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"In investing, what is comfortable is rarely profitable."  "   

-   
f

Robert Arnott t  
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Statement of Purpose 
 
“We are here to learn how to improve communities by 
working with local governments to acquire blighted 
properties through the LIEN ABATEMENT process and 
restore these properties to be productive use in the 
community once again.” 

– Lee Arnold 

To understand the process of lien abatement  
To know who the key players are in the municipalities 
we live in and how to reach out to them. 
To learn how to leverage the power of the community. 
To understand how to leverage the resources already in 
place in our local governments. 
To gain new understanding on how to negotiate the 
deal. 
To increase our bottom line profitability.  
 

Code of Conduct for the Event 
The goal of our time together is to educate you on how to be a 
profitable real estate investor. 
  
To that end, the following codes of conduct will apply: 

Cell phones will not be used at any time during the 
scheduled sessions.  Cell phones may only be used 
during breaks and lunch.   
You will respect each speaker during their allotted time, 
by listening attentively.   
You will withhold comment or commentary until the 
designated time to share. 
At all times, only ONE (1) person will speak. 
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Be respectful, supportive and encouraging of your fellow 
investors 
Have fun, participate, be an active listener, and share  

We understand that we’re all adults here, however we want 
everyone involved to get the most out of the day we are 
together, making these rules necessary! 

 
Meet Our Family of Companies: 

 
 

Secured Investment Corp is the parent company in the 
organization. Through the work of its wholly owned 
subsidiaries, Secured Investment Corp provides real estate 
investors the necessary capital to finance their projects by 
bringing together private lenders and borrowers.  

 
Secured Investment Corp also manages Private Equity 

Funds.  These Private Equity Funds provide borrowers access 
to capital within minutes of closing their transaction.  The 
Private Equity Funds consist of accredited investors that invest 
their money with the Fund.  Secured Investment Corp manages 
the investors’ money and pays the investors a return on their 
investment on a quarterly basis. 

 
The Funds average a 10% - 14% annualized return to our 

investors. 
- SecuredInvestmentCorp.com 
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SIC Mission Statement: 

“Reimagining technology to create cutting edge solutions for 
investors to participate in alternative, secured, high performance 
investments.” 

 

 
 
The Lee Arnold System of Real Estate Investing provides 

focused training that covers all aspects of real estate business. 
The Lee Arnold System is a powerful way for you to start 
investing your way to monumental wealth in the shortest time 
possible.  

 
Education is a fundamental element to future success in 

finding, financing and selling real estate for profit. This learning 
stage includes training and/or mentoring to build solid 
understanding to successfully invest in real estate. In this phase 
an investor actively works to create Active Income which 
includes finding a great investment, or "deal", and then 
borrowing to fix and flip (or fix and hold) the property for 
positive cash flow. We call this growth in individuals’ financial 
capacity and competency the “Circle of Wealth”. - 
LeeArnoldSystem.com  
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LAS Mission Statement: 

“To educate, train and provide access to relationships and 
products allowing individuals to achieve financial freedom through 
real estate.” 

 
 

 
 

As the lending arm of the company, COGO Capital works 
with borrowers to originate, process, and close loans.  COGO 
Capital offers private loan options for real estate investment 
properties within most states across the United States. - 
CogoCapital.com 
 

 
COGO Capital Mission Statement: 

“To provide no-hassle, asset-backed, real-time private capital 
to real estate investors.” 

 

 
 

The servicing company for most loans originated by 
COGO Capital.  Lake City Servicing is in our Coeur d’Alene, 
Idaho corporate office. Lake City Servicing is also available 
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to service most other third-party loans.  - 
LakeCityServicing.com 
 
LCS Mission Statement: 

 “Lake City Servicing is a comprehensive real estate loan servicing 
company for investors holding real estate notes for non-owner occupied 
residential and commercial property.” 
 

 
Arnold Professional Holdings is the premier rehab arm of  the 

company.  Here is where we practice what we preach.  APH buys and 
flips properties throughout the Spokane, WA. market. 

The company has a construction crew and specializes in Spokane, 
WA.  This company has a main office and warehouse located in 
Spokane, WA.  This is by design to allow both personnel resources 
and physical resources to be closer to our real estate market. 

 

 

At He’s the Solution Ministries our goal is to honor God in 
everything we do.  We strive to allow our faith to be something that 
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others can witness in our every-day lives.  We endeavor to be 
more like Christ daily and encourage others along the way.  We 
want to encourage you in your daily walk to show your faith, 
and to be BOLD in the workplace. 

To this end He’s the Solution Ministries sponsors an 
optional, non-denominational worship service at all events that 
last through a Sunday.  The services start at 7:45am and ends 
around 9:15am.  All students as well as the public are invited 
and encouraged to attend. 

We also provide encouragement, support and resources for 
those seeking a BOLD FAITH in the workplace.  We hold 
weekly services via a conference call at 6:45 am PT so that you 
can be a part of  a worship service every Sunday morning no 
matter where you are located. The number is (605) 313-4821, 
and pass code number is, 866541# –  
Hesthesolution.com 
 
Our Motto: 

EQUIPPING CHRISTIAN BUSINESS LEADERS FOR 
BOLD FAITH IN THE WORK PLACE! 

Theme Scripture Verse: 

In Him we have Boldness & Confident 
Access Through Faith in Him.  

- Ephesians 3:12 HCSB 
 
 

Our Company Wide Slogan:  

“We get more of  what we want, by helping 
others get more of  what they want.” 

- Lee Arnold, CEO 
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Circle of  Wealth Philosophy:  

The Circle of  Wealth is at the center of  everything we do 
here at Lee Arnold System.  It is also your road map for how 
each division of  our company can help you gain financial 
independence and passive income.    

 The Circle of  Wealth has four stages.  You can enter the 
circle at any stage and can go back and forth between stages as 
desired.  Typically, people enter in at the training level and 
borrow funds for their real estate investments.  They eventually 
become lenders, helping others obtain the capital needed to 
grow their real estate portfolios.  This allows everyone, on every 
side, to succeed.  

Ultimately, the Circle of  Wealth allows you the financial 
independence and wealth building that you seek.   
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The Problem: 

Many possible scenarios lead to ________________________ 
____________________________________________ issues: 

Owner/resident does not take care of home. Property 
becomes blight on community. 
Land Lords do not take care of Property.  Property 
becomes _________________________________ 
Foreclosure is started but the process stalls, the property 
sits vacant – Zombie Property. 
Death of a homeowner with no clear heir. – Vacant 
Property. 
 

Definitions you should know:  
According to the Office of Policy Development and 
Research (PD&R), U.S. Department of Housing and 
Urban Development:  
o The absence of universal definitions of vacancy and 

abandonment complicates efforts to assess the 
number of vacant and abandoned properties 
nationally. 

o You’ll see this in our State by State addendum where 
some states have definitions and others don’t or 
where some states laws center more around crime 
than around health-related nuisances. 
 

According to the National Vacant Properties Campaign 
(NVPC): 
o _________________________________________- 

residential, commercial, and industrial buildings and 
vacant lots that exhibit one or both of the following 
traits: 

The site poses a _________________________ 
(meeting the definition of a public nuisance), or  
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The owners or managers neglect the 
fundamental duties of property ownership (e.g., 
they fail to pay taxes or utility bills, default on 
mortgages, or carry liens against the property.) 
 

o Vacant properties can include: 
__________________________, boarded-up 
buildings;  
unused lots that attract trash and debris;  
_______________________ - A vacant or under-
performing commercial properties);  
______________________ - Neglected industrial 
properties with environmental contamination.  
 

o The NVPC monitors indicators of future vacancy 
and abandonment: 

_______________________________________ 
apartments with significant housing code 
violations, and  
housing that remains vacant for long periods of 
time,  
 

o State laws and uniform building codes further refine 
what constitutes an abandoned building: 

These vary from jurisdiction to jurisdiction.  
Often these structures have been unoccupied for 
over a year, are beyond repair, and pose 
________________________________________   
 

______________________________________ - 
(sometimes called “zombie title” or “zombie properties”), 
the homeowner moves out after foreclosure has begun, 
but for some reason the foreclosure is stalled or 
cancelled, the sale is never held, or title is never officially 
transferred to a new owner.  
o As a result, title remains in the _________________. 
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o Often, zombie foreclosures occur in low-income areas 
where the lender is not anxious to assume 
responsibility for the upkeep of the property and 
wants to save on taxes, as well as other costs.  

o If squatters occupy the property or it falls into severe 
disrepair, the bank may simply wash its hands of the 
property. 

 
________________________________  
A legal term referring to the condition or use of a 
property that: 
o ___________________________ with neighbors’ use 

or enjoyment of their property, or 
o endangers life, health, or safety, or 
o is offensive to others.  

 
o Example: Under the Abandoned Property 

Rehabilitation Act (NJ), abandoned properties are 
presumed to be nuisances: 

because of their “negative effects on nearby 
properties and the residents or users of those 
properties.”  
Because of the harm they do to others,  
New Jersey law authorizes local governments to 
use their police powers to compel the owners of 
nuisance properties to correct those conditions. If 
the owner fails to do so, the municipality can step 
in and correct, or abate, the conditions itself. 
This process is known as ___________________ 
http://www.hcdnnj.org/nuisance-abatement  
Both Vacant Property & Zombie Foreclosures 
are types of Nuisance Properties. 
 

_____________________________________   
The ending, reduction, or lessening of a lien. 
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o Chronic nuisance properties often require legal 
action in the form of liens to force homeowner 
compliance or as a means for the municipality to 
____________________________ of the property.  
In such circumstances, the lien stays attached to the 
property until it is removed or “abated.” Lien 
Abatement, then is the process of removing said lien 
by means of _______________________________ 
with the municipality or by payment. 

 

Vacancy & Abandonment is a Complex Issue – Develop 
Louisville  

Video: Common Misconceptions About Vacant and 
Abandoned Properties in and around Louisville, KY 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
 

The Result (Impact on Communities) 

According to the Office of Policy Development and Research 
(PD&R), U.S. Department of Housing and Urban Development,  

Vacant and abandoned properties are linked to increased 
rates of crime (particularly arson) and declining property 
values. 
The maintenance or demolition of vacant properties is a 
huge expense for many cities. 
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Nuisance properties become havens for: 
_____________________ 
drugs,  
_____________________ 
squatters 

“Vacant properties are a ______________. Just ask anyone who 
lives next to a drug den, a boarded-up firetrap or a trash-filled 
lot. Abandonment often seems beyond the control of local 
officials, and it rarely incites a sense of urgency beyond the 
______________________ on the block where it occurs.”  

-National Vacant Properties Campaign- 
 

Vacant and Nuisance properties drain local government Budgets 
This expense grows every year a property remains 
vacant or abandoned.  
Such properties produce no or little property tax income, 
but they require plenty of time, attention, and money. 
o A study in Austin, Texas found that blocks with 

vacant buildings had: 
3.2 times as many drug calls to police,  
1.8 times as many theft calls, and  
twice the number of violent calls as blocks 
without vacant buildings. 
 

o More than 12,000 fires break out in vacant 
structures each year in the US, resulting in $73 
million in property damage annually. Most are     
________________________________________ 
 

o Over the past five years:  
St. Louis has spent $15.5 million, or nearly $100 
per household, to _________________________ 
_______________________________________.  
Detroit spends $800,000 per year and  
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Philadelphia spends $1,846,745 per year cleaning 
_______________________________ 

Crime   
Vacant properties often become a breeding ground for 
crime, tying up an inordinate amount of police and city 
resources. Studies have shown that vacant/abandoned 
properties have the highest correlation to the incidence of 
crime.  Studies in Texas found that crime rates on blocks 
with open abandoned buildings were twice as high as rates 
on matched blocks without open buildings. 

Common Crimes 

Drugs 
_______________________ 

Domestic Violence 
Squatters 

Arson & Accidental Fires 
The National Fire Protection Association (NFPA) 
estimates that ________________ firefighters are 
injured every year in vacant or abandoned building fires.   

Public Nuisances & Health 
Vacant and abandoned properties require a 
disproportionate amount of public maintenance. In 
addition to securing buildings against criminal activity, 
local governments must clean and care for them to 
prevent a buildup of: 
o __________________________ 
o illegal dumping, 
o __________________________ 

 
Excessive noise can also be a public nuisance issue. 
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House Dilapidation 
Video: “'Zombie' Homes, When Good Houses Go Bad”  
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
 

Lower Property Values 
Vacant properties rob surrounding homes and 
businesses of their ___________________ In a 2001 
study, researchers from Philadelphia found: 
o That houses within 150 feet of a vacant or abandoned 

property experienced a net loss of $7,627 in value.  
o Properties within 150 to 300 feet experienced a loss 

of $6,819 and  
o Those within 300 to 450 feet experienced a loss of 

$3,542.  
o Philadelphia researchers also found “that all else 

being equal, houses on blocks with abandonment 
sold for $6,715 less than houses on blocks with no 
abandonment.” 

Lost _________________________ 
Taxes are often lost on vacant properties because of tax 
delinquency. Abandoned properties often become 
delinquent because the cost of paying taxes on the 
property may well exceed the value of the property. 
 

Community Homeowner Costs 
Higher _____________________________ 
Poorer Quality of life 
 

19 | Page



    

DEFINING THE PROBLEM 

 
 

Example: In an October 2017 Report on Mt. Vernon, NY: 
The investigation uncovered 21 foreclosed, bank-owned 
properties in Mt. Vernon, that combined caused $3.52 
million in lost property value to 764 neighboring homes. 
10 publicly available zombie properties were found, 
which depreciated the value of 396 neighboring homes 
by a total of $1.7 million. 
The six abandoned homes identified affected 261 
neighboring homes and caused a total of $1.04 million in 
lost property values. 
The lowest income neighborhoods of Mt. Vernon, found 
in zip code 10550, were the most negatively affected, 
with 58% of the total calculated property value loss 
affecting homes in that zip code. 
 

Example: City of Spokane – As reported by the City Attorney 

$2,000 to $34,000 direct cost for each abandoned 
property in the city. 
$5,000,000 direct costs to the city for _______ properties. 
Neighborhoods with abandon properties experience an 
average of $64,000 reduction in value. 

Many cities and counties across the country are looking for 
______________________________________. While some 
communities have yet to take the first step, others are enacting 
their own programs to different degrees of success.  

Many communities don’t have a reliable _____________  
_____________________ to track of the number of 
vacant properties that exist within their borders. 
Many of the _______________________ incurred by a 
jurisdiction, including demolition, fire and nuisance 
abatement, are not routinely tracked. 
While anecdotal evidence abounds regarding 
homeowners losing their insurance because of their 
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proximity to an abandoned house, determining the 
actual cost is difficult. 
Much of the data available about the costs of vacant 
properties is found from a variety of sources and is 
difficult to obtain. 

 

The Solution (Possible Options) 

Voluntary Compliance 
Often the best way of permanently resolving a public 
nuisance issue is through the voluntary compliance of 
the individual responsible for the problem. 
o Neighbors may attempt ______________________ 
o Letter from an experienced ___________________ 

can help add the appropriate motivation to get the 
individual(s) responsible for the problem to remedy 
the situation.  
 

In some instances, the owner of the property may be 
_____________________ of the nuisance being caused 
by tenants or unauthorized squatters. In these situations, 
an owner is likely to appreciate the notification and 
quickly take measures to protect their property. 
If voluntary compliance is unsuccessful, there are several 
other public and private remedies that can be used to 
permanently fix the issue. 

Private Nuisance Lawsuit 
________________________ - a nuisance (something 
that causes an annoyance) that interferes with the rights 
of a specific person or entity. 
If a neighboring property is interfering with your use 
and enjoyment of your home, then you may be able to 
bring a ______________________________________  
o The court may order for the nuisance to cease and  
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o you may be entitled to ______________________ 
While states may vary on their definition of a private 
nuisance, a plaintiff must typically prove the following 
elements: 
o The plaintiff owns the land or has the right to 

possess it; 
o The defendant acted in a way that interferes with the 

plaintiff's enjoyment and use of his or her property; 
and 

o The defendant's interference was ________________ 
___________________________________________ 

 
Public Nuisance Lawsuit 

_____________________________ - a nuisance causing 
problems to the general public. 
If a property is threatening the health, safety, 
convenience, or welfare of the community generally, a 
public nuisance lawsuit may be appropriate. In these 
instances, private individuals may not be able to bring a 
suit on their own, however, they may reach out to 
___________________________________ and request 
the city take appropriate legal action. 
These suits are most often initiated by neighbors’ 
___________________________________ 
Inspection and Abatement Warrants 
o If there is a specific issue on a property that needs 

attention (e.g. a trash pile-up, unmaintained yard), 
the city can petition the court to obtain an inspection 
or abatement warrant to enter the property to fixing 
the specific issue.  
 

Most municipalities have adopted ordinances that allow 
them to: 
o Clean, board, and  
o secure abandoned buildings.  
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o Example, in Roanoke, Virginia, the city has taken a 
tougher stance on properties deemed health and safety 
hazards. If a property is deemed a hazard by the city the 
owner is given thirty days to remediate the problem. If 
no action is taken, the city will:  

solicit input from the neighborhood,  
do asbestos and lead abatement,  
solicit demolition bids,  
raze the house, and  
place a lien on the property to try to recoup the 
demolition costs. 

Drug Abatement and Red-Light Litigation 
There are specific laws that provide remedies for properties 
being ________________________________ 
______________________________________________ 
purposes. Occupants using a house for unlawful purposes 
can be evicted and the property can be court-protected from 
further misuse.  
To use these laws to resolve a public nuisance issue of this 
type, attorneys will need _____________________  
________________ of the drug or prostitution activity. 
If you suspect there is ongoing drug or prostitution activity 
occurring at a neighboring property, you should contact the 
police as they can investigate the issue and provide 
important facts to help attorneys take legal action. 

Receiverships for Abandoned Property 
Sometimes a property is left unattended by the death of an 
owner or abandonment. 
o It may be difficult to fix an issue if there is no one 

available to take responsibility for the problem. 
o In these situations, a city may petition the court to hand 

the property over to a qualified receiver to remedy the 
situation. 
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A ________________________ is an individual or entity 
willing to take-on abandoned properties, fix them, and 
sell them to a new owner. 

Demolition  
In some instances, where a property has been 
abandoned and is dilapidated beyond repair, the 
best solution is to have the property demolished.  
You can contact local city authorities to report such a 
property and the city can act to have it removed if 
necessary. 

Rehabilitation 

Clearly a better choice. One study of the St. Paul, 
Minnesota budget for maintenance and security costs 
associated with vacant buildings revealed that while 
demolition saves the city significantly, the rehabilitation 
of a vacant building will save almost twice as much in 
maintenance costs.  
The same study showed that demolishing a vacant 
building and leaving a vacant lot in its stead led to 
significant lost in property tax revenue. 
The problem with rehabilitation is that cities are 
____________________________________ and in most 
areas, unable to rehab properties. 
o They lack necessary resources. 
o They lack infrastructure to rehab. 
o They lack experience. 
o They are restricted by legal red tape and appearances 

of partiality.  
 

