS - Except for those windows which are noted in writing as being cracked or broken 
when Tenants move in, Tenants agree to be responsible for any windows which become cracked 
or broken in their dwelling while they live there and such costs shall not be taken into account 
with respect to the $200 threshold.  Tenants may repair the windows themselves if they can do the 
work in a professional manner.  Otherwise, they may hire a glazier or submit a maintenance 
request to Owners.  If they submit a maintenance request, Owners will charge them no more for 
the work than the least expensive written bid for the work that Tenants can obtain from a 
professional glazier. 
 
DRAIN STOPPAGES - As of the date of this Agreement, Owners warrant that the dwelling's 
sewage drains are in good working order and that they will accept the normal household waste for 
which they were designed.  They will not accept things such as paper diapers, sanitary napkins, 
tampons, children's toys, wads of toilet paper, balls of hair, grease, oil, table scraps, clothing, rags, 
sand, dirt, rocks, or newspapers.  Tenants agree to pay for clearing the drains of any and all 
stoppages except those which the plumber who is called to clear the stoppage will attest in writing 
were caused by defective plumbing, tree roots, or covered by insurance. 
 
TRASH - Tenants agree to dispose of their ordinary household trash by placing it into a receptacle 
for periodic collection.  They agree to dispose of their extraordinary household trash, such as 
Christmas trees, damaged furniture, broken appliances, and the like, by compacting it so that it 
will fit inside their trash receptacle or by hauling it to the dump themselves or by paying someone 
else to haul it away. 
 
DAMAGE - Tenants agree to pay for repairs of all damage that they or their guests have caused. 
 
LOCKS - Tenants agree that they will not change the locks on any door or mailbox without first 
obtaining Owners' written permission.  Having obtained permission, they agree to pay for 
changing the locks themselves and to provide the Owners with one duplicate key per lock. 
 
LOCKOUTS - Should Tenants lock themselves out of their dwelling and be unable to gain access 
through their own resources; they may call upon a professional locksmith or the manager to let 
them in.  In either case, they are responsible for payment of the charges and/or damages involved.  
Management charges a fee of $15 for providing this service between the hours of 8 a.m. and 6 
p.m., Monday through Saturday, excepting holidays, and a fee of $25 at other times.  This fee is 
due and payable when the service is provided. 
 
LANDSCAPING - Tenants agree to maintain the existing landscaping by watering, weeding, 
fertilizing, mowing, and shaping it as necessary.   Additionally, Tenants agree to remove all snow 
from the driveway and sidewalks during the winter months. 
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ALTERATIONS, DECORATIONS, AND REPAIRS - Except as provided by law, Tenants 
agree not to alter or decorate their dwelling without first obtaining Owners' written permission.  
Decorations include painting and wallpapering.  Further, Tenants agree not to repair their dwelling 
or anything belonging to the Owners without first obtaining Owners' written permission unless 
such repairs cost less than one hundred dollars ($100), and Tenants agree to pay for them.  Tenants 
shall hold Owners harmless for any mechanics liens or proceedings which Tenants cause.  When 
approved by Owners, Tenants' plans for alterations and decorations shall bear a determination 
regarding ownership.  If Tenants are able to convince Owners that Tenants can remove the 
alterations or decorations and restore that part of their dwelling to its original condition, then 
Owners may grant Tenants the right to remove them.  Otherwise, any alterations or decorations 
made by Tenants become the property of Owners when Tenants vacate. 
 
PAINTING - Owners reserve the right to determine when the dwelling will be painted unless 
there is any law to the contrary. 
 
ACCESS - Owners recognize that Tenants have a right to privacy and wish to observe that right 
scrupulously.  At certain times, however, Owners, their employees, or agents may have to gain 
access to the Tenants' dwelling for purposes of showing it to prospective Tenants, purchasers, 
lenders, or others or for repairs, inspection, or maintenance.  When seeking access under ordinary 
circumstances, Owners will schedule entry between the hours of 8 A.M. and 8 P.M., Monday 
through Saturday, excepting holidays, and Owners will provide Tenants reasonable notice of 
twenty-four hours, or less than twenty-four hours notice with Tenants' concurrence.  In 
emergencies, there will be no notice. 
 
PEACE AND QUIET - Tenants are entitled to the quiet enjoyment of their own dwelling, and 
their neighbors are entitled to the same.  Tenants agree that they will refrain from making loud 
noises and disturbances, that they will keep down the volume of their music and broadcast 
programs at all times so as not to disturb other people's peace and quiet, and that they will not 
install wind chimes. 
 
TELEPHONE - If and when Tenants install a telephone in their dwelling, they will furnish 
Owners with the number within five calendar days.  When divulging the number, Tenants shall 
advise Owners whether the number is listed or unlisted.  If it is unlisted, Owners agree to take 
reasonable precautions to keep it from falling into the hands of third parties. 
 
PROLONGED ABSENCES - Tenants agree that they will notify Owners whenever they plan to 
be absent from their dwelling for more than ten days. 
 
BUSINESS USE - Tenants agree to use this dwelling as their personal residence.  They agree to 
conduct no business on the premises. 
 
LAWFUL USE - Tenants agree that they will not themselves engage in any illegal activities on 
the premises nor will they allow others to engage in any illegal activities on the premises insofar 
as they have the power to stop such activities. 
 
INSURANCE - Owners have obtained insurance to cover fire damage to the building itself and 
liability insurance to cover certain personal injuries occurring as a result of property defects or 
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owner negligence.  Owners' insurance does not cover Tenants' possessions or Tenants' negligence.  
Tenants shall obtain a Tenants' insurance policy to cover damage to or loss of their own 
possessions, as well as losses resulting from their negligence.  Tenants agree to show Owners 
evidence of such a policy within one month from the date of this Agreement. 
 
INSURANCE CONSIDERATIONS - Tenants agree that they will do nothing to the premises 
nor keep anything on the premises that will result in an increase in the Owners' insurance policy or 
an endangering of the premises.  Neither will they allow anyone else to do so. 
 
FIRE OR CASUALTY DAMAGE - During any time when the dwelling cannot be used because 
of fire or casualty damage, Tenants are not responsible for payment of rent.  Should a portion of 
the dwelling become unusable due to fire or casualty damage, Tenants are not responsible for 
payment of rent on that portion.  In either case, Owners reserve the right to decide whether the 
dwelling is usable and what portions are usable.  Owners are not responsible for repairing or 
replacing any improvements made by Tenants if those improvements are damaged.  Should the 
fire or casualty damage have been caused by Tenants' own action or neglect, they shall have not be 
relieved of the responsibility for payment of rent, and they shall also bear the full responsibility for 
repair of the damage. 
 
SMOKE DETECTORS – Tenants shall be responsible for ensuring that existing smoke detectors 
are in continual working order, including the replacement of batteries, as needed.  If the smoke 
detectors become damaged or otherwise inoperable, Tenants shall immediately notify Owners in 
writing and be responsible for the replacement of smoke detectors under provisions of the repair 
clause herein. 
 
RULES AND REGULATIONS - Owners' existing rules and regulations, if any, shall be signed 
by Tenants, attached to this Agreement, and incorporated into it.  Owners may adopt other rules 
and regulations at a later time provided that they have a legitimate purpose, not modify Tenants' 
rights substantially, and not become effective without notice of at least two (2) weeks. 
 
SERVICE OF PROCESS - Every Tenant who signs this Agreement agrees to be the agent of the 
other Tenants and occupants of this dwelling and is both authorized and required to accept, on 
behalf of the other Tenants and occupants, service of summons and other notices relative to the 
tenancy. 
 
IDENTITY OF MANAGER - The person who is responsible for managing this dwelling and is 
authorized to accept legal service on Owners' behalf is   22   whose address 
is  23    
 
CHANGES IN TERMS OF TENANCY - [This paragraph applies only when this Agreement is 
or has become a month-to-month agreement.] Owners shall advise Tenants of any changes in 
terms of tenancy with advance notice of at least 30 days.  Changes may include notices of 
termination, rent adjustments, or other reasonable changes in the terms of this Agreement.   
 
NOTICE OF INTENTION TO VACATE - [This paragraph applies only when this Agreement 
is or has become a month-to-month agreement.] When Tenants have decided to vacate the 
premises, they will give Owners written notice of their intentions at least 30 days prior to their 
departure, and they will give an exact date when they expect to be moved out completely. 
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HOLDING OVER - If Tenants remain on the premises following the date of their termination of 
tenancy, they are "holding over" and become liable for "rental damages" equaling one/thirtieth of 
the amount of their then current monthly rent for every day they hold over. 
 
POSSESSION - Owners shall endeavor to deliver possession to Tenants by the commencement 
date of this Agreement.  Should Owners be unable to do so, they shall not be held liable for any 
damages Tenants suffer as a consequence, nor shall this Agreement be considered void unless 
Owners are unable to deliver possession within ten (10) days following the commencement date.  
Tenants' responsibility to pay rent shall begin when they receive possession. 
 
ILLEGAL PROVISIONS NOT AFFECTING LEGAL PROVISION - Whatever item in this 
Agreement is found to be contrary to any local, state, or federal law shall be considered null and 
void, just as if it had never appeared in the Agreement, and it shall not affect the validity of any 
other item in the Agreement. 
 
