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Agenda

1. Historic Pricing

2. Self Directed Overview

3. Property Prep

4. Property Pricing

5. Marketing 

6. Closing Escrow



30 Years of  National Home Prices



30 Years of  National Home Prices



Distressed Market Historically Low



We Were Just Getting Ahead…



It’s Almost Official: 

We Are In A Recession



Lone Exception is ’08 housing bubble



2. Self Directed IRA Overview



Disqualified Persons

•YOU!

•Your Spouse

•Your Parents

•Your Grandparents

•Your Children

•Your Grandchildren

•Spouses of Lineal Descendants

• IRA FiduciaryIRA



Prohibited Transactions

“Non-Cash” Contribution



Taxes on Sale of IRA Owned Assets

• Unrelated Business Income Tax - UBIT

• Tax on non-taxable entities that make profit unrelated to their “purpose”

• Applies to fix-and-flippers using retirement accounts

• Needs to be a hobby, not a business


• Unrelated Debt Financed Income - UDFI

• Tax on leveraged profits for a non-taxable entity

• Profit taxed based on % leveraged


• A 40% loan will require that 40% of profits are taxed



3. Property Prep 



Develop Plan of Attack 
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• Sellers consultation & listing agreementsigned
• Determine seller’s schedule
• Alert escrow, title and TC of newcontract
• Send seller disclosures
• Make two spare keys for combo & supra,get

alarm codes & gatecodes
• Order city reports, trust paperwork, HOA, legal 

docs as necessary
• Arrange estimates (termite, retrofit inspectors,

handyman work, repairs, etc.)
• Staging & photography scheduled
• Featured property on our website
• Social media exposure
• Interior declutter
• Landscaping
• Minor repairs made
• Disclosures filled out
• Stage property
• Professional photography & videography
• Marketing materials: design, print & distribute
• Featured on our website as “Coming Soon”
• Arrange For Sale sign installation, Coming Soon 

rider, brochure box, etc.
• Door knock the area with Coming Soonflyers
• Live on MLS
• Email blast to local area agents and out ofarea 

brokers
• Brokers open
• Neighbors-only open house
• Public Open House Sat/Sun (advertised to our

database of 1500+ and on Facebook)
• Review offers
• Issue counters
• Accept Offers
• Escrowopens



Add Curb Appeal



Declutter!



Entry Appeal



Staging is Key



4. Property Pricing 



Know Your Comps



Do NOT Overprice It!



Goal: Multiple Offers!



5. Marketing 



Professional Photography



Professional Videography



Online Marketing is Crucial



5. Closing Escrow 



Escrow Considerations

• Pull Pre Lim to make sure title is correct

• Needs to be in name of IRA, not personal name


• Seller Disclosures

• Be Honest, Address Issues Up Front

• HOA involved?


• Be Aware of Buyer’s Contingencies

• Most Important are Inspection and Loan

• Better to give Credits than Repair Items


• Call Utilities and Insurance Companies to Discontinue



What to Expect in Escrow



What to Expect in Escrow