Cities and Communities are Taking Action 

Video: “Spokane Valley considers plan to deal with 
nuisance properties”  
____________________________________________ 
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____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 

The Opportunity 

As the Investor, you are the __________________ in this story.   
You have the power to create value in these 
neighborhoods. 
You have the power to turn the tide of falling property 
values for homeowners in these community.   
You have the power to salvage the city tax base and 
raise the quality of life in these municipalities.   
You are the ________________________ to this puzzle.   
You are the white-knight.   
You will make a ___________________________ 

 
 
Opportunity 

Understand and utilize city and state nuisance laws and 
code enforcement policy to ______________________ 
______________________of problem properties. 
Lead Source 
o These properties are a _______________________ 

in your local market that cities desperately need help 
with. 

o Build relationships with your city and local 
government so that you become the ____________ 
to their ever-growing problem.   

o Get them to hand you deals! 
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How We Found the Property: 

The owner, Jeanette was 
going through a rough spot 
in her life. 
She was not able to live in 
her house and was getting 
ready to lose it. 
She saw the COGO Van in 
the parking lot of our 
building. 
She came in to inquire what 
we could do for her. 
She was persistent and 
would not leave without 
talking to someone. 

 

Doing Our Due Diligence: 

After we spoke with Jeanette in our office we 
needed to find the most updated information on 
Jeanette’s house. We have a process that we 
follow, and we want you to follow the same 
process. Below is the process you need to follow 
researching a property in question 

1. Google:  To find the most current 
information about the subject 
property turn to Google.  Enter the 
address of the subject property in 
your browser and see what comes 
up.  Google pulls information from 
all sources online and aggregates it 
or puts the information in one place 
for one to view. For instance, if you 
were researching a property and you 
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 “googled” it you would find all the recent information on 
the subject property on the first page of Google.   

Most important in this step is to determine if there is 
negative information about the subject property. It would 
be helpful to know if there was a major crime committed on 
the premises of the subject property. Google is always the 
first place to begin your search when doing your due 
diligence. 

 

2. Zillow: the next step in the process is to research 
the property on Zillow. The objective in this step 
is to determine what most properties in the area 
are valued. Zillow is helpful when obtaining 
comparable home values and recent home sales 
numbers. Zillow will give a value called a 
“Zestimate” based on what other people think the 
property is worth.  

 
According to Zillow’s website “the Zestimate is a starting 
point and does not consider all the market intricacies that can 
determine the actual price a house will sell for.” Meaning, the 
value may not be accurate and will not replace an appraisal. 
There has not been an inspection conducted of the property, 
and as such the “Zestimate” is a computer-generated estimate 
given the available data on said property. For more 
information visit zillow.com/ 

 

3. SendFuse: (Title Report) This is the most important step in 
the process to determine if there is equity in the subject 
property. If there is no equity in the subject property than you 
should move on to another property that has equity, or you 
will have to consider a short sale scenario.   
 
SendFuse will provide you with title information on the subject 
property.  Sendfuse is a text driven system that makes the Rule 
of 56 automated!  Here is how you do it. 
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Text the following command to your SendFuse phone 
number - “Title report for _____ (put in address)” or just 
“Title for _____ (put in address)”.  A partial address is 
usually acceptable.  Your assistant will conduct a dynamic 
search and respond with a complete address for you to verify. 

Respond to your assistant with a yes or no.   

o A “yes” will immediately initiate a title report search 
on the property.  A PDF title report will be sent to 
your email address on file, usually in under a minute.  
A text from your assistant will notify you upon 
completion.  

o A “no” response from you will result in your assistant 
asking you to verify the information you submitted so 
that it can try again. 

It is that simple.  Title reports are now just a text away!  For more 
information visit getsendfuse.com 

 
4. SendFuse (Skip Trace): The last step in this process is to track 

the phone number of the owner of the subject property. Sendfuse 
has a feature allowing you to skip trace the name and the number 
of the homeowner. Here are the steps to obtaining the needed 
information. 

Text “skip trace _______ (insert address)” 
Sendfuse will ask you “is address _______ (inserted 
address) in the USA?” “Respond with ‘yes’ and we will 
check the information.” 
Respond appropriately 
Sendfuse will respond, “We will skip trace the number for 
this address and get back to you soon.” 
When the search is complete, SendFuse will respond again 
with, “Great! ___ (inserted address) has been skip traced.  
The number is accessible from your Sendfuse Dashboard.” 
 

For more information visit getsendfuse.com. 

y.

 

t 
o

k 
e 
er 
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Negotiating the Deal: 
 

With the Owner. 

Building rapport. 
Finding out about her need. 
o Jeanette owned a property @ 2332 W. College Ave. she 

was able to purchase through an assistance program with 
the city of Spokane. 
 

o Since the beginning of 2012, police had 
received over 200 calls, mostly for drug-
related activity. 
  

o The city ________________________ 
against the owner, asking the court to order 
abatement of a public nuisance.  
 

o According to the suit, the owner was served with eight 
notices of chronic nuisance at her house since 2012 and 
refused to work with officers to clean up the property. 

Spokane officials boarded up the house after a judge 
signed an order declaring the property a 
_________________________.  
 
The owner was taken to jail after police found a syringe 
with heroin on the premises. 
 

Meeting her need. 
o Jeanette needed out of her property fast or she was going to 

lose it to nuisance abatement. 
o See the next page for the news article, “Spokane Police 

Help Citizens Remove Drug House from Neighborhood.”  
Leveraging the neighbors. 
o Communities can sue the neighbor. 
o See following news article titled, “Neighbors relieved as 

city shutters nuisance house.” 
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With the City. 
Building rapport. 
o The city had liens on the property that needed to 

be considered prior to purchase so a relationship 
was started with the city. 
 

Finding their need. 
o The city wanted a pay-off on their liens to cover 

the expenses of abatement. 
o The city wanted the property cleaned up more 

than they wanted the liens paid. 
 

Meeting their need. 
o The city was willing to negotiate 

_______________ _____________________ in the 
liens for a guarantee of rehab of the property.  

o City __________________________ 9-months. 
 

Leveraging pressure from the city on the homeowner. 

________________________________________. 
Abatement 
______________________________ to the seller. 

How we closed the deal. 
Video: “Signing the Deal – Case Study 1.” 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
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The Rehab – What we did to it 

The Scope Of Work 
New siding and repairs to roof  

 

 

 

 

 

 

 

 

 

 

New stairs and external clean up 
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Major trash removal 
 

 

 

 

 

 

 

 

 

 

 

 

 

Repair water damage 
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Full kitchen gut  

 

 

 

 

 

 

 

 

 

 

Major repair of walls 
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Electrical 

 

 

Plumbing & Bathroom gut 
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By the Numbers. 
Estimated Profit & Loss Statement. 
Estimated Profit $42,307.03 
 

The Sale and Profit 
You want to improve the property to the level of the 
community to gain ______________________ 
___________________________________. 
Remember that the goal of your rehab is to maximize 
profit, not to maximize the amount of rehab you 
accomplish!  
Pricing. 
o Price it to move. 
o Price it for the market 
o Price it right. 
Staging. 
o Do it right. 
o You must stage but __________________________ 

Use wall hangings and small items.  
Avoid Big Furniture 
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Silk plants are great to add life  
 DO NOT use __________________________ 

 

 

Keep it inexpensive but tasteful! 
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Suggest uses for the room through your choice of décor. 

 

Make sure ________________________ are on! 

 

 

 

 

 

 

Add texture with pillows and throws. 

 

 
 

 

 

 

Add __________ 
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Listing. 
o Think multiple streams of income.  Get 

your cut of the sales commission.  Be an 
_______________________________ 

o Flyers. 
o Email blast. 
o Word of mouth. 
o Use professional photography & presentations! 

http://tours.tourfactory.com/tours/tour.asp?t=1524361 

Actual Profit 
o From the final ALTA Settlement Statement – Seller: 

 
                   Sale Price = _____________________ 
 
o From the Property Profit & Loss statement: 

 
                   Total Purchase Price = $26,416.53 
                   Total Rehab = $52,512.37 
 
Total Profit = ______________________ 
 
o Reputational Capital 

Spokane Review Article – “An Eyesore No More!” 

 

Thank you card from buyer! (See the following 
page.) 
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3 Things We Learn from This First Deal! 

Cities will _________________________ their 
liens as well as back taxes owing.  
Government programs will negotiate on 
outstanding loans for fix up or low-income housing 
vouchers 
Cities have a lot of these types of properties and are                                         
excited 
________________________________________ 
 
_________________________________________              
and the wherewithal to fix them up and bring them 
back to productive use. 
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____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________
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PERFORMANCE CONTRACT

For valuable consideration and for the mutual benefit to be derived hereby, the
City of Spokane, a municipal corporation (the "City") and Escalade Properties, LLC, a 
Utah limited liability company ("Escalade") make the following recitals and agreement
dated November 18t h, 2015 relative to certain real property located at 2332 West
College Avenue, Spokane, Washington 99201 (the "Property").

RECITALS

A. On or about April 4,  the City loaned money to Janette , a
single person ("Ms. ") under the auspices of the Spokane Housing
Rehabilitation Program. The loan was evidenced by loan documents, a Promissory Note
and was secured by a Deed of Trust dated April 4, 1994 recorded on April 7,
under Spokane County Auditor's File No. 9404070508. The initial loan amount was
$38,309.00.

B. Ms.  has agreed to sell the Property to Escalade under the terms
of a Real Estate Purchase and Sale Agreement dated September 9, 2015. The Property
is currently in a state of requiring significant repairs and improvements.

C. Under the circumstances surrounding Ms.  and the Property,
Escalade has requested that the City consider releasing its lien without requiring Ms.

 to pay the balance owed on the Note in the amount of $16,969.00 (the "Payoff
Deficiency").

D. One of the primary reasons the City is willing to reduce its payoff is the
assurance that the Property will be rehabilitated within nine (9) months from the closing
date on which Escalade acquires title to the Property. For purpose of this agreement,
"rehabilitation" is defined as meeting FHA Minimum Standards (as that phrase is known
within the lending and appraisal industry) and issuance of a Certificate of Occupancy
("COO") by the City of Spokane Building and Planning Department.

E. The City has expressed a willingness with Escalade to release its lien at
the time of closing, and not require payment in full of the Payoff Deficiency, in
consideration of Escalade agreeing to perform sufficient repairs and improvements to
the Property to bring the Property up to FHA Minimum Standards and to obtain a COO.

1
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F. The parties are desirous of memorializing their agreement in writing as it
relates to the Property and the assurances from Escalade as to the work it will
undertake if able to purchase the Property from Ms. .

NOW THEREFORE, in consideration of the above-stated recitals and for further
consideration, the parties make the following covenants, promises and agreement, to
wit:

AGREEMENT

On condition of the terms of this agreement stated herein and on condition
that the sale and closing of the Property from Ms.  to Escalade proceeds to
closing, at which time Ms. transfers the Property to Escalade by way of deed in
return for the price being paid to Ms. , the City shall execute the necessary
documentation, to be prepared by the Closing Agent at the expense of Escalade, that
will result in the absolute, unconditional release of its current Deed of Trust lien against
the Property.

2. By executing this agreement, Escalade agrees to rehabilitate the Property
by performing repairs and improvements to it so as meet FHA Minimum Standards and
obtain issuance of a COO by the City of Spokane Building and Planning Department.

3. As long as Escalade performs the required repairs and improvements and
obtains and delivers to the City appropriate written certification1 that the Property meets
FHA Minimum Standards and that the City has issued a COO, all within nine (9) months
from the date of Closing (evidenced by the date the transfer deed is recorded with the
county auditor), then Escalade shall not be required to pay the Payoff Deficiency.

4. If, however, Escalade does no  thed repairs and improvements and/or
fails to obtain and deliver to the City appropriate written certification (see
Footnote #1 below) that the Property meets FHA Minimum Standards and that the City
has issued a COO, all with nine (9) months from the date of Closing (evidenced by the
date the transfer deed is recorded with the county auditor), then Escalade shall be
required to pay the City the Payoff Deficiency amount in cash within fifteen  days of
written notification being mailed or delivered from the City of non-

 The City shall be allowed to have its compliance staff inspect the Property to determine if it meets FHA
Minimum Standards. If the Property is deemed to meet FHA Minimum Standards, then the City will accept the
Property as duly certified. If, however, the Property is deemed to not meet FHA Minimum Standards, then the
City shall pay to have it inspected by an independent third party inspector of its choice. If that inspector
certifies in writing that the Property does meet FHA Minimum Standards, the City will accept the Property as
certified. If, however, that inspector concludes that the Property does not meet FHA Minimum Standards,
then Escalade shall immediately reimburse the City for the cost of the inspection fee, and Escalade shall have
exactly thirty (30] days in which to perform additional work to bring the Property up to FHA Minimum
Standards, have the Property re-inspected at its expense, and obtain written certification from that inspector
that the Property then meets FHA Minimum Standards.

2
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compliance with the terms of this agreement. Any such notification shall be deemed
delivered by the City within three (3) days after placing said notice in U.S. Mail by
regular and certified mail, or by actual personal delivery to Escalade, its registered

 Escalade fails to pay the Payoff Deficiency as required herein, the Payoff
Deficiency shall commence to accrue interest at the rate of 12% per year until paid in
full.

5. The parties agree that this fully signed document shall be recorded by the
Closing Agent for the Property immediately after the transfer deed is recorded and
one (1) new Deed of Trust is recorded to secure a private loan to Escalade.
Recordation of this agreement shall serve as constructive notice of a contingent
interest that is being retained by the City in the Property to the extent of the Payoff
Deficiency.

6. At such time as the City receives in a timely fashion (i.e. within nine (9)
months of the Closing Date) acceptable written certification as set for the above that the
Property meets FHA Minimum Standards and that a COO has been duly issued for the
Property by the City of Spokane, the City shall then sign and deliver to Escalade a 
written statement to this effect and that the City no longer holds a contingent interest in
the Property and that no Payoff Deficiency is owed by Escalade. Any such statement
shall be prepared by the city at the expense of the city, and will be recorded by
Escalade at its expense. Statement shall be provided to Escalade within  days of the
request being made upon confirmation of completion.

7. Time is of the essence with regard to performance of all terms and
conditions of this agreement.

8. In the event either party is required to retain the services of an attorney
regarding this agreement and/or to file suit concerning the terms of the agreement, the
prevailing party or innocent party in said dispute shall be entitled to recover judgment
against the non-prevailing party or responsible party for all costs of suit, including a 
reasonable sum for attorney fees.

9. This agreement is binding upon and shall inure to the benefit of the parties
hereto, their successors, heirs, assigns, agents, and legal representatives.

The parties freely, voluntarily and with full understanding of the terms and
conditions of the agreement hereby execute this agreement.

See the next page for signatures of the parties

THE CITY OF SPOKANE:

3
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By:
Theresa

Its: City Administrator

E S C A L A D E

By:
Lee Arnold

Its: Managing Member

State of Washington S
S

County of Spokane S

 certify that  know or have satisfactory evidence that Theresa  signed this
instrument, on oath stated that she was authorized to execute the instrument and
acknowledged it as Citv Administrator for the Citv of Spokane to be the free and
voluntary act of such party for the uses and purposes mentioned in the instrument.

DATED: November , 2015.
Signature of Notary Public
My Commission Expires: _ 

State of Washington
S

County of Spokane S

 certify that  know or have satisfactory evidence that Lee Arnold signed this
instrument, on oath stated that he was authorized to execute the instrument and
acknowledged it as the Managing Member of Escalade Properties, LLC to be the free
and voluntary act of such party for the uses and purposes mentioned in the instrument.

DATED: November ,
 of  Public

My Commission Expires:
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BUILDING YOUR 
REPUTATIONAL CAPITAL 

NUISANCE 
ABATEMENT 

PENDING! 

Turning Garbage into Gold! 
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Why is The First Deal 
The Hardest Deal? 
 
How to Get Over the First Deal Hang Ups  
So You Can Line Up Deals and Profit  
Over and Over Again! 

 

 

 

 

 

 

 

Why is The First Deal the Hardest Deal? 

If You’re Like the Penguin, You’re in Good Company! 

Most successful people have gone through this phase at 
one stage or another in their lives.  
They had enough reasons to give up their dreams but 
chose otherwise.  
What did they have that separates them from most 
everyone else?  
They have only one thing working for them… 
___________________________________________! 
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The Science Behind Not Doing Anything 

Did you know that a staggering ___________________ 
of people that set New Year's goals never actually 
achieve them? That's according to research conducted in 
2017 by the University of Scranton. 
A 2010 LexisNexis survey showed that, on average, 
employees spend more than half their workdays 
receiving and managing information rather than using it 
to do their jobs! 
We’ve all done it, and if you're like me -- a driven 
entrepreneur --failing to meet goals can set you back and 
leave you discouraged and frustrated.  

 

So, What’s Stopping You?  
The 5 Things Keeping You from a Successful Deal 

#1: Because _________________ and the __________________ 
are scary, there is a natural inclination to want to delay 
beginning for as long as possible.  

We let the, what ifs crowd out action with questions like:  
1. What if the City Attorney won’t give me the time of 

day? 
2. What if he/she will? (Sometimes success is scarier 

than failure.) 
3. What if I can’t find the homeowner? 
4. What if the homeowner won’t negotiate with me? 
5. What if they accept my offer… then what? 

 
#2: No one wants to ______________. A fear of failure 
is essentially a fear of shame. 
1. Shame is a toxic emotion because instead of feeling 

bad about our actions (guilt) or our efforts (regret), 
shame makes us feel bad about who we are. Shame 
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gets to the core of our egos, our identities, our self-
esteem, and can halt us in our tracks. 

2. Therefore, the easiest way not to fail and feel 
shame is to never do anything at all (especially 
anything new.) 

 
#3: Perhaps even worse than failing is looking _______.  
1. No one wants to be told--after the new venture has 

failed--that "you didn't think it through."   
2. To keep that from happening you fall into the _____     

___________ trap and just think about the 
opportunity and study the competition and research 
everything there is to research. 

3.  There is always one more thing you can check, or 
one more person you can talk to (all of which keeps 
you busy, but never really accomplishing anything of 
value). 
 

#4: You don’t have the __                  ________.   
1. You convince yourself you don't have sufficient 

knowledge, money, staff, approvals, etc. to start 
something new. (You never want to go into battle 
without a full complement of resources, right?  So, it 
is better to delay until you get them.)  

HINT: Money and staff only come after you start 
experiencing success.  
 

#5: Life is ____________________ and gets in the way.  
1. We are all busy and our "to do" lists are incredibly 

long as it is.  
2. Who has time to develop or devote time to anything 

new right now, right? Especially when there is TV 
to watch, shopping to do, or time to waste! 
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I’ve Heard All of These Excuses… 
 

Some of You Are Going to Use  
Them When You Leave Here on Sunday… 

 

 

You Can Have Excuses 

Or You Can Have Money 
__________________________________________________ 

__________________________________________________ 

 

There is Something You Need to Realize, Being an 
Entrepreneur is Hard and a lot of Work 
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But If You Don’t Do It, Someone Else Is… And They’re 
Signing Your Paycheck 

 

 

How to Stay Active and Avoid the Excuses 

#1. Structure Your Day Around Income Producing 
Activities Only 
1. Use a ________________________________ 
2. Because our ability to make quality, 

long-term decisions deteriorates 
with each additional choice we 
make, big or small, be like the most 
successful people and structure your 
day to cut down on the amount of 
decisions you need to make.  

3. Tackle your most important task 
first thing in the morning when 
your willpower reserves are at your 
fullest and try to make small 
decisions as automatic as possible.   
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#2. Limit the Amount of _________________________ 
You Consume 
1. For any problem we face, there is a virtually limitless 

supply of information we can delve into.  
2. Reading with a specific goal in mind allows you to 

get through large amounts of information without 
getting overwhelmed. 

3. No matter how much information, how much data 
that you have, there will always be more.  ________     
_____________________________ with the 
information that you have available now, then adapt 
and change it later if you need to. 