NON-WAIVER - Should either Owners or Tenants waive their rights to enforce any breach of 
this Agreement, that waiver shall be considered temporary and not a continuing waiver of any later 
breach.  Although Owners may know when accepting rent that Tenants are violating one or more 
of this Agreement's conditions, Owners in accepting the rent are in no way waiving their rights to 
enforce the breach.  Neither Owners nor Tenants shall have waived their rights to enforce any 
breach unless they agree to a waiver in writing. 
 
REFERENCES IN WORDING - Plural references made to the parties involved in this 
Agreement may also be singular, and singular references may be plural.  These references also 
apply to Owners' and Tenants' heirs, executors, administrators, or successors, as the case may be. 
 
ENTIRE AGREEMENT - As written, this Agreement constitutes the entire agreement between 
the Tenants and Owners.  They have made no further promises of any kind to one another, nor 
have they reached any other understandings, either verbal or written. 
 
CONSEQUENCES - Violation of any part of this Agreement or nonpayment of rent when due 
shall be cause for eviction under appropriate sections of the applicable code. 
 
TRIAL BY JUDGE - Should any aspect of this Agreement or tenancy be litigated in civil court, 
Owners and Tenants agree to waive their rights to a trial by jury and have the matter tried by a 
judge. 
 
OWNER’S REMEDIES – All rights and remedies of Owner set forth herein are in addition to any 
and all rights and remedies allowed by law and equity. 
 
If Tenants fail to pay rent or other charges when due, or is in default in the performance of any 
other provisions in this lease, then Owner may, with or without notice of such election, and with or 
without demand, forthwith terminate this lease or Tenants’ right to possession of the leased 
premises without terminating this lease and in such event, Owner may thereupon re-enter the leased 
premises without such action by the owner constituting a termination of Tenants’ obligations under 
this lease.  The taking of possession by Owner shall not relieve Tenants from any liability which 
has accrued under the terms of this lease, or from rental payments and other charges to be paid 
thereafter pursuant to the terms of this lease until the leased premises shall be re-rented to a new 
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tenant, and then only to the extent that the new tenant pays the rent and other charges due 
hereunder.  Tenants shall remain liable for the difference, if any.  The breach by Tenants of any 
covenant to be performed by Tenants shall be deemed to constitute an unlawful possession pursuant 
to Section 1923.02 of the Ohio Revised Code.  To the extent permitted by law, Owner shall be 
permitted to recover reasonable attorney fees and/or court costs incurred by Owner in enforcing his 
rights hereunder. 
 
Tenants, on or before the last day of the term of this lease, shall remove all of Tenants’ property 
from the leased premises and all property not so removed shall be deemed abandoned by Tenants.  
Thereupon, Owner may remove the same in any manner that Owner shall choose, and store the said 
property without liability to Tenants for loss thereof, and Tenants agree to pay Owner on demand 
any and all expenses incurred in such removal, including court costs and storage charges on such 
property for any length of time the same shall be in Owner’s possession.  Owner shall have no 
obligation or liability to store or safely keep Owner’s property. 
 
LEGAL SERVICES FEES - If either party to this Agreement shall bring a cause of action 
against the other party for enforcement of the Agreement, the prevailing party shall recover 
reasonable legal fees involved. 
 
ACKNOWLEDGMENT - Tenants hereby acknowledge that they have read this Agreement, 
understand it, agree to it, and have been given a copy. 
 
LEAD PAINT - Tenants have received the lead paint disclosure form and booklet. 
 
RESIDENTIAL PROPERTY DISCLOSURE - Tenants have received and reviewed the 
Residential Property Disclosure Statement. 
 
RENTAL APPLICATION – Tenants warrant and represent that the information and statements 
provided in the rental application signed by Tenants are true and that such application is 
incorporated herein by reference as though fully rewritten herein.  In any information or statement 
contained in said application is found to be false, Owner shall have the right to terminate this lease 
by giving Owner three (3) days’ prior written notice. 
 
LIMITATION OF OWNER’S LIABILITY – In the event of any transfer of title to the leased 
premises, from and after such transfer, Owner shall be released from all obligations under this lease 
accruing after the date of transfer.  The transferee of title shall thereafter be deemed to have 
assumed all obligations of the Owner hereunder accruing on and after the date of transfer of title. 
 

 
    OWNERS/MANAGERS:     DATE:   
 
_________________________________________  ____________________________ 
 
_________________________________________  ____________________________ 
 
    TENANTS:       DATE: 
_________________________________________  ____________________________ 
 
_________________________________________  ____________________________ 
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OPTION AGREEMENT 
 

PURCHASE OPTION The Tenants,   24   shall have the right to 
purchase the dwelling located at   25   during the next  26  months 
for a fixed price of   27   , provided that the Tenants live up to all other terms 
of their lease agreements with Owner/Manger.  A default by Tenants of the lease agreement at any 
point during this term will result in an automatic revocation of this option. 
 
The Tenants,   28   have paid   29   in nonrefundable 
option consideration. If the Tenants exercise this option, then this amount will be applied towards 
the purchase of the property.  In the event that the Tenants do not exercise this option, all monies 
paid will remain with the Owner as nonrefundable option consideration. 
 
For each month that the rent is paid on or before the due date per the lease agreement, the Tenants 
will earn a monthly credit of   30   towards the purchase of the property.  This 
credit will accrue to a maximum credit of   31  .  This monthly credit can be 
used by the Tenants for downpayment, closing costs, prepaid items, or points.   In the event that 
Tenants are unable or unwilling to exercise this option, Tenants understand and agree that such 
monthly credits are not refundable and shall be considered as having been paid as additional 
nonrefundable option consideration. 
 
The recording of this option or any memorandum thereof will result in the automatic 
revocation of this option, and all monies paid to Owner by Tenants shall be retained by 
Owner as liquidated damages. The parties acknowledge that Owner’s actual damages are 
difficult or impractical to determine, and both parties agree that the foregoing amount is 
reasonable and necessary to compensate Owner for Owner’s reasonable damages.  In 
addition, Tenants will be liable to Owner for all incidental and consequential damages for 
slander of title, including, but not limited to, attorney’s fees and court costs for correcting 
title.  Owner will convey title by Quitclaim Deed.  All costs and expenses of closing will be the 
responsibility of Tenants.  In all events, the closing must take place prior to the expiration of 
this Lease.  Time is of the essence. 
 
TENANTS       OWNER/MANAGER 
 
 
___________________________________      _______________________________________ 
Name     Date  Name        Date 
 
 
___________________________________      _______________________________________ 
Name     Date  Name    Date 
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RENT TO OWN 
 

PROPERTY ADDRESS:         
 
CURRENT PROPERTY VALUE:  $        
 

PROGRAM ONE PROGRAM TWO  
Monthly Rent: 
 

Monthly Rent:  

Monthly Rent Credit: 
 

Monthly Rent Credit:  

Total Rent Credit: 
 

Total Rent Credit:  

Purchase Price: 
 

Purchase Price:  

Total Rent Credits: 
 

Total Rent Credits:  

Option Downpayment: 
 

Option Downpayment:  

FINAL PRICE: 
 

FINAL PRICE:  

 
Compare this to the value if the house appreciates at just ____________% 
Future value: $    
 

BENEFITS OF A RENT TO OWN PROGRAM 
1. Monthly Credits:  Depending on the Program that you choose, you can earn monthly credits 

towards your downpayment.  Each and every month you are saving money towards the possible 
purchase of your home.  This helps you to build equity in your home faster than with a traditional 
mortgage – no more wasting all of your rent money. 

 
2. Home Appreciation:  Any improvements that you make to this home will increase the value above 

and beyond you final price.  This increase in the homes value is yours to keep because your price is 
locked in. 

 
3. Move Into Your Home Now:  Instead of waiting until you can qualify for a mortgage, you get to 

move into your home now and qualify with the bank later! 
 
4. Test Drive:  Because you don’t officially own the home during the lease, you get to test drive the 

home to make sure that its just right for you.  You get to meet the neighbors and see the homes true 
condition before you have to decide if you want to buy it!  You have the option to buy your home, 
not the obligation! 

 
5. Your Credit Score:  During the lease portion of this program, you can work to improve your credit 

score so that you can obtain the lowest interest rates.  Also, remember we will be one of your credit 
references when you apply for a mortgage. 

 
Note:  All future values of property are projected estimates and may or may not come to pass.  No one can 
accurately predict the future value of any given property, and you understand the risks related to this fact. 
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RENTAL APPLICATION for (address) _______________________________________________ 
To guarantee compliance with the Federal Fair Housing Acts, a separate application and a 
$20.00 nonrefundable processing fee is required for each person over the age of 18 who will 
reside at the property. 
           Home   Work 
Name _________________________________  Phone __________________ Phone __________________ 
 
Social Security No. __________________________ Driver’s License No. ___________________________ 
 
Present Address _________________________________________________________________________ 
 
How long at this address?            
 
Reason for moving ________________________________________________________________ 
 
Owner / Manager _____________________________________________Phone __________________ 
 
Previous Address_________________________________________________________________________ 
 
How long at this address?          
 
