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Praise for Real Estate on Your Terms







“I’ve known Chris for over twenty years as a business associate, client, and friend. I’ve seen his struggles and successes, his victories and defeats. Most importantly I have seen him grow as a person, a husband, a father, a friend, and a businessperson. His remarkable rebound story is an example of what can be accomplished when you have the will to win, the courage to be your best, and the honesty to truly assess your position in life … and then go out and do something about it!


“Most importantly, Chris walks the talk. He is accountable, disciplined, and remarkably resilient. Whether you are seeking guidance in the real estate sales arena as a facilitator or as an investor, there is no better guide for you than Chris Prefontaine. All you have to do is look up the definition of champion in the dictionary; that’s where you will find what Chris epitomizes and what you will become when you work with him.”


—V. John Alexandrov


attorney, international best-selling author, coach




“Chris Prefontaine knows, and for that matter, so does the entire Prefontaine family, what it means to do the work that has to be done to reach the goal. Unlike other ‘successful’ people who pull up the ladder when they ‘get theirs,’ Chris measures success by how high he can elevate everyone around him by sharing what he has learned.”


—Jay F. Theise, Esq.




“Chris Prefontaine is an amazing entrepreneur and a man for which I have tremendous respect. I have had the pleasure of working with him over the past fifteen years. He is a man of integrity, and he seeks to help others and build relationships that last. This book is eye opening, and Chris describes what he knows best … teaching others how to win. I highly recommend this book and hope that you will take his lesson and message to heart.”


—Joseph Land


JL Capital Group, LLC




“I’ve known Chris Prefontaine since grade school. He knows his stuff and has a knack for encouraging while educating people. He was a mentor to me and helped increase my residual income.”


—Darren LaCroix


CSP, AS, 2001 World Champion of Public Speaking




“Chris has been a client and friend for close to twenty years and a business partner for ten years. We own a building in Illinois together. I’m also an investor of Chris’s, stemming from him coming to interview our law firm when he moved to the area in 2004. One of the most disciplined and hardest-working people I know, he is the ultimate entrepreneur. The advice in his book comes from years of hard-won, practical experience. Pay attention and never give up.”


—Richard Sayer, Esq.


Sayer Regan & Thayer, Newport, RI




“Real Estate on Your Terms is filled with practical, workable methods for anyone wanting to build consistent sustainable cash flow and long-term wealth. Chris Prefontaine lays out a simple plan and implements a specific system that, when put into action, will be very profitable for novice and experienced investors alike.


“I’ve experienced firsthand the value of Chris’s methods in action through his mentoring and closing highly profitable deals. If you’re looking for results, Real Estate on Your Terms is packed full of proven techniques and I would encourage anyone looking for financial freedom to read Chris’s book.”


—Don Strickland


owner, Structure Property Solutions




“An outstanding resource for anyone who wants to have success in the world of real estate investing and move onward to that next level. Chris shares his real-world perspectives gained from over twenty-five years of experience as a practitioner, investor, and industry expert. Chris has coached more than thirty thousand people and has been part of $75 million worth of deals. And now in this book, Chris masterfully dissects the nine steps you need in order to become your own master transaction engineer. This is quite a masterpiece and is well needed in the marketplace. You will do deals after reading Chris’s book.”


—Stephen Woessner


CEO of Predictive ROI and host of the top-rated Onward Nation podcast




“In his book Chris tells a compelling story on how to invest in real estate with less risk and better cash flow than the conventional process of buy and hold or property flips. If, like many, you are concerned with the risks of investing in the stock market or regular real estate, this book could change your perspective—a worthy read.”


—Paul Dion


CPA, CTC




“Whenever you can learn from mistakes, hardships, and tragedies of others, you might want to take notes. Chris Prefontaine’s book, Real Estate on Your Terms, is an opportunity to advance. From ‘lease options’ to ‘forced profits,’ the strategies in this book are quite capable of setting one free. The question is, what do you do when life happens? Chris is a fine example of persistence and resilience. We can all stand a refresher course in that. I highly recommend you read Real Estate on Your Terms.”