 

Typical Consumption (Too Much Info!) 
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#3. Set a    __________________________________ 
 
1. __________________________________________ 

states that work expands to fill the amount of time 
you’ve allotted it. If you give yourself an hour to do a 
task, it will take an hour. If you give yourself 15 
minutes to complete the same task, it will take 15 
minutes.  Don’t give yourself more time than 
necessary! 

2. And make your deadline as public as possible. Tell a 
coworker or friend who will help to hold you 
accountable to your decision deadline, or even 
commit to a deadline on social media. 
 

#4. Know Your ________________________________ 
1. Review your top five goals as a company (even if that 

company is just you) at the start of every work day.   
2. As a result, your main goals are always at the top of 

your mind when you need to decide what to 
prioritize or when faced with a difficult business or 
marketing decision.  

3. Anything that doesn’t align with your current goals, 
 
 __________________________________________     
 

Now, all the vision boards, writing goals down, and 
thinking positive thoughts are great. 

 

But most people forget to do the ________________________. 

 

The Work is Getting the Deal Done!!! 
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What If… 

I Could Help You Do Your  
First Lien Abatement Deal? 

 

What If… 

You Could Watch and Learn on Your First 
Deal Without ALL the Risk That Keeps 
ALL the Excuses Fresh on Your Mind? 
 

Would You Do It? 
 

Introducing the Master Lien 
Abatement Workshop 

 

PARTICIPATION ALERT: (never done before)
Get Your First Deal Done with Us!!!

What You’ll Learn: Day #1 

Review the Nuisance and Lien Abatement Process 
Skip-Trace Homeowners 
Make Out-Bound Calls 
Mock Offer-Writing Session (How to write a net offer) 
Research Your Local Market and the Municipality 
Players and Make Appointments to Meet with Them the 
Following Week 
How to manage your landing page 
Learn how to market on social media 
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What You’ll Learn: Day #2 

Attend Code Enforcement Meeting 
Meet the Contractor (at the Property) 
Go through our House with the Contractor 
Develop scope of work, budget & draw schedule  
Drive Run Downs 

 

What You’ll Learn: Day #3 

Learn How to Get Millions in Private Capital: Become 
the Advanced Loan Consumer 
Meet the Appraiser at the property 
Learn what appraisers look for to determine value 
Step by Step Process of Getting Your Deal Funded 
(From Application to Closing) 
Drive Run Downs 

 

What You’ll Learn: Day #4 

Closing Out the Loan 
Line Up the Construction Process 
Meet with Sarah at APH with the Plan  
Sign the Participation Agreement 
Record your landing page video voice over 

 

Other Great Bonuses 
Delivered at the Master Workshop 

Landing Page About Your Lien Abatement Service 
(Customized to Your Business) 
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Commercial for Your Landing Page (rights to our 
reputational capital) With All Your Personalized 
Information in it 
Direct Mail Pieces for Neighbors (We’ll show you how 
to get the neighbors involved and, on your side,) 

 

And Participation on  
a Real Lien Abatement Deal!!! 

You’ll Share in the Upside Without Any Downside! 
 

What Does That Look Like? 

Because the First Deal is always the hardest, we’ll do 
your first deal with you (we’ll work on it here) 
Only 20 primaries Can Participate (limited amount 
allowed in each Master Workshop) 
You’ll be a part of the loan process (see how it’s done) 
No money in, but you’ll participate in the profit! 
You’ll get ongoing updates, pictures, and videos of the 
deal in motion from tear-down to build out to staging to 
closing and sell, YOU’LL SEE IT ALL! 

 

You’ll Not Only Get a 
Deal Under Your Belt, 

You’ll Build Your 
Acumen and 

Reputational Capital!!! 
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Why Is This Important? 

Because of Our Proposal for Your Success! 

If you complete FOUR (4) deals within ONE (1) 
year, you will receive a reimbursement of your 
tuition, if those deals are completed in the year 
following the workshop; you use COGO financing; 
you provide us with before and after pictures and 
submit pictures of your profit checks. 

 

Our Deal Together Counts Toward the 4! 

That Means You Only Have to Do 3 on Your Own to 
Get Your Money Back!!! 
Only 20 Allowed 
We Already Have 3 Signed Up So Only 17 Spots Are 
Left… 

What You’ll Receive… 

Four Days of In-Depth, Hands-On Training on the Lien 
Abatement Process (finding, acquiring, and closing) 
Guided Research of Your Own Local Market 
First Deal Done for You (All the Upside, All the 
Knowledge, but None of the Risk) (counts toward our 
Success Proposal) 
Professional landing page, commercial, and mailings 
 

Remember… My First 4 Deals? 

Deal #1 Profit = $42,307.03 
Deal #2 Profit = $23,951.83 
Deal #3 Profit = $21,146.54 
Deal #4 Profit = $50,671.31 

Over $138,000 in Profit!!! 
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____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

Just One of Those Deals Will Pay for Your Tuition…  

Submit 3 and We’ll Give You Back Your Tuition 
Investment 
(That’s on Top of Your Profit)! 
 

Your Tuition is Paid for With the Deals You Do!  

Remember, I Made It Easier by Doing Your First Deal 
with You! 
You Can Make Excuses or You Can Make Money… 
Which One Are You Going to Choose to Do? 
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CASE STUDY 2 

NUISANCE 
ABATEMENT 

PENDING! 

Turning Garbage into Gold! 
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CASE STUDY 2 

 
 

 
 

 

How We Found the Property: 

This property is across the street from Case Study 1. 
__________________________________________.  

 

 

 

 

 

 

 

 

 

 

 

Make sure you are 
_______________________
_______________________
_______________________
_______________________
while you are fixing the 
property.   
Neighbors see these signs as 
well as the houses across the 
street and bring you leads.  

 

 

__________________________________________. 
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How we found the owner 

The owner, June, was visiting her 
property and saw the work we were 
doing on Case Study 1.   
She approached the work crew about 
buying her property! 
 
 
 
 
 

The opportunity & potential 

The property had been condemned by the city health 
department and she was living with her daughter. 
The basement was “full” of raw sewage and June did not 
have the resources to get it fixed. 
What the cities deem to be an overbearing issue is not 
as bad as they say.   
The city told us the cost to 
repair the plumbing would be 
$15-20,000 because that is the 
amount the city was quoted.  I 
believe the plumber saw that 
the client was the city, assumed 
government funding, and 
quoted a ridiculous price. 
__________________________ 
__________________________  
Experience as well as having an 
inquiring mind to research 
things out will save you a  
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fortune and allow you access to deals that others will not 
touch or believe will cost more to repair than they will. 
Upon inspection of the property we discovered that the 
house did have a raw sewage back up but was only a 5-
gallon bucket full.  Nothing like they had described.     
Our plumber scoped the line to discovered that it had 
been clogged with Feminine Hygiene products which 
simply need to be snaked.  We fixed the plumbing for 
much less than what the city quoted.   
______________________________________________ 
By the Numbers 
o Estimated Profit & Loss Statement. 
o Estimated Profit $23,951.83 
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Negotiating the Deal: 

With the Owner. 
June owned the property @ 2315 
W. College Ave. through an 
assistance program with the city 
of Spokane. 
Due to her poor health and 
financial situation she was unable 
and unwilling to make the repairs 
needed to make the property 
livable.  
She agreed to sell the property on 
the condition that the City of 
Spokane would release her of all 
liens against the property. 

See the signed Purchase and Sales agreement, at the end 
of this section - “Subject to City of Spokane releasing 
June of all liens against the property.” 
I used the _____________________________________ 
on this property.   This is a strategy I now use often. 
“June to receive up to $15,000 but not less than $12,500.  
Buyer to pay all applicable closing costs.” 
 

With the City 

After the positive outcome 
from Case Study 1, the city 
was anxious to work with 
us on this new property. 
The city was more than 
willing to make concessions 
in exchange for us taking 
responsibility for the  
property and getting it fixed and back on the market. 
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We had to bring the county taxes current at closing – 
See the HUD statement at end of section - Line 1304 
We also brought the City of Spokane delinquent 
water bill current – line 1303  
Note: Water bills are rarely negotiable 
How we closed the deal. 

Note: When working with cities, there is a possibility that 
you may be directed to a land bank.  Most of your land 
banks are in the Eastern Region of the United States. 

Land Banks and Land Trusts 

What is a Landbank? 

“Landbanks are public or community-owned entities created for a 
single purpose: to acquire, manage, maintain, and repurpose vacant, 
abandoned, and foreclosed properties –the worst abandoned houses, 
forgotten buildings, and empty lots.”  Source:  Center for Community Progress. 

 
How does a Land Bank operate? 

Sell or convey property through locally developed policies 
that reflect the community’s priorities 

1. Sell through negotiated sales  
2. Transfer property for other than monetary consideration  
3. Sell, lease, manage property with terms deemed to be in 

the interest of the Land Bank.  
5. Utilize land bank financing tools for tax foreclosed and 

other targeted properties.  
6. Support local planning decisions by adhering to local 

priorities as to use and transferee of land bank owned 
properties.  
 
What are the Programs of a Land Bank? 

• Demolition  
• Property maintenance  
• Rental management  
• Land Use Planning  
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• Sales  
• Real Estate Development and Rehabilitation  
• Land assembly for development  

 
Land Bank Programs– Develop Louisville 

Video: Global Metro Louisville, KY Landbank Programs 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 
____________________________________________ 

 
How Can You Partner With A Land Bank? 
 

Most land banks have properties that they desperately 
need to remove from their inventory. They are looking 
for people who have a plan for the property and the 
resources to make it happen.  
 
If you can show them you have a plan and the resources 
to make the plan a reality (i.e. COGO Capital) then you 
can buy properties in your market for a dollar! (Story of 
our client who did this very thing) 

 

Case in Point: George Armstrong & Willie Gerald 
Bought a $1.00 Lucrative Lien House 

• After going through our system George Armstrong 
and Willie Gerald found a program in their city that 
allows people to buy some of the thousands of vacant 
homes for just $1 to either renovate or demolish.  

• Because of our training, they “learned to take 
something that's bad and make it look like a castle “(not 
too hard when your initial investment is just $1.00!!!) 
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The Rehab – What we did to it 

The Scope of Work 
New window, fresh paint, landscaping 

 
 
 
 
 
 
 
 

Back yard clean-up & tree removal 
 
 
 
 
 
 
 

Fresh paint inside, new carpet, & lighting 
 
 
 
 
 
 
 
 

Rehabbed existing 
kitchen cabinets, new 
appliances 
Remember, the goal 
is to maximize profits 
not the amount of the 
rehab! 
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3 bedrooms – Paint, Carpet, Staging 
 
 
 
 
 
 
 

Restored the property to include a full garage.  This was 
an important selling feature in this neighborhood. 

 
 
 
 
 
 
 
 

Inside laundry room 
 
 
 
 
 
 
 
 

Completely refurbished bathroom 
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Ready for sale! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Listing the Property 

http://tours.tourfactory.com/tours/tour.asp?t=163
7769  

 

Top 3 Things We learn from this deal  

Birds of a feather flock together.    
o Every rehab is a marketing magnet! 
o Use your rehabs to attract other potential sellers. 
The NET Offer. 
o This a powerful strategy in negotiation.   
o It gives the seller peace of mind that you do care 

about what they get out of the deal. 
There is _____________________________________ 
for doing your own due diligence and having your 
own eyes on the property! 
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____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________
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http://cp.spokanecounty.org/scout/propertyinformation/SummaryPrint.aspx 1/3

Parcel Information

Parcel Number: WEBPADAL Data As Of: 5/26/2016
Site Address:    2315 W COLLEGE AVE

Parcel Image

Owner Name: 
Address:  AVE, SPOKANE, WA, 99201-1635

Taxpayer Name: 
Address:  AVE, SPOKANE, WA, 99201-1635

Site Address

Parcel
Type

Site
Address City

Land
Size

Size
Desc. Description

Tax
Year Tax Code Area Status

R 2315 W
COLLEGE
AVE

SPOKANE 7020 Square
Feet

11 Single
Unit

2016 0012
(http://cp.spokanecounty.org/Assessors/TCA/TaxCodeAreaByYear.aspx?
TCA=0012)

Active

Assessor Description
NETTLETONS 1ST E1/2 L11 ;ALL L12 B15 

Appraisal

Parcel
Class Appraiser

Neighborhood
Code

Neighborhood
Name

Neighborhood
Desc

Appraiser
Name

Appraiser
Phone

11
Single
Unit

120
(http://cp.spokanecounty.org/Assessor/ContactAssessors/Default.aspx?
parcel=25133.0710)

313547 WSCE3  Elizabeth 477-5955

Assessed Value

Tax Year Land Dwelling/Structure Current Use Land Taxable Personal Prop. Total Value

2016 22,500 66,600 0 89,100 0 89,100

2015 22,500 66,600 0 56,882 0 89,100

2014 22,500 67,600 0 0 0 90,100

2013 22,500 67,600 0 0 0 90,100

2012 22,500 71,500 0 0 0 94,000

2011 22,500 75,900 0 0 0 98,400

Characteristics

Dwelling/
Structure

Year
Built

Year
Remodeled Size Type House Type Roof Material Heat Cool Bedroom

Half
Bath

Full
Bath

Dwelling 1905 0 867 SF 56 1+ Story 1000-
1499

Comp sh
medium

Forced hot air-
gas

None 3 0 1

Attached Garage 0 0 576 SF    0 0
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Residential Sq Ft Breakdown Sq Ft Extension

Basement 250 R01

1st Floor 867 R01

1.5 200 R01

Features / Structure Main Floor Size Size Type

DWELL - Basic allowance 1

DWELL - Enclosed Frame Porch 336 SF

DWELL - Open Frame Porch 55 SF

Land Number Soil ID Acreage Sq Ft Frontage Depth Lot(s)

1 R1OL 0.16 7,020 60 117 1

Sales
Property Taxes

Tax Year Charge Type Annual Charges Remaining Charges Owing

2016 A/V Property Tax 1,241.15 1,241.15

2016 City of Spokane Lien Principal 229.07 229.07

2016 Interest & Penalties 12.48 12.48

2016 Lien Interest 6.05 6.05

2016 Soil Conservation Principal CNSV1 5.02 5.02

2016 Weed Control Principal WCWEED1 1.80 1.80

Total Taxes for 2016 1,495.57 1,495.57

2015 A/V Property Tax 809.84 809.84

2015 City of Spokane Lien Principal 3,759.27 3,759.27

2015 Interest & Penalties 195.80 195.80

2015 Lien Interest 406.31 406.31

2015 Soil Conservation Principal CNSV1 5.02 5.02

2015 Weed Control Principal WCWEED1 1.80 1.80

Total Taxes for 2015 5,178.04 5,178.04

2014 Soil Conservation Interest 0.05 0.00

2014 Soil Conservation Principal CNSV3 5.00 0.00

Total Taxes for 2014 5.05 0.00

2013 Soil Conservation Interest 0.05 0.00

2013 Soil Conservation Principal CNSV3 5.00 0.00

Total Taxes for 2013 5.05 0.00

Grand Total 6,683.71 6,673.61

Tax Receipts

Tax Year Receipt Number Receipt Date Receipt Amount  

2014 6146630 05/12/2014 5.05 104 | Page



08 36 20 04 28 2016

PRE-CLOSING DRAFT

A. Settlement Statement (HUD-1)
OMB No. 2502-0265

B. Type of Loan

1. FHA 2. RHS 3. Conv. Unins.

4. VA 5. Conv. Ins.

6. File Number 7. Loan Number 8. Mortgage Insurance Case Number

C. Note: This form is furnished to give you a statement of actual settlement costs.  Amounts paid to and by the settlement agent are shown.

D. Name and Address of Borrower E. Name and Address of Seller F. Name and Address of Lender

G. Property Location H. Settlement Agent Place of Settlement

I. Settlement Date

Disbursement Date

J. Summary of Borrower's Transaction K. Summary of Seller's Transaction
100. Gross Amount Due from Borrower 400. Gross Amount Due to Seller
101. Contract sales price 401. Contract sales price

102. Personal property 402. Personal property

103. Settlement charges to borrower (line 1400) 403.

104. 404.

105. 405.

Adjustments for items paid by seller in advance Adjustments for items paid by seller in advance
106. City/town taxes to 406. City/town taxes to

107. County taxes to 407. County taxes to

108. Assessments to 408. Assessments to

109. 409.

110. 410.

111. 411.

112. 412.

120. Gross Amount Due from Borrower 420. Gross Amount Due to Seller

200. Amounts Paid By Or In Behalf Of Borrower 500. Reductions In Amount Due To Seller
201. Deposit or earnest money 501. Excess deposit (see instructions)

202. Principal amount of new loan(s)     502. Settlement charges to seller (line 1400)

203. Existing loan(s) taken subject to 503. Existing loan(s) taken subject to

204. 504. Payoff of first mortgage loan

205. 505. Payoff of second mortgage loan

206. 506.

207. 507.

208. 508.

209. 509.

Adjustments for items unpaid by seller Adjustments for items unpaid by seller
210. City/town taxes to 510. City/town taxes to

211. County taxes to 511. County taxes to

212. Assessments to 512. Assessments to

213. 513.

214. 514.

215. 515.

216. 516.

217. 517.

218. 518.

219. 519.

220. Total Paid by/for Borrower 520. Total Reduction Amount Due Seller

300. Cash At Settlement from/to Borrower 600. Cash At Settlement to/from Seller
301. Gross amount due from borrower (line 120) 601. Gross amount due to seller (line 420)

302. Less amounts paid by/for borrower (line 220) 602. Less reductions in amount due seller (line 520)

303. Cash From To Borrower 603. Cash To From Seller

The Public Reporting Burden for this collection of information is estimated at 35 minutes per response for collecting, reviewing, and reporting the data. This agency may not collect this information, and you are not required to complete this 

Previous editions are obsolete Page 1 of 3 HUD-1

College

Escalade Properties, LLC
1121 E. Mullan Ave.
Coeur d' Alene, ID 83814

June 
 Ave.

Spokane, WA 99201

2315 W. College Ave.
Spokane, WA 99201

509-456-0400

Alissa 
Gustafson & Hogan, P.S.
Gustafson Law, Inc., P.S.
1500 West 4th Ave., Suite 408
Spokane, WA 99201

Gustafson Law, Inc., P.S.
1500 West 4th Ave., Suite 408
Spokane, WA 99201

05/26/16
05/26/16

29,000.00 29,000.00

2,281.00

137.98 137.98

6,637.98

10,000.00

12,500.00

31,418.98

0.00

31,418.98

31,418.98
( 0.00)

29,137.98

29,137.98

0.00

29,137.98
( 29,137.98)

05/26/16 07/01/16 05/26/16 07/01/16

City of Spokane Payoff

Proceeds to June 
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PRE-CLOSING DRAFT

L. Settlement Charges

Paid From Paid From
Borrower's Seller's
Funds At Funds At

Settlement Settlement

700. Total Real Estate Broker Fees
Division of Commission (line 700) as follows:

701. $ to

702. $ to

703. Commission paid at Settlement

704.

800. Items Payable In Connection With Loan

900. Items Required By Lender To Be Paid In Advance

1000. Reserves Deposited With Lender

1002. Homeowner's Insurance months @ $ per month

1003. Mortgage insurance months @ $ per month

1004. Property taxes months @ $ per month

1005. months @ $ per month

1006. months @ $ per month

1007. months @ $ per month

1008.