Reason for moving             
 
Owner / Manager ______________________________________________Phone     
 
Name and relationship of every person who lives with you, even if temporarily (include ages of minors): 
 
_______________________________________________________________________________________ 
 
Any Pets? ____________ Describe _____________________________________Waterbed? ____________ 
 
Present 
Occupation ______ _____________ Employer      Phone     
 
How long with this Employer    Supervisor      Phone ______________ 
 
Previous 
Occupation      Employer      Phone     
 
How long with this Employer    Supervisor      Phone     
 
Current Gross Income Per Month (before deductions)____________________________________________ 
 
List sources of income (other than present employment listed above)  
_______________________________________________________________________________________ 
 
Savings Account: 
Bank       Branch __________________ Number      
 
Checking Account: 
Bank       Branch __________________ Number      
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Major Credit Card:  Account Number        
Expires   Balance    Monthly ________ Owed __________ Payment   
 
Reference              
 
HAVE YOU… 
Ever filed bankruptcy? ________ ever been evicted? _________ ever been convicted of a felony? ________ 
 
Vehicle(s) 
Make(s) ______________ Model(s) _______________ Year(s) _____________ License(s) _____________ 
 
Personal 
Reference ______________________ Address ____________________________ Phone _______________ 
 
Contact in 
Emergency _____________________ Address ____________________________ Phone _______________ 
 
I declare that the statements above are true and correct. I authorize verification of my references and credit 
as they relate to my tenancy and to future rent collections. A nonrefundable fee of $20.00 for processing is 
required before verification can begin. 
Date _____________________  
 
Signed ___________________________________________________________ 
 
Verification: SSN ___ DL / ID _____ CurTenancy _____ Prev _____ Credit ____ Inc ____ PersRef ____  
 
By _____ 
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LEASE AGREEMENT 
 
 
THIS AGREEMENT, dated ______________________________________________is by and 
between __________________________________________________________, “Owners/Managers," 
and ___________________________________________________________________________, 
"Tenants," for rental of the dwelling located at 
___________________________________________________________ under the following terms and 
conditions: 
 
 FIXED-TERM AGREEMENT (LEASE) - Tenants agree to lease this dwelling for a fixed term of 
____________________________, commencing on the___________ day of ______________, 20___, 
and ending on the _________ day of ___________, 200_____.  Upon expiration, this Agreement shall 
become a month-to-month agreement AUTOMATICALLY, UNLESS either Tenants or Owners notify 
the other party in writing at least thirty days prior to expiration that they do not wish this Agreement to 
continue on any basis. If the dwelling is not available for occupancy on the commencement date, Owner 
will not be responsible for any damages incurred by Tenants. 
 
RENT - Tenants agree to rent this dwelling for the sum of 
_____________________________________ Dollars ($_______________) during the term of this 
lease, payable in equal monthly installments of ____________________________________ Dollars 
($______________) each.  The first month’s rent will be 
________________________________________________ Dollars ($_______________). 
 
FORM OF PAYMENT - Tenants agree to pay rent in the form of a personal check, cashier's check, or 
a money order made out to Owners.    
 
RENT PAYMENT PROCEDURE - Tenants agree to mail their rent to the Owners at the following 
address: ___________________________________________________________________ or in such 
other way as the Owners will advise the Tenants in writing. 
 
RETURNED CHECKS - If, for any reason, a check used by Tenants to pay Owners is returned without 
having been paid, Tenants will pay a returned check charge of $25 AND be responsible for any other 
damages incurred by Owner in connection therewith.  After the second time that a Tenants' check is 
returned, Tenants must thereafter secure a cashier's check or money order for payment of rent.   
 
RENT DUE DATE; RENT LATE DATE - The due date for the rent owing under this Agreement, 
including, without limitation, late payment penalty, is the FIRST day of every calendar month.  The late 
date is four days later.  In other words, Tenants may pay their rent on or before the due date, or they may 
pay it on any of the THREE DAYS following the due date without being late.  The very next day is the 
rent late date.  This is the first day when Owners will consider the rent late.  Owners expect to have 
RECEIVED the rent before this date.  If Tenants' rent is due on the first, it must be paid on or before the 
fourth to be "on time."   
 
LATE FEES - Owners expect Tenants to pay the rent promptly.  Should exceptional circumstances 
prevent prompt payment, Tenants agree to pay a late fee of $25 dollars plus $5 dollars per day late as 
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liquidated damages (such late fees are immediately due and payable). Since determining Owners' actual 
damages caused by Tenants' late payment would be difficult or impractical, both parties agree that the 
foregoing amount is reasonable and necessary to compensate Owner. 
 
DEPOSITS - Tenants agree to deposit with the Owners the sum of $____________________ payable 
as follows:  in advance in the form of a bank check or money order.  Owners may withhold from these 
deposits only what is reasonably necessary to cover the following tenant defaults: 1) damages to the 
dwelling; 2) excessive cleaning costs following Tenants' departure; and 3) unpaid rent and various other 
accrued and unpaid charges.  No part of these deposits may be applied to the tenants' last month's rent.   
 
REFUND OF TENANTS' DEPOSITS – Prior to moving out, Tenants agree to have the carpets 
cleaned at the Tenants’ sole cost and expense. Within 30 days after Tenants have moved out 
completely, Owners shall provide a written accounting of the disposition of the Tenants deposits and 
shall at the same time return all deposits remaining. Deposit will be returned to Tenants, less a $250 
carpet cleaning charge, if necessary.  In the event that Tenants purchase the home, the security deposit 
will be applied towards the stated purchase price.  
 
UTILITIES/SERVICES – Tenants agree to pay all utilities with respect to the premises, including, 
without limitation, the following utilities: gas, electric, water, sewer, cable TV, telephones and garbage 
removal if applicable.  
 
OCCUPANTS - The number of occupants is limited to ________. Only the following persons may 
live in this dwelling: ________________________________________________________________. 
No one else may live there, even temporarily, without Owner’s prior written permission. 
 
GUESTS - Tenants may house any single guest for a maximum period of fourteen days every six 
months or for whatever other lesser period of time the law allows.  Provided that they maintain a 
separate residence, nurses or maids required to care for Tenants during an illness are excluded from this 
provision. 
 
SUBLETTING AND ASSIGNMENT - Tenants shall not sublet the entire premises or any part of the 
premises, nor shall they assign this Agreement to anyone else without first obtaining the Owners' 
written permission.  
 
PETS - Tenants may house no pet of any kind on the premises, even temporarily, without first 
obtaining Owners' written permission.  "Pets" includes, but is not limited to, both warm- and cold-
blooded animals, such as dogs, cats, fish, hamsters, rats, birds, snakes, lizards, and insects.  "Pets" does 
not include animals trained to serve the handicapped, such as seeing-eye dogs, hearing dogs, or service 
dogs.  These animals may be housed on the premises so long as they are in the direct service of those 
they were trained to serve and so long as Owners are notified in advance in writing of the 
circumstances. 
 
LIQUID-FILLED FURNITURE - Tenants agree not to keep any liquid-filled furniture in this 
dwelling without first obtaining Owners' written permission. 
 
DAMAGE TO PERSONAL PROPERTY – All personal property belonging to Tenants or to any 
other person shall be kept in the leased premises at the sole risk of Tenants or such other person, and 
neither Owner nor Owner’s agent, if any, shall be liable for the theft, misappropriation, damage or injury 
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thereto, nor for damage or injury to Tenants or to other persons caused by water, snow, frost, steam, heat 
or cold, dampness, falling plaster, sewers or sewage, gas, odors, noise, flooding, the bursting or leaking 
pipes, plumbing, electrical wiring and equipment and fixtures of all kinds, or for any act, negligence, or 
omission of other tenants or occupants, if any, of the structure in which the leased premises are located; 
provided, however, nothing herein shall be deemed to be a waiver of Owner’s responsibility for the 
negligence or willful acts of Owner, or Owner’s agents and employees.  Tenants shall indemnify, defend 
and hold Owner harmless from all costs, expenses, liability, claims, actions, causes of action, or 
damages sustained by reason of any occurrence causing injury or death to any person or damage to 
property due directly or indirectly to Tenants’ acts or omissions or occupancy of the leased premises or 
those of its agents, employees or invitees. 
 
VEHICLES-Tenants agree to keep a maximum of __________ vehicles on the premises.  These 
vehicles must be both operable and currently licensed.  Tenants agree to park their vehicles in assigned 
spaces and to keep those spaces clean of oil drippings.  Tenants agree to advise their visitors about 
parking and to take responsibility for where their visitors park.  Only those motorcycles that have 
exhaust muffling comparable to that of a passenger car are allowed.  Only those self-propelled 
recreational vehicles which are licensed and which are used for regular personal transportation are 
allowed.  Tenants agree not to park boats, recreational trailers, utility trailers, and the like on the 
premises without first obtaining Owners' written permission.  Tenants agree not to repair their vehicles 
on the premises if such repairs will take longer than a single day unless the vehicle is kept in an 
enclosed garage. 
 
APPLIANCES - Although there may be appliances in the dwelling, such as a refrigerator, stove, 
dishwasher, freezer, dryer, or garbage compactor, the use of these appliances is not included in the rent.  
If Tenants wish to use these appliances, they agree to assume all responsibility for care and 
maintenance.  Further, Tenants will return such appliances to Owner in the same condition as received, 
reasonable wear and tear accepted.  If Tenants wish to use their own appliances, they may request that 
the Owners' appliances be removed from the premises. 
 
TENANTS INSPECTION - Tenants have inspected the dwelling and its contents and agree that they 
are in satisfactory order, as are the electrical, plumbing, and heating systems.  Tenants hereby accept 
the premises in their “AS IS,” “WHERE IS” condition.  The Owner is not making any representation or 
warranties regarding the condition or fitness of the premises. 
  
