“The thing | most appreciated
from the Private Money
Brokering course was
learning how to vet the deals
and run the numbers with
confidence. That knowledge

has proven to be invaluable
and no one can ever take
that from me."

—Cekarri Nixon, Certified
Private Money Broker




Legal Information Is Not the Same as Legal Advice

This book provides information about real estate investing, private money
borrowing, lending, and/or brokering. It is designed to help users safely
determine their own legal needs. Please understand that legal information is not
the same as legal advice. The application of law varies with an individual's
specific circumstances. Laws vary from state to state and are in constant
change, and although we do everything we can to make sure our information is
accurate and useful, we recommend you consult a lawyer if you want
professional assurance that this information, and your interpretation of it, is
appropriate to your situation.

All rights reserved.
© Copyright 2022 by Secured Investment Corp
All rights reserved. No portion of this book may be reproduced in any manner,
mechanical or electronic, without written permission from the publisher, except
for brief portions, which may be quoted in articles or reviews.

Printed and bound in the United States.
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Welcome

e Honoring our Veterans
* Pledge

» Prayer “We are here to
coordinate knowledge

quqglng Your Expectqtlons and effort, ina Splrlt of

harmony, between two

+ Getinvolved, stay involved, and become successful

* Take notes! or more people for the
e Ask questions. . o o
« Develop your “Success Plan.” attainment of a definite

e Don't miss the “V.l.P. session.”
e Pass the certification test!

Statement of Purpose

e To create an environment where we can collectively
learn from each other

To provide solutions for each other

To operate with an abundance outlook

To increase bottom line profitability

To build stronger relationships and greater understanding
of our respective talents and necessary collaboration for
growth and success

A Few Things to Know

e Schedule/Breaks
» How to navigate your student resources

e Communicating through the chat

e Test Link will be sent at the end of day 3. The link will
be active until 10am PT Saturday. Once you log into the
test you will need to complete it in 2.5 hours. Evaluation ‘
— your chance to grade us

purpose.”
— Napoleon Hill
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Secured Investment Corp is the parent company in the
organization. Through the work of its wholly owned subsidiaries,
N s Ec u R E D Secured Investment Corp provides real estate investors the
INVESTMENT CORP necessary capital to finance their projects by bringing together

Enter The Circle Of Wealth private lenders and borrowers.
Secured Investment Corp also manages Private Equity Funds

Secured Investment Corp 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 consistently average a double digit annualized return to our investors. - SecuredinvestmentCorp.com

Secured Investment Corp 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
e 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
SYSTEM OF | REAL ESTATE INVESTING 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.

The Lee Arnold System of

Real Estate Investing

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

Lee Arnold System of Real Estate Investing Mission Statement:

“To educate, train and provide access to relationships and products allowing individuals to achieve financial
freedom through real estate.”
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. Cm ,.f"?_% (ﬂ\ As the lending arm of the company, COGO Capital works with

Y/ w w u borrowers to originate, process, and close loans. COGO Capital

4 ‘Q\- . z = offers private loan options for real estate investment properties
' : S \ within most states across the United States. - CogoCapital.com

THE PRIVATE MONEY COMPANY

Cogo Capital Mission Statement:

COGO Ca pitq| “To provide no-hassle, asset-backed, real-time private capital to

real estate investors.”

The servicing company for most loans originated by COGO

'5 LA KE CITY Capital. Lake City Servicing is in our Coeur d’Alene, Idaho

corporate office. Lake City Servicing is also available to service
l SERV ] C]| N @G mostother third-party loans. - LakeCityServicing.com

Lake City Servicing Lake City Servicing 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.

AP

ARNOLD PROFESSIONAL . o
—— HOLDING§—————— The company has a construction crew and specializes in

LS L E2 NPT A I T T B2 M0 Nk b 1t O BB O3 G L

Spokane, WA. This company has a main office and warehouse
located in Spokane, WA. This is by to design to allow both
Arnold Professional personnel resources and physical resources to be closer to our

Holdings real estate market.
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: He's The Solution
"M I N T S TRIE S He’s the Solution Ministries our goal is honor God in

everything we do. We strive to allow our faith to be
something that others can witness in our everyday lives.
We endeavor to be more like Christ daily and encourage
He’s the Solution others along the way. We want to encourage you in your

Ministries 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, consisting of the singing of hymns and praise songs as well as a verse by verse
study from the Bible. The public is also welcome to attend these services!

The services start at 7:45am and end around 9am.

We also provide encouragement, support, and resources for those seeking a BOLD FAITH in the workplace. We
hold weekly services via a Zoom meeting at 6:45am PST so that you can be a part of a worship service every
Sunday morning no matter where you are located.

The call in number is: 408-638-0968

Meeting ID: 845 8245 2963

Passcode: 970595

Hesthesolution.com

He's the Solution Ministries Slogan: “Equipping Christian business leaders for bold faith in the work place!”

The Lee Arnold System of Real Estate Investing Page 14



s WELCOME & INTRODUCTION

SYSTEM

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 five 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.

(s

EDUCATION
Lee Arnold System

Where Your Real Estate
Investing Success Begins

The Lee Arnold System of Real Estate Investing Page 15
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Lake City Servicing

Managing Your Investments
So You Don’t Have To

MOTIVATION FUNDING
He’s The Solution E fo) Cogo Capital
Ministries O\’ R Providing Funding
Encouraging Bold Faith g é For Your Real Estate
in Your Workplace O Investments

PASSIVE INCOME
Secured Investment Corp
Providing You Strong And
Consistent Returns
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Reasoning Behind the Training

« Alignment of interest = we win when you win!
¢ Provide you with the resources to be an Independent Private Money Broker.
¢ Prepare you to take and pass the Independent Private Money Broker Certification Test.

What You Can Expect

Setting up your business How to structure the deal
Knowing the players & your role Practice w/brokering case studies
Marketing & generating leads Positioning

How to recognize the target deal Becoming the Master Broker

All about the deal from application to underwriting

The Lee Arnold System of Real Estate Investing Page 16
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What Does it Take to Be in Business?

e Check your motivation. It must be more than money.

» Never stop learning. This class is just your beginning.

e Sit down and write a success plan for your business and then hold yourself to it.
* Accountability - give others permission to hold you accountable.

e Train your brain — you need consistency; do things daily.

Your business model must be consistent, not just swinging for the fence.
e Core competency for business is management.
e Act like who you are striving to be. Do not discount yourself. Build your confidence in how you present yourself.
e Dress in an outfit that makes you feel more powerful. Dress for success. This is a job. Work at it like the job it is!
« Don't confuse networking for profit with fellowship for fun. Networking is about making money.
e Know your “core competency.”
e You must run your business above board! It must be done legally!
« Time management is your responsibility! You must manage your time.
» Set office hours. If you are using your home for an office, it is not a home during office hours. Do not do home tasks!

e Don't put your success in the hands of others. Results are more important than relationships.

The Lee Arnold System of Real Estate Investing Page 17
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What Does it Take to Be in Business?

« Don't be afraid to fail — if you are going to be successful, you will fail at something!

e Set up your entity — LLC

e Investin a Dealio.Pro — (or some CRM)

 |If working with a partner, write out your partnership agreement and hold each other accountable.
» Write out specific job descriptions for your employees

e Be specific on your goals. Make them SMART goals.

S.M.A.R.T Goals Defined

Specific (Clear, concise, tangible)

Measurable (Dollqrs, volume, time, experiences)

Actionable (You can do something to actually
make this happen)

Realistic (50% realistic is fine)

Timed (Deadlines announced, committed to)

The Lee Arnold System of Real Estate Investing
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Creating a Power Team

What is a Power Team?

A Power Team is a group of people of complementary professions. They work with the same clients, but do
not take business away from each other.

A great example is easily found in the real estate industry. A realtor, mortgage broker, building inspector, title
agency, real estate attorney, private money lender, and private money broker all service clients looking to
purchase property.

Already have your power team in mind?
Make note here:

POWER TEAM

Your Power Team needs to help with three things:
o Find deals
o Find money
o Close deals

What can your Power Team do?
* Create a dynamic team of investors from the people that you already know, like, and trust
e Improve and expand each other’s business
« Create borrower “hunters” or “bird dogs” to find steady flow of borrowers
e Bring professionals in from all areas affected by your business to give expert advice and support

The Lee Arnold System of Real Estate Investing Page 19
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Create a Power Team by Becoming “The Connector”

¢ Go where your best customers, competitors, and prospects meet (masterminds, Seminars, Real Estate
Investment Associations (REIAs), Facebook, LinkedIn, auctions).

¢ Give value. Be a resource and a connector.

¢ Getinvolved in the relationship. Pay it forward — By referring others, you'll get referrals!

« Connectivity is today’s currency. The most connected player wins the most profitable plays!

Places to Network — Online and Offline

Social
Media

Networking Digital
el

Blogs :
Meetings

Referrals

The Lee Arnold System of Real Estate Investing
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What is a Private Money Loan?

« Private Money Lending is a loan from a private individual to a nhon-owner-occupied real estate investor, secured by
real estate as collateral.

« Rates and terms for these types of loans will vary by lender and depend upon the experience level of the borrower,
the length of an investor’s relationship with a particular lender and the perceived risk of the deal.

e There are very few hard and fast rules to private money.

Notes:

The Major Players:

Borrower

Broker

Who is the Private Money Borrower?

Someone who:
¢ Needs quick funding for time sensitive loans
* May have been denied a bank loan, for any reason, including credit and excessive loan conditions
¢ Wants to avoid the long hassle of processing a bank or institutional loan
* Needs a larger loan with more flexible terms than most banks offer
(continued on next page)

The Lee Arnold System of Real Estate Investing
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¢ Wants an opportunity to make an investment in a new property using the equity in owned real estate —
cross-collateralization.
¢ Has circumstances making it difficult to obtain institutional loans:

(o}

o

o

(o}

o]

Complex financing structures (LLC’s, partnerships, trusts, corps)

Credit problems (minor to moderate)

Bankruptcy (old or current)

Property held in probate, trusts, family limited partnerships, irrevocable trusts, corporations, etc.
Divorce

Why People are Borrowing Private Money

Qualifying Challenges:

Institutional lenders are very picky about the borrower and property.

Private Lenders look at:

¢ Appraised value

Borrower experience

¢ Property equity

Exit strategy

Need for Speed:
Institutional lenders normally take 60-90 days to fund a transaction.

Private Lenders:

* Review the property’s merit
* Require less paperwork
e Can complete a loan in as little as 72hrs - 3wks

More Money, More Often:
Institutional lenders normally lend a capped amount of money on a capped amount of loans.

Private Lenders can lend:

« Multiple loans on multiple properties
¢ More money so borrowers can use less of theirs
« With far fewer seasoning requirements

The Lee Arnold System of Real Estate Investing Page 24
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Investment Parameters:
Institutional lenders look at the as-is nature of the property and borrower. They have no imagination on future value.

Private Lenders lend on:

e Amount of “skin in the game”

e Equity

Exit strategy (highest and best use)

Property’s cash flow capability or income potential

Most Private Borrowers Fit Into These Categories

« Purchasing a fixer-upper to repair and flip in three to six months
« Purchasing a fixer-upper to repair and keep as a rental property
« Refinancing to invest money in other cash-flow opportunities

The Lee Arnold System of Real Estate Investing Page 25
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The Broker:

Who is the Private Money Broker?

« An intermediary who brings non-owner-occupied commercial real estate investors, borrowers, and private money
institutions together but does not use its own funds to originate private money mortgages

¢ Gathers paperwork from these borrowers and oversees the loan submission and packaging process for
submission to the lender for underwriting, approval, and funding. The mortgage funds are then lent in the name of
the private money institution.

« Upon closing, the private money broker receives an origination fee, often 1-3%, from the borrower as
compensation for his/her services. This is paid from the HUD.

Why People are Brokering Private Money?

« A very high-income potential

¢ The smallest start-up investment

« Providing a service that is continually needed

¢ The pleasure of helping people

¢ A recession-proof business

e A vyear-round service (not seasonal)

¢ People actually flock to you

¢ No refunds, no losses

¢ Points paid out of closing

e Cash transactions (no receivables)

« A service well-accepted and revered by
lenders and borrowers

e Personal and financial freedom

¢ A more fulfilling life

¢ More family time

e More travel time

¢ A broader, more dynamic experience

The Lee Arnold System of Real Estate Investing Page 26
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7 Steps to Set Up the Loan Package & Being a High-Earning Broker

¢ Introduction — Get the initial story & vet the deal/client.

¢ Consult — Create a workable deal.

« Commitment to Deal — Set expectations. Make sure the client has buy-in. Get your broker fee agreement signed!
* Prepare the Presentation — Pick your lender & assembile file for that lender.

¢ Submission — Submit a full, complete package to the lender.

« Monitor Progress — Help keep the process going. Make sure everyone is moving forward.

* Follow Up — Keep the communication lines open between yourself, the lender, and the borrower.

Keys to a Successful Submission

¢ Follow a checklist (get this from your lender).

* Make sure all information is ordered.

e Make sure all information is complete.

¢ NO White-Out!

¢ Make sure all information is accurate.

* Make sure the copies & faxes are readable.

e Submit everything within 48 hours of the borrower’s request.

The Lee Arnold System of Real Estate Investing Page 27
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Keys to a Successful Closing

¢ Read your approvals completely.

e Make sure all underwriter stipulations are met.

Complete and make sure information is accurate.

« Make sure package is in processing within 48 hours of approval.

Keys to a Successful Follow Up

¢ Send thank-you cards, letters, or make a phone call.

e Build your company.

¢ Build a bank of loyal enthusiastic lifetime borrowers and lenders.

¢ Find the next “yes” within your customer base (use repeat borrowers and lenders).
¢ Get referrals.

For Success, Remember This...

e Live up to your commitments.

e Set the expectation.

o Walk them through the process step-by-step.

e Follow up with a phone call after the closing.

e Send a thank-you card!

e Your customer is your paycheck!!

e The more you work for the customer’s success, the more you will earn.

* Recognize that the customer feeds your family.

e Your business is worthless, and your wallet is empty without funds provided by your customers.

e Customers call, contact, or visit for one reason — They need help!

o Treat every customer as though they were your favorite celebrity, hero, friend, neighbor, or your grandma.

e Your friendliness and willingness to help is in direct proportion to your success.

e Loyalty is the most difficult of the customer service goals to achieve. Once you have it, you have something your
competition will never have... The next order!

e We judge ourselves by our intentions .... others judge us by our actions!
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Follow Up and Follow Through

e Know your products.

e Review your commitments.

e Follow up daily with clients.

e Follow up after funded loans.

e Turn down files that don't fit yours or the lender’s criteria (don’t waste your time on Timewasters.)

The Lender:

Who is the Lender?

e Someone who is frustrated with losses in the stock market and is sick and tired of low returns from traditional
investments like CDs, bonds, and mutual funds.

e Someone who does not want the hands-on approach associated with owning real estate and wants a much more
passive option. Many lenders simply do not want the headache and liability that comes along with owning real
estate.

e Someone who wants more control over their financial portfolio and to direct their investments.

The Lee Arnold System of Real Estate Investing Page 29
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Why People are Lending Private Money

* Healthy returns with shorter terms - Many investment vehicles, like stocks and bonds, are
earning lower than desired, or simply unpredictable returns. They also tie your money up for
longer periods of time. Private money mortgages are a solid source of healthy returns in a shorter
period of time.

¢ Tangible investments - Unlike investing in stocks and bonds, when you invest in private money
mortgages you are investing in tangible assets. We vet out all the properties and make sure they
are the best opportunities for your dollars.

+ Hands off - It's a passive investment. We do all the heavy lifting for you. We research, review,
assemble and provide you, the lender, multiple private money mortgage opportunities until you
identify the one that is within your level of comfort.

« |t creates ongoing, residual income over the life of the loan.

¢ It can earn, on average, 8-12 percent annualized return.

¢ Protection - It's in first trust deed position.

+ Control - Lenders can choose the parameters of their investments.

« Safety: Requires “skin in the game” from the borrower (in the form of cash, partner, collateral,
and/or equity).

¢ To gain the gratification of investing in real people and real opportunities!!!
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Why Lend Through Circle of Wealth Fund llI

e Professionally managed — The funds are audited annually and are managed by three highly-experienced real
estate and finance professionals with a combined 50-plus years of experience in real estate.

e Non-correlated to the stock market.

¢ No management responsibility - Once you place funds, you only need decide how to spend your monthly
returns.

e Passive cash flow

e Protective equity provides shield against market volatility.

e Investment diversification

« Ability to invest in real estate without being a landlord

e Granular reporting, which highlights current portfolio holdings, recent transactions, and quarterly financials

e Alignment between investor and fund manager - The fund manager does not share in profits unless the
investors make 6% return.

e Minimum investment of $1,000.00.

e« COW Fund Ill does not require accredited investor status! — This means anyone with the minimum
investment can be a direct lender.

e https:lisecuredinvestmentcorp.com/ - Go here for more information about the fund. Fill out the form and
receive a free consultation where all your questions will be answered.
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If Your Phone’s Not Ringing... Rule of 54: Broker Success Formula!

...neither is your cash register!

) e 25 Marketing pieces a week — 1300/yr
How do we get the phone to ring?

e 25 Outbound calls a week — 1300/yr

e 2 Networking events a week — 104/yr

e 2 Full loan packets submitted a week — 104/yr
= Broker Success

MARKETING!

Why Do We Market?
_ Shotgun vs. Rifle
Lead generation

o Name
o Phone number
o Email address

Shotgun: focuses on groups with common interests
e Fan pages
e Networking meetings

o State REIA
o Clients ’ S. .
. ¢ Associations
e Business partners .
e LinkedIn

e Business branding

¢ Increased profit potential

e Create market separation

o Create demand for products & services
e To gain market knowledge (important)

Rifle: focuses on specific individuals with narrow Interests
e Direct mall
e Direct calls

The Lee Arnold System of Real Estate Investing Page 35
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Tips to Tune-Up Your Marketing
Target Your Market Mine Your Current Contacts

e You've heard the saying “You can’t be everything to « Pull out your “black book”
everyone” same goes for this business... « Look through the Rolodex
Targeting = Higher Success ¢ Review your friends and family on Facebook
¢ Working with businesses with similar interests, is your o Talk to co-workers and business associates
best source of referrals. » Reach out to friends of friends
e Real Estate Agents e Talk to neighbors
» Real Estate Investors » Your reach is long if you think about all
e Private Lenders the possibilities!

* Mortgage Brokers

¢ Real Estate Attorneys
e Title Companies

e Handymen/ Contractors

The Lee Arnold System of Real Estate Investing Page 36
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Talk to EVERYONE you see! You never know what investors they might know!

List-Making Exercise

List five people you know in each of these categories:

e Hot Markets — Friends, family, co-workers
¢ Warm Markets — People you know well, Facebook, LinkedIn, email contacts
e Cold Markets — Groups that would be interested in private money but that you are not a part of

Set Aside Prospecting Time

Biggest (and lamest) excuse | get from clients who are not prospecting is... Time!
e Most Americans spend 23 hours a week watching TV. Invest two of those hours each day into identifying
lenders and borrowers (which still leaves you nine hours for TV.)
e Put ads on Craigslist or in newspaper
e Blog
e Talk about it on Facebook or LinkedIn
e Schedule local real estate or networking meetings
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Strategies

Giving Your Marketing a Pulse

e Implement marketing research
e Set up marketing systems
e Design a business plan
e Create marketing content
e Set up a marketing budget
e Lead magnets — getting people to give you their information:
o Offer free gifts (subscription to a newsletter, e-zine, report, e-book)
o Hold free online classes (webinars), which will brand your company and position you as an expert
» Offer free consulting: positions you as an expert and generates a warm call
e Give away a free membership
e Make sure your content is dynamic & current

Write your ideas and preferences here:

Online vs. Offline

e Craigslist, Facebook, LinkedIn, opt-ins (website or squeeze pages)
« Direct mail, phone calls, trade publications, REIA/networking meetings

Write your ideas and preferences here:
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Free- to Less-Expensive Marketing Examples
e Craigslist

» Newspaper

e Penny Saver / Nickel Nick's

e Door knocking

e Cold calling

e Word of mouth

e Flyers

e Attending REIAs

¢ Networking

e Getting written up in local newspaper
e Guest on local radio and TV shows

Less Expensive to Small Investment Examples

e Direct mail!

e Purchasing leads

e Running ad campaigns on radio

e Marketing and conducting your own seminars
o Newspaper placement ads 1/4, 1/2 page ads
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“Sky’s the Limit” Marketing

e Google pay-per-click campaigns

e Google cost per acquisition

e Running spots on television

e Sponsoring events (golf tournaments, charity drives, etc.)
» Billboards on major freeways

e Advertisements on movie screens

Write your ideas and preferences here:

Use the Social Haommer!

As of October 2021
e The US's top four internet sites - Google, YouTube, Facebook, Amazon. Twitter is at #12, Instagram #13, and
LinkedIn #36
e The US had 194 million Facebook users, second only to India @ 349 million!
¢ The US has the most # of Twitter users @ 78 million followed by Japan @ 58 million
e 94% of B2B marketers used LinkedIn — with Facebook at 89% and Twitter at 77%
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Craigslist
Schedule Time 3 Days a Week to Post Ads:

MONEY!
DO YOU NEED MONEY FOR INVESTMENT

PROPERTIES?

If you need funds for investment property
flips call us first.

Quick funding
Poor credit o.k. if the deal is strong!
Investment properties only
[Enter your phone # or website link HERE]

MONEY TO BUY FIX/FLIP INVESTMENT

PROPERTIES
| have money to lend on Investment property flips
Quick, short-term money
Bad credit O.K.!
Equity and asset-based loan.
Cash out possible.
[Enter your phone # or website link HERE]

| HAVE MORE MONEY THAN DEALS!
Direct Private Lender
Quick closings commercial and investment
properties only!
Bad credit no problem
Asset based lending.
[Enter your phone # or website link HERE]

e Regularly search for investors advertising on Craigslist.

« Call them and ask if they have all the money they needed? Ask if another 50K or 100K would help them get
more deals done?

« Offer your services as a private money broker.
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Marketing with Dealio.Pro

e Use Dealio.pro to set up a website for your brokering business.

e Pull a non-owner-occupied list.

e Start a mail and email campaign to the non-owner-occupied list.

« Start a mail and email campaign to your local and nationwide lenders.

¢ Follow up on your mail by calling the list. We will discuss what to say in our presentation on vetting your leads.

Dealio.Pro is a nationwide data magnet:

¢ Reach 99% of the U.S. with more than 148,000,000 properties

» Multidimensional nationwide search allows you to “layer” data on properties
e Manage and set up campaigns

e Provide property analysis to your borrowers

e Start and stop your marketing campaigns with the click of a button

e Super-targeted lead types

« Use hidden property data to close your next broker deal.

Pull lists of hungry investors needing capital from around the country keeping your Rule of 54 marketing campaign
running strong!

il Every House Has A Story. I

IEETI LY

“[Dealio.Pro] Has enabled my business to consolidate several different applications into one
platform. It has been a great timesaver.” -Rahman Thomas
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Marketing and Research Through SendFuse

What is SendFuse?

SendFuse is a text-message-based bot that will analyze specific properties, and provide you with a
preliminary title search we call a "capital stack," that can be used to determine equity. If there is equity, you
can then send mail to property owners, make cold calls, and write offers that include Proof of Funds letters
from COGO Capital.

How will SendFuse help me?

With a title report, you can read through a property's transaction history, including loan and liens that have
been placed against the subject property. You can also obtain other details such as comparable homes and
a map of the homes that surround the subject property. The SendFuse title report will even include the name
and mailing address of the owner of the subject property. Note: if the address of the owner and the address
of the subject property match, this means that the subject property is owner occupied.

How do | get SendFuse?

Easy! Visit getsendfuse.com. Sign up with your

cellphone number and create a PIN. While you will I_

generally use your cellphone's text messaging app to lu Sen dFUS e
request information for properties, SendFuse does

have a dashboard that can be accessed from

getsendfuse.com. This is where you will manage your

account and settings as-well-as view stored reports.

When you sign up, you will receive a welcome text from SendFuse (407-573-7120) and a link to your
online Dashboard.

Important: Save this phone number in your Contacts to avoid confusion!
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Using SendFuse Commands

How do | use SendFuse?
(For a full video series of in-depth instruction, visit https://getsendfuse.com/send-fuse-support/)

After you receive your welcome text, select SendFuse in your saved Contacts. Type in one of the following
text commands to SendFuse in your text messaging app:

+ Research {property address} - To research a property by address

« Title for {property address} - To run a full title report

¢ Watchlist {property address} - To add an address to your watchlist to track for a later action

« Skip trace {property address} - Attempt to find a phone number for the property owner

+ Send mail to {property address} - Sends an eight postcard sequence to property owner

« Offer for {property address} - Sends a Letter of Intent and Proof of Funds letter from COGO Capital

¢ Three Tier For {property address} - Sends a cover letter, 3-otion offer(LOI) and Proof of Funds Letter
« Balance - To check your FuseCoin balance

o Refill - To purchase FuseCoins

¢ Commands - To see a full list of all available commands

Example for researching a property:

148 @ & O T
1.0pen your cellphone's messaging app
& SendFuse Dev LI =
2.Select SendFuse in your saved
Contacts Fesearch 130T & Hastings spobiacs
3.Type "Research {property address}" in I# address 1307 E Hastings R, Snokane, WA
r":“* FHLIELEA correct? Respond with “yes” and
a new message to SendFuse N | check nformation @

4.SendFuse will immediately request

Yis

address confirmation
Auhdogs T EHASTINGS Bl SPOKAMNE WA,

" LI m]a
5.Reply "Yes" if correct R S
. . . . . Bathaoomrd: 3
6. Review property information, including SOFT: 1,357
Sale Price: 184,000
i Viede! Bt 1973
square footage, year built, owner Properts Tyow: REFR
. . o Sabe Dave: 04/ 30/2014
information, legal description, etc.) Cwnes Mamic Shirley L Russel
Ovenesr Ocoupied:
Orveried Mamne - -
Mailing Addressc 1307 E Haslngs Fd
Linorzram.

Vesting
Isiing City £ 150 Spoksne, WA
Maiing Ty $9215

Courty: SPOMANE

Lol Deserictas 02643 E J30FT OF NE1/4
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Using SendFuse Commands

Example for requesting a title report:

1.0pen your cellphone's messaging app e g .
2.Select SendFuse in your saved Contacts
€ SondFuse Dev L
3.Type "Title {property address}" in a new
message to SendFuse
4. SendFuse will immediately request
address confirmation
5.Reply "Yes" if correct
6. Wait a few moments for the title report to P
be run and sent to your account. It will
Tithe For 1617 M. Sevih 51 Seckant WA

also be sent to your email address on file

with SendFuse. Is address 1817 M Smith 51 Spokane, WA

A SREOT, LS cocrect? Riepond with yet” and
. . . ) wellchock the we o
7.View, download, and/or print the title -
report from your email or from your Yes
SendFuse Dashboard. Wi vell b thes Tl rapont o thiss sddhess

A0 et Bk 15 you B2,

The Titke Regort dpe 1317 K Saiih 50
I,r‘.:“\ ' LEGA has Been emailed B
et e e S b GO, Com

]

P

[

s
-

Coie g Truni you T Qe thanin o
Note: SendFuse will respond to each command with
a prompt to proceed, then will send you a result. ° @ Tex! measage -
Certain commands may elicit further prompts if
additional responses are needed. All reports can be
found on your SendFuse Dashboard.

£ L]
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Using SendFuse Commands

Some of the most helpful information is the name and mailing address of the owner of the subject property.

LEAD
GENERATION

Remember, if the address of the owner and the address of the subject property match, this means that the
property is owner occupied. This information allows you to begin marketing to the owner through the send mail
command or make offer command and then to skip trace the owner so you can follow up with a phone call.

Example for requesting a skip trace:
1.0pen your cellphone's messaging app
2.Select SendFuse in your saved
Contacts

3. Type "Skip trace {property address}" in
a new message to SendFuse

4. SendFuse will immediately request
address confirmation

5.Reply "Yes" if correct

6.SendFuse will respond with "We will
research the number to skip trace for
this address, get back to you soon."

7.After a moment, SendFuse will
respond with the phone number
“Great! {property address} has been
skip traced. The number is {phone
number}. Here is a link to see it on

your dashboard.

Note: SendFuse will also allow you to upload a list of
homeowners in the skip trace section of the
dashboard. Here you can order skip tracing on the
whole list all at once!
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A

SendFuse Rule Of 5... X

uon Iy \Jf\l'J uavc uiuvveocu IJy uic
e address.

SendFuse Rule Of 56 Vertual Assistant - 12:49...

Skip trace 3830 47th Ave SW, Seattle,
WA 98116, USA

12:50 PM

Is address 3830 47th Ave SW,
Seattle, WA 98116, USA? Respond

with "yes” and we will check the
e information.

SendFuse Rule Of 56 Vertual Assistant « 12:50...

Yes

12:51PM

We will research the number to
skip trace for this address and get
back to you soon.

Great! the address 3830 47th Ave

SW, Seattle, WA 98116, USA has

been skipped trace on

206-932-7328 Here is a link to see
e it on your dashboard: https://

app.getsendfuse.com/dashboard

SendFuse Rule Of 56 Vertual Assistant - 12:51 PM

12:57 PM

A @ Type a message

4
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Using Your SendFuse Dashboard

Below is the browser-based SendFuse Dashboard getsendfuse.com, where you will set up and manage your
account, track your research, and view requested property information:

Rule of 56 Goals

0 .

-1 T T T T T 1
2021/11/08 - 2021/11/15 - 2021/11/22 - 2021/11/28 - 2021/12/06 - 202112013 -
2021/11/14 2021/11/21 2021/11/28 2021/12/05 202171212 2021712018
M Postcards M Cold Calls W Offers

Property Addr_.. Owner Address Price Submitted By Sent date Action
AR

In the left-hand menu, you can find: » Settings - confirm and edit your contact

e Dashboard - shows all your activity information

e Completed and Canceled Sequences - track ¢ Coin History - manage your account balance

postcard mailings ¢ FAQ - answers for common questions
« Edit Templates - change the text on your postcards ¢ Support - full instructional video series and
« Additional Users - add your birddogs Help contact information
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Using Your SendFuse Dashboard

In the center section of the Dashboard, you can find:
+ Rule of 56 Goals - track cold calls, postcards, and offers
« Offers - list and details of all offers made including PDF copies of each
¢ Three Tiered Offers - list and details of all three-option offers made including PDF copies of each
« Research Property - list and details of all researched properties
¢ Title Report - list of property reports
¢ Active Sequences - list of owners currently receiving mailings from you
¢ Watchlist - list of properties not ready for action
« Skip Trace - list of owners and contact information

Title Report List

Active Seguences
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Interpreting the Capital Stack

Once you have identified a potential investment, our goal is to find out the history, or the "story" of a
property to determine equity.

We want to answer the following questions:

* What is the property worth?
« What is owned on the property?
e How much can | sell it for?

Always start your property research with Google. Do a search of the address in Google; if the first page
of Google has no red flags (criminal activity, fires, etc.), we're good.

Move on to Zillow. Do a search of the address in
Zillow to get a Zestimate (a comps-based
estimate).

Next, use the SendFuse Title Report (Property
Profile Report) will provide you with a great deal of
useful information on a property, including:

e« Current owner
* Property characteristics
¢ Most recent loan and sale

« Assessment and taxes PROPERTY‘

« Previous mortgages, refinances, and sales ‘, PROF"—E
« Title changes REPORT
* Map with comps

+ Area sales analysis

* Nearby next sellers and out-of-state owners Parliman John R 10-00171-0000-02124
Pine Rd
llville, Nj 08332

Determining equity using the capital stack requires a
little sleuthing, but if you take the time to do the
math, you can get a good idea.

Send Fuse
+1 800.971.5988

upport@getsendfuse. cor
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Interpreting the Capital Stack

Let's take a look at this example, located at 28 Pine Rd, Millville NJ. After running a search, Google
has no negative stories on the first page.

28 Pine Rd. Millville NJ x & Q

Al QMaps @News ¢ Shopping [ Images  : More Toois

About 436,000 reslts (0.42 seconas)

7 Laurel Lake
S 9 QIW‘AH\:»“N-.::
ake Clubhouse 9 fay

5 Mg dals £2021
28 Pine Rd L3
Millville, NJ 08332 Directions

hitps:ivnwzillow.com s New Jersey » Millvile : 03332 §

28 Pine Rd, Millville, NJ 08332 | Zillow

The property 28 Pine Rd. Millville, NJ 08332 is currently not for sale on Zillow. View detais.
sales history and Zestimate data for ihis property on

hitps:/wwnireakiorcom » .. » Milille » Pine St

28 E Pine St, Millville, NJ 08332 - realtor.com®

‘According to the Millville public records, the property at 28 E Pine St, Millville, NJ 08332 has
approximately 1,000 square fest, 0 beds and 1 bath

hitps:/iwwrvtrulia.com » NJ > Milville 08332 §

28 Pine Rd, Millville, NJ 08332 | Trulia

28 Pine Rd, Millville, NJ 03332 is a 540 sqfl. 2 bed, 1 bath home sold in 2014. See the estimate,
review home details, and search for homes nearby.

Running a Zillow search results in photos, a description, neighborhood evaluation, map and lot lines,
other pertinent information, and a Zestimate of $67,600. Now look at the Zillow "Lot Lines" view of the
property that includes rooftop values. This will allow you to come up with a ballpark estimate of value.

2Zi"°w / Edit D Save > Share

2bd | 1ba | 540sqgft

28 Pine Rd, Millville, NJ 08332
® Off market Zestimate®:$67,600 Rent Zestimate®: $1,399/mo

Est. refi payment: $423/mo e Refinance your loan

Home value Ownertools Home details Neighborhood details

Q Looking to save?
o ; Refinancing your mortgage at a lower interest rate could m
: 4 significant savings. Find a lender in minutes and see if you
could save.
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Interpreting the Capital Stack

Next, run the SendFuse commands for Research Property, and then run the Title For (you may
use the text-based commands on your cellphone or run the reports directly from your Dashboard).
From your cell phone or Dashboard, review both reports. Take a moment to examine the owner
information, property characteristics, recent sale, and assessed taxes.

To calculate equity, the key items you'll want to use in the report are:

e Recording Date

e Transfer Value and Transfer Amount
* Type of Sale

e Buyers and Sellers

e Transaction Flags

Note: The first time you read a title report, it may seem confusing, but familiarizing yourself with the

terminology will make it easier for you each time you research.

To get the "story" from the Title Report, we always start at the bottom of the Resale list and work
our way up to the current owner. Make note of every transaction date, the amount, the financing, the
type of sale, and who are the buyers and sellers. On some reports, there may be multiple pages of
transaction records while others may have few or just one record.

We can see on our property the current owner is Mr. Parliman. This property's most recent sale
has a transfer date of April 10, 2014, for $30,000 from Mr. Crane, using an attorney to transfer title.

| OWNMER INFORMATION

Primary Owner: PARLIMAMN |OHM R APM: 10-00171-0000-02124

| RECENT SALE & LOAN

Transfer Date: 2014-04-10 Seller: CRANE WILLIAM G
Transfer Value: % 30,000 Doc #&: 2014-458707
Cost/SF: 50 First Loan Amount: %0

Sale Type: Title Company: ATTORNEY OMNLY

Lender:
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Interpreting the Capital Stack

To build the history of this property, we go to the end of the Resale records. The oldest and first
recorded item in the Resale list is a cash transaction, by attorney (Ba), of $25,095 on October 7,
2005 from a Mr. Lewis to Mr. Crane.

RESALE

Recording Date: October 07, 2005 Transfer Amount: % 25,095.00
Type of Sale: Ba First TD: % 0.00

Doc #: 2005-212589 Doc Type: G

Title Co: o Rate Type: o

Mortgage Doc #: - Lender: -

Buyer Namais): Crane William G Buyer Vesting: Sy -

Seller Namefsk Lewis Charles ¥

Transaction Flag's: Cash Transaction, Re-5ale

The next (and most current as we noted in the Recent Sale & Loan section) Resale item is recorded
April 5, 2014 from Mr. Crane to Mr. Parliman. The purchase amount is $30,000 in a cash transaction,
by attorney, so it appears there is no mortgage. This resale history is relatively simple and
straightforward.

RESALE

Recording Date: April 05, 2014 Transfer Amount: % 30,000.00
Type of Sake: Ba First TD: £ 0.00

Dac #: 2014-458707 Doc Type: G

Title o Attorney Only Rate Type: -

Mortgage Doc #: = Lender: -

Buyer Mame(s): Parliman John R & Vicki L Buryer Vesting: - Hw
Seller Name(s): Crane William G

Transaction Flag's: Cash Transaction, Re-5ale
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Interpreting the Capital Stack

Question: Does this property most likely have significant equity?

Answer: Based on recent records reflecting an absence of a mortgage, refinance, or liens, it is likely
that this home has significant equity.

Note: Each property you research will tell a different story, and many can get very complex. Take some
time to learn the process and unravel the history.

Notes:
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You Are the Broker!

DEAL OR NO DEAL

Apply what you have learned about creative, logic-based lending to determine how you would proceed with each of

these case studies.

You need to determine from the information you have gathered from the borrower, whether this is a DEAL you should
aggressively pursue or if this is a NO DEAL you should kick to the curb.
We will take them one at a time and then discuss, so please do not work ahead.

10% Rule Steps

Step 1

Add the following 3 items together: Purchase Price

(PP), Rehab (R), and After Repaired Value (ARV).
PP+ R+ ARV =

Step 2
Multiply the Total from #1 by 10% - This is the
Estimated Closing and Selling Cost.

(#1 total) x 0.1 = ECSC

Step 3
Add the total from #2 to the Purchase Price (PP) and
Rehab (R) to get the Estimated Total Cost.

ECSC +PP + R=ETC

Step 4
Subtract the Estimated Total Cost in #3 above from
the After Repaired Value (ARV).

ARV - ETC = Estimated Net Profit

Step 5

This will equal the Estimated Net Profit without holding

and utility cost.

A “good” deal is defined by an Estimated Net Profit of
at least 20K.

e -Purchase Price: $75,000
e -Rehab: $35,000
» -After Repaired Value: $150,000

Step 1
e $75,000 + $35,000 + $150,000 = $260,000

Step 2
e $260,000 x 0.1 (10%) = $26,000

Step 3
e $26,000 + $75,000 + $35,000 = $136,000

Step 4
e $150,000 - $136,000 = $14,000
e The Estimated Net Profit is $14,000
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Deal #1:

Deal #3:

State = Kansas (SFR)
Purchase Price = $80,000
Rehab =0

ARV = $100,000

Bank = $50,000

Credit = 680

Experience = 2 flips

Exit = Sell

State = Texas (SFR)
Purchase Price = $97,500
Rehab = $35,000

ARV = $175,000

Bank = $23,000

Credit = 620

Experience = 1 flip

Exit = Sell

Deal #2:

Deal #4:

DEAL OR NO DEAL

State = Washington (SFR)
Purchase Price = $125,000
Rehab = $25,000

ARV = $225,000

Bank = $15,000

Credit =710

Experience = 0 flips

Exit = Sell

¢ State = Florida (SFR)

Purchase Price = $75,000
Rehab = $35,000

ARV = $150,000

Bank = $5,000

Credit = 660

Experience = 0O flips

Exit = Sell
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. e State = Pennsylvania (SFR) . ¢ State = Indiana (SFR)
Deal #5: e Purchase Price = $45,000 Deal #6: e Purchase Price = $32,000

e Rehab = $30,000 * Rehab = $50,000

e ARV =$125,000 ¢ ARV =$120,000

e Bank = $1,500 * Bank = $9,500

e Credit=730 e Credit =680

e Experience = 3 flips e Experience =0 flips
o Exit = Sell o Exit = Sell

. o State = Georgia (SFR) Deal #8: o State = Tennessee (SFR)
Deal #7. « Purchase Price = $175,000 . « Purchase Price = $229,000

e Rehab = $45,000 ¢ Rehab = $75,000

e ARV = $300,000 e ARV = $400,000

e Bank = $35,000 » Bank = $25,000

e Credit=720 ¢ Credit = 650

e Experience =5 flips e Experience = 0 flips
o Exit = Sell o Exit = Sell
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. e State = Ohio (SFR) . o State = North Carolina (SFR)
Deal #9: e Purchase Price = $15,000 Deal #10: e Purchase Price = $325,000

¢ Rehab = $30,000 * Rehab = $100,000
e ARV = $100,000 e ARV = $600,000
e Bank = $1,500 » Bank = $65,000
e Credit =635 e Credit =750
* Experience = 0 flips o Experience = 2 flips
o Exit = Sell o Exit = Sell

Write your answer here: Write your answer here:
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What's the Difference Between a Lead and a Prospect?

+ Leads are what you get from your website or referrals.
* Prospects are what they become once you've opened the lines of communication.

YES, you will have to talk to them!

¢ This business is all about developing relationships!

Leads to Disqualify

It's okay to knock a lead off the list if they are wasting your time and energy.
Only spend time on High Probability Prospects!

Disqualifying Characteristics:
¢ The Victim
¢ The Angry Curser
¢ The “Maybe” Lead - A “maybe” turns into “no” more often than it turns into a “yes.”

Only invest time with high-probability prospects. The most significant cost in a real estate professional’s business
isn't the advertising or marketing. It's the opportunity cost of making an investment in the wrong person and not
getting paid, when you could have worked with someone who would have generated a broker fee.
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When the Phone Rings & When You Call...

+ Respect Your Position -
By answering a sales phone call, you are essentially taking the entire reputation of your company on your
shoulders. The phone call is often your first impression and you only have one shot at that. Take it seriously.

¢ Ask Many Questions -
People are talkers and many, for the most part, enjoy talking about themselves or their "situation.” Allowing a
prospective client to talk will change your success rate. There are also many good things that can come from a
great conversation with a new person. Ask questions to best answer their needs, and you’ll be surprised where
it leads the relationship above and beyond a closed loan.

+ Be a Sales Consultant, Not a Salesperson -
Studies show that when someone is labeled a salesperson, their chances of being well received drop
dramatically. However, consultants are adored members of our society. Who doesn't like someone offering free
advice? Be the expert they need, and they’ll gratefully do business with you.

* Speak in Benefits, Not Features -
As exciting as it is for you to have the #1 service in the Industry, as an Independent Private Money Broker, your
prospect wants to know how it's going to improve his or her life or business. Speak in terms of benefits to the
customer. No one likes a braggart, but everyone loves someone who can do something for them.

¢ Know Your Stuff -
Be prepared: Have a ready, effective, benefit-driven answer prepared. Do some brainstorming around likely
guestions.
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Listen Your Way Into a Sale

¢ Focus on the person in front of you (not on your phone or others around you).
e Don'tinterrupt: let the person finish before you begin.

¢ Pay special attention to key points (write them down to remember them).

+ Reflect back what you think you heard.

¢ Watch/listen for non-verbal cues.

* Ask relevant questions, especially those that help them articulate their pain.

e If in-person, respond physically: lean in and nod when appropriate.

Your Purpose Within the Call

¢ |dentify their need.

« |dentify their pain if that need is not met.

¢ Figure out if and how your solution will meet their need and eliminate the pain.

« If it does, articulate the benefits they will get by using your product to solve their need.
¢ Converse with them. Don't grill them.
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Questions for the Borrower

e How did you hear about me?

¢ In case we get disconnected, what is your best phone number?
 |s the deal under contract?

¢ How many deals have you done so far?

 How many deals have you done in the last year?

e What do you do for a living?

¢ Do you have other forms of income outside real estate?

e How much did you make on your last deal?

¢ Why are you buying this property?

e How much do you plan to make on this project?

e How much of your own money are you investing into this project?
¢ How much did you make on your last deal?

e How much do you need to borrow?

e To what email address should | send the application information?
¢ What will the loan funds be used for?

e How quickly do you need/want to close?

e What is your purchase price?

e How much do you expect to need to spend on repairs?

¢ What will the property be worth when you have repaired it?

¢ What is the property worth today, as it stands?

+ How did you determine those amounts?

e These are all woven into a friendly conversation, not asked sequentially without comments in between.

Time to Practice It!