1100. Title Charges

1200. Government Recording and Transfer Charges

1300. Additional Settlement Charges

1400. Total Settlement Charges (enter on lines 103, Section J and 502, Section K)

Previous editions are obsolete Page 2 of 3 HUD-1

$

850.00
309.80

521.20

600.00
695.38

5,153.75
788.85

 

801. Our origination charge $ (from GFE #1)

802. Your credit or charge (points) for the specific interest rate chosen $ (from GFE #2)

803. Your adjusted origination charges (from GFE #A)

804. Appraisal fee to (from GFE #3)

805. Credit Report to  (from GFE #3)

806. Tax service to  (from GFE #3)

807. Flood certification (from GFE #3)

808.  
809.  
810.  
811.  
812.  
813.  
814.  

901. Daily interest charges from  to  @ $/day (from GFE #10)

902. Mortgage insurance premium for  months to (from GFE #3)

903. Homeowner's insurance for  years to (from GFE #11)

904.  
905.  

1001. Initial deposit for your escrow account (from GFE #9)

$

$

$

$

$

$

Aggregate escrow adjustment $

1101. Title services and lender's title insurance (from GFE #4)

1102. Settlement or closing fee to Gustafson Law, Inc., P.S. $

1103. Owner's title insurance to First American (from GFE #5)

1104. Lender's title insurance $

1105. Lender's title policy limit $

1106. Owner's title policy limit $
1107. Agent's portion of the total title insurance premium $

1108. Underwriter's portion of the total title insurance premium $

1109.  
1110.  
1111.  
1112.  

1113.  

1201. Government recording charges  (from GFE #7)

1202. Deed $           Mortgage $          Release $

1203. Transfer taxes (from GFE #8)

1204. City/county tax/stamps: Deed $ Mortgage $

1205. State tax/stamps: Deed $ Mortgage $     
1206. 

1207. 1.78% Excise Tax to Spokane County Treasurer $

1208.  $

1301. Required services that you can shop for (from GFE #6)

1302. Reconveyance Fees to Spokane County Auditor/Trustee $

1303. Delinquent Water Bill to City of Spokane $

1304. 2015 Taxes to Spokane County Treasurer
1305. 2016 First Half Taxes to Spokane County Treasurer
1306.  
1307.  
1308.  
1309.  
1310.  

2,281.00 6,637.98
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Comparison of Good Faith Estimate (GFE) and HUD-1 Charges Good Faith Estimate HUD-1

Charges That Cannot Increase HUD-1 Line Number

Our origination charge # 801 0.00 0.00

Your credit or charge (points) for the specific interest rate chosen # 802 0.00 0.00

Your adjusted origination charges # 803 0.00 0.00

Transfer taxes # 1203 0.00 0.00

Charges That in Total Cannot Increase More Than 10% Good Faith Estimate HUD-1

Government recording charges # 1201 0.00 0.00

Owner's title insurance # 1103 0.00 309.80

Total 0.00 309.80

Increase between GFE and HUD-1 Charges 309.80 (Enter GFE amounts)

Charges That Can Change Good Faith Estimate HUD-1

Initial deposit for your escrow account # 1001 0.00 0.00

Daily interest charges # 901 0.00 0.00

Homeowner's insurance # 903 0.00 0.00

Loan Terms
Your initial loan amount is $   

Your loan term is Null years.

Your initial interest rate is %

Your initial monthly amount owed for principal, $ includes 
interest, and any mortgage insurance is Principal

Interest
Mortgage Insurance

Can your interest rate rise? No Yes, it can rise to a maximum of %. The first change will be on 
and can change again every  after . Every change date, your
interest rate can increase or decrease by %. Over the life of the loan, your interest
rate is guaranteed never to be lower than % or higher than %.

Even if you make payments on time, can your loan No Yes, it can rise to a maximum of $.
balance rise?

Even if you make payments on time, can your No Yes, the first increase can be on  and the monthly amount owed
monthly amount owed for principal, interest, and can rise to $.
mortgage insurance rise? The maximum it can ever rise to is $.

Does your loan have a prepayment penalty? No Yes, your maximum prepayment penalty is $.

Does your loan have a balloon payment? No Yes, you have a balloon payment of $ due in  years on .

Total monthly amount owed including escrow You do not have a monthly escrow payment for items, such as property taxes and
account payments homeowner's insurance. You must pay these items directly yourself.

You have an additional monthly escrow payment of $ that results in a total

initial monthly amount owed of $. This includes principal, interest, any mortgage
insurance and any items checked below.

Property taxes Homeowner's insurance
Flood insurance

Note: If you have any questions about the Settlement Charges and Loan Terms listed on this form, please contact your lender.
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PRE-CLOSING DRAFT

Addendum to Settlement Statement

This page is attached to and made part of the Settlement Statement in the matter described on Page 1 of the Settlement Statement.

I have carefully reviewed this Settlement Statement and to the best of my knowledge and belief, it is a true and accurate statement of all receipts and 
disbursements made on my account or by me in this transaction.  I further certify that I have received a copy of the Settlement Statement.

Borrower(s) Seller(s)Escalade Properties, LLC        ___________________________________  05/26/16
June 

The Settlement Statement which I have prepared is a true and accurate account of funds received and funds disbursed or to be disbursed for this 
transaction.

05/26/16  ________________________________________  Alissa , Settlement Agent

WARNING:  It is a crime to knowingly make false statements to the United States on this form.  Penalties upon conviction can include a fine and imprisonment.  For details see: Title 18 U.S. Code Section 1001 
and Section 1010.
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Property Profit and Loss
Property address: 2315 W College
Purchase Date: 6/1/2016
Cash Outflow (Investment)

Purchase of Property 25,000.00$               

Total Fix up and Repair 57,898.00$               

Selling Costs 18,050.17$               

Est Total Investment 100,948.17$             

Target Sale Price 124,900.00$     

Est Profit 23,951.83$        
Closing Date 11/1/2016
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CASE STUDY 3 

NUISANCE 
ABATEMENT 

PENDING! 

Turning Garbage into Gold! 
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How We Found the Property: 

This property came 
directly from the 
Spokane City 
Attorney.   
The city had been 
working with this 
property for years 
trying to remedy the 
situation.   
They needed help and 
contacted Lee. 
 

Background 
The original owner had died, which legally left the 
property to her three adult children. 

The two sisters had moved out of 
the house long before their mother 
died but the adult brother, Michael 
was living with his mother at the 
time of her death and continued to 
do so afterward. 
Michael’s mental health was an issue 
and drug use only made it worse.  
He would often yell at and threaten 
neighbors repeatedly. 
Police were called to the house more 
than 50 times from the beginning of 
2015, often for mental health issues, 
disturbances and to check on his 
welfare.  
The house had gone without power 
and water for months, and Michael 
was using a 5-gallon bucket in the 
backyard as a toilet.  
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His nest in the basement included a 
board tied to electric wires he had 
ripped out of the wall.  

 
 

 

 

 

 

 
 

 
 

 

 
 
For heat, he burned pieces of the wall 
in a newspaper stand he stole off the 
street. 

Michael slept in the basement, entering and 
exiting through a ground-level window, 
and had tipped the kitchen refrigerator to 
cover the stairs so no one else could enter 
the basement. 

Once he was inside, he’d use the wires to 
pull the board into the window and wind 
them around hooks, keeping anyone 
from following him inside.  
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The two sisters were contacted through information 
provided by the City Attorney and they were anxious to 
sell the property because they were getting ready to lose 
it due to code and health violations. 
The drug addict brother was another story.  He could 
not be found. 
He was squatting in the property and every time a 
process server showed up to hand him the court order, 
he wouldn’t answer the door.  In his defense however, 
the front door was screwed shut and could not be 
opened.  

 

 

 

 

 

 

 

 

 

 

The strategy of _______________________________ 
was discovered on this house.   

When a person cannot be identified to serve, you can 
publish the legal notice in the newspaper in the county 
that the matter is being tried in and they will have to 
appear in court.  If they fail to appear because of the 
service by publication, the court will award a judgment 
in your favor allowing you legal possession and the 
ability to evict.  A great and powerful strategy that I did 
not know prior to this house.  
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Definition - Service by Publication – Law.com 

n. serving a summons or other legal document in a 
lawsuit on a defendant by publishing the document in an 
advertisement in a newspaper of general circulation. 
Service by publication is used to give "constructive 
notice" to a defendant who is intentionally absent, in 
hiding, unknown (as a possible descendant of a former 
landowner), and only when allowed by a judge's order 
based on a sworn declaration of the inability to find the 
defendant after "due diligence" (trying hard). Service by 
publication is commonly used in a divorce action to 
serve a spouse who has disappeared without leaving a 
forwarding address or to give notice to people who 
might have a right to object to a "quiet title" action to 
clear title to real property. 

http://dictionary.law.com/Default.aspx?selected=1928  

 

Steps to Service by Publication (may vary) 

• First, you need to _______________________________  

  _____________________________________________ 
and document the efforts made. If you are unable to 
locate the other party, then you must present your 
documentation to a judge and ask him/her to allow 
service by publication.  

STEP ONE - Prepare the following papers:  

Motion for Service by Publication  
Affidavit (describing what you have done to locate the 
other party.) This must be signed in front of a Notary 
Public.  
Order for Service by Publication (you complete the 
proposed order and later ask the clerk to have it signed.)  
A cover letter to be sent to the newspaper you have 
chosen to publish your notice.  
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A verification form that will be filled out by the 
newspaper and returned to you.  

STEP TWO  

Take the forms, your complaint and any other 
documentation you have to the court clerk’s office.  Tell 
the clerk that you need to have the order signed by the 
judge and attested by the clerk.  You ______________ 
even need to see the judge.  If you do, he or she will 
probably want to ask you about your efforts to find the 
other party or to ask you about the dates when the legal 
notices will be published.  
You will not have to prepare a Summons 
to file with your Complaint.  The Judge’s 
Order for Service by Publication and the 
publication itself will be treated as the 
Summons.  

STEP THREE  

Send a copy of the signed Order for Service by 
Publication with a filled in cover letter to the newspaper 
along with the verification for the newspaper to fill out 
and return to you. You should also include your 
payment to the newspaper, unless the newspaper will 
bill you later. 
Publication ___________________________________ 
of the date on which the judge signs your Order.  
Immediately arrange with the newspaper to be sure that 
this deadline is met.  

STEP FOUR  

You will get verification in the mail from the newspaper.  
This will include the completed verification form 
showing that the notice was published for 
______________________________________________. 
(The time for verification varies by state.) Copies of the 
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notice as it appeared in the newspaper should be 
included.  
Once you get back the verification, file it with the court 
clerk’s office.  Service by Publication is complete 
_______________ after the notice appeared in the paper.  
Hearing dates can now be scheduled, if you have 
received the verification back from the newspaper. 
 
 
 
 
 

• Once the service by 
publication was complete, 
the way was clear to move 
forward with the purchase of 
the property. 

 

 

 

 

 

 

The Opportunity & Potential 

 

Initially research yield 
an ARV of $159,900 
Purchase price was 
$25,000 

 

 

l
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The Rehab – What We Did to It 

The hauling away of trash is 
expensive when the 
condition of the property 
was so bad that not even 
professional trash haulers 
were willing to do the work.  
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New siding and 
windows all the 
way around 

Completely 
new kitchen 
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The basement was finished 
with 2 bedrooms, a bath and a 
living space turning this 2/1 
house into a 4/2 home. 
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Utility room with 
Laundry downstairs. 

Completely gutted and 
rebuilt 
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Main floor 
Master 
Bedroom 

Main floor Bathroom 

Basement Bathroom 
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Ready for Sale! 

Listing the Property 

http://tours.tourfactory.com/tours/tour.as
p?t=1719107  
 

3 Things We Learned From this Deal! 

• Service by Publication! 

• I scheduled my time lines on this house too tight 
and as a result paid a premium to get the house 
trashed out.   

o Better ____________________________  

__________________________________ 
would have saved about $4,000 in the trash out 
process.  

• Neighbors can be _____________________ 

____________________________________.   
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____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

o The neighbors on this house were so appreciative of this 
house being cleaned up, that they made for great referral 
partners, sounds bites in news stories and on-air 
podcasts.  

o They were also very willing to give testimonials about 
our work and our ethics and the way we conducted 
business.    

o Additionally, they watch the house for us.  Made sure no 
one was coming in and stealing out tools or messing 
with our project and alerted us whenever something was 
going on with the property or being done to the 
property.  
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4 Beds, 2 Baths MLS #: 201711446
6117 N CEDAR ST | Spokane, Washington  99205

$189,900

LEE ARNOLD
509-953-1000

lee1@securedinvestmentcorp.com

 • Forced Air
 • Hardwood Floors
 • Basement - Finished
 • SS Appliances
 • New Bathrooms
 • New Bathroom
 • Granite Counters
 • New Kitchen
 • Large Closets

Raise your family here! NEW kitchen! NEW
Stainless Steel Appliances! NEW Bathrooms!
NEW hardwood floors! NEW Paint! NEW
Carpet! NEW Egress Windows! NEW Finished
basement! Large closets! 4 bed/2 bath freshly
remodeled home that sparkles. Nice size tree-
lined, partially fenced yard for family gatherings.
Great neighborhood, close to shopping, good
schools. This home is priced to sell quickly, and
it will. Make sure you move fast on this one.

www.tourfactory.com/1719107
509-953-1000
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Lee Arnold

lee1@securedinvestmentcorp.com
http://agent-108784.pages.tourfactory.com

509-953-1000
Keller Williams Realty Spokane
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Before and after: House flip in north 
Spokane turns nuisance into new start 

Lee Arnold, 
founder and 
CEO of Cogo 
Capital walks 
through the 
backyard of a 
known problem 
house at 6117 
N. Cedar St. on 
Thursday, Sept. 
22, 2016, in 
Spokane, 
Wash. ( / The 
Spokesman-
Review) 
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When he bought the house last September, Lee Arnold said it was the second-worst one 
he’d ever been inside. 

The two-story ranch house at 6117 N. Cedar St. had fallen far beyond what most people 
would call disrepair. The original owner had died, leaving her adult son, Michael, living 
there. His mental health issues and drug use worsened, causing him to yell at and 
threaten neighbors repeatedly. 

Aleah McGinnis, who lives next door with her husband and 2-year-old son, said Michael 
would scream, break things and tear the house apart day and night. 

“It was scary,” she said. “He woke us up quite a few nights.” 

Police were called to the house more than 50 times from the beginning of 2015, often for 
mental health issues, disturbances and welfare checks. Then Arnold’s company bought 
the house. 

Arnold owns Cogo Capital, part of a network of real estate investment companies, and 
specializes in flipping distressed, foreclosed and abandoned homes. In 2015, he began 
working with the city to facilitate sales of chronic nuisance houses, often buying them 
from owners where the city’s hands were tied. 

The first day inside the house on Cedar was surprising, even for Arnold. The house had 
gone without power and water for months, and Michael was using a 5-gallon bucket in 
the backyard as a toilet. Michael slept in the basement, entering and exiting through a 
ground-level window, and had tipped the kitchen refrigerator to cover the stairs so no 
one else could enter the basement. 

His nest in the basement included a board tied to electric wires he had ripped out of the 
wall. Once he was inside, he’d use the wires to pull the board into the window and wind 
them around hooks, keeping anyone from following him inside. For heat, he burned 
pieces of the walls in a newspaper stand he stole off the street. 

It wasn’t Arnold’s worst house ever. That distinction belongs to a house where he found 
“250 gallons of urine in the basement,” he explained. But it was close. 

Spokane City Attorney Matt Folsom, who works with the Police Department on chronic 
nuisance properties, said officers exhausted their options trying to get Michael help. He 
didn’t want to work with mental health counselors. A judge ruled he didn’t meet the 
criteria for involuntary commitment based on mental illness. Since he technically owned 
part of the house, he wasn’t committing a crime by living there. Every time the city 
boarded the house up because of substandard conditions, he would break back in. 

Shortly before Cogo bought the house, a team of police officers went inside, trying to 
find Michael with police dogs. 
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“It was such a mess in there we couldn’t find him,” Folsom said. 

After their mother’s death, Michael and his two sisters owned the home. The sisters 
were willing to sell it, but the city couldn’t offer them real estate advice or work with 
them to make that happen, so Folsom called Arnold. 

Arnold met with the sisters, who said they just wanted the value of the land, about 
$26,000. They published notice of the sale, which a judge approved after Michael failed 
to appear in court. The sisters set up a trust so their brother will get his third of the 
money from the sale if he’s ever well enough to collect it, Arnold said. Cogo paid the city 
about $4,800 to cover outstanding fines and abatement costs on the property. 

In September, Cogo hired a crew to begin hauling trash out, part of the process of 
gutting the house before refurbishing it. The detritus included empty Gatorade bottles, 
pieces of the walls Michael had torn off, notebook paper with drawings of a robot on it 
and a book, “Time Traps and Proven Strategies for Swamped Salespeople,” on the 
kitchen floor. 

When the crew finished for the day, a Cogo staff member stayed behind to walk through 
the property and discovered Michael, covered in insulation, standing out on the porch. 
He’d apparently been hiding in the attic the whole time, Arnold said. 

Cogo gutted the house, finishing the basement and adding a new bathroom, gas heating 
and egress windows to give the house a total of four bedrooms. The house went on the 
market for $189,900 in early February and had a full-price offer within a few days. Cogo 
put about $85,000 into the rehabilitation, making it one of the company’s more 
profitable flips. 

The Cedar house is the fourth city nuisance house Cogo has refurbished. The first, a 
longtime drug den on West College Avenue, was purchased by a retiree from Whidbey 
Island last spring.

Michael has been around a few times since the sale, Arnold said, but police have been 
able to get him to leave. He’s currently couch-surfing around north Spokane, Arnold 
said.

McGinnis, the neighbor, said the neighborhood has been much calmer since the 
rehabilitation started. She said she hopes Michael is able to get help. 

Without the chaos next door, McGinnis said she’ll now be able to sell her home if she 
ever wants to move. 

“They did a really good job on it,” she said. 
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REAL ESTATE PURCHASE AND SALE AGREEMENT 
 
PARTIES:   _________________________________ ("Seller’s Name"), 
located at (Sellers Address) :___________________________________, 
(Seller’s Phone): _________________________________________ and  
___________________________________ (“Buyer’s Name”), as "Buyer" 
located at (Buyers Address), ___________________________________, 
(Buyer’s Phone): ________________________________, hereby agree 
that the Seller shall sell, and Buyer shall buy the property described as: 
 
I.   DESCRIPTION:  
 
a)     Legal description: 
 
 
b)     Street address, if any, of the Property being conveyed is:  
___________________________________________________________
___________________________________________________________
___________________________________________________________ 
 
c)     Personal property including all buildings and improvements on the 
property and all right, title and interest of Seller in and to adjacent 
streets, roads, alleys and rights-of-way, and:  Property to be purchased in 
its as is condition without representation or warranty from the seller as 
to condition, function, use, reliability, etc. etc. etc.  
 
II.  PURCHASE PRICE: __________________  
            
PAYMENT:  
  
a)    New Private Money Loan with Cogo Capital, LLC  
 
TOTAL ___________________ 
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III. FINANCING: If the purchase price or any part thereof is to be 
financed by a third-party loan, this Contract for Sale and Purchase 
("Contract"), is conditioned upon the Buyer obtaining a firm commitment 
for said loan by (Insert Date by which you will have lender approval”  
___________ 
 
IV. TITLE EVIDENCE: Within twenty 20 days from the date of 
Contract, Seller shall, at Buyers expense, deliver to Buyer or his 
attorney, in accordance with Paragraph XI, a commitment for title 
insurance with fee owner's title policy premium to be paid by Seller at 
closing. 
 
V. TIME FOR ACCEPTANCE AND EFFECTIVE DATE: If this 
offer is not executed by both parties hereto on or before _____________, 
the aforesaid deposit(s) shall be, at the option of the Buyer, returned to 
him and this offer shall thereafter be null and void. The date of Contract 
("Effective Date") shall be the date when the last one of the Seller and 
Buyer has signed this offer. 
 