NOTIFICATION OF SERIOUS BUILDING PROBLEMS - Tenants agree to notify the Owners 
immediately upon first discovering any signs of serious building problems such as a crack in the 
foundation, a tilting porch, a crack in the plaster or stucco, moisture in the ceiling, buckling sheetrock 
or siding, a leaky roof, a spongy floor, a leaky water heater, or termite activity.  Tenants shall comply 
with the requirements imposed on Tenants by all applicable state and local housing, health and safety 
codes and/or by any insurer of the leased premises.  Tenants shall not use the leased premises for any 
unlawful purpose and shall not in any way disturb or annoy any other neighbors. 
  
MINOR REPAIRS - Tenants are responsible for the first $200 of repairs or replacements in any one-
month.  Owners are responsible for amounts above $200 in any one month.  Furthermore, Tenants will 
return the premises to Owner in the same condition as received, reasonable wear and tear excepted. 
 
REASONABLE TIME FOR REPAIRS - Upon being notified by Tenants that there is some building 
defect that is hazardous to life, health, or safety, Owners shall undertake repairs as soon as possible.  



63 
© Copyright 2010    Minton Publishing    All rights reserved 

 

Should there be a delay of more than seventy-two (72) hours in making the repairs, due to a difficulty 
in scheduling the work or obtaining parts or for any other reason beyond the Owners' control, Owners 
agree to keep Tenants informed about the progress of the work.   
 
WINDOWS - Except for those windows which are noted in writing as being cracked or broken when 
Tenants move in, Tenants agree to be responsible for any windows which become cracked or broken in 
their dwelling while they live there and such costs shall not be taken into account with respect to the 
$200 threshold.  Tenants may repair the windows themselves if they can do the work in a professional 
manner.  Otherwise, they may hire a glazier or submit a maintenance request to Owners.  If they submit 
a maintenance request, Owners will charge them no more for the work than the least expensive written 
bid for the work that Tenants can obtain from a professional glazier. 
 
DRAIN STOPPAGES - As of the date of this Agreement, Owners warrant that the dwelling's sewage 
drains are in good working order and that they will accept the normal household waste for which they 
were designed.  They will not accept things such as paper diapers, sanitary napkins, tampons, children's 
toys, wads of toilet paper, balls of hair, grease, oil, table scraps, clothing, rags, sand, dirt, rocks, or 
newspapers.  Tenants agree to pay for clearing the drains of any and all stoppages except those which 
the plumber who is called to clear the stoppage will attest in writing were caused by defective 
plumbing, tree roots, or covered by insurance. 
 
TRASH - Tenants agree to dispose of their ordinary household trash by placing it into a receptacle for 
periodic collection.  They agree to dispose of their extraordinary household trash, such as Christmas 
trees, damaged furniture, broken appliances, and the like, by compacting it so that it will fit inside their 
trash receptacle or by hauling it to the dump themselves or by paying someone else to haul it away. 
 
DAMAGE - Tenants agree to pay for repairs of all damage that they or their guests have caused. 
 
LOCKS - Tenants agree that they will not change the locks on any door or mailbox without first 
obtaining Owners' written permission.  Having obtained permission, they agree to pay for changing the 
locks themselves and to provide the Owners with one duplicate key per lock. 
 
LOCKOUTS - Should Tenants lock themselves out of their dwelling and be unable to gain access 
through their own resources; they may call upon a professional locksmith or the manager to let them in.  
In either case, they are responsible for payment of the charges and/or damages involved.  Management 
charges a fee of $15 for providing this service between the hours of 8 a.m. and 6 p.m., Monday through 
Saturday, excepting holidays, and a fee of $25 at other times.  This fee is due and payable when the 
service is provided. 
 
LANDSCAPING - Tenants agree to maintain the existing landscaping by watering, weeding, 
fertilizing, mowing, and shaping it as necessary.   Additionally, Tenants agree to remove all snow from 
the driveway and sidewalks during the winter months. 
 
ALTERATIONS, DECORATIONS, AND REPAIRS - Except as provided by law, Tenants agree not 
to alter or decorate their dwelling without first obtaining Owners' written permission.  Decorations 
include painting and wallpapering.  Further, Tenants agree not to repair their dwelling or anything 
belonging to the Owners without first obtaining Owners' written permission unless such repairs cost 
less than one hundred dollars ($100), and Tenants agree to pay for them.  Tenants shall hold Owners 
harmless for any mechanics liens or proceedings which Tenants cause.  When approved by Owners, 
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Tenants' plans for alterations and decorations shall bear a determination regarding ownership.  If 
Tenants are able to convince Owners that Tenants can remove the alterations or decorations and restore 
that part of their dwelling to its original condition, then Owners may grant Tenants the right to remove 
them.  Otherwise, any alterations or decorations made by Tenants become the property of Owners when 
Tenants vacate. 
 
PAINTING - Owners reserve the right to determine when the dwelling will be painted unless there is 
any law to the contrary. 
 
ACCESS - Owners recognize that Tenants have a right to privacy and wish to observe that right 
scrupulously.  At certain times, however, Owners, their employees, or agents may have to gain access 
to the Tenants' dwelling for purposes of showing it to prospective Tenants, purchasers, lenders, or 
others or for repairs, inspection, or maintenance.  When seeking access under ordinary circumstances, 
Owners will schedule entry between the hours of 8 A.M. and 8 P.M., Monday through Saturday, 
excepting holidays, and Owners will provide Tenants reasonable notice of twenty-four hours, or less 
than twenty-four hours notice with Tenants' concurrence.  In emergencies, there will be no notice. 
 
PEACE AND QUIET - Tenants are entitled to the quiet enjoyment of their own dwelling, and their 
neighbors are entitled to the same.  Tenants agree that they will refrain from making loud noises and 
disturbances, that they will keep down the volume of their music and broadcast programs at all times so 
as not to disturb other people's peace and quiet, and that they will not install wind chimes. 
 
TELEPHONE - If and when Tenants install a telephone in their dwelling, they will furnish Owners 
with the number within five calendar days.  When divulging the number, Tenants shall advise Owners 
whether the number is listed or unlisted.  If it is unlisted, Owners agree to take reasonable precautions 
to keep it from falling into the hands of third parties. 
 
PROLONGED ABSENCES - Tenants agree that they will notify Owners whenever they plan to be 
absent from their dwelling for more than ten days. 
 
BUSINESS USE - Tenants agree to use this dwelling as their personal residence.  They agree to 
conduct no business on the premises. 
 
LAWFUL USE - Tenants agree that they will not themselves engage in any illegal activities on the 
premises nor will they allow others to engage in any illegal activities on the premises insofar as they 
have the power to stop such activities. 
 
INSURANCE - Owners have obtained insurance to cover fire damage to the building itself and 
liability insurance to cover certain personal injuries occurring as a result of property defects or owner 
negligence.  Owners' insurance does not cover Tenants' possessions or Tenants' negligence.  Tenants 
shall obtain a Tenants' insurance policy to cover damage to or loss of their own possessions, as well as 
losses resulting from their negligence.  Tenants agree to show Owners evidence of such a policy within 
one month from the date of this Agreement. 
 
INSURANCE CONSIDERATIONS - Tenants agree that they will do nothing to the premises nor 
keep anything on the premises that will result in an increase in the Owners' insurance policy or an 
endangering of the premises.  Neither will they allow anyone else to do so. 
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FIRE OR CASUALTY DAMAGE - During any time when the dwelling cannot be used because of 
fire or casualty damage, Tenants are not responsible for payment of rent.  Should a portion of the 
dwelling become unusable due to fire or casualty damage, Tenants are not responsible for payment of 
rent on that portion.  In either case, Owners reserve the right to decide whether the dwelling is usable 
and what portions are usable.  Owners are not responsible for repairing or replacing any improvements 
made by Tenants if those improvements are damaged.  Should the fire or casualty damage have been 
caused by Tenants' own action or neglect, they shall have not be relieved of the responsibility for 
payment of rent, and they shall also bear the full responsibility for repair of the damage. 
 
SMOKE DETECTORS – Tenants shall be responsible for ensuring that existing smoke detectors are 
in continual working order, including the replacement of batteries, as needed.  If the smoke detectors 
become damaged or otherwise inoperable, Tenants shall immediately notify Owners in writing and be 
responsible for the replacement of smoke detectors under provisions of the repair clause herein. 
 
RULES AND REGULATIONS - Owners' existing rules and regulations, if any, shall be signed by 
Tenants, attached to this Agreement, and incorporated into it.  Owners may adopt other rules and 
regulations at a later time provided that they have a legitimate purpose, not modify Tenants' rights 
substantially, and not become effective without notice of at least two (2) weeks. 
 
SERVICE OF PROCESS - Every Tenant who signs this Agreement agrees to be the agent of the 
other Tenants and occupants of this dwelling and is both authorized and required to accept, on behalf of 
the other Tenants and occupants, service of summons and other notices relative to the tenancy. 
 
IDENTITY OF MANAGER - The person who is responsible for managing this dwelling and is 
authorized to accept legal service on Owners' behalf is 
___________________________________________________ whose address is 
__________________________________________________________________________. 
 
CHANGES IN TERMS OF TENANCY - [This paragraph applies only when this Agreement is or 
has become a month-to-month agreement.] Owners shall advise Tenants of any changes in terms of 
tenancy with advance notice of at least 30 days.  Changes may include notices of termination, rent 
adjustments, or other reasonable changes in the terms of this Agreement.   
 
NOTICE OF INTENTION TO VACATE - [This paragraph applies only when this Agreement is or 
has become a month-to-month agreement.] When Tenants have decided to vacate the premises, they 
will give Owners written notice of their intentions at least 30 days prior to their departure, and they will 
give an exact date when they expect to be moved out completely. 
 