Use the vetting worksheets (next pages) to follow along as your instructor conducts role play scenarios and live
phone calls. Make sure you are taking notes on how the broker positions him/herself during the call.
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VETTING WORKSHEET
Name Name Name
Phone Phone Phone
Email Email Email
Pur / Refi Pur / Refi Pur / Refi
Closing Date: Closing Date: Closing Date:
State State State
Purchase Purchase Purchase
Price Price Price
Rehab Rehab Rehab
ARV ARV ARV
Value Value Value
Profit Profit Profit
Bank Bank Bank
Credit Credit Credit
Experience Experience Experience
Exit Exit Exit
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VETTING WORKSHEET
Name Name Name
Phone Phone Phone
Email Email Email
Pur / Refi Pur / Refi Pur / Refi
Closing Date: Closing Date: Closing Date:
State State State
Purchase Purchase Purchase
Price Price Price
Rehab Rehab Rehab
ARV ARV ARV
Value Value Value
Profit Profit Profit
Bank Bank Bank
Credit Credit Credit
Experience Experience Experience
Exit Exit Exit
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VETTING WORKSHEET
Name Name Name
Phone Phone Phone
Email Email Email
Pur / Refi Pur / Refi Pur / Refi
Closing Date: Closing Date: Closing Date:
State State State
Purchase Purchase Purchase
Price Price Price
Rehab Rehab Rehab
ARV ARV ARV
Value Value Value
Profit Profit Profit
Bank Bank Bank
Credit Credit Credit
Experience Experience Experience
Exit Exit Exit
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VETTING WORKSHEET
Name Name Name
Phone Phone Phone
Email Email Email
Pur / Refi Pur / Refi Pur / Refi
Closing Date: Closing Date: Closing Date:
State State State
Purchase Purchase Purchase
Price Price Price
Rehab Rehab Rehab
ARV ARV ARV
Value Value Value
Profit Profit Profit
Bank Bank Bank
Credit Credit Credit
Experience Experience Experience
Exit Exit Exit
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* What you’re about to learn may hurt your feelings.
« If it does, you probably need hear it.
« Discomfort is the Mother of All Action.

“Be willing to be
Let's Get You ACTING! uncomfortable..Be
comfortable being

uncomfortable. It may

i |
et tough, bt s

« Excited about all this new information you're getting small price to pay for
here during these three days we have together | . d »
« Anxious to get home and start implementing this hard- IVIng a aream.

won knowledge — Peter McWilliams

¢ Gung-ho about your upcoming business actions and
prospects
e Optimistic about your future success and income

potential
|

| WANT YOU TO TAKE HOLD OF THOSE
FEELINGS AND HANG ON TIGHT BECAUSE...

In the Days, Weeks, or Months to Come...

* Those feelings of excitement and optimism will 1
begin to fade. o
e You'll return to your same life, same demands, [

same challenges.
« You'll face challenges and hiccups implementing

this new business opportunity we’'ve given you.
e You'll have time crunches, number crunches, and

motivational challenges. |
« In short, you'll face what every single business

owner will face.

The Lee Arnold System of Real Estate Investing Page 77



eT"E CONVERTING CLASSROOM KNOWLEDGE

INTO REAL WORLD DOLLARS
SYSTEM

The Five Reasons We've Seen Why People Lose Excitement and Motivation

« Stuck on the Simplest Tasks:

Some people don’t know how to do some of the simplest tasks in their business. Like getting their financials in
order, putting together an email blast, writing a sales script, meeting with an employee, etc. Not knowing how to do
something is a huge motivational killer.

¢ Don't know where to Start:
Not knowing where to start will often stop people from ever starting at all.

¢ Overwhelmed with Details:
Many people get bogged down in the details. It's called analysis paralysis and it kills even the most motivated
entrepreneur’s best intentions.

« Lack of Value:
If someone doesn’t understand the value of doing something, they just won't do it. Making calls, turning in
documents, networking... all have reasons, but if you don’t know what they are, you’ll never do them.

‘No Time:

This is one of the ROOT causes we hear a lot. When | work with people, | always look for ways to fine-tune their
schedules. This is because this is often the first excuse: “I didn’t have enough time.” For them, the lack of time is a
real thing... but a poor excuse (we’ll talk about this more in a minute).

EXAMPLE of Not Understanding Value

Remember the movie Karate Kid?
Young Daniel-san didn't see any value in “wax
on, wax off.” He expected to learn karate, not to

do manual labor for Mr. Miyagi. He was very
frustrated with the entire experience and
wanted to quit.

It Wasn’t Until He Understood the Value Did His
Motivation Kick In...
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We Want to Help You, But We Can’t Force You

+ Motivation is Desire. It is the “fire” that fuels great performances, outstanding victories, persistence,
perseverance, determination, and drive.

« It is the explanation for why some entrepreneurs have a winning Attitude.

 |tis the rationale behind Mental Toughness.

« |tis the Strength and Character that allows entrepreneurs to overcome adversity, setbacks, disappointments,
and failures.

You have decided that you’re motivated to earn huge income checks by helping others succeed in real
estate.

Raise Your Hand if You're Ready to be an
EXTRAORDINARY ENTREPRENEUR!
Then Let's Begin!

But...
| Should Warn You...
If You Do This On Your Own, It's Going to Take Some Time...
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Have You Heard of the 10,000 Hour Rule?

It Goes Like This...

* The key to success in any field is, to a large extent, a matter of practicing a specific task for a total of
around 10,000 hours (that's about three hours a day for ten years).

« Example: Someone like Bill Gates had a passion for computers, but he also had the opportunity to put in
10,000 hours of programming on a state-of-the-art computer early in his teens.

10066

hours to master your craft

Ll 78N\ /5 /a4

5'1;;1. |

2

> /

Better get started!

What If We Could Shorten It Like We Did for Alvin Sun?
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Alvin Sun — Master Broker

In a year, Alvin Sun has brokered 12 loans 1y
through COGO Capital, and about 40 loans
overall in at least eight states. His highest
broker profit to date is over $8,000 and his
estimated brokered profit for 2019 is
between $50,000-$70,000, which does not
include his fix-and-flip or wholesale profits.

His business model currently consists of
three streams of real estate investing
income: brokering, fix and flip, and the
passive buy-and-hold strategy.

= .

".-
& o T -

Loan: $119,000 Loan Amount: $222,300 Loan Amount: $69,975
Broker Fee: $3,570 Broker Fee: $4,446 Broker Fee: $1,979.25
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Alvin Sun — Master Broker

Loan Amount: $53,900 Loan Amount: $79,950 Loan Amount: $275,800
Broker Fee: $1,617 Broker Fee: 2,398.50 Broker Fee: $5,516

Loan Amount: $70,000 Loan Amount: $128,000
Broker Fee: $1,400 Broker Fee: $3,840

eI

“Lee’s program has really opened my eyes to the many different avenues of real
estate...beyond just fix-and-flip. Without attending the Nationwide Funding Tour,
I had no idea that | could broker profits using private money lending. So keep an
open mind and be open to learning those different avenues - and then open
opportunities. You may not be in a position to fix and flip - so brokering is the

way to go. It's a good way to build knowledge and credibility in your business.
-Alvin Sun
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The Master Broker Advantage

« You'll jumpstart your success as an Independent Private Money Broker!

e You'll have the marketing systems in place to generate more borrowers and lenders... and more
importantly... more REPEAT borrowers and lenders.

e You'll understand the loan business inside and out.

* You can compete with other brokers.

e Engage in lab time with experts, role-playing, Success Plan feedback, case study exercises

« You’ll EXPERIENCE brokering! Not just hear or read about it!

In a moment... I'm going to show how YOU can shorten the 10,000-hour time frame to
earning more... MORE OFTEN to an even a shorter time frame! Would that help you?

We’ve been brokering much more than 10,000 hours, so we have it down pat and now
we can slice down the 10,000 Rule for you

* We want more competent, educated people to make more money with (we want to work with hundreds,
even thousands, of smart, profitable brokers).

* We have the lender relationships (LOTS OF THEM).

* We have the Fund, and infrastructure to support you.

¢ We can service your clients' loans.

» We can take the package all the way to closing and ensure you're paid.
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When Was the Last Time You Cashed a Check for $4,410

Just for Helping a Real Estate Investor?

Would you like to learn how to do that over and over again?

Tyon Robinson — Master Broker

ARV Purchase
Loan Amount: $147,000
Broker Fee: $4,410

| FER WY mE e e

{10, 3% Broker Fee o Investors Capital
11, Consuling Fee 1o Cogo Capita LL ISACA
§12 Servidng Setup Fee to Lake City Senicng

Another One...

ARV Purchase
Loan Amount: $115,500
Broker Fee: $1,155

816, Broker Processing Fee 3%
rocessing Fee to Investors Capital | $1,155.00]

900, Items Required by Lender to Be Paid in Advance

Daily interest charges from 01/12/18 to 02/01/18 @ 41.71/da
01 it Sanvicing L/18 @ 41.71/day Lake (from GFE #10) $834.20
S02. Mortgage Insurance Premium [freen (EE #71
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Tyon Robinson — Master Broker

And Yet Another One!

ARV Purchase
Loan Amount: $120,400
Broker Fee: $1,460.59

807, Assumplion Fee to

808, Broker Fee Investors Capital 148059 |
809. Consulling Fee COGO Capital, LLC G700
A0 Sanising Sahn Cas L aks b Candeinn A4 O

What is Tyon Doing?

He’s Using Our Six Simple Ingredients to Succeed
e System
» Networking Contacts (It's Who You Know That Counts)
e Quality Product: Money
e Marketing
e Education
e Time Management

Notes:
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Saves You Stress
"N\

Y ou o c

S tress

T ime

E nergy and
M oney

S aves

o

The Master Broker Agenda Time, Energy and Money

+ Discover how to manage your leads and qualify them to ensure the highest return on your time
invested.

* Set up and practice using the COGO Loan Portal.

+ Hands-on training on how to work with the Loan Cost Worksheet deal analyzer.

+ Work on a success plan for your brokering business to propel it to the next level!

* Hands-on Dealio.pro training: website building/ auto-responders/ email blasts /pulling lists and
sending malil

« Understanding the Business Funnel

Brandon Martinez — Master Broker

‘ ‘ ‘I will recommend Lee Arnold to anybody who wants to learn.”

P

* ARV Purchase

e Loan Amount:
$182,000

» Broker Fee: $5,460
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Network of Strategic Contacts and Partners

Brokering is a Relationship Business

¢ You need to have a list of lenders
e You need to have a list of borrowers

Network with Borrowers

« Call other investors from their marketing efforts (bandit signs, ads).
o Attend REIA meetings

» Craigslist and/or newspaper ads

» Foreclosure auctions (cash buyers!)

* Real estate seminars and events

» Mortgage brokers

e Online real estate forums

» Referrals from other investors

Network with Lenders

« Private lenders are everywhere — They are you and me!

¢ Anyone with cash in the bank, money in an IRA, 401k, equity line in personal real estate, etc., is a
potential money lender.

« Private money is secured in first trust deed position against real property and is insured against
loss. Money in private money deals is very secure.

e The current rate for a CD is 1.35%. The current average rate for a private money loan is 8 -12%.

» Most people would like to be a private money lender but don’t know how, and don’t know where to
get deals.

e That's where you come in!

The Lee Arnold System of Real Estate Investing Page 87



s CONVERTING CLASSROOM KNOWLEDGE

INTO REAL WORLD DOLLARS
SYSTEM

The Master Broker Agenda

« Learn how to vet your clients as you participate in case studies, vetting leads demo and role play.
« Vetting out the lender. Finding their niche preferences and submitting the deal
« Talking with the underwriter — Understand what gets funding fast.

Terri Wickman-Whalen — Master Broker

‘Lee’s programs have taken our business from dreams to
realities. | am now reaching higher and further than | ever
expected.” '

))

CO\

0 K P

e ARV Purchase LR -

e Loan Amount:
$109,000

e Broker Fee: $3,270

F

Notes:
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A Great Product... Money

Peer-to-Peer Lending is changing the financial landscape

What is Peer-to-Peer Lending?

« Peer-to-peer (P2P) lending is a type of “sharing economy.” P2P lending platforms help connect investors with
borrowers without the bank acting as an intermediary. It's what COGO Capital does and what you will help

facilitate.
« Having a partner, like COGO Capital during every kind of economy is essential to your success.

The Master Broker Agenda

« We’'ll show you the best Broker Fee Agreement, how to get it signed, and into your closing packet

+ How to find and keep a solid list of money providers on speed dial.
« See how to position, posture, and communicate yourself as a leader and expert in your industry.

Normand & Debbie Richard - Master Brokers

‘I am, and have said before, extremely impressed with the Lee
Arnold System of Real Estate Investing. | am so thankful we
ARV Purchase ARV Purchase ARV Purchase
Loan Amount: $111,000 Loan Amount: $339,500 Loan Amount: $138,600

have found you!
Broker Fee: $3,330 Broker Fee: $3,395 Broker Fee: $4,158
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4. Marketing

WHY MARKET?

If you want to grow your business this year, you need to market it! Make a plan and stick to it.

Is networking part of your marketing strategy? Make sure you go to the right events and then schedule time
to follow up. (The right CRM will help.)

If social media is on your radar, make sure you have a plan that helps maintain consistency.

Get this marketing book: "Get Clients Now" by C.J. Hayden. It's perfect for every service-based business
owner/

The Master Broker Agenda

We'll review your current marketing plan.

You'll get dozens of money generating marketing strategies that will bring in more clients, more often.

See first-hand the ideal sales process in positioning, packaging, and presentation of your expertise in a way
that makes it easy for prospects to say “yes."

Pull marketing lists and set up custom mail campaigns with our mail pieces inside your CRM — Dealio.Pro!
Use Craigslist to start getting leads during the training!

Learn how to implement the best sales strategies into your conversations to build the relationship that leads
to ongoing broker fees!
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Michelle Johnson — Master Broker

“The more education | receive through the Lee Arnold System of
Real Estate Investing, the better | can see how it all builds on
each other and develops students as investors.”

))

e ARV Purchase
e Loan Amount: $240,500
o Broker Fee: $4,810
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A Wells Fargo study of small business owners revealed a need for business knowledge and information:

¢ Only 31% of small business owners surveyed started with business plans.

* 49% say they would have had an easier time had they asked for more advice from experienced business
owners.

* 39% indicated a better understanding of financial management would have been an asset.

The Master Broker Agenda

+ Get the foundation of knowledge, understanding, and terminology that you will need in order to be able to
communicate effectively in the industry.

+ Understand the 5 Red Flags of a File so you understand what and what not to spend your time on.
« Find out how to “train your clients” to bring you the best deals.

Tyrone Brewington — Master Broker

“Thank you for pushing us all just hard enough to reach and
identify new personal and business goals.”

))

e ARV Purchase
e Loan Amount: $159,600
e Broker Fee: $3,192
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Time Management

« Get control of your time by making lists.

« Break down tasks on your list by categories. The first is money making activities (represented by a $
sign), the second is client relationship activities (represented by a smiley face) and the third is just “stuff”
(represented by a question mark).

« Money-making activities are first, followed by client relationship activities, and then finally all other “stuff.”

The Master Broker Agenda

* How to create a daily schedule with hourly blocks and detailed, income-producing tasks.

+ How to leverage automation with software and systems to free up your time to sell loans.

* Best ways to follow up with prospective customers, past clients, and referral sources. This is a daily
mission and will keep your pipeline full!

T

3% Broker Fee to DMCh & Jones Financial Group, 3,675.00
LLC.
Consulting Fee to Cogo Capital, LLC 997.00
Document Preparation to CLM Closing Services, 200.00
Raymond Cox - Master Broker uc
Draw Processing Fee to Lake City Servicing 600.00
Escrow Holdback Fee to Panhandle Escrow 150.00

‘Lee’s programs have taken our business from dreams to
realities. | am now reaching higher and further than | ever
expected.”

))

¢ ARV Purchase

¢ Loan Amount:
$122,500

« Broker Fee: $3,675
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Luther Williams - Master Broker

“Lee Arnold System promised a lot — | am happy to say that
they over delivered — Great job!”

Disbursemonts Pald:

Broke Foa 10 Lwosn Cophal LLC
Senvicing Sel up Fee to Lake CAy Servicing)
Loan Servicing Foe lo Leke CltySenidng |
Funding Fee to Panhande Escrow Company, Inc
Closing Sonvicas Fes bo CLM Closing Services, LLC

¢ Refinance - Loan
e Amount: $53,500,
e Broker Fee: $1,070

Why We Broker...

¢ To help investors build up stronger and healthier portfolios.
* To help people minimize risk and maximize the returns on their investment.
* Create a community of lenders and borrowers who can safely and efficiently benefit from each other!

Our Track Record:

* We've brokered thousands of private money loans.
¢ We've worked deals with brokers across the country and made INCREDIBLE money together.
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Would you like to jump the 10,000 hour gap and become a
Master Broker and learn how to make similar checks too?

What would you pay to earn a six-figure income?

What is the Cost of Higher Education?

+ Although the cost of an MBA degree can vary, the average tuition for a two-year MBA program
exceeds $60,000.

« |f you attend one of the top business schools in the U.S., you can expect to pay as much as $100,000
or more in tuition and fees.

+ In fact, getting an MBA has associated tuition expenses along with rent and book costs that can
accumulate between $100,000 - $200,000 in debt and expenses in just over a two-year period!!!

What if We Paid for Your Tuition?

\\ v
%-

e c ot 5> kst m et e r-ta Ve > Carb ‘-r I 4

??G\J\@fs? ?R»@VN ~

When you complete SIX (6) brokered deals within ONE (1) \
year, you will receive a reimbursement of your tuition. *

Deals MUST BE completed in the year following the
workshop; you MUST use COGO financing; And you MUST
provide us with HUD Statements, pictures of your profit
checks, and provide written as-well-as video testimonial. *

ﬁ
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Broker may not be a guarantor on the loan. *

*See Event Agreement for full details!
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Tuition Reimbursement Success Stories

Annroj Fernandez

AMLF Investments
Loan: $60,900

BROKERING FEE: $1,827

DU4. DEIVICNg Jewp ree 10 LBKE LIy Senicng

805. Loan Senvicing Fee to Lake City Servicng

806. Escrow Holdback Fee & Funding to Lake City Servicng

807. Funding Fee to Secured Investment Cop

808. Doc Prep Fee to CLM Clsoing Services, LLC 300.00
809. Undenwting Fee to HB Underwnting, LLC 200.00
810. Imposition Deposits to Lake City Serviong 2,599.85
811. Credit & Background Fee to Cogo Capial 66.50
812. Broker Fee to AMLF Investments, LLC 1,827.00
813.

A4

THE
SYSTEM
“We Get More Of What Wq
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Tuition Reimbursement Success Stories

Annroj Fernandez

AMLF Investments
Loan: $80,204.21

BROKERING FEE: $2,406.13

NEW LOAN CHARGES - Secured
Investment High Yield Fund, Il, LLC
Total Loan Charges: $8,451.45

2% of Loan Amount (Points) to COGO Capital 1,604.08
Broker Fee to AMLF Investments, LLC 2,406.13
Consulting Fee to COGO Capital 997.00
Servicing Setup Fee to Lake City Servicing 200.00
| nan Servicinn Fee tn | ake Citv Servicinn 180 DN
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Tuition Reimbursement Success Stories

Sheila Wakeman

Residential Gems
Loan: $98,700

BROKERING FEE: $2,961.00

Loan Charges to Residential Gems Capital
Funding, LLC

Broker Fee

2.961.00

806. Mortgage Ins. App. Fee

Residential Gems
Loan: $154,500

BROKERING FEE: $4,635

807. Mortgage Broker Fee

to Residential Gems Capital Funding, LLC

4,635.00

808. Consulting Fee

to Cogo Capital

997.00

809. Servicing Setup Fee

to Lake City Servicing

200.00

810. Loan Servicing Fee

180.00

n44 TR

to Lake City Servicing

AFA AR
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Tuition Reimbursement Success Stories

Sheila Wakeman

Residential Gems
Loan: $63,000

BROKERING FEE: $1,260

CLM Closing Seviees, LLC

0,00

808, 2% Broker Fee

Residential Gems Capital Funding

§1,260.00

809, Consulting Fee

Cogo Capital

§997.00

810, Servicing Set Up Fee

Lake City Servicing

§200.00

811, Loan Servicing Fee

Notes:

Lake City Servicing

§180.00
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Tuition Reimbursement Success Stories

John Kwiatt

KPS Holdings
Loan: $83,000

BROKERING FEE: $1,660

Loan Charges

2% Broker Foe o KPS Holdings LLC §1,66000
2% Origination Fee to Cogo Capial §1,66000
Consulting Fee to Cogo Capital $997.00
Credit Report Fee & Background Check to Cogo Capital §67.00

Notes:
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Tuition Reimbursement Success Stories

John Kwiatt

KPS Holdings
Loan: $159,000

BROKERING FEE: $4,770

uuuuuuuuuuuuuuuuuuuuuu

uuuuuuuuuuu

L L R e

| 3% Broker Fee to KPS Holdings LLC $4,77000

| Consulting Fee to Cogo Capital $997.00
Servicing Setup Fee to Lake City Servicing $20000
S Loan Servicing Fee to Lake City Servicing $180.00
S Escrow Holdback Fee & Funding to Lake City Senvicing $300.00

......

Notes:
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Tuition Reimbursement Success Stories

Marty Wewerka

Opportunity Unlimited US, LLC Lee Arnold System
Loan: $ 83,000 Where Your Real Estate

Investing Success Begins

BROKERING FEE: $1,660

FUNDING
Cogo Capital
iding Funding

> SECURE
@ SECURER

e Marly Wewerka $|

ORDER OF

e Hunched ety Soren & 0010

BIG BANIK
Tuition Reimbudement Z@@ 141
6874801|

3321

ZCURED
R
A/m/r/mm | B0
'//wuﬁzdllmzlyfnmﬂwﬂw e
loo Aol

e I

ERTE

| MEMO
[:331674485]: 3321~ 14

Addendum 815
a. Rehab Escrow Funds to Lake City Servicing $20,000.00
b. Inspection Fee to NVMS, Inc. $95.00
c. Impostition Deposits to Lake City Servicing $1,259.53
d. Document Preparation Fee to CLM Closing Services, LLC $350.00
e. Credit & Background Fee to Cogo Capital $125.00
f. Broker Fee to Opportunity Unlimited US, LLC $1,660.00

Total: $23,489.53 $0.00
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Tuition Reimbursement Success Stories

Marty Wewerka

Opportunity Unlimited US, LLC
Loan: $108,000

BROKERING FEE: $2,160

Lreve

l 1300. Additional Settlement Charges

| 1301. Required services thal you can shop for (from GFE ;’5) \ [
‘T' 1302 Document Preparation Fee - CLM Closing Services, LLC $ 300.00 | 300.00 i
| 1303 Broker Fee - Opportunity Unlimited US 3 __2,160.00 1\ 2,160.00
[130a. I S '
| 1305 ] ,

.'.«_.;.\,

-

Opportunity Unlimited US, LLC
Loan: $150,500

BROKERING FEE: $3,010

1300. ADDITIONAL SETTLEMENT CHARGES

1301. Rehab Escrow Funds to_Lake City Servicing LR 27,500.00
1302. Imposition Deposits to_Lake City Servicing LR 4,476.87
1303. Inspection Fee to NVMS, Inc. LR 285.00
1304. Broker fee to_Opportunity Unlimted US, LLC 3,010.00
1305. Wire fees to _Deedworks Title (CHSS dba) 140.00
1306. Overnight fees to _Deedworks Title (CHSS dba) 35.00
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Tuition Reimbursement Success Stories

Marty Wewerka

Opportunity Unlimited US, LLC
Loan: $150,500

BROKERING FEE: $3,010

813. Draw Processing Fee to Lake City Servicing $1,250.00

814. Inspection Fee to NVMS Inc $475.00

815. Doc Prep to CLM Closing Services, LLC $300.00

816. Imposition Desposits to Lake City Servicing $1,906.76

817. Rehab Escrow Funds to Lake City Servicing $25,000.00

818. Broker Fee to Opportunity Unlimited US LLC $3,010.00

900. Items Required by Lender to be Paid in Advance

901. Daily interest charges from 11/12/2021 to 12/01/2021 ] $774.44 l
e - - t T

Opportunity Unlimited US, LLC
Loan: $127,500

BROKERING FEE: $2,550

OTU. e ee , INC (rom Lre #3) YO.LU
811.  Document Preparation to CLM Closing Services, LLC (from GFE #3) 350.00
812.  Imposition Deposits to Lake City Servicing (from GFE #3) 1,978.44
813.  Undenwriting fee to Cogo Capital (from GFE #3) 289.00
814. Broker Fee to Opportunity Unlimited US, LLC (from GFE #3) 2,550.00
815. to (from GFE #3)

| 900.  tems Required by Lender to be Paid in Advance
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All Because They Put Our Education Into Action

And Were Successful!

We'll pay you to get a full education in four days too! (What MBA offers a tuition reimbursement program!)

You’re Next!

Reach out to your Business Development Consultant to see how!
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What to Know About Your Lenders

VETTING YOUR LENDERS

Every good broker needs four or five good lenders in their pocket. COGO Capital should be one of these lenders.
As in any other business relationship, it is important to vet your lenders. Here are a few things you should know:

* What is their policy about working with brokers? Many lenders will have a formula for capping what a broker

can earn from the HUD Statement.

+ Rates and terms. You should be able to get a range of what the lender charges.

+ Deal qualifications & borrower qualifications

« Loan documentation requirements

* What amount of funds do they have under management?

* How long does it take to access funds?
¢ What are their typical closing time needs?

¢ What is the amount of JUNK fees charged?

Here is What You Need to Know About COGO Capital:

Basic Loan

¢ 1st Trust Deed Lending Only

¢ Interest Only

¢ Minimum Loan Amount: $30,000

¢ Maximum Loan Amount: Loan amount not to
exceed local FHA CAP

e« Common Loan Length: 3 to 24 Month Terms.

+ No Pre-Payment Penalty

ot B

General Applicant Requirements

Financial condition — Down payment,
construction/rehab costs, closing costs, and three
months' reserves required

Cross-collateralization allowed

General applicant requirements
Applicant/borrower must be an existing, valid US
business entity (LLC, corporations, partnerships,
trusts, etc.)

Personal guarantor is required. Anyone with 30%
ownership of the entity, or more, is required to be a
personal guarantor)

US business entities with ownership by foreign
nationals are permitted to borrow.
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Property Requirements

» Non-owner occupancy only
» Property types — SFRs, duplexes, triplexes, 4-plexes, condos, townhouses, MFHs
e Clear title is required
« One year of hazard insurance premiums paid at closing (including flood insurance, when applicable)
* An 3rd party independent appraisal by approved national company ordered internally — “As-Is” & “ARV” values
depending on loan type, no older than 90 days
OR
« A renovation report is required (see below)
« Private utilities must be inspected and certified (well, septic, etc.)
e Property must be habitable, or funds are held in escrow - 100% of licensed contractor bid for repair and

released on draws

» Lease agreements required on all subject properties that are rented

« Licensed contractor bids are required on all repair work needed

* No seasoning requirements on refinances, unless acquired by gift or quit claim in the last 24 months - then
Max LTV is 50%.

» Cross-collateralization — LTV’s remains the same when all properties are the same transaction type. Multiple
transaction types require LTV’s to be calculated separately for each property.

« Property must be in a state that COGO Capital can lend in — See https://cogocapital.com/ and click on the

“Where We Lend” & “Where We Broker” buttons.
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Property Requirements

ou|t Clalm Example. COGO CAPITAL LENDING CRITERIA

Your uncle Bob quit claims a property to you last month
because you are his favorite in the family. The property has
been vacant for the last three years and needs a lot of work.
Your plan is to borrow from COGO, so you can fix it up and Jrop—
sell it. You have already done some due diligence and know '
that the ARV is $250,000 if you can do a good rehab on the

property.

What is the most COGO Capital can loan you in this scenario?

2 Types of Deals

+ Refinance
e Purchase

Refinance: Business Purpose

* All funds being used go back into the current project or cross collateralization
¢ COGO Capital will lend up to:
o 65% of as-is appraised value to a standard borrower
o 70% OF as-is appraised value to a premium borrower
o |F BORROWER RECEIVES MORE THAN 10% (OF LOAN AMOUNT) CASH OUT AT CLOSING, then
the loan defaults to a cash-out transaction.
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Refinance: Cash Out

COGO Capital will lend up to 50% of the appraised value in a cash out refi.

Refinance Tables (As-Is or ARV) - Subject to Change

Rehab 100%*

Rehab 100%*

Closing Costs 0% .
8 ’ Closing Costs 100%*

*Total Not to Exceed L.T.V. 65%

*Total Not to Exceed L.T.V. 70%

If cash out exceeds 10% of loan amount,
max LTV is 50% If cash out exceeds 10% of loan amount,

Verification of 10% down at acquisition required. max LTV is 50% (may include closing costs)

Premium Rates are ONLY for students who have completed one of the following trainings:
« Master Rehabber
« Master Lien Abatement Specialist
+ Master ReverseREO Specialist
e 1-on-1 Coaching

e Lee’s Inner Circle

Cross-collateral (non-owner-occupied)

Business purpose:
Funds put back into project

Two types of borrowers:

e Standard 65% LTV
e Premium 70% LTV
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COGO Capital will lend up to 100% of purchase price not to exceed 70% ARV (subject to education). Purchase
tables (as-is or ARV) - Subject to change

Purchase Price 90% Purchase Price 100%
Rehab 90% Rehab 100%
Purchase Closing Costs 0% Purchase Closing Costs 100%
Not to Exceed L.T.V. 65% Not to Exceed L.T.V. 70%
Cash out is maxed at 50% L.T.V. Cash out is maxed at 50% L.T.V.
(may include closing costs) (may include closing costs)

Purchase - Standard Borrower

e Purchase Price 90%
> Total 1*

° Rehab 90%
@ After Rahab Value 65% LTV > Total 2*

*Lesser of these two amounts

Example:

e $100,000 90% =$90,000 //-'\
> =$117,000

° $30,000 90% =$27,000 v

=$135,000

v

$200,000 65% LTV =$135,000
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Purchase - Premium Borrower

e Purchase Price 100%
> Total 1
° Rehab 100%

@ After Rahab Value 70% LTV > Total 2

Example:

The only
calculation
@ $100,000 100% =$100,000 needed
> =$130,000
° $30,000 100% =$30,000

@ $200,000 70% LTV =$140,000 > =$140,000

Notes:
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Ways to Achieve the Down if Needed:

« Equity partner

¢ Family or friend

+ Equity in a free and clear property
¢ Seller carry-back (no cash out)

¢ 401k or self-directed IRA

* Gap funder

+ Cash

¢ Advanced LAS training

Compensqting Factors Base Rates:

Base Rates:
e 8.99 % and 1 point
« Rates cannot go below this base rate regardless of compensating factors.

Premium Student Discount:

e -1% off rate #
¢ -1 point from points charged *

#Cannot reduce Interest Rate below 8.99%.
*Cannot reduce points below 1 point.
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EXAMPLES - (Assume All Examples Meet FHA Cap Requirements)

Example #1

Mike has a free and clear rental property that he is looking to leverage so he can expand his rental inventory. The
property has a current appraisal for $66,000. Mike has reached out to COGO Capital to see what he can borrow
against it. Mike's credit score is 670. Assuming all funds go toward cross-collateralization for the purchase of
another property, what is the most value Mike can get from the property he owns now?

Example #2

Mr. Nelson has a free and clear property with a current appraisal for $125,000. He is looking to pull money out so
he can pay back taxes and use the remaining funds to go shopping at the foreclosure auction. Mr. Nelson has a
735 credit score. What is the most COGO Capital can lend to Mr. Nelson?

Example #3

Ethan is buying an investment property for $220,000. He plans on holding this property for a rental. The current
appraised value came in at $260,000. The property needs no rehab. Ethan has a 625 credit score. Assuming
$10,000 in closing costs, how much will COGO Capital lend on this transaction?
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Special ARV Considerations — Refinance or Purchase

COGO Capital will lend up to 70% of appraised value depending on LAS training.
e Up to four loans at a time*
 All rehab funds will be held in escrow.
« No cash out*
e Six month terms
» Closing costs

* Depending on LAS training and/ or experience.

ARV Loan Fees

Underwriting, processing, and attorney is same as purchase loan plus (contact COGO Capital for the latest rates):
e Three draw fees
« Draw inspection fees
« Escrow hold back fee
+ Bank set-up fee

Premium rates are ONLY for students who have completed one of
the following trainings:

* Master Rehabber

e Master Lien Abatement Specialist
* Master ReverseREO Specialist

e 1-on-1 Coach

e Lee’s Inner Circle

Cash-Out
Cash-Out

For any and all Cash-Out loans:

If cash out exceeds 10% of loan amount,
max LTV is 50%
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Example #4

Angela has contacted COGO Capital for a loan to refinance a property for repairs. The property is in Dayton, OH.
Angela is looking to fix this house and sell it. She is not sure how much the rehab will be at this point. The ARV is

$80,000. Angela’s credit score is 685. Based on what you know so to date, what is the max COGO Capital can lend
her?

Example #5

Jimmy has contacted COGO Capital and is looking for a loan to purchase a property in Dallas, TX. Jimmy is looking
to fix and flip this house. The Purchase Price is $65,000. He needs $30,000 in repairs. The current value is

$75,000. The ARV is $150,000. How much can COGO Capital lend Jimmy if he has a credit score of 625 and all
closing costs come to $9,5007?

Example #6

Roger has contacted COGO Capital and is looking for a loan to purchase a property in Orlando, FL. Roger is
looking to fix this house and rent it out. The purchase price is $80,000. He needs $25,000 in repairs. The current

value is $80,000. The ARV is $180,000. How much can COGO Capital lend Roger if he has a credit score of 765
and we assume all closing costs will be $8,500.00?
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Additional ARV Requirements

« Contractor bids, scope of work & COGO Capital draw. Schedule will be required to submit with appraisal
request (options for purchase)
o One rehab project at a time
o First time borrowers (1st loan) will need to be paid off or have Lender Committee approval.
« Detailed item cost sheet before closing
« Builder resume required from general contractor or manager
+ Baseline inspection, draw inspections, and final inspection may be required.
e COGO Capital currently uses NVMS - National Vendor Management System - to conduct inspections and verify
progress of the rehab.
« Six months' builder's risk/ course of construction insurance required
+ Uninhabitable —
o Property/ building plans approved by engineer, licensed architect, or local jurisdiction
o Certificate of Occupancy, final inspection, or documentation needed
« Borrower will need to front costs for each draw and then be re-reimbursed from the draws — NO closing
advance!
* No cash out
* Photos or video of work completed may be needed
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Exceptions and Special Circumstances

A. Seasoning: gift and quit claim transactions will be limited to 50% LTV for the first two years of ownership.
B. Cash-out transactions limited to 50% LTV

C. The LTVs in Cook County, lllinois; Cuyahoga County, Ohio; Baltimore County, Maryland; or Wayne County,

Michigan are currently capped with a maximum LTV of 50% on all loan types.
D. For loans in the amount of $40,000 or less, the maximum loan to value shall be 50%.
E. Loans to an IRA without a personal guarantor will be limited to 50% LTV.

F. In the event of a seller carry-back or second mortgage, the maximum loan will be the lesser of 65% of the

purchase price or 65% of the as-is value.
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What We Will Cover

» The application

+ Other supporting documents
* The title policy

e The appraisal

e Closing

Your Job as Broker

» Verify the deal makes sense

+ Match borrower’s needs to appropriate lender (you do their heavy lifting)
* Gather ALL the required documents.

e Cross-check and inspect the information!

» Submit a complete, organized package to the lender.

Application Process

+ While each lender will have their own process, all will be similar.
« Bottom line: What we teach will prepare you to work with any lender.

3 Main Components to a Complete COGO Capital Loan Application

* Residential Loan Application, including Authorization to Release Information & Credit Authorization
e Schedule of Real Estate Owned/Sold
e Zero Tolerance Loan Fraud Policy

All these forms need to be filled out correctly and signed by the borrower.
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A COGO Borrower Experience

The following represents a typical transaction flow.
CHANGE HAPPENS! DO NOT TAKE IT AS CAST IN CONCRETE!
Verify the process with the loan officer/ processor when you start your first deal.

Stage 1: COGO Borrower Experience

e Borrower obtains contract on property

« Borrower shows interest in your brokering through your landing page, email, or verbal request

o Broker discovers need and pain in guided conversation with borrower

» Broker describes the value to be provided to borrower by broker

e Borrower signs Fee Agreement

o Broker suggests Collateral DNA Property Report to better assess value, possibly save cost of full appraisal for
unworkable deal

« Broker discusses CDNA report with borrower, suggests loan structure, creates preliminary Loan Cost
Worksheet (LCW)

« Broker explains overall process and sets expectations

« Broker sends application package & explains application fee

e Borrower returns completed application

» Broker contacts Loan Officer (LO), reviews the deal with LO, LO creates “official” LCW and sends to broker
with instructions on how to have borrower pay for the appraisal

« Broker reviews adjusted LCW with borrower and has borrower pay for appraisal, asks loan officer to order
appraisal

e Appraisal report received

e Broker reviews report, adjust loan structure, rates & terms, and updates estimated LCW

o Broker verifies LCW, proposed loan structure and broker’s proposed rates & terms with loan officer

¢ Broker discusses proposed loan structure and estimated LCW with borrower

« Borrower signs estimated LCW

o Broker sets expectations and timelines for receiving supporting documents
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Stage 2: COGO Borrower Experience

« Borrower orders title insurance, hazard insurance, and possibly flood insurance

¢ Borrower supplies all required supporting documents to broker

* Broker reviews all documents CAREFULLY for completeness, all initials & signatures, fraud, consistency
¢ Broker submits COMPLETE package to loan officer (LO), who reviews it thoroughly

« Broker and borrower correct any issues LO finds

¢ Broker and LO submit package to underwriting

Stage 3: COGO Borrower Experience

¢ Underwriting reviews Loan Package to determine if it meets COGO Capital’'s standards and may ask for
additional information from the borrower

¢ Underwriting approves the loan

¢ Funding receives the loan and places the loan on one of the Secured Investment Corp’s High Yield Funds or
places the loan with the appropriate lender to fund

¢ COGO Capital’'s Closing Department creates documents for loan closing

¢ COGO Capital's Legal Department reviews closing documents

The Lee Arnold System of Real Estate Investing Page 125



THE APPLICATION TO CLOSING

SYSTEM

Stage 4: COGO Borrower Experience

¢ Closing documents are sent to closing agent
¢ Lender (the High Yield Fund or private lender) wires funds for the loan to the outside escrow agent
¢ Loan is funded; broker is paid at closing

Stage 5: COGO Borrower Experience

« Borrower makes monthly interest-only payments to loan servicing company
+ Before loan maturity borrower pays off loan
* Borrower rinses and repeats the process

How Smooth This Experience Goes = REPEAT BORROWERS

Repeat borrowers are the cream of the crop because:
¢ They already know the drill.
¢ They are building up reputational capital with COGO and our Select Lenders (more deals funded faster).
¢ They have proven themselves with previous loan successes.
e They are serious investors...not just flashes in the pan.
* They often eventually become lenders themselves and help other borrowers - referred to as the Circle of Wealth!
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Residential Loan Application: 3 CCHER

\ \ J N\ N\ J Work Phone:
AL 2 Cell Phone:
Fax

Affiliate Name:
Broker Company:

(See “Other Resources”)

Cogo Capital Loan Application e

Broker Information S A
Loan Type Applied For: Lie i ice: Interest Rate: Term (in months):

_,_:es-denmll e —
“Commercial 12 T8 24

TPurchase TARV Refinance | TNon Owner Occupied  Investment HOLD

= Non Owner Occupied Investment FUP

TPurchase w/Cross Collateral
TIRefinance TiNew Construction TIARV/Rehab 2™

« PME - Affiliate Name, if known

. Name Of your Company mumamiﬁmumph properties] r:v::cwrzv:';e' Sy Description:(Commercial Oy
B e — - Suf_z: _le: CiCondo TMFH “Commercial =
¢ Your name 1 ¥er,Groms Momboy RemT S | At oy Exeing eng? S e
Complete ifthisisarefinance Describe Improvements: = Made I To Be Made
¢ Your best phone number D
° Your beSt emall address The Estate or Interest In: T Fee Simple T LeaseHnld
Source of Down hynm{t. am.és and/or financing:

Loan Request Information

* Indicate loan type, lien position
¢ If purchase — need the following:
o Closing date
o Purchase price
¢ Must have a loan amount requested
¢ Length of loan term must be indicated
¢ Purpose of loan must be indicated - flip or hold
* Property address and type
* Income, appraisal and liens.
* Whether it generates income and amount
« If refinance, need year acquired and original cost
* Improvements made or to be made
* Legal description, only if necessary
* Fee simple, usually
+ Explain where the cash contribution is coming from (personal funds, gap funder, equity partner, 2nd mortgage,

etc.)
Ei‘—,‘:—_h — e W _— e~ -
Entity Name: Type of Entity: “Corporation TILLC " Dther
Street Address: If other, please describe;
: - State: Zip: _ | Years in Business: _ I FRdEN:. ™ 4
Mailing Address: (if different) State Registered: Secretary of State ID:
Street Address: Bus. Phone;
City: State: Zip: Repeat Borrower? —Yes —_No
e B " "“‘ = — —_— e
Name: Title:
Name: Title:
Name: Tithe:
Name: Title:

The Lee Arnold System of Real Estate Investing Page 127




eT"E ¢ APPLICATION TO CLOSING

SYSTEM

Section Ill: Borrower & Entity Information

« Borrower is always a business entity.

« Complete entity name, type, years in business and address must be correct (as recorded with the
Secretary of State)

o Federal EIN (Employer Identification Number)

» State ID # (on Secretary of State websites)

e Business phone

» Repeat borrower

« Names and titles of those eligible to bind entity must be listed

Section IV: Entity Assets

e Space on the form for up to two banks' info for your entity
» Address and account number
» Average balance, last three months

Section VI: Loan Summary Overview

« Describe in detail how the funds will be used. Make a compelling story to attract lender.
« Describe a believable exit strategy to pay off the loan.

Section VII: Personal Guarantors

« Full legal name and date of birth as found on driver’s license or passport
« Social Security number is essential

+ Must provide a physical address

« All contact information needed (email, home phone, cell phone)

« Employer information

e MUST include any owners with 30% share or more

« Four or more equal shares —include all

* MAY include others whose assets are needed to complete transaction
« Declarations: be sure to provide explanation of “yes” answers

« Authorization to release information, privacy act notice

« Signature

¢ Check box to pull credit

« Add additional copies of guarantor page for more guarantors
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Residential Loan Application: Acknowledgement & Agreement

All guarantors sign and date

« E-signatures okay (DocuSign, Adobe, etc.)

Application is fillable and savable online via Adobe Reader or can scan
Additional cross-collateral

Assets and Financials

« Average balance must cover funds to close
« Two months' reserves of all combined monthly loan payments on subject property and with the company -
needed for every file in addition to funds required to close
« Acceptable asset verification:
o COGO Capital now uses "PLAID" to assist with asset verification.
o Bank Statements - two months (or 60-day printout) from any and/ or all checking, savings, money
market, cd, etc. accounts
= MUST INCLUDE ALL PAGES AND BE UNALTERED
» Must include financial institution name, account name, and account number
o Investment/ brokerage statements (stocks, bonds, mutual funds, etc.)
o Retirement statements (401k, 403b, annuities, etc.)
« Equity partner and/or gap funder funds must include a letter of commitment and asset verification as
outlined above

Schedule of Real Estate Owned

« This form must be completed and signed by the guarantors on every transaction (if no property owned,
have the borrower mark N/A and still sign the form). This form is used for many purposes for the loan
process. It tells the underwriter and the investor key information about the borrower.

« This form can really add value to the loan. It can also help in determining possible compensating factors
for the loan file that may help with the approval process. Borrower signature is required from all guarantors
on the file.

Examples of Information Gathered From the Schedule of Real Estate Owned:

+ Real estate experience - Does the borrower own other homes that are being rehabbed or rented out?

« Property locations - Does the borrower know the area they are investing in? Do they own other homes in that
area?

e Cash flow - Does the borrower maintain positive cash flows from their existing properties?

« Borrowing experience - Is the borrower comfortable paying back loans? Do they use financing as part of their
real estate acquisitions?
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Zero Tolerance Loan Fraud Policy

e Our first line of defense for loan fraud

» This form requires the borrowing entity’s name to be filled in, dated, and signed by the member/ manager/
officer/ owner of entity and all guarantors.

» Any violations to this policy will result in being placed on the List of Ineligible Borrowers with the company.

Agreements, Offers and Other Docs

Understanding the Purchase and Sale Agreement

« Identify the parties: The full names of the parties must be on the contract. In a sales contract, the parties are
the seller(s) and the buyer(s).

« Seller must be the person(s) or entity listed as vested owner on title.