VI. CLOSING DATE: This transaction shall be closed, and the deed 
and other closing papers delivered on ________________, unless 
extended by other provisions of Contract, or by written agreement of the 
Parties. 
 
VII. RESTRICTIONS, EASEMENTS, LIMITATIONS: N/A 
 
VIII. OCCUPANCY: Is the property currently occupied, yes or no? 
____________________ 
 
IX.  ASSIGNABILITY: Buyer may assign this Contract. 
 
X.   TYPEWRITTEN OR HANDWRITTEN PROVISIONS: 
Typewritten or handwritten provisions inserted herein or attached 
hereto as Addenda shall control all printed provisions in conflict 
therewith. 
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XI.  EVIDENCE OF TITLE: Within twenty (20) days from the date 
hereof, Buyer, at Buyer's sole cost and expense, shall cause a title 
insurance company mutually acceptable to the Parties ("Title Company") 
to issue and deliver to Buyer an ALTA Form B title commitment ("Title 
Commitment") accompanied by one copy of all documents affecting the 
Property, and which constitute exceptions to the Title Commitment.  
 
XII. EXISTING MORTGAGES TO BE ASSUMED: N/A 
 
XIV. CURRENT SURVEY: N/A 
 
XV. TERMITES: N/A 
 
XVI. INGRESS AND EGRESS:  Property being sold in its as is 
condition.  Seller has no knowledge of the property or the items inside.  
Buyer Beware. 
 
XVII. LEASES: N/A 
 
XVIII. LIENS: N/A 
 
XIX. PLACE OF CLOSING: Closing shall be held in the county 
wherein the Property is located, at the office of the attorney or other 
closing agent designated by Buyer’s lender.  
         
XX. TIME: Time is of the essence of this Contract. Any reference herein 
to time periods of less than six (6) days shall in the computation thereof, 
exclude Saturdays, Sundays and legal holidays, and any time provided for 
herein which shall end on a Saturday, Sunday or legal holiday shall 
extend to 5:00 p.m. of the next business day. 
 
XXI.  DOCUMENTS FOR CLOSING: Seller shall furnish deed, 
closing statement, mechanic's lien affidavit, assignments of leases, and 
any corrective instruments that may be required in connection with 
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perfecting the title. Buyer shall furnish mortgage, mortgage note, 
security agreement, and financing statement. 
 
XXII.  EXPENSES: State documentary stamps which are required to be 
affixed to the instrument of conveyance, intangible tax on and recording 
of purchase money mortgage to Seller, and cost of recording any 
corrective instruments shall be paid by Seller.  Documentary stamps to 
be affixed to the note or notes secured by the purchase money mortgage, 
cost of recording the deed and financing statements shall be paid by 
Buyer. 
 
XXIII.  PRORATION OF TAXES: Taxes for the year of the closing 
shall be paid for by buyer. 
 
XXIV. PERSONAL PROPERTY INSPECTION, REPAIR: Property 
being sold in its as is condition.  Seller has no knowledge of the property 
or the items inside.  Buyer Beware.  
 
XXV. RISK OF LOSS: Property being sold in its as is condition.  Seller 
has no knowledge of the property or the items inside.  Buyer Beware. 
 
XXVI. MAINTENANCE: Property being sold in its as is condition.  
Seller has no knowledge of the property or the items inside.  Buyer 
Beware. 
 
XXVII. PROCEEDS OF SALE AND CLOSING PROCEDURE: The 
deed shall be recorded upon clearance of funds and evidence of title 
continued at Buyer's  expense, to show title in Buyer, without any 
encumbrances or change which would render Seller's title unmarketable 
from the date  of the last evidence, and the cash proceeds of sale shall be 
held in escrow by Seller's attorney or by such  other escrow agent as may 
be mutually agreed upon for a period of no longer than  five (5) days  
from and after closing date.  
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XXVIII. ESCROW: Any escrow agent receiving funds is authorized and 
agrees by acceptance thereof to promptly deposit and to hold same in 
escrow and to disburse same subject to clearance thereof in accordance 
with terms and conditions of Contract. Failure of clearance of funds shall 
not excuse performance by the Buyer. 
 
XXIX. ATTORNEY FEES AND COSTS: All fees and cost associated 
with settlement or otherwise will be paid for by the buyer.  
 
XXX. (a) DEFAULT BY SELLER: In the event that Seller should fail 
to consummate the transaction contemplated herein for any reason, 
except Buyer's  default; (i) Buyer may enforce specific performance of this 
Agreement in a court of competent jurisdiction and in such action shall 
have  the right to recover damages suffered by Buyer by reason of the 
delay in the acquisition of the Property, or (ii) may bring suit for 
damages for breach of this Agreement, in which event, the deposit made 
hereunder shall be forthwith returned to Buyer, or (iii) declare a default, 
demand and receive the return of the deposit. All rights, powers, options 
or remedies afforded to Buyer either hereunder or by law shall be 
cumulative and not alternative and the exercise of one right, power, 
option or remedy shall not bar other rights, powers, options or remedies 
allowed herein or by law. 
 
XXX. (b) DEFAULT BY BUYER: In the event  Buyer should fail to 
consummate the transaction contemplated herein for any reason, except 
default by Seller or the failure of Seller to satisfy any of the conditions to 
Buyer's  obligations, as set forth herein, Seller shall be entitled to retain 
the earnest money deposit, such  sum being agreed upon as liquidated 
damages for the failure of Buyer to perform the duties and  obligations 
imposed upon it by the terms and provisions of this Agreement and 
because of the difficulty, inconvenience and uncertainty of ascertaining 
actual damages, and no other damages, rights or remedies shall in any 
case be collectible, enforceable or available to Seller other than as 
provided in this Section, and Seller agrees to accept and take said deposit 
as Seller's total damages and relief hereunder in such event. 
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XXXI. MEMORANDUM OF CONTRACT RECORDABLE, 
PERSONS BOUND AND NOTICE:  Property being sold in its as is 
condition.  Seller has no knowledge of the property or the items inside.  
Buyer Beware. 
 
XXXII. PRORATIONS AND INSURANCE: Taxes, assessments, rent, 
interest, insurance and other expenses and revenue of the Property shall 
be paid by the buyer.  
  
XXXIII. CONVEYANCE: Seller shall convey title to the Property by 
statutory warranty deed subject only to matters contained in Paragraph 
VII hereof and those otherwise accepted by Buyer.   
 
XXXIV. UTILITIES: Property being sold in its as is condition. 
 
XXXV. ENGINEERING PLANS AND STUDIES: Property being 
sold in its as is condition.  Seller has no knowledge of the property or the 
items inside.  Buyer Beware. 
 
XXXVI. INSPECTION OF PROPERTY: Property being sold in its as 
is condition.  Seller has no knowledge of the property or the items inside.  
Buyer Beware. Buyer waives inspection period or contingency.  
 
XXXVII. PENDING LITIGATION: Buyer warrants and represents 
that there are no legal actions, suits or other legal or administrative 
proceedings, including cases, pending or threatened or similar 
proceedings affecting the Property or any portion thereof.   
 
XXXVIII. SURVIVAL OF REPRESENTATIONS AND 
WARRANTIES: The representations and warranties set forth in this 
Contract shall be continuing and shall be true and correct on and as of 
the closing date with the same force and effect as if made at that time, 
and all of such representations and warranties shall survive the closing 
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and shall not be affected by any investigation, verification or approval by 
any party hereto or by anyone on behalf of any party hereto. 
 
XXIX. ACQUIRING APPROVALS: The obligation of Buyer is to close 
the purchase by _____________________.  
 
XL. OTHER AGREEMENTS: No prior or present agreements or 
representations shall be binding upon any of the Parties hereto unless 
incorporated in this Contract.  No modification or change in this 
Contract shall be valid or binding upon the Parties unless in writing, 
executed by the Parties to be bound thereby. 
property or the items inside.   
 
============================================
============================================ 
 
Executed by Seller(s) on: ________________  
 
________________________ 
Signature of Seller 
                                                        
________________________ 
Signature of Seller                                                               
 
 
Executed by Buyer(s) on: ___________ 
 
________________________ 
Signature of Buyer 
 
________________________ 
Signature of Buyer  
  

_______________________ 
Name of Seller (Printed) 
 
_______________________ 
Name of Seller (Printed) 
 
  
   
                                                            
_______________________ 
Name of Buyer (Printed) 
 
_______________________                          
Name of Buyer (Printed)
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Addendum #1 
___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 
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REAL ESTATE PURCHASE AND SALE AGREEMENT 
 
PARTIES:   _________________________________ ("Seller’s Name"), 
located at (Sellers Address) :___________________________________, 
(Seller’s Phone): _________________________________________ and  
___________________________________ (“Buyer’s Name”), as "Buyer" 
located at (Buyers Address), ___________________________________, 
(Buyer’s Phone): ________________________________, hereby agree 
that the Seller shall sell, and Buyer shall buy the property described as: 
 
I.   DESCRIPTION:  
 
a)     Legal description: 
 
 
b)     Street address, if any, of the Property being conveyed is:  
___________________________________________________________
___________________________________________________________
___________________________________________________________ 
 
c)     Personal property including all buildings and improvements on the 
property and all right, title and interest of Seller in and to adjacent 
streets, roads, alleys and rights-of-way, and:  Property to be purchased in 
its as is condition without representation or warranty from the seller as 
to condition, function, use, reliability, etc. etc. etc.  
 
II.  PURCHASE PRICE: __________________  
            
PAYMENT:  
  
a)    New Private Money Loan with Cogo Capital, LLC  
 
TOTAL ___________________ 
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III. FINANCING: If the purchase price or any part thereof is to be 
financed by a third-party loan, this Contract for Sale and Purchase 
("Contract"), is conditioned upon the Buyer obtaining a firm commitment 
for said loan by (Insert Date by which you will have lender approval”  
___________ 
 
IV. TITLE EVIDENCE: Within twenty 20 days from the date of 
Contract, Seller shall, at Buyers expense, deliver to Buyer or his 
attorney, in accordance with Paragraph XI, a commitment for title 
insurance with fee owner's title policy premium to be paid by Seller at 
closing. 
 
V. TIME FOR ACCEPTANCE AND EFFECTIVE DATE: If this 
offer is not executed by both parties hereto on or before _____________, 
the aforesaid deposit(s) shall be, at the option of the Buyer, returned to 
him and this offer shall thereafter be null and void. The date of Contract 
("Effective Date") shall be the date when the last one of the Seller and 
Buyer has signed this offer. 
 
VI. CLOSING DATE: This transaction shall be closed, and the deed 
and other closing papers delivered on ________________, unless 
extended by other provisions of Contract, or by written agreement of the 
Parties. 
 
VII. RESTRICTIONS, EASEMENTS, LIMITATIONS: N/A 
 
VIII. OCCUPANCY: Is the property currently occupied, yes or no? 
____________________ 
 
IX.  ASSIGNABILITY: Buyer may assign this Contract. 
 
X.   TYPEWRITTEN OR HANDWRITTEN PROVISIONS: 
Typewritten or handwritten provisions inserted herein or attached 
hereto as Addenda shall control all printed provisions in conflict 
therewith. 
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XI.  EVIDENCE OF TITLE: Within twenty (20) days from the date 
hereof, Buyer, at Buyer's sole cost and expense, shall cause a title 
insurance company mutually acceptable to the Parties ("Title Company") 
to issue and deliver to Buyer an ALTA Form B title commitment ("Title 
Commitment") accompanied by one copy of all documents affecting the 
Property, and which constitute exceptions to the Title Commitment.  
 
XII. EXISTING MORTGAGES TO BE ASSUMED: N/A 
 
XIV. CURRENT SURVEY: N/A 
 
XV. TERMITES: N/A 
 
XVI. INGRESS AND EGRESS:  Property being sold in its as is 
condition.  Seller has no knowledge of the property or the items inside.  
Buyer Beware. 
 
XVII. LEASES: N/A 
 
XVIII. LIENS: N/A 
 
XIX. PLACE OF CLOSING: Closing shall be held in the county 
wherein the Property is located, at the office of the attorney or other 
closing agent designated by Buyer’s lender.  
         
XX. TIME: Time is of the essence of this Contract. Any reference herein 
to time periods of less than six (6) days shall in the computation thereof, 
exclude Saturdays, Sundays and legal holidays, and any time provided for 
herein which shall end on a Saturday, Sunday or legal holiday shall 
extend to 5:00 p.m. of the next business day. 
 
XXI.  DOCUMENTS FOR CLOSING: Seller shall furnish deed, 
closing statement, mechanic's lien affidavit, assignments of leases, and 
any corrective instruments that may be required in connection with 
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perfecting the title. Buyer shall furnish mortgage, mortgage note, 
security agreement, and financing statement. 
 
XXII.  EXPENSES: State documentary stamps which are required to be 
affixed to the instrument of conveyance, intangible tax on and recording 
of purchase money mortgage to Seller, and cost of recording any 
corrective instruments shall be paid by Seller.  Documentary stamps to 
be affixed to the note or notes secured by the purchase money mortgage, 
cost of recording the deed and financing statements shall be paid by 
Buyer. 
 
XXIII.  PRORATION OF TAXES: Taxes for the year of the closing 
shall be paid for by buyer. 
 
XXIV. PERSONAL PROPERTY INSPECTION, REPAIR: Property 
being sold in its as is condition.  Seller has no knowledge of the property 
or the items inside.  Buyer Beware.  
 
XXV. RISK OF LOSS: Property being sold in its as is condition.  Seller 
has no knowledge of the property or the items inside.  Buyer Beware. 
 
XXVI. MAINTENANCE: Property being sold in its as is condition.  
Seller has no knowledge of the property or the items inside.  Buyer 
Beware. 
 
XXVII. PROCEEDS OF SALE AND CLOSING PROCEDURE: The 
deed shall be recorded upon clearance of funds and evidence of title 
continued at Buyer's  expense, to show title in Buyer, without any 
encumbrances or change which would render Seller's title unmarketable 
from the date  of the last evidence, and the cash proceeds of sale shall be 
held in escrow by Seller's attorney or by such  other escrow agent as may 
be mutually agreed upon for a period of no longer than  five (5) days  
from and after closing date.  
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XXVIII. ESCROW: Any escrow agent receiving funds is authorized and 
agrees by acceptance thereof to promptly deposit and to hold same in 
escrow and to disburse same subject to clearance thereof in accordance 
with terms and conditions of Contract. Failure of clearance of funds shall 
not excuse performance by the Buyer. 
 
XXIX. ATTORNEY FEES AND COSTS: All fees and cost associated 
with settlement or otherwise will be paid for by the buyer.  
 
XXX. (a) DEFAULT BY SELLER: In the event that Seller should fail 
to consummate the transaction contemplated herein for any reason, 
except Buyer's  default; (i) Buyer may enforce specific performance of this 
Agreement in a court of competent jurisdiction and in such action shall 
have  the right to recover damages suffered by Buyer by reason of the 
delay in the acquisition of the Property, or (ii) may bring suit for 
damages for breach of this Agreement, in which event, the deposit made 
hereunder shall be forthwith returned to Buyer, or (iii) declare a default, 
demand and receive the return of the deposit. All rights, powers, options 
or remedies afforded to Buyer either hereunder or by law shall be 
cumulative and not alternative and the exercise of one right, power, 
option or remedy shall not bar other rights, powers, options or remedies 
allowed herein or by law. 
 
XXX. (b) DEFAULT BY BUYER: In the event  Buyer should fail to 
consummate the transaction contemplated herein for any reason, except 
default by Seller or the failure of Seller to satisfy any of the conditions to 
Buyer's  obligations, as set forth herein, Seller shall be entitled to retain 
the earnest money deposit, such  sum being agreed upon as liquidated 
damages for the failure of Buyer to perform the duties and  obligations 
imposed upon it by the terms and provisions of this Agreement and 
because of the difficulty, inconvenience and uncertainty of ascertaining 
actual damages, and no other damages, rights or remedies shall in any 
case be collectible, enforceable or available to Seller other than as 
provided in this Section, and Seller agrees to accept and take said deposit 
as Seller's total damages and relief hereunder in such event. 
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XXXI. MEMORANDUM OF CONTRACT RECORDABLE, 
PERSONS BOUND AND NOTICE:  Property being sold in its as is 
condition.  Seller has no knowledge of the property or the items inside.  
Buyer Beware. 
 
XXXII. PRORATIONS AND INSURANCE: Taxes, assessments, rent, 
interest, insurance and other expenses and revenue of the Property shall 
be paid by the buyer.  
  
XXXIII. CONVEYANCE: Seller shall convey title to the Property by 
statutory warranty deed subject only to matters contained in Paragraph 
VII hereof and those otherwise accepted by Buyer.   
 
XXXIV. UTILITIES: Property being sold in its as is condition. 
 
XXXV. ENGINEERING PLANS AND STUDIES: Property being 
sold in its as is condition.  Seller has no knowledge of the property or the 
items inside.  Buyer Beware. 
 
XXXVI. INSPECTION OF PROPERTY: Property being sold in its as 
is condition.  Seller has no knowledge of the property or the items inside.  
Buyer Beware. Buyer waives inspection period or contingency.  
 
XXXVII. PENDING LITIGATION: Buyer warrants and represents 
that there are no legal actions, suits or other legal or administrative 
proceedings, including cases, pending or threatened or similar 
proceedings affecting the Property or any portion thereof.   
 
XXXVIII. SURVIVAL OF REPRESENTATIONS AND 
WARRANTIES: The representations and warranties set forth in this 
Contract shall be continuing and shall be true and correct on and as of 
the closing date with the same force and effect as if made at that time, 
and all of such representations and warranties shall survive the closing 

280 | Page



Seller Initials Buyer Initials Page 7 of 8 

and shall not be affected by any investigation, verification or approval by 
any party hereto or by anyone on behalf of any party hereto. 
 
XXIX. ACQUIRING APPROVALS: The obligation of Buyer is to close 
the purchase by _____________________.  
 
XL. OTHER AGREEMENTS: No prior or present agreements or 
representations shall be binding upon any of the Parties hereto unless 
incorporated in this Contract.  No modification or change in this 
Contract shall be valid or binding upon the Parties unless in writing, 
executed by the Parties to be bound thereby. 
property or the items inside.   
 
============================================
============================================ 
 
Executed by Seller(s) on: ________________  
 
________________________ 
Signature of Seller 
                                                        
________________________ 
Signature of Seller                                                               
 
 
Executed by Buyer(s) on: ___________ 
 
________________________ 
Signature of Buyer 
 
________________________ 
Signature of Buyer  
  

_______________________ 
Name of Seller (Printed) 
 
_______________________ 
Name of Seller (Printed) 
 
  
   
                                                            
_______________________ 
Name of Buyer (Printed) 
 
_______________________                          
Name of Buyer (Printed)
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Addendum #1 
___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 
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FEEDBACK FORM: 
 

 
 

Seller, please answer the following questions to provide feedback to the buyer and assist them 
to improve their negotiation skills. 

Buyers Name: ___________________________________ 

How did the buyer make you feel?  Were they concerned for you and your situation? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

Did the buyer make you feel like they were there to help you or take advantage of you? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

What could they have done differently to have helped you want to sell? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

Other recommendations to improve their negotiation skills: 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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FEEDBACK FORM: 
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FEEDBACK FORM: 
 

 
 

Seller, please answer the following questions to provide feedback to the buyer and assist them 
to improve their negotiation skills. 

