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INTRODUCTION 
Want to sell your house fast for the most cash possible? Then you've 
found the right guide. I've bought homes in Brevard County from 
people struggling through divorce, eviction, probate, a flip gone 
wrong, inheritance, bad tenants, or even a job transfer. Maybe I 
haven't seen it all, but I've seen a lot. 

And in this guide, I'm going to show you how to get the most money 
for your home in the least amount of time. Maybe your best option will 
be working with me (I'd love to help you if it's a fit) or maybe your best 
option will be going through a real estate agent or trying to rent out 
your home; it really depends on your situation and what you're 
wanting to do. 

Which is exactly why I always recommend that you outline on paper 
your when, how, and why for selling. How fast do you need to sell your 
home? Why do you need to sell? And How much money are you 
hoping to get for it? Understanding your situation will help you make 
the best decision for you and your pocketbook. 

Let's get started! 
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3 BIG MISTAKES MOTIVATED 
SELLERS MAKE 
Mistake #1: Trying to fix the house yourself or hiring cheap. 

The number one mistake I see sellers make is that they try to cut corners by 
doing it themselves (when they're not qualified) or by hiring unskilled labor. Look, 
I'm assuming you're here because you don't know how to fix your distressed 
property up or you can't afford the fixes. And that's okay, that's what I'm going to 
help you with. But here's the thing: don't try to buy cheap fixes or do it yourself if 
you don't know how - it'll likely waste your money and a leave you with a house 
you still can't sell.

Mistake #2: Putting off necessary fixes that 
depreciate the value of the home. 

The second most common mistake I see is deferring 
maintenance when time isn't on your side. Many types 
of damages to a home become worse over time (water 
leaks is a common one, for instance), meaning you get 
less money for your house if you wait to sell. If you have 
an issue like a leaking roof, mold, lack of electricity, 
flooding basement, rotting wood, squatters, animals, 
or broken windows, you can't "hold off" on fixing the 
problem. Every day you ignore the issues, the cost to 
fix them simply increases. With copper thieves, code 
enforcement, vandalism, and squatting at an all-time 
high, you can't afford to defer critical maintenance 
items. But you can sell with them! Just the longer 
you wait, the less you'll get. 
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Mistake #3: Being greedy. 

The final thing I see and probably the hardest to address is greed. I meet sellers 
all the time who want more for their home than they're going to get. It makes 
sense, of course - every seller wants to make sure that they're getting the best 
price they can. But the reality is that a distressed property is simply worth less 
money than many sellers think it is. And while owning multiple homes, inheriting 
a house, "investing", or renting all sound like wonderful options on paper, most 
sellers aren't equipped to actually handle those things. Those are full-blow 
businesses, after all, that require salespeople, assistants, property 
management companies, and even lawyers. Plus, life happens; a tenant stops 
paying, you run out of money to fix up the house (and it's half-finished), you 
have a job transfer, or lots of other unexpected things. 

But how do you know if you're being greedy or 
getting low balled? 

Do some research online. See what similar 
properties are selling for when they're fixed 
up (Zillow can be a great place to do this. 
But note their "zestimate" is notoriously 
inaccurate). 

Understand that you're not going to get top 
dollar for a home in rental shape. Take note 
of the age of systems. A 15-year-old roof isn't 
"fine if it still works". Retail home buyers 
today want everything to be new, 
warrantied, and shiny! This is why sellers are 
often surprised when they get hit with 
massive inspections from retail home buyers 
wanting things that work to be replaced. 
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This is where the appeal of selling to a cash buyer starts to come in. 
However, they are not all created equal by any stretch of the imagination. 
Which brings us to our next point on how to avoid getting scammed when 
dealing with a cash buyer. 



HOW TO AVOID 

GETTING SCAMMED 

We live in a day and age where scam artists are constantly finding new ways to 

steal from hard working folks. As a cash home buyer, I run across shady 

"investors", dishonest "we buy houses" companies, and frauds all the time. Just 

recently the Indy Star ran an article about a group known as Chart Properties 

who recently left more than 100 home owners in financial ruin. 