—Mitch Stephen


founder of 1000houses.com and podcast host of reinvestorsummit.com




“Starting new ventures is filled with deep potholes and stormy economic markets; a wise man finds a guide to help. Not to worry; here is a guy to guide and nurture you step by step. Chris Prefontaine is a business builder and entrepreneur. As a coach and mentor, he is superior. Chris not only builds businesses, but he also knows how to sell and make profits and then move on to bigger and better deals.


“Chris is that rare, one-in-a-million person who knows ‘the success formula’ that you, the reader, want and need. In this text Chris does not hold back; he reveals all the information that you are searching for. He exposes his systems and formulas clearly in a way the average person will understand. Chris will save you hours of frustration and show you how to avoid the pain of making big decisions, and he’ll do that by following a proven and tested system. His system will result in large profits for you.


“Next, you need to find a comfortable chair, shut off your computer and telephone, and let your guide train and show you how to be successful in a unique business. Chris is no ivory tower professor from the university; this is a guy who comes from the trenches of work. Expect no hype, just great business stuff that will get you to the bank with deposits. In a simple chapter-after-chapter planned process, Chris is going to transform, teach, guide, and nurture you through his formula of special success. Chris has created a proven, successful moneymaking program. You’ll be learning from a professional, and your small investment in time will bring you astonishing rewards.”


—Ted Thomas


tax lien certificate and tax deed authority, www.tedthomas.com




“I’ve known Chris since freshman year of college, when he used to go home on weekends to work in his family business. He was unbelievably focused and disciplined at age eighteen, balancing work, spending time with Kim, and getting his schoolwork done. He was like a thirty-year-old businessman living among a bunch of partying college kids. He hasn’t changed. He is the most driven and focused person I know! If you are interested in any aspect of the real estate business, I would highly recommend working with and learning from Chris. Learn from his tremendous knowledge and experience, and put yourself in the best position to succeed!”


—Robert E. Romano


estate planning attorney and real estate investor
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To my wife, Kim, for sticking with me through all the ups and downs, the goods and bads. It is certainly true that behind every good man is an amazing wife. I couldn’t have done it without her. Heck, she has stuck with me for thirty-four years as of the writing of this book!


To my son, Nick, who watched firsthand through the 2008–2012 transition, and to my daughter, Kayla, and Kayla’s husband, Zach, who joined the biz in 2016. As of the writing of this book, they have grown into pivotal roles and are more than capable of running the entire business for the many decades ahead.


To our amazing team at the office and spread around the world who help, assist, and support in every way and who put up with me nonstop!




 





Please note that Chris Prefontaine or Chew Publishing, Inc. DBA/SmartRealEstateCoach.com earnings are in no way average and that any examples provided should not be considered typical, as your results will vary depending on many factors. If you think you can get rich by simply clicking a button or allowing others to do all the work, then we recommend you do not invest your money in any educational program or business tool, as it will not be a good investment. Our team is here to support you, and we hope that you make buying decisions because you are also dedicated to success.


From time to time we send emails promoting other companies’ products or services and may earn commission for doing so. It is important to realize that while we only send products, services, or events that we believe will help your business and that we’ve trialed, we do not recommend investing in anything without doing your own due diligence. As with anything in life, in order to succeed you will need to put forth effort and be persistent. And finally, any information provided is educational and cannot be taken as legal or financial advice.







 


foreword





by Mitch Stephen


If you had asked the young Mitch Stephen to envision what his life and business would look like today, I guarantee you I never would’ve described anything close to what my reality is now. The financial freedom and flexibility I enjoy because of my real estate business would have seemed unfathomable at the starting line twenty-four years ago. After doing the math, here’s where things stand: I’ve bought a property in or about my hometown of San Antonio, Texas, every four to five days, for over two decades! That’s over two thousand properties since 1996. And because of the systems and team we have in place, I haven’t even seen the last four hundred houses we’ve bought, nor have I ever met the last four hundred people who bought my properties. I just see the details on the spreadsheet. It took me way too long to develop those systems and become a true owner of a real company.