Buyers Name: ___________________________________ 

How did the buyer make you feel?  Were they concerned for you and your situation? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

Did the buyer make you feel like they were there to help you or take advantage of you? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

What could they have done differently to have helped you want to sell? 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

Other recommendations to improve their negotiation skills: 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 

______________________________________________________________________________ 
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FEEDBACK FORM: 
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CASE STUDY 4 

NUISANCE 
ABATEMENT 

PENDING! 

Turning Garbage into Gold! 
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CASE STUDY 4 

 
 

 
 

 

How We Found the Property: 

This property also 
came directly from 
the Spokane City 
Attorney.   
The neighbors 
banded together to 
force the city to do 
something.   
The city needed help 
and contacted Lee. 
 

Video: Neighbors Band Together to Shut Down Chronic 
Problem: 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
__________________________________________________ 
 
Background: 

• SPD said officers have responded to the address 57 times 
over the past year for drugs, possible prostitution, 
reckless driving, property crimes, and bothering 
neighbors. 

• Neighbors organized and partnered with their 
Neighborhood Conditions Officer to petition to Spokane 
County Superior Court to shut the property down. 
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CASE STUDY 4 

 
 

 

• SPD officers were at the house on 
Thursday while contractors worked to 
clear, secure, and board up the property.   
Any returning tenants will be arrested 
for trespassing. 

• Not all these abandoned, abated or 
boarded up properties are in bad or 
questionable neighborhoods.  This 
house was in a very desirable area of 
town.  

• Ray, the owner of the subject property, 
3505 W. Indian Trail, was a painter.  

• He and his wife got divorced which 
compounded with a rough patch he was 
having with his business.  This led him 
down the path of drugs to cope. 

• He eventually began to sell drugs as well as running a 
prostitution ring in the basement of the house to make 
money to pay for drugs.   

• He used to be an active, successful member of the 
community but drugs got the better of him.  
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Negotiating the Deal 

• Ray had been removed from the premise by law 
enforcement.  He was getting ready to lose ownership 
of the property. 

• As a result, I was able to negotiate with his lender to 
accept the back payments or “arrears” to bring the loan 
current and then I took over the underlying loan.   

• This is known as an ___________________________. 
(also referred to as a “subject to financing” deal). This is 
referred to a “subject to” deal because the deal is subject to 
financing in place. It is up to the buyer to fix the order of how 
payments are made.) 

• Properties that have equity but still have an underlying 
mortgage, and have a highly motived seller, make for 
great subject to deals.   

• As a result, I came in with _____________________ to 
bring the arrears current, took over the underlying loan 
for 6 months until the property sold, and then used cash 
to fix it up.   

• I did not need to get a COGO loan which saved me 
considerable money in fees resulting in a $52,000 profit 
and over a 200% annualized return.  

 

• Part of our deal included me 
purchasing a _________________ 
for Ray’s vehicle after he came to 
the office one day to sign some 
paperwork. 
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CASE STUDY 4 

 
 

The Opportunity & Potential 

• ARV (Selling Price): ______________ 

• Purchase price: __________________ 

• Rehab: ________________ 

• Selling Costs: ___________ 

• PROFIT: _______________ 

 

 

 

 

 

 

 

 

 

 

The Rehab – What we did to it. 

• Main floor living space 
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CASE STUDY 4 

 
 

• Basement living space 

 

 

 

 

 

 

 

• Kitchen 

 

 

 

 

 

 

 

. 

• Bathroom remodel 
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CASE STUDY 4 

 
 

• Bedrooms 

 

 

 

 

 

 

 

• Yard and patio cleaned up 

 

 

 

 

 

 

 

• Ready for sale! 
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CASE STUDY 4 

 
 

Listing the Property 

• http://tours.tourfactory.com/tours/tour.asp?t=17065
94  

 

3 Things We Learned From this Deal! 

 
• Abandoned, abated or boarded up properties can be found 

 _______________________________________________ 

• Not all abatement properties are free and clear.   If a 
mortgage exists along with a fair amount of equity the 
property is a good candidate for an 

______________________________________________ 

• This house could have been discovered long before it was 
on the cities radar. 

o We could have simply pulled a list of mortgages that 
were written prior to 2008.  These loans are 
_____________________________________________.   

Loan of this age or older, like Ray’s can have 
substantial equity in the house and not require short 
saling with anyone or negotiating with anyone.   

o This house easily fell under our category of an Equity 
deal as it only required bringing the loan current.   

o Purchasing a list of _____________________________ 
-day mortgage lates, would have also produced this 
deal without involvement from the city.  The only 
caveat to this of course, is if the city was not applying 
pressure on him and had previously kicked him out I’m 
not confident he would have been willing to sell.  
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CASE STUDY 4 

 
 

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________
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Spokane

Neighbors ght to get nuisance house closed
By: Colleen O'Brien (http://www.kxly.com/meet-the-team/colleen-o'brien/176326542) 

Posted: Feb 21, 2013 07:11 PM PST Updated: Nov 20, 2016 10:22 PM PST

SPOKANE, Wash. - Homeowners in the Indian Trail neighborhood made their nal Hail Mary e ort Thursday to shut down a suspected drug how that they 
say has caused problems for them for nearly a year.

Under city municipal code, a judge can rule that a house is a "chronic nuisance" and order it boarded up for a year. The 35 neighbors who showed up in 
court have kept meticulous notes and surveillance of the so-called problem house and hoped that would be enough to convince a Superior Court Judge.

The house, located at 10150 North Seminole Drive, was last raided in late January and police say they found meth inside the house. Seven people were 
arrested, but neighbors say those people were back in the house the next day and back to business as usual. More arrests were made two weeks later 
when a stolen vehicle was discovered.

With no sign of the owner of the problem house, Marcy Pratt, testimony to deem the property a chronic nuisance under city code, and ultimately shut it 
down, continued with Spokane Police O cer Paul Taylor. He's been the point of contact for neighbors throughout the year-long ordeal.

As Taylor began to explain his experience with the problem house, jaws dropped as Marcy Pratt walked into the courthouse late and took a seat in the 
front row. Though she had been subpoenaed Wednesday, Pratt had no lawyer and that was key to what happened next.

"I did try to call some lawyers last night and this morning, but I do feel like I'm entitled to have an attorney present and I would like to have a continuance 
if possible," Pratt told Judge O'Conner.

Judge O'Conner granted Pratt 24 more hours to get a lawyer, but warned that she is still under a restraining order that restricts her from having, making 
or selling drugs from her house. It also rules that she cannot have guests inside her house.

"There never has been any drug sales or anything," Pratt stated.

Upon that announcement her neighbors burst out laughing in the audience, to which the judge scolded them for not keeping proper composure in the 
courthouse.

Neighbors led out of the courthouse quickly, some saying they needed to rush home for fear of retaliation from the people Pratt associates with. Mostly, 
they felt let down by Thursday's proceedings.

Neighbors said they've dealt with drug deals, drug-fueled ghts, vandalism, threats, burglaries and packed Judge Kathleen O'Conner's courtroom to plead 
their case, but it would not be a good day for them.

Nuisance house Thursday hearing

City Attorney Mary Muramatsu stood before Judge O'Conner with more than 100 pieces of evidence.

"I'm here before the court today seeking emergency relief on behalf of the Woodridge Neighborhood, " Muramatsu said.

"It's disappointing yeah, but we do want everyone to have their day in court and I think she does deserve a lawyer to be there, I think she'll still lose," 
neighbor Dana Moss said.

Pratt maintains her innocence, claiming drugs have been planted in her car and any problems at the home came from poor judgment of people she called 
friends.

"There's no drugs, there never has been any drugs," Pratt paused. "Okay, I did have someone at my house, he came at ve in the morning and him and his 
girlfriend had a ght out on the front yard."

Judge O'Connor made it very clear to Pratt that she has 24 hours to nd a lawyer or the hearing to decide if her home is a chronic nuisance will go on 
without her.

The next hearing is scheduled for Friday afternoon. 297 | Page



Spokane

Neighbors band together to shut down chronic problem house
Posted: Oct 09, 2016 06:13 PM PDT  Updated: Nov 20, 2016 07:43 PM PST

SPOKANE, Wash. - Neighbors in Spokane successfully worked together to shut down what police are calling a "chronic problem house."

Neighbors, like Kevin Cash, say the Indian Trail area is normally a peaceful neighborhood.

"It's a wonderful neighborhood. We've lived here for a number of years and we are close with our neighbors," Cash said.

Except one home on the corner of Indian Trail Road has been a major problem. 

"When it's a ecting the neighborhood in negative way, it's a ecting all of us. It's going too far," Cash said. 

He says his neighbors saw illegal activity often at the home. 

"Like drugs and the smell of production of methamphetamine. There are stories of prostitutes going in and out of there. It's spooky. I got kids, I don't
want them here with that potential stu  going on," Cash said. 

The house sits right across from a school crosswalk zone. Spokane police o cers have responded to the home 57 times in the last year. 

This isn't the only home like this in Spokane. Back in May, another nuisance home in north Spokane was shut down thanks to a city ordinance which
changes the de nition of "chronic nuisance property" to include homes that have three nuisance activities in 60 days or seven within 12 months. 

Through cooperation with their neighborhood conditions o cer and the city attorney's o ce, Kevin and his neighbors succeeded in shutting down this
problem property.

"We banded together as a community and as a neighborhood, looking out for one another and we helped the city take care of it," Cash said. 

O cers secured the property. If the tenants return, they will be arrested for trespassing. 

"Glad to be over and done with it," Cash said. 

Neighbors band together to shut down chronic problem house

(Interactive Media Not Supported by Print)   2:18  / 2:18 

0: 00

ADVERTISING

Replay

Spokane Police say if you have a problem property in your neighborhood, contact your Neighborhood Conditions O cer for more information on the
abatement process. 
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COST BILL – PAGE 1 Michael J. Piccolo, Interim City Attorney
OFFICE OF THE CITY ATTORNEY

5th Floor Municipal Building
Spokane, WA  99201-3326

(

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
26
27
28

SUPERIOR COURT, STATE OF WASHINGTON, COUNTY OF SPOKANE

CITY OF SPOKANE, a municipal corporation,

Plaintiff,

v.

DARREL , property owner of 
3505 W. Indian Trail Road, Spokane, 
Washington; 

Acceptance Capital Mortgage Corporation, a 
lien holder;

Defendants.

No. 16-2-03132-8

COST BILL 

TO: CLERK OF THE COURT;

TO: Defendant Darrel .

Comes now Plaintiff City of Spokane, by and through its undersigned attorney of 

record and submits the following cost bill pursuant to RCW 7.43.080(1):

//
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COST BILL – PAGE 2 Michael J. , Interim City Attorney
OFFICE OF THE CITY ATTORNEY

5th Floor Municipal Building
Spokane, WA  99201-3326

 

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
26
27
28

1. Superior Court Filing Fee $ 240.00
2. Service of Process on Acceptance Capital Mortgage 

Corporation by Eastern Washington Attorney Service
40.00

3. Litigation Guarantee 817.42
4. Boarding of 3505 W. Indian Trail Road by KB 

Construction on October 6, 2016 714.28
5. Code Enforcement Clean-up Charges on 10/07/16 345.12
6. Certified Copy of Lis Penden 6.00
7. Recording Lis Penden with County Auditor 75.00
8. Re-Boarding of 3505 W. Indian Trail Road by KB 

Construction on October 14, 2016
67.37

TOTAL $2,305.19

STATE OF WASHINGTON :
:ss.  

County of Spokane :

Matthew , being first duly sworn on oath, deposes and says that he is 

attorney of record for plaintiff in the above-entitled matter and that the foregoing is a true 

bill of costs and disbursements necessarily incurred in said cause and court.

___________________________________
Matthew 
Assistant City Attorney
Attorney for City of Spokane

SUBSCRIBED AND SWORN to before me this ____ day of October, 2016. 

_______________________________________

Notary Public in and for the State
of Washington, residing in _________________.
My commission expires _______________.
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COST BILL – PAGE 3 Michael  Interim City Attorney
OFFICE OF THE CITY ATTORNEY

5th Floor Municipal Building
Spokane, WA  99201-3326

 

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18
19
20
21
22
23
24
25
26
27
28

DECLARATION OF SERVICE

I declare, under penalty of perjury, that on the ___ day of October, 2016, I

caused a true and correct copy of the foregoing “Cost Bill,” to be delivered to the 

parties below in the manner noted:

Darrel 
3505 W. Indian Trail Road
Spokane, WA  99208
Defendant

[ ]  VIA FACSIMILE
[ ]  VIA U.S. MAIL
[ ]  VIA OVERNIGHT SERVICE
[ ]  VIA HAND DELIVERY

Acceptance Capital Mortgage Corporation
12810 E. Nora Ave. Ste. F nmls #7671
Spokane, WA  99216
Defendant Lien Holder

[ ]  VIA FACSIMILE
[ ]  VIA U.S. MAIL
[ ]  VIA OVERNIGHT SERVICE
[ ]  VIA HAND DELIVERY

Franklin 
113 E. Magnesium Rd., Unit D
Spokane, WA  99208
Registered Agent for Acceptance Capital 

Mortgage Corporation

[ ]  VIA FACSIMILE
[ ]  VIA U.S. MAIL
[ ]  VIA OVERNIGHT SERVICE
[ ]  VIA HAND DELIVERY

____________________________

City Attorney’s Office
808 W. Spokane Falls Blvd.
Spokane, WA  99201-3326
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This message and any files or attachments transmitted with it may contain 
confidential, proprietary or privileged information and are intended for the 
use of the intended addressee(s) only. All rights are reserved. If you 
received this message in error or are not an intended recipient, please 
notify the sender and delete this message immediately. If you are not the 
intended recipient, you are notified that disclosing, copying, distributing 
or taking any action in reliance on the contents of this information is 
strictly prohibited. No obligation, contractual or otherwise, is created by 
the transmission of this message. Views or opinions presented in this message 
are solely those of the author and do not necessarily represent those of the 
organization. This message is being recorded; you have no expectation of 
privacy in this message. This email transmission cannot be guaranteed to be 
secure or error-free, as information could be intercepted, corrupted, lost, 
destroyed, arrive late or incomplete, or contain viruses. The sender, 
therefore, does not accept liability for any errors or omissions in the 
contents of this message which arise as a result of email transmission. IRS 
Circular 230 disclosure: To ensure compliance with requirements imposed by 
the IRS, we inform you that any tax advice contained in this communication, 
unless expressly stated otherwise, was not intended or written to be used, 
and cannot be used, for the purpose of (i) avoiding tax-related penalties 
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Property Profit and Loss
Property address: 3505 W Indian Trail
Purchase Date: 11/1/2016
Cash Outflow (Investment)

Purchase of Property 79,318.25$               

Total Fix up and Repair 47,431.15$               

Selling Costs 21,479.29$               

Est Total Investment 148,228.69$             

Target Sale Price 198,900.00$     

Est Profit 50,671.31$        
Closing Date 3/1/2017
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3 Beds, 2 Baths  MLS #: 201710736
3505 W INDIAN TRAIL | Spokane, Washington  99208

$199,900

LEE ARNOLD
509-953-1000

lee1@securedinvestmentcorp.com

 • Gas Fireplaces
 • Hardwood Floors
 • Basement - Finished
 • Garage - Attached
 • Fenced Yard
 • Covered Porch
 • Large Family Room
 • SS Appliances
 • Storage Shed

Outstanding family home in fantastic
neighborhood. Beautiful hard wood floors, new
paint, carpet and large windows give an open
airy feel to this updated rancher. 5 bedrooms (2
basement non-egress) 2 bath with large living
room and family room both with beautiful gas
fireplaces. Kitchen boasts new stainless steel
appliances. Enjoy the large covered patio porch
overlooking the peaceful fenced backyard with
storage shed. Quiet neighborhood, close to
shopping and good schools. This one won't last!

www.tourfactory.com/1706594
509-953-1000
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Lee Arnold

lee1@securedinvestmentcorp.com
http://agent-108784.pages.tourfactory.com

509-953-1000
Keller Williams Realty Spokane
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CASE STUDY 5 

NUISANCE 
ABATEMENT 

PENDING! 

Turning Garbage into Gold! 
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CASE STUDY 5 

 
 

 
 

 

How We Found the Property: 

This property is 2302 
W. College Drive, 
Spokane WA. (Does 
that street sound 
familiar?) 
It is just 5 properties 
east of our very first 
Lien Abatement 
property! 
This Lien Abatement 
Property was listed 
on the MLS. 
 

 
 
Background: 

• ____________________________________________ 

• ____________________________________________ 

• ____________________________________________ 

• ____________________________________________ 

• Gwendaleann had some equity in the property and was 
smart enough to know it.  She was attempting to get 
something out of the sale. 

• She very much wanted to retrieve some of her personal 
belongings from the property, but due to the nuisance 
abatement order from the court, she could not legally be 
on the property. 

• This was one of her ___________________________. 
• She had enlisted the services of a real estate agent in the 

hopes of selling the property before she lost it all. 
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CASE STUDY 5 

 
 

• Druggies & squatters were using the 
property prior to it being boarded up..  

 

• Like so many lien abatement properties, 
it was a blight on neighborhood. 
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CASE STUDY 5 
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CASE STUDY 5 

 
 

Negotiating the Deal 

• Gwendaleann was working with a real estate agent 
making it more difficult be creative with the negotiation. 

• In the end she wanted ________________________ and  

________________________________ to her property. 

 

The Opportunity & Potential 

• ARV (Selling Price): ___________ 

• Purchase price: _______________ 

• Rehab: ________________ 

• Selling Costs: ___________ 

• PROFIT: _______________ 

 

 

 

 

3 Things We Learned 
From this Deal! 

• Birds of a feather flock 
together! – We already 
knew this, but it reminded 
us of it once again. 

• Not all lien abatement properties necessitate working with 
the city. 

• _____________________________________________.   
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____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________
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http://www.spokesman.com/stories/2019/jun/13/five-west-central-zombie-homes-placed-in-receivers/ 

Five West Central ‘zombie homes’ placed in 
receivership as part of affordable housing push
UPDATED: Thu., June 13, 2019, 12:45 p.m.

The city of Spokane has placed five “zombie houses” in the West Central 
neighborhood, including this one at 2006 W. Boone Ave., into receivership with 
an eye toward turning them into affordable housing. (Colin Mulvany / The 
Spokesman-Review)

By Chad Sokol chadso@spokesman.com(509) 459-5047
 
More than three years ago, activists hatched a plan to save five Victorian houses from 
demolition and turn them into much-needed affordable apartments in Spokane’s West 
Central neighborhood. 

But the project stalled for reasons that remain in dispute, and the houses fell into 
disrepair after they were moved to new locations. Neighbors complained about 
squatters, litter, broken windows and other code violations and illegal activity. 
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Last month, the city filed a lawsuit to seize the “chronic nuisance” homes so they could 
be torn down. But this month, the parties reached an unusual receivership agreement. 

It’s the last hope for a project that promised to add affordable housing to an 
impoverished neighborhood. 

“We have a desperate need for housing in West Central,” said Woody Garvin, a 
Presbyterian minister and neighborhood activist. 

The project began in 2016. 

Two years earlier, Sarff Investments, led by Harold Sarff, purchased the entire block 
between Maple and Ash streets and Boone and Gardner avenues. 

Sarff planned to raze the houses to build a car wash until Keith Kelley, a general 
contractor and affordable-housing advocate who lives in West Central, inquired about 
purchasing them. 

Kelley believed that relocating the structures to vacant lots would be a relatively cheap, 
environmentally friendly way to keep housing units in the neighborhood while 
preserving its historic character. 