HOLDING OVER - If Tenants remain on the premises following the date of their termination of 
tenancy, they are "holding over" and become liable for "rental damages" equaling one/thirtieth of the 
amount of their then current monthly rent for every day they hold over. 
 
POSSESSION - Owners shall endeavor to deliver possession to Tenants by the commencement date of 
this Agreement.  Should Owners be unable to do so, they shall not be held liable for any damages 
Tenants suffer as a consequence, nor shall this Agreement be considered void unless Owners are unable 
to deliver possession within ten (10) days following the commencement date.  Tenants' responsibility to 
pay rent shall begin when they receive possession. 
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ILLEGAL PROVISIONS NOT AFFECTING LEGAL PROVISION - Whatever item in this 
Agreement is found to be contrary to any local, state, or federal law shall be considered null and void, 
just as if it had never appeared in the Agreement, and it shall not affect the validity of any other item in 
the Agreement. 
 
NON-WAIVER - Should either Owners or Tenants waive their rights to enforce any breach of this 
Agreement, that waiver shall be considered temporary and not a continuing waiver of any later breach.  
Although Owners may know when accepting rent that Tenants are violating one or more of this 
Agreement's conditions, Owners in accepting the rent are in no way waiving their rights to enforce the 
breach.  Neither Owners nor Tenants shall have waived their rights to enforce any breach unless they 
agree to a waiver in writing. 
 
REFERENCES IN WORDING - Plural references made to the parties involved in this Agreement 
may also be singular, and singular references may be plural.  These references also apply to Owners' 
and Tenants' heirs, executors, administrators, or successors, as the case may be. 
 
ENTIRE AGREEMENT - As written, this Agreement constitutes the entire agreement between the 
Tenants and Owners.  They have made no further promises of any kind to one another, nor have they 
reached any other understandings, either verbal or written. 
 
CONSEQUENCES - Violation of any part of this Agreement or nonpayment of rent when due shall be 
cause for eviction under appropriate sections of the applicable code. 
 
TRIAL BY JUDGE - Should any aspect of this Agreement or tenancy be litigated in civil court, 
Owners and Tenants agree to waive their rights to a trial by jury and have the matter tried by a judge. 
 
OWNER’S REMEDIES – All rights and remedies of Owner set forth herein are in addition to any and 
all rights and remedies allowed by law and equity. 
 
 If Tenants fail to pay rent or other charges when due, or is in default in the performance of any 
other provisions in this lease, then Owner may, with or without notice of such election, and with or 
without demand, forthwith terminate this lease or Tenants’ right to possession of the leased premises 
without terminating this lease and in such event, Owner may thereupon re-enter the leased premises 
without such action by the owner constituting a termination of Tenants’ obligations under this lease.  
The taking of possession by Owner shall not relieve Tenants from any liability which has accrued under 
the terms of this lease, or from rental payments and other charges to be paid thereafter pursuant to the 
terms of this lease until the leased premises shall be re-rented to a new tenant, and then only to the 
extent that the new tenant pays the rent and other charges due hereunder.  Tenants shall remain liable for 
the difference, if any.  The breach by Tenants of any covenant to be performed by Tenants shall be 
deemed to constitute an unlawful possession pursuant to Section 1923.02 of the Ohio Revised Code.  To 
the extent permitted by law, Owner shall be permitted to recover reasonable attorney fees and/or court 
costs incurred by Owner in enforcing his rights hereunder. 
 Tenants, on or before the last day of the term of this lease, shall remove all of Tenants’ property 
from the leased premises and all property not so removed shall be deemed abandoned by Tenants.  
Thereupon, Owner may remove the same in any manner that Owner shall choose, and store the said 
property without liability to Tenants for loss thereof, and Tenants agree to pay Owner on demand any 
and all expenses incurred in such removal, including court costs and storage charges on such property 
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for any length of time the same shall be in Owner’s possession.  Owner shall have no obligation or 
liability to store or safely keep Owner’s property. 
 
LEGAL SERVICES FEES - If either party to this Agreement shall bring a cause of action against the 
other party for enforcement of the Agreement, the prevailing party shall recover reasonable legal fees 
involved. 
 
ACKNOWLEDGMENT - Tenants hereby acknowledge that they have read this Agreement, 
understand it, agree to it, and have been given a copy. 
 
LEAD PAINT - Tenants have received the lead paint disclosure form and booklet. 
 
RESIDENTIAL PROPERTY DISCLOSURE - Tenants have received and reviewed the Residential 
Property Disclosure Statement. 
 
RENTAL APPLICATION – Tenants warrant and represent that the information and statements 
provided in the rental application signed by Tenants are true and that such application is incorporated 
herein by reference as though fully rewritten herein.  In any information or statement contained in said 
application is found to be false, Owner shall have the right to terminate this lease by giving Owner three 
(3) days’ prior written notice. 
 
LIMITATION OF OWNER’S LIABILITY – In the event of any transfer of title to the leased 
premises, from and after such transfer, Owner shall be released from all obligations under this lease 
accruing after the date of transfer.  The transferee of title shall thereafter be deemed to have assumed all 
obligations of the Owner hereunder accruing on and after the date of transfer of title. 
 
 
    OWNERS/MANAGERS:     DATE:   
 
_________________________________________   ____________________________ 
 
_________________________________________   ____________________________ 
      
 
                
 
    TENANTS:       DATE: 
 
_________________________________________   ____________________________ 
 
_________________________________________   ____________________________ 
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OPTION AGREEMENT 
 

 
PURCHASE OPTION The Tenants, _________________________________________________, 
shall have the right to purchase the dwelling located at 
____________________________________________________________________________during 
the next _________ months for a fixed price of  ___________________, provided that the Tenants live 
up to all other terms of their lease agreements with Owner/Manger.  A default by Tenants of the lease 
agreement at any point during this term will result in an automatic revocation of this option. 
 
The Tenants, ___________________________________________________________________, have 
paid _______________________________ in nonrefundable option consideration. If the Tenants 
exercise this option, then this amount will be applied towards the purchase of the property.  In the event 
that the Tenants do not exercise this option, all monies paid will remain with the Owner as 
nonrefundable option consideration. 
 
For each month that the rent is paid on or before the due date per the lease agreement, the Tenants will 
earn a monthly credit of ___________________ towards the purchase of the property.  This credit will 
accrue to a maximum credit of _________________________________________. This monthly credit 
can be used by the Tenants for downpayment, closing costs, prepaid items, or points.   In the event that 
Tenants are unable or unwilling to exercise this option, Tenants understand and agree that such monthly 
credits are not refundable and shall be considered as having been paid as additional nonrefundable 
option consideration. 
 
The recording of this option or any memorandum thereof will result in the automatic revocation 
of this option, and all monies paid to Owner by Tenants shall be retained by Owner as liquidated 
damages. The parties acknowledge that Owner’s actual damages are difficult or impractical to 
determine, and both parties agree that the foregoing amount is reasonable and necessary to 
compensate Owner for Owner’s reasonable damages.  In addition, Tenants will be liable to Owner 
for all incidental and consequential damages for slander of title, including, but not limited to, 
attorney’s fees and court costs for correcting title.  Owner will convey title by Quitclaim Deed.  All 
costs and expenses of closing will be the responsibility of Tenants.  In all events, the closing must 
take place prior to the expiration of this Lease.  Time is of the essence. 
 
TENANTS      OWNER/MANAGER 
 
___________________________________  _________________________________________ 
Name     Date  Name      Date 
 
 
___________________________________  _________________________________________ 
Name     Date  Name      Date 
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What to Do if You’re not Getting Paid 
 
The first thing you should realize is that no matter how well you screen your tenant/buyers, you will 
have problems in rent collection from time to time. It is just part of the business. One of the most 
frustrating things is chasing tenant/buyers for the rent each month. I absolutely hate chasing for 
anything. In fact, I want my tenant/buyers chasing me. 
 
I have a few pointers for you, which should be helpful with “problem” tenant/buyers. Here they are: 
 
Pointer No. 1: Pay attention to the day of the month that your tenant/buyer typically pays on. For 
example, if your tenant always pays around the 7th or 8th of the month, you should understand they are 
probably paid right around the 7th or 8th. I would always get on the phone on the second of the month 
chasing them for the rent. No matter what I did, though, the rent always came in at the same time — the 
7th or 8th. The tenant/buyer always lost their monthly credit and didn’t seem all that concerned about it. 
Well, I finally learned to just wait for the 7th or 8th. It didn’t make much sense for me to get all worked 
up over the rent when the tenant/buyer displayed a certain pattern for payment. I simply adjusted to their 
payment pattern and life got easier! This eliminated a great deal of my chasing. Now, if the tenant/buyer 
missed their typical payment date of the 7th or 8th, I would begin eviction procedures immediately. This 
is a bad sign. 
 
Pointer No. 2: Your tenant/buyers need to be trained how to do business with you. Be aware of the 
“first time” syndrome. The first time you waive their late fee, waiving their fee will become standard. 
Don’t ever waive the late fee. If you do, you have just sent them a message that paying late is OK. Don’t 
worry about being Mr. Nice Guy. Be Mr. Great Landlord and collect the late fee ALL the time. 
Charging the late fee every time sends a very clear message to your tenant/buyer. 
Or how about the first time you stop over the tenant/buyers house to pick up the rent payment? If you go 
to the house to pick up the rent one time, what do you think they will expect you do a second time? 
Before you know it, you will be driving over to get the rent each month. No way. They come to you. 
Don’t do it — not even once! 
 