Chris invited me to write this foreword because he knows my backstory and that none of what I just described happened by accident or luck. I definitely did not come from money or even an entrepreneurial bloodline. I was given nothing and rose from the dirt. What I did have was a terrific mother and father who taught me right from wrong. They gave me a great work ethic and never told me, “You can’t.” They always told me, “You can!” I’m very sure that created the right belief system and mindset. I added the grit and the willingness to find my place in the world. I found it in real estate.


Once I realized I had a passion for real estate investing, I started listening to those who had already done what I wanted to do. I started doing what they were doing. I did the same things over and over and over again, but a little bigger, a little better, and a little faster each time. That’s how you systematize, scale, and create financial freedom.


When you’re looking for your first several deals, it can be hard to envision what success looks like. You need to mentally bridge the gap between where you are now and where you want to be. And while you’re doing that, all sorts of fears, worries, and doubts will try to creep in. You might even hear that little voice in your head telling you that success is not for you. You have to combat that voice. You fight that voice by getting in front of evidence that proves that voice wrong. Dead wrong!


Remember Roger Bannister? He was the British middle-distance athlete and neurologist who ran the first sub-four-minute mile. No one believed that running a mile in less than four minutes could be done. It was considered … impossible. Then, one day, Roger did it! He broke the four-minute mark. And once Roger had proved it possible, other runners believed they could do it—and they did. Roger had shifted their mindsets and helped them bridge the gap so they could see the possibilities.


I’ve taken that same lesson and applied it to my real estate business. Over the last twenty-four years, I attended mastermind groups and joined communities where investors shared their success stories and showed their tax returns as real evidence. I got into places where that voice of negativity could not even begin to compete with the positivity I was seeing. It was powerful, and it dramatically shifted my perception. It helped me bridge the gap because I could see with real confirmation what was possible and how they did it. I wasn’t guessing or estimating anymore. I was doing what had been proven to work for others before me. Confirmation that it could be done and that it was being done led me to one solid conclusion: “If they can do it, I can do it!”


With that evidence, I could see myself applying the same steps with similar success. I left each session energized, with new things to try and a set of decisions to be made around how to raise the expectations for my business.


My hope for you is that Chris’s book and his Quantum Leap System (QLS) will provide the same confirmation and help you bridge the same gaps in your own business so you can see what’s possible.


Look, I know what it feels like to be broker than broke. I also know what it feels like to be uncertain about what steps to take next. I’m telling you, everything you need in order to feel certain, to change your financial circumstances by doing terms deals, or to scale your real estate business even further is here in this book and within QLS. Nothing has been hidden or left out.


As it was for me, your biggest obstacle to success will likely be your current belief system and mindset. If you think small, you will play small. If you allow yourself to change your belief system to thinking bigger, then you will play that way. Your world will begin to change. You will meet the right coaches and mentors who can help you bridge the gap so you can scale your business with the right systems, delegation, and automation. And then you will have everything you need to build a business that provides you and your family with financial freedom and flexibility.


You just need to take that first step. And then someday I’ll read about your two thousand deals. I look forward to that!




 


foreword





by Scott Ulmer


Ever driven down a country road, glanced over, and noticed, in the middle of a crowded cornfield, one stalk sticking out above the rest? Every once in a while, someone crosses your path who catches your eye and grabs your attention—who “sticks out” from the crowd and, for reasons you are not quite sure of at first, leaves a lasting imprint on you. Whatever “it” is, they seem to have it. Their qualities and characteristics leave you without a glimmer of doubt that they are destined to achieve great success in whatever their endeavor.


It was in 2013 that Chris Prefontaine and I crossed paths. I had the distinct pleasure of working with him as he and countless others rebuilt the lives and financial success they had prior to the devastation the 2008 market crash brought.


It was clear from the outset that Chris stuck out above the rest. His sense of focus and purpose-driven approach to life, combined with his Rhode Island twang, made it a pleasure to connect with him every week. And to see the success he achieved in such a short time was a true pleasure for me.