Before starting construction on his car wash, Sarff agreed to sell the houses for $1 
apiece, and Kelley began searching for lots where they could be relocated. Kelley also 
approached city officials and community members, including Deb Conklin, the pastor at 
St. Paul’s United Methodist Church. 

Conklin formed a nonprofit called the Grove Community and hired a Coeur d’Alene-
based contractor, Michael Varni, to take on the project. The church provided a 
$650,000 loan in April 2016, and the houses were moved to lots along Boone, Sharp 
and Maxwell avenues. 

“The goal was to have them refurbished or restored into affordable housing,” said City 
Councilwoman Karen Stratton, who represents West Central. 

That didn’t happen. 

In recent interviews, Conklin has alleged that Varni “absconded” in early 2017 after 
receiving $450,000 and failing to complete the agreed-upon work. 

Conklin has not attempted to sue Varni, however, and court records state that she 
expressed no interest in a criminal investigation in a meeting with Spokane police 
Detective Stacey Carr. 

In a court affidavit filed last month, Carr wrote that Conklin and St. Paul’s had “failed to 
provide any documentation of the loan or the contract” with Varni. “They have also 
failed to report any theft or fraud by Varni.” 
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Varni didn’t respond to 
messages seeking comment 
Wednesday. But, according to 
the affidavit, he told Carr he was 
appalled by Conklin’s allegations 
and insisted he had completed 
as much work as he could 
despite higher-than-anticipated 
project costs. 

“Varni said the deal with (the 
Grove Community) nearly 
destroyed him and his family. 
He lost his business and has 
never recovered from the 
losses,” Carr wrote. “His opinion 
is that the project was more of a 
slumlord concept to make large 
sums of money from future 
rentals than a well-intended 
community-minded project.” 

Efforts to find a new contractor 
have floundered. Conklin 
blamed that partly on a post-recession building boom. 

Stratton said she believed Conklin had invested her “heart and soul” in the effort to 
create new low-income housing. 

“We have been struggling – and I’m sure Deb has been struggling more than anybody – 
trying to reverse the situation, correct it and try to find additional funds to get the 
project moving,” Stratton said. “Unfortunately, in the meantime, these houses have sat 
and become these huge eyesores in the neighborhood.” 

Assistant city attorney Matthew Folsom said the structures were left “open and 
unsecure” for two and a half years. At least one of them is still on skids from when it was 
moved three years ago. Complaints from neighbors have become routine. 

Faced with a demolition order from the city building examiner and the city’s lawsuit 
seeking to seize the houses, Conklin grudgingly agreed this month to appoint a neutral 
third party, local attorney Tim Fischer, to manage the properties. 

“We agreed to the receivership because it was made very clear this spring that (the city) 
was not going to permit the Grove Community or I to finish this project,” Conklin said. 

Fischer has acted as a receiver for numerous so-called “zombie houses” in Spokane. 
Usually, his objective is to get a property cleaned up and sold to the highest bidder. 
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In the case of the Grove Community houses, however, Fischer must make “all 
reasonable attempts” to find another nonprofit willing to rehabilitate the properties for 
affordable housing. If he doesn’t find a nonprofit within 120 days, he can sell the houses 
to any buyer. 

Fischer also must involve St. Paul’s in the process, though there’s no guarantee the 
church will recoup the money it invested in the project. 

Folsom said the receivership is the best possible outcome for West Central. 

“The police department got involved because returning these five properties to 
productive use is going to be a lot more effective in creating a safe and healthy 
neighborhood than five vacant lots,” Folsom said. 

“If the city was forced to demolish these substandard, unfit, abandoned structures,” he 
said, “the cost of those demolitions would be attached as liens on those vacant lots, 
making it very difficult for somebody to come in and build, and virtually impossible to 
build low-income affordable housing.” 

In a statement this month, Officer John O’Brien, a police spokesman, called the 
receivership agreement “an exceptional win for the community.” 

“This was not a fast process and the work is not yet done, but we are optimistic that 
these five properties will soon be safe and affordable housing in West Central,” O’Brien 
said. 

Kelley, who came up with the idea for the housing project, agreed. 

“While unfortunate for the Grove Community, it’s a good thing for the neighborhood,” 
he said. 

Wordcount: 984
Published: June 13, 2019, 4:30 a.m.
Updated: June 13, 2019, 12:45 p.m.
Tags: affordable housing, Deb Conklin, Grove Community, Karen Stratton, Matthew 
Folsom,news, Spokane, Tim Fischer, West Central
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Identify the Players: 

City Attorney 
The city attorney is the attorney representing the city or 
municipality. 
An elected or __________________________________ 
In the strong mayor form of government, the city 
attorney often reports to the mayor.  
The city attorney may report to the city council or the 
city manager in the council-manager form of 
government.  

Code Enforcement Officer 
A sworn or non-sworn inspector, officer or investigator, 
employed by a city, or county, or city and county. 
Specialized training  
Depending on the municipality, primary duties are the 
Prevention, Detection, Investigation, and 
___________________________________________    
of violations of laws regulating: 
o public nuisance,  
o public health, safety, and ______________  
o public works,  
o business activities and consumer protection,  
o ________________________________________ 
o land-use, or  
o municipal affairs. 

City Planner 

Works to help communities become better 
 places to live, work, grow-up in, and play.  
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They help decide the location of buildings, where new 
parks might be needed, and what areas in the community 
need changes. 
Interprets a community's zoning code.  
Helps create a ____________________________ for 
what the community will become. 

City Housing Authority 
A governmental body that governs some aspect of the 
territory's housing. 
Often providing _______________________________ 
to qualified residents.  

 

Know the Code (Law) 

State Law 
See Addendum. 
Every state will have ____________________________ 
on the books. 

City 
_________________________ 
o Search, “Code Violation -Your City or County Name-”. 

A Search in Spokane: 
 

**************************************************** 
**************************************************** 
Nuisance activity means and includes: 

1. Any civil code violation as defined by state law or local 
ordinance occurring around or near the property, including, 
but not limited to, the following ______________________ 
________________________________________________: 

 
a. Litter and Rubbish:  
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b. Fire Hazard from Vegetation and Debris:   
c. Any dangerous animal violations:   
d. Fire Code Violations:   
e. _______________________________________ control 

violations, as defined in city code. 
f. General Nuisance 

i. any act or omission, as provided in Chapter 7.48 
RCW or Chapter 9.66 RCW or which unreasonably: 
1. interferes with the comfort, solitude, health or 

___________________________________; or 
2. _______________________________ common 

sensibilities and senses by way of extreme noise, 
light or odor; or 

3. obstructs or renders hazardous for public passage 
any public way or place; or 

4. pollutes or renders less usable any watercourse 
or water body. 

ii. maintaining or permitting upon any land: 
1. refrigerator, freezer or another insulated 

container within which a child could suffocate; 
2. a pit, excavation, swimming pool, well or another 

uncovered hole into which a person could 
___________: 

3. lumber, metal, plastic, paper, cardboard, 
 or other scrap material deposited in  
such place and manner as to constitute 
a hazardous attraction to children; 

4. unused or junk ___________________________ 
or parts unless enclosed and secured as required 
by law for wrecking yards or junk yards; 

5. an ____________________________________ 
structure or part thereof not securely closed to 
entry; 

6. toxic, radioactive, caustic, explosive, malodorous 
or septic substances, such as putrescent animal, 
fish or fowl parts, animal or vegetable waste 

363 | Page



    

STEP BY STEP - THE PROCESS 

 
 

matter, excrement and any material likely to 
attract or breed flies or rats, unless kept in proper 
receptacles as provided by the health and refuse 
laws; or 

7. structure, collection of wood, cloth, paper, plastic 
or glass material, vegetation or flammable 
substances kept in such manner as to create a 
substantial risk of combustion or spread of fire. 

2.  Any criminal conduct, including the attempt and/or 
conspiracy to commit any criminal conduct, as defined by 
State or local ordinance occurring on, around, near or having 
a nexus to a property, including but not limited to: 
a. Stalking, Harassment 
b. Failure to disperse:  
c. Disorderly conduct:  
d. Assault: including domestic violence assault, Reckless 

endangerment:  
e. Prostitution:   
f. Patronizing a prostitute:   
g. Disorderly house, as defined by city ordinance:   
h. _____________________________________:  
i. _____________________________________:   
j. Any firearms or dangerous weapons violations: 
k. _____________________________________: 
l. Loitering for the purpose of engaging in drug-related 

activity:   
m. ______________________________________. 
n. Gang-related activity, as defined by city code. 
o. Any crimes of domestic violence. 
p. Any violation of any protection order authorization: 
q. Warrant arrests, or any instance in which a DOC 

(Department of Corrections) offender is located at a 
property while in violation of DOC supervision. 

r. Reckless Driving, Driving Under the Influence, Vehicular 
Homicide and Assault:  
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s. Possession of stolen property: 
t. Trafficking in stolen property and/or criminal 

profiteering: 
u. Theft, trafficking, or unlawful possession of commercial 

metal property: 
v. Identity theft: 
w. ______________________________________________: 
x. Possession of stolen vehicle:  

**************************************************** 
**************************************************** 

Code Enforcement 

Video: “Pierce County Nuisance Properties” 

______________________________________________ 
______________________________________________ 
______________________________________________ 
______________________________________________ 
______________________________________________ 

 
What You’re Looking For 

Criminal Violation 
__________________________________  
o a property on which nuisance activity is observed on 

three or more occasions during any sixty-day period 
or on which nuisance activity is observed on seven or 
more occasions during any twelve-month period, or 

o a property where, pursuant to a valid search warrant, 
evidence of drug-related activity has been identified 
two or more times, or 

o any abandoned property where nuisance activity 
exists. 

__________________________ 
__________________________ 
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Understand how it Works 

Some municipalities will have __________________________ 
Chronic Nuisance Department is actively looking for 
nuisance properties, and code violations. 
Attorney may be assigned to local police department to 
prosecute criminal abatement 
o Drugs 
o Prostitution 
o Other illegal activity 

Most Municipalities will be ____________________ 
 
Complaint Driven Action 

Video: “Neighbors protest zombie house in SE Portland” 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
 

Does the city require a complaint before initiating 
action? 
How many complaints are needed? 
What is required to raise the issue to a level that 
triggers enforcement? 
o See Sample Code Enforcement Handout from City of 

Spokane. 
o See Sample Complaint form, City of Spokane. 

Nuisance Abatement 
Litigation to force compliance or __________________ 
Private Nuisance Lawsuit 

Receivership 
Forced ___________________________________     
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Can happen based on Code Violation or Criminal 
Violation   

Possible Scenario: 
Citizen complains about a ________________________ 
City officials, code enforcement or police, investigate 
complaint 
If the complaint is substantiated: 
o The owner may be sited or served a notice to 

__________________________________________ 
within a certain time frame.  
 

Example: San Buenaventura, CA Notice of hearings for summary 
abatement. 

**************************************************** 
**************************************************** 

A. 
Notices. “When a department head reasonably believes a 
nuisance to exist the department head shall cause a written 
notice to be mailed and conspicuously posted on the premises. 
This notice shall be entitled in letters not less than one inch in 
height and substantially in the following form: 

Notice of Hearing to Determine Existence  
of Public Nuisance and Order to Abate  

In Whole or Part  
(Abatement Cost Lien) 

NOTICE IS HEREBY GIVEN that on the 
____________ day of ____________ / ____________ / 
____________ , the ____________ Department of the 
City of San Buenaventura intends to ascertain whether 
certain premises or property situated in the City of San 
Buenaventura, California, known and designated as 
____________ , constitute a public nuisance subject to an 
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order to abate by cleaning or clearing the property, 
rehabilitation of the premises or by the repair or 
demolition of structures situated thereon. If the premises 
or property, in whole or in part, is found to constitute a 
public nuisance as defined by Section ____________ of 
the San Buenaventura Municipal Code, and if the same is 
not promptly abated by the owner as ordered by the 
hearing officer, such nuisance may be abated by City 
personnel or its contractors. If abated by City personnel 
or its contractors, the cost of these proceedings, all prior 
code enforcement efforts concerning this condition of the 
property, and the cleaning, clearing, rehabilitation, repair, 
or demolition by the City will constitute a special 
assessment and a Nuisance Abatement Lien upon such 
land until paid. The City may foreclose on any such lien 
to reimburse the City for these costs. 

The alleged violations consist of the following: 

 

The methods of abatement available are: 

All persons having any objection to, or interest in, 
said matters are hereby notified to attend a hearing to be 
conducted by the City Manager or designee of the City of 
San Buenaventura to be held at ____________ on 
____________, ____________ at the hour of 
____________. m., when their testimony and evidence 
will be heard and given due consideration. 

Dated: 

_______________ 
Department Head 
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B. 

Mailing/posting. “Service of the hearing notice shall be by 
posting on the affected property and by registered or certified 
mail (postage fully prepaid) addressed to the owner of the 
property at the address appearing on the last equalized 
assessment roll or the supplemental roll, whichever is more 
current prior to mailing of the hearing notice. The hearing 
notice shall be posted on the property and mailed at least ten 
days before the time fixed for such hearing. Proof of posting 
and mailing shall be by declaration. The failure of any person 
to receive the notice shall not affect the validity of any 
proceedings under this article.” 

**************************************************** 
**************************************************** 
 
When Should You Intervene? 

If conditions at the property warrant, the residents may 
be _______________________________, and the 
property ___________________________ by 
enforcement officers. 
This is a great place for you as the investor to intervene 
in the process.  Once the owner has been notified, they 
now have ______________________________________ 
to act before they lose their property. 

The Lien 
If voluntary compliance does not happen the city, at 
their expense, may intervene and bill the owner for 
abatement expenses. 
An unpaid abatement bill will trigger a _____________ 
_______________________________ 
The property will be placed on a watch list. 
The property may be forced into  
receivership and sold at auction by 
the municipality to recoup costs.  
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Offer Your Services 

Let the Players Identified above know ____________________ 
Local investor working together with local municipality 
to improve the community 
It’s a ______________________________ 
Local laws can ______________________ your efforts 
as the investor/rehabber 

A Competitive Sport? Not Really! 

Understand that they will be concerned about 
appearances of __________________________ 
o Let them know that you are more than willing to 

compete. 
o They can provide information to other investors. 
o Don’t worry, most other investors are ___________ 

and will not do the work necessary to contact the 
owners and get the property under contract. 

You may need to work with the city to help them 
______________________________ how to use current 
laws on the books. 

Help them to see _____________________________ WIFM! 
Board-ups bring blight and are not a good solution 
You can return property to productive use 
You can turn Blight to Bright 
Or Vacant to Value 
_______________________________________ 

Let them know what is in it for you. 
You want to help the community. 
Improving the community helps your family, friends, 
and business. 
Be up front with them, you are a __________________ 
___________________________ 
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Develop community support  

Video: “Zombie homes in Portland causing frustration”  
____________________________________________________ 
____________________________________________________ 
____________________________________________________ 
____________________________________________________ 
____________________________________________________ 
____________________________________________________ 

Neighborhoods should come together to deal with 
nuisance properties. 

How Do You Do This in Your Local Area? 

Talk with _________________________ 
Build ________________________________________ 
to rid neighborhoods of blight. 
Teach neighbors about how their property is being 
__________________________________ 
Encourage campaigns to get city officials to 
_________________________________ 
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C
rim

inal C
itation

•
 

M
ore serious than civil citation.

•
 

M
ay include not only m

onetary fines, 
but also jail tim

e, probation and other 
actions that the courts m

ay deem
 

necessary to levy against violators.
•

 
H

olds a m
onetary fine that is required 

to be paid by the violator.
•

 
A

s the com
plaintant you w

ill likely be                                                      
called upon 
to provide 
testim

ony 
against the 
violator.

C
ivil C

itation
•

 Sim
ilar to a speeding ticket.

•
 Provide a legal record of illegal actions.

•
 H

olds a m
onetary fine that is required 

to be paid by the violator.
•

 C
ases are usually proceed in court 

w
ithout any required 

participation from
 

the com
plainant.

•
 A

lw
ays a 

possibilitythat you 
m

ay be called upon as a w
itness.

B
eginning the P

rocess

C
om

plaint Form
s A

vailable A
t:

•
 C

ity H
all, 808 W

. Spokane Falls B
lvd.

•
 w

w
w

.B
eautifySpokane.org

•
 w

w
w

.SpokaneN
eighborhoods.org 

•
 N

eighborhood C
O

PS Shops

T
ypes of C

itations

C
om

plaint Form
s  M

ust B
e Signed!

If you choose to not disclose your 
identity, you w

ill m
ost 

likely rem
ain so. If the 

case goes to court, the 
defendant m

ay be able 
to petitition the court 
for a release of the 
com

plainants nam
e. 

T
he C

ity of Spokane w
ill only release 

your nam
e if you choose disclosure or by 

order of a court of law
.

A
 C

om
plaint is A

 Legal A
ction

C
ode com

plaints are vital to ensuring 
our com

m
unities  are clean and safe, 

but rem
em

ber that 
filling out a code 
com

plaint is a legal 
m

atter that should 
not be taken lightly.

Inform
ation For 

C
om

plainants

Subm
itting the Form

•
 Em

ail: C
odeEnforcem

ent@
SpokaneC

ity.org 

•
 A

t your local C
O

PS Shop
•

 B
y M

ail: C
ode Enforcem

ent  
6th floor M

unicipal B
uilding 

808 W
. Spokane Falls B

lvd.   
Spokane, W

A
 99201-3333

•
 B

y fax: (509) 625.6802
•

 R
em

em
ber: FO

R
M

S M
U

ST
 B

E
 

SIG
N

E
D

 —
 anonym

ous com
plaints 

not accepted, non-disclousure option 
available.
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Junk Vehicle: Junk vehicles on private property or on 
the street, Junk vehicle criteria: at least three (3) years old, 
extensively damaged, apparently inoperable. SMC 10.16

Disabled Parking/Placard Abuse: Unauthorized use, 
improper display, or lack of a disabled placard/plate in a 
marked disabled stall or making the access aisle inaccessible. 
SMC 16A.61.381

Parking in Alley: Parking in an alley in a manner that 

SMC 16A.61.563

 Parking 

SMC 16A.61.562

Other: 

Neighborhood Services,
Code Enforcement, & Parking
808 W Spokane Falls Blvd
Spokane Wa 99201-3333
(509) 625-6083 Fax 625-6802

COMPLAINT FORM
Please complete this form and return 

CodeEnforcement@SpokaneCity.org.  
Provide as many relevant details as possible.

COMPLAINT TYPES (Check all that apply)
Garbage/Debris Yard debris including household garbage, furniture, appliances and misc. junk. SMC 13.02

SMC 10.10.090

Right of Way 

SMCs 17C, 17F & 
12.01 & 12.02

Substandard 
Building holes in the roof. SMC 17F.070

Hazard
SMC 10.08

 SMC 17C.110-340

ADDRESS COMPLAINT IS LOCATED AT

VEHICLE COMPLAINT TYPES (Check all that apply)
Abandoned Vehicle (on the street): 

inoperable. SMC 16A.61.651(A)

Parking Too Close to Driveway, Crosswalk, 
Stop Sign, Alley, Etc. or Against Signage: 
Parking in, in front of, or in too close proximity to a 

bicycle lane, etc. or stopping, standing or parking 

Parking a vehicle 
SMC 16A.61.575

Parking a vehicle 

displayed or expired for more than 45 days.  
SMC 16A.61.567

block face for more than 24 hours.  
SMC 16A.61.561.A

CONTINUE ON NEXT PAGE
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COMPLAINANT INFORMATION
A SIGNED COMPLAINT FORM IS NECESSARY BEFORE CODE ENFORCEMENT OR PARKING SERVICES CAN 

INVESTIGATE, UNLESS A LIFE THREATENING ISSUE EXISTS. ANONYMOUS COMPLAINTS ARE NOT ACCEPTED.