« |f there are any real estate agents brokering the sale, they are typically listed also as the real estate
brokers/agents who would earn the commission from the sale.

« ldentify the real estate (property): At least the address, but preferably the legal description must be on the
contract.

« Identify the purchase price: The amount of the sales price or a reasonably ascertainable figure (an appraisal
to be completed at a future date) must be on the contract.

¢ Include signatures: A real estate contract must be entered into voluntarily (not by force), and must be signed
by the parties, to be enforceable.

« Have a legal purpose: The contract is void if it calls for illegal action.

» Involve competent parties: Mentally impaired, drugged persons, etc. cannot enter into a contract. Contracts in
which at least one of the parties is a minor are voidable by the minor.
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Understanding Contingencies

e Contingencies are conditions which must be met if a contract is to be performed.

« Contingencies that suspend the contract until certain events occur are known as "suspensive conditions."
Contingencies that cancel the contract if a certain event occurs are known as "resolutive conditions."

« Most contracts of sale contain contingencies of some kind or another.

 |tis possible for a real estate contract not to have any contingencies.

» Note time frames specified, if any

Types of Contingencies

Some types of contingencies which can appear in a real estate contract include:

« Mortgage contingency - Performance of the contract (purchase of the real estate) is contingent upon or
subject to the buyer getting a mortgage loan for the purchase. Usually such a contingency calls for a buyer to
apply for a loan within a certain period after the contract is signed. Since most people require financing to
complete their purchase, mortgage contingencies are one of the most common. If the financing is not secured,
the buyer may unilaterally cancel the contract by stating that his or her condition has not or will not be satisfied
or allow the contract to expire by declining to waive the condition within the specified time.

» Inspection contingency - Purchase of the real estate is contingent upon a satisfactory inspection of the real
property revealing no significant defects. Contingencies could also be made on the satisfactory repair of a
certain item associated with the real estate.

« Another sale contingency - Purchase or sale of the real estate is contingent on a successful sale or purchase
of another piece of real estate. The successful sale of another house may be needed to finance the purchase of
a new one (owner occupancy red flag).

» Appraisal contingency - Purchase of the real estate is contingent upon the contract price being at or below a
fair market value determined by an appraisal. Lenders will often not lend more than a certain percentage
(fraction) of the appraised value, so such a contingency may be useful for a buyer.
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Understanding Date of Closing

» Atypical real estate contract specifies a date by which the closing must occur. The closing is the event in
which the money (or other consideration) for the real estate is paid for and title (ownership) of the real
estate is conveyed from the seller(s) to the buyer(s). The conveyance is done by the seller(s) signing a
deed for buyer(s) or their attorneys or other agents to record the transfer of ownership. Often other
paperwork is necessary at the closing.

» The date of the closing is normally also the date when possession of the real estate is transferred from the

seller(s) to the buyer(s). The contract may have provisions in case the seller(s) hold over possession
beyond the agreed date.

Understanding Addendums

* Any changes to buyer’s financing contingencies, closing dates, etc. must be done through an addendum and
signed by all parties.

Understanding Earnest Money

« Earnest money deposit from the buyer(s) usually accompanies an offer to buy real estate.

+ The amount is a small fraction of the total price and is listed in the contract with the remainder of the cost to
be paid.

« Typically, the earnest money deposit represents "consideration." If no other type of consideration is given,
earnest money is required to fulfill this element of the contract.
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Title Policy
Understanding Title Policy

« Title insurance is principally a product developed and sold in the United States because of an alleged
comparative deficiency of the U.S. land records laws.

« Title insurance is meant to protect an owner's or a lender's financial interest in real property against loss due to
title defects, liens or other matters.

It will defend against a lawsuit attacking the title as it is insured or reimburse the insured for the actual monetary
loss incurred, up to the dollar amount of insurance provided by the policy.

What is a Title Search?

* A detailed examination of the historical records concerning the property
* The purpose of the search is to verify the seller’s right to transfer title (purchase transactions) or the borrower’s
vested interest in the property (refinance).

« This information is gathered through county auditors, county and city treasurers, and the Federal Bankruptcy
Court.

Title Policies

* There are two types of policies - owner and lender. Just as lenders require fire insurance and other types of
insurance coverage to protect their investment, nearly all institutional lenders also require title insurance (a loan
policy) to protect their interest in the collateral of loans secured by real estate. Although some mortgage
lenders, especially non-institutional lenders, may not require title insurance.

* For COGO Capital, title insurance must be from one of the eight approved national companies.

* Buyers purchasing properties for cash or with a mortgage lender often want title insurance (an owner policy) as
well. A loan policy provides no coverage or benefit for the buyer/owner and so the decision to purchase an
owner policy is independent of the lender's decision to require a loan policy.
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Lender’s Policy

This is sometimes called a loan policy and it is issued only to mortgage lenders. It follows the assignment of
the mortgage loan, meaning that the policy benefits the purchaser of the loan if the loan is sold. For this
reason, these policies greatly facilitate the sale of mortgages into the secondary market.

Appraisals:

Ordering the Appraisal

« Each lender will have their own process for this.

» A typical process will include a completed request for appraisal through the lender.

+ The lender will order the appraisal, and the appraisal company will contact the broker/ borrower to schedule the
time and collect payment.

« If the borrower chooses to move forward with an appraisal vs. the AVM, current COGO Capital policy is to order
an ARV and as-is appraisal on all rehab loans (scope of work and budget required to complete this!)
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Closing Procedures

» The COGO closer will be notified by the funding department that an investor has committed to a loan file.
» The COGO closer will notify the broker that the loan has been committed to, when the funds will be coming in,
and when the closing can be scheduled.
* The broker will then be required to schedule the closing with the client and get closing info to the COGO closer:
o when will the closing occur?
o who is doing the closing?
e The COGO closer will be verifying that any prior-to requirements have been met (quit claim deeds, hazard
insurance, special info required by title company such as tax payoffs, tax certifications, water bills, etc.)
e The COGO closer will be drawing documents, verifying all information from borrower, and actually sending
closing package to the escrow company or closing agent.
e Escrow will return estimated HUD for closing to the COGO closer.
+ Estimated HUD will be reviewed to ensure that final numbers are correct for closing costs.
e Once HUD is approved, the COGO closer will initiate the wire and release funds to closing for actual closing
procedure.
e The COGO closer will wait for original documents to come back and will verify that all documents have been
signed and all info is correct and authorize the recording.
 All closing questions from closing agent need to be referred to the COGO closer - NOT to the broker.
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ACTIVITY: LOAN FILE #1
SYSTEM

STACKING THE LOAN ACTIVITY
Introduction:

This loan stacking activity is designed to give all participants an understanding of how to collect, organize, and
stack a full loan file. As you participate, you will gain first-hand experience on the importance of checking
documents and labeling them carefully. You will also become more familiar with all the docs you will be working
with in your brokering business. Please note that the sample loan file you will be working with here is a semi-
complete loan file as it comes from the UNDERWRITER. This means that some of the documents you will be
handling during the exercise you would not normally be responsible to collect. The documents that you are
responsible for, when you submit a typical loan file, are noted in the list below.

You will complete this assignment as part of your homework. It is important that each student completes this
activity correctly so that you have a good understanding of what each of the documents looks like and how to read
them. YOU WILL NEED IT FOR THE TEST!

Turn to the Sample Loan File #1 section of your student book.
Identify each of the documents in the loan file as noted in the
list below and write in the corresponding starting and ending
page numbers on the list.

Once you have identified each of the documents, review them
one at a time. Make sure you under stand how to read the
document and the information that it provides. Answer the
questions related to each document on the list below. You will
be answering similar questions on the test, so make sure you
understand the process of how to find each of the blanks.
Note that this sample file is not necessarily in the order in
which you will gather or submit the documents.
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STACKING THE LOAN
ACTIVITY: LOAN FILE #1

Identify the following documents from Sample Loan File #1. Write down the page numbers that each document is

found on. Identify the requested information from selected documents. (* Indicates docs the broker must collect.)

Broker Fee Agreement*

COGO Capital Loan Application*
Schedule of Real Estate Owned*

Zero Fraud Policy*

Secretary of State Verification of Corporation*
Entity Operating Agreement*

Federal EIN Verification*

Preliminary Title Report (Commitment)
Guarantor ID*

SS Card*

Bank Statements*

Federal Tax Return*

State Tax Return*

Hazard Insurance Binder

Appraisal Report

Purchase & Sales Agreement*

P & S Agreement Addendum 1*

P & S Agreement Addendum 2*
Mortgage Payoff Letter*

HUD Settlement Statement
Contractor's Liability Insurance*
Contractor's License Verification*
Draw Schedule*

Contractor Scope of Work*

Cost Worksheet developed by Underwriter,
LO, or Broker

CDNA Report*

Credit Report

Schedule of Real Estate Sold*

Page #
153-155

157-160
161
163-164
165
167-199
201-202
203-212
213
213
215-226
227-247
248-255
257-258
259-286
287-299
301-305
307
309-320
321-324
325
327-329
331
333-334

335

No circumvent period - length:
% of Broker Fee:

Requested term of loan:

# of properties currently owned:

Date entity approved:

# of entity members:
Type of entity:
Company issuing ALTA:
Form of ID:

# of accounts submitted:
Adjusted gross income:

State return submitted:

Policy premium:

Total # sold comps, past 12 mo.:
Earnest money paid @ signing:
Type of addendum:

Type of addendum:

Amount of payoff:

Purchase price:

Max amount on policy:

Name of contractor:

# of draws scheduled:

Total renovation budget:

How much cash to close:
Not included
Not included
Not included
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What is Needed to Set Up Your Certified Broker Resources?

* Pass the Certification Test

« Legal entity information, LLC operating agreement & filing documents
* ORIGINAL electronic logo % acceptable file types: jpeg, png, tiff

« Display address, phone & email for dedicated landing page

* DO NOT SEND THIS INTO THE OFFICE.

« Now go to your Certified Private Money Broker Back Office, look for the “Edit My Info” Icon and follow the
prompts to set up your landing page!

Resources to Support YOU! Back Office — Resources

e Online tools and systems (landing page & Back In using_the Back Office resources:
Office)
* Read them carefully and adapt them to your own
e Continuing education & support — MONTHLY purposes
e Calls/webinars next webinar is:  Brand them with your company logo

* Recognize these documents are provided as SAMPLES
only

* Remember: You are an independent broker.

e Online resource library — in your Back Office

e Our dedication to help you be successful
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Disclaimer Applied to All Documents:

This document is provided as a SAMPLE only. As with any SAMPLE document, you should consult an attorney
as to its applicability for any particular purpose and for compliance with the laws of the state in which you reside.
You acknowledge that no legal advice has been provided to you nor does this SAMPLE document provide any
legal advice.

Secured Investment Corp., COGO Capital, and The Lee Arnold System of Real Estate Investing make no claims
or warranties as to the SAMPLE document’s fitness for any purpose whatsoever.

By using this SAMPLE document, you are specifically assuming all liability for its use and agreeing to fully
indemnifying Secured Investment Corp, COGO Capital, and The Lee Arnold System of Real Estate Investing

from any liabilities, suits, claims, demands, causes of actions, damages, losses, costs and expenses result from
your use of this SAMPLE document.
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Additional Back Office Certified Broker Fee Aggreement

Cortilad Privale Mosay Broler Back Ofco

E . THIS CLIEXT BROKER FEE ACREEMENT (the “Agrecment ) is sade this day
of 20 (“Effective Date™) by and between, {“Beoked™) and

dralloctively. e “Chent )

RECTTALS

m D =—=ay u C 80 obtan & eal which walll e secered by the Property (2
Setismnd bebow)

Biroker, mubject b the tevma heveiz, will provide mortgags broker services b amist Chret in
obiairmg = clouing e devzed pral evisie morigage loan

AGREEAENT

NGV, THEREFORE, the puntics beorto, sach = comaideration of the covenant and agreements
of the oader. in conaderamon of the servces 10 be performed, and fir pood and osher valuable
S P bick, leini Lot

Loan Cost Worksheet National Lender List
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Paper Application Text Ads

Your Logo

Certified Private Money Broker Back Office
Here

Corvenn it
Ammcurd of Laiting Usaf | 5
Dmcribe mpeovrmentn: | L b D 10 B Made

H Yo, Groia Wiontidy et ? §
Compiet f tha & a refrance

Copy the ads from your back office, edit
them to your needs and then use them in
your own marketing — Craigslist, Facebook,
LinkedIn, Newspaper etc...

If you heed money for investment properties?

| have more funds than deals.

Quick Private Money Lender

We are direct lender — Bad credit no problem

High L.T.V.’s on Investment & Commercial properties!
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Back Office

» Spend some exploring on your own
« Visit often to check for updates
* Let us know what else would be helpful

Next Steps Action Plan

* Begin implementation of Rule of 54:
- Marketing...marketing...marketing!!!
- Remember that sales statistics tell us an average of six touches are needed for a successful transaction.
 Write a business plan.
« Clearly define your S.M.A.R.T. goals and the tasks needed to reach those goals.
« Begin building your power team.
« Set aside time to explore your back office.
* Block out time to attend your two networking events for the first week
* Arrange all your leads into a CRM or lead system. Take notes on all follow up.
* Practice your elevator speech and use it!
» Go back over your notes after two weeks to remind yourself of things you have forgotten.
« Lock out specific times daily to make calls, write letters and renew ads for Rule of 54.
« Attend all monthly broker webinars and bring your questions and deals.
* TELL EVERYBODY what you are doing: family, friends, cashiers, neighbors.

* Find an accountability partner to keep you on track.
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Go to Your Landing Page
Order Collateral DNA reports to Order CDNA Reports

» Estimate property value early. o — i

« Filter out deals that do not make sense.

« Use it early in the process with the
background detail form.

« Knowing property value allows you to
structure the deal strategically.

Highlights of CDNA Report ARV and Distressed Values
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Deal Vetting Form When You Have A Deal....

» Gather all the info on Deal Vetting Form.
ol A el etting Far  Have borrower get COGO Capital “Quik

e - . Score Report” (Collateral DNA).
— — — « On your first deal, call or email loan officer
e o e to get your access to the Broker Portal set
| Prrchas Frice erchas Price Frarchase Price up.
[ e e » You will be assigned a loan officer liaison,
— - — who will order appraisal.

» Set expectations, gather application and

supporting docs, and do what we teach.

The Broker Portal

Go to cogocapital.com, mouse over “Log-In”
then click on the drop-down menu “Broker Portal
Log-In.”

THE NATION'S BEST
RESIDENTIAL PRIVATE MONEY LENDER

B ===

INVESTING MADE SIMPLE
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Enter your email address and password, then

click “Login.” Click “Start New Loan.
&0 o,
Broker Portal
\'(Mm;“-’n;‘.mk?g;\‘:mh

E

EE

[

« Stay in regular communication with your

Follow the onscreen prompts to enter the el & Al @har
needed information and upload documents.

 |tis your job to push the deal through all
the way to the end!
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CLIENT BROKER FEE AGREEMENT

THIS CLIENT BROKER FEE AGREEMENT (the “Agreement”) is made this 25" day
(“Effective Date”) by and between || I LLC (“Broker”) and il
I L C (collectively, the “Client”).

RECITALS

Client desires to obtain a real estate mortgage loan which will be secured by the Property (as
defined below).

Broker, subject to the terms herein, will provide mortgage broker services to assist Client in
obtaining and closing the desired real estate mortgage loan.

AGREEMENT

NOW, THEREFORE, the parties hereto, each in consideration of the covenants and agreements
of the other, in consideration of the services to be performed, and for good and other valuable
consideration, the receipt and adequacy of which are hereby acknowledged, agree as follows:

1. Services Client hereby contracts Broker to assist Client in obtaining a commitment for a
mortgage loan (the “Loan”) on either non-owner occupied residential property(ies) or a
commercial property in the amount and terms acceptable to Client (“Loan Amount”) secured
by the following property(ies) (collectively, the “Property”):

57 Mary Ellen Lane

I N .

2. Best Efforts Broker agrees to use reasonable commercial efforts to assist in securing the
Loan; however, Broker does not guarantee the Loan can or will be obtained. Client agrees
that Broker will not be liable to Client for any losses or damages whatsoever in the event
Loan is not secured.

3. Fee If Client secures the Loan as a direct or indirect result of Broker’s efforts, Client agrees
to pay to Broker an amount equal to 3 % of the Loan Amount (the “Fee”). The Fee shall
be earned upon issuance of a commitment with terms and conditions acknowledged in writing
to be acceptable to the Client. The parties agree that the Fee shall be due and payable on the
HUD at the Loan closing.

4. Term Broker and Client agree that this Agreement and authority of Broker by Client shall
continue six (6) months from Effective Date, thereafter this Agreement shall continue until
terminated in writing by either party.

Broker Fee Agreement 010516
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5. No Circumvention For a period of six (6) months following the termination of this
Agreement, Client shall not circumvent Broker by directing, approaching, dealing, contacting
or entering into a transaction with any funding source introduced to Client by the Broker
during the term of this Agreement.

If Client does circumvent the Broker, Broker shall be entitled to the Fee described in Section
2, notwithstanding any other payments made by Client to other brokers concerning the
subject circumvention. This Section 5 shall survive the termination of this Agreement.

6. Relationship The parties agree that the relationship of Broker and Client shall be that of an
independent contractor. This Agreement is neither intended to, nor will it be construed as, an
agreement to create a joint venture, partnership, or other form of business association
between the parties. All parties recognize that this Agreement is non-exclusive with respect to
the Broker.

7. Miscellaneous Each party specifically acknowledges and agrees that this Agreement and its
interpretation and enforcement are governed by the laws of the State of New Jersey.
Furthermore, each party irrevocably (i) submits to the jurisdiction of any court of the State of
New Jersey located in Camdem County for the purpose of any suit, action or other
proceeding arising out of this Agreement or any of the agreements or  transactions
contemplated hereby (each, a “Proceeding”), (ii) agrees that all claims in respect of any
Proceeding may be heard and determined in any such court, (iii) waives, to the fullest extent
permitted by law, any immunity from jurisdiction of any such court or from any legal
process therein, (iv) agrees not to commence any Proceeding other than in such courts and
(v) waives, to the fullest extent permitted by law, any claim that such Proceeding is brought
in an inconvenient forum. The substantially prevailing party will be entitled to recover its
attorneys’ fees from the substantially non-prevailing parties incurred in connection with the
prevailing party’s efforts to enforce this Agreement, regardless of whether any action or
proceeding is commenced. Any purported assignment without the other party’s prior written
consent will be void ab initio. This Agreement sets forth the entire understanding of the
Parties with respect to the subject matter of this Agreement and supersedes all prior
agreements and understandings between the parties regarding the subject matter of this
Agreement. This Agreement may not be amended except by a writing signed by each party. If
for any reason any provision of this Agreement is determined by a tribunal of competent
jurisdiction to be legally invalid or unenforceable, the validity of the remainder of the
Agreement will not be affected and such provision will be deemed modified to the minimum
extent necessary to make such provision consistent with applicable law and, in its modified
form, such provision will then be enforceable and enforced. This Agreement is binding upon
the parties and will bind their executors, personal representatives, legatees, heirs, successors
and assigns. No waiver by any party of any right or default under this Agreement will be
effective unless in writing and signed by the waiving party. No such waiver will be deemed to
extend to any prior or subsequent right or default or affect in any way any rights arising by
virtue of any prior or subsequent such occurrence. This Agreement may be executed in
counterparts and via facsimile or PDF electronic transmission, and each such counterpart will
be deemed to be an original instrument. All such counterparts together will constitute one and
the same Agreement.

[Remainder of page intentionally left blank]
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SIGNATURE PAGE
CLIENT BROKER FEE AGREEMENT

IN WITNESS WHEREOF, this Agreement has been executed by the parties as of the Effective Date
written above.

BROKER: CLIENT:
L L
Pennsylvania Pennsylvania

(Entity Name & State of Incorporation, if applicable)
(Entity Name & State of Incorporation, if applicable)

Rober I—
(Print Name)
Robert | —

(Print Name)
-

(Signature)

-
(Signature)

Owner
(Print Title if applicable)

CEO
(Print Title if applicable) 4/25/2018
4/25/2018 (Print Date)

(Print Date) Client Contact Information:

Broker Contact Information:

T
I T
I T
T

I
I

Fax: N/A

Email: | |
Email: |

Broker Fee Agreement 010516
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LOAN OFFICER NAME: IBiII Koder

Loan Application orncerione |

Complete the entire application. Failure to CELL PHONE: [800-473-6051
complete can cause delays in funding FAX: |
EMAIL ADDRESS: |bkoder@cogocapital.com

AFFILIATE NAME:

COMPANY NAME:

701 E. Front Ave., 2nd Floor, Coeur d'Alene, ID 83814 BROKER PHONE:

I
I
BROKER NAME: |
I
I

BROKER EMAIL:

Loan Type: Credit Score: Lien Position Purchase Price Loan Amount: Interest Rate: Loan Term (in months)
[commerecial E [rirst  [70,000 | [117,000 |[135 | O3 Oe 09
[AResidential [Csecond M12 O1s 024

Purpose of Loan: Property Will Be:

Opurchase [cross Collateral Purchase ARV Purchase [CINon-Owner Occupied Investment Hold

[ORefinance [cross Collateral Refinance [JARV Refinance [INon-Owner Occupied Investment Flip

Subject Property Address: (DMuItipIe Properties [attach separate sheet]) Property Will Be: J Description (if commercial):
Street Address: |57 Mary Ellen Lane | [single Family Residence [Ibuplex [3-4 unit

City: ﬁ | state: [Ny | zip: tl [Jcondominium [JManufactured Home [JCommercial

Does Property Generate Income? DYes [“INo Current (90 Day) Appraisal? As-is Value: After Repair Value:|180,000 |
If Yes, Gross Monthly Rent: [0 |  Amount of Existing Liens: | | [ZIree simple[JLease Hold

Complete if this is a refinance J Describe Improvements: [ JMade [/]To Be Made Cost of Necessary Improvements: |40215
Year Aquired:IZI Original Cost: I:I SEE BID

Source of Down Payment, Settlement Charges, and/or Subordinate Financing:|

Entity Name: ﬁ | Type of Entity:[Corporation [@]LLC [Jother
Street Address: ﬁ | If other, please describe: |

City: ﬁ | State:i | zip: i | Yearsin Business: Federal EIN: [ L
Mailing Address:{Same | state Registered: [l Business Phone:| |

City: State: Zip: Secretary of State ID: |PA
p

Name: |Robert- | Title:[OWNER |
Name: | | Title:]| |
Name: | | Title:] |
Name: | | Title:]| |
Name: | | Title:]| |
Name: | | Title: | |
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Entity Bank Information Real Estate Owned Totals: (from the schedule of real estate owned)
Name Bank #l:ﬁ |

Total Value of Real Estate Owned:| |
Street Address: _ |

City: [ | state: |l | zip:
Account Number: tl Average Balance:
Name Bank #2: ﬁ |
Street Address: ﬁ |
City: ﬁ | state: i |zip:
Account Number: E Average Balance:

Total of Monthly Rental Income: | |

Total Monthly PITI Payments: | |

Total Monthly Cash Flow: | |

Purchase Price: |70,ooo | Refinance (mortgage liens only):| |
Estimated Loan Costs: | | Estimated 3rd Party Closing Costs: | |
Alterations/Improvements/Repairs:| | Liens/Taxes To Be Paid: | |
Estimated Total Costs: | | Estimated Cash From/To Borrower (+From -To)| |

How will the funds be used? (describe in full detail)

Purchase property

How do you intend to pay off loan? (describe in full detail)

First we will try to sell it on the market. If that doesn’t work then a lease option. If that doesn’t work owner
financing where. Last if all else fails we will rent it out.
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~ 7.eRSONALGUARANTOR#LINFORMATION
GUARANTOR #1 FULL NAME (INCLUDE JR. OR SR. AS APPLICABLE) EMPLOVYER #1 INFORMATION

|Robert- | Employer #1: ﬁ |

ssN: (L | "NNERCRCLE? O street Address: | RN |

cos: | revasceRr? [ city: [ | state: [l | zio: ]

HOME PHONE: MASTER REHAB? [ ] Phone Number: Gross Monthly Income: |

CELL PHONE: saG? [] position: [l | Title: | L |

Email Address: i Type of Business:: Years with: | |
Street Address:#' Employer #2: | |
City:ﬁ I State:- | zip: -:I Street Address: | |
Mailing Address: i | City: | | State:l | Zip: | |

City:l I State:l | Zip: I | Phone Number: I— Gross Monthly Income: I—
I EoucATION INFORMATION I positon: | Tite:
College: (Years/Institution) | | Type of Business: :Years with: |

Real Estate Course(s) Taken: |

I a. Areyou a Repeat Borrowing Guarantor? D

Professional Designation | |

b. Are there any outstanding judgments against you? D

Years as an Entrepreneur: |8

I c. Have you been declared bankrupt within the past 7 years? D
Completed Flips in previous 24 months: IO |

d. Have you had property foreclosed upon, or given title or deed in lieu thereof in the past 7
I eersonatANKiNFRATION Y e [

Name Bank #l:l | e. Are you party to any lawsuits? D

f. Have you directly or indirectly been obligated on any loan which resulted in foreclosure, transfer of title in
lieu of foreclosure, or judgment? (this would include such loans as home mortgage loans, SBA loans, home
City: | | State:l | Zip:l | improvement loans, education loans, manufactured or mobile home loans, and mortgage, financial obligation,
bond, or loan guarantee. If yes, provide details \, , including date, name and address of lender, if any, and

Account Number:l:l Average Balance: I:l reasons for the action.) D

Name Bank #2:| | & Areyoua uscitizen?

Street Address: |

h. If NO, do you have an SSN or ITIN?
Street Address: | | v I |

i. Have you had a short sale in the last 10 years? D
City: | | state:| | zip:| | j. Have you been convicted of a felony in the past 7 years? []

Account Number:l:l Average Balance: I:l J Explain below any Checked answers to the questions above:

Company Name:l

Number/Description: |

Company Name:l

Company Name:|

Number/Description: |

Company Name:l

Number/Description: |

|
|
|
Number/Description: | |
|
|
|
|

I/we hereby authorize Secured Investment Fund HYF to make all inquiries it deems necessary to verify the accuracy of the information provided herein, and to determine my/our credit
worthiness. This includes my/our and my company’s past and present employment, earnings records bank accounts, stock holdings, insurance information and any other asset balances
needed to process my private funding application. I/we also hereby authorize the release of any information necessary for any purpose related to our credit transaction with Secured
Investment Fund HYF, including but not limited to a background check and an Office of Foreign Assets Control (OFAC) inquiry. The information obtained is only to be used in the processing of
my private funding application. This authorization expires 120 days from the date indicated below. |/we further authorize Secured Investment Fund HYF to order a private funding credit
report and verify all other credit information, including past and present mortgage and landlord references. It is understood that the photocopy of this document shall also serve as an
authorization to provide the information requested and an electronic signature will serve as a legal signature. Privacy Act Notice: This information is to be used for the company and its
affiliates collecting it or their assignees in determining whether you qualify for a prospective private funding loan under the company’s program. Additionally, this information may be used
to determine fees, pricing, and other compensating factors associated with your private money funding. It will not be disclosed outside the company and its affiliates except as required and
permitted by law. You do not have to provide this information, but if you do not your application for approval as a prospective private funding borrower may be delayed or rejected.

Signature DPIease pull this credit report to help determine pricing
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Each of the undersigned parties specifically represents to Secured Investment Fund HYF (the lender), and to each of its actual and potential agents, brokers, processors, attorneys, insurers,
servicers, successors and assigns and agrees and acknowledges that” (1) the information provided in this application is true and correct as of the date set forth opposite the signature and that
any intentional or negligent misrepresentation of this information contained in this application may result in civil liability to any person who may suffer any loss due to reliance upon any
misrepresentation that | have made in this application and/or criminal penalties; (2) the loan requested pursuant to this application (the “Loan”) will be secured by a mortgage or deed of
trust on the property described in this application; (3) the property will not be used for any illegal or prohibited purpose or use; (4) the property will be non-owner occupied;(5) Secured
Investment Fund HYF, its successors and assigns may retain the original and/or electronic record of this application, whether or not the Loan is approved and/or funded; (6) Secured
Investment Fund HYF and the lender, and each of their successors, assigns, servicers, brokers, agents, insurers, and representatives may continuously rely on the information contained in this
application, and | am obligated to amend and/or supplement the information provided in this application if any of the material facts that | have represented herein should change prior to the
closing of the Loan; (7) in the event that my payments on the Loan become delinquent Secured Investment Fund HYF, the lender, servicer, or any of the successors or assigns of the
aforementioned parties, in addition to any other rights and remedies that it may have related to such delinquency, may report my name and account information to one or more of the
consumer credit reporting agencies; (8) neither Secured Investment Fund HYF, the lender, nor any of their agents, brokers, insurers, servicers, successors or assigns has made any
representation or warranty, express or implied, to me regarding the property or the condition or value of the property; and (9) my transmission of this application as an “electronic record”
contained my “electronic signature” as those terms are defined in applicable federal and/or state laws, or my facsimile transmission of this application containing a facsimile of my signature,
shall be

as effective, enforceable and valid as if a paper version of this application were delivered containing my original written signature.

Each of the undersigned parties hereby acknowledge and agree that Secured Investment Fund HYF, any owner of the Loan, each of their servicers, successors, and assigns may verify or re-
verify any information contained in this application or obtain any information or data relating to the Loan, for legitimate business purpose through any source including a source named in this
application or any credit reporting agency.

Guarantor #1 signature:
R

Guarantor #2 signature:
Guarantor #3 signature:

Guarantor #4 signature:
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DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

Zero Tolerance Loan Fraud Policy

Secured Investment High Yield Fund, LLC utilizes a sophisticated suite of advanced software tools alongside stringent
underwriting procedures to combat loan fraud and identity theft.

NOTICE: ANY SUBMISSION OF INFORMATION TO SECURED INVESTMENT HIGH YIELD FUND, LLC KNOWINGLY
CONTAINING FALSE INFORMATION IN CONNECTION WITH A PRIVATE MORTGAGE LOAN/FIRST TRUST DEED
APPLICATIONS IS A FEDERAL CRIME

Mortgage fraud means a material misstatement, misrepresentation, or omission relied upon Secured Investment High Yield
Fund, LLC to fund or purchase-or not to fund or purchase-a mortgage.

Such mortgage fraud included, but is not limited to, false information contained in identification and employment documents,
false mortgagee or mortgagor identity, and fraudulent appraisals; theft of custodial funds, non-remitted payoff funds,
misrepresentations of borrower funds, and property flipping where designed to falsely inflate property value.

Possible mortgage fraud means Secured Investment High Yield Fund, LLC has a reasonable belief, based upon a review of
information available, that mortgage fraud me be occurring or has occurred. It is the intent of Secured Investment High Yield
Fund, LLC’s Zero Tolerance Loan Fraud Policy (“Policy”) to support the industry’s and law enforcement’s efforts to eradicate
residential Private Mortgage Loan/First Trust Deed Fraud. Accordingly, by doing business with Secured Investment High Yield
Fund, LLC, the Borrower, Broker, Realtor shall be directly responsible for the actions performed in the course of doing business
with Secured Investment High Yield Fund, LLC and for maintaining compliance with this Policy. Although loan fraud may be
perpetrated in many forms, some of the most common examples are shown below.

e Identity theft

e Submission of inaccurate or misleading information, including false statements on loan application(s) and falsification
of documents purporting to substantiate credit, employment, deposit and asset information or personal information
including identity, ownership/non-ownership of the real property;

e  The alteration or forgery of otherwise predominately accurate information;

° Inaccurate representations of current occupancy or intent to maintain required occupancy as agreed in the security
instrument;

° Lack of due diligence or concern by borrower, realtor, broker, loan officer, interviewer or processor, including failure
to obtain or divulge all information required by the application and failure to request further information as dictated
by Borrower’s response to other questions. This could include the following examples: (i) simultaneous or consecutive
processing of multiple owner-occupied loans from single applicant where information differs on each application; (ii)
permitting an applicant or interested third party to assist with the processing of the loan; and (iii) failure to disclose
any relevant or pertinent information known to the Broker which could negatively impact the lending decision.

Secured Investment High Yield Fund, LLC specifically represents and warrants the quality and integrity of its loan production to
Secured Investment High Yield Fund, LLC’s investors. Consequently, loans containing fraud or material misrepresentations that
negatively impact Secured Investment High Yield Fund, LLC's business reputation can severely strain investor relationships. The
potential consequences for knowing participants of this practice are also very serious and Secured Investment High Yield Fund,
LLC’s position is a zero tolerance policy.

Ds

Initial |

V6-03152016 Page | 1

Page 163



DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

SECURED INVESTMENT HIGH YIELD FUND, LLC

Zero Tolerance Loan Fraud Policy

Examples of the possible consequences:
For Borrowers:

e  Acceleration of debt as authorized by the security instrument (Deed of Trust/Mortgage).
e  Criminal prosecution, which may result in possible fines, imprisonment or both.

e  Civil action by Secured Investment High Yield Fund, LLC for damages.

e  Civil action by other parties to the transaction such as seller or real estate agent/broker.
e  Forfeiture of any professional license.

e  Long term adverse effect on credit history.

For Brokers/Realtors:

e  Criminal prosecution, which could result in fines, imprisonment or both.

e  Revocation of Broker’s license.

e  Loss of access privileges to lenders resulting from the exchange of legally permissible information between lenders,
mortgage insurance companies; FHLMC, FNMA and other investors; policy agencies; and state and federal regulatory
agencies including the Department of Justice and the FBI.

e  Loan repurchase and/or liability to Secured Investment High Yield Fund, LLC for resulting monetary loss.

e  Civil action by borrower, Secured Investment High Yield Fund, LLC and/or other parties involved in the transaction.

e  Loss of approval status with Secured Investment High Yield Fund, LLC

The undersigned does hereby acknowledge receipt of this notice and agrees to comply with conditions set
forth herein.

Business Entity (Borrower)
DocuSigned by:

ot |

Office, 7 ~BDECFI2BORI4A0.

Cliive Jigiiutun e

DocuSigned by:

tiost I

BDBCFA2B0BA24A0.

Guare

Guarantor 2 Signature

Ds

Initial -
V6—0315101b |

Page | 2
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Entity #: 4040304
Date Filed: 06/27/2011
Carol Aichele
Secretary of the Commonwealth

PENNSYLVANIA DEPARTMENT OF STATE
CORPORATION BUREAU

Certificate of Organization

Domestic Limited Liability Company
(15 Pa.CSS. § 8913)

+ Document will be returned to the
Name name and address you eater to

the kcft.
(=

Commonwealth of Pennsylvania
CERTIFICATE OF ORGANIZATION 3 Page(s)

A

T1117864194
In compliance with the requirements of 15 Pa.C.S. § 8913 (relating to certificate of organization), the undersigned
desiring to organize a limited liability company, hereby certifies that:

1. The name of the limited liability company (designator is required, i.e., “company”, “limited” or “limited
liability company" or abbreviation):

LLC

2. The (a) address of the limited liability company’s initial registered office in this Commonwealth or (b) name of
its commercial registered office provider and the county of venue is:

(b) Name of Commercial Registered Office Provider County
clo:

3. The name and address, including street and number, if any, of each organizer is (all organizers must sign on
page 2):
Name Address

pa DEPT, QF STATE
JUN 27 200
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DSCB:15-8913-2

4. Strike out if inapplicable term
A member’s interest in the company is to be evidenced by a certificate of membership interest.

5. Strike out if inapplicable:
Management of the company is vested in a manager or managers.

6. The specified effective date, if any is:

month date year hour, if any

7. Strike out ifinapplicable: ¥he eompeny is & restFeied professional-company organized to render the following
sestrictod professional serviee(s).

8. For additional provisions of the certificate, if any, attach an 82 x 11 sheet.

IN TESTIMONY WHEREQF, the organizer(s) has (have)
signed this Certificate of Organization this

22nd  gay of June 2011

Signature

Signature
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OPERATING AGREEMENT
OF
CBA ENTERPRISES, LLC
A PENNSYLVANIA
LIMITED LIABILITY COMPANY

This Operating Agreement (“"Agreement”) of LLC, a Pennsylvania
limited liability company, is effective as of June 27, 2011 (the “Effective Date”) and
entered into by and among LLC and Members executing this

Agreement (*Members”).

WHEREAS, the Members desire to form a limited liability company pursuant to the
Pennsylvania Limited Liability Company Law, as amended, or any successor statute
(“Act”); and

WHEREAS, the Members desire to establish their respective rights and obligations in
connection with forming the limited liability company;

NOW, THEREFORE, in consideration of the mutual covenants and provisions
contained in this Agreement, Members agree as follows:

1. Definitions
The terms and conditions used in this Agreement have the meanings set forth below:

“Additional Member” means a member other than an initial member or a
substitute member who has acquired a membership interest in Company.

“Agreement” means this Operating Agreement, as originally executed and as it
may be amended from time to time.

“Articles of Organization” means the Articles of Organization of Company
filed or to be filed with the appropriate governmental department of
Pennsylvania for the purpose of forming Company.

“"Assignee” means the transferee of a Membership Interest who has not been
admitted as a substituted member.

“Capital Account” as of any date means the capital contribution to Company
by a Member, adjusted as of that date pursuant to this Agreement.

“Capital Contribution” means any Member's contribution to the capital of
Company in cash, property, services rendered or a promissory note or other
binding obligation to contribute cash or property or to render services. “Initial
capital contribution” means the initial contribution to the capital of Company
pursuant to this Operating Agreement.
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“Capital Interest” means the proportion that Member's positive capital
account bears to the aggregate positive capital accounts of all Members whose
capital accounts have positive balances, as may be adjusted from time to time.

“Code” means the Internal Revenue Code of 1986, as amended, or the
corresponding provisions of any superseding federal revenue statute.

“Company” refers to CBA ENTERPRISES, LLC, and any successor limited
liability company.

“"Company Property” means any Property owned by Company.

“Default Interest Rate” means the higher of the legal rate or the then prime
rate quoted in The Wall Street Journal.

“"Deficit Capital Account” means with respect to any Member, the deficit
balance, if any, in that Member’s Capital Account as of the end of the taxable
year, after making the following adjustments:

(a) Credit to the Capital Account any amount that Member is obligated to
restore under Section 1.704-1(b)(2)(ii)(c) of the Treasury Regulations, as
well as any addition to it pursuant to the next to last sentence of Sections
1.704-2(g)(1) and (i)(5) of the Treasury Regulations, after taking into
account any changes during the year in partnership minimum gain (as
determined in accordance with Treasury Regulations Section 1.704-2(d))
and in the minimum gain attributable to any Member’s nonrecourse debt
(as determined under Treasury Regulations Section 1.704-2(i)(3)); and

(b) Debit to the Capital Account the items described in Treasury Regulations
Sections 1.704-1(b)(2)(ii)(d)(4), (5) and (6).

This definition of Deficit Capital Account is intended to comply with the
provisions of Treasury Regulations Sections 1.704-1(b)(2)(ii)(d) and 1.704-2,
and will be interpreted consistently with those provisions.

“Distributable Cash” means all cash, revenues and funds received by
Company from Company operations, less the sum of the following to the extent
paid or set aside by Company: (a) all principal and interest payments on
Company’s indebtedness and all other sums paid to lenders; (b) all cash
expenditures incurred incident to the normal operation of Company’s business;
and (c) Reserves.

“Disposition” (“Dispose”) means any sale, assignment, exchange, mortgage,
pledge, grant, hypothecation, or other transfer, absolute or as security or
encumbrance (including dispositions by operation of law).

“Disassociation” means any action that causes a person to cease to be a
Member as described in Article 13 hereof.
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“Dissolution Event” means an event that results in the dissolution of
Company under Article 14 unless Members agree to the contrary.

“Distribution” means any cash and other property paid by Company to a
Member in his, her or its capacity as a Member.

“Economic Interest” means a Member’'s or Economic Interest Owner’s share
of one or more of Company’s net profits, net losses and distributions of
Company’s assets pursuant to this Operating Agreement and Act, but it does not
include any right to participate in the management or affairs of Company,
including the right to vote on, consent to or otherwise participate in any decision
of Members or Managers.

“Economic Interest Owner” means the owner of an economic interest who is
not a Member.

“Entity” means any general partnership, limited partnership, limited liability
company, corporation, joint venture, trust, business trust, cooperative or
association, or any foreign trust or foreign business organization.

"Event of Withdrawal” means an event that causes a Person to cease to be a
Member as provided in the Act which events include, but are not limited to, (a)
voluntary withdrawal as permitted by the Act (but subject to damage payments
to the Company for breach of this Agreement), (b) assignment (in accordance
with the provisions of this Agreement) of all of a Member's Interest, (c)
expulsion, (d) the making of an assignment for the benefit of creditors, (e)
being subject to a bankruptcy or similar proceeding for the benefit of debtors,
(f) appointment of a trustee or receiver for the Member or for all or any
substantial part of its property, (g) in the case of a Member who is a natural
person (i) its death or (ii) the entry by a court of competent jurisdiction
adjudicating him/her incompetent to manage its person or estate, (h) in the
case of a Member that is a trust (i) the termination of the trust or (ii) a
distribution of its entire Interest but not merely the substitution of a new
trustee, (i) in the case of a member that is a general or limited partnership (i)
the dissolution and commencement of winding up of the partnership or (ii) a
distribution of its entire Interest, (j) in the case of a Member that is a company
(i) the filing of articles of dissolution or their equivalent for the company or (ii) a
revocation of its charter or (iii) a distribution of its entire Interest, (k) in the
case of a Member that is a limited liability company (i) the filing of articles of
dissolution or termination or their equivalent for a limited liability company or
(ii) a distribution of its entire Interest, or (l) in the case of a Member that is an
estate, the distribution by the fiduciary of the estate's entire interest in the
Company.

“Fiscal Year” means the fiscal year of Company, with a year end of December
31.

“Gifting Member” means any Member or Economic Interest Owner who gifts,
bequeaths or otherwise transfers for no consideration (by operation of law or
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otherwise, except with respect to bankruptcy) all or any part of its Membership
Interest or Economic Interest.

“Majority Interest” means one or more interests of Members which, taken
together, exceed 50 percent of the aggregate of all Capital Interests.

“"Manager” means the person, persons or entity designated or elected by the
Members from time to time as Managers of the Company, acting in their
capacity as.

“"Member” means each of the parties who executes a counterpart of this
Operating Agreement as a Member, and each of the parties who may
subsequently become Members in accordance with Article 12. To the extent a
Manager has acquired a Membership Interest in Company, he or she will have
all the rights of a Member with respect to that Membership Interest, and the
term “Member” as used here includes a Manager to the extent he or she has
purchased Membership Interest in Company. If a Person is a Member
immediately prior to the purchase or other acquisition of an Economic Interest,
such person will have all the rights of a Member with respect to the purchased
or otherwise acquired Membership Interest or Economic Interest, as the case
may be. The term includes initial members, substituted members and additional
members.

“"Membership Interest” means a Member's entire interest in Company,
including Member’'s Economic Interest and the right to participate in the
management of the business and affairs of Company, including the right to vote
on, consent to, or otherwise participate in any decision or action of or by
Members granted pursuant to this Operating Agreement and Act.

“"Net Losses” means the losses and deductions of Company, determined in
accordance with accounting principles consistently applied from year to year
employed under the method of accounting adopted by Company, and as
reported separately or in the aggregate, as appropriate, on Company’s tax
return filed for federal income tax purposes.

“Net Profits” means Company’s income and gains, determined in accordance
with accounting principles consistently applied from year to year employed
under the method of accounting adopted by Company, and as reported
separately or in the aggregate, as appropriate, on Company’s tax return filed for
federal income tax purposes.

“Person” means any association, corporation, stock company, estate, general
partnership (including any Registered Limited Liability Partnership or Foreign
Limited Liability Partnership), limited association, limited liability company
(including a professional service limited liability company), foreign limited
liability company, joint venture, limited partnership, natural person, real estate
investment trust, business trust or other trust, custodian, nominee or other
individual in its own or any representative capacity. In addition, the term means
the heirs, executors, administrators, legal representatives, successors and
assigns of that “"Person” where the context so permits.
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“Proceeding” means any judicial or administrative trial, hearing or other
activity, civil, criminal or investigative, the result of which may be that a court,
arbitrator or governmental agency may enter a judgment, order, decree or
other determination that, if not appealed and reversed, would be binding on
Company, a Member or other Person subject to the jurisdiction of that court,
arbitrator or governmental agency.