Pointer No. 3: You must think about the situation accurately. STOP hoping that things will get better 
with the tenant. They won’t. I used to listen to their stories and I would always fall for them. I think I 
had the word “sucker” written across my forehead for the first five years of my investing. 
If the tenant isn’t paying on time, you should really be focused on getting them out of your home. 
Paying on time could mean their typical payment time as I described in Pointer No. 1. I decided a year 
or so ago that I won’t chase tenant/buyers for the rent. I suggest you make a similar decision right now. 
My philosophy is “YOU PAY OR YOU MOVE.”  
 
In fact, I don’t want to talk with my tenant/buyers about rent anymore. I don’t want to hear the stories. 
At this point, I don’t even call them about the rent. Calling them is chasing, and I don’t chase anymore! 
The first thing I do is I send the three-day notice. (This is explained in the next section of this manual) 
 
Sit back and look at what happens if you call them. You are training your tenants that if they don’t pay, 
you will call them to talk about it. In this phone call, you will hear the story. They all have stories. You 
will want to be Mr. Nice Guy. You will wait for them before posting the three-day notice. Waiting costs 
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you money. Nice guys do finish last. That is where the saying came from. Post the three-day notice as 
soon as their rent is late. By posting the notice, you are training them that you take the rent and the due 
date very seriously.  
 
If you decide to adopt my “You Pay or You Move Philosophy,” life gets easier. The emotion wrapped 
up in the tenant/buyer relationship disappears. When the tenant/buyer doesn’t pay, and you send the 
three-day notice, you will get one of three outcomes: 
 
Tenant Pays — Yipppeee 
 
Tenant Ignores the Notice 
 
Tenant Calls you 
 
Outcome No. 1: The tenant pays.  
 
Outcome No. 2: The tenant ignores the notice. In this case, simply continue with the eviction filing. The 
eviction filing will lead to two new outcomes: 
 
Tenant will pay their rent/or call you 
 
Tenant will ignore the filing 
 
If the tenant ignores the filing, you are going to have to evict them. The goal of the three-day notice and 
the eviction filing is get a response from them. No response means trouble. 
 
You need to pay attention and watch for what I call the “point of no return.” This is the point in the 
tenant/buyer relationship when you know in your gut that this person needs to move out. I usually get 
this feeling when the tenant/buyer tells me they are going to do something and they don’t do it.  
 
For example, if the tenant/buyer calls me from either the three-day notice posting or the eviction notice 
and tells me they will pay by a certain date or time and doesn’t, well, actions speak louder than words. I 
have learned not to trust words. So if the tenant says they will pay by Friday at 5 p.m. (notice the hour 
— I always specify a date and time of day in this call) and they don’t pay by this time, they have passed 
the point of no return with me. This simply means I want them out of the house and as quickly as 
possible.  
 
My next conversation with them usually will go something like this:  
 
“Mr./Mrs. Tenant/Buyer, I think it might be best at this point if we go separate ways. You said you 
would pay by [insert date & time] and you didn’t keep your promise. I don’t feel like I can trust you 
anymore. So I think the best thing for you to do is to find another home. This means that I will proceed 
with the eviction process and the courts can move you out. This obviously will affect your credit and 
make life ugly for you. A better option would be for you to move out on your own before the eviction 
hearing. Use your past due rent as your deposit for a new home. But in any event, you need to move. If 
you move out of the home and leave it in good condition before the eviction hearing, I will cancel the 
hearing and your credit will be saved. If you don’t move out before the hearing, I will get a judgment 
and my collection agency will come after you for all of the back rent due, any damages and court costs. 
The eviction will be on your credit report, and your credit scores will be dropped significantly” 
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A big mistake many landlords make is not having a “point of no return” rule. They continue trying to 
collect the rent from a tenant/buyer who has broken promises. This is a big waste of time. When 
someone doesn’t do what they say they are going to do, the writing is on the wall. Get them out of your 
house.  
 
My conversation with the tenant/buyer after they cross the point of no return is clear and straight-to-the-
point. They’re moving. The only choice they have is whether they are moving the easy way or the ugly 
way. The message is sent that I am fully prepared to go the ugly route if that is what they choose.  
 
Please understand that once the point of no return has been passed, the eviction has been filed and will 
not be canceled for anything. Don’t trust them when they say they will be out by a certain date. 
Remember, they don’t keep their promises. File for the eviction and use it as leverage throughout the 
whole process.   
 
Bottom line: STOP CHASING YOUR TENANT/BUYERS. Life will get easier, trust me! 
In the next section of this book, there is a copy you can make of the three-day notice to leave the 
premises. The following is a letter a landlord I know drafted that he includes with the three-day notice: 
 

 
 
This letter is posted with the three-day notice to leave the premises because it tells tenant-buyers exactly what 
they must do. It is worded so that it is likely to get a response. Notice this landlord, too, puts dates AND times by 
which the tenant-buyer must perform. The letter lets them know BEFORE they call that they are either paying or 
moving, and they can either move the easy way or the ugly way. 
 

To :  Mr./Mrs. Tenant-Buyer 
 

From: Mr. Seller 
 

NOTICE TO LEAVE PREMISES 
 
At this point, you have 3 options available to you: 
 

1) Pay the rent with late charges and water/sewer bill by Friday March 7, 2008 by 3 
p.m. We will not file the eviction with Garfield Hts. courts if we receive in full by 
money order. It must be delivered to me directly at my office before then, 123 Main 
Street, YOUR CITY, YOUR STATE 11123 

 

2) You can leave the property by Sunday March 9 by noon.  I will pay you $400 if you 
are completely moved out by then, I get the keys and the home is cleaned and no 
damages. 

 

3) Our attorney files an eviction with the Garfield Hts. courts 9 a.m. Monday March 
10. You will go to the Garfield Hts. courts and lose. You will be evicted from the 
property. Our attorney is very, very good. He will pursue you for lost rents, 
damages, attorney fees ($500 on March 7), court costs and other money owed.  I 
will garnish your wages, and it will show up on your credit report for anyone, 
including future landlords, to see.   

 
It is your choice. 
 
If I don’t hear from you by Friday March 7, I will assume you opted for #3. 
  
Please call me at (123) 123-1234 
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This letter also provides a “point of no return,” and it’s the same – if the tenant-buyer says they are going to do 
something and doesn’t do it, they’re gone. Once they miss the deadline for Option #1, it is off the table. They are 
moving. Now they have the choice of Option #2 or #3.  
 
There is (much) more about posting three-day notices and evictions in the next chapter. 
Do not be discouraged about having to evict someone. Look at it as an opportunity for you to put a better, more 
qualified tenant-buyer in your home. The glass is half full. 
 

What about Utilities? 
 

If a tenant-buyer is not paying utilities that are in your name, it is a problem. These can easily mount up, and if 
they vacate, you are stuck with them. 
 
Not paying the water bill is a violation of the lease, but it might be difficult to evict a tenant-buyer for that if they 
are paying the rent on time. Anyway, the best bet to get a tenant-buyer to pay a utility bill is to stay on them 
about. Here’s a sample notice that can be sent to tenant-buyers. 
 
 

 
 

 
 

August 11, 2008 
 
Tenant-Buyer 
12345 Forestview 
Euclid, OH  44132 
 
Dear Ms. Buyer, 
 
We hope you are enjoying your new home so far.  
 
We have received notice that the water bill is past due. We would not want to 
have to have the service shut off. Per your lease agreement: 
 
UTILITIES/SERVICES – Tenants agree to pay all utilities with 
respect to the premises, including, without limitation, the following 
utilities: Gas, Electric, Water, Sewer, Cable TV, Telephones and 
Garbage removal if applicable. Utilities will be SHUT OFF two weeks 
after move in and Tenant will be responsible for any fees and/or 
damages incurred. 

 
For your convenience, the phone number to the water company is 
123.123.12234 and sewer is 123.123.1234 
 
Thank you for your prompt attention to this matter. 
 
John Landlord 
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How to Evict a Tenant 
 
BEFORE READING THIS, PLEASE UNDERSTAND THAT I AM NOT AN ATTORNEY.  
PLEASE DISCUSS ALL OF YOUR LEGAL MATTERS WITH YOUR ATTORNEY.  This 
information is simply a tool to assist you an eviction, and the examples herein pertain to legal 
proceedings in my area.  Laws vary by locale. This is not to be construed as legal advice. 
 
 
For many beginning landlords, they fear having to evict a tenant from their home. In fact, this fear might 
be so strong that it keeps them from renting their home. I have been very fortunate through my years of 
real estate investing, going about 10 years without having to evict a tenant. I came close a few times, but 
never had to go through the process until 2004. What follows in this chapter is my experience, as a 
beginner, with my first eviction. 
 
First a bit of advice: If you can get unwanted tenants to move out without going through the eviction 
process, you should – even if it costs you some money to do so. I have offered tenants money to move 
out of my properties. I have been able to get them out much faster by providing a financial incentive. 
You may want to consider a similar strategy, too. 
 
Though I went years without an eviction, I have now been through my fair share. And I can tell you 
without any hesitation that it is no big deal.  If you are considering renting your home, do NOT let the 
prospect of having to evict a tenant stop you from renting your house. In fact, the eviction process takes 
me in total about an hour of time and approximately $310 in cost. However, I hire an Attorney to handle 
my evictions. Understand that you have the ability to go through the eviction process on your own, 
which could save you some money, but you have to realize that there is a trade-off because you will 
have to invest more of your time. 
 