Print Your Name:    Phone Number: 

Your Address:    City & ZIP: 

Your Signature: 

 DO NOT DISCLOSE  YOU MAY DISCLOSE 

contact you for permission to view the site from your property.

 Yes             No

by email to 

by mail to 
VEHICLE

COMPLAINT
VEHICLE

COMPLAINT

MAKE: MAKE:

MODEL: MODEL:

LICENSE #: LICENSE #:

COLOR: COLOR:

OTHER 
DESCRIPTION:

OTHER 
DESCRIPTION:

COMPLAINT SUMMARY/ADDITIONAL INFORMATION
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A
fter A

 C
om

plaint Form
  

H
as B

een Filed
•

 A
 C

ode Enforcem
ent O

fficer w
ill 

inspect the property and m
ake a 

determ
ination if a violation of the 

code exists.
•

 If a violation is found, a N
otice 

of V
iolation w

ill be issued to the 
property ow

ner and occupants w
ith 

a date that the property m
ust be 

brought into com
pliance.

W
hat If T

he P
roperty  

Is N
on-C

om
pliant?

In m
ost cases, the issue is taken care of 

after the N
otice is sent but if the property 

is not brought into com
pliance the city 

m
ay either:

•
 H

ave the vegetation cut and rem
oved 

at cost to the ow
ner/occupants,

•
 R

em
ove the debris at cost to the 

ow
ner/occupants, or

•
 Issue a citation for $536.00 to the 
ow

ner and occupants.

Is it a Fire H
azard?

A
ccording to SM

C
 10.080.040 the follow

ing 
are considered w

hen determ
ining w

hether 
or not vegetation at a site is a hazard:
1. Is the situation present betw

een M
ay1st 

to N
ovem

ber 30th.
2. H

as there been a lack of rain for 10 
continuous days w

hich has negatively 
affected the soil m

oisture content?
3. H

as the average air tem
perature been 

above 70 degrees Fahrenheit for 10 
consecutive days?

4. Is the length of the grass or other 
vegetative m

aterial, w
hether standing or 

m
atted, 10 inches or m

ore?
5. Is the vegetation w

ithin 10 feet of a 
com

bustible fence or other com
bustible 

structure?

•
 It m

ust be of considerable dryness and 
flam

m
ability to be able to com

bust and 
spread.

•
 N

eatly stacked lum
ber, stacks of 

firew
ood, scrap m

etal etc. are not 
considered a fire hazard.

•
 M

ost cases of debris accum
ulation are 

dealt w
ith as solid w

aste rather than a 
fire hazard.

D
ebris A

s A
 Fire H

azard

E
xam

ples of Fire H
azards

Tall, D
ry V

egetation C
lose to H

ouse!

Tall, D
ry V

egetation C
lose to Fence!

N
eatly Stacked W

ood A
w

ay From
 H

ouse 
Is N

ot A
 V

iolation!
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D
id You R

ecieve A
 

N
otice O

f V
iolation?

•
 You can store the junk vehicle in a 
fully enclosed building w

here it is not 
visible. C

overing it w
ith a tarp is N

O
T

 
an approved storage m

ethod.
•

 If you can’t store the vehicle you w
ill 

need to rem
ove the vehicle. W

hether 
you put it in a storage unit, a friends 
garage, sell it, or take it to a junkyard, 
it is up to you.

Filing A
 C

om
plaint 

C
om

plaint P
rocess

1. A
n officer w

ill investigate the report to 
verify if the vehicle m

eets the criteria.
2. N

otification w
ill be given to the property 

ow
ner that the vehicle is in violation of 

the Spokane M
unicipal C

ode.
3. T

he ow
ner is given 15 days to rem

ove 
the vehicle.

Failure to C
om

ply

Failure to com
ply 

m
ay result in:

•
 

C
itations of 

$536.00 a day 
•

 
O

rdering the 
rem

oval, at a cost 
to you.

If the junk vehicle is in the street or 
curbside, you can call M

y Spokane at, 
311. 
If the vehicle is 
blocking the street 
or alley call C

rim
e 

C
heck, 456-2233. 

Police M
atters

W
hat Is A

 
Junk V

ehicle?
“Junk V

ehicle” under SM
C

 10.16.010F is 
a vehicle certified under R

C
W

 46.55.230 
as m

eeting at least three of the follow
ing 

requirem
ents:

1. Is the fair m
arket value equal only to 

the approxim
ate value of the scap of the 

vehicle?
2. Is it three years old or older?
3. Is it extensively dam

aged, such  
dam

age including but not lim
ited to:

•
 A

 broken w
indow

 or w
indshield.

•
 M

issing w
heels, tires, m

otor or 
transm

ission?
4. Is it apparently inoperable?

A
ccording to SM

C
 10.16.030 exem

ptions 
include:
•

 
C

om
pletely enclosed w

ithin a building 
in a law

ful m
anner w

here it is not 
visible from

 the street or other public 
or private property.

•
 

V
ehicles on private property in 

connection w
ith the business of a 

licensed dism
antler or licensed vehicle 

dealer and is fenced according to the 
provisions of R

C
W

 46.80.130.

A
re T

here E
xceptions?

Fill O
ut A

 C
om

plaint Form
 A

vailable A
t:

•
 C

ity H
all, 808 W

. Spokane Fall B
lvd.

•
 w

w
w

.B
eautifySpokane.org

•
 w

w
w

.SpokaneN
eighborhoods.org

•
 N

eighborhood C
O

PS Shops

Subm
itting the Form

•
 Em

ail: C
odeEnforcem

ent@
SpokaneC

ity.org 

•
 A

t your local C
O

PS Shop
•

 B
y M

ail: C
ode Enforcem

ent  
6th floor M

unicipal B
uilding 

808 W
. Spokane Falls B

lvd.   
Spokane, W

A
 99201-3333

•
 B

y fax: (509) 625.6802
•

 R
em

em
ber: FO

R
M

S M
U

ST
 B

E
 

SIG
N

E
D

 —
 anonym

ous com
plaints 

not accepted, non-disclousure option 
available.
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T
w

elve C
riteria For 

Substandard B
uildings 

SM
C

: 17F.070.400

A
. D

ILA
P

ID
A

T
IO

N
:

E
xterior decay, w

ater dam
age.

B
. ST

R
U

C
T

U
R

A
L D

E
FE

C
T

S: 
D

efects to the foundation, w
alls and  

roof fram
ing.

C
. U

N
SA

N
IT

A
R

Y
 C

O
N

D
IT

IO
N

S:
A

ccum
ulated w

aste, health hazards.

D
. D

E
FE

C
T

IV
E

/IN
O

P
E

R
A

B
LE

 
P

LU
M

B
IN

G

E
. IN

A
D

E
Q

U
A

T
E

 
W

E
A

T
H

E
R

P
R

O
O

FIN
G

:
Siding, roofing and glazing.

I. ST
R

U
C

T
U

R
E

 H
A

S B
E

E
N

 
B

O
A

R
D

E
D

 FO
R

 M
O

R
E

 T
H

A
N

  
O

N
E

 Y
E

A
R

J. ST
R

U
C

T
U

R
E

 U
SE

D
 IN

 
M

A
N

U
FA

C
T

U
R

IN
G

 O
F D

R
U

G
S  

&
 C

O
N

D
E

M
N

E
D

K
. FIR

E
 D

A
M

A
G

E
D

 ST
R

U
C

T
U

R
E

L. D
E

FE
C

T
S IN

C
R

E
A

SE
 H

A
ZA

R
D

 O
F 

FIR
E

, A
C

C
ID

E
N

T
 O

R
 C

A
LA

M
IT

Y

F. N
O

 A
C

T
IV

A
T

E
D

 U
T

ILIT
Y

 SE
R

V
IC

E
 

FO
R

 O
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E
 Y

E
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R

G
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O
P
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R

A
B
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 O

R
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D

E
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U
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H

E
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C
om

m
on Zoning 

V
iolations

PA
R

K
IN

G
 IN

 FR
O

N
T

 Y
A

R
D

: 
Parking in the front 
yard outside of the 
drivew

ay is prohibited. 
 

 
SM

C
 17C

.230
  

  

A
N

IM
A

L
S: 

T
he M

unicipal C
ode em

phasizes the 
significance and responsibility of pet 
ow

ners, and keepers are expected to m
eet  

the requirem
ents in SM

C
 17C

.310. Som
e 

areas regulated include: 
•

 
Too m

any anim
als 

•
 

A
nim

als im
properly kept

•
 

4 dogs &
 4 cats per dw

elling unit.
•

 
Sm

all dom
estic anim

als 
•

 
Large dom

estic anim
als 

•
 

B
ee keeping 

SIG
N

S: 
T

ypical sign com
plaints 

are: signs placed in the 
public right of w

ays,  
illegal billboards and 
too m

uch signage. 
SM

C
 17C

.240

Y
A

R
D

 SA
LE

S: 
C

itizens are allow
ed to 

have tw
o yard sales per 

year lasting a m
axim

um
 

of three days per sale.
SM

C
 10.45.030

SE
T

B
A

C
K

 A
R

E
A

: 
D

evelopm
ent is prohibited on lots that 

are not of sufficient area, dim
ension, 

and frontage to m
eet m

inim
um

 zoning 
requirem

ents in the base zone.

R
E

SID
E

N
T

IA
L FE

N
C

IN
G

/
C

LE
A

R
V

IE
W

 T
R

IA
N

G
LE

  
T

he negative effects of fences can include 
the creation of street w

alls that inhibit 
police and com

m
unity surveillance, 

decrease the sense of com
m

unity, hinder 
em

ergency access and the safe m
ovem

ent 
of pedestrains and vehicles, and create an 
unattractive appearance.
•

 Front yard fence height: 42 in.
•

 Side &
 R

ear Yard M
axim

um
 of 72 in

•
 C

lear view
 triangle: 36 in. 

SM
C

 17C
.110.230

R
E

C
R

E
A

T
IO

N
A

L 
C

A
M

P
IN

G
: 

A
 recreational vehicle, 

tent, hut, or other  
tem

porary shelter m
ay 

not be occupied on 
private property for 
m

ore than 14 days in a 
consecutive 12-m

onth 
period. SM

C
 17C

.319

H
O

M
E

 B
U

SIN
E

SS R
E

G
U

LA
T

IO
N

S: 
A

 business of such scale and m
ethod of  

operation as to be incidental and accessory 
to the residential use of the property. T

he  
follow

ing are not:
•

 A
uto repair,

•
 C

ontractor storage 
area,

•
 R

epair of large 
appliances and or 
furniture,

•
 Tea room

 or reception spaces for rent, 
SM

C
 17C

.340

For M
ore Inform

ation:
T

his is partial list of som
e com

m
on 

zoning violations. For m
ore inform

ation, 
please visit our w

ebsite at: 
w

w
w

.B
eautifySpokane.org

w
w

w
.SpokaneC

ity.org

LIV
IN

G
 IN

 A
N

 ILLE
G

A
L 

ST
R

U
C

T
U

R
E

: 
A

 recreational vehicle, 
tent, hut, or other 
tem

porary shelter 
m

ay not be occupied 
on private property, 
except for a m

anufactured hom
e park or 

a m
obile hom

e park, for m
ore than 14 

days in a consecutive 12-m
onth period. 

SM
C

 17C
.319
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H:\share\BUILDING OFFICIAL\Forms\2016 Templates\Rehabilitation or Demolition Plan_9-12-16.docx 

Rehabilitation or Demolition Plan 
        **Due no later than one week prior to Hearing** 

             **Incomplete forms will be returned for completion** 

Your Hearing Date _________________

I plan to: Rehab             Demo 

Property Address: 
NNotarized documentation must be provided for any authorized  

representative of the property owner. 

Property Owner  
Mailing Address  

City, State, Zip  

Phone (         ) 

Email Address  

Contractor Name  

Business License #  

Address  

City, State, Zip  

Phone (         )

Email Address  

  
   
   
   
   
   
   
   
    
 

Office of Neighborhood Services and 
Code Enforcement 
808 W. Spokane Falls Blvd. 
Spokane, WA 99201-3333 
(509) 625-6083 
Fax: (509)625-6802 
beautifyspokane.org 

FOR OFFICE USE ONLY 

     Approved      Not Approved 
____________________ 

Signature 
Date:                      

Additional Comments: 

  

Consult with the Development Services Center on the 3rrd FFloor of City Hall oor call (509) 625-66114 for 
ddetails about permit and inspection requirements. Work performed without required permits will be 

subject to ppenalty fees.  
Date permits or Contracts will be obtained:  

Estimated Start Date:  Estimated Completion Date:  

Estimated overall costs to complete the rehabilitation or demolition including all 
permit fees and contract costs.

 

_____ (initial) “I am aware that all demolitions require an asbestos survey and that an asbestos survey may 
be required prior to beginning certain phases of work.  
 

_____ (initial) “In lieu of rehabilitation, I plan to demolish the substandard structure(s). I also understand 
that accessory structures may not remain on a lot without a primary structure, unless a building permit for a 
replacement structure has been submitted to the Development Services Center.” 
 

“I certify by my signature below that I have the financial resources to complete the rehabilitation or 
demolition:” 

X_________________________________________          Date_____________________________ 
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Rehab Plan or Demo Plan 
 

You must provide a brief narrative in each section below to match the noted substandard conditions 
identified by Code Enforcement or the Building official. The narrative must include all efforts required to 
address both the rehabilitation or demolition plan and the plan to monitor and keep the site secure. Also, 
include any previously unknown conditions that are required to make the structure habitable. 
 

1. Dilapidation-exterior decay, water damage: 
 
 
 
 

2. Structural defects-foundation, wall and roof framing: 
 
 
 
 

3. Unsanitary conditions-waste accumulation, health hazards: 
 
 
 
 

4. Defective/inoperable plumbing: 
 
 
 
 

5. Inadequate weatherproofing-siding roofing, glazing: 
 
 
 
 

6. No activated utility service for one year: 
 
 
 
 

7. Inoperable or inadequate heating system: 
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8. Hazardous electrical conditions: 
 
 
 
 
 

9. Structure used in the manufacture of methamphetamine or any other illegal drugs and has been 
condemned by the Spokane Regional Health District and the owner has failed to abate the nuisance 
condition: 

 
 
 
 
 

10. Fire damaged structure: 
 
 
 
 
 

11. Defects increasing the hazards of fire, accident or other calamity: 
 
 
 
 
 

12. REQUIRED: Site Security- re-secure structures and remove transient(s), illegal dumping, graffiti, 
and/or dry vegetation: 

 
 
 
 
 
 
If I am not in the area the following entity is designated in my place to carry out the above tasks: 

Name:_____________________________    Address: ________________________________________ 

Phone Number: __(______)__________________________ 
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NEXT STEPS AFTER 
CERTIFICATION 

NUISANCE 
ABATEMENT 

PENDING! 

Turning Garbage into Gold! 

389 | Page



 
 

390 | Page



    

NEXT STEPS  

 
 

 
 

WHEN YOU ARE CERTIFIED, HERE ARE 
YOUR MARCHING ORDERS! 

 

Research your City 

Identify Key Persons in your municipality.   
Do ______________________________ 
Go to your city office and ask who is responsible for 
______________________________________________  
o City Attorney 
o Code Enforcement Officer 
o City Planner 
o City Housing Authority 

Find out about _____________________________________   
Conduct the following internet searches: 
o Code Enforcement 
o Code Enforcement Guide 
o Code Violation 
o General Nuisance 
o Chronic Nuisance 
o _______________________________________ 
o Reporting a Public Nuisance 
Build your understanding of how the process works 
(____________________________________) in your 
city. 
Talk to the _________________________________ in 
your municipality. 

Research Community Groups  
Look for groups dealing with nuisance properties in 
their neighborhoods. 
Find out about issues they are dealing with. 
You want to develop the persona of being, “the Fixer.” 

 

TThe 
uundertaking 
oof a new 
aaction brings 
nnew strength.   
 
- Richard L. Evans 
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NEXT STEPS  

 
 

 

Go to Public Hearings: 
Public hearings take place after the homeowner misses 
the deadline on the notice of abatement.  
This is where the homeowner is required to present a 
rehab/demolition plan. 
This is prior to the city taking legal action to place a lien 
on the property, abate the property themselves, and/or 
foreclose on the property. 
Rarely does the homeowner show up, but the address 
and homeowner’s name is disclosed to the public. 

 

Offer Your Services 

Develop ___________________________ with the city. 
Municipalities need investors to acquire, and rehab these 
properties. 
They want these properties to return to productivity. 
Cities are desperately looking for solutions –
_____________________________________ 

Develop partnerships with local community groups. 
_____________________________________________ 
Home owners want good neighbors 
Home owners want these properties to look good.  It 
helps their property values. 
You can be ___________________________________ 

Help them see how you can help. 
Leverage your ________________________ 
Leverage your title, __________________________ 
______________________________ 
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NEXT STEPS  

 
 

The City And Community Desperately Want And Need 
Your Help! 

Video: “Zombie Homes Spokane.” 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
_________________________________________________ 
 

o They are looking to partner with the private 
investor. 
 

Develop your Reputational Capital 

Your ability to perform will be key to developing and 
maintaining these partnerships. 

Show the city that you are an ________________ 
They must know that you will follow through on your 
commitments. 
Give them  _______________________________ in 
your ability. 

Don’t Be a One-Trick Pony! 
Nuisance properties and Lien Abatement  
cannot be your only acquisition strategy.   
Don’t put all your eggs in one basket. 
Make sure you are working other strategies as well. 
Keep your business diversified. 
You need to have MULTIPLE Acquisition Strategies 
o Out of state owner high equity properties 
o Auction Properties 
o Short Sales 
o Bird Dogs 
o 60, 90 days late 

es as wewell.

n Strategies
ties
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NEXT STEPS  

 
 

o Pre-Foreclosure 
o Probate 

Be the Go-To Specialist In Your Area 
Attend the Master Lien Abatement Workshop (Get 
Your First Deal Done) 
______________________________________ 
Learn the nuances of negotiation strategy. 
Add to your Reputational Capital. 

 

Once the Nuisance Property is Identified 

Contact the Owner 
If they no longer live at the residence, you will need to 
skip trace the owner to find contact info. 
They are a motivated seller at this point, so jump 
straight to the phone call if possible. 

Negotiate the sale. 
Build rapport 
Identify need 
Meet the need 
Make sure you identify all debt on the property 
o Beyond the mortgage, there may very well be  

_________________________ as-well-as 
_________________________ on the property.  
Make sure these get factored into your offer. 

o Negotiate with lien holders if necessary. 
 

Sign the Purchase and Sale agreement – Get it under 
contract! 
 

Contact COGO Capital – _____________________________ 
Start the Application process 
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NEXT STEPS  

 
 

Get your contractor in place 
Develop your detailed scope of work 
Order your appraisal 
Complete the application process 
Close the deal 

Get to Work 
Follow your ______________________ 
____________________ to get the rehab done. 

o Monitor your rehab closely. 
o Stick to your scope of work. 
o _________________________________ 

 
Stage, list, and sell the property’ 
Cash your profit check! 

 
Rinse and Repeat: 

It is time to do it again. 
You should have _______________________________ 
_______________________________ 
Get the next one going! 
_______________________________ 
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NEXT STEPS  

 
 

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________

____________________________________________________________
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SPECIAL PRESENTATION 

 
 

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________
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SPECIAL PRESENTATION 
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