“Property” means any property, real or personal, tangible or intangible,
including money and any legal or equitable interest in property, but excluding
services and promises to perform future services.

“"Reserves” means, with respect to any fiscal period, funds set aside or
amounts allocated during that period to Reserves that must be maintained in an
amount deemed sufficient by Managers for working capital and to pay taxes,
insurance, debt service, or other costs or expenses incident to the ownership or

operation of Company’s business.

“"Resignation” means act by which a Manager ceases to be a Manager.
“Selling Member” means any Member or Economic Interest Owner who
desires to or does sell, assign, pledge, hypothecate or otherwise transfers for a
consideration all or any portion of Member's Membership Interest or Economic
Interest.

“Taxable Year” means the taxable year of Company as determined pursuant
to Section 706 of the Code.

“Taxing Jurisdiction” means any state, local or foreign government that
collects tax, interest or penalties, however designated, and any Member’s share
of the income or gain attributable to Company.

“Transferring Member” means a Selling Member or a Gifting Member.

“Treasury Regulations” means all proposed, temporary and final regulations
promulgated under the Code as from time to time in effect.

2. Organization

2.1 Formation
Pursuant to the Act, a Pennsylvania Limited Liability Company was formed by
the executing and delivering Articles of Organization to the appropriate state
department.

2.2 Agreement
Members executing this Agreement agree to the terms and conditions of this

Agreement as it may be from time to time amended according to its terms.
Members expressly intend that this Agreement be the sole source of agreement
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ALTA Commitment for Title Insurance

ISSUED BY

First American Title Insurance Company

Commitment

COMMITMENT FOR TITLE INSURANCE
ISSUED BY
FIRST AMERICAN TITLE INSURANCE COMPANY (TALLAHASSEE)

NOTICE

IMPORTANT—READ CAREFULLY: THIS COMMITMENT IS AN OFFER TO ISSUE ONE OR MORE TITLE INSURANCE POLICIES. ALL CLAIMS OR REMEDIES
SOUGHT AGAINST THE COMPANY INVOLVING THE CONTENT OF THIS COMMITMENT OR THE POLICY MUST BE BASED SOLELY IN CONTRACT.

THIS COMMITMENT IS NOT AN ABSTRACT OF TITLE, REPORT OF THE CONDITION OF TITLE, LEGAL OPINION, OPINION OF TITLE, OR OTHER
REPRESENTATION OF THE STATUS OF TITLE. THE PROCEDURES USED BY THE COMPANY TO DETERMINE INSURABILITY OF THE TITLE, INCLUDING
ANY SEARCH AND EXAMINATION, ARE PROPRIETARY TO THE COMPANY, WERE PERFORMED SOLELY FOR THE BENEFIT OF THE COMPANY, AND
CREATE NO EXTRACONTRACTUAL LIABILITY TO ANY PERSON, INCLUDING A PROPOSED INSURED.

THE COMPANY'S OBLIGATION UNDER THIS COMMITMENT IS TO ISSUE A POLICY TO A PROPOSED INSURED IDENTIFIED IN SCHEDULE A IN
ACCORDANCE WITH THE TERMS AND PROVISIONS OF THIS COMMITMENT. THE COMPANY HAS NO LIABILITY OR OBLIGATION INVOLVING THE
CONTENT OF THIS COMMITMENT TO ANY OTHER PERSON.

COMMITMENT TO ISSUE POLICY
Subject to the Notice; Schedule B, Part I—Requirements; Schedule B, Part Il—Exceptions; and the Commitment Conditions, First American Title Insurance
Company, a Nebraska Corporation (the “Company”), commits to issue the Policy according to the terms and provisions of this Commitment. This Commitment is
effective as of the Commitment Date shown in Schedule A for each Policy described in Schedule A, only when the Company has entered in Schedule A both the
specified dollar amount as the Proposed Policy Amount and the name of the Proposed Insured.

If all of the Schedule B, Part I—Requirements have not been met within 180 days after the Commitment Date, this Commitment terminates and the Company's
liability and obligation end.

If this jacket was created electronically, it constitutes an original document.

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company (Tallahassee)]. This
Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions; Schedule A; Schedule B, Part |—
Requirements; Schedule B, Part II—Exceptions; and a counter-signature by the Company or its issuing agent that may be in electronic form.

Copyright 2006-2016 American Land Title Association. All rights reserved.
The use of this Form (or any derivative thereof) is restricted to ALTA licensees and
ALTA members in good standing as of the date of use. All other uses are prohibited.
Reprinted under license from the American Land Title Association.

ALTA Commitment for title Insurance (8-1-16)
Form 5030034 (5-15-17) Page 1 of 3

NJRB 3-09 (Adopted 5-23-17)
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American Land Title Association Commitment for Title Insurance
Adopted 6-17-06 Revised 08-01-2016

COMMITMENT CONDITIONS

1. DEFINITIONS
(a) “Knowledge” or “Known”: Actual or imputed knowledge, but not constructive notice imparted by the Public
Records.
(b) “Land”: The land described in Schedule A and affixed improvements that by law constitute real property.

The term “Land” does not include any property beyond the lines of the area described in Schedule A, nor
any right, title, interest, estate, or easement in abutting streets, roads, avenues, alleys, lanes, ways, or
waterways, but this does not modify or limit the extent that a right of access to and from the Land is to be
insured by the Policy.

(c) “Mortgage”: A mortgage, deed of trust, or other security instrument, including one evidenced by electronic
means authorized by law.

(d) “Policy”: Each contract of title insurance, in a form adopted by the American Land Title Association,
issued or to be issued by the Company pursuant to this Commitment.

(e) “Proposed Insured”: Each person identified in Schedule A as the Proposed Insured of each Policy to be
issued pursuant to this Commitment.

(f) “Proposed Policy Amount”: Each dollar amount specified in Schedule A as the Proposed Policy Amount
of each Policy to be issued pursuant to this Commitment.

(9) “Public Records”: Records established under state statutes at the Commitment Date for the purpose of
imparting constructive notice of matters relating to real property to purchasers for value and without
Knowledge.

(h) “Title”: The estate or interest described in Schedule A.

2. If all of the Schedule B, Part [—Requirements have not been met within the time period specified in the

Commitment to Issue Policy, this Commitment terminates and the Company’s liability and obligation end.

3. The Company’s liability and obligation is limited by and this Commitment is not valid without:

(a) the Notice;

(b) the Commitment to Issue Policy;

(c) the Commitment Conditions;

(d) Schedule A;

(e) Schedule B, Part —Requirements;

(f) Schedule B, Part Il—Exceptions; and

(9) a counter-signature by the Company or its issuing agent that may be in electronic form.
4. COMPANY’S RIGHT TO AMEND

The Company may amend this Commitment at any time. If the Company amends this Commitment to add a
defect, lien, encumbrance, adverse claim, or other matter recorded in the Public Records prior to the Commitment
Date, any liability of the Company is limited by Commitment Condition 5. The Company shall not be liable for any
other amendment to this Commitment.

5. LIMITATIONS OF LIABILITY

(a) The Company’s liability under Commitment Condition 4 is limited to the Proposed Insured’s actual
expense incurred in the interval between the Company’s delivery to the Proposed Insured of the
Commitment and the delivery of the amended Commitment, resulting from the Proposed Insured’s good
faith reliance to:
(i) comply with the Schedule B, Part —Requirements;
(ii) eliminate, with the Company’s written consent, any Schedule B, Part Il—Exceptions; or
(iii) acquire the Title or create the Mortgage covered by this Commitment.

(b) The Company shall not be liable under Commitment Condition 5(a) if the Proposed Insured requested the
amendment or had Knowledge of the matter and did not notify the Company about it in writing.

(c) The Company will only have liability under Commitment Condition 4 if the Proposed Insured would not
have incurred the expense had the Commitment included the added matter when the Commitment was
first delivered to the Proposed Insured.

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company (Tallahassee)]. This
Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions; Schedule A; Schedule B, Part I—
Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its issuing agent that may be in electronic form.

NEW JERSEY LAND TITLE NJRB 3-09
INSURANCE RATING BUREAU Last Revised: 05/23/17
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American Land Title Association Commitment for Title Insurance
Adopted 6-17-06 Revised 08-01-2016

(d) The Company’s liability shall not exceed the lesser of the Proposed Insured’s actual expense incurred in
good faith and described in Commitment Conditions 5(a)(i) through 5(a)(iii) or the Proposed Policy
Amount.

(e) The Company shall not be liable for the content of the Transaction Identification Data, if any.

(f) In no event shall the Company be obligated to issue the Policy referred to in this Commitment unless all
of the Schedule B, Part —Requirements have been met to the satisfaction of the Company.

(9) In any event, the Company’s liability is limited by the terms and provisions of the Policy.

6. LIABILITY OF THE COMPANY MUST BE BASED ON THIS COMMITMENT

(a) Only a Proposed Insured identified in Schedule A, and no other person, may make a claim under this
Commitment.

(b) Any claim must be based in contract and must be restricted solely to the terms and provisions of this
Commitment.

(c) Until the Policy is issued, this Commitment, as last revised, is the exclusive and entire agreement

between the parties with respect to the subject matter of this Commitment and supersedes all prior
commitment negotiations, representations, and proposals of any kind, whether written or oral, express or
implied, relating to the subject matter of this Commitment.

(d) The deletion or modification of any Schedule B, Part Il—Exception does not constitute an agreement or
obligation to provide coverage beyond the terms and provisions of this Commitment or the Policy.

(e) Any amendment or endorsement to this Commitment must be in writing and authenticated by a person
authorized by the Company.

() When the Policy is issued, all liability and obligation under this Commitment will end and the Company’s

only liability will be under the Policy.

7. IF THIS COMMITMENT HAS BEEN ISSUED BY AN ISSUING AGENT
The issuing agent is the Company’s agent only for the limited purpose of issuing title insurance commitments and
policies. The issuing agent is not the Company’s agent for the purpose of providing closing or settlement services.

8. PRO-FORMA POLICY
The Company may provide, at the request of a Proposed Insured, a pro-forma policy illustrating the coverage that
the Company may provide. A pro-forma policy neither reflects the status of Title at the time that the pro-forma
policy is delivered to a Proposed Insured, nor is it a commitment to insure.

9. ARBITRATION
The Policy contains an arbitration clause. All arbitrable matters when the Proposed Policy Amount is $2,000,000
or less shall be arbitrated at the option of either the Company or the Proposed Insured as the exclusive remedy of
the parties. A Proposed Insured may review a copy of the arbitration rules at <http://www.alta.org/arbitration>.]

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company (Tallahassee)]. This
Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions; Schedule A; Schedule B, Part I—
Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its issuing agent that may be in electronic form.
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Transaction Identification Data for reference only:

Issuing Agent: Dream Home Abstract, LLC

Issuing Office: 381 Egg Harbor Rd, Suite 2, ||| | G—_
ALTA® Universal ID:

Loan ID Number:

Commitment Number:

Issuing Office File Number:

Property Address: 57 Mary Ellen Lane, ||| GGG

SCHEDULE A
1. Commitment Date: June 21, 2018
2. Policy to be issued:
(a) 2006 ALTA® Owner’s Polic
Proposed Insured:*, LLC
Proposed Policy Amount: $70,000.00
(b) 2006 ALTA® Loan Policy

Proposed Insured: Secured Investment High Yield Fund LLC, ISAOCA
Proposed Policy Amount: $117,000.00

3. The estate or interest in the Land described or referred to in this Commitment is Fee Simple

(Identify estate covered, i.e., fee, leasehold, etc.)

4. Title to the Fee Simple estate or interest in the Land is at the Commitment Date vested in:
Tyrone [N

Tyrone i}, by deed from Stephen || and Joan . husband and wife,
dated October 11, 2006, recorded November 27, 2006 in the Camden County Clerk's/Register's

Office in Deed Book
5. The Land is described as follows:

See Legal Description attached hereto.

NOTE FOR INFORMATION: 57 Mari Ellen Lane,—

NOTE FOR INFORMATION ONLY: Mailing Address is 57 Mary Ellen Lane, ||| GTGcG

DREAM HOME ABSTRACT, LLC

By:
Authorized Signatory

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;
Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its

issuing agent that may be in electronic form.
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LEGAL DESCRIPTION

ALL that certain tract or parcel of land, situated, lying and being in the Township of Gloucester, County of
Camden, State of New Jersey, more particularly described as follows:

BEGINNING at a point in the Southeasterly line of Mary Ellen Lane (50 feet wide), said beginning point
being in the division line between Lots 4 and 5, Block 445.1, said Plan hereinafter mentioned; thence

(1) South 49 degrees 24 minutes 11 seconds East, a distance of 125 feet to a point; thence

(2) Along the Southeasterly line of Mary Ellen Lane, South 40 degrees 35 minutes 49 seconds West, a
distance of 75 feet to a point; thence

(3) North 49 degrees 24 minutes 11 seconds West, a distance of 125 feet to a point; thence
(4) North 40 degrees 35 minutes 49 seconds East, a distance of 75 to the point and place of Beginning.

KNOWN as Lot 4, Block 445.1, Plan of Lots for ATL Corporation, fled December 15, 1977, in the
Camden County Register of Deeds Office as Map #613-6.

NOTE FOR INFORMATION ONLY:

BEING Lot: 4, Block: 17702; on the tax map of the Township_

_ (Lot and Block shown for information only.)

MAILING ADDRESS (FOR INFORMATION ONLY): 57 Mary Ellen Lane, ||| GG

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;
Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its
issuing agent that may be in electronic form.
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SCHEDULE B, PART |
Requirements

All of the following Requirements must be met:

The Proposed Insured must notify the Company in writing of the name of any party not
referred to in this Commitment who will obtain an interest in the Land or who will make a
loan on the Land. The Company may then make additional Requirements or Exceptions.

Payment of the agreed amount for the estate of interest to be insured.
Payment of the premiums, fees and charges for the policy.
Documents satisfactory to the Company that convey the Title or create the Mortgage to

be insured, or both, must be properly authorized, executed, delivered, and recorded in
the Public Records.

a. Production of a deed from Tyrone ,LLC.
b. Production of a Mortgage from ,LLC to

10.

11.

12.

13.

| K¢

If the record owner(s) are natural person(s), the Company requires proof of their marital
or civil union partnership status(es). If any of them are married or partnered in a civil
union, and the premises is now or ever has been the principal marital or civil union
residence, the Company requires their spouse(s) to join in the above deed

In the event that the proceeds of the loan to be secured by the mortgage to be insured
are not to be fully disbursed at closing, the Company must be notified and this
Commitment will then be modified accordingly.

You must tell us in writing the name of anyone not referred to in this Commitment who
will get an interest in the land or who will make a loan on the land. We may then make
additional requirements or exceptions.

Affidavits of Title by all sellers and all mortgagors must be submitted and this
Commitment is subject to such additional exceptions, if any, we then deem appropriate.

The Company requires that a Notice of Settlement in connection with the insured
transaction be filed.

Terms and conditions of any unrecorded agreements or leases and tenancy of present
occupants must be disclosed to us and a proper settlement of those interests must be
satisfactory to us.

Proof that all natural persons in this transaction are of full age and legally competent.
Photo identification including date of birth for all parties will be required at settlement.
Satisfactory disposition of all judgments, encumbrances, liens, defects, and other
objections to title: Superior Court of [ ij and United States Bankruptcy and

District Court Searches are attached.

The identity of the proposed Insured or Insureds must be disclosed to the Company prior

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;
Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its
issuing agent that may be in electronic form.
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SCHEDULE B, PART |
Requirements
(continued)

to closing. The Company reserves the right to undertake such additional searches as it
may deem appropriate in light thereof, and to amend this Commitment to add such
additional requirements and exceptions in connection therewith as it may, in its sole
discretion, deem necessary or advisable.

14. The proposed Amount(s) of Insurance must be increased to the full value of the estate or
interest being insured in accordance with NJLTIRB Manual of Rates and Charges, Article
3. When the final Amount(s) of Insurance are approved by the Company, the proposed
Amount(s) of Insurance will be revised accordingly, and the underwriting rate for the
policy or policies and endorsement charges will be calculated consistent therewith.

15. Satisfactory disposition of mortgage from Tyrone a single man to Mortgage
Electronic Registration Systems, Inc. (MERS) as nominee for EquiFirst Corporation,
dated October 11, 2006, recorded November 27, 2006 in the
Clerk's/Register's Office in Mortgage Book 8394 Page 1150, showing an amount of
$225,000.00.

Order Reforming Mortgage Book 10599, Page 63.

Assignment of Mortgage to , As Trust for Soundview
Home Loan Trust 2006 EQ2 Asset-Backed Certificates, , recorded

January 2, 2009 in Book

Assignment of Mortgage to , As Trust for Soundview
Home Loan Trust 2006 EQ2 Asset-Backed Certificates, , recorded

September 26, 2012 in Book

NOTICE OF LIS PENDENS filed in the Superior Court of , Chancery Division,
B Docket No. F-006834-16; general object to foreclose on mortgage in
Book 8394 Page 1150. Notice filed in the_ Clerk's/Register's Office on
April 13, 2016 in Book 10387 Page 174.

16. Satisfactory Disposition of Tax Sale Certificate sold by Sandra collector of
taxes to Lien Services, dated June 26, 2007, recorded August 2, 2007 in the
Clerk's/Register's Office in Book 8625 Page 1590, Assessed to i}

Tyrone, Certificate No. 730695, showing an amount of $2,812.10.

17. Satisfactory Disposition of Tax Sale Certificate sold by Sandra , collector of

taxes to Mooring Tax Asset Group, LLC, dated June 25, 2009, recorded August 28, 2009
in the Clerk's/Register's Office in Book 9092 Page 892, Assessed to
, Tyrone, Certificate No. 932740, showing an amount of $586.53.

18. Satisfactory Disposition of Tax Sale Certificate sold by Sandra , collector of
taxes to Independent Investors, dated July 1, 2010, recorded April 13, 2011in the
Camden County Clerk's/Register's Office in Book 9402 Page 533, Assessed to-,
Tyrone, Certificate No. 10-01001, showing an amount of $588.57.

19. Satisfactory Disposition of Tax Sale Certificate sold by Sandra [, collector of
taxes to Joseph [ il]. dated December 29, 2011, recorded June 28, 2012 in the
Camden County Clerk's/Register's Office in Book 9615 Page 807, Assessed to [}

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;
Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its
issuing agent that may be in electronic form.
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20.

21.

22.

23.

SCHEDULE B, PART |
Requirements
(continued)

Tyrone, Certificate No. 11-02809, showing an amount of $896.58.

Satisfactory Disposition of Tax Sale Certificate sold by Sandra [|iJj. collector of
taxes to Garden State Inv. Group, dated December 31, 2013, recorded March 19, 2014 in
the Clerk's/Register's Office in Book 9981 Page 971, Assessed to

, Tyrone, Certificate No. 13-05710, showing an amount of $699.31.

Satisfactory Disposition of Tax Sale Certificate sold by Sandra [} collector of
taxes to TTLBL, LLC, dated January 9, 2015, recorded April 2, 2015 in the
Clerk's/Register's Office in Book 10176 Page 1691, Assessed to , Tyrone,
ertificate No. 14-07323, showing an amount of $556.36.

Satisfactory Disposition of Tax Sale Certificate sold by Sandra |JJjij. collector of
taxes to US BK Cust for PC7 FIRSTRUST, dated January 4, 2018, recorded March 26,
2018 in the Clerk's/Register's Office in Book 10849 Page 830, Assessed
to [il)j. Tyrone, Certificate No. 17-01046, showing an amount of $675.61.

Spouses, if any, of vested owners as set forth in Schedule A-3 hereof must join in Deed
of Conveyance.

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;
Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its
issuing agent that may be in electronic form.
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SCHEDULE B, PART Il
Exceptions

THIS COMMITMENT DOES NOT REPUBLISH ANY COVENANT, CONDITION, RESTRICTION, OR
LIMITATION CONTAINED IN ANY DOCUMENT REFERRED TO IN THIS COMMITMENT TO THE
EXTENT THAT THE SPECIFIC COVENANT, CONDITION, RESTRICTION, OR LIMITATION VIOLATES
STATE OR FEDERAL LAW BASED ON RACE, COLOR, RELIGION, SEX, SEXUAL ORIENTATION,
GENDER IDENTITY, HANDICAP, FAMILIAL STATUS, OR NATIONAL ORIGIN.

The Policy will not insure against loss or damage resulting from the terms and provisions of any lease or
easement identified in Schedule A, and will include the following Exceptions unless cleared to the
satisfaction of the Company:

1. Any defect, lien, encumbrance, adverse claim, or other matter that appears for the first time in the
Public Records or is created, attaches, or is disclosed between the Commitment Date and the
date on which all of the Schedule B, Part | -- Requirements are met.

2. Rights or claims by parties in possession not shown by the public records.

3. Notwithstanding any provision of the policy to the contrary, the following matters are expressly
excluded from the coverage of the policy, and the Company will not pay loss or damage, costs,
attorney's fees or expenses that arise by reason of any encroachment, encumbrance, violation,
variation, or adverse circumstance affecting the Title that would be disclosed by an accurate and
complete land survey of the land.

4, Any liens on your title, arising now or later, for labor or material, not shown by the public records.
5. Subject to possible additional taxes, assessed or levied due to new construction.
6. Taxes, Assessments, Water and Sewer charges are as follows:

Taxes (Land) from:

Water minimum from:

Sewer from:

CCMUA from:

Municipal Ordinances/ Improvements:

Searches Ordered: See Copies Attached
Added Assessments from:

Excess from:

7. Subsurface conditions, easements, claims of easements and/or encroachments not disclosed by
an instrument of record. (AS TO FEE POLICY ONLY)

8. Minerals of whatsoever kind, subsurface and surface substances, including but not limited to coal,
lignite, oil, gas, uranium, clay, rock, sand and gravel in, on, under and that may be produced from
the Land, together with all rights, privileges, and immunities relating thereto, whether or not
appearing in the Public Records or listed in Schedule B. The Company makes no representation
as to the present ownership of any such interests. There may be leases, grants, exceptions or
reservations of interests that are not listed.

9. Subject to 10 foot utility as shown on filed plan.

10. Subject to a 30 foot building setback line(s) as shown on filed plan.

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;
Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its
issuing agent that may be in electronic form.
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SCHEDULE B, PART Il
Exceptions
(continued)

11. Utility Easement as contained in Deed Book 3530, Page 441; and Deed Book 3552, Page 824.

12. Rights in any road, street highway or lane bounding or affecting subject premises.

This page is only a part of a 2016 ALTA® Commitment for Title Insurance [issued by First American Title Insurance Company
(Tallahassee)]. This Commitment is not valid without the Notice; the Commitment to Issue Policy; the Commitment Conditions;

Schedule A; Schedule B, Part —Requirements; Schedule B, Part Il—Exceptions; and a counter-signature by the Company or its
issuing agent that may be in electronic form.
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Business Account

gg Citizens Bank 1-800-862-6200 Statement

Call Citizens’ PhoneBank anytime for
account information, current rates and
answers to your questions. e oF 3
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through May 31, 2018
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Page 226



DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

2017 Individual Return
prepared for:

ROBERT

MICHAEL
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MICHAEL CPA Clien
April 13,2018

ROBERT |

I F OR V'S

Form 1040 2017 U.S. Individual Income Tax Return
Schedule A Itemized Deductions

Schedule C Profit or Loss From Business

Form 4562 Depreciation and Amortization

Form 8829 Expenses for Business Use of Your Home
Form 8879 IRS e-file Signature Authorization

Form 8889 Health Savings Accounts

Vehicle Expense Worksheet
Depreciation Schedules

PENNSYLVANIA FORMS
Form PA-40 2017 Pennsylvania Income Tax Return
Schedule W-2S/MC Wage Statement Summary
Schedule C Profit or Loss From Business or Profession
Form PA-8879 Pennsylvania e-file Signature Authorization
Bus.Use - Home Business Use of Home Worksheets

FEE SUMMARY

Preparation Fee $ i

Amount Due § ! Il

Page 228



DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

2017 Tax Reform Impact Summary Page 1
roserT NN i |

The Tax Reform Impact Summary shows the impact of the Tax Cuts and Jobs Act as if
it had been in effect this tax year. It does not attempt to forecast next year's

tax return, or account for expiring provisions. Specific limitations in applying

the tax law to this return, if any, are noted on continuing pages.

201 7 Tax Layl 201 8 Tax Layl

-incoma ........................................................... ] 132,398 132,398
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2017 Tax Reform Impact Summary Page 2
roserT NN ]

ITEMIZED DEDUCTIONS
The Tax Cuts and Jobs Act limits the amount of state and local taxes that may be
deducted to $10,000 ($5,000 if Married Filing Separate) in 2018.

TAX COMPUTATION
The Tax Cuts and Jobs Act increases the standard deduction on this return from
$12,700 to $24,000 in 2018.

The Tax Cuts and Jobs Act eliminates the deduction for personal exemptions in
2018.
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2017 Federal Income Tax Summary Page 1
ROBERT I L
2017 2016 Diff

INCOME

Wages, salaries, tips, etc.................. ... 163,297 145,093 18,204
Interest income........... ... .. .. ... ... ... 0 3,714 -3,714
Business income........................ ... 433,407 62,619 -96,026
Taxable IRA distributions...................... 2,508 0 2,508
Other income........ ... ... ... .. .. ... ... 0 13,500 -13,500
Total income........ ... ... ... .. ... ... 132,398 224,926 -92,528
ADJUSTMENTS TO INCOME

Deductible part of self-employment tax... 0 4,424 -4,424
Student loan interest deduction............. 2,500 0 2,500
Total adjustments................................... 2,500 4,424 -1,924
Adjusted gross income............................ 129,898 220,502 -90, 604
ITEMIZED DEDUCTIONS

TaXES. ... 14,123 10,934 3,189
Interest. ... . ... 7,814 8,103 -289
Contributions....... ... ... ... ... ... 0 1,200 -1,200
Total itemized deductions....................... 21,937 20,237 1,700
TAX COMPUTATION

Standard deduction............ ... 12,700 12,600 100
Larger of itemized or standard deduction 21,937 20,237 1,700
Income prior to exemption deduction....... 107,961 200,265 -92,304
Exemption deduction ..................... ... ... ... 16,200 16,200 0
Taxable income......... ... ... .. ... 91,761 184,065 -92,304
Tax before credits................................. 14,421 38,524 -24,103
CREDITS

Total credits.......... ... . ... ... 0 0 0
Tax after credits............. ... ... 14,421 38,524 -24,103
OTHER TAXES

Self-employment tax............................... 0 8,848 -8,848
Total tax. ... ... ... . 14,421 47,372 -32,951
PAYMENTS

Federal income tax withheld................... 26,242 22,866 3,376
Excess FICA and RRTA tax withheld....... ... 1,705 1,310 395
Total payments.................. ... ... ... 27,947 24,176 3,771
REFUND OR AMOUNT DUE

Amount overpaid ... ... 13,526 0 13,526
Amount refunded to you............... ... ... 13,526 0 13,526
Amount you OWEe.................ccoiiiiiiiiiiiiii.. 0 23,196 -23,196
TAX RATES

Marginal tax rate .................................. 25.0% 28.0% -3.0%
Effective tax rate......... ... .. ... 15.7% 25.7% -10.0%
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2017 Pennsylvania Income Tax Summary

2016 Diff

INCOME
176,74 4,861
INAS 45 4, 80

ithheld %

OCal payments and creadlts
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General Information

rosERT I

2017

Page 1

Forms needed for this return

Federal: 1040, 8889

Pennsylvania: PA-40,

Sch A, Sch C, 4562,
Sch W-2S/MC, Sch C,

8829, 8879,
PA-8879,

e-file Instructions

Eennsy%vania

argina

N
J
O
dlo

|
4

[Carryovers td 2018

Federal Carryovers

Bus Use of Home Operating Expenses
AMT Bus Use of Home Operating Exp
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. . L OMB No. 1545-0074
corm 8879 IRS e-file Signature Authorization
> Return completed Form 8879 to your ERO. (Do not send to IRS.) 201 7
Department of the Treasury >Go to www.irs.gov/Form8879 for the latest information.

Submission Identification Number (SID) }

Taxpayer's name

RoBERT

Spouse's name

Part | |ax !eturn Information — Tax Year Ending December 31, 2017 (Whole dollars only

Social security number

1 Adjusted gross income (Form 1040, line 38; Form 1040A, line 22; Form 1040EZ, line 4; Form 1040NR,

e 37 1 129,898.
2 Total tax (Form 1040, line 63; Form 1040A, line 39; Form 1040EZ, line 12; Form 1040NR, line 61).......... 2 14,421.
3 Federal income tax withheld from Forms W-2 and 1099 (Form 1040, line 64; Form 1040A, line 40;

Form 1040EZ, line 7; Form 1040NR, line 62a) .. ... .. ... . 3 26,242,
4 Refund (Form 1040, line 76a; Form 1040A, line 48a; Form 1040EZ, line 13a; Form 1040-SS, Part |, line 13a;

Form T040NR, lINe 73@). . ..o 4 13,526.
5 Amount you owe (Form 1040, line 78; Form 1040A, line 50; Form 1040EZ, line 14; Form 1040NR, line 75)... | 5

Partll |Taxpayer Declaration and Signature Authorization (Be sure you get and keep a copy of your return)

Under penalties of perjury, | declare that | have examined a copy of my electronic individual income tax return and accompanying schedules and statements for the tax year ending
December 31, 2017, and to the best of my knowledge and belief, it is true, correct, and accurately lists all amounts and sources of income | received during the tax year. | further declare
that the amounts in Part | above are the amounts from my electronic income tax return. | consent to allow my intermediate service provider, transmitter, or electronic return originator
(ERO) to send my return to the IRS and to receive from the IRS (a) an acknowledgement of receipt or reason for rejection of the transmission, (b) the reason for any delay in processing

the return or refund, and (c) the date of any refund. If applicable, | authorize the U.S. Treasury and its designated Financial Agent to initiate an ACH electronic funds withdrawal (direct
dehit) entry to the financial institution account indicated in the tax preparation software for payment of my federal taxes owed on this return and/or a payment of estimated tax, and the
financial institution to dehit the entry to this account. This authorization is to remain in full force and effect until | notify the U.S. Treasury Financial Agent to terminate the
authorization. To revoke (cancel) a payment, | must contact the U.S. Treasury Financial Agent at 1-888-353-4537. Payment cancellation requests must be received no later than 2
business days prior to the payment (settlement) date. | also authorize the financial institutions involved in the processing of the electronic payment of taxes to receive confidential
information necessary to answer inquiries and resolve issues related to the payment. | further acknowledge that the personal identification number (PIN) below is my signature for my
electronic income tax return and, if applicable, my Electronic Funds Withdrawal Consent.

Taxpayer's PIN: check one box only

I authorize  MICHAEL J. CPA to enter or generate my PIN m
Irm name Enter five digits, but

don't enter all zeros

as my signature on my tax year 2017 electronically filed income tax return.

DI will enter my PIN as my signature on my tax year 2017 electronically filed income tax return. Check this box only if you are entering your
own PIN and your return is filed using the Practitioner PIN method. The ERO must complete Part Il below.

Your signature  » Date » 4 / 1 3/2 018

Spouse's PIN: check one box only

I authorize MICHAEL J. CPA to enter or generate my PIN -l
Irm name Enter five digits, but

don't enter all zeros

as my signature on my tax year 2017 electronically filed income tax return.

I will enter my PIN as my signature on my tax year 2017 electronically filed income tax return. Check this box only if you are entering your
own PIN and your return is filed using the Practitioner PIN method. The ERO must complete Part Il below.

Spouse's signature » Date » 4 / 13 /2 018

Practitioner PIN Method Returns Only — continue below

Part Il |Certification and Authentication — Practitioner PIN Method Only

ERO's EFIN/PIN. Enter your six-digit EFIN followed by your five-digit self-selected PIN. m
on't enter all zeros

| certify that the above numeric entry is my PIN, which is my signature for the tax year 2017 electronically filed income tax return for the
taxpayer(s) indicated above. | confirm that | am submitting this return in accordance with the requirements of the Practitioner PIN method
and Pub. 1345, Handbook for Authorized IRS e-file Providers of Individual Income Tax Returns.

ERO's signature » Michael , CPA Date » 4/13/2018

ERO Must Retain This Form — See Instructions
Don't Submit This Form to the IRS Unless Requested To Do So

BAA For Paperwork Reduction Act Notice, see your tax return instructions. Form 8879 (2017)

FDIA1701L 07/28/17
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Department of the Treasury — Internal Revenue Service (99)

Form 1 040 U.S. Individual Income Tax Return

OMB No. 1545-0074 | IRS Use Only — Do not write or staple in this space.

2017

For the year Jan. 1 - Dec. 31, 2017, or other tax year beginning , 2017, ending , 20 See separate instructions.
Your first name and initial Last name Your social security number
ROBERT

If a joint return, spouse's first name and initial Last name Spouse's social security number

Home address (number and street). If you have a P.O. box, see instructions.

Apt. no.

Make sure the SSN(s) above
and on line 6¢ are correct.

City, town or post office, state, and ZIP code. If you have a foreign address, also complete spaces below (see instructions).

Presidential Election Campaign

Foreign country name

Foreign province/state/county

Foreign postal code

Check here if you, or your spouse if filing
jointly, want $3 to go to this fund. Checking

a box below will not change your tax or

refnd. [lyou [ |Spouse

o Sinal Head of household (with qualifying person). (See
Filing Status ! noe _ _ 4 D instructions.) If the qualifying person is a child
2 Married filing jointly (even if only one had income) but not your dependent, enter this child's
e : >

Check only 3 Married filing separately. Enter spouse's SSN above & full nam.e here g . .
one box. name here. . > 5 D Qualifying widow(er) (see instructions)
Exemptions 6a E Yourself. If someone can claim you as a dependent, do not check box 6a........... E:’;Z:;T;Eed

b [ Spouse. . ... No. of ctrlil_dreh'

c Dependents: (V) DePendent's (3) Dependent's @i (;nl_c‘;v o

social security relationship child under wit,‘“’eou EI
number to you qualitying for . di’; A
(1) First name Last name ghild tax credt ) live with you

due to divorce
or separation
(see instructions). .
| Dependents

on 6¢ not
entered above .

If more than four
dependents, see
instructions and

check here .. ™

Add numbers
on lines
d Total number of exemptions claimed. .. ....... ... .. . . . . . above . . ... > |Z
7 Wages, salaries, tips, etc. Attach Form(s) W-2 ... ... ... ... ................ 7 [163,297.
Income 8a Taxable interest. Attach Schedule B if required........ ... ... ... ... ... .. ... ......... 8a
b Tax-exempt interest. Do notinclude online8a ............. | 8b|
Attach Form(s) 9a Ordinary dividends. Attach Schedule B if required ............ ... ... .. ... .. ... .. ..... 9a
W-2 here. Also b Qualified dividends .. .................................... | 9b
Wﬁgéhaﬁc)lr]mOsQQ-R 10 Tgxable refurllds, credits, or offsets of state and local income taxes..................... 10
if tax was withheld. 11 Alimony received. ... ... . .. . 11
_ 12 Business income or (loss). Attach Schedule Cor C-EZ..................... ... ........ 12 -33,407.
ge}[/%uvsl-g,mt 13 Capital gain or (loss). Attach Schedule D if required. If not required, check here ... ... ... > D 13
see instructions. 14 Other gains or (losses). Attach Form 4797 ... ... ... ... . . . . . .. . 14
15a IRA distributions. ........... 15a b Taxable amount............. 15b k,508.]
16a Pensions and annuities . . . .. 16a b Taxable amount. ............ 16b
17 Rental real estate, royalties, partnerships, S corporations, trusts, etc. Attach Schedule E. | 17
18 Farm income or (loss). Attach Schedule F........... ... ... .. ... .. ... 18
19 Unemployment compensation . ...... ... .. . . 19
20a Social security benefits . . ... ... .. | 20a| | b Taxable amount............. 20b
21  Other income. List type and amount _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _____ 21
22 Combine the amounts in the far right column for lines 7 through 21. This is your total income. . ... ... ... .. > 22 |132 , 398 |
23 Educator eXpenses ... ............. 23
Adjusted 24 Certain business expenses of reservists, performing artists, and fee-basis
Gross government officials. Attach Form 2106 or 2106-EZ. .. ................. 24
Income 25 Health savings account deduction. Attach Form 8889 ....... 25
26 Moving expenses. Attach Form 3903.................... ... 26
27 Deductible part of self-employment tax. Attach Schedule SE . .......... .. 27
28 Self-employed SEP, SIMPLE, and qualified plans........... 28
29 Self-employed health insurance deduction.................. 29
30 Penalty on early withdrawal of savings. .................... 30
31a Alimony paid b Recipient's SSN. ... > 31a
32 |RAdeduction...... ... ... ... 32
33 Student loan interest deduction. .................. ... ... 33 k,500.|
34 Tuition and fees. Attach Form 8917........................ 34
35 Domestic production activities deduction. Attach Form 8903 . ......... ... 35
36 Add lines 23 through 35. . . oo 36 500.
37 Subtract line 36 from line 22. This is your adjusted gross income .................... > 37 Iug,%

BAA For Disclosure, Privacy Act, and Paperwork Reduction Act Notice, see separate instructions. FDIAOT12L 02/22/18 Form 1040 (2017)
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Form 1040 (2017)  ROBERT Page 2
38 Amount from line 37 (adjusted gross iINCOME). . .. ... ... ., 38 129,898.
Tax a_nd 39a Check { You were born before January 2, 1953, Blind.}-rom boxes
Credits if: | | |Spouse was born before January 2, 1953, Blind._| checked > 39a
Standard b If your spouse itemizes on a separate return or you were a dual-status alien, check here. ... ... .. > 39b
Deduction 40 Itemized deductions (from Schedule A) or your standard deduction (see left margin). .. ................. 40
for — 41 Subtract line 40 from lIN€ 38 .. ... .. o 4 Ili% |i gg ;
® People who 42 Exemptions. If line 38 is $156,900 or less, multiply $4,050 by the number on line 6d. Otherwise, see instrs . .. .. 42 |1 6,200.
check any box 43 Taxable income. Subtract line 42 from line 41.
on line 39a or If line 42 is more than line 41, enter -0-. . . . ..o 43 |91 , 761 |
gzbcg;nqugg acsr; 44 Tax (see instructions). Check if any from: a | |Form(s) 8814 c D
dependent, see b Formd4972. ... ... ... .. ... .. ... ... 44 |14 ,42
instructions. 45 Alternative minimum tax (see instructions). Attach Form 6251.................... ... ... 45 .
® All others: 46 Excess advance premium tax credit repayment. Attach Form 8962................... ... 46
Single or 47 Add lines 44, 45, and 46. ... .. > |47 14,421 .|
Married filing 48 Forei . . ) 28
separately, oreign tax credit. Attach Form 1116 if required......... ...
$6,350 49  Credit for child and dependent care expenses. Attach Form 2441. ... ... ... 49
Married filing 50 Education credits from Form 8863, line 19.................. 50
JC()):Jnatlli)%y(i)r:g 51 Retirement savings contributions credit. Attach Form 8880.. |51
widow(er), 52 Child tax credit. Attach Schedule 8812, if required.......... 52
$12,700 53 Residential energy credits. Attach Form 5695............... 53
Head of .
e e 54 Other ors from Form: @ || 3800 b [ | ss01 ¢ [ ] 54
$9,350 55 Add lines 48 through 54. These are your total credits. . ........................... ... .. 55
56 Subtract line 55 from line 47. If line 55 is more than line 47, enter -0-.................. > | 56 |14, 421 I
Other 57 Self-employment tax. Attach Schedule SE. .. ... ... .. .. 57
Taxes 58 Unreported social security and Medicare tax from Form: a D 4137 b D 8919 ... 58
59  Additional tax on IRAs, other qualified retirement plans, etc. Attach Form 5329 if required . . ................ 59
60a Household employment taxes from Schedule H....................... ... ............. 60a
b First-time homebuyer credit repayment. Attach Form 5405 if required..... ............. 60b
61 Health care: individual responsibility (see instructions) Full-year coverage — |&]........... 61
62 Taxes from: a D Form 8959 b Form 8960 ¢ Instrs; enter code(s) 62
63 Add lines 56 through 62. This is your total taX. . .. ...\ oo > |63 14,421 .
Pavments 64 Federal income tax withheld from Forms W-2 and 1099 ... ... 64 6,242 |
If you have a 65 2017 estimated tax payments and amount applied from 2016 return. .. .. ... 65
qualifying 66a Earned income credit (EIC). .............................. 66a
child, attach ™ Nontaxable combat pay electi > | 66b)|
Schedule EIC. ‘ ontaxable combat pay election. . . ..
————— 67 Additional child tax credit. Attach Schedule 8812 ........... 67
68 American opportunity credit from Form 8863, line 8......... 68
69 Net premium tax credit. Attach Form 8962 ................. 69
70 Amount paid with request for extension to file.............. 70
71 Excess social security and tier 1 RRTA tax withheld. . ... . ... 71 [L,705.|
72 Credit for federal tax on fuels. Attach Form 4136........... 72
73 Credits from Form: a | 2439 b |_|Reserved ¢ D 8885  d 73
74 Add lines 64, 65, 66a, and 67 through 73. These are your total payments . . .......................... > |74 27,947 .
Refund 75 |If line 74 is more than line 63, subtract line 63 from line 74. This is the amount you overpaid . .. ............ 75 13,526. r
76.a Amount of line 75 you want refunded to you. If Form 8888 is attached, check here. > D 76a |13 ,526.
> b Routing number........ I[ Checking Savings
Direct deposit? — » g Account number
See instructions. LT .
77 Amount of line 75 you want applied to your 2018 estimated tax . . .. . .. |
Amount 78  Amount you owe. Subtract line 74 from line 63. For details on how to pay, see instructions. .. ............ > | 78
You Owe 79 Estimated tax penalty (see instructions). .. ................. ‘ 79 |
Third Party Do you want to allow another person to discuss this return with the IRS (see instructions)?. . .. ... .. .. Yes. Complete below. D No
DeSignee Designee's Phone Personal identification -
name no. number (PIN)
S- Under penalties of perjury, | declare that | have examined this return and accompanying schedules and statements, and to the best of my knowledge and belief, they
|gn are true, correct, and accurately list all amounts and sources of income | received during the tax year. Declaration of preparer (other than taxpayer) is based on all
Here information of which preparer has any knowledge.

Joint return?
See instructions.

Keep a copy
for your records.

Date

Your signature

DocuSigned by:

Y. occupation
Igéoﬁﬁ*R § INVESTO§|

Spouse's occupation

Spouse's signa sign.

PIN

Print/Type preparer's name

Paid
Preparer
Use Only

F
F
FDIAOT12L  02/22/18

If the IRS sent

Daytime phone number

_tyou an Identity Protection
, enter i

here (see inst.)

Preparer's signature Date

Check
self-employed

if

Michael

PTIN

.

irm's name >

irm's address » Firm's EIN »

Phone no.

Form 1040 (2017)
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SCHEDULE A
(Form 1040)

Department of the Treasury (99)

Internal Revenue Service

Itemized Deductions

> Go to www.irs.gov/ScheduleA for instructions and the latest information.
> Attach to Form 1040.
Caution: If you are claiming a net qualified disaster loss on Form 4684, see the instructions for line 28.