Americans Lost Hundreds of Millions to Online Scams in 2014 

Financial losses suffered by victims of Internet cnmes as reported to the FBI in 2014 
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Reputability Sign #1: 

Reviews, Testimonials, and Accreditation. 

But how do you know 

if you're dealing with a 

real cash buyer or with 

a fraud that's trying to 

scam you? 

Here are 5 things 

to look for in a 

buyer you can 

trust. 

A real cash buyer should have reviews, own property in Brevard, 
have a website, be BBB accredited, and licensed. A lot of "cash 
buyers" will simply put your house under contract and try to sell 
it on the internet. 
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Reputability Sign #2: 

At Least $500 In Earnest Money. 

A real cash buyer should be putting down a minimum of $500 in 
earnest money paid to the title company. Dishonest companies prey 
on unsuspecting homeowners by offering things like a $100 deposit. I 
actually talked with a local seller whom had been offered $10 in 
earnest money deposit. 

Reputability Sign #3: 

No Partner Approval Clause. 

A real cash buyer shouldn't have a partner approval clause. If you read 
the contract you shouldn't see anything about the contract being 
contingent on the buyer's partner, lender, or agent. After all, if they're 
legitimately paying cash the only contingency should be an inspection 
(for a few days to a week). 

Reputability Sign #4: 

Showed Up On Google. 

A real cash buyer should come up toward the top when you Google 
"We Buy Houses in Titusville". So, if you're looking to sell a house in 
Titusville, Google "We Buy Houses in Titusville". It costs 
companies thousands of dollars to show up at the top or near it. 
If they're not on page one ... Forget about it. Not worth your time or 
the risk. 

Reputability Sign #5: 

Careful Of Bandit Signs. 

A real cash buyer most likely isn't using the "We Buy Houses" signs you 
see littering our neighborhoods. These are called bandit signs because 
they are illegal. The people who stick them out are already breaking the 
law. Can you really expect them to not act shady with you? 

Now, let's talk about your situation! 
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HOW TO GET THE MOST 

MONEY OUT OF YOUR HOME 

As the founder of a company that has bought and sold dozens of properties, I 

want to help you get the most money you possibly can for your house. I'm going 

to walk you through several mistakes that folks make when trying to sell their 

property for cash. 

Chances are that if you're trying to sell a property for cash, you're on a time crunch 

-- maybe it has deferred maintenance, is vacant, or has dishonest tenants. I've 

been on both sides before - as the seller and the buyer. 

And I walk through anywhere from 10-20 properties a week meeting with 

homeowners just like yourself. I'm going to tell you exactly what reduces my offer 

on a house so that you can get top dollar. 

Tip #1 : Boarded Up Houses. 

If you've received a board order from the county, this can really 

hurt the perceived value of your property. Typically, properties that 

end up boarded are vacant homes. When I walk through these 

homes, I often see broken windows, kicked in doors, stolen 

copper, mold, squatters, and vandalism. The worst properties I 

tour are typically the ones that are boarded up. You need to 

know that when you (or your county) boards a home, it 

immediately becomes a target for vandalism and theft. So, what 

should you do? 

You could simply repair the exterior damage that required the 
property to be boarded up or hire someone to do it for you. 

If you can't do the above, though, then get to your property before 
your appointment and remove at least one board to give access to 
the property. When cash buyers tour properties, we are always 
concerned for our safety. If I can get to your home and walk in, I 
am way more comfortable making you an offer. When a cash 
buyer meets you at your house and has to remove boards, crawl 
through a window, and re-board the property, they're less 
comfortable with the situation. 

The less dramatic & stressful you can make showing your property, the 
more money you'll get! 
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Tip #2 : Rental Properties. 