It was evident he was a superstar from the first time we chatted. He epitomized everything a high-level performer has, and in no time at all he was back to crushing his real estate deals, rebuilding the empire he had built once before, only this time he would build it stronger and battle hardened. To this day I consider him a friend, and every time we talk, I glean another “nugget of gold” from him. But for Chris it wasn’t just rising from the proverbial ashes; he was on a mission to provide for his wife and family—to get them back the lives they had and deserved to have again. Since that time, I have had a front-row seat to his rocket ship rise back to the top. I have watched him crush the goals he set and exceed far above even his tremendously high expectations. And now you, too, the reader, have the privilege and pleasure of seeing Chris’s off-the-charts comeback and the circumstances and obstacles he overcame to get there, achieving greater and fuller success than he had before.


You will hear firsthand Chris’s story of restoration and the personal challenges he had to deal with in the midst of his rebuild, how he is a master at nontraditional and creative real estate deals, and how you, too, can emulate his success if you are tenacious and willing to put in the work, simply by following the outline he provides in this book.


Nothing in life worth having comes easy, but if you are willing to put in the time and follow directions, the following pages will outline step by step Chris’s blueprint for success in real estate in today’s market. You will enjoy not only hearing Chris’s story but gleaning the valuable content contained within. Whether you are a seasoned real estate pro or a beginner, I promise you will have several takeaways from this insightful book.


And be sure you have a highlighter and pen close by, as your mind will be stimulated with ideas and inspiration to go out and create the life and success you deserve for you and your family.
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prologue





Kim and I were sitting at our kitchen island in one of our homes, in Shrewsbury, Massachusetts. Our kids were in the next room, Kayla doing her homework and Nick studying his real estate material. It was February 2008, but looking back, I still vividly remember that night—I’ll never forget it. Kim and I were just getting ready for dinner, and I could smell the awesome Italian meal cooking on the stove. The cars in the driveway were all brand new, as was the home. Everything was perfect, or so it appeared. But if you saw the look on my face, you would know that something was up.


You would have heard Kim say to me, “Okay, we just did the refinance; a couple hundred thousand dollars came in and out—like that. What are we going to do next month? The overall real estate market is crashing—how are we going to do this?”


We were responsible for hundreds of subcontractors and a dozen employees. We had had some amazingly profitable years together and owned twenty-three properties, some with partner-investors. The properties were all either in foreclosure, going through the foreclosure process, or in a short sale. It was a full-time job just to handle that. We had the IRS calling and sending nastygrams. Our credit cards had been shut off, sometimes without notice. Eight to ten years’ worth of savings, investments, college funds, and retirement funds had been cashed out to try to survive.


I said to Kim, “What the heck were we thinking?” Our daughter, Kayla, was eighteen, finishing up in a private high school and looking forward to college. Our son, Nick, was nineteen. Refinancing our second home in Newport, Rhode Island, on two acres overlooking the harbor, was supposed to have provided enough cash ($350,000) to save our real estate company. But we had a couple of million dollars in mortgages on top of our children’s education expenses. I had made the ultimate mistake of thinking the housing market was never going to stop climbing. Too many of us used our real estate holdings like an ATM machine. The cash-out we had gotten from the refinancing was a bandage that allowed us to pay expenses for our businesses temporarily but required another round of refinancing at a lower interest rate within twelve months.


Chest pains were constant with all that stress. You know how the real estate market came to a halt in 2007–2008. Property values plunged, leading to the drying up of credit. Then, in February 2008, almost as if a light switch had been thrown, financing stopped. Deal funding stopped. All large commercial deals on the books, projected to provide hundreds of thousands in profit, were dead in the water with all banks shutting down funding.


Clearly this was not real estate on my terms, but rather on the banks’ terms.