OMB No. 1545-0074

2017

Attachment
Sequence No. 07

Name(s) shown on Form 1040

ROBERT

Your social security number

Medical Caution: Do not include expenses reimbursed or paid by others.
aDnd | 1 Medical and dental expenses (see instructions).......................... 1
Eﬁggses 2 Enter amount from Form 1040, line 38. . . . . . | 2 |
3 Multiply line 2 by 7.5% (0.075) . ... ... 3
4 Subtract line 3 from line 1. If line 3 is more than line 1, enter -0-........................... 4 m
Taxes You 5 State and local (check only one box):
Paid a [X]Income taxes, or 5 8,259.
b DGeneraI sales taxes | 0 w
6 Real estate taxes (see instructions) .......................... 6 5,864.
7 Personal property taxes............. .. 7
8 Other taxes. List type and amount >
8
9 Addlines 5through 8 ... .. ... ... 9 [14,123])
Interest 10  Home mortgage interest and points reported to you on Form 1098. .. ......... 10 7,814.
You Paid 11 Home mortgage interest not reported to you on Form 1098. If paid to the person
from whom you hought the home, see instructions and show that person's name,
identifying no., and address >
Note:
Your mortgagge @0 0 ———————————— — — — — — — — — — — — — — = — = = — =
interest
deduction may
be limited (sege @~ @~ - ———>——"—""—"—"—"—-"—-"—-"—-"—-—-——-—————— — — — — — —
instructions). 1
12 Points not reported to you on Form 1098. See instructions for special rules. . . . . 12
13 Mortgage insurance premiums (see instructions).............. 13
14 Investment interest. Attach Form 4952 if required.
See instructions. ... ... ... 14
15 Add lines 10 through T4 ..o 15 ,814.
Gifts to 16 Gifts by cash or check. If you made any gift of $250 or
Charity more, see instructions. .. ........ ... ... 16
17 Other than by cash or check. If any gift of $250 or
gi%oaunggg?; more, see instructions. You must attach Form 8283 if
benefit for it, over $5000. . ..o 17
see instructions. .
18 Carryover from prioryear............................... ... .. 18
19 Add lines 16 through 18 .. ... ... . 19 o |
Casualty and 20 Casualty or theft loss(es) other than net qualified disaster losses. Attach Form 4684 and I
Theft Losses enter the amount from line 18 of that form. See instructions............................. ... 20 m
Job Expenses 21 Unreimbursed employee expenses—job travel, union dues,
and Certain job education, etc. Attach Form 2106 or 2106-EZ if
Miscellaneous required. See instructions.  »
Deductons ~ ~ —— - ——————
______________________________ 21
22 Tax preparationfees................ ... ... 22
23 Other expenses—investment, safe deposit box, etc. List
type and amount >
_______________________________ 23
24 Addlines 21 through 23 ... ... ... ... 24
25 Enter amount from Form 1040, line 38. . . . . | 25 |
26 Multiply line 25 by 2% (0.02). . ............. ... 26
27 Subtract line 26 from line 24. If line 26 is more than line 24, enter -0-...................... 27 0.
Other 28 Other—from list in instructions. List type and amount»>
Miscellaneous
Deductons - -- - - - -\ - -"-"-"-"-"-"-"—-"—-"—-"—-"—-~"—~—-~"—-~"—-~"—-~" - -~~~ —~—~—~—~—~——————————
28 0.
Total 29 s Form 1040, line 38, over $156,9007
Itemized No. Your deduction is not limited. Add the amounts in the far right column
Deductions for lines 4 through 28. Also, enter this amount on Form 1040, line 40. 29 1937
DYes. Your deduction may be limited. See the Itemized Deductions Worksheet | "= - " e z :
in the instructions to figure the amount to enter.
30 If you elect to itemize deductions even though they are less than your standard
deduction, check here. . . ... > D
BAA For Paperwork Reduction Act Notice, see the Instructions for Form 1040. FDIAO301L 02/22/18
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SCHEDULE C Profit or Loss From Business OMB No. 1545-0074
(Form 1040) (Sole Proprietorship) 201 7
Department of the Treasury > Go to www.irs.gov/ScheduleC for instructions and the latest information. Attachment

Internal Revenue Service = (99) | » Attach to Form 1040, 1040NR, or 1041; partnerships generally must file Form 1065. Sequence No. 09

Name of proprietor

ROBERT

A

Social security number (SSN)

Principal business or profession, including product or service (see instructions) B Enter code from instructions

REAL ESTATE INVESTMENT

Cc

E

Business name. If no separate business name, leave blank.

LLC

Business address (including suite or room no.)

D Employer ID number (EIN), (see instr.)

City, town or post office, state, and ZIP code

_ T © =

J

Accounting method: (1) Cash 2 Accrual  (3) Other (specify) >

Did you 'materially participate' in the operation of this business during 20177 If 'No," see instructions for limit on losses. Yes D No

If you started or acquired this business during 2017, check here ... ... .. . . . . . >
Did you make any payments in 2017 that would require you to file Form(s) 10997 (see instructions)..................... DYes No
If "Yes," did you or will you file required Forms 10997, .. . ... DYes DNO

[Part1] Income

1 Gross receipts or sales. See instructions for line 1 and check the box if this income was reported to you
on Form W-2 and the 'Statutory employee' box on that form was checked............................ > 1 ,144.
2 Returns and alloWanCes. . . ... ... 2
3 Subtractline 2 from lNe 1.. ... ... 3 ,144 |
4 Cost of goods sold (from line 42) ... ... .. 4
5 Gross profit. Subtract line 4 from line 3. ... .. .. . . . 5 ,144 |
6 Other income, including federal and state gasoline or fuel tax credit or refund
(SEE INSHUCHIONS) . . .o 6
7 Grossincome. Add lines 5 and 6.. ... ... ... > 7 ,144 |
[Part Il | Expenses. Enter expenses for business use of your home only on line 30.
8 Advertising.................... 8 292 .| 18 Office expense (see instructions). . ... ... 18 3,894 .|
9 Car and truck expenses 19 Pension and profit-sharing plans........ 19
(see instructions).............. 9 Il 567 I 20 Rent or lease (see instructions):
10 Commissions and fees....... .. 10 ) ) : 202
11 Contract labor a Vehicles, mach|nery, and equipment . . ..
(see instructions). . ............ 1 b Other business property................ 20b 1497 .|
12 Depletion. ..................... 12 21 Repairs and maintenance............... 21
13 Depreciation and section 22 Supplies (not included in Part Ill)........ 22
gr?c?t ?r)l(cpligse% ?ﬁ%‘;‘t‘?ﬂ) 23 Taxes and licenses. ... ... SERERRRRRRRRE 23
(see instructions) . ............. 13 [ '3 160 | 28 Travel, meals, and entertainment:
14 Employee benefit programs aTravel. ... ... .. . . . .. 24a |§ ,123 I
(other than on line 19)......... 14 b Deductible meals and entertainment
15 Insurance (other than health)... |15 (see instructions). . ..................L. 24b |3T|
16 Interest: 25 Utilities. ... 25
a Mortgage (paid to banks, etc.). .. ... .. 16a 26 Wages (less employment credits) ... .. .. 26
bOther......................... 16b 13,515 .| 27a Other expenses (from line 48) .......... 27a 9,313.]
17 Legal and professional services..| 17 |1319. b Reserved for futureuse. ............... 27b
28 Total expenses before expenses for business use of home. Add lines 8 through 27a...................... > 28 p5,714.
29 Tentative profit or (loss). Subtract line 28 from line 7.... ... ... .. .. .. .. .. .. .. 29 F24,570.
30 Expenses for business use of your home. Do not report these expenses elsewhere. Attach Form 8829

unless using the simplified method (see instructions).
Simplified method filers only: enter the total square footage of: (a) your home:

and (b) the part of your home used for business: . Use the Simplified
Method Worksheet in the instructions to figure the amount to enter on line 30.............................. 30 ,177.
31 Net profit or (loss). Subtract line 30 from line 29.

® |f a profit, enter on both Form 1040, line 12 (or Form 1040NR, line 13) and on
Schedule SE, line 2. (If you checked the box on line 1, see instructions). Estates
and trusts, enter on Form 1041, line 3. 31 F27 , 747 I
® |f a loss, you must go to line 32.

32 |If you have a loss, check the box that describes your investment in this activity (see instructions).
® |f you checked 32a, enter the loss on both Form 1040, line 12, (or Form 1040NR, line 13) and on All i t ti
Schedule SE, line 2. (If you checked the box on line 1, see the line 31 instructions). Estates and 32a at rlig\pfs mentis
trusts, enter on Form 1041, line 3. )

o 32b D Some investment

® |f you checked 32b, you must attach Form 6198. Your loss may be limited. is not at risk.

BAA For Paperwork Reduction Act Notice, see the separate instructions. FDIZO112L 10/19/17 Schedule C (Form 1040) 2017
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Schedule C (Form 1040) 2017 ROBERT I .

| Part Il | Cost of Goods Sold (see instructions)
33 Method(s) used to value closing inventory: a DCost b D Lower of cost or market ¢ DOther (attach explanation)

34 Was there any change in determining quantities, costs, or valuations between opening and closing inventory?

If 'Yes," attach explanation . ... ... o DYes D No
35 Inventory at beginning of year. If different from last year's closing inventory,
attach explanation . . .. ... . 35
36 Purchases less cost of items withdrawn for personal use........... ... ... ... . ... . ... ... ... ... ... 36
37 Cost of labor. Do not include any amounts paid to yourself............ . ... ... ... .. ... 37
38 Materials and SUPPIIES . .. ... o 38
39 Other COSES. . ..o 39
40 Add lines 35 through 39. . ... 40
41 Inventory at end Of year. ... ... . 41
42 Cost of goods sold. Subtract line 41 from line 40. Enter the result here andonline4...................... 42

Part IV |Information on Your Vehicle. Complete this part only if you are claiming car or truck expenses on line 9 and are not
required to file Form 4562 for this business. See the instructions for line 13 to find out if you must file Form 4562.

43 When did you place your vehicle in service for business purposes? (month, day, year) »

44 Of the total number of miles you drove your vehicle during 2017, enter the number of miles you used your vehicle for:

a Business b Commuting (see instructions) ¢ Other
45 Was your vehicle available for personal use during off-duty hours?........ .. ... .. ... . DYes D No
46 Do you (or your spouse) have another vehicle available for personal use?........ . ... .. .. ... ... .. ... DYes D No
47a Do you have evidence to support your deduction?. . ... ... .. . . DYes D No
b If 'Yes,'is the evidence Written? ... DYes D No
[Part V| Other Expenses. List below business expenses not included on lines 8-26 or line 30.
Accounting 315.
Bank Charges _____________________________________________ 9.
DOMAIN NAME REGISTRATION . ... ... . 27
Dues and Subscriptions _ _____________________________________ 1,377.
Postage 1,460.
printing 1,046.
_S_EI\QI_NE\IES_ §_C_OEIF_E_R§1\_IC_E § _______________________________________ 3,497.
Telephope 933.
WEB HOSTING 599.
48 Total other expenses. Enter here and on liN€ 278, . ... | 48 9,313.

Schedule C (Form 1040) 2017

FDIZO112L 10/19/17
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SCHEDULE C Profit or Loss From Business OMB No. 1545-0074
(Form 1040) (Sole Proprietorship) 201 7
Department of the Treasury > Go to www.irs.gov/ScheduleC for instructions and the latest information. Attachment
Internal Revenue Service = (99) | » Attach to Form 1040, 1040NR, or 1041; partnerships generally must file Form 1065. Sequence No. 09
Name of proprietor Social security number (SSN)
ROBERT

A Principal business or profession, including product or service (see instructions) B Enter code from instructions

C Business name. If no separate business name, leave blank.

| CAPITAL LLC

E Business address (including suite or room no.) ™

D Employer ID number (EIN), (see instr.)

City, town or post office, state, and ZIP code

F Accounting method: (1) Cash (2 DAccruaI A3) DOther (specify) >
G Did you 'materially participate' in the operation of this business during 20177 If 'No," see instructions for limit on losses. Yes D No
H If you started or acquired this business during 2017, check here........ .. . . . . . . . >

I Did you make any payments in 2017 that would require you to file Form(s) 10997 (see instructions)..................... DYes No
J If Yes,' did you or will you file required Forms 10097 . .. ... DYes DNO

[Part1] Income

1 Gross receipts or sales. See instructions for line 1 and check the box if this income was reported to you
on Form W-2 and the 'Statutory employee' box on that form was checked............................ > 1
2 Returns and alloWanCes. . . ... ... 2
3 Subtract line 2 from line 1. ... .. 3
4 Cost of goods sold (from line 42) ... ... .. 4
5 Gross profit. Subtract line 4 from line 3. ... .. 5
6 Other income, including federal and state gasoline or fuel tax credit or refund
(SEE INSHUCHIONS) . . .o 6
7 Grossincome. Add lINes 5 and 6............ .. > 7
[Part Il | Expenses. Enter expenses for business use of your home only on line 30.
8 Advertising.................... 8 IL71.] 18 Office expense (see instructions). . ... ... 18
9 Car and truck expenses 19 Pension and profit-sharing plans........ 19
(see instructions) . ............. 9 ) . .
20 Rent or lease (see instructions):
10 Commissions and fees....... .. 10 ) : :
a Vehicles, machinery, and equipment .... | 20a
11 Contract labor )
(see instructions) . ... ........ .. 1 b Other business property................ 20b 421
12 Depletion. ..................... 12 21 Repairs and maintenance. .............. 21
13 Depreciation and section 22 Supplies (not included in Part Ill)........ 22
179 expense deduction :
(hot included in Part I1I) 23 Taxes and licenses. .. .... RETSTERSTRRRY 23
(see instructions) . ............. 13 24 Travel, meals, and entertainment:
14 Employee benefit programs aTravel............. ... ... .. ........ 24a
(other than on line 19)......... 14 b Deductible meals and entertainment
15 Insurance (other than health)... |15 (see instructions). ................. L. 24b
16 Interest: 25 Utilities. ... 25
a Mortgage (paid to banks, etc.). .. ... .. 16a 26 Wages (less employment credits) ... .. .. 26
bOther......................... 16b 27a Other expenses (from line 48) . ......... 27a 5,068.|
17 Legal and professional services..| 17 b Reserved for futureuse. . ... ... ... ... .. 27b
28 Total expenses before expenses for business use of home. Add lines 8 through 27a................... ... >| 28 |5 ,660.
29 Tentative profit or (loss). Subtract line 28 from line 7......... .. ... . .. . . 29 -5, 660.
30 Expenses for business use of your home. Do not report these expenses elsewhere. Attach Form 8829
unless using the simplified method (see instructions).
Simplified method filers only: enter the total square footage of: (a) your home:
and (b) the part of your home used for business: . Use the Simplified
Method Worksheet in the instructions to figure the amount to enteronline 30.............................. 30
31 Net profit or (loss). Subtract line 30 from line 29.
® |f a profit, enter on both Form 1040, line 12 (or Form 1040NR, line 13) and on
Schedule SE, line 2. (If you checked the box on line 1, see instructions). Estates
and trusts, enter on Form 1041, line 3. 31 F5 , 660 I

® |f a loss, you must go to line 32.
32 |If you have a loss, check the box that describes your investment in this activity (see instructions).

® |f you checked 32a, enter the loss on both Form 1040, line 12, (or Form 1040NR, line 13) and on All i t ti
Schedule SE, line 2. (If you checked the box on line 1, see the line 31 instructions). Estates and 32a at rlig\pfs mentis
trusts, enter on Form 1041, line 3. )
o 32b D Some investment
® |f you checked 32b, you must attach Form 6198. Your loss may be limited. is not at risk.
BAA For Paperwork Reduction Act Notice, see the separate instructions. FDIZO112L 10/19/17 Schedule C (Form 1040) 2017

Page 240



DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

Schedule C (Form 1040) 2017 ROBERT I .

| Part Il | Cost of Goods Sold (see instructions)

33 Method(s) used to value closing inventory: a DCost b D Lower of cost or market ¢ DOther (attach explanation)

34 Was there any change in determining quantities, costs, or valuations between opening and closing inventory?
If 'Yes,' attach explanation

35 Inventory at beginning of year. If different from last year's closing inventory,

DYes DNo

attach explanation . . .. ... . 35
36 Purchases less cost of items withdrawn for personal use........... ... ... ... . ... . ... ... ... ... ... 36
37 Cost of labor. Do not include any amounts paid to yourself............ . ... ... ... .. ... 37
38 Materials and SUPPIIES . .. ... o 38
39 Other COSES. . ..o 39
40 Add lines 35 through 39. . ... 40
41 Inventory at end Of year. ... ... . 41
42 Cost of goods sold. Subtract line 41 from line 40. Enter the result here andonline4...................... 42

Part IV |Information on Your Vehicle. Complete this part only if you are claiming car or truck expenses on line 9 and are not
required to file Form 4562 for this business. See the instructions for line 13 to find out if you must file Form 4562.

43 When did you place your vehicle in service for business purposes? (month, day, year) »

44 Of the total number of miles you drove your vehicle during 2017, enter the number of miles you used your vehicle for:

a Business b Commuting (see instructions) ¢ Other

b If 'Yes,'is the evidence Written? . ...

. [ves [no
.. Lves [no
. Uves [no
. [ves [no

[Part V| Other Expenses. List below business expenses not included on lines 8-26 or line 30.

Answering Service 610.
Bank Charges _____________________________________________ 35
DOMAIN WAME 16.
Postage 1,460.
‘printing 483.
Telephope 326.
WEB HOSTING D, 138.

48 Total other expenses. Enter here and on liN€ 278, . ... | 48 I5,068.]

Schedule C (Form 1040) 2017

FDIZO112L 10/19/17

Page 241



DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623]

Form 8889 Health Savings Accounts (HSAs)

> Attach to Form 1040 or Form 1040NR.

Department of the reasury > Go to www.irs.gov/Form8889 for instructions and the latest information.

OMB No. 1545-0074

2017

Attachment
Sequence No. 52

Name(s) shown on Form 1040 or Form 1040NR Social security number of HSA
beneficiary. If both spouses have

Before you begin: Complete Form 8853, Archer MSAs and Long-Term Care Insurance Contracts, if required.

a ontributions and Deduction. See the instructions before completing this part. If you are filing jointly
Partl |[HSAC ibuti d Deduction. See the instructi bef leting thi t.If filing jointl
and both you and your spouse each have separate HSAs, complete a separate Part | for each spouse.

1 Check the box to indicate your coverage under a high-deductible health plan (HDHP) during 2017 :
(see instructions).. ... ... y .......... g ............ g ................... p o ( ...... ) aurr g .............. > D Self-only Family
2 HSA contributions you made for 2017 (or those made on your behalf), including those made from January 1,
2018, through April 17, 2018, that were for 2017. Do not include employer contributions, contributions through
a cafeteria plan, or rollovers (see instructions). . ....... ... . 2
3 If you were under age 55 at the end of 2017, and on the first day of every month during 2017, you were, or
were considered, an eligible individual with the same coverage, enter $3,400 ($6,750 for family coverage).
All others, see the instructions for the amount to enter. . ... ... . . . . . . . . . . . 3 |6, 750 I
4 Enter the amount you and your employer contributed to your Archer MSAs for 2017 from Form 8853, lines 1
and 2. If you or your spouse had family coverage under an HDHP at any time during 2017, also include any
amount contributed to your spouse's Archer MSAS. .. ... 4
5 Subtract line 4 from line 3. If zero or less, enter -0-... ... .. ... ... 5 I6,750.]
6 Enter the amount from line 5. But if you and your spouse each have separate HSAs and had family coverage
under an HDHP at any time during 2017, seethe instructions for the amount to enter............ ... ... ... 6 |6, 750 I
7 If you were age 55 or older at the end of 2017, married, and you or your spouse had family coverage under
an HDHP at any time during 2017, enter your additional contribution amount (see instructions) ............. 7
8 AAAINES 6 AN 7. .. .o 8 I6,750.]
9 Employer contributions made to your HSAs for 2017.......................... 9 R,248.|
10 Qualified HSA funding distributions .......... ... ... ... ... ... ... ... ........ 10
TT Add lines 9 and 10, . ... o 11 2,248 .
12 Subtract line 11 from line 8. If zero or less, enter -0-. ... ... .. .. 12 4,502.
13 HSA2deduction. Enter the smaller of line 2 or line 12 here and on Form 1040, line 25, or Form 1040NR, 13
IME 2D
Caution: /f line 2 is more than line 13, you may have to pay an additional tax (see instructions).
Part Il | HSA Distributions. If you are filing jointly and both you and your spouse each have separate HSAs,
complete a separate Part Il for each spouse.
14 a Total distributions you received in 2017 from all HSAs (see instructions). .................................. 14a
b Distributions included on line 14a that you rolled over to another HSA. Also include any excess contributions
(and the earnings on those excess contributions) included on line 14a that were withdrawn by the due date of]
your return (see INSTrUCtioNS) . . ... 14b
c Subtract line 14b from line T4a . .. ... . 14c
15 Qualified medical expenses paid using HSA distributions (see instructions)............................. ... 15
16 Taxable HSA distributions. Subtract line 15 from line 14c. If zero or less, enter -0-. Also, include this amount
in the total on Form 1040, line 21, or Form 1040NR, line 21. On the dotted line next to line 21, enter 'HSA'
and the amoUNt . ... 16
17 a If any of the distributions included on line 16 meet any of the Exceptions to the Additional 20% Tax (see
instructions), check here . .. ... . . . >
b Additional 20% tax (see instructions). Enter 20% (0.20) of the distributions included on line 16 that are
subject to the additional 20% tax. Also include this amount in the total on Form 1040, line 62, or Form
1040NR, line 60. Check box ¢ on Form 1040, line 62, or box b on Form 1040NR, line 60. Enter 'HSA' and the
amount on the line next to the box. .. ... . 17b

BAA For Paperwork Reduction Act Notice, see your tax return instructions.

FDIA2512L 08/03/17

Form 8889 (2017)
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Form 8889 (2017)

Page 2

Part lll | Income and Additional Tax for Failure To Maintain HDHP Coverage. See the instructions before
completing this part. If you are filing jointly and both you and your spouse each have separate HSAs,

complete a separate Part Il for each spouse.

18

19
20

21

Last-month rule. . .. .

Qualified HSA funding distribution . ... ..

Total income. Add lines 18 and 19. Include this amount on Form 1040, line 21, or Form 1040NR, line 21.
On the dotted line next to Form 1040, line 21, or Form 1040NR, line 21, enter 'HSA" and the amount. ... .. ..

Additional tax. Multiply line 20 by 10% (0.10). Include this amount in the total on Form 1040, line 62, or Form
1040NR, line 60. Check box ¢ on Form 1040, line 62, or box b on Form 1040NR, line 60. Enter 'HDHP' and the
amount on the line next to the box. . ... .. .

18

19

20

21

FDIA2512L 08/03/17

Form 8889 (2017)
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Form 8829 Expenses for Business Use of Your Home

> File only with Schedule C (Form 1040). Use a separate Form 8829 for each
Department of the Treasury _home you used for business during the year. )
Internal Revenue Service ~ (99) >Go to www.irs.gov/Form8829 for instructions and the latest information.

OMB No. 1545-0074

2017

Attachment
Sequence No. 176

Name(s) of proprietor(s)

ROBERT
Partl Part of Your Home Used for Business

Your social security number

1 Area used regularly and exclusively for business, regularly for daycare, or for storage of inventory or
product samples (see INStrUCHIONS). ... ...t 1 288
2 Total area of home ... 2 1,528
3 Divide line 1 by line 2. Enter the result as a percentage. ... i 3 18 85 %
For daycare facilities not used exclusively for business, go to line 4. All others, go to line 7.
4 Multiply days used for daycare during year by hours used perday.............. 4 hr
5 Total hours available for use during the year (365 days x 24 hours) (see instructions). . . .......... 5 hr
6 Divide line 4 by line 5. Enter the result as a decimal amount .................. 6
7 Business percentage. For daycare facilities not used exclusively for business, multiply line 6 by line 3 (enter the result as a percentage).
All others, enter the amount from 108 3. . . oo > 7 18.85 %
Part Il Figure Your Allowable Deduction
8 Enter the amount from Schedule C, line 29, plus any gain derived from the business use of your home,
minus any loss from the trade or business not derived from the business use of your home (see instructions)| g | -24.570 |
g_e;.instructions for columns (a) and (b) before completing lines (a) Direct expenses (b) Indirect expenses
9 Casualty losses (see instructions). ................ 9
10 Deductible mortgage interest (see instructions)....| 10 9,629.
11 Real estate taxes (see instructions)............... 11 7,226.
12 Addlines 9,10, and 11........................... 12 16,855.
13 Multiply line 12, column (b) by line 7.............. 13 3,177.
14 Add line 12, column (@) and line 13............ ... 14 37 7% |
15 Subtract line 14 from line 8. If zero or less, enter -0- ... .. .. .. 15 .
16 Excess mortgage interest (see instructions) ....... 16 -
17 INSUranCe........ ..ot 17 1,990.
18 Rent... ... . . 18
19 Repairs and maintenance ..................... ... 19 2,485.
20 Utilities .. ..o 20 4,4009.
21 Other expenses (see instructions). ................ 21
22 Addlines 16 through 21.......................... 22 8,884,
23 Multiply line 22, column (b), by line 7. ... ... . 23 1,675
24 Carryover of prior year operating expenses (see instructions). ................. 24
25 Add line 22, column (a), line 23, and line 24. .. ... ... ... 25 ,675.
26 Allowable operating expenses. Enter the smaller of line 150r line 25. . ... ... .. o 26
27 Limit on excess casualty losses and depreciation. Subtract line 26 from line 15................ ... ... ... .. 27
28 Excess casualty losses (see instructions). ................... . i 28
29 Depreciation of your home from line 41 below ................................ 29
30 Carryover of prior year excess casualty losses and depreciation (see instructions). . .............. 30
31 Add lines 28 through 30. .. ..o 31
32 Allowable excess casualty losses and depreciation. Enter the smaller of line 27 or line 31... ... ... ... .. .. ... ........... 32
33 Add lines 14, 26, and 32.. ... ..o 33 B,177.|
34 Casualty loss portion, if any, from lines 14 and 32. Carry amount to Form 4684 (see instructions)........... 34
35 Allowable expenses for business use of your home. Subtract line 34 from line 33. Enter here and on
Schedule C, line 30. If your home was used for more than one business, see instructions ................. > 35 ,177.
|Partlll_ | Depreciation of Your Home
36  Enter the smaller of your home's adjusted basis or its fair market value (see instructions). . .............. ... ... ... .. ... ... 36
37 Value of land included on liNe 36 ... . ..o 37
38 Basis of building. Subtract line 37 from line 36. .. ... .. ... . . . 38
39 Business basis of building. Multiply line 38 by line 7.. . ... ... 39
40 Depreciation percentage (see inStructions) . . ... 40 %
41 Depreciation allowable (see instructions). Multiply line 39 by line 40. Enter here and on line 29 above. ... ...... ... ... ... ... ... .. 41
Part IV | Carryover of Unallowed Expenses to 2018
42 Operating expenses. Subtract line 26 from line 25. If less than zero, enter -0-........................... .. 42 675.
43 Excess casualty losses and depreciation. Subtract line 32 from line 31. If less than zero, enter -0-.......... 43 B

BAA For Paperwork Reduction Act Notice, see your tax return instructions. FDIAG902L 10/23/17

Form 8829 (2017)
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Form 4562

Department of the Treasury
Internal Revenue Service

Depreciation and Amortization
(Including Information on Listed Property)
> Attach to your tax return.

(99) > Go to www.irs.gov/Form4562 for instructions and the latest information.

OMB No. 1545-0172

2017

Attachment 179

Name(s) shown on return

ROBERT
Business or activity to whic IS Torm relates

Schedule C -

Identifying number

Sequence No.

LLC

Part | Election To Expense Certain Property Under Section 179

Note: If you have any listed property, complete Part \/ before you complete Part |.

1 Maximum amount (see inStructions). .. ... ... 1 510, 000.
2 Total cost of section 179 property placed in service (see instructions)..................................... 2
3 Threshold cost of section 179 property before reduction in limitation (see instructions) ................... .. 3 2,030, 000|.
4 Reduction in limitation. Subtract line 3 from line 2. If zero or less, enter -0~ .. ........ ... ... ... ... ... ...... 4
5 Dollar limitation for tax year. Subtract line 4 from line 1. If zero or less, enter -0-. If married filing
separately, see INSIrUCiONS. . .. ... 5
6 (@) Description of property (b) Cost (business use only) (c) Elected cost
7 Listed property. Enter the amount from line 29............ ... .. ... ... ... ... ... ..... | 7
8 Total elected cost of section 179 property. Add amounts in column (c), lines6and 7....................... 8
9 Tentative deduction. Enter the smaller of line5orline8... ... ... ... . ... . .. . . 9
10 Carryover of disallowed deduction from line 13 of your 2016 Form 4562 . ................ ... ... ........... 10
11 Business income limitation. Enter the smaller of business income (not less than zero) or line 5 (see instrs).. | 11
12 Section 179 expense deduction. Add lines 9 and 10, but don't enter more than line 11..................... 12
13 Carryover of disallowed deduction to 2018. Add lines 9 and 10, less line 12........ >| 13 |
Note: Don't use Part Il or Part Il below for listed property. Instead, use Part V.
[Partll | Special Depreciation Allowance and Other Depreciation (Don't include listed property.) (See instructions.)
14 Special depreciation allowance for qualified property (other than listed property) placed in service during the
tax year (see INStruCtions). . ... 14
15 Property subject to section 168(f)(1) election .. ... . ... . 15
16 Other depreciation (including ACRS) . ... ... .. 16
[Partlll_ | MACRS Depreciation (Don't include listed property.) (See instructions.)
Section A
17 MACRS deductions for assets placed in service in tax years beginning before 2017 ........................ 17 |

18

If you are electing to group any assets placed in service during the tax year into one or more general
asset accounts, check here

Section B — Assets Placed in Service During 2017 Tax Year Using the General Depreciation System

(a) (b) Month and (c) Basis for depreciation (d) (e) () (g) Depreciation
Classification of property year placed (business/investment use Recovery period Convention Method deduction
in service only — see instructions)
19a 3-year property..........
b 5-year property..........
c 7-year property..........
d 10-year property.........
e 15-year property.........
f 20-year property.........
g 25-year property......... Z5 yIs S/L
h Residential rental 27.5 yrs MM S/L
property. ................ 27.5 yrs MM S/L
i Nonresidential real 39 yrs MM S/L
property. ................ MM S/L
Section C — Assets Placed in Service During 2017 Tax Year Using the Alternative Depreciation System
20aClass life................ S/L
b12year. . ............... 12 yrs 5/4
............... 40 yrs MM S/L
Summary (See instructions.)
21 Listed property. Enter amount from line 28. ... ... ... ... .. . 21 3,160
22 Total. Add amounts from line 12, lines 14 through 17, lines 19 and 20 in column (g), and line 21. Enter here and on
the appropriate lines of your return. Partnerships and S corporations — see instructions . ... ...... ... .. ... ... ... ... ... .. ... 22 E, 160 I

23 For assets shown above and placed in service during the current year, enter

the portion of the basis attributable to section 263A costs....................... 23

BA

A For Paperwork Reduction Act Notice, see separate instructions. FDIZ0812L 08/15/17

Form 4562 (2017)
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Form 4562 (2017)

ROBERT

Part V Listed Property (Include automobiles, certain other vehicles, certain aircraft, certain computers, and property used for
entertainment, recreation, or amusement.)

Note: For any vehicle for which you are using the standard mileage rate or deducting lease expense, completeonly 24a, 24b,
columns (a) through (c) of Section A,

all of Section B, and Section C if applicable.

Section A — Depreciation and Other Information (Caution: See the instructions for limits for passenger automobiles.)

Yes D No
i

(@) (b) © (d) () ® ()] (h)
Type of property Date placed Business/ Cost or Basis for depreciation Recovery Method/ Depreciation Elected
(list vehicles first) in service investment other basis (business/investment period Convention deduction section 179
perc%sr?tage use only) cost
25 Special depreciation allowance for qualified listed property placed in service during the tax year and
used more than 50% in a qualified business use (see instructions). .............................. 25

26 Property used more than 50% in a qualified business use:
017 DODGE R| [5/25/17| | [100.0| 47,048 47,048 5.0] |POODBHY| 3,160.]
27 Property used 50% or less in a qualified business use:
28 Add amounts in column (h), lines 25 through 27. Enter here and on line 21, page 1............... 28 13,160.]
29 Add amounts in column (i), line 26. Enter here and on line 7, page 1...................... .. ...................... | 29 0.

Section B — Information on Use of Vehicles

Complete this section for vehicles used by a sole proprietor, partner, or other 'more than 5% owner,' or related person. If you provided vehicles
to your employees, first answer the questions in Section C to see if you meet an exception to completing this section for those vehicles.

30

31
32

33

35

36

Total business/investment miles driven
during the year (don't include
commuting miles). ..................... ...

Total commuting miles driven during the year. . ... ...

Total other personal (noncommuting)
miles driven.......... ... o

Total miles driven during the year. Add
lines 30 through32..................... ..

Was the vehicle available for personal use

Was the vehicle used primarily by a more
than 5% owner or related person?.........

Is another vehicle available for
personal use?.......... ...

@) (b) (©) (d) (e) ®
Vehicle 1 Vehicle 2 Vehicle 3 Vehicle 4 Vehicle 5 Vehicle 6
16,322
6,322
Yes No Yes | No Yes No Yes No Yes No Yes No
X
X
X

Section C — Questions for Employers Who Provide Vehicles for Use by Their Employees

Answer these questions to determine if you meet an exception to completing Section B for vehicles used by employees who aren't more than
5% owners or related persons (see instructions).

37 Do you maintain a written policy statement that prohibits all personal use of vehicles, including commuting, Yes No
DY YOUr BMPIOY S 2. L
38 Do you maintain a written policy statement that prohibits personal use of vehicles, except commuting, by your
employees? See the instructions for vehicles used by corporate officers, directors, or 1% or more owners..............
39 Do you treat all use of vehicles by employees as personal USe?. . ... ... . i
40 Do you provide more than five vehicles to your employees, obtain information from your employees about the use of the
vehicles, and retain the information received?. . . ... .
41 Do you meet the requirements concerning qualified automobile demonstration use? (See instructions.).................
Note: If your answer to 37, 38, 39, 40, or 41 is 'Yes,' don't complete Section B for the covered vehicles.
[Part VI | Amortization
(@) (b) (© (d) (e) D
Description of costs Date amortization Amortizable Code Amortization Amortization
begins amount section period or for this year
percentage
42 Amortization of costs that begins during your 2017 tax year (see instructions):
43 Amortization of costs that began before your 2017 tax year............... ... ... ... .. i, 43
44 Total. Add amounts in column (f). See the instructions for where toreport............................... a4

FDIZ0812L 08/15/17

Form 4562 (2017)
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PA-8879 (EX) 05-17 Pennsylvania e-file Signature Authorization 2017

Declaration Control Number/Submission ID

Primary Taxpayer's Name Social Security Number

ROBERT |
Secondary Taxpayer's Name

PART | Tax Return Information — Tax Year Ending December 31, 2017 (Whole dollars only)

Adjusted PA Taxable Income (Form PA-40, Line 11) ... 1

PA Tax Liability (Form PA-40, Line 12). . ... .. 2

Total PA Tax Withheld (Form PA-40, Line 13). . ... 3 5,575.
4
5

Refund (Form PA-40, Line 30). ... .o
Total Payment (Tax Due) (Form PA-40, Line 28). . ... ...

a bh wbdhN =

PART Il Declaration and Signature Authorization of Taxpayer

Under penalties of perjury, | declare that | have examined a copy of my electronic individual income tax return and accompanying schedules
and statements of my 2017 PA Tax Return (Form PA-40), and to the best of my knowledge and belief, it is true, correct and complete. In
addition, by using a computer system and software to prepare and transmit my return electronically, | consent to the disclosure of all
information pertaining to my use of the system and software and to the transmission of my tax return electronically to the PA Department of
Revenue. | further declare that the amounts in Part | above are the amounts shown on the copy of my electronic income tax return. If
applicable, | authorize the PA Department of Revenue and its designated financial agents to initiate an electronic funds withdrawal (direct debit)

entry to my designated account for Pennsylvania taxes owed. | also authorize my financial institution to debit the entry to my account and the
financial institutions involved in the processing of my electronic payment of taxes to receive confidential information necessary to answer
inquiries and resolve issues related to payment. | certify the funds for this withdraw are originating from an account within the United States or
one of its territories. | have selected a personal identification number as my signature for my electronic income tax return and, if applicable, my
electronic funds withdrawal consent.

Primary Taxpayer's Personal Identification Number (PIN): (check one box only)

| authorize MTCHAEL CPA to enter my PIN -I as my signature on my tax
year 2017 electronically filed income tax return.

D I will enter my PIN as my signature on my tax year 2017 electronically filed income tax return.

Signature Date 4/13/2018

Secondary Taxpayer's PIN: (check one box only)

| authorize MTCHAEL CPA to enter my PIN -I as my signature on my tax
year 2017 electronically filed income tax return.

D I will enter my PIN as my signature on my tax year 2017 electronically filed income tax return.

Signature Date 4/13/2018

Practitioner PIN Program Participants Only — Continue Below

PART Il Certification and Authentication

ERO's EFIN/PIN. Enter your six-digit EFIN followed by your five-digit self-selected PIN

As a participant in the Practitioner PIN Program, | certify the above numeric entry is my PIN, which is my 5|gnature on the
tax year 2017 electronically filed income tax return for the taxpayer(s) indicated above. | confirm | am participating
in the Practitioner PIN Program in accordance with the requirements established for this program.

ERO's signature Michael CPA Date 4/13/2018

ERO must retain this form and the supporting documents for three years.

DO NOT SUBMIT THIS FORM TO THE PENNSYLVANIA DEPARTMENT OF REVENUE.

PAIA3601L  10/06/17
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1700113184 I

PA-40 - 2017

Pennsylvania Income Tax Return
ENTER ONE LETTER OR NUMBER IN EACH BOX (03-17)

L

N Extension. N Amended Return.
R Residency Status.
ﬁ PA Resident/Nonresident/Part-Year Resident
from to
ROBERT Occupatiors IPROPERTY INI J Single, Married/Filing Jointly,

Married/Filing Separately, Final Return

I

oceation |

N Deceased

N Taxpayer Date of Death

N Spouse Date of Death

Il Farmers.
. - School District Name

I

1a Gross Compensation. Do not include exempt income, such as combat la 181606
zone pay and qualifying retirement benefits. See the instructions.
1b Unreimbursed Employee Business Expenses. 1lb @
1c Net Compensation. Subtract Line 1b from Line 1a. 1c 18160k
2 Interest Income. Complete PA Schedule A if required. c 0
3 Dividend and Capital Gains Distributions Income. Complete PA Schedule B if required. 3 0
4  Net Income or Loss from the Operation of a Business, Profession or Farm. 4 -3344 1
5 Net Gain or Loss from the Sale, Exchange or Disposition of Property. 5 0
6 Net Income or Loss from Rents, Royalties, Patents or Copyrights. b 0
7 Estate or Trust Income. Complete and submit PA Schedule J. ? 0
8  Gambling and Lottery Winnings. Complete and submit PA Schedule T. 8 0
9 Total PA Taxable Income. Add only the positive income amounts from Lines 1c, 9 L81E0K
2,3,4,5,6,7 and 8. DO NOT ADD any losses reported on Lines 4, 5 or 6.
10  Other Deductions. Enter the appropriate code for the type of deduction. M 10 @
See the instructions for additional information.
11 Adjusted PA Taxable Income. Subtract Line 10 from Line 9. 1l 181605

PAIAO412L  11/13/17
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] |

12
13

14
15
16
17
18

PA-40 — 2017

Social Security Number

B o Rodcers I

PA Tax Liability. Multiply Line 11 by 3.07 percent (0.0307).
Total PA Tax Withheld. See the instructions.

Credit from your 2016 PA Income Tax return.

2017 Estimated Installment Payments. REV-459B included. M
2017 Extension Payment.

Nonresident Tax Withheld from your PA Schedule(s) NRK-1. (Nonresidents only)
Total Estimated Payments and Credits. Add Lines 14, 15, 16 and 17.

Tax Forgiveness Credit. Submit PA Schedule SP.
19 a Filing Status: 01 Unmarried or Separated 02 Married 03 Deceased
19b Dependents, Part B, Line 2, PA Schedule SP

20
21

22
23
24
25
26
27

28
29

30
31

32
33
34
35
36

Total Eligibility Income from Part C, Line 11, PA Schedule SP.
Tax Forgiveness Credit from Part D, Line 16, PA Schedule SP.

Resident Credit. Submit your PA Schedule(s) G-L and/or RK-1.

Total Other Credits. Submit your PA Schedule OC.

TOTAL PAYMENTS and CREDITS. Add Lines 13, 18, 21, 22 and 23.
USE TAX. Due on internet, mail order or out-of-state purchases. See instructions.

TAX DUE. If the total of Line 12 and Line 25 is more than line 24, enter the difference here.

Penalties and Interest. See the instructions. Enter Code:
If including form REV-1630/REV-1630A, mark the box. N

TOTAL PAYMENT DUE. See the instructions.

OVERPAYMENT. If Line 24 is more than the total of Line 12, Line 25 and Line 27, enter
the difference here.

The total of Lines 30 through 36 must equal Line 29.

Refund — Amount of Line 29 you want as a check mailed to you. REFUND
Credit — Amount of Line 29 you want as a credit to your 2018 estimated account.

Refund donation line. Enter the organization code and donation amount. See instructions.
Refund donation line. Enter the organization code and donation amount. See instructions.
Refund donation line. Enter the organization code and donation amount. See instructions.
Refund donation line. Enter the organization code and donation amount. See instructions.
Refund donation line. Enter the organization code and donation amount. See instructions.

Signature(s). Under penalties of perjury, | (we) declare that | (we) have examined this return, including all

accompanying schedules and statements, and to the best of my (our) belief, they are true, correct, and complete.

Your Signature Spouse's Signature, if filing jointly

Preparer's Name and Telephone Number

MICHAEL

PAIAO412L  11/1317
Page 2 of 2
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| PA SCHEDULE W-2S I

Wage Statement Summary

Fadepariment oi Reverve 2017

Summary of PA-Taxable Employee, Non-employee and Miscellaneous Compensation

Name shown first on the PA-40 (if filing jointly) Social Security Number (shown first)
ROBERT

Use this schedule to list and calculate your total PA-taxable compensation and PA tax withheld from all sources.

Part A Instructions: List each federal Form W-2 for you and your spouse, if married, received from your employer(s). In the first column enter T

for the taxpayer's Social Security Number that appears first on the PA tax return and enter S for the second or spouse SSN. From the Form(s)

W-2, enter each employer's federal identification number . Enter the amounts from the Forms W-2 in each column. IMPORTANT: You do not
have to submit a copy of your Form W-2 if you earned all your income in Pennsylvania and your employer reported your PA wages correctly
and withheld the correct amount of PA income tax. You must submit a copy of your Form W-2 in certain circumstances. See the PA Schedule
W-2S instructions for a list of when a copy of a W-2 is required.

Part B Instructions: List each source of income received during the taxable year on a form or statement other than a federal Form W-2. Enter
each payer's name. List the payment type that most closely describes the source of your non-employee compensation. Enter the amount of

other compensation that you earned. If the form or statement does not have separately stated amounts, enter the amount shown in both federal
and PA columns.

IMPORTANT: You must submit a copy of each form and statement that you list in Part B, whether or not the payer withheld any PA income tax
and regardless of whether or not the income was taxable in PA. CAUTION: The federal and Pennsylvania (state) wages may be different in
Part A and Part B.

If you need more space, you may photocopy this schedule or make your own schedules in this format.

OFFICIAL USE ONLY

Part A - Federal Forms W-2 SEE THE INSTRUCTIONS FOR WHEN TO SUBMIT FORM(S) W-2
TIS Employer's identification number Federal wages Medicare wages PA compensation PA income tax
from Box b from Box 1 from Box 5 from Box 16 withheld from Box 17

3,376. 7,501. 7,501 Bax.
137,319 53,796. 54,105. 131

Total Part A - Add the Pennsylvania columns [181,606.] I5,575.]