For me, my time is much more valuable than my money. I would gladly trade money for time because 
time is so scarce. However, you may not feel the same way as I do. I will try to walk you through how I 
handle my personal evictions plus how you can handle evictions on your own without hiring a lawyer. I 
hope that you never have to follow these steps and that your tenants pay in you as they agreed. However, 
to be safe, I would recommend that you file this in a safe place to have if needed down the road! 
 
The benefits of hiring an attorney to handle your evictions: 
 

1. You have legal representation: Even though an eviction is a pretty minor court hearing, I prefer 
to have an attorney next to me when I am in court. Call me crazy. I am a real estate guy, not an 
attorney.   

 
2. It could save you a lot of money in the long run:  Another benefit of hiring an attorney is that 

you are pretty much assured that your eviction will be granted as quickly as possible. I have seen 
people mess up the paperwork part of the process, and it cost them an extra month to get the 
tenant out. If your tenant is paying you $1,000 in monthly rent, this mistake could cost you an 
extra $1,000 of lost income. 
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3. It saves you a great deal of time:  The attorney handles all of the court filings, which saves you 
from trying to draft the forms on your own. In addition, it saves you from having to drive to the 
courthouse during business hours to file the forms. In fact, I don’t leave my office to evict a 
tenant until the actual court hearing.  In most cases, I use the mail and a fax machine to handle 
my part of the process! 

 
The benefits of NOT Hiring an Attorney: 
 

1. You save the attorney’s fee.  That is the only benefit. You still have to pay the court filing fees, 
which are around $110 in our area.   

 
You have to decide if the benefits of having an attorney outweigh the cost of the Attorney. This decision 
is a slam-dunk for me. If you are hiring an attorney, you simply have to do five things to evict a tenant. 
 
 These five things are: 
 

1. Hire your attorney.   
2. You need to provide your tenant with the proper 3-day notice. 
3. You need to fax all of your agreements with your tenant to your attorney. This includes the 3-day 

notice that was sent to your tenant, lease agreement, option agreement-if applicable 
4. You need to be at the court hearing at the scheduled date and time to answer the judge’s 

questions. 
5. Attend the second cause trial. 
 

That is it!  Does that sound so scary?  Let’s walk through these in a little more detail. 
 
There are typically two parts to most eviction cases. These are called the first cause and the second 
cause. Although they are filed together and have the same case number, the court treats them like two 
separate cases. That means two separate trials. The first cause is to force the tenant to leave.  The second 
cause is to obtain a court judgment for financial damages. This judgment gives you the legal right to 
collect money from your tenant. 
 

Step 1:  Hiring your attorney  
 
Pretty simple, right? The only thing that I would add is that you want to make sure that your attorney has 
real estate experience.  How many evictions has your attorney been involved with?  Another good 
question is how long have they been practicing? I prefer to have an attorney with over 10 years of 
experience. They know most of the judges and have key relationships that are extremely helpful.  
 
Step 2:  You need to provide your tenant with the proper 3-day notice. 
 

THIS IS THE MOST IMPORTANT PART OF THE PROCESS!!! 
 
Understand that this is where many landlords make their mistakes. If you use the wrong 3-day notice, 
you will lose your eviction hearing and have to start all over again.  If you don’t deliver the 3-day notice 
to your tenant in the proper fashion, you will lose your court hearing and start all over again. This does 
happen, so please be very careful.  
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In our area, you need to use a special form from the Ohio Legal Bank. The form is titled “Notice to 
Leave Premises – 67-A (1992).  A blank copy of this form has been included in this manual, as has an 
actual completed form so that you can see how to complete yours. 
 
NOTE: I would strongly recommend that you check with the court to make sure you have the 
proper 3-day notice. By the way, this is a great reason to hire an attorney. They have all of the 
right forms for your area. 
 
In my lease agreements, the rent is due on the first of the month.  They have a four-day grace period, 
which means that the rent is considered late on the fifth day of the month. On the fifth day of the month, 
I can send my completed “Notice to Leave Premises” form to my tenant. The best course of action is to 
send this form to your tenants in three ways. 
 

1. Personally hand-deliver the 3 day notice:  If you deliver this notice directly into the hands of 
your tenant (not their children or friend), you have met the requirement of proper notification. 
However, if you hand the notice to someone else other than the tenant who signed your lease 
agreement, you HAVE NOT given them proper notice!  If there was no answer when you knock 
on the door, I would recommend taping the notice to the front and back doors of the home.  
Understand that this in NOT PROPER notice as well!  The key benefit of taping a notice to the 
door is getting the tenant to respond.  In many cases, the notice taped to their door prompts a 
payment from them!!!  If I get to a point with a tenant that I just want them out of the house, I 
will usually skip this delivery method.  It isn’t worth my time to drive to the house in hopes that 
my actual tenant will come to the door.  It’s a bad bet!  ANYONE CAN DELIVER THE 
NOTICE – IT DOESN’T HAVE TO BE YOU.  However, if this is your only method of 
notification, they may be needed at the court hearing. 

 
2. Deliver the notice via certified mail with registered receipt:  This is the single best way that 

you use to prove that you provided your tenant with proper notice.  Make sure that you keep the 
receipt to use in the court hearing, if needed. 

 
3. Deliver the notice via regular mail. 
 

In most cases, I fill out the “Notice to Leave Premises” Form and make three photocopies. The original 
is sent certified mail with receipt. The first copy is sent via regular mail. The second copy is hand- 
delivered to the property. The third copy is faxed to my Attorney and kept in my file for the court 
hearing.   
 
I typically make a handwritten note on the top of the original notice indicating how I delivered them and 
on what dates.  (See the actual completed notice for an example of this) 
 
Once I have sent the proper notice in the proper fashion, I will usually wait a few days to see if I hear 
from my tenant or receive a payment.  On the 8th or 9th of the day of the month, I will call the tenant and 
leave a message that I still haven’t received the rent and that my Attorney will be filing the eviction 
papers at the courthouse on the next day at 3 p.m.  Once the eviction is started, it will cost them 
attorney’s fees and court costs, plus the back rent and late fees to stop it. If I don’t have the rent and late 
fees by the next day at 2 p.m., the legal process will begin.  
 
On the following page is the proper 3-day form for my area. 
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NOTICE TO LEAVE PREMISES 
 

 
To: ________________________________________________________________________________ 
 
I wish you to LEAVE the following described premises, now in your occupation, situated in the City of  
 
____________________________, County of ____________________________, and the State of 
Ohio, and known as 
____________________________________________________________________________________
____________________________________________________________________________________
_________________________________________________________________________________ 
 
Together with the LOT OF LAND on which said _________________________________ is situated. 
 
STATE REASON FOR EVICTION: 
____________________________________________________________________________________
__________________________________________________________________________________ 
 
Your compliance with this Notice within ___________________________ days after its service, will 
prevent any legal measures being taken by the undersigned to obtain possession. 
 
YOU ARE BEING ASKED TO LEAVE THE PREMISES.  IF YOU DO NOT LEAVE, AN 
EVICTION ACTION MAY BE INITIATED AGAINST YOU. IF YOU ARE IN DOUBT 
REGARDING YOUR LEGAL RIGHTS AND OBLIGATIONS AS A TENANT, IT IS 
RECOMMENDED THAT YOU SEEK LEGAL ASSISTANCE. 
 
Yours respectfully, 
  

___________________________________________ 
 
___________________________________________ 
 
___________________________________________ 
 

  
 
Dated this  _________________ day of _______________________, 2008. A.D. 
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How to Handle Rent Received After a Three Day Notice 
 

By Frank Manning, Attorney 
 
Although there are many issues in the eviction process that concern property owners, 
none of them seems to cause as much concern as what to do in the event that a tenant, 
who has just received a Three Day Notice, presents you with a check that is only partial 
payment for the rent due and owing. What I will do here is explain to you the practice and 
procedures that are accepted in most Courts under these circumstances and also lay out 
the policy that I give my clients in handling such matters. 

The issuance of a Three Day Notice for non-payment of rent is self-explanatory. A 
property owner has a tenant who has failed to pay their rent in total and therefore has 
been asked to leave the property within the next three days. The Three Day Notice is an 
essential element to award the appropriate Court jurisdiction over hearing the matter. The 
problem occurs once a Three Day Notice has been issued and subsequent to that, a 
tenant tenders to the property owner an amount of money that does not satisfy the rental 
obligation. In other words, the tenant short pays to the total amount due. The alternative 
scenario is one in which the amount of money tendered does satisfy the entire rental 
obligation and you have chosen to evict this tenant anyway because they have become 
more of a problem than a benefit.  

Once a Three Day Notice is issued, it is the property owner’s right to accept no further 
payment of rent and have the tenant removed. In the event a tenant does not tender any 
rent after the Three Day Notice is issued, the eviction will go forward on the basis of no 
payment of rent without any hitch. When a tenant tenders any amount of money after a 
Three Day Notice has been provided, it presents an issue to the property owner which 
must be dealt with in the manner I will outline for you.  

