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Strategy 178

Information to Obtain Through Counseling
This is a guide list. You will have to develop the specific things you need depending on the 
requirements of each individual client case.

COUNSELING

Listen with your 
inner ear as the 
client answers 
questions. 
Drain the infor-
mation from 
the client so 
you don’t waste 
your time going 
down the wrong 
road. If there is 
more than one 
client be sure 
each person 
participates

1. The date, owner’s name (exact), addresses, occupation, family status, etc.

2. Complete description of the property or properties owned and how title is vested.

3. When and how was the property acquired and what is its basis and was the prop-
erty previously on the market, and if so under what circumstances?

4. Is a tax deferred exchange desirable; is client classified as a dealer and is there a 
potential tax on forgiveness of mortgage?

5. What can the property the client doesn’t want do for someone else? Is it crank-
able? Does it have good depreciation possibilities, etc?

6. Just what is the problem at hand? Appreciation, income, depreciation? How much 
of what is desirable?

7. Is there a time element and is the client ready, willing and able.

8. Is there a third party involved?

9. Does the client have money for expenses and/or other properties that might be 
assets, and does he have personal property that might be utilized?

10. Does client understand initiating with a talking paper with weasel clauses?

11. If income property is involved will the client manage, lease or what?

12. What is client’s financial and income status and about how much tax is he paying?

13. Will the client stay in the state of mind of a Don’t Wanter rather than act like a 
Buyer?

14. By whom was the client referred and what is the fee basis to be when the practi-
tioner makes the final decision of whether to handle the problem or not?

15. It is important to understand that if the practioner takes on the problem and finds 
that, when presenting offers to this client he tends to change into a buyer, then 
the practitioner should be fully prepared to get rid of the client.

With the 
exception of 
a few things 
where I keep 
these notes 
personal, I 
usually have 
clients sign 
the counsel-
ing session 
notes and 
make them a 
copy for their 
files.