Part B - Miscellaneous and Non-employee Compensation from federal Forms 1099-R, 1099-MISC and other statements
YOU MUST SUBMIT COPIES OF EACH FORM OR STATEMENT LISTED IN THIS PART

A B C D E F G H
Ts| Type Payer name 1099R Total federal Adjusted plan basis | PA compensation PA tax withheld
code amount

A S _CUSToDIAN | [ R, 508. . o] o]

Total Part B - Add the Pennsylvania columns o] o]
TOTAL - Add the totals from Parts A and B [181,606_] {5,575 |

Enter the TOTALS on your PA tax return on: Line 1a Line 13
Payment type: Executor fee B Jury duty pay C Director's fee D Expert witness fee

A

E Honorarium F Covenant not to compete G Damages or settlement for lost wages, other than personal injury
H Other nonemployee compensation. Describe:
|
J
L

Distribution from employer sponsored retirement, pension or qualified deferred compensation plan
Distribution from IRA (Traditional or Roth) K Distribution from Life Insurance, Annuity or Endowment Contracts
Distribution from Charitable Gift Annuities M Distribution from Employee Stock Ownership Plan

cribe:

Des
1 TLEA R
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DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

—

PA-40 Schedule C — 2017

(09-17) Profit or Loss From Business or Profession (Sole Proprietorship)

_ ROBERT ﬁ Method of Inventory: C=Cost, L=Lower

of cost or market, 0=0ther

REAL ESTATE INVESTME OTHER ACTIVITIES REL Accounting Method: A=Accrual, C=Cash, 0=0ther

I Home ofc
expenses deducted
i Business out of existence

quantities, costs or valuations

1a Gross receipts or sales 1A LL4Y 2 Cost of goods sold/operations c
1b Returns and allowances 1B 0 3 Gross profit 3 L
1c¢ Balance 1C 1LYy 4 Other Income (submit statement) 4

5 Total income g

| L

C

6 Advertising b 28 Supplies (ot included on Schedule C-1) 28
7 Amortization T 29 Taxes c9
8 Bad debts from sales or services & 30 Telephone 30
9 Bank charges 9 31 Travel and entertainment 31
10 Car and truck expenses 10 32 Utilities 32
11 Commissions 11 33 Wages 33
12 Cost depletion not % depletion 12 34 IDCs (1/3 current expensing) 3y
35 IDCs (amortization) 35
36 Start-up costs (direct expense) 3k
13a Regular depreciation 13A
13b Section 179 expense 13B 37 Other expenses (specify):
14 Dues and publications 1Y
15 Other employee benefit programs 15
16 Freight (not on Schedule C-1) 1k A ACCOUNTING A
17 Insurance 17 B BUS USE OF HOME B
18 Interest on business indebtedness 1,8 C DOMAIN NAME REGI C
D PRINTING D
E SEMINARS CONFER E
19 Laundry and cleaning 19 F WEB HOSTING F
20 Legal and professional services 20 G G
21 Management fees cl H H
22 Office supplies ec
23 Pension and profit-sharing plans 23
24 Ppostage = 37 Total other expenses 37
25 Rent on business property 25 38 Total expenses (add Lines 6 through 37) 38
26 Repairs 2hb 39 Net profit or loss 39
27 Subcontractor fees =
PAIZOG12L 12/06/17
Page 1 of 2
| AWTRT ORI NI NN I0W N NN IONE MY AT O T
L ] [ —
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DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

I PA-40 Schedule C — 2017 I_

Social Security Number _
Name of owner ROBERT ﬁ

SCHEDULE C-1 — Cost of Goods Sold and/or Operations

1 Inventory at beginning of year (if different from last year's closing inventory, include explanation) 1 0
2a Purchases 2A 0
2b Cost of items withdrawn for personal use 2B 0
2 c Balance (subtract Line 2b from Line 2a) 2C 0
3 Cost of labor (do not include salary paid to yourself or subcontractor fees) 3 0
4 Materials and supplies 4 0
5 Other costs (include schedule) 5 0
6 AddLines 1, 2c, 3,4 and5 b 0
7 Inventory at end of year ? 0
8 Cost of goods sold and/or operations (subtract Line 7 from Line 6) Enter here and on Part |, Line 2 g8 0
SCHEDULE C-2 — Depreciation (See Instructions)
1 Total Section 179 depreciation (do not include in items below) 1 0
2 Less: Section 179 depreciation included in Schedule C-1 c 0
3 Balance (subtract Line 2 from Line 1). Enter here and on Part Il, Line 13b 3 0
4 Other depreciation:
Description of property Date acquired Cost or other basis Depreciation allowed or Method of computing  Life or rate Depreciation for
allowable in prior years depreciation this year
@ (b) © ) @ ® ()
Buildings 4A 1] 0 0
Furniture/fixtures 4B 0 0 0
Trans. equipment Y C 1] 0 0
Machinery 4D 1] 0 1]
Other
(specify)
HE 0 0 0
UF 0 0 0
UG 0 0 0
4H 0 0 0
4I 0 0 0
4J 0 0 0
4K 0 0 0
4L 0 0 0
UM 0 0 0
UN 0 0 0
4o 0 0 0
4p 0 0 0
5 Totals 1] g 0
6 Depreciation included in Schedule C-1 b 0
7 Balance (subtract Line 6 from Line 5) Enter here and on Part II, Line 13a ? 1]

Page 2 of 2 PAIZ0B12L  12/06/17

L | IRT AT T RO 0BT ORRE R BTN O e ]
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DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

PA-40 Schedule C — 2017

(09-17) Profit or Loss From Business or Profession (Sole Proprietorship)

MORTGAGE BROKER

RoserT [N

INVESTMENT BANKERS

I N

Ta Gross receipts or sales
1b Returns and allowances
1c Balance

Advertising
Amortization

0 N O

Bad debts from sales or services
9 Bank charges

10 Car and truck expenses

11 Commissions

12 Cost depletion not % depletion

13a Regular depreciation

13b Section 179 expense

14 Dues and publications

15 Other employee benefit programs
16 Freight (not on Schedule C-1)
17 Insurance

18 Interest on business indebtedness

19 Laundry and cleaning

20 Legal and professional services
21 Management fees

22 Office supplies

23 Pension and profit-sharing plans
24 postage

25 Rent on business property

26 Repairs
27 Subcontractor fees

L

LA
1B
1C

13A
13B
1y
15
1k
17

18

19
20
2l
2c
23
2y
25
=15
27

oOooooooo

| TN OO RN 00 O OO0 10T RO
1703111151

a b widN

28
29
30
31
32
33
34

35
36

L

Method of Inventory: C=Cost, L=Lower

of cost or market, 0=0ther
Accounting Method: A=Accrual, C=Cash, 0=0ther C

Cost of goods sold/operations
Gross profit

Other Income (submit statement)

Total income

Supplies (not included on Schedule C-1)

Taxes

Telephone

Travel and entertainment
Utilities

Wages

IDCs (1/3 current expensing)
IDCs (amortization)

Start-up costs (direct expense)

37 Other expenses (specify):

IO TmenNno>

37

38 Total expenses (add Lines 6 through 37)

39

ANSWERING SERV
DOMAIN NAME
PRINTING

WEB HOSTING

Total other expenses

Net profit or loss

PAIZO612L  12/06/17

Page 1 of 2

Home office N

expenses deducted

Business out of existence N

Any change in determining
quantities, costs or valuations

Ut r-swhny

cé

30
31
3
33
34
35
3k

I Tmenno >

1703111151

0
0
0
0

1
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DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

17032111k7
I PA-40 Schedule C — 2017

Social Security Number -
Name of owner ROBERT _

SCHEDULE C-1 — Cost of Goods Sold and/or Operations

1 Inventory at beginning of year (if different from last year's closing inventory, include explanation) 1
2a Purchases 2A
2b Cost of items withdrawn for personal use 2B
2c Balance (subtract Line 2b from Line 2a) 2C
3 Cost of labor (do not include salary paid to yourself or subcontractor fees) 3
4 Materials and supplies y
5 Other costs (include schedule) g
6 AddLines 1, 2c, 3,4and5 b
7 Inventory at end of year ?
8 Cost of goods sold and/or operations (subtract Line 7 from Line 6) Enter here and on Part I, Line 2 I
SCHEDULE C-2 — Depreciation (See Instructions)
1 Total Section 179 depreciation (do not include in items below) 1
2 Less: Section 179 depreciation included in Schedule C-1 2
3 Balance (subtract Line 2 from Line 1). Enter here and on Part II, Line 13b 3
4 Other depreciation:
Description of property Date acquired Cost or other basis Depreciation allowed or Method of computing  Life or rate
allowable in prior years depreciation
@ ® © &) © ®

Buildings 4A 0 0
Furniture/fixtures Y4B 0 0
Trans. equipment Y4 C 0 0
Machinery 4D ] 0
Other
(specify)

HE 0 0

UF 0 0

LG 0 0

4H 0 0

4I 0 0

4dJ 0 0

4K 0 0

4L 0 0

4M 0 0

UN 0 0

4o 0 0

4p 0 0
5 Totals 0 5
6 Depreciation included in Schedule C-1 b
7 Balance (subtract Line 6 from Line 5) Enter here and on Part Il, Line 13a 7

Page 2 of 2

L 1703211167

PAIZO612L  12/06/17

17032111E7

ooooo ooooo

ooo

Depreciation for

thi&bear

oooooo oooooo oooo

ooo

—1
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DocuSign Envelope ID: 94E10615-7789-482F-8C37-C13367B2A623

Statement 1
Form PA-40, Line 4
Business Income

From Schedule C

2017 Pennsylvania Statements

roeerT

Page 1

Taxpayer Spouse
From Schedule C Total :—;%,%%%.
Total Business Income - Line 4 $ -33,441.] $
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DECLARATIONS

We will provide the insurance described in this policy
in return for the premium and compliance with all
applicable provisions of this policy.

Coverage afforded by this policy is provided by:

State Farm Fire and Casualty Company
100 State Farm Place
Ballston Spa, NY 12020-3722

A Stock Company with Home Offices in Bloomington,
lllinois.

I Policy Number

Named Insured and Mailing Address
LLC

The Policy Period begins and ends at 12:01 a.m.
Standard Time at the residence premises.

05/05/2018 Effective Date
12 months - Policy Period
05/05/2019 Expiration of Policy Period

Automatic Renewal - If the Policy Period is shown as
12 months, this policy will be renewed automatically
subject to the premiums, rules and forms in effect each
succeeding policy period. If this policy is terminated, we
will give you and the Mortgagee/Lienholder written

Limit of Liability - Section 1

$195,000 Dwelling (Coverage A)
Actual Loss Loss of Rents (Coverage C)
Sustained -
12 months
Policy Type Rental Dwelling Policy

notice in compliance with the policy provisions or as
required by law.

Deductibles - Section 1 1% $1,950

ALL LOSSES In case of loss under this policy, the
deductible will be applied per occurrence and will be
deducted from the amount of the loss. Other deductibles

Location of Premises
57 MARY ELLEN LN

may apply - refer to your policy.
Hurricane Duration 2%

Policy Premium $770.00

Forms, Options, & Endorsements
Fungus (Including Mold) Limited Coverage
Vacancy

Hurricane Percentage Ded
FP 8103 Rental Dwelling Policy

Mortgagee & Addl. Interests
MORTGAGEE

LAKE CITY SERVICING, ISAOA
701 E FRONT AVE FL 2ND
COEUR D ALENE, ID 83814-4913

Agent Name & Address
Matt

Countersigned: 05-02-2018 By

Agent's Code:9FC3

559-916.4

Agent MORTGAGEE COPY
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PREMIUM NOTICE

STATE FARM INSURANCE COMPANIES

AGENT ISSUED DECLARATIONS

POLICY NUMBE]] BILLING PERIOD AGENT CODE
] FROM 05/05/2018 TO 05/05/2019 9FC3
LOCATION
57 MARY ELLEN LN
INSURED PREMIUM $ 770.00
AMOUNT PAID $ 770.00
CREDIT AMOUNT  §
AMOUNT DUE $ 0.00
DATE DUE 06/05/2018

MORTGAGEE & ADDL. INTERESTS

MORTGAGEE

LAKE CITY SERVICING, ISAOA
701 E FRONT AVE FL 2ND
COEUR D ALENE, ID 83814-4913

This is the only notice you will receive. Please make check payable to STATE FARM and return it with this notice to

AGENT NAME & ADDRESS
Matt

the address shown below. Your canceled check is your receipt. Thanks for letting us serve you.

STATE FARM INSURANCE COMPANIES
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Borrower Keith |

File No. ANS-279530

Property Address 57 Mary Ellen Ln

City

County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

Dodd Frank

TABLE OF CONTENTS
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General Text Addendum

Subject Photos
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Photograph Addendum
Photograph Addendum

Photograph Addendum

Building Sketch

Location Map
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Plans and Specs
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E&0

License

Form TOCP - "TOTAL" appraisal software by a la mode, inc. - 1-800-ALAMODE
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Dodd Frank

Form SCNLGL - "TOTAL" appraisal software by a la mode, inc. - 1-800-ALAMODE
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USPAP ADDENDUM File No. ANS-279530

Borrower Keith

Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender Secured Investment High Yield Fund

This report was prepared under the following USPAP reporting option:
X Appraisal Report This report was prepared in accordance with USPAP Standards Rule 2-2(a).
[ ] Restricted Appraisal Report This report was prepared in accordance with USPAP Standards Rule 2-2(b).

Reasonable Exposure Time
My opinion of a reasonable exposure time for the subject property at the market value stated in this report is: 3-6 months

Additional Certifications
| certify that, to the best of my knowledge and belief:

X I'have NOT performed services, as an appraiser or in any other capacity, regarding the property that is the subject of this report within the
three-year period immediately preceding acceptance of this assignment.

D | HAVE performed services, as an appraiser or in another capacity, regarding the property that is the subject of this report within the three-year

period immediately preceding acceptance of this assignment. Those services are described in the comments below.
- The statements of fact contained in this report are true and correct.
- The reported analyses, opinions, and conclusions are limited only by the reported assumptions and limiting conditions and are my personal, impartial, and unbiased
professional analyses, opinions, and conclusions.
- Unless otherwise indicated, | have no present or prospective interest in the property that is the subject of this report and no personal interest with respect to the parties
involved.
- I have no bias with respect to the property that is the subject of this report or the parties involved with this assignment.
- My engagement in this assignment was not contingent upon developing or reporting predetermined results.
- My compensation for completing this assignment is not contingent upon the development or reporting of a predetermined value or direction in value that favors the cause of
the client, the amount of the value opinion, the attainment of a stipulated result, or the occurrence of a subsequent event directly related to the intended use of this appraisal.
- My analyses, opinions, and conclusions were developed, and this report has been prepared, in conformity with the Uniform Standards of Professional Appraisal Practice that
were in effect at the time this report was prepared.
- Unless otherwise indicated, | have made a personal inspection of the property that is the subject of this report.
- Unless otherwise indicated, no one provided significant real property appraisal assistance to the person(s) signing this certification (if there are exceptions, the name of each
individual providing significant real property appraisal assistance is stated elsewhere in this report).

Additional Comments

APPRAISER: SUPERVISORY APPRAISER: (only if required)
Signature: Signature:

Name:  David - Name:

Date Signed:  04/24/2018 Date Signed:

State Certification #: _ State Certification #:

or State License #: or State License #:

State: . State:

Expiration Date of Certification or License: ~ 12/31/2019 Expiration Date of Certification or License:

Effective Date of Appraisal: ~ 04/18/2018 Supervisory Appraiser Inspection of Subject Property:

[ ] pidNot [ | Exterior-only from Street [ | Interior and Exterior

Form ID14AP - "TOTAL" appraisal software by a la mode, inc. - 1-800-ALAMODE
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Real Estate Appraisal Professionals

FIRREA / USPAP ADDENDUM

Borrower Keit File No.  ANS-279530

Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

Purpose

The purpose of this appraisal report is to assist the client in a purchase transaction for the subject property.

Scope of Work

The client requires that the subject be appraised AS-IS and After Repaired Value on this property.

Intended Use / Intended User

Intended Use: Purchase

Intended User(s):  Secured Investment High Yield Fund

History of Property

Current listing information: ~ Trend MLS# 7103715, listing date 1/09/18, original listing price $105,000, MLS status "Pending", current list price

$105,000

Prior sale:  10/11/2006, $225,000. The subject has not sold within the prior 3 years.

Exposure Time / Marketing Time

Estimated exposure time 3-6 months

Personal (non-realty) Transfers

None noted

Additional Comments

Certification Supplement

1. This appraisal assignment was not based on a requested minimum valuation, a specific valuation, or an approval of a loan.

2. My compensation is not contingent upon the reporting of a predetermined value or direction in value that favors the cause of the client, the amount of the value
estimate, the attainment of a stipulated result or the occurrence of a subsequent event.

Supervisory
Appraiser: David - Appraiser:
Signed Date: 04/24/2018 Signed Date:
Certification or License #: Certification or License #:
Certification or License State: Expires:  12/31/2019 Certification or License State: Expires:
Effective Date of Appraisal: 04/18/2018 Inspection of Subject: [ ]pidNot [ ]ExteriorOnly [ ] Interior and Exterior

Form FUA LG2 - "TOTAL" appraisal software by a la mode, inc. - 1-800-ALAMODE
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Real Estate Appraisal Professionals

Uniform Residential Appraisal Report File # ANS-279530

The purpose of this summary appraisal report is to provide the lender/client with an accurate, and adequately supported, opinion of the market value of the subject property.

Property Address 57 Mary Ellen Ln City State Zip Code -
Borrower Keith- Owner of Public Record  Tyron County

Legal Description  Block: 17702 Lot: 04
Assessor's Parcel #  Tax ID: Tax Year 2017 RE Taxes$ 7,153

5 Neighborhood Name  Dresden Downs Map Reference  Tax map 177 Census Tract 6084.01
i Occupant [ ] Owner [ ] Tenant [X] Vacant Special Assessments $ 0 [JPUD HOAS$ 0 ] peryear [ ] per month

S

= Property Rights Appraised [ Fee Simple [ ] Leasehold [ ] Other (describe)

& Assignment Type [ ] Purchase Transaction [ Refinance Transaction X Other (describe) Ascertain Market Value

Lender/Client  Secured Investment High Yield Fund Address 701 E Front Ave 2nd fl., Coeur d'Alene, ID 83814
Is the subject property currently offered for sale or has it been offered for sale in the twelve months prior to the effective date of this appraisal? X Yes [ ] No
Report data source(s) used, offering price(s), and date(s). DOM 65;Trend MLS# 7103715, listing date 1/09/18, original listing price $105,000, MLS status

"Pending", current list price $105,000

| []did [ ] did not analyze the contract for sale for the subject purchase transaction. Explain the results of the analysis of the contract for sale or why the analysis was not
performed.

Contract Price $ Date of Contract Is the property seller the owner of public record? [ JYes [ ]No Data Source(s)

b= Is there any financial assistance (loan charges, sale concessions, gift or downpayment assistance, etc.) to be paid by any party on behalf of the borrower? [Jves []No
(2] If Yes, report the total dollar amount and describe the items to be paid.

Note: Race and the racial composition of the neighborhood are not appraisal factors.

Neighborhood Characteristics One-Unit Housing Trends One-Unit Housing Present Land Use %
Location [ ] Urban X Suburban [ ] Rural Property Values [ | Increasing <] Stable [ ] Declining PRICE AGE | One-Unit 80 %
P Built-Up [J0over75% D 25-75% [ ] Under 25% | Demand/Supply [ ] Shortage X InBalance [ ] Over Supply | $ (000) (yrs) | 2-4 Unit 0%
[*d Growth [ ] Rapid X Stable [] Slow Marketing Time [ ] Under 3 mths D¢ 3-6 mths [ Over 6 mths 22 Llow 10 |Mutti-Family 0%
Neighborhood Boundaries Hickstown Rd. to the North, New Brooklyn Rd. to the South, Kearsley Rd. to 350 High 125 |Commercial 5%
the East and Jarvis Rd. to the West. 156 Pred. 40 |Other 15 %

Neighborhood Description The subject property is located in a residential area consisting of single family homes, and local busin

Improvements conform to the surrounding houses. The subject has all necessary supporting facilities including schools, shopping, recreation and
employment. The "other" present land use represents vacant land and parks.

NEIGHBORHO!

Market Conditions (including support for the above conclusions) Current sales and listings in the subject's market area show an overall stability in property

values. There is a sufficient supply of properties on the market with supply and demand appearing to be in balance. Marketing time for

reasonably priced properties is typically three to six months. Future marketability should continue to be satisfactory.

Dimensions 75 x 125 Area 9375 sf Shape Rectangular View N;Res;
Specific Zoning Classification R-3 Zoning Description  Single Family Detached (Township records)
Zoning Compliance X4 Legal [ ] Legal Nonconforming (Grandfathered Use) [ ] No Zoning [ ] lllegal (describe)
Is the highest and best use of subject property as improved (or as proposed per plans and specifications) the present use? DX Yes [ ] No IfNo, describe
Utilities Public  Other (describe) Public  Other (describ Off-site Improvements - Type Public Private
Electricity X ] Water X ] Street asphalt X ]
Gas [ X il (tank undergrnd)  Sanitary Sewer X ] Alley none [] ]
FEMA Special Flood Hazard Area [ JYes D& No FEMA Flood Zone X FEMA Map # 34007C0138E FEMA Map Date  09/28/2007
Are the utilities and off-site improvements typical for the market area? X Yes [ ] No If No, describe
Are there any adverse site conditions or external factors (easements, encroachments, environmental conditions, land uses, etc.)? [ JYes D No IfYes, describe
General Description Foundation Exterior Description materials/condition | Interior materials/condition
Units D One [ ] One with Accessory Unit  [D Concrete Slab [ Crawl Space Foundation Walls Concrete/avg Floors vinyl/carp/Lin/avg
# of Stories 2.0 [ ] Full Basement [ ] Partial Basement  |Exterior Walls Vinyl/avg Walls Drywall/avg
Type DK Det. [ ] Att. [ ] S-Det/End Unit |Basement Area 0 sq.ft. |Roof Surface Comp. shingle/gd. _ [Trim/Finish  Wood trim/avg
X Existing [ ] Proposed [ ] Under Const. |Basement Finish 0 % |Gutters & Downspouts Aluminum/avg Bath Floor Linoleum/avg
Design (Style) Split Level [ ] Outside Entry/Exit [ ] Sump Pump Window Type Double hung/avg Bath Wainscot Fiberglass/avg
Year Built 1979 Evidence of [ ] Infestation none noted |Storm Sash/Insulated  yes/avg Car Storage || None
Effective Age (Yrs) 12 [ "] Dampness [ ] Settlement Screens yes/avg D Driveway  # of Cars 1
Attic || None Heating DX FWA [ ] HWBB |[ ] Radiant [Amenities || Woodstove(s) # 0 |Driveway Surface Concrete
[ Drop Stair [ ] Stairs [ ] Other [Fuel ol X Fireplace(s) # 1 DX Fence chain Ink X Garage # of Cars 1
"] Floor X Scuttle Cooling DX Central Air Conditioning ™ Patio/Deck both D Porch front [ Carport # of Cars 0
o [ ] Finished [ ] Heated [ Individual ] other [ ] Pool none [ ] Other none [ At [ ] Det. [ ] Built-in
b Appliances X Refrigerator  DX] Range/Oven X Dishwasher [ | Disposal [ | Microwave [ Washer/Dryer [ ] Other (describe)
b Finished area above grade contains: 8 Rooms 3 Bedrooms 1.1 Bath(s) 1,738 Square Feet of Gross Living Area Above Grade
§ Additional features (special energy efficient items, etc.). Additional features include a storage shed.
o
= Describe the condition of the property (including needed repairs, deterioration, renovations, remodeling, etc.). C4;No updates in the prior 15 years;See attached
addenda.
Are there any physical deficiencies or adverse conditions that affect the livability, soundness, or structural integrity of the property? []Yes DX No IfYes, describe
Does the property generally conform to the neighborhood (functional utility, style, condition, use, construction, etc.)? D Yes [ ] No If No, describe
Freddie Mac Form 70 March 2005 UAD Version 9/2011 Page 1 0f 6 Fannie Mae Form 1004 March 2005

Form 1004UAD - "TOTAL" appraisal software by a la mode, inc. - 1-800-ALAMODE
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Uniform Residential Appraisal Report

File # ANS-279530

There are 9 comparable properties currently offered for sale in the subject neighborhood ranging in price from § 124,000 t0$ 208,000
There are 7 comparable sales in the subject neighborhood within the past twelve months ranging in sale price from $ 160,000 08 199,000
FEATURE \ SUBJECT COMPARABLE SALE # 1 COMPARABLE SALE # 2 COMPARABLE SALE # 3
Address 57 Mary Ellen Ln 56 Mary Ellen Ln 16 Mary Ellen Ln 60 Sturbridge Dr
Proximity to Subject 0.10 miles NW 0.07 miles S 0.47 miles NW
Sale Price $ $ 160,000 $ 185,000 $ 189,000
Sale Price/Gross Liv. Area $ sq.ft.|$ 92.11 sq.ft. §  106.51 sqift $  103.96 sqft
Data Source(s) Trend MLS# 6907024;D0M 384 |Trend MLS# 7017734;D0M 47 | Trend MLS# 6855072;DOM 05
Verification Source(s) tax records tax records tax records
VALUE ADJUSTMENTS DESCRIPTION DESCRIPTION +(-) $ Adjustment DESCRIPTION +(-) $ Adjustment DESCRIPTION +(-) $ Adjustment
Sales or Financing ArmLth ArmLth ArmLth
Concessions FHA;3000 -3,000/FHA;0 FHA;8000 -8,000
Date of Sale/Time s03/18;Unk s10/17;Unk s06/17;Unk
Location N:Res; N:Res; N:Res; N:Res;
Leasehold/Fee Simple Fee Simple fee simple fee simple fee simple
Site 9375 sf 8375 sf 0[9375 sf 11440 sf 0
View N;Res; N;Res; N;Res; N;Res;
Design (Style) DT2.0;split level |[DT2.0;Split Leve DT2.0;Split level DT2.0;Colonial 0
Quality of Construction Q4 Q4 Q4 Q4
Actual Age 39 39 39 38 0
Condition Cc4 Cc4 Cc3 -18,500/C3 -13,230
Above Grade Total | Bdrms. | Baths | Total | Bdrms. | Baths 0| Total |Bdrms. | Baths 0| Total |Bdrms. | Baths 0
Room Count 8 3 11| 7 3 11.0 +1,500] 7 3 120 -1,500, 7 3 [1.1 0
Gross Living Area 1,738 sqft. 1,737 sqft 0 1,737 sqft 0 1,818 sqft. -2,400
Basement & Finished Osf 573sf0sfin -8,000|0sf 680sf0sfin -8,000
Rooms Below Grade
Functional Utility Average Average Average Average
b&] Heating/Cooling FWA/Cent FWA/Cent FWA/Cent FWA/Cent
é Energy Efficient ltems None noted None noted None noted None noted
T Garage/Carport 1gatldw 1dw +2,500[{1ga1dw 1gatldw
i Porch/Patio/Deck Deck,pto,prch | Deck +3,000| Porch,patio +1,500| Porch,Deck +1,500
8 Fireplace Fireplace None +1,500/None +1,500| Fireplace
5 None updated kitchen -6,000|updated kitchen -6,000| updated kitchen -6,000
o
§ Net Adjustment (Total) [+ X- s 8500 [+ X- |$ 23000 [+ K- |$ -36,130
@ Adjusted Sale Price Net Adj. 53% Net Adj. 12.4% Net Adj. 191%
3 of Comparables Gross Adl.  15.9%|$ 151,500/ Gross Adj. 157 % |$ 162,000/Gross Adi.  20.7 %|$ 152,870
Ll | D did | ] did not research the sale or transfer history of the subject property and comparable sales. If not, explain
My research [ ] did D¢ did not reveal any prior sales or transfers of the subject property for the three years prior to the effective date of this appraisal.
Data Source(s)  Tax Records
My research D did [ ] did not reveal any prior sales or transfers of the comparable sales for the year prior to the date of sale of the comparable sale.
Data Source(s)  Tax Records
Report the results of the research and analysis of the prior sale or transfer history of the subject property and comparable sales (report additional prior sales on page 3).
ITEM SUBJECT COMPARABLE SALE #1 COMPARABLE SALE #2 COMPARABLE SALE #3
Date of Prior Sale/Transfer 05/03/2017
Price of Prior Sale/Transfer $104,974
Data Source(s) Tax records Tax records Tax records tax records
Effective Date of Data Source(s) 04/18/2018 04/18/2018 04/18/2018 04/18/2018

Analysis of prior sale or transfer history of the subject property and comparable sales

The subject has not sold within the prior 3 years. Comparable #2 sold

on 05/03/2017 for $104,974 as per tax records as an NU# 15 sale (Sales to or from the United States of America, the State of

comparables within the prior 12 months

,or any
political subdivision of the State of_, including boards of education and public authorities). No other sales history is noted for the

Summary of Sales Comparison Approach

See attached addenda.

Indicated Value by Sales Comparison Approach §

152,000

Indicated Value by: Sales Comparison Approach $

152,000

Cost Approach (if developed) $

212,213

Income Approach (if developed) $

Final value of the subject derived from the Sales Comparison Approach. The Cost Approach has been developed. The Income Approach was

not utilized due to insufficient data to arrive at a reasonable GRM.

This appraisal is made
completed,

a5 is",

[] subject to completion per plans and specifications on the basis of a hypothetical condition that the improvements have been
[ ] subject to the following repairs or alterations on the basis of a hypothetical condition that the repairs or alterations have been completed, or [ | subject to the
following required inspection based on the extraordinary assumption that the condition or deficiency does not require alteration or repair. Appraisal is made As Is, See

RECONCILIATION

Limiting conditions

$ 152,000

04/18/2018

, which is the date of inspection and the effective date of this appraisal.

Based on a complete visual inspection of the interior and exterior areas of the subject property, defined scope of work, statement of assumptions and limiting
conditions, and appraiser's certification, my (our) opinion of the market value, as defined, of the real property that is the subject of this report is

,as of
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The appraiser has not inspected the subject property within the prior 3 years.

Estimated exposure time 3-6 months.

Please note that comparable sales one through three represent the As Is condition of the subject and support the subject's As Is value.

Comparables four through six represent the subject's after improved value.

Subiject's after improved value is estimated at $180,000

MLS photos were utilized as they better depict the condition of the comparables at the time of the sale.

The subjects as is value is below the predominant value due to its overall condition, and it's improved value will be greater than the predominant

value due to it's rehabbed / upgraded condition. The subject is within the neighborhood range and is not considered an over or under

improvement in either condition.

Subject's highest and best use is it's current use improved as this area is designated for single family residential use.

Smoke and CO detectors were observed at the time of inspection.

ADDITIONAL COMMENTS

COST APPROACH TO VALUE (not required by Fannie Mae)

Provide adequate information for the lender/client to replicate the below cost figures and calculations.

Support for the opinion of site value (summary of comparable land sales or other methods for estimating site value) site value based on vacant land sales within the
market place and competing neighborhoods over the prior years.

B ESTIVATED [ | REPRODUCTION OR  [X] REPLACEMENT COST NEW OPINIONOFSITEVALUE _____ .. 60,000
P Source of cost data__|ocal builders DWELLING 1,738 S4ft. @$  110.00 _______ 191,180
E Quality rating from cost service  avg Effective date of costdata  04/18 0 Sqft @$ 30.00 _
E4 Comments on Cost Approach (gross living area calculations, depreciation, etc.) amenities ~ 15,000
'oo_a Land value based on vacant land sales within the prior years. Average | Garage/Carport 165 S¢ft. @ $ 25.00 _ 4,125
[¥] maintenance to date leaves an estimated remaining economic life of 35 _ |Total Estimate of Cost-New = 210,305
years. See sketch for GLA calculations. Site value is greater than 30%  |Less Physical Functional External
of total value at this time only because the overall condition is poor at Depreciation 63,092 =$( 63,092)
this time. when improved the site value will be less than 30% of total Depreciated Cost of Improvements . ___ =$ 147,213
value. "As-is" Value of Site Improvements . =$ 5,000
Estimated Remaining Economic Life (HUD and VA only) 35 Years [INDICATED VALUE BY COSTAPPROACH =$ 212,213
INCOME APPROACH TO VALUE (not required by Fannie Mae)
Estimated Monthly Market Rent $ X Gross Rent Multiplier =$ Indicated Value by Income Approach
Summary of Income Approach (including support for market rent and GRM)
PROJECT INFORMATION FOR PUDs (if applicable)
Is the developer/builder in control of the Homeowners' Association (HOA)? [ JYes [ JNo Unittype(s) [ ] Detached [ ] Attached
Provide the following information for PUDs ONLY if the developer/builder is in control of the HOA and the subject property is an attached dwelling unit.
Legal Name of Project
5 Total number of phases Total number of units Total number of units sold
E Total number of units rented Total number of units for sale Data source(s)
E Was the project created by the conversion of existing building(s) into a PUD? [ JYes [ ] No IfYes, date of conversion.
o Does the project contain any multi-dwelling units? []Yes [ ] No DataSource
F4 Are the units, common elements, and recreation facilities complete? []Yes [] No IfNo, describe the status of completion.
Are the common elements leased to or by the Homeowners' Association? [ ]Yes []No IfYes, describe the rental terms and options.
Describe common elements and recreational facilities.
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This report form is designed to report an appraisal of a one-unit property or a one-unit property with an accessory unit;
including a wunit in a planned unit development (PUD). This report form is not designed to report an appraisal of a
manufactured home or a unit in a condominium or cooperative project.

This appraisal report is subject to the following scope of work, intended use, intended user, definition of market value,
statement of assumptions and limiting conditions, and certifications. Modifications, additions, or deletions to the intended
use, intended user, definition of market value, or assumptions and limiting conditions are not permitted. The appraiser may
expand the scope of work to include any additional research or analysis necessary based on the complexity of this appraisal
assignment. Modifications or deletions to the certifications are also not permitted. However, additional certifications that do
not constitute material alterations to this appraisal report, such as those required by law or those related to the appraiser's
continuing education or membership in an appraisal organization, are permitted.

SCOPE OF WORK:  The scope of work for this appraisal is defined by the complexity of this appraisal assignment and the
reporting requirements of this appraisal report form, including the following definition of market value, statement of
assumptions and limiting conditions, and certifications. The appraiser must, at a minimum: (1) perform a complete visual
inspection of the interior and exterior areas of the subject property, (2) inspect the neighborhood, (3) inspect each of the
comparable sales from at least the street, (4) research, verify, and analyze data from reliable public and/or private sources,
and (5) report his or her analysis, opinions, and conclusions in this appraisal report.

INTENDED USE: The intended use of this appraisal report is for the lender/client to evaluate the property that is the
subject of this appraisal for a mortgage finance transaction.

INTENDED USER: The intended user of this appraisal report is the lender/client.

DEFINITION OF MARKET VALUE: The most probable price which a property should bring in a competitive and open
market under all conditions requisite to a fair sale, the buyer and seller, each acting prudently, knowledgeably and assuming
the price is not affected by undue stimulus. Implicit in this definition is the consummation of a sale as of a specified date and
the passing of title from seller to buyer under conditions whereby: (1) buyer and seller are typically motivated; (2) both
parties are well informed or well advised, and each acting in what he or she considers his or her own best interest; (3) a
reasonable time is allowed for exposure in the open market; (4) payment is made in terms of cash in U. S. dollars or in terms
of financial arrangements comparable thereto; and (5) the price represents the normal consideration for the property sold
unaffected by special or creative financing or sales concessions* granted by anyone associated with the sale.

*Adjustments to the comparables must be made for special or creative financing or sales concessions. No adjustments are
necessary for those costs which are normally paid by sellers as a result of tradition or law in a market area; these costs are
readily identifiable since the seller pays these costs in virtually all sales transactions. Special or creative financing
adjustments can be made to the comparable property by comparisons to financing terms offered by a third party institutional
lender that is not already involved in the property or transaction. Any adjustment should not be calculated on a mechanical
dollar for dollar cost of the financing or concession but the dollar amount of any adjustment should approximate the market's
reaction to the financing or concessions based on the appraiser's judgment.

STATEMENT OF ASSUMPTIONS AND LIMITING CONDITIONS: The appraiser's certification in this report is
subject to the following assumptions and limiting conditions:

1. The appraiser will not be responsible for matters of a legal nature that affect either the property being appraised or the fitle
to it, except for information that he or she became aware of during the research involved in performing this appraisal. The
appraiser assumes that the title is good and marketable and will not render any opinions about the fitle.

2. The appraiser has provided a sketch in this appraisal report to show the approximate dimensions of the improvements.
The sketch is included only to assist the reader in visualizing the property and understanding the appraiser's determination
of its size.

3. The appraiser has examined the available flood maps that are provided by the Federal Emergency Management Agency
(or other data sources) and has noted in this appraisal report whether any portion of the subject site is located in an
identified Special Flood Hazard Area. Because the appraiser is not a surveyor, he or she makes no guarantees, express or
implied, regarding this determination.

4. The appraiser will not give testimony or appear in court because he or she made an appraisal of the property in question,
unless specific arrangements to do so have been made beforehand, or as otherwise required by law.

5. The appraiser has noted in this appraisal report any adverse conditions (such as needed repairs, deterioration, the
presence of hazardous wastes, toxic substances, etc.) observed during the inspection of the subject property or that he or
she became aware of during the research involved in performing the appraisal. Unless otherwise stated in this appraisal
report, the appraiser has no knowledge of any hidden or unapparent physical deficiencies or adverse conditions of the
property (such as, but not limited to, needed repairs, deterioration, the presence of hazardous wastes, toxic substances,
adverse environmental conditions, etc.) that would make the property less valuable, and has assumed that there are no such
conditions and makes no guarantees or warranties, express or implied. The appraiser will not be responsible for any such
conditions that do exist or for any engineering or testing that might be required to discover whether such conditions exist.
Because the appraiser is not an expert in the field of environmental hazards, this appraisal report must not be considered as
an environmental assessment of the property.

6. The appraiser has based his or her appraisal report and valuation conclusion for an appraisal that is subject to satisfactory
completion, repairs, or alterations on the assumption that the completion, repairs, or alterations of the subject property will
be performed in a professional manner.
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APPRAISER'S CERTIFICATION:  The Appraiser certifies and agrees that:

1. | have, at a minimum, developed and reported this appraisal in accordance with the scope of work requirements stated in
this appraisal report.

2. | performed a complete visual inspection of the interior and exterior areas of the subject property. | reported the condition
of the improvements in factual, specific terms. | identified and reported the physical deficiencies that could affect the
livability, soundness, or structural integrity of the property.

3. | performed this appraisal in accordance with the requirements of the Uniform Standards of Professional Appraisal
Practice that were adopted and promulgated by the Appraisal Standards Board of The Appraisal Foundation and that were in
place at the time this appraisal report was prepared.

4. | developed my opinion of the market value of the real property that is the subject of this report based on the sales
comparison approach to value. | have adequate comparable market data to develop a reliable sales comparison approach
for this appraisal assignment. | further certify that | considered the cost and income approaches to value but did not develop
them, unless otherwise indicated in this report.

5. | researched, verified, analyzed, and reported on any current agreement for sale for the subject property, any offering for
sale of the subject property in the twelve months prior to the effective date of this appraisal, and the prior sales of the subject
property for a minimum of three years prior to the effective date of this appraisal, unless otherwise indicated in this report.

6. | researched, verified, analyzed, and reported on the prior sales of the comparable sales for a minimum of one year prior
to the date of sale of the comparable sale, unless otherwise indicated in this report.

7. | selected and used comparable sales that are locationally, physically, and functionally the most similar to the subject property.

8. | have not used comparable sales that were the result of combining a land sale with the contract purchase price of a home that
has been built or will be built on the land.

9. | have reported adjustments to the comparable sales that reflect the market's reaction to the differences between the subject
property and the comparable sales.

10. | verified, from a disinterested source, all information in this report that was provided by parties who have a financial interest in
the sale or financing of the subject property.

11. | have knowledge and experience in appraising this type of property in this market area.

12. | am aware of, and have access to, the necessary and appropriate public and private data sources, such as multiple listing
services, tax assessment records, public land records and other such data sources for the area in which the property is located.

13. | obtained the information, estimates, and opinions furnished by other parties and expressed in this appraisal report from
reliable sources that | believe to be true and correct.

14. | have taken into consideration the factors that have an impact on value with respect to the subject neighborhood, subject
property, and the proximity of the subject property to adverse influences in the development of my opinion of market value. |
have noted in this appraisal report any adverse conditions (such as, but not limited to, needed repairs, deterioration, the
presence of hazardous wastes, toxic substances, adverse environmental conditions, etc.) observed during the inspection of the
subject property or that | became aware of during the research involved in performing this appraisal. | have considered these
adverse conditions in my analysis of the property value, and have reported on the effect of the conditions on the value and
marketability of the subject property.

15. | have not knowingly withheld any significant information from this appraisal report and, to the best of my knowledge, all
statements and information in this appraisal report are true and correct.

16. | stated in this appraisal report my own personal, unbiased, and professional analysis, opinions, and conclusions, which
are subject only to the assumptions and limiting conditions in this appraisal report.

17. | have no present or prospective interest in the property that is the subject of this report, and | have no present or

prospective personal interest or bias with respect to the participants in the transaction. | did not base, either partially or
completely, my analysis and/or opinion of market value in this appraisal report on the race, color, religion, sex, age, marital
status, handicap, familial status, or national origin of either the prospective owners or occupants of the subject property or of the
present owners or occupants of the properties in the vicinity of the subject property or on any other basis prohibited by law.

18. My employment and/or compensation for performing this appraisal or any future or anticipated appraisals was not
conditioned on any agreement or understanding, written or otherwise, that | would report (or present analysis supporting) a
predetermined specific value, a predetermined minimum value, a range or direction in value, a value that favors the cause of
any party, or the attainment of a specific result or occurrence of a specific subsequent event (such as approval of a pending
mortgage loan application).

19. | personally prepared all conclusions and opinions about the real estate that were set forth in this appraisal report. If |
relied on significant real property appraisal assistance from any individual or individuals in the performance of this appraisal
or the preparation of this appraisal report, | have named such individual(s) and disclosed the specific tasks performed in this
appraisal report. | certify that any individual so named is qualified to perform the tasks. | have not authorized anyone to make
a change to any item in this appraisal report; therefore, any change made to this appraisal is unauthorized and | will take no
responsibility for it.

20. | identified the lender/client in this appraisal report who is the individual, organization, or agent for the organization that
ordered and will receive this appraisal report.
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21. The lender/client may disclose or distribute this appraisal report to: the borrower; another lender at the request of the
borrower; the mortgagee or its successors and assigns; mortgage insurers; government sponsored enterprises; other
secondary market participants; data collection or reporting services; professional appraisal organizations; any department,
agency, or instrumentality of the United States; and any state, the District of Columbia, or other jurisdictions; without having to
obtain the appraiser's or supervisory appraiser's (if applicable) consent. Such consent must be obtained before this appraisal
report may be disclosed or distributed to any other party (including, but not limited to, the public through advertising, public
relations, news, sales, or other media).

22. | am aware that any disclosure or distribution of this appraisal report by me or the lender/client may be subject to certain
laws and regulations. Further, 1 am also subject to the provisions of the Uniform Standards of Professional Appraisal Practice
that pertain to disclosure or distribution by me.

23. The borrower, another lender at the request of the borrower, the mortgagee or its successors and assigns, mortgage
insurers, government sponsored enterprises, and other secondary market participants may rely on this appraisal report as part
of any mortgage finance transaction that involves any one or more of these parties.

24. If this appraisal report was transmitted as an "electronic record" containing my ‘electronic signature," as those terms are
defined in applicable federal and/or state laws (excluding audio and video recordings), or a facsimile transmission of this
appraisal report containing a copy or representation of my signature, the appraisal report shall be as effective, enforceable and
valid as if a paper version of this appraisal report were delivered containing my original hand written signature.

25. Any intentional or negligent misrepresentation(s) contained in this appraisal report may result in civil liability and/or
criminal penalties including, but not limited to, fine or imprisonment or both under the provisions of Title 18, United States
Code, Section 1001, et seq., or similar state laws.

SUPERVISORY APPRAISER'S CERTIFICATION: The Supervisory Appraiser certifies and agrees that:

1. | directly supervised the appraiser for this appraisal assignment, have read the appraisal report, and agree with the appraiser's
analysis, opinions, statements, conclusions, and the appraiser's certification.

2. | accept full responsibility for the contents of this appraisal report including, but not limited to, the appraiser's analysis, opinions,
statements, conclusions, and the appraiser's certification.

3. The appraiser identified in this appraisal report is either a sub-contractor or an employee of the supervisory appraiser (or the
appraisal firm), is qualified to perform this appraisal, and is acceptable to perform this appraisal under the applicable state law.

4. This appraisal report complies with the Uniform Standards of Professional Appraisal Practice that were adopted and
promulgated by the Appraisal Standards Board of The Appraisal Foundation and that were in place at the time this appraisal
report was prepared.

5. If this appraisal report was transmitted as an "electronic record" containing my “electronic signature, as those terms are
defined in applicable federal and/or state laws (excluding audio and video recordings), or a facsimile transmission of this
appraisal report containing a copy or representation of my signature, the appraisal report shall be as effective, enforceable and
valid as if a paper version of this appraisal report were delivered containing my original hand written signature.