When you receive money from a tenant after the Three Day Notice has been issued, it is 
my recommendation to all clients not to deposit that money into a bank account. Instead, 
they should physically hold that money for the day of hearing. If you are represented by 
counsel, it is important to notify your attorney the moment you receive the tender of rent. 
By holding the money as opposed to depositing it in a bank account, you have not 
“accepted” the funds in the eyes of the Court. When you attend the eviction hearing, you 
can notify the Court that you have received money from the tenant and that you have 
those monies in your possession. The Court will then ask you whether you wish to go 
forward with the eviction, and it is that time that you need to make a choice as to what is 
in your best interest as a property owner. If you choose to go forward with the eviction 
once the Court has ruled in your favor that you are entitled to restitution of the property for 
non-payment of rent, the issue of the partial payment will then be addressed again. You 
can ask the Court if you can accept monies from a tenant without prejudicing the property 
owner’s right to restitution of the property. This is where various Courts deviate.  

I have personally conducted more than 200 eviction proceedings for my clients and can 
tell you that when you are standing in the courtroom and you ask that question, each 
Court magistrate will handle the question differently. In one court, the Judge has a 
practice of allowing you to accept monies once you have put them on notice that you have 
received the check and wish the eviction to go forward. Other Courts, when presented 
with that question, will instruct you that they are not going to give you legal advice and 
that you need to consider these issues on your own. In that instance, it is important to 
impress upon your tenant that the payment of money that you have received does not 
entitle them to the property again and will only be used offset the damage amount for non-
payment of rent and possible damage to the unit once you have inspected the unit. 
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How to Handle Rent Received After  a Three-Day Notice (continued) 
 
In conclusion, the hard and fast rule is — when a tenant hands you money after a Three 
Day Notice has been issued, do not deposit the money. Take the money to the Court 
proceeding. Inform the Judge that the tenant has tendered rent and that you still want 
restitution of the premises. After restitution of the premises has been granted, ask the 
Judge if you may accept the monies without prejudicing that Order.  

The Judge will either grant you, on record, the authority to accept funds without 
prejudicing your right to restitution or inform you that he or she is not able to grant you 
legal advice. If the Judge grants you the authority to receive the funds, you are in in the 
clear to take the money and deposit into your bank account. You would then have to 
offset this amount on your second cause of action, which is where you ask for damages.  

I hope this brief explanation of a very narrow area of the eviction process benefits you. As 
always, I strongly recommend that you seek the advice of competent legal counsel for all 
legal matters. 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Step 3:  Fax your documents to your Attorney 
 
If I still haven’t received the rent from the tenant, I simply fax the 3-day notice that I used and the lease 
agreement to my attorney to file the eviction. At this point, I simply wait for my attorney to mail me a 
copy of the complaint filed with the court. He will then send me the court notice for the eviction hearing 
date and time.   
 
Step 4:  Attend your Court Hearing for the First Cause. 
 
I show up at court with all of my paperwork, which includes: 

 
1. Copy of contracts (Lease Agreements…) 
2. Copy of Notice to Leave Form that was sent to Tenant 
3. Receipt from Certified Mailing 
4. A summary of monetary damages (lost rent, late fees, attorney fees and court filing fees. 

 
At the courthouse, you check in and wait for your name to be called to enter the actual courtroom. In the 
courtroom, you sit down until your name is called for the actual hearing. In many cases, there are several 
other cases being heard so you will have to wait until your turn. The judge will swear you in and they 
will ask you questions about your eviction. Answer only the questions asked of you by the judge, always 
include “Your Honor.” The questions asked are very basic. When did the tenant stop paying their rent?  
How was the 3-day notice served? How much does the tenant owe you?  Keep it simple; accept the 
judgment gracefully with a “Thank you, your honor..”  
 
Once the eviction is granted, you typically have to get a Writ from the court to have them move the 
tenant out. This usually includes a fee to the court. The Writ usually is for 10 days. This means that the 
tenant has 10 days to move out on their own the bailiff will move them out. That occurs when the bailiff 
goes to the home on a certain date to physically remove the tenant from the home. You should speak to 
the bailiff to understand how your municipality handles this part of the process. Every area is different!  
A good point to remember would be to take cash with you to your eviction hearing so that you can take 
care of the costs for the Writ at the same time.    
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Now, if you are going to go through the eviction process on your own, you still need to follow the steps 
above; however, your Step 3 will change. Instead of faxing your lease agreement and 3-day notice to 
your attorney, you will prepare your Complaint for Forcible Entry to be filed with applicable court.   
 
The complaint details the property, the lease agreement and the non-payment of rent. I have included for 
you in this chapter an actual complaint my attorney prepared for one of my evictions. I would 
recommend calling your court and asking them what forms you need to complete and submit to file the 
complaint on your own.  Follow their directions precisely. When you go to the court to file your 
complaint, you should take a copy of your completed 3-day notice and lease agreement to submit with 
the Complaint for Forcible Entry. 
 

Step 5:  Attend the court hear for your Second Cause of Action 
 

After your eviction is granted, you can then file for a second cause of action, which is to get a judgment 
for monetary damages.   
 
 

Actual Documents Used in One of My Evictions 
 
On the next page is a copy of the actual 3-day notice that I used in an eviction hearing. Note that the 
notice was prepared and sent on October 4, 2004.   
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On the next page is a copy of the actual “Complaint in Forcible Entry and Detainer” prepared and filed 
by my attorney, Frank Manning.  (Note that my lease agreement was included with this complaint for 
the court filing.) 
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Here is the letter I received from the Mentor Courts for my actual eviction hearing. Original court date 
was set at November 5, 2004. The hearing was pushed back a week because of issues in our schedules.  
However, the key point being that my eviction would have been granted on November 5, just 31 days 
after my 3 day notice was sent. It is important for you to act very quickly with your eviction to get the 
tenant out as fast as possible. 
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Below is a summary of damages I quickly prepared the morning of my court hearing.  As you can see, it 
was nothing fancy! 
 
 
 

 
 
 
The next item is a copy of my “Judgment Entry” which means that I won the eviction hearing!  Lucky me… 
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Once I received my judgment entry, I had to pay the court for the “Writ of Restitution.” This basically 
means that the bailiff will go put the tenant out.  In this city, I had to pay a $320 deposit to cover the 
City’s costs for the move-out.   
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One last thing I’ll leave you with on evictions, and you may or may not choose to use it. It’s a letter you 
can send your tenant-buyers after you’ve posted the three-day notice. It explains to them, in blunt terms, 
how an eviction will affect them. 
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Eviction and How it Affects You 
 
Dear Tenant,  
 
As you know, your account is now or soon will be in “Eviction Status.” It’s possible that you may not 
know about or understand the ramifications of what it means to be the subject of an eviction proceeding. 
Below is a list of easy to understand consequences a person will face as a result of a legal eviction: 
 

1. Eviction Court- This can be a humiliating experience and also matter of permanent 
public record.  

2. Dispossession- You will be forcibly removed from the premises. This can be 
humiliating experience and also matter of permanent public record.  

3. Judgment (s)- Your credit rating will be severely damaged. This may result in: 
 

• A collection process until your debt is paid in full 
• Possible seizure of assets you may own, including bank accounts 
• Garnishment of wages 
• Notification of credit bureaus causing inability to qualify for lines of credit, 

including credit cards, car loans and mortgages 
• Notifications of National Tenant Reporting Services causing inability to 

qualify for rental housing (Most quality rentals require credit & tenant 
screening) 

 
We understand that you are having difficulties paying your rent or complying with your lease 
agreement. We sincerely hope you will be able to resolve any problems you are currently experiencing 
and bring your account out of eviction status.  
 
 
Sincerely,  
 
 
Owner/Manager 
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Conclusion 
 

There you have it; the Complete Rent to Own System for sellers. To wrap things up, let’s go summarize 
what we’ve covered in this manual: 
 

• Definition of Rent to Own  and its terminology 

• How a Rent to Own home can provide 5 separate streams of income 

• How a Rent to Own program can put renting your home on auto-pilot 

• How a Rent to Own program can put you back on solid financial ground 

• What homes make the best Rent to Own homes 

• The best way to market your Rent to Own home 

• Why voicemail is an absolute must 

• How to use a sample script for your voicemail 

• How to show your home 

• The Top 10 rules for Rent to Own management 

• How to select the best tenants for your home 

• How to fill out a lease and option agreement 

• Blank fill-in forms for your use 

• What to do when a tenant isn’t paying 

• How to evict a tenant 

 

If you decide to rent your home on a Rent to Own program, be sure to refer to this manual for the simple 
instructions to each step above. Let me re-assure you that this stuff is not rocket science. If you follow 
the directions to each step I have laid out for you, you will be a successful Rent-to-Own landlord. I have 
seen hundreds of investors use this very book and become successful. 
 
While you are contemplating the possibility of offering your home on a Rent to Own program, 
remember that doing so has major advantages for you as a seller: 
 

• Bigger up front payment and higher monthly rent than straight rentals 

• You will likely attract higher-quality tenants 

• Two- to three-year option agreements give the market time to “bounce back” 

• No commission to agent when tenant/buyer buys home outright 

• You retain the tax benefits of home ownership 

• Someone else makes your mortgage payment 
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• Depending on your situation, capital gains taxes could be avoided 

• You can structure the option so that a buyout is likely or unlikely, whichever you prefer 

 

Hopefully, this book has taught you the ins and outs of becoming a Rent to Own landlord/seller. And 
hopefully, you are beginning to see that you are not trapped in your home! Remember that local laws 
vary, so please be sure to research any rules and regulations in your area regarding rental properties, 
lease options and marketing your property. And please consult an accountant or attorney for any 
questions you have regarding tax implications or potential legal issues, respectively. 
 
I wish you the best of luck in your endeavors. 
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