When a cash buyer is touring a rental property, they're also 
interviewing / assessing the current tenant. Florida law requires that 
tenant rights and previous leases be honored. When buying an occupied 
rental property, we're also taking over your tenant. If your tenant is rude, 
unpleasant, or frustrated, this can really complicate the process. What can you 
do? 
1) Give your tenant 24 hours' notice that you'll be showing the property.

2) Honesty is the best policy. Let your tenant know that you've got someone
interested in purchasing the property.

3) Also ask your tenant to clean up -- a dirty kitchen, uncleaned bathroom, and
a full trash can make a showing extremely unpleasant.

4) Be honest with your cash buyer about the tenant. Are they late? Are they
behind on rent? Do they want to stay?

**What if your tenant isn't paying?** 

If you're not comfortable or experienced in evictions, I will buy properties with 
non-paying tenants. This process adds about 90 days and costs me 
around $1000, but yes, I will pay for your eviction so you don't have to worry 
about it. 

Tip #3 : Have Your Utilites On. 
When water, power and gas is on, it provides the buyer with 
an opportunity to ensure plumbing and electrical systems are 
functioning properly and safely. Of course, if there is unsafe 
wiring or plumbing leaks, you will want a professional to 
repair the issue before you turn utilities on. If the cost is too 
high, we understand and will buy as-is. If your property 
doesn't have circulating air, it may develop mildew/mold. 

A warm property with lights on sells for more than a closed 
up cold home. 
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Tip #4 : Clean Up The Trash. 

If you've got a recent vacancy, chances are good that 

your tenant didn't clean up everything when they left. If 

you're unfortunate, they may have left a lot of stuff for 

you to deal with. 

Paying a company to remove trash, furniture, and debris 

easily pays for itself. Renting a dumpster typically costs 

around $450. 

You can find folks to do a "trash" out for you for a few 

hundred dollars. 

I routinely tour properties where we have to climb over 

trash, furniture, and construction materials - naturally, 

that isn't going to help your cash offer. 
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SHOULDN'T I JUST PUT MY 

HOUSE ON MLS? 

For some people, it will make the most sense to put your home on the MLS. If 

you don't want to sell fast, have a beautiful remodeled home, and don't mind 

waiting 3-4 months+, then the MLS may be your best bet. 

The other consideration is if you can afford to give up 6-7% in equity to Real 

Estate Agent commissions while also doing showings, inspections, appraisals, 

etc. I'm finding more and more people prefer the liquidity that a licensed 

cash buyer can offer. 

In some scenarios, you'll actually make more money by selling to me than 

dealing with a real estate agent. 

*Disclaimer: the above does not constitute fiduciary advice.*

If the thought of strangers in your house, waiting on mortgages, 
repairing, renovating, and dealing with the drama of a retail home 

buyer stresses you out, then I'd love to help you out. 

Meet Dan on the next page>> 
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WHO AM I? 
Meet Dan Sicchio 

My name is Dan and I'm a local Brevard 
County resident who is passionate about 
helping people like you get out of their 
difficult situations. I have dealt with everything 
you've read in this book dozens of times. I 
believe in putting people first and the profits 
will follow. Unlike most investors, my goal is to 
restore and keep all the houses I can find. I'm 
not a flipper. I make my money off my 
contractors and not your equity. 

My company, Beagle, is dedicated to getting the most 
cash in your pocket as quickly as possible and having a 
process that is as painless as possible. 

I've got nothing but 5-star reviews and am A+ rated BBB 
accredited. 

I can be reached at 321-616-8384. 

Or you can learn more at our website:  
www.selltobeagle.com

I want to help you get the most money I can out of a 
difficult situation. If I can buy your house. .. great! If you 
need a referral for insurance, a banker, an accountant, or 
want to sell your house, I'm your advocate. 

I look forward to working with you! 

Regards, 

ONLINE:
www.selltobeagle.com

321-616-8384

12 


	Ebook1
	Ebook2
	Ebook3
	Ebook4
	Ebook5
	Ebook6
	Ebook7
	Ebook8
	Ebook9
	Ebook10
	Ebook11
	Ebook12