APPRAISER SUPERVISORY APPRAISER (ONLY IF REQUIRED)

Signature Signature
Name  David [ Name

Company Name Real Estate Company Name
Company Address _ Company Address

Telephone Number Telephone Number

Email Address Email Address

Date of Signature and Report 04/24/2018 Date of Signature

Effective Date of Appraisal 04/18/2018 State Certification #

State Certification # _ or State License #

or State License # State

or Other (describe) State # Expiration Date of Certification or License
State NJ

Expiration Date of Gertification or License 12/31/2019 SUBJECT PROPERTY

ADDRESS OF PROPERTY APPRAISED [J' Did not inspect subject property

[ ] Did inspect exterior of subject property from street
Date of Inspection

APPRAISED VALUE OF SUBJECT PROPERTY $ 152,000 [ ] Did inspect interior and exterior of subject property
Date of Inspection

57 Mary Ellen Ln

LENDER/CLIENT
Name Appraisal Nation : . COMPARABLE SALES
Company Name Secured Investment High Yield Fund
Company Address 1121 E. Mullan Ave., Coeur d'Alene, ID 83814 [] Did not inspect exterior of comparable sales from street
[ Did inspect exterior of comparable sales from street
Email Address Date of Inspection
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FEATURE \ SUBJECT COMPARABLE SALE # 4 COMPARABLE SALE # 5 COMPARABLE SALE # 6
Address 57 Mary Ellen Ln 56 Mary Ellen Ln 16 Mary Ellen Ln 43 Mary Ellen Ln
Proximity to Subject 0.10 miles NW 0.07 miles S 0.02 miles N
Sale Price $ $ 160,000 $ 185,000 $ 192,650
Sale Price/Gross Liv. Area $ sq.ft.|$ 92.11 sq.ft. §  106.51 sa.ft $ 96.33 sq.ft.
Data Source(s) Trend MLS# 6907024;DOM 384 |Trend MLS# 7017734;D0M 47 Trend MLS# 7044110;DOM 36
Verification Source(s) tax records tax records tax records
VALUE ADJUSTMENTS DESCRIPTION DESCRIPTION +(-) $ Adjustment DESCRIPTION +(-) $ Adjustment DESCRIPTION +(-) $ Adjustment
Sales or Financing ArmLth ArmLth ArmLth
Concessions FHA;3000 -3,000/FHA;0 VA;7700 -7,700
Date of Sale/Time s03/18;Unk s10/17;Unk s11/17;Unk
- Location N;Res; N;Res; N;Res; N;Res;
g Leasehold/Fee Simple Fee Simple fee simple fee simple fee simple
3 Site 9375 sf 8375 sf 09375 sf 13320 sf 0
i View N;Res; N;Res; N;Res; N;Res;
; Design (Style) DT2.0;split level |DT2.0;Split Leve DT2.0;Split level DT1.0;Ranch 0
8 Quality of Construction Q4 Q4 Q4 Q4
£ Actual Age 39 39 39 39
=4 Condition c4 c4 +25,000/C3 c3
8 Above Grade Total |Bdrms. | Baths | Total |Bdrms. | Baths 0| Total |Bdrms. | Baths 0| Total |Bdrms. | Baths
[#] Room Count 8 3 111 7] 3 (1.0 +1,500, 7 | 3 |20 -1,500] 8 | 4 |2.0 -1,500
5:" Gross Living Area 1,738 saft. 1,737 saft 0 1,737 saft 0 2,000 sgft -7,900
Basement & Finished Osf 573sf0sfin -8,000|0sf Osf
Rooms Below Grade
Functional Utility Average Average Average Average
Heating/Cooling FWA/Cent FWA/Cent FWA/Cent FWA/Cent
Energy Efficient Items None noted None noted None noted insul. windows -1,500
Garage/Carport 1galdw 1dw +2,500/1galdw 0] 2dw +2,500
Porch/Patio/Deck Deck,pto,prch | Deck +3,000/Porch,patio +1,500| Porch,patio +1,500
Fireplace Fireplace None +1,500{None +1,500|None
Other None updated kitchen -3,000|updated kitchen -3,000|updated kitchen -3,000
Net Adjustment (Total) X+ []- 18 19500, [+ X - |8 15000 [1+ M- |§ -17,600
Adjusted Sale Price Net Adj. 122% Net Adj. 08% Net Adj. 91%
of Comparables Gross Adj..  29.7%|$ 179,500/Gross Adi. 4.1 %|$ 183,500/Gross Adi.  13.3%|$ 175,050
Report the results of the research and analysis of the prior sale or transfer history of the subject property and comparable sales (report additional prior sales on page 3).
ITEM SUBJECT COMPARABLE SALE # 4 COMPARABLE SALE # 5 COMPARABLE SALE # 6

Date of Prior Sale/Transfer
Price of Prior Sale/Transfer

indicate replacing kitchen cabinets. Therefore a lower updated kitchen adjustment was still applied.

>

-4 Data Source(s) Tax records tax records tax records tax records

’a_', Effective Date of Data Source(s) 04/18/2018 04/18/2018 04/18/2018 04/18/2018

ﬁ Analysis of prior sale or transfer history of the subject property and comparable sales subject will have a partially updated kitchen as plans and specs do not
-

<

(72}

Analysis/Comments Please note that the appraiser cannot change the fields of the subject above on this page as it would also change the fields
located on page 2 of the 1004. For comps 5-7 the subiject is considered to be in a C3 condition after the work is completed on the subject that is
listed on the plans and spec sheet attached within the report.

Subject's after improved value is estimated at $180,000

ANALYSIS /| COMMENTS
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Market Conditions Addendum to the Appraisal Report

File No. ANS-279530

The purpose of this addendum is to provide the lender/client with a clear and accurate understanding of the market trends and conditions prevalent in the subject

neighborhood. This is a required addendum for all appraisal reports with an effective date on or after April 1, 2009.

Property Address 57 Mary Ellen Ln

cy S

Borrower  Keith

State .

P Code-

Instructions: The appraiser must use the information required on this form as the basis for his/her conclusions, and must provide support for those conclusions, regarding
housing trends and overall market conditions as reported in the Neighborhood section of the appraisal report form. The appraiser must fill in all the information to the extent
it is available and reliable and must provide analysis as indicated below. If any required data is unavailable or is considered unreliable, the appraiser must provide an
explanation. It is recognized that not all data sources will be able to provide data for the shaded areas below; if it is available, however, the appraiser must include the data
in the analysis. If data sources provide the required information as an average instead of the median, the appraiser should report the available figure and identify it as an
average. Sales and listings must be properties that compete with the subject property, determined by applying the criteria that would be used by a prospective buyer of the
subject property. The appraiser must explain any anomalies in the data, such as seasonal markets, new construction, foreclosures, etc.

Inventory Analysis Prior 7-12 Months Prior 4-6 Months Current — 3 Months Overall Trend

Total # of Comparable Sales (Settled) 2 2 3 [ | Increasing |D Stable [ ] Declining
Absorption Rate (Total Sales/Months) 0.33 0.67 1.00 X Increasing |[ ] Stable [ ] Declining
Total # of Comparable Active Listings 2 B 8 [ ] Declining [[ ] Stable X Increasing
Months of Housing Supply (Total Listings/Ab.Rate) 6.1 75 8.0 [] Declining  |D< Stable [ ] Increasing
Median Sale & List Price, DOM, Sale/List % Prior 7-12 Months Prior 4-6 Months Current — 3 Months Overall Trend

Median Comparable Sale Price 194,000 188,825 187,500 [ ] Increasing |D{ Stable [ ] Declining
Median Comparable Sales Days on Market 10 42 83 [ ] Declining |D{ Stable [ ] Increasing
Median Comparable List Price 169,000 129,999 154,950 [ ] Increasing |[ ] Stable ™ Declining
Median Comparable Listings Days on Market 224 129 90 Declining [[ | Stable [ ] Increasing
Median Sale Price as % of List Price 1.15 1.45 1.21 [ ] Increasing |D{ Stable [ ] Declining
Seller-(developer, builder, etc.)paid financial assistance prevalent? M Yes [ ]No [ ] Declining |D Stable [ ] Increasing

fees, options, etc.).

Explain in detail the seller concessions trends for the past 12 months (e.g., seller contributions increased from 3% to 5%, increasing use of buydowns, closing costs, condo
Seller concession of approximately 2-5% is common in the market place. Seller concessions are commonly applied to

closing costs.

MARKET RESEARCH & ANALYSIS

Are foreclosure sales (REQ sales) a factor in the market

? [ ]Yes D4 No

If yes, explain (including the trends in listings and sales of foreclosed properties).

Although these sales do exist in the subject's market neighborhood, these sales are not considered to be a factor at this time.

Cite data sources for above information.

Trend MLS data was used as the primary source for the above information.

Summarize the above information as support for your conclusions in the Neighborhood section of the appraisal report form. If you used any additional information, such as
an analysis of pending sales and/or expired and withdrawn listings, to formulate your conclusions, provide both an explanation and support for your conclusions.

The above information was found through the local Trend MLS. This service is found to be reliable and accurate. The lack of "comparables"

within the subject neighborhood limits the appraiser from properly filling out the 1004MC. The appraiser recommends no weight be based on

the 1004MC due to the lack of comparable sales.

the foll

If the subject is a unit in a condominium or coop!

project,

)

Project Name:

Subject Project Data Prior 7-12 Months Prior 4-6 Months Current - 3 Months Overall Trend

Total # of Comparable Sales (Settled) || Increasing [| | Stable || Declining
Absorption Rate (Total Sales/Months) [ ] Increasing [[ ] Stable [ ] Declining
Total # of Active Comparable Listings [ ] Declining |[] Stable [ ] Increasing
Months of Unit Supply (Total Listings/Ab.Rate) [ ] Declining [[_] Stable [ ] Increasing

Are foreclosure sales (REQ sales) a factor in the project
foreclosed properties.

[ IYes [ ]No

If yes, indicate the number of REO listings and explaﬁthe trends in Iisﬁgs and sales of

CONDO/CO-OP PROJECTS

Summarize the above trends and address the impact on

the subject unit and project.

State License/Certification #

State

State License/Certification #

Signature Signature
& Appraiser Name David Supervisory Appraiser Name
7] Company Name  Real Estate Company Name
E Company Address Company Address
o
<

State

Email Address

Email Address

Freddie Mac Form 71 March 2009

Page 1 of 1

Fannie Mae Form 1004MC March 2009
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Supplemental Addendum File No. ANS-279530

Borrower Keith |

Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

* URAR: Subiject - Overall Condition of the Property

The subject property was found to be in overall average condition at the time of inspection. Physical depreciation due to normal
wear and tear. Noted repairs include the front porch is sinking in towards the house, a broken window on the left side of the
home (family room window) and a small section of missing siding along the right side of the home and a broken window in the
family room. Estimated cost to cure $3500. The roof and siding did appear to have been replaced within the prior 7+/- years the
appraiser is estimating.

* URAR: Sales Comparison Analysis - Summary of Sales Comparison Approach

An extensive search of the market through MLS have indicated the above sales to be the most recent, similar and proximate to
the subject property. GLA adjusted at $30 per sq. ft. Adjustments arrived at through paired sales analysis. All sales were
considered in the estimate of value. All sales are considered to be the most similar in GLA, utility, location and marketability as
of the effective date of this appraisal report. The GLA of the comparable sales was obtained directly from tax records. Due to
the exhausted inventory of comparable sales the appraiser was forced to exceed the customary 6 month time period, but please
note that all sales are within the allowed one year time frame. No time adjustments were utilized due to overall stable market
conditions. The comparable sales used are in the subject's direct market neighborhood. comparable two and three have been
updated and do warrant a condition adjustment. Comparable #3 is not as updated as comparable #2 and did not warrant as
great as a condition adjustment. Please note that for the purpose of this appraisal report, the appraiser was justified in using
the same comparables in the as is value and with the After Repaired Value because the home was found to be in overall
average livable condition.

04/24/2018
The appraiser was asked to comment on the following; "comment on the AS REPAIRED $ 180,000 value being less than the
AS IS $152,000+ the rehab $40,250 ($192,250)"

Please note comparables #5 and #6, located on the same street (this does not pertain to comparable #4 as much because
comparable #4 is not as updated as comparables #5 and #6). These sales are updated better than what the plans and specs
propose that were provided for this appraisal report. These homes both have an extra half bathroom, updated kitchens (the
plans and specs do not call for new kitchen cabinets), and comp #6 is 262 sq. ft. larger. The data provided is reasonable and
accurate, and the best way for this to make sense to a buyer or an investor is to purchase the property for less than the As Is
value as the rehab cost of $40,250 will not give back an even return.
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Subject Photo Page

Borrower Keith |

Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

Subject Front
57 Mary Ellen Ln

Sales Price
Gross Living Area 1,738
Total Rooms 8

Total Bedrooms 3
Total Bathrooms 1.1

Location N;Res;
View N;Res;
Site 9375 sf
Quality Q4
Age 39

Subject Rear

Subject Street
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Comparable Photo Page

Borrower Keith |

Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

Comparable 1
56 Mary Ellen Ln
Prox. to Subject 0.10 miles NW

Sale Price 160,000
Gross Living Area 1,737
Total Rooms 7

Total Bedrooms 3
Total Bathrooms 1.0

Location N;Res;
View N;Res;
Site 8375 sf
Quality Q4

Age 39

Comparable 2
16 Mary Ellen Ln
Prox. to Subject 0.07 miles S

Sale Price 185,000
Gross Living Area 1,737
Total Rooms 7

Total Bedrooms 3
Total Bathrooms 2.0

Location N;Res;
View N;Res;
Site 9375 sf
Quality Q4
Age 39

Comparable 3
60 Sturbridge Dr
Prox. to Subject 0.47 miles NW

Sale Price 189,000
Gross Living Area 1,818
Total Rooms 7

Total Bedrooms 3
Total Bathrooms 1.1

Location N;Res;
View N;Res;
Site 11440 sf
Quality Q4

Age 38
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Comparable Photo Page

Borrower Keith |

Property Address 57 Mary Ellen Ln

City

County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

Comparable 4
56 Mary Ellen Ln
Prox. to Subject 0.10 miles NW

Sale Price 160,000
Gross Living Area 1,737
Total Rooms 7

Total Bedrooms 3
Total Bathrooms 1.0

Location N;Res;
View N;Res;
Site 8375 sf
Quality Q4

Age 39

Comparable 5
16 Mary Ellen Ln
Prox. to Subject 0.07 miles S

Sale Price 185,000
Gross Living Area 1,737
Total Rooms 7

Total Bedrooms 3
Total Bathrooms 2.0

Location N;Res;
View N;Res;
Site 9375 sf
Quality Q4
Age 39

Comparable 6
43 Mary Ellen Ln
Prox. to Subject 0.02 miles N

Sale Price 192,650
Gross Living Area 2,000
Total Rooms 8

Total Bedrooms 4
Total Bathrooms 2.0

Location N;Res;
View N;Res;
Site 13320 sf
Quality Q4

Age 39
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Photograph Addendum

Borrower Keith -

Property Address 57 Mary Ellen Ln

City _ County -

Lender/Client Secured Investment High Yield Fund

State . Zip Code 08081

alt. street scene front
front / side storage shed
side living room
kitchen garage interior

porch / sloping

deck, poor condition

dining room

electrical panel
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Photograph Addendum

Borrower Keith [l
Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

garage mud room behind garage utilities on
laundry room 1/2 bath family room

bath bedroom bedroom
bedroom attic sealed shut/screws mechanicals
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Photograph Addendum

Borrower Keith |

Property Address 57 Mary Ellen Ln

City _ County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

front porch missing siding
Comments: Comments:
note porch is sloping in towards home and failing missing exterior vinyl siding
broken window sealed attic
Comments: Comments:
broken window in family room, side of home attic sealed shut, appraiser could not gain access to attic
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Building Sketch

Borrower Keith |

Property Address 57 Mary Ellen Ln

City

County - State . Zip Code -

Lender/Client Secured Investment High Yield Fund

22"
33.6"
Dining
Laundry Room Bedroom Bath
Room Kitchen
11'
Family N o
e R
’a’i Room S R @
R 1 car -
o L] Garage 5]
1/2 Living —
Room
Bath . Bedroom Bedroom
22
2z a 11° 22

TOTAL Sketch by a la mode, inc. Area Calculations Summary

Living Area Calculation Details

First Floor 1122.2 5q ft 05x3x3 = 45
05x3x3 = 45
4.4 %3 = 13.2
24 x 22 = 528
26 x 22 = 572

Second Floor 616 Sq ft 22 x 28 = 616

Total Living Area (Rounded): 1738 Sq ft

Non-living Area

1 Car Attached 165 Sq ft 11 x 15 = 165
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Location Map

Borrower Keitl

Property Address 57 Mary Ellen Ln

City

County - State .

Lender/Client Secured Investment High Yield Fund

Zip Code -
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Location Map

Borrower Keith |

Property Address 57 Mary Ellen Ln

City

County - State .

Lender/Client Secured Investment High Yield Fund

Zip Code -
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Plans and Specs
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File No. ~ ANS-279530

UNIFORM APPRAISAL DATASET (UAD) DEFINITIONS ADDENDUM
(Source: Fannie Mae UAD Appendix D: UAD Field-Specific Standardization Requirements)

Condition Ratings and Definitions

c1

The improvements have been recently constructed and have not been previously occupied. The entire structure and all components are new
and the dwelling features no physical depreciation.

Note: Newly constructed improvements that feature recycled or previously used materials and/or components can be considered new dwellings
provided that the dwelling is placed on a 100 percent new foundation and the recycled materials and the recycled components have been
rehabilitated/remanufactured into like-new condition. Improvements that have not been previously occupied are not considered “new” if they
have any significant physical depreciation (that is, newly constructed dwellings that have been vacant for an extended period of time without
adequate maintenance or upkeep).

c2

The improvements feature no deferred maintenance, little or no physical depreciation, and require no repairs. Virtually all building components
are new or have been recently repaired, refinished, or rehabilitated. All outdated components and finishes have been updated and/or replaced
with components that meet current standards. Dwellings in this category are either almost new or have been recently completely renovated and
are similar in condition to new construction.

Note: The improvements represent a relatively new property that is well maintained with no deferred maintenance and little or no physical
depreciation, or an older property that has been recently completely renovated.

C3

The improvements are well maintained and feature limited physical depreciation due to normal wear and tear. Some components, but not every
major building component, may be updated or recently rehabilitated. The structure has been well maintained.

Note: The improvement is in its first-cycle of replacing short-lived building components (appliances, floor coverings, HVAC, etc.) and is
being well maintained. Its estimated effective age is less than its actual age. It also may reflect a property in which the majority of
short-lived building components have been replaced but not to the level of a complete renovation.

Cc4

The improvements feature some minor deferred maintenance and physical deterioration due to normal wear and tear. The dwelling has been
adequately maintained and requires only minimal repairs to building components/mechanical systems and cosmetic repairs. All major building
components have been adequately maintained and are functionally adequate.

Note: The estimated effective age may be close to or equal to its actual age. It reflects a property in which some of the short-lived building
components have been replaced, and some short-lived building components are at or near the end of their physical life expectancy; however,
they still function adequately. Most minor repairs have been addressed on an ongoing basis resulting in an adequately maintained property.

C5

The improvements feature obvious deferred maintenance and are in need of some significant repairs. Some building components need repairs,
rehabilitation, or updating. The functional utility and overall livability is somewhat diminished due to condition, but the dwelling remains
useable and functional as a residence.

Note: Some significant repairs are needed to the improvements due to the lack of adequate maintenance. It reflects a property in which many
of its short-lived building components are at the end of or have exceeded their physical life expectancy but remain functional.

C6

The improvements have substantial damage or deferred maintenance with deficiencies or defects that are severe enough to affect the safety,
soundness, or structural integrity of the improvements. The improvements are in need of substantial repairs and rehabilitation, including many
or most major components.

Note: Substantial repairs are needed to the improvements due to the lack of adequate maintenance or property damage. It reflects a property
with conditions severe enough to affect the safety, soundness, or structural integrity of the improvements.

Quality Ratings and Definitions

Q1

Dwellings with this quality rating are usually unique structures that are individually designed by an architect for a specified user. Such
residences typically are constructed from detailed architectural plans and specifications and feature an exceptionally high level of workmanship
and exceptionally high-grade materials throughout the interior and exterior of the structure. The design features exceptionally high-quality
exterior refinements and ornamentation, and exceptionally high-quality interior refinements. The workmanship, materials, and finishes
throughout the dwelling are of exceptionally high quality.

Q2

Dwellings with this quality rating are often custom designed for construction on an individual property owner’s site. However, dwellings in
this quality grade are also found in high-quality tract developments featuring residence constructed from individual plans or from highly
modified or upgraded plans. The design features detailed, high quality exterior ornamentation, high-quality interior refinements, and detail. The
workmanship, materials, and finishes throughout the dwelling are generally of high or very high quality.

UAD Version 9/2011 (Updated 1/2014)
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UNIFORM APPRAISAL DATASET (UAD) DEFINITIONS ADDENDUM

(Source: Fannie Mae UAD Appendix D: UAD Field-Specific Standardization Requirements)
Quality Ratings and Definitions (continued)

Q3

Dwellings with this quality rating are residences of higher quality built from individual or readily available designer plans in above-standard
residential tract developments or on an individual property owner’s site. The design includes significant exterior ornamentation and interiors
that are well finished. The workmanship exceeds acceptable standards and many materials and finishes throughout the dwelling have been
upgraded from “stock” standards.

Q4

Dwellings with this quality rating meet or exceed the requirements of applicable building codes. Standard or modified standard building plans
are utilized and the design includes adequate fenestration and some exterior ornamentation and interior refinements. Materials, workmanship,
finish, and equipment are of stock or builder grade and may feature some upgrades.

Q5

Dwellings with this quality rating feature economy of construction and basic functionality as main considerations. Such dwellings feature a
plain design using readily available or basic floor plans featuring minimal fenestration and basic finishes with minimal exterior ornamentation
and limited interior detail. These dwellings meet minimum building codes and are constructed with inexpensive, stock materials

with limited refinements and upgrades.

Q6

Dwellings with this quality rating are of basic quality and lower cost; some may not be suitable for year-round occupancy. Such dwellings

are often built with simple plans or without plans, often utilizing the lowest quality building materials. Such dwellings are often built or
expanded by persons who are professionally unskilled or possess only minimal construction skills. Electrical, plumbing, and other mechanical
systems and equipment may be minimal or non-existent. Older dwellings may feature one or more substandard or non-conforming additions
to the original structure

Definitions of Not Updated, Updated, and Remodeled

Not Updated
Little or no updating or modernization. This description includes, but is not limited to, new homes.
Residential properties of fifteen years of age or less often reflect an original condition with no updating, if no major
components have been replaced or updated. Those over fifteen years of age are also considered not updated if the
appliances, fixtures, and finishes are predominantly dated. An area that is ‘Not Updated’ may still be well maintained
and fully functional, and this rating does not necessarily imply deferred maintenance or physical/functional deterioration.

Updated
The area of the home has been modified to meet current market expectations. These modifications
are limited in terms of both scope and cost.
An updated area of the home should have an improved look and feel, or functional utility. Changes that constitute
updates include refurbishment and/or replacing components to meet existing market expectations. Updates do not
include significant alterations to the existing structure.

Remodeled
Significant finish and/or structural changes have been made that increase utility and appeal through
complete replacement and/or expansion.
A remodeled area reflects fundamental changes that include multiple alterations. These alterations may include
some or all of the following: replacement of a major component (cabinet(s), bathtub, or bathroom tile), relocation
of plumbing/gas fixtures/appliances, significant structural alterations (relocating walls, and/or the addition of)
square footage). This would include a complete gutting and rebuild.

Explanation of Bathroom Count

Three-quarter baths are counted as a full bath in all cases. Quarter baths (baths that feature only a toilet) are not
included in the bathroom count. The number of full and half baths is reported by separating the two values using a
period, where the full bath count is represented to the left of the period and the half bath count is represented to the
right of the period.

Example:
3.2 indicates three full baths and two half baths.

UAD Version 9/2011 (Updated 1/2014)
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Abbreviations Used in Data Standardization Text

UNIFORM APPRAISAL DATASET (UAD) DEFINITIONS ADDENDUM

(Source: Fannie Mae UAD Appendix D: UAD Field-Specific Standardization Requirements)

Abbreviation Full Name Fields Where This Abbreviation May Appear
A Adverse Location & View
ac Acres Area, Site
AdjPrk Adjacent to Park Location
AdjPwr Adjacent to Power Lines Location
ArmLth Arms Length Sale Sale or Financing Concessions
AT Attached Structure Design (Style)
B Beneficial Location & View
ba Bathroom(s) Basement & Finished Rooms Below Grade
br Bedroom Basement & Finished Rooms Below Grade
BsyRd Busy Road Location
9 Contracted Date Date of Sale/Time
Cash Cash Sale or Financing Concessions
Comm Commercial Influence Location
Conv Conventional Sale or Financing Concessions
cp Carport Garage/Carport
CrtOrd Court Ordered Sale Sale or Financing Concessions
CtySky City View Skyline View View
CtyStr City Street View View
cv Covered Garage/Carport
DOM Days On Market Data Sources
DT Detached Structure Design (Style)
dw Driveway Garage/Carport
e Expiration Date Date of Sale/Time
Estate Estate Sale Sale or Financing Concessions
FHA Federal Housing Authority Sale or Financing Concessions
g Garage Garage/Carport
ga Attached Garage Garage/Carport
gbi Built-in Garage Garage/Carport
gd Detached Garage Garage/Carport
GlfCse Golf Course Location
Glfvw Golf Course View View
GR Garden Design (Style)
HR High Rise Design (Style)
in Interior Only Stairs Basement & Finished Rooms Below Grade
Ind Industrial Location & View
Listing Listing Sale or Financing Concessions
Lndfl Landfill Location
LtdSght Limited Sight View
MR Mid-rise Design (Style)
Mtn Mountain View View
N Neutral Location & View
NonArm Non-Arms Length Sale Sale or Financing Concessions
0 Other Basement & Finished Rooms Below Grade
0 Other Design (Style)
op Open Garage/Carport
Prk Park View View
Pstrl Pastoral View View
PwrLn Power Lines View
PubTrn Public Transportation Location
Relo Relocation Sale Sale or Financing Concessions
REO REOQ Sale Sale or Financing Concessions
Res Residential Location & View
RH USDA - Rural Housing Sale or Financing Concessions
13 Recreational (Rec) Room Basement & Finished Rooms Below Grade
RT Row or Townhouse Design (Style)
S Settlement Date Date of Sale/Time
SD Semi-detached Structure Design (Style)
Short Short Sale Sale or Financing Concessions
sf Square Feet Area, Site, Basement
sqm Square Meters Area, Site
Unk Unknown Date of Sale/Time
VA Veterans Administration Sale or Financing Concessions
w Withdrawn Date Date of Sale/Time
wo Walk Out Basement Basement & Finished Rooms Below Grade
Woods Woods View View
Wir Water View View
WirFr Water Frontage Location
wu Walk Up Basement Basement & Finished Rooms Below Grade

UAD Version 9/2011 (Updated 1/2014)
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dotloop signature verification:
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Electronic Record and Signature Disclosure created on: 2/19/2015 | 7:56 AM

Parties agreed to: Tyron-

CONSUMER DISCLOSURE

From time to time, Berkshire Hathaway HomeServices Fox & Roach (we, us or Company) may
be required by law to provide to you certain written notices or disclosures. Described below are
the terms and conditions for providing to you such notices and disclosures electronically through
your DocuSign, Inc. (DocuSign) Express user account. Please read the information below
carefully and thoroughly, and if you can access this information electronically to your
satisfaction and agree to these terms and conditions, please confirm your agreement by clicking
the 'T agree' button at the bottom of this document.

Getting paper copies

At any time, you may request from us a paper copy of any record provided or made available
electronically to you by us. For such copies, as long as you are an authorized user of the
DocuSign system you will have the ability to download and print any documents we send to you
through your DocuSign user account for a limited period of time (usually 30 days) after such
documents are first sent to you. After such time, if you wish for us to send you paper copies of
any such documents from our office to you, you will be charged a $0.00 per-page fee. You may
request delivery of such paper copies from us by following the procedure described below.
Withdrawing your consent

If you decide to receive notices and disclosures from us electronically, you may at any time
change your mind and tell us that thereafter you want to receive required notices and disclosures
only in paper format. How you must inform us of your decision to receive future notices and
disclosure in paper format and withdraw your consent to receive notices and disclosures
electronically is described below.

Consequences of changing your mind

If you elect to receive required notices and disclosures only in paper format, it will slow the
speed at which we can complete certain steps in transactions with you and delivering services to
you because we will need first to send the required notices or disclosures to you in paper format,
and then wait until we receive back from you your acknowledgment of your receipt of such
paper notices or disclosures. To indicate to us that you are changing your mind, you must
withdraw your consent using the DocuSign "'Withdraw Consent' form on the signing page of your
DocuSign account. This will indicate to us that you have withdrawn your consent to receive
required notices and disclosures electronically from us and you will no longer be able to use your
DocuSign Express user account to receive required notices and consents electronically from us
or to sign electronically documents from us.

All notices and disclosures will be sent to you electronically

Unless you tell us otherwise in accordance with the procedures described herein, we will provide
electronically to you through your DocuSign user account all required notices, disclosures,
authorizations, acknowledgements, and other documents that are required to be provided or
made available to you during the course of our relationship with you. To reduce the chance of
you inadvertently not receiving any notice or disclosure, we prefer to provide all of the required
notices and disclosures to you by the same method and to the same address that you have given
us. Thus, you can receive all the disclosures and notices electronically or in paper format through
the paper mail delivery system. If you do not agree with this process, please let us know as
described below. Please also see the paragraph immediately above that describes the
consequences of your electing not to receive delivery of the notices and disclosures
electronically from us.
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How to contact Berkshire Hathaway HomeServices Fox & Roach:

You may contact us to let us know of your changes as to how we may contact you electronically,
to request paper copies of certain information from us, and to withdraw your prior consent to
receive notices and disclosures electronically as follows:

To contact us by email send messages to Jjj | | NN

To advise Berkshire Hathaway HomeServices Fox & Roach of your new e-mail address
To let us know of a change in your e-mail address where we should send notices and disclosures
electronically to you, you must send an email message to us a{jjj | SN 2d
in the body of such request you must state: your previous e-mail address, your new e-mail
address. We do not require any other information from you to change your email address..
In addition, you must notify DocuSign, Inc to arrange for your new email address to be reflected
in your DocuSign account by following the process for changing e-mail in DocuSign.
To request paper copies from Berkshire Hathaway HomeServices Fox & Roach
To request delivery from us of paper copies of the notices and disclosures previously provided
by us to you electronically, you must send us an e-mail tofjj | [ S 2d in
the body of such request you must state your e-mail address, full name, US Postal address, and
telephone number. We will bill you for any fees at that time, if any.
To withdraw your consent with Berkshire Hathaway HomeServices Fox & Roach
To inform us that you no longer want to receive future notices and disclosures in electronic
format you may:
i. decline to sign a document from within your DocuSign account, and on the subsequent
page, select the check-box indicating you wish to withdraw your consent, or you may;
ii. send us an e-mail to || 2d i» the body of such request you
must state your e-mail, full name, IS Postal Address, telephone number, and account
number. We do not need any other information from you to withdraw consent.. The
consequences of your withdrawing consent for online documents will be that transactions
may take a longer time to process..

Required hardware and software

Operating Systems: Windows2000? or WindowsXP?

Browsers (for SENDERS): Internet Explorer 6.0? or above

Browsers (for SIGNERS): Internet Explorer 6.0?, Mozilla FireFox 1.0,
NetScape 7.2 (or above)

Email: Access to a valid email account

Screen Resolution: 800 x 600 minimum

Enabled Security Settings:
*Allow per session cookies

*Users accessing the internet behind a Proxy
Server must enable HTTP 1.1 settings via
proxy connection

** These minimum requirements are subject to change. If these requirements change, we will
provide you with an email message at the email address we have on file for you at that time
providing you with the revised hardware and software requirements, at which time you will
have the right to withdraw your consent.
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Acknowledging your access and consent to receive materials electronically

To confirm to us that you can access this information electronically, which will be similar to
other electronic notices and disclosures that we will provide to you, please verify that you
were able to read this electronic disclosure and that you also were able to print on paper or
electronically save this page for your future reference and access or that you were able to
e-mail this disclosure and consent to an address where you will be able to print on paper or
save it for your future reference and access. Further, if you consent to receiving notices and
disclosures exclusively in electronic format on the terms and conditions described above,
please let us know by clicking the T agree' button below.

By checking the 'T Agree' box, I confirm that:

e [ can access and read this Electronic CONSENT TO ELECTRONIC RECEIPT OF
ELECTRONIC CONSUMER DISCLOSURES document; and

* I can print on paper the disclosure or save or send the disclosure to a place where I can
print it, for future reference and access; and

e  Until or unless I notify Berkshire Hathaway HomeServices Fox & Roach as described
above, I consent to receive from exclusively through electronic means all notices,
disclosures, authorizations, acknowledgements, and other documents that are required
to be provided or made available to me by Berkshire Hathaway HomeServices Fox &
Roach during the course of my relationship with you.
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dotioop signature verifcaton: [

ADDENDUM/AMENDMENT

Property: 57 Mary Ellen Ln, | NNENEkGG

Seller:
Buyer:

DATE:

Tyrone N

1 C

05/01/2018

)As per the contract dated January 26, 2018 regarding the property listed above we hereby
change the buyers name from LLCto LLC,

ALL OTHER CONDITIONS REMAIN IN FULL FORCE AND EFFECT.
ATTORNEY REVIEW

1.

Study by Attorney: The Buyer or the Seller may choose to have an attorney study this Contract. If an
attorney is consulted, the attorney must complete his or her review of the Contract within a three-day
period. This Contract will be legally binding at the end of this three-day period unless an attorney for
the buyer or the Seller reviews and disapproves of this Contract.

Counting the Time: You count the three days from the date of delivery of the signed Contract to the
Buyer and Seller. You do not count Saturdays, Sundays, or legal holidays. The Buyer and the Seller
may agree in writing to extend the three-day period for attorney review.

Notice of Disapproval: If an attorney for the Buyer or the Seller reviews and disapproves of this
Contract, the attorney must notify the REALTOR(S) and the other party named in this Contract within
the three-day period. Otherwise, this Contract will be legally binding as written. The attorney must
send notice of disapproval to the REALTOR(S) by certified mail, by telegram or by delivering it
personally. The telegram or certified letter will be effective upon sending. The personal delivery will
be effective upon delivery to the REALTOR(S) office. The attorney must also, but need not, inform
the REALTOR(S) of any suggested revision(s) in the Contract that would make it satisfactory.

dotloop verified dotloop verified
05/01/18 2:03PM EDT 05/01/18 2:03PM EDT
Z6DX-APMC-E4RF-ZV)T CRXS-6QLP-5Q6V-RXUZ

Buyer

dotloop verified
05/01/18 2:03PM EDT
GBPE-6RAK-O3HQ-PTI2

Buyer

Seller
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.OCWen.com West Palm Beach, FL 33409
Toll Free: 800.746.2936

e WEN Helping Homeowners Is What We Do!®
06/26/2018 Loan Number: I
Tyrone | Property Address:
57 MARY ELLEN LN 57 Mary Ellen Ln
| P

Tuis 1s Your Discount Pavorr AGREEMENT

PLEASE SEND THE REQUIRED DOCUMENTS AND FUNDS By 08/13/2018
Dear Customer(s),

Ocwen Loan Servicing, LLC, (“Ocwen"), acting on behalf of Deutsche Bank National Trust Company, as
trustee for Soundview Home Loan Trust 2006 EQ2 Asset-Backed Certificates, Series 2006-EQ2
(“Investor”), has approved a discounted payoff on the above referenced loan in the amount of

Why We Are $59,601.66 (“Payoff Amount”) and subject to the conditions set forth herein, an assistance payment
Contacting You  to the borrower of $0.00 (“Assistance Payment”).

See Conditions of the offer next page. Follow the detailed steps listed on the following page, on or
before 08/13/2018:
1. Sign and Return all documents listed below:
a. Faxto 407.737.5071 or
What You b. Email to SS@ocwen.com
Need To Do 2. Wire Transfer the full amount of the Approved Payoff
3. Mail All pages of the original, signed Promissory Note - applicable where a Promissory Note is
required for payoff.

P

U This discounted payoff option expires on 08/13/2018 (the “Expiration Date").

What We If you do not comply with the terms described below on or before such expiration date, this payoff
. option offer will no longer be available to you.
Will Do

Mahendranath Pal has been assigned as your relationship manager and will be your designated representative for resolution
inquiries and submission of documents.

If you have any questions, please contact your Relationship Manager Mahendranath Pal toll-free at 800.746.2936, Monday
through Friday 8 am to 9 pm and Saturday 8 am to 5 pm ET.

Sincerely,
Loan Servicing

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.

Page 1 of 12
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.OCWen.com West Palm Beach, FL 33409

oewE N Helping Homeowners Is What We Do!® Toll Free: 800.746,2936

1. There are no payments allowable to any Junior Liens.
2. The Maximum Allowable Real Estate Commission is 6.00%

3. If you require an approval to the final Settlement / Closing Disclosure Statement before closing, you must email a copy at least
48 hours in advance to finalhudapproval @ ocwen.com.

4, Under some circumstances, you may be required to execute a promissory note as a condition of accepting the Payoff Amount.
You have agreed to sign a promissory note in the amount of $0.00, the full amount of which shall be applied to reduce any
deficiency balance you owe Ocwen on your home loan account.

5. After receipt of the entire Payoff Amount, any funds held in the Borrower's escrow/suspense account and/or insurance claim
proceeds relating to the Loan shall be 1) released by Borrower(s) to Ocwen, 2) considered the property of Ocwen, and 3)
applied toward Ocwen's loss.

6. Asindicated in the Application of Suspense and/or insurance claim funds affidavit, in addition to paying the Payoff Amount,
you authorize Ocwen to apply any funds that may be in your impound (i.e., escrow) account, and in your suspense and/or
hazard suspense accounts in the amount of $69.82.

To complete the discount payoff and proceed with lien release, the payoff funds must be accompanied by:
- Acopy of the signed discount payoff agreement,
- The final Settlement / Closing Disclosure Statement,
- The affidavit of arm’s length transaction,
- The application of suspense funds affidavit (if applicable)
- The promissory note (if applicable)
If these items are not received, payoff funds will be returned to the sender.

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
Www.ocwen.com West Palm Beach, FL 33409

ccowe N Helping Homeowners Is What We Do!® Toll Free: £00.746.2936

Requirep Steps

All Items MUST BE RECEIVED by us on or before 08/13/2018 (the “Expiration Date").

Fax to 407.737.5071 or Email to SS@ocwen.com

ALL borrowers MUST sign and fax or email all parts of this letter along with the Settlement / Closing Disclosure Statement:
[ Affidavit of “Arm’s Length Transaction” - Fully signed by all borrowers.
[CJFinal Settlement / Closing Disclosure Statement* - Fully completed and signed by all parties.

[C] *IMPORTANT NOTE - The Settlement / Closing Disclosure Statement must be consistent with the preliminary Settlement /
Closing Disclosure statement that Ocwen relied upon to approve this discounted payoff. Any surplus funds must be paid
directly to Ocwen Loan Servicing, LLC. Under no circumstances shall any funds go the borrower(s) unless Ocwen
pre-approves such payment to the borrower(s).

] If Junior Liens are being paid off through this transaction, then a copy of the payoff letter which contains language that
they will either pursue or not pursue any deficiency judgment or try and collect on the remaining balance must be
received prior to closing of this transaction.

[] Promissory Note Copy & Tracking Information - applicable where a Promissory Note is required for payoff

Send a copy fully signed by all borrowers
Provide tracking information for mailing of ORIGINAL signed Promissory Note

You may also mail all documents to:

Ocwen Loan Servicing, LLC

Attn: Collateral Based Solutions (SS)
1661 Worthington Road, Suite 100
West Palm Beach, Florida 33409

Ocwen must RECEIVE the approved Payoff Amount by bank wire transfer no later than the close of business of the Expiration
Date.

O Bank Wire Transfer for the full amount of the Approved Payoff - include your loan number
| Email details of the wire transfer and confirmation to Transferfunds@ocwen.com
NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
Woest Palm Beach, FL 33409

WWWwW.ocwen.com
Toll Free: 800.746.2936

SCweE N Helping Homeowners Is What We Do!®

BANK WIRE DETAILS - HOW TO REMIT PAYMENT:
Wells Fargo Bank, NA

Account Name: Ocwen Loan Servicing, LLC

Reference: Loan Number, Property Address, and Borrower Name

LAl pages of the original, signed Promissory Note (include all the pages of the Promissory Note) - applicable where a
Promissory Note is required for payoff.

MAIL TO: The address listed on the Promissory Note.

As noted above, fax or email a signed Promissory Note copy to Ocwen, along with tracking information for the mailing of the
original signed Promissory Note.

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to

collect a debt from you personally.
Page 4 of 12
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.OCWEN.com West Palm Beach, FL 33409

G cweEN Helping Homeowners Is What We Do!® Toll Free: 800.746.2936

ACKNOWLEDGEMENTS

ACTIVE BANKRUPTCY REQUIREMENT. If the debt secured by the above-named property or said property is the subject of an active
bankruptcy, the above-named Borrower(s) must obtain and send Ocwen an order from the bankruptcy court with jurisdiction over
such bankruptcy proceeding. Said court order must approve the terms and conditions of the short sale and the Discount Payoff
Agreement.

ASSISTANCE PAYMENT. As a condition to receiving the Assistance Payment, the Borrower(s) shall ensure that all occupants have
voluntarily and permanently vacated the above-mentioned property no later than the Expiration Date 08/13/2018 leaving the
property in “broom clean” condition, free of any exterior and interior debris, damage and destruction and that all appliances,
lighting, fixtures, carpeting, etc. remain with the above-mentioned property and that all keys to the above mentioned property,
mailboxes, common area facilities, garage door controls and security systems are surrendered to Ocwen or any agent that Ocwen
may designate at the time the aforementioned property is vacated. If the Borrower(s) complies with the foregoing condition and
all other terms of this Discount Payoff Agreement, Ocwen will instruct the settlement agent to pay the Borrower the Assistance
Payment from the sale proceeds at the time that all other payments are disbursed by the settlement agent.

POSTPONEMENT OF A FORECLOSURE SALE. If a foreclosure sale date is set, we will postpone the sale date to ensure enough time
to complete the discounted payoff. We must receive the Payoff Amount, signed approval letter, executed Affidavit Arm’s Length
Transaction, Application of Suspense Funds Affidavit, if applicable and executed Promissory Note, if applicable, on or before the
Expiration Date of this Agreement.

AGREEMENT CONFIDENTIALITY. All contents of this letter and the terms of this Discount Payoff Agreement, are strictly confidential
and may only be disclosed to parties authorized by Ocwen, the owner or guarantor of the loan, and their respective agents or any
other authorized third party. An authorized third party includes but is not limited to, a counseling agency, Housing Finance Agency
(HFA), Consumer Finance Protection Bureau (CFPB), or other similar entity that is assisting in obtaining a foreclosure prevention
alternative or ensuring on behalf of the borrower that all mortgage relief options were properly reviewed and offered. Any
disclosure or transmittal of this letter or the terms of this Discount Payoff Agreement (including, but not limited to website
postings and any promotional materials or publications whatsoever) will result in revocation of the discounted payoff offer and
liability against all parties involved in such disclosure.

LEGAL ACTION. Upon our timely receipt of the entire Payoff Amount, evidence of satisfaction of the above conditions and a copy
of this letter, properly signed by each of the above-named Borrower(s), Ocwen will execute a release/satisfaction and a discharge
of the Deed of Trust/Mortgage. If necessary, Ocwen will file a withdrawal in connection with any legal action it may already have

taken, as of the date of your response to this letter, to collect this obligation.

BALANCE WAIVER. The remaining deficiency after acceptance of the short sale proceeds is $123,971.26. Ocwen has approved the
short sale offer as full and final satisfaction of the mortgage indebtedness for this lien. Ocwen agrees to waive the remaining
balance due on the referenced loan or such waiver is required by state law and, therefore, Ocwen will release the Borrower(s)
from further obligation upon successful completion of the short sale. Furthermore, Ocwen agrees to waive all rights to pursue for
further judgment or deficiencies, costs, fees, interest or expenses in association with the referenced loan. Ocwen further agrees
that it shall not transfer any further obligations or rights to pursue further judgment or deficiencies to a third party debt-collector.
Unless prohibited by state law, Ocwen will report this debt forgiveness to the Internal Revenue Service (IRS) on Form 1099-C.

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.OCWen.com West Palm Beach, FL 33409

ccweE N Helping Homeowners is What We Do!® Toll Free: 800.746.2936

TAX CONSEQUENCES. Please be advised that completing a short sale may have consequences with respect to your federal, state,
or local tax liability, as well as eligibility for any public assistance benefits you may receive. Ocwen cannot advise you on tax liability
or any effect on public assistance benefits, you may wish to consult with a qualified individual or organization about any possible
tax or other consequences resulting from the short sale and/or deficiency waiver.