Financing at the time was a challenge, because I had purchased buildings the conventional way—putting 10 percent or 20 percent of our money or investors’ money down and signing for a loan. The goal pre-2007 had been to accumulate twenty or so properties using cash, investors, and bank loans. Then, as the market continued to rise and as we improved the properties, the plan was to sell those off at a profit. That was no longer a path to get out when market values fell by one-third to one-half in 2007. We had no safeguard against a market crash, nor did we really create any up-front or ongoing cash flow—we were focused on long-term wealth and cash-outs only. (You’ll see in this book how we fixed our business’s cash flow challenge by creating the 3 Paydays.)


Before the real estate market crash, about one-third of our purchases were commercial or mixed-use properties, and the rest were two- to six-unit apartment buildings, half of which could become condominiums. We would work with engineers and attorneys to completely rehabilitate all the units of those multifamily buildings, convert them into condos, and resell at a nice profit, usually within a few months. The profit was fantastic until the downturn, when we got caught with four or five units that we had to rent or sell at a loss.






3 PAYDAYS:


1. A cash deposit from the down payment


2. Monthly cash flow


3. Back-end profit


COMMERCIAL PROPERTIES:


Buildings or land intended to generate a profit.


MIXED-USE PROPERTIES:


Building or complex that blends residential, commercial, and other property types together.








The mixed-use buildings had similar problems. One in Rhode Island, in a lower- to middle-class inner-city area, had four retail units, with four residential units above. I brought in an investor for about $200,000 but still had a $500,000 bank loan. The four commercial units—a nail salon, a beauty parlor, an office, and a window and siding retailer—were supposed to provide most of the income, but two of those went out of business with the economic downturn.


Finally, there were the buildings we kept as multifamily rentals. With no profit coming in from the other properties to fix up or even properly maintain those apartment buildings, we had no exit path from those purchases, as they were not attractive to buyers unless offered at less than what we owed, or what bankers call a short sale. The banks forgave debt during the crash for some individual property owners but fought to collect from investors, although eventually they had to write off debt or settle on short sales with us.






SHORT SALE:


Any sale of real estate that generates profit less than the amount owed on the property.








At the time, we took a big hit. But since then, we’ve more than made up for losses by profiting on the many lessons learned from 2007–2008. And you, too, can learn from these lessons and avoid the same mistakes in your business.


Now that you know how I used to do business, forget about it—unless you want to experience the heart palpitations and the stress I endured in 2008, along with visits from tow trucks looking for a car or truck to repo or the IRS mailings that were constantly looking for money. I have told you these details because it’s important for you to understand that signing personally on loans, refinancing properties for cash-out without a specific exit plan, and entering any deal whatsoever that does not create immediate and continuous cash flow are not good strategies. You can buy some properties and hold them, but I’ll show you how to do so with both cash flow and a hedge against the market—without using your own cash or credit.


DIGGING OUT


I didn’t survive alone. With the help of a supportive wife and some great mentors, I dug my business out of the hole over the ensuing five years. But it wasn’t easy. I remember one friend, Cle, a successful builder and business owner from Massachusetts, telling me in 2008, “It could take you ten years. It could take you five. Whatever it’s going to take, you communicate with people. You be open with them. You let them know what’s going on. The whole nation is dealing with this. You be the one who speaks up and communicates well, and remember, you didn’t personally take down the national real estate market!” I never forgot that. That helped me a lot when dealing with the creditors, vendors, and investors, and I’ve reminded him a few times and thanked him.


Numerous attorneys and friends said, “You should just file for bankruptcy. To heck with everyone.” I didn’t want to do that. We painfully went through setting up payment plans with creditors, vendors, and banks as necessary. The communications involved taught me many lessons we’ll discuss throughout the book and that I use in coaching new investors and partners. If you’re seeking a mentor or a coach and they have not experienced any downturns, run. They simply won’t know how to navigate. I’ve experienced three and have the bruises to show so that you can minimize or eliminate yours. (You’ll see how I became passionate about helping others learn from my experience—the impetus for this book.)


