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Strategy 22

Verbal Exchange Offers Don’t Work
You are wasting your time to even try to make verbal offers. Professionals call these, “Would-
Ya-Takes.”  These are sometime used in counseling, but in the field always, and I literally mean 
always, write down and sign what you actually would do. Not what anyone wants you to say 
or do but simply write down what you would close on and sign it. The act of signing means you 
expect the other side to do the same if there is a meeting of the minds. You do not need mul-
tiple pages of legalese to get you aimed at a meeting of the minds.  There is plenty of time to 
“fine-tooth” the offer and get the legal work done later.  These types of mini forms are avail-
able from many sources and take but a few minutes to fill out. Below is a sample.

MINI OFFER FORM 
This is a non-binding preliminary proposal presented to parties in hopes that a binding agreement might be 

reached.  It can be rejected by either party at anytime until there is a complete meeting of the minds and 
the signing of final documents 

Check one:  Purchase    Sale   Exchange   Lease    Option   Other

First Party:        

Second party:        

Identify property(ies) that is/are the subject of this offer:

What are the terms and conditions of this offer:

Attach another page if more space is needed. 

Thoughts, data and ideas that are pertinent to help make this transaction go 
together:        

Date:         
Owners Name:        
Agent:                      

Acceptance:            
Date:                        
Owners Name:
Agent:
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Strategy 23

Counseling and Control
Counseling leads automatically to control or disassociation with the 

opportunity to associate at some later date.

SITUATION 1. Counseling is:

a)  Listening to what is being said and to what is being implied.

b) Advising potential clients, partners, or those you are doing business with what the 
current market conditions permit you to make happen.

c) etc.

2. Counseling is not:

a) Getting picked up in the attributes of a parcel of land or a business opportunity.

b) Telling the client how great you are.

c) etc.

POSSIBLE
SOLUTION

1. If you analyze what you are being told by the person you are talking to, and match 
that against what is actually happening in the marketplace, you will have an idea as to 
whether what needs to be done can actually be done in the current conditions.

2.  At the same time you are trying to analyze whether or not this person has the capacity 
and the malleability it will take.

3. Early in my life as an exchangor, I paid for three or four major clients to go to Dick 
Reno’s six day exchangor’s class to get counseled.  It was the complete way to get the 
job done.  I did a lot of business with these people.

I have used books to help in counseling.  The more a person understands the more flex-
ible he or she becomes.