CREDIT REPORTING. We will follow standard industry practice and report to the major credit reporting agencies that your
mortgage was settled for less than the full payment. We have no control over or responsibility for the impact of this report on
your credit score. You may access the following website to learn more about the potential impact of a short sale on your credit:

http://www.ftc.gov/bcp/edu/pubs/consumer/credit/cre24.shtm.

NOTICE REGARDING CREDIT DISCRIMINATION: The Federal Equal Credit Opportunity Act prohibits creditors from discriminating
against credit applicants on the basis of race, color, religion, national origin, sex, marital status, age (provided the applicant has the
capacity to enter into a binding contract); because all or part of the applicant's income derives from any public assistance program;
or because the applicant has in good faith exercised any right under the Consumer Credit Protection Act. The federal agency that
administers compliance with this law concerning this creditor is Federal Trade Commission, Equal Credit Opportunity, Washington,
D.C. 20580.

Ocwen reserves the right to terminate this offer at any time prior to your timely acceptance of the terms set forth above. All terms
within this agreement must be strictly complied with, and any failure to complete or comply with any term constitutes failure to
accept this discounted payoff offer rendering the offer is null and void. If this discounted payoff is not accepted, is terminated
prior to acceptance, or otherwise is not completed as instructed in the manner and time frame set forth in this letter, then nothing
in this letter shall be construed to prejudice, waive, modify or alter any of Ocwen or Investor's rights or remedies in law or in
equity in collecting the entire amounts due and to come due on the Loan or be construed to waive any defense of Ocwen or
Investor.

OCWEN LOAN SERVICING, LLC IS ATTEMPTING TO COLLECT A DEBT AND ANY INFORMATION OBTAINED WILL BE USED FOR THAT
PURPOSE.

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Qcwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.oCWen.com West Palm Beach, FL 33409

CeweN Helping Homeowners is What We Do!® Toll Free: 800.746.2936

ACKNOWLEDGED AND ACCEPTED by:

/
Tyrone | Date (MM|DD| YY)

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.oCWen.com West Palm Beach, FL 33409

coweE N Helping Homeowners Is What We Do!® Toll Free: 800.746.2936

AFFIDAVIT OF “ARM’S LENGTH TRANSACTION"
Loan Number: | NEGzG

57 Mary Ellen Ln

All Parties to the contract to purchase aforementioned property dated: 01/26/2018

This affidavit is to be executed before or at the time of closing of the sale of the Mortgaged Premises by all Borrower(s),
purchaser(s), real estate brokers representing any of the parties, the escrow/closing agent performing the closing of the sale, and

the transaction facilitator facilitating the sale (if any) certifying under penalty of perjury that to the best of each signatory's
knowledge and belief;

(a) The sale of the Mortgaged Premises is an "arm's length" transaction, between parties who are unrelated and unaffiliated by
family, marriage, or commercial enterprise;

(b) There are no agreements, understandings or contracts between the parties that the Borrower will remain in the Mortgaged
Premises as a tenant or later obtain title or ownership of the Mortgaged Premises, except to the extent that the Borrower is
permitted to remain as a tenant on the Mortgaged Premises for a short term, as is common and customary in the market but
no longer than ninety (90) days, in order to facilitate relocation;

(c) Neither the Borrower(s) nor the purchaser(s) will receive any funds or commissions from the sale of the Mortgaged Premises.
The Borrower may receive a payment if it is offered by the Servicer, approved by the Investor and reflected on the
Settlement / Closing Disclosure;

(d) There are no agreements, understandings or contracts relating to the current sale or subsequent sale of the Mortgaged
Premises that have not been disclosed to the Servicer;

{e) All amounts to be paid to any party, including holders of other liens on the Mortgaged Premises, in connection with the short
payoff transaction have been disclosed to and approved by the Servicer and will be reflected on the Settlement / Closing
Disclosure;

(f) Each signatory understands, agrees and intends that the Servicer and the Investor are relying upon the statements made in
the affidavit as consideration for the reduction of the payoff amount of the Mortgage and agreement to the sale of the
Mortgaged Premises;

(g) Asignatory who makes a negligent or intentional misrepresentation agrees to indemnify the Servicer and the Investor for any
and all loss resulting from the misrepresentation including, but not limited to, repayment of the amount of the reduced
payoff of the Mortgage;

(h) The certification will survive the closing of the transaction; and

(i) Each signatory understands that a misrepresentation may subject the party making the misrepresentation to civil and/or
criminal liability.

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.OCWen.com West Palm Beach, FL 33409

Cewen Helping Homeowners Is What We Do!® Toll Free: 800.746.2936

AFFIDAVIT OF “ARM'S LENGTH TRANSACTION” (PAGE 2)

Loan Number: -

57 Mary Ellen Ln
I

You cannot list the property with or sell the property to anyone that you are related to or with whom you have a close personal or
business relationship. In legal language, it must be an “arm’s length transaction”. If you have a real estate license, you cannot
earn a commission by listing your own property. You may not have any agreements to receive a portion of the commission or the
sale price after closing. The purchaser of a property subject to a short sale must agree not to resell the property within 30
calendar days of closing and further prohibit any resale of the property for 31 to 90 calendar days after closing for a gross sales
price greater than 120 percent of the gross sales price of the short sale transaction. Any knowing violation of the arm's length
transaction prohibition may be a violation of federal law.

Seller(s) Sighature

/ /
Date (MM|DD| YY)

Tyrone -

Seller's Printed Name

Seller's Agent Signature
/ /
Date (MM|DD| YY)

Seller's Agent Printed Name

NMLS # 1852

Buyer (s) Signature

/ /
Date (MM|DD|YY)

I

Buyer's Printed Name

Buyer's Agent Signature
/ /
Date (MM|DD| YY)

Buyer's Agent Printed Name

DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100
WWW.OCWen.com Woest Palm Beach, FL 33409

; Toll Free: 800.746.2
CeweE N Helping Homeowners is What We Do!® olf Free 746.2936

Escrow / Closing Company

Escrow/Closing Agent Printed name

Escrow Closing Agent Signature

NMLS # 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100

WWW.ocwen.com West Palm Beach, FL. 33409
QCWEN Helping Homeowners Is What We Do!® Toll Free: 800.746.2936
06/26/2018
APPLICATION OF SUSPENSE FUNDS AFFIDAVIT
Loan Number: | INENINNIII

57 Mari Ellen Ln

AVAILABLE SUSPENSE FUNDS: $69.82

This affidavit is to confirm the following:
1) The property shown above is owned by me;

2) | have received a payoff quote, which is valid until the Expiration Date (as that term is defined in the Discount Payoff
Agreement and Release of Claims). | understand this affidavit must be executed and returned to Ocwen on or before the
Expiration Date;

3) | am choosing to authorize Ocwen Loan Servicing, LLC to apply the Available Suspense Funds in the amount of $69.82 as part
of a payoff for the loan number(s) referenced above.

4) | understand that striking any portion of this document will render the entire document void.

Tyrone Signature Date (MM|DD| YY)

NMLS # 1852 DISC PLS VAM
This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for

informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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Ocwen Loan Servicing, LLC 1661 Worthington Road, Suite 100

WWW.oCWen.com West Palm Beach, FL 33409
Cewe N Helping Homeowners Is What We Do!® Toll Free: 800.746.2936
ACKNOWLEDGEMENT
The State of County/Parish

Before me, the undersigned authority, in and for said county on this day personally appeared.
Known to me to be the person(s), name subscribed to the forgoing instrument, and knowledge to me that he/she executed the
same for the purpose and consideration therein expressed.

Given under my hand and seal of office, this day of

Notary Public, County/Parish

My Commission Expires

NMLS i 1852 DISC PLS VAM

This communication is from a debt collector attempting to collect a debt; any information obtained will be used for that purpose.
However, if the debt is in active bankruptcy or has been discharged through bankruptcy, this communication is provided purely for
informational purposes only with regard to our secured lien on the above referenced property. It is not intended as an attempt to
collect a debt from you personally.
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The HUD-1 Settlement Statement which | have prepared is a true and accurate account of this transaction. | have caused or will cause the funds to be disbursed in accordance with this statement.

July 16, 2018

Settlement Agent: Joanne Arciere Date:
POC(B) represents paid outside of closing by borrower, POC(S) represents paid outside of closing by the seller, POC(L) represents paid outside of closing by lender
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CERTIFICATE OF LIABILITY INSURANCE

DATE (MM/DD/YYYY)
04/30/2018

THIS CERTIFICATE IS ISSUED AS A MATTER OF INFORMATION ONLY AND CONFERS NO RIGHTS UPON THE CERTIFICATE HOLDER. THIS
CERTIFICATE DOES NOT AFFIRMATIVELY OR NEGATIVELY AMEND, EXTEND OR ALTER THE COVERAGE AFFORDED BY THE POLICIES
BELOW. THIS CERTIFICATE OF INSURANCE DOES NOT CONSTITUTE A CONTRACT BETWEEN THE ISSUING INSURER(S), AUTHORIZED

REPRESENTATIVE OR PRODUCER, AND THE CERTIFICATE HOLDER.

IMPORTANT: If the certificate holder is an ADDITIONAL INSURED, the policy(ies) must have ADDITIONAL INSURED provisions or be endorsed.
If SUBROGATION IS WAIVED, subject to the terms and conditions of the policy, certain policies may require an endorsement. A statement on
this certificate does not confer rights to the certificate holder in lieu of such endorsement(s).

CONTACT ]
PRODUCER NAME: Pam
i R i o 2 v I
William R Mints Agency Inc Ao, x): NN (AIC, No):
ADDRESS:
[ ] INSURER(S) AFFORDING COVERAGE NAIC #
[ ] I INSURER A: Cumberland Insurance Group
INSURED INSURER B :
JV Contracting LLC INSURER C :
I INSURER D :
INSURER E :
[ | [ | INSURER F :
COVERAGES CERTIFICATE NUMBER: CL1821602843 REVISION NUMBER:
THIS IS TO CERTIFY THAT THE POLICIES OF INSURANCE LISTED BELOW HAVE BEEN ISSUED TO THE INSURED NAMED ABOVE FOR THE POLICY PERIOD
INDICATED. NOTWITHSTANDING ANY REQUIREMENT, TERM OR CONDITION OF ANY CONTRACT OR OTHER DOCUMENT WITH RESPECT TO WHICH THIS
CERTIFICATE MAY BE ISSUED OR MAY PERTAIN, THE INSURANCE AFFORDED BY THE POLICIES DESCRIBED HEREIN IS SUBJECT TO ALL THE TERMS,
EXCLUSIONS AND CONDITIONS OF SUCH POLICIES. LIMITS SHOWN MAY HAVE BEEN REDUCED BY PAID CLAIMS.
INSR ADDL[SUER POLICY EFF_ | POLICY EXP
LTR TYPE OF INSURANCE INSD | WVD POLICY NUMBER (MM/DD/YYYY) | (MM/DD/YYYY) LIMITS
COMMERCIAL GENERAL LIABILITY EACH OCCURRENCE s 1,000,000
DAMAGE TO RENTED 100,000
CLAIMS-MADE OCCUR PREMISES (Ea occurrence) $ ’
MED EXP (Any one person) $ 5,000
A [ ] 10/27/2017 | 10/27/2018 | persoNAL & ADV INJURY s 1,000,000
GEN'L AGGREGATE LIMIT APPLIES PER: GENERAL AGGREGATE s 2,000,000
X| poLicy I:l B Loc PRODUCTS - COMP/OPAGG | § 2000,000
OTHER: OTHER $
COMBINED SINGLE LIMIT
AUTOMOBILE LIABILITY GOMBINED S $
ANY AUTO BODILY INJURY (Per person) | $
OWNED SCHEDULED ’
AUTOS ONLY AUTOS BODILY INJURY (Per accident) $
HIRED NON-OWNED PROPERTY DAMAGE s
AUTOS ONLY AUTOS ONLY (Per accident)
$
UMBRELLA LIAB OCCUR EACH OCCURRENCE $
EXCESS LIAB CLAIMS-MADE AGGREGATE
DED | | RETENTION $ $
WORKERS COMPENSATION PER | OTH-
AND EMPLOYERS' LIABILITY YIN STATUTE ER
ANY PROPRIETOR/PARTNER/EXECUTIVE E.L. EACHACCIDENT $
OFFICER/MEMBER EXCLUDED? I:I N/A
(Mandatory in NH) E.L. DISEASE - EAEMPLOYEE | §
If yes, describe under
DESCRIPTION OF OPERATIONS below E.L. DISEASE - POLICY LIMIT | §

DESCRIPTION OF OPERATIONS / LOCATIONS / VEHICLES (ACORD 101, Additional Remarks Schedule, may be attached if more space is required)

CERTIFICATE HOLDER

CANCELLATION

Cogo Capital Bill Koder
701 E Front St, 2nd FIr

Coeur d'Alene ID 83814

SHOULD ANY OF THE ABOVE DESCRIBED POLICIES BE CANCELLED BEFORE
THE EXPIRATION DATE THEREOF, NOTICE WILL BE DELIVERED IN

ACCORDANCE WITH THE POLICY PROVISIONS.
AUTHORIZED REPRESENTATIVE

ACORD 25 (2016/03)

© 1988-2015 ACORD CORPORATION. All rights reserved.

The ACORD name and logo are registered marks of ACORD
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Cost Breakdown
Draw Schedule
Borrower's Entity I | Name ]
Total Draw $3.00]Address I
Number of Draws NVMS Phone # N
Loan Number ] email
Estimate AT
Item Cost Draw 1 Draw 2 Draw 3 Draw 4 Draw 5 Remaining
124/136/142 Engr / Plans/ Survey -
384 Demolition removal swigset 1,600.00 1,600.00 -
213 Dumpster 650.00 650.00 -
198 Soil / Termite / Mold Treatment -
324/272 Temp Utilities / Equip Rental 1,500.00 1,500.00 -
406 Septic / Sewer -
388/382 Driveway / Curbs / Gutters / Walks 300.00 300.00 -
436 Footings / Foundation / Slab -
430 Concrete Material 3,000.00 3,000.00 -
802 Decking 4,000.00 4,000.00 -
552 Siding -
492 Downspouts / Gutters / Fascia -
582 Roofing -
612 Sky Lights -
464 Fireplace / Chimney / Mantles 1,275.00 1,275.00 =
466 Masonry / Veneer / Stone / -
600/602 Exterior Doors / Garage Doors -
706 Exterior Painting 1,250.00 1,250.00 =
352 Framing Labor Rough -
534 Framing Material 1,800.00 1,800.00 -
548 Trusses -
532 Finish Carpentry / Trim -
618 Windows / Sliders / Mirriors -
354 Electicial Labor -
680 Electicial Rough -
672 Electicial Finish -
360 Plumbing Labor -
654 Plumbing Rough 950.00 950.00 -
642 Plumbing Finish =
614 Sinks, Tolilets, Tubs, Showers 1,970.00 1,970.00 -
576 Insulation -
704 Drywall / Tape / Texture / Sheetrock 650.00 650.00 =
412 Water Hook-up / Water Heater -
650 Heating / Air Conditioning (HVAC) 500.00 500.00 -
606 Interior Doors - How many 850.00 850.00 2
712 Interior Painting - What rooms 3,850.00 3,850.00 -
722 Wallcovering / Wallpaper / Paneling 2
700 Carpets 3,885.00 3,885.00 -
724 Hardwood Floors / Prep / Finish -
720 Tile / Prep / Finish -
530 Cabinets 1,250.00 1,250.00 -
702 Vanity Tops / Counter Tops 1,865.00 1,865.00 -
770 Appliances 3,000.00 3,000.00 °
750 Stairs / Railings -
716 Finish Hardware 220.00 220.00 -
400 Finish Labor / Other Site Work -
646 Fire Alams Sprinklers / Light Fixtures 1,400.00 1,400.00 -
812 Swimming Pool -
398 Landscaping (Sod, Tree Removal, plants, rock) °
708 Fencing 1,400.00 1,400.00 -
270 Clean Up R
740 mirror 1,000.00 1,000.00
788 Kitchen Sink 850.00 850.00
714 Vinyl 1,200.00 1,200.00
356 Other Labor -
288 Misc -
830 Contingence 4,021.50 4,021.50
Total Repairs 44,236.50 | 11,650.00 | 17,070.00 | 11,495.00 - - 4,021.50
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Scope Of Work

Property: 57 Mary Ellen Ln, (H

Description

|Tota| Renovation Budget $ 40,215.00 |

NOTES

AMOUNT

Percentage
Complete

DRAW Managemnt Fee

Varies, ask Loan Officer

Permits/Plans/Arch/Eng/Surv

Connection: Water/Sewer/Gas/Cut Card

Septic Repairs

Qil Tank testing/Remediation

Abatement (Asbestos,Mold,Haz)

Site work- Intial, Earthwork

Demolition Exterior

shed roof porch sidewalk driveway shed

$

1,400.00

Site work- Backfill, Finish Grade

Finish Landscape and Plantings

Demolition Interior

counter top sink souround in bath

Foundation - Slab - Support

Sump Pump / Waterproofing

Joists/Sub Floor, Interior Framing

Boiler

HVAC

inspect and service

500.00

Hot Water Heater

Rough Plumbing (include Pans/Tubs)

sink water lines drain

950.00

Tub Encosures/Surrounds/Tile

tub and surround

A

1,600.00

Top-out Plumbing

Rough Electrical (Rough inspection)

Panel and/or service upgrade

Finish Electric (devices and outlets)

Light Fixtures (finishes)

replace old and damaged lights add chg

1,400.00

Masonary Scratch Coats

Concrete Flatwork, Patio/Sidewalk

porch sidewalk drive way

3,000.00

Fireplace repairs

stone wash fireplace

1,275.00

Windows

Exterior Doors

front door back door with screen doors

1,400.00

Garage Door

Siding Exterior/ Stucco/Vinyl

Roof Complete

Soffits Fascia capping

Gutters/Downspouts

repair gutters

300.00

powerwash

house deck fence concrete

1,500.00

Insulation

Drywall and Patching, (paint-Ready)

fix holes and dents

650.00

Interior Doors and Trimwork

missing and trim around new doors

850.00

Painting Interior

3,850.00

Painting Exterior

stain deck paint shed

1,250.00

Kitchen Cabinets & Hardware

cabinet hardware

220.00

Bathroom Vanities

vanity andsinks

1,250.00

Countertops

formica counter top kitchen | shape

1,865.00

Bask-splash

Built-ins Stove, Micro, DW

appliance s stove sink ref garbage dispog

& R | R [en R | R [en |en |

3,000.00

Floor - Tile Floors

Floor - Hardwoods (Refinish or New)

Floor - Linoleum - Vinyl

Floor - Carpet

install new carpet and pad upstairs

3,885.00

Finish Carpentry

open wall into living room and add two cd

1,800.00

Mirrors and Glass/ Bath Accessories

towel bar paper holders med cab

1,000.00

INSTRUCTIONS:

Fill out Dollar amounts for
applicable Items

Add Notes and detail in Note
Field

Be as accurate as possible
Consider ALL line items when
determining budgets

Percentage column to be
filled out by inspector.
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58
59
60
61
62
63
64
65
66
67
68
69
70
71

72

Shelves/Closet Rods, etc

Stairs/Railings

Deck/Porches (seal, coat, finish) vinyl rails $ 2,200.00
Fence and Gates

Driveway

pergala $ 1,800.00
Clean Up (cleaing services) remove swing set $ 200.00
Dump Fees $ 650.00
Contingencies

Pass FINAL CO

new toilets $ 370.00
new floors in baths vinyl $ 1,200.00
kitchen sink and faucet $ 850.00

Retention to be released after all permits and CO requirements are cleared.
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LOAN OFFICER NAME:

Loan Application

I
I
Complete the entire application. Failure to CELL PHONE: I
I
I

complete can cause delays in funding FAX:
EMAIL ADDRESS:

AFFILIATE NAME:

COMPANY NAME:

701 E. Front Ave., 2nd Floor, Coeur d'Alene, ID 83814 BROKER PHONE:

I
I
BROKER NAME: |
I
I

BROKER EMAIL:

Loan Type: Estimated Credit Score: Lien Position Purchase Price Loan Amount: Interest Rate: Loan Term (in months)
OcCommerecial I:l OFirst | | 1 | Os Oe 0o
OResidential Osecond 012 018 024
© PROPRIVINFORMATIONANDPURPOSEOFLOAN
Purpose of Loan: Property Will Be:

Opurchase Hcross Collateral Purchase EJARV Purchase CONon-Owner Occupied Investment Hold

ERefinance [cross Collateral Refinance [ZJARV Refinance ONon-Owner Occupied Investment Flip

Subject Property Address: (EMuItipIe Properties [attach separate sheet]) Property Will Be: J Description (if commercial):
Street Address: | | ESingIe Family Residence EDupIex 03-4 unit

City:| | state: | | zip:| | Econdominium [Manufactured Home [[JCommercial

Does Property Generate Income? EYes E\lo Current (90 Day) Appraisal? As-is Value: I:l After Repair Value:| |
If Yes, Gross Monthly Rent: | | Amount of Existing Liens: | | Oree SimpIeLease Hold

Complete if this is a refinance J Describe Improvements: CdMade [OTo Be Made Cost of Necessary Improvements:|

Year Aquired:IZI Original Cost: I:I

Source of Down Payment, Settlement Charges, and/or Subordinate Financing:|

Entity Name: [ | Type of Entity:[(Corporation [JLLC [Jother

Street Address: | | If other, please describe: |

City: | | state] | zip: [ | YearsinBusiness| | Federal EIN:|
Mailing Address] | state Registered:[ ] Business Phone:| |

City: | | state | zip: | | Secretary of State ID: | |
o vesoncligbletobindemy
Name: | | Title:| |

Name: | | Title:| |

Name: | | Title:| |

Name: | | Title:| |

Name: | | Title:| |

Name: | | Title:| |

Page 1



Entity Bank Information Real Estate Owned Totals: (from the schedule of real estate owned)

Name Bank #1:| |

Total Value of Real Estate Owned:| |

Street Address: | |

City: [ | state:| | zip: | |

Total of Monthly Rental Income: | |
Account Number: I:I Average Balance:|:|
Name Bank #2: | |

Total Monthly PITI Payments: | |
Street Address: | |
City: [ | state: | |zip: | |

Total Monthly Cash Flow: | |

Account Number: I:I Average Balance::

Purchase Price: | | Refinance (mortgage liens only):| |
Estimated Loan Costs: | | Estimated 3rd Party Closing Costs: | |
Alterations/Improvements/Repairs: | | Liens/Taxes To Be Paid: | |
Estimated Total Costs: | | Estimated Cash From/To Borrower (+From -To)| |

How will the funds be used? (describe in full detail)

How do you intend to pay off loan? (describe in full detail)

Page 2



GUARANTOR #1 FULL NAME (INCLUDE JR. OR SR. AS APPLICABLE EMPLOYER #1 INFORMATION
[ | Employer #1: [ |
SSN: | | INNER CIRCLE? O Street Address: | |
DOB: | | Renas cert? [ City: | | state] | zip:| |

HoMEPHONE:[ | masTerRenaB? [ phoneNumber:[ | GrossMonthlyincome:[________|

CELLPHONE: [ sac?[] Position: [ | itle: | |
Email Address : Type of Business:: Years with: | |

Street Address: Employer #2: | |
City:| | state:| | zip: | | Street Address: | |
Mailing Address:l | City: | | State:l | Zip: | |

City:l I State:l | Zip: I | Phone Number: I— Gross Monthly Income: I—
College: (Years/Institution) | | Type of Business: :Years with: |

Real Estate Course(s) Taken:l

I a. Areyou a Repeat Borrowing Guarantor? D

Professional Designation |

b. Are there any outstanding judgments against you? D

c. Have you been declared bankrupt within the past 7 years? D

|
Years as an Entrepreneur: I I
|

Completed Flips in previous 24 months: I

_ d. Have ﬁ had property foreclosed upon, or given title or deed in lieu thereof in the past 7
years?

Name Bank #1:| I e. Are you party to any Iawsuits?D

Street Address: | f. Have you directly or indirectly been obligated on any loan which resulted in foreclosure, transfer of title in lieu
of foreclosure, or judgment? (this would include such loans as home mortgage loans, SBA loans, home

City: | | state:] | zip:| | improvement loans, education loans, manufactured or mobile home loans, and mortgage, financial obligation,

bond, or loan guarantee. If yes, provide details \, , including date, name and address of lender, if any, and

Account Number: I:l Average Balance: I:l reasons for the action.) []

Name Bank #2:| | g. Are you a US citizen? O
I h. If NO, do you have an SSN or ITIN?| |

Street Address: |

i. Have you had a short sale in the last 10 years?|:|

City: I l State:l l Zip:l I j. Have you been convicted of a felony in the past 7 years?D

Account Number: I:l Average Balance: I:l J Explain below any Checked answers to the questions above:

Company Name:l

Number/Description: |

Company Name:l

Company Name:|

Number/Description: |

Company Name:|

|
|
|
Number/Description: | |
|
|
|
|

Number/Description: |

|/we hereby authorize Cogo Capital, LLC to make all inquiries it deems necessary to verify the accuracy of the information provided herein, and to determine my/our credit worthiness. This
includes my/our and my company’s past and present employment, earnings records bank accounts, stock holdings, insurance information and any other asset balances needed to process my
private funding application. I/we also hereby authorize the release of any information necessary for any purpose related to our credit transaction with Cogo Capital, LLC, including but not
limited to a background check and an Office of Foreign Assets Control (OFAC) inquiry. The information obtained is only to be used in the processing of my private funding application. This
authorization expires 120 days from the date indicated below. |/we further authorize Cogo Capital, LLC to order a private funding credit report and verify all other credit information,
including past and present mortgage and landlord references. It is understood that the photocopy of this document shall also serve as an authorization to provide the information requested
and an electronic signature will serve as a legal signature. Privacy Act Notice: This information is to be used for the company and its affiliates collecting it or their assignees in determining
whether you qualify for a prospective private funding loan under the company’s program. Additionally, this information may be used to determine fees, pricing, and other compensating
factors associated with your private money funding. It will not be disclosed outside the company and its affiliates except as required and permitted by law. You do not have to provide this
information, but if you do not your application for approval as a prospective private funding borrower may be delayed or rejected.

Signature Please pull this credit report to help determine pricing
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Each of the undersigned parties specifically represents to Cogo Capital, LLC the lender, and to each of its actual and potential agents, brokers, processors, attorneys, insurers, servicers,
successors and assigns and agrees and acknowledges that” (1) the information provided in this application is true and correct as of the date set forth opposite the signature and that any
intentional or negligent misrepresentation of this information contained in this application may result in civil liability to any person who may suffer any loss due to reliance upon any
misrepresentation that | have made in this application and/or criminal penalties; (2) the loan requested pursuant to this application (the “Loan”) will be secured by a mortgage or deed of trust
on the property described in this application; (3) the property will not be used for any illegal or prohibited purpose or use; (4) the property will be non-owner occupied; (5) Cogo Capital, LLC
its successors and assigns may retain the original and/or electronic record of this application, whether or not the Loan is approved and/or funded; (6) Cogo Capital, LLC and the

lender, and each of their successors, assigns, servicers, brokers, agents, insurers, and representatives may continuously rely on the information contained in this application, and | am
obligated to amend and/or supplement the information provided in this application if any of the material facts that | have represented herein should change prior to the closing of the Loan;
(7) in the event that my payments on the Loan become delinquent Cogo Capital,LLC the lender, servicer, or any of the successors or assigns of the aforementioned parties, in addition to any
other rights and remedies that it may have related to such delinquency, may report my name and account information to one or more of the consumer credit reporting agencies; (8) neither
Cogo Capital, LLC the lender, nor any of their agents, brokers, insurers, servicers, successors or assigns has made any representation or warranty, express or implied, to me regarding the
property or the condition or value of the property; and (9) my transmission of this application as an “electronic record” contained my “electronic signature” as those terms are defined in
applicable federal and/or state laws, or my facsimile transmission of this application containing a facsimile of my signature, shall be

as effective, enforceable and valid as if a paper version of this application were delivered containing my original written signature.

Each of the undersigned parties hereby acknowledge and agree that Cogo Capital, LLC, any owner of the Loan, each of their servicers, successors, and assigns may verify or re-verify any
information contained in this application or obtain any information or data relating to the Loan, for legitimate business purpose through any source including a source named in this
application or any credit reporting agency.

Guarantor #1 signature:

Guarantor #2 signature:

Guarantor #3 signature:

Guarantor #4 signature:



SCHEDULE OF REAL ESTATE SOLD

GUARANTOR:

PLEASE LIST ALL PROPERTIES YOU HAVE SOLD AT A NET PROFIT WITHIN THE PAST 24 MONTHS IN YOUR NAME OR IN THE NAME OF AN ENTITY YOU CONTROL.

|| H [loste | ] Date | | || |“
| Price [ ] price
Date [ I Date [
Price [ ] Price [ ”]
Date [ | Date [
Price [ ] Price [
Date | ] Date [
Price [ ] Price [
Date [ ] Date [
Price Price [
Date Date [
Price Price
Date [ ]Date
Price Price
Date Date
Price Price [
Date Date |
Price Price [
Date L IDate
price [ Jprice[ ]
Date Date
Price Price
Date Date
Price Price [ [[I
Date Date
Price Price ”]
Date Date [
Price Price
Date Date
Price Price
Date Date
Price Price
pate [ Joate[ 1]
Price [ ] Price [ 1 Iﬂ

SIGNATURE: SIGNATURE:



SCHEDULE OF REAL ESTATE OWNED

Guarantor/s: |

Please list all properties currently owned under personal and/or business entity. Please include all hard money loans and properties owned free and clear.

PERSONAL RESIDENCE / Owner- | Property Purchase Current Gross Current Lender / Mortgage Co. - Info Present Loan Bal. $

INVESTMENT PROPERTIES ship Type/ Name Property Titled In or  |Date mmlyy Market Monthly Monthly 1st Name

Property Street Address City, State, Zip % Status Legal Owner Price Value Rental Income Payment(s) 2nd Name
Date ist
Price 2nd
Date ist
Price 2nd
Date 1st
Price 2nd
Date ist
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd
Date 1st
Price 2nd

Total ($)

$0

Property Type/Status Codes: FS= For Sale LC= Land Ci

Signature

Signature

ontract PR= Primary Residence PS= Pending Sale R= Rented UR= Under Rehab



Zero Tolerance Loan Fraud
Policy

COGO Capital utilizes a sophisticated suite of advanced software tools alongside stringent underwriting procedures to combat
loan fraud and identity theft.

NOTICE: ANY SUBMISSION OF INFORMATION TO COGO CAPITAL KNOWINGLY CONTAINING FALSE
INFORMATION IN CONNECTION WITH A PRIVATE MORTGAGE LOAN/FIRST TRUST DEED APPLICATIONS IS A
FEDERAL CRIME

Mortgage fraud means a material misstatement, misrepresentation, or omission relied upon COGO Capital to fund or purchase-
or not to fund or purchase-a mortgage.

Such mortgage fraud included, but is not limited to, false information contained in identification and employment documents,
false mortgagee or mortgagor identity, and fraudulent appraisals; theft of custodial funds, non-remitted payoff funds,
misrepresentations of borrower funds, and property flipping where designed to falsely inflate property value.

Possible mortgage fraud means COGO Capital has a reasonable belief, based upon a review of information available, that
mortgage fraud me be occurring or has occurred. It is the intent of COGO Capital’s Zero Tolerance Loan Fraud Policy (“Policy”)
to support the industry’s and law enforcement’s efforts to eradicate residential Private Mortgage Loan/First Trust Deed Fraud.
Accordingly, by doing business with COGO Capital, the Borrower, Broker, Realtor shall be directly responsible for the actions
performed in the course of doing business with COGO Capital and for maintaining compliance with this Policy. Although loan
fraud may be perpetrated in many forms, some of the most common examples are shown below.

e Identity theft

e Submission of inaccurate or misleading information, including false statements on loan application(s) and falsification
of documents purporting to substantiate credit, employment, deposit and asset information or personal information
including identity, ownership/non-ownership of the real property;

e  The alteration or forgery of otherwise predominately accurate information;

° Inaccurate representations of current occupancy or intent to maintain required occupancy as agreed in the security
instrument;

° Lack of due diligence or concern by borrower, realtor, broker, loan officer, interviewer or processor, including failure
to obtain or divulge all information required by the application and failure to request further information as dictated
by Borrower’s response to other questions. This could include the following examples: (i) simultaneous or consecutive
processing of multiple owner-occupied loans from single applicant where information differs on each application; (ii)
permitting an applicant or interested third party to assist with the processing of the loan; and (iii) failure to disclose
any relevant or pertinent information known to the Broker which could negatively impact the lending decision.

COGO Capital specifically represents and warrants the quality and integrity of its loan production to COGO Capital’s investors.
Consequently, loans containing fraud or material misrepresentations that negatively impact COGO Capital’s business reputation
can severely strain investor relationships. The potential consequences for knowing participants of this practice are also very
serious and COGO Capital’s position is a zero tolerance policy.

Initial
V5-06022014




Zero Tolerance Loan Fraud
Policy

Examples of the possible consequences:
For Borrowers:

e Acceleration of debt as authorized by the security instrument (Deed of Trust/Mortgage).
e  Criminal prosecution, which may result in possible fines, imprisonment or both.

e  Civil action by COGO Capital for damages.

e  Civil action by other parties to the transaction such as seller or real estate agent/broker.
e  Forfeiture of any professional license.

e  Longterm adverse effect on credit history.

For Brokers/Realtors:

e  Criminal prosecution, which could result in fines, imprisonment or both.

e  Revocation of Broker’s license.

e Loss of access privileges to lenders resulting from the exchange of legally permissible information between lenders,
mortgage insurance companies; FHLMC, FNMA and other investors; policy agencies; and state and federal regulatory
agencies including the Department of Justice and the FBI.

e  Loan repurchase and/or liability to COGO Capital for resulting monetary loss.

e  Civil action by borrower, COGO Capital and/or other parties involved in the transaction.

e  Loss of approval status with COGO Capital

The undersli_gned does hereby acknowledge receipt of this notice and agrees to comply with conditions set forth
|day of | | |

herein this

Business Entity (Borrower)

Officer/Member Signature

Guarantor 1 Signature

Guarantor 2 Signature

Initial
V5-06022014
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THE PRIVATE MONEY COMPANY

COGO CAPITAL NEEDS CHECKLIST

Application

Completed and signed COGO Capital loan application
Completed and signed schedule of real estate owned form
Completed and signed schedule of real estate sold form
Completed and signed zero tolerance loan fraud policy form
Completed and signed broker fee agreement (if applicable)

Application fee paid

Business Entity

Business must be active on the secretary of state website
IRS letter verification of federal EIN

Recorded articles of organization/ incorporation

Operating agreement for LLC/ corporate resolution and bylaws listing all member and the percent of ownership
they have (If they have one)

Guarantor Information

Photo ID

Social Security card - signed

Personal and business tax return - signed

Credit report pulled - COGO will obtain this
Background check completed - COGO will obtain this
Bank statements

Two most recent months with all pages
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COGO CAPITAL NEEDS CHECKLIST
Hazard Insurance Binder

Must be for 12 months

In name of LLC only -

Must show full premium due

Loan No -

Mortgagee Clause
Lake City Servicing, ISAOA, 701 E Front Ave 2nd Floor Coeur d’ Alene, ID 83814

Flood certificate - We will obtain this
Purchase Agreement (If applicable)

Purchase and sales agreement signed by buyer and seller

Copy of earnest money deposit

Buyer must be in the name of business entity

CANNOT be marked convention/cash

Preliminary title report- PLEASE PROVIDE EMAIL ADDRESS TO ORDER
Must be within last 60 days

24-month chain of title

Owner’s policy in the name of

Lender- COGO Capital, LLC ISAOA
Must be vested in name of business entity at closing (if it is not, we require a quit claim deed from title)
Payoff or satisfaction for any judgments or liens on title if it is a refinance

Closing protection letter
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THE PRIVATE MONEY COMPANY

COGO CAPITAL NEEDS CHECKLIST

Appraisal

Current and as-is appraisal

Lease (If applicable)

Lease agreements for subject property
Bid (If applicable)

Contractor bid
Contractor license and insurance
NVMS Inspection — If rehab is over $20,000- see separate order emalil

NVMS draw schedule

HOA (If applicable)

If the property is in a homeowner’s association, we will need the following information:
Bylaws

Copy of dues

CC&R’s

Master Fidelity Policy (if condo)
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This document is provided as a SAMPLE only. As with any SAMPLE document, you should consult an attorney as to its applicability for any
particular purpose and for compliance with the laws of the state in which you reside. You acknowledge that no legal advice has been provided
to you nor is any legal advice being provided to you by way of this SAMPLE document being provided to you. Secured Investment Corp, Cogo
Capital and The Lee Arnold System of Real Estate Investing make no claims or warranties as to the SAMPLE document’s fitness for any particular
purpose whatsoever. By using this SAMPLE document, you are specifically assuming all liability for its use and agreeing to fully

indemnifying Secured Investment Corp, Cogo Capital and The Lee Arnold System of Real Estate Investing from any liabilities, suits, claims,
demands, causes of actions, damages, losses, costs and expenses result from your use of this SAMPLE document.

CLIENT BROKER FEE AGREEMENT

THIS CLIENT BROKER FEE AGREEMENT (the “Agreement”) is made this day
of ,20  (“Effective Date”) by and between
(“Broker”) and (collectively, the “Client”).
RECITALS

Client desires to obtain a real estate mortgage loan which will be secured by the Property (as
defined below).

Broker, subject to the terms herein, will provide mortgage broker services to assist Client in
obtaining and closing the desired real estate mortgage loan.

AGREEMENT

NOW, THEREFORE, the parties hereto, each in consideration of the covenants and agreements
of the other, in consideration of the services to be performed, and for good and other valuable
consideration, the receipt and adequacy of which are hereby acknowledged, agree as follows:

1. Services Client hereby contracts Broker to assist Client in obtaining a commitment for a
mortgage loan (the “Loan”) on either non-owner occupied residential property(ies) or a
commercial property in the amount and terms acceptable to Client (“Loan Amount”) secured
by the following property(ies) (collectively, the “Property”):

2. Best Efforts Broker agrees to use reasonable commercial efforts to assist in securing the
Loan; however, Broker does not guarantee the Loan can or will be obtained. Client agrees
that Broker will not be liable to Client for any losses or damages whatsoever in the event
Loan is not secured.

3. FEee If Client secures the Loan as a direct or indirect result of Broker’s efforts, Client agrees
to pay to Broker an amount equal to % of the Loan Amount (the “Fee”). The Fee shall
be earned upon issuance of a commitment with terms and conditions acknowledged in writing
to be acceptable to the Client. The parties agree that the Fee shall be due and payable on the
HUD at the Loan closing.

4. Term Broker and Client agree that this Agreement and authority of Broker by Client shall
continue six (6) months from Effective Date, thereafter this Agreement shall continue until
terminated in writing by either party.

Broker Fee Agreement 010516
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This document is provided as a SAMPLE only. As with any SAMPLE document, you should consult an attorney as to its applicability for any
particular purpose and for compliance with the laws of the state in which you reside. You acknowledge that no legal advice has been provided
to you nor is any legal advice being provided to you by way of this SAMPLE document being provided to you. Secured Investment Corp, Cogo
Capital and The Lee Arnold System of Real Estate Investing make no claims or warranties as to the SAMPLE document’s fitness for any particular
purpose whatsoever. By using this SAMPLE document, you are specifically assuming all liability for its use and agreeing to fully

indemnifying Secured Investment Corp, Cogo Capital and The Lee Arnold System of Real Estate Investing from any liabilities, suits, claims,
demands, causes of actions, damages, losses, costs and expenses result from your use of this SAMPLE document.

5. No Circumvention For a period of six (6) months following the termination of this
Agreement, Client shall not circumvent Broker by directing, approaching, dealing, contacting
or entering into a transaction with any funding source introduced to Client by the Broker
during the term of this Agreement.

If Client does circumvent the Broker, Broker shall be entitled to the Fee described in Section
2, notwithstanding any other payments made by Client to other brokers concerning the
subject circumvention. This Section 5 shall survive the termination of this Agreement.

6. Relationship The parties agree that the relationship of Broker and Client shall be that of an
independent contractor. This Agreement is neither intended to, nor will it be construed as, an
agreement to create a joint venture, partnership, or other form of business association
between the parties. All parties recognize that this Agreement is non-exclusive with respect to
the Broker.

7. Miscellaneous Each party specifically acknowledges and agrees that this Agreement and its
interpretation and enforcement are governed by the laws of the State of
Furthermore, each party irrevocably (i) submits to the jurisdiction of any court of the State of

located in County for the purpose of

any suit, action or other proceeding arising out of this Agreement or any of the agreements or
transactions contemplated hereby (each, a “Proceeding”), (ii) agrees that all claims in respect
of any Proceeding may be heard and determined in any such court, (iii) waives, to the fullest
extent permitted by law, any immunity from jurisdiction of any such court or from any legal
process therein, (iv) agrees not to commence any Proceeding other than in such courts and

(v) waives, to the fullest extent permitted by law, any claim that such Proceeding is brought

in an inconvenient forum. The substantially prevailing party will be entitled to recover its

attorneys’ fees from the substantially non-prevailing parties incurred in connection with the
prevailing party’s efforts to enforce this Agreement, regardless of whether any action or
proceeding is commenced. Any purported assignment without the other party’s prior written
consent will be void ab initio. This Agreement sets forth the entire understanding of the

Parties with respect to the subject matter of this Agreement and supersedes all prior

agreements and understandings between the parties regarding the subject matter of this

Agreement. This Agreement may not be amended except by a writing signed by each party. If

for any reason any provision of this Agreement is determined by a tribunal of competent

jurisdiction to be legally invalid or unenforceable, the validity of the remainder of the

Agreement will not be affected and such provision will be deemed modified to the minimum

extent necessary to make such provision consistent with applicable law and, in its modified

form, such provision will then be enforceable and enforced. This Agreement is binding upon
the parties and will bind their executors, personal representatives, legatees, heirs, successors
and assigns. No waiver by any party of any right or default under this Agreement will be
effective unless in writing and signed by the waiving party. No such waiver will be deemed to
extend to any prior or subsequent right or default or affect in any way any rights arising by
virtue of any prior or subsequent such occurrence. This Agreement may be executed in
counterparts and via facsimile or PDF electronic transmission, and each such counterpart will
be deemed to be an original instrument. All such counterparts together will constitute one and
the same Agreement.
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This document is provided as a SAMPLE only. As with any SAMPLE document, you should consult an attorney as to its applicability for any
particular purpose and for compliance with the laws of the state in which you reside. You acknowledge that no legal advice has been provided
to you nor is any legal advice being provided to you by way of this SAMPLE document being provided to you. Secured Investment Corp, Cogo
Capital and The Lee Arnold System of Real Estate Investing make no claims or warranties as to the SAMPLE document’s fitness for any particular
purpose whatsoever. By using this SAMPLE document, you are specifically assuming all liability for its use and agreeing to fully

indemnifying Secured Investment Corp, Cogo Capital and The Lee Arnold System of Real Estate Investing from any liabilities, suits, claims,
demands, causes of actions, damages, losses, costs and expenses result from your use of this SAMPLE document.

[Remainder of page intentionally left blank]

SIGNATURE PAGE
CLIENT BROKER FEE AGREEMENT

IN WITNESS WHEREOF, this Agreement has been executed by the parties as of the Effective Date
written above.

BROKER: CLIENT:

(Entity Name & State of Incorporation, if applicable) (Entity Name & State of Incorporation, if applicable)
(Print Name) (Print Name)

(Signature) (Signature)

(Print Title if applicable) (Print Title if applicable)

(Print Date) (Print Date)

Broker Contact Information: Client Contact Information:

Phone: Phone:

Fax: Fax:

Email: Email:
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This document is provided as a SAMPLE only. As with any SAMPLE document, you should consult an attorney as to its applicability for any
particular purpose and for compliance with the laws of the state in which you reside. You acknowledge that no legal advice has been provided
to you nor is any legal advice being provided to you by way of this SAMPLE document being provided to you. Secured Investment Corp, Cogo
Capital and The Lee Arnold System of Real Estate Investing make no claims or warranties as to the SAMPLE document’s fitness for any particular
purpose whatsoever. By using this SAMPLE document, you are specifically assuming all liability for its use and agreeing to fully

indemnifying Secured Investment Corp, Cogo Capital and The Lee Arnold System of Real Estate Investing from any liabilities, suits, claims,
demands, causes of actions, damages, losses, costs and expenses result from your use of this SAMPLE document.
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