At a certain point, I had to resume the focus on creating cash flow, which would be the real key to satisfying the creditors as well as getting ourselves back on our feet. I committed to spend half of each day moving on to new business. I set standards for that new business:


• no more personal signing for loans


• constant communication with mentors and coaches


• making sure we bought only properties that could be obtained without using our own cash or credit


I call these standards buying and selling on YOUR TERMS. As of this writing, we control fifty-five to sixty or more properties (pending cash-outs), mostly single-family residential homes of our own, and then another fifty or so with Associates throughout North America. We either have title or control them through a lease-purchase or other agreement. But each month we are taking on new properties (or owner financing or subject to existing financing) and cashing some out.


This book will explain in detail, with actual numbers, how buying and selling on YOUR TERMS works for the seller, the buyer, and us as a family business, and how we structure these deals on our own terms with the parameters of not using our own cash, not taking out a bank loan, and not risking our credit.






LEASE-PURCHASE AGREEMENT:


A contract in which a portion of the lease payment or rent is applied to the purchase price of the property.








Buying and selling on terms is the opposite of what I did from 2004 through 2008. I credit one of my initial mentors, whom I met in 2005 at his ninety-nine-dollar seminar that a friend invited me to. I was hesitant to go, because my wife and I had been on a great run in real estate since 1991 and were not looking for something new. We had built more than one hundred single-family homes, then bought a Realty Executives franchise for all of Central New England in 1994. Despite mentors telling me “you cannot sell a real estate brokerage business,” we sold it to Coldwell Banker in 2000 for a quarter of a million dollars and then started coaching other real estate agents around the United States and Canada. Our team—consisting of one agent (me), one full-time assistant, and a runner for signs and miscellaneous personal errands—had been doing more than a hundred transactions per year. We had fifteen affiliated agents averaging more than twenty transactions per year, five to ten times the national average. Having worked with real estate agents unhappily at first as a builder, I understood the standards we needed to establish to be successful.


COACHING YOU TO MAKE CASH NOW AND IMPROVE CASH FLOW


You may be wondering, Do I have to be a licensed real estate agent to buy and sell property on terms? I will go into this in more detail in chapter 3, but the short answer is that if you buy property under your name or your company name and then resell that property, you’re acting on your own behalf, and you’re not conducting a service for a fee, so no license is required.


I’m not a lawyer or a licensing expert, so you should consult a local attorney because state laws vary. You have to be careful to have the proper paperwork and the proper structure to comply with state and local licensing guidelines.


Buying and selling on YOUR TERMS asks you to study and train to transact the kinds of deals described in this book. There’s a lot of information you won’t be able to absorb all at once. But beyond this book, we provide tools, such as Smart Real Estate Coach Academy (that’s where our staple foundational product lives—Quantum Leap System Video Program, referred to as QLS Video Program, as well as other training programs); our unique Associate Program, whereby we actually do deals with individuals around North America and revenue share with them as part of our consulting; and our two annual events—Quantum Leap System Live Event (referred to as QLS Live Event) and Business Scaling Secrets Event. You can register for these on our website.


Our Associate Program helps you immerse yourself in the learning that is one of three major factors for long-term success. The second factor is having the right tools, which our QLS Video Program provides—from live-deal videos, family team lesson videos, and live calls with buyers and sellers to the proper vendors and resources you’ll need. The third factor is having us hands-on walking you through a successful deal from the lead generated to a check in your hand. Unfortunately, I’ve come to learn that there is an enormous gap in the industry. This gap is the time between someone studying a course or attending an event and then actually doing a deal. For some, this gap is never overcome. Our Academy, as well as our Associate Program, has shortened—even eliminated for some—that gap. If you’re stuck in that gap and have spent money to get into that gap, forget that—it has no bearing on your future success.


Our family business is based in New England but is expanding much farther, because our ideas and the Associate Program are working across North America. We are helping our Associates realize the same averages as our private family company for per-deal profits with all 3 Paydays of $75,000 (for our deals) and $45,000 to $200,000 for all our Associates on average—depending upon the type of transaction and where they are geographically. Those profits aren’t guarantees, of course, and results can vary for myriad reasons, but readers of this book will learn how they’re possible for sure. Some come to us with zero experience and others with years of experience in a different niche.
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