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Dear Marketers Cruise 2017 Participants 
 
As my free gift for this 2017 Marketers Cruise, I am giving you one of the 
most powerful methods I know to buy real estate using your professional 
services as a down payment. Little or no cash required! 
 
I have enclosed a strategy for using professional services as a down 
payment for real estate from my book: Creative Down Payments – How to 
Use Almost Anything as a Down Payment to Buy Real Estate. I and others 
I know have successfully used this approach to purchase a house or other 
property with only our services as the down-payment.  
 
Imagine that you could use your professional services – whatever they are 
– as a down-payment to buy real estate. Maybe a home for yourself or a 
rental home for ongoing monthly income. Offer marketing consulting or 
services as a down-payment, video services as a down-payment, training 
services as a down-payment, literally anything as a down-payment. Read 
this piece and imagine what you could do with your professional services 
as a down-payment! 
 
If you have any questions, please contact me. 
 
With all my best wishes,  
 
 
Charles E. (Chuck) Sutherland 
Sutherland Consulting 

 
 

P.O. BOX 110956  *  CARROLLTON, TEXAS 75011  *  PHONE 214-232-7995  *  FAX 214-722-1266 
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PROFESSIONAL SERVICES AS A DOWN PAYMENT 

Strategy 

A potential buyer who cannot come up with a sufficient down payment to purchase 

property can also offer professional services as a down payment.  

This strategy has hundreds of possible variations. Examples of professional services 

could include legal fees, accounting, architectural services, construction, electrician 

services, painting, and interior design. Frankly, the possibilities are endless. 

Furthermore, this approach can be used even when the buyer or buyers have only 

handyman skills. In most cases, they do not have to be licensed to perform general 

maintenance services, particularly if the work they are doing is on the house they are 

acquiring. 

The approach typically (but not always) requires that the seller be able to use the 

professional services in their business or personal life. 

Residential Example 

An acquaintance from a local real estate investment club was offering a house for sale 

at $109,000. Comparable reflected that the price was reasonable for the neighborhood, 

but the interior condition was only average.  Other houses in the neighborhood were 

selling, but they were in pristine condition. The market for houses requiring substantial 

upgrades was very slow, as Buyers were looking for homes that were move-in ready.  

The acquaintance (now Seller) located a potential Buyer who liked the house. However, 

the potential Buyer did not have anything for a down payment. The potential Buyer had 

rented an older home for several years. He had a good job as a plumber. With a large 

family, he had been unable to accumulate sufficient savings to buy his own house. 

The Seller continued to try to sell the house on the general market. When he was telling 

me about the trouble of finding a buyer for the house, my friend told me about the 
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plumber but lamented that, unfortunately, the plumber had no money for a down 

payment. It was then I suggested he take plumbing services in lieu of cash. 

Solution 

My friend decided to propose that the plumber give him $15,000 worth of future 

plumbing services as a down payment on the house. My friend (Seller) had a number of 

rental houses that he had been acquiring to fix up and resell. He could easily use a 

plumber’s services on those properties. He would only have to accommodate the 

plumber’s schedule of working outside the normal business hours of his regular job. 

The Seller made the offer to sell the house to the Buyer subject to the Buyer making a 

down payment of $15,000 cash. 

He also wrote a contract for services to hire the Buyer (Plumber) to do work and paid 

him $15,000 in cash in advance on his services and included a minimum number of 

hours per week under the contract. The down payment on the house and the payment 

in advance for the services contract then would close on the same day 

(simultaneously). 

With the down payment and his steady job, the plumber easily qualified for a $97,000 

loan to purchase the house. When he closed the purchase of the house, he also had 

saved enough cash for the closing costs of approximately $3,000. 

Summary of Transaction 

Step 1: Purchase of plumbing services in advance  

Seller → Pays $15,000 for plumbing services to the Buyer (Plumber) 

Buyer (Plumber) → Receives prepaid services contract from the Seller 

Step 2: Close on the sale of the house 

Buyer (Plumber)→ Pays $12,000 down payment for the house 
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Buyer (Plumber)→ Pays $3,000 in closing costs 

Buyer (Plumber)→ Receives $97,000 loan secured by the house being purchased 

Buyer (Plumber)→ Pays $97,000 balance to the Seller 

Seller → Deeds house to the Buyer (Plumber) 

Benefits 

Benefit to Buyer (Plumber): 

The Buyer (Plumber) was able to buy a great house to accommodate his large family.  

The Buyer (Plumber) had a structured a way of earning the down payment on the 

house. 

Benefit to Seller (my friend): 

The Seller (my friend) sold a property for full price in a slow market. In fact, if he had 

priced the house to sell quickly, he would have taken a substantial discount to get the 

house sold. By using professional services as a down payment, it could be said that the 

plumbing credits were a bonus to the Seller. 

The Seller (my friend) also had a plumber on call to service his rental and for sale 

properties. 

Commercial or Investment Example 

A group of investors owned a parcel of undeveloped land in Arkansas. The land was 

located on the outskirts of a medium-sized town along the only major highway. The 

group of investors as owners planned to develop the land themselves and sell individual 

sites for a substantial profit. They had planned the sites for six commercial lots, all with 

highway access. 

There was only one problem. The land required substantial grading in order to be made 

ready for sale. Since the cost of the utilities required would take all of the budgeted 
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money the investors were able to invest in the project, they were short of the money for 

grading. 

Solution 

One member of the investor group approached a large, local grading company that 

owned a substantial amount of grading equipment and employed a large number of 

people. 

The owners offered a simple proposal. The owners would deed one of the parcels of 

land free and clear to the grading company in return for the grading of the entire site. 

Although the value of the individual site once graded and improved was higher than the 

expected cost of the grading, it would allow the owners to avoid having to borrow 

money for the work. 

The grading company determined that they could do the work with their existing crew 

and equipment between the other planned jobs they had scheduled. They would also 

still be able to meet the timetable of the owners. 

The two parties negotiated an agreement and placed the deed to one of the six lots in 

escrow until the grading work was complete. In this way, both the Seller and the Buyer 

were protected in the event of any disagreements between the parties. 

Summary of Transaction 

Step 1: Transfer of lots to Grading Company 

Owners →Place deed to one lot in escrow for grading  

Step 2: Grading Company performs grading work 

Grading Company → Performs the grading work on the entire site 

Escrow Company → Releases the deed to the Grading Company 
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Owners →Sell the remainder of the lots to be developed 

Owners →Make a profit on the sale of the remaining lots 

Grading Company → Makes a profit by obtaining a lot worth more than the cost of the 

grading 

Benefits 

Benefits to Owners: 

Owners receive grading work on the entire property without a cash outlay 

Owners make a profit on the sales of the remaining commercial lots 

Owners complete the job without taking out a loan 

Benefits to Grading Company: 

Grading Company buys commercial land at a substantial discount 

Grading Company uses their existing overhead costs for purchase 

Grading Company puts crews to work in slow times 

KEY POINTS 

Using professional services as a down payment, any buyer with valuable skills can 

parlay them into a down payment on real estate. This can be especially useful in times 

where there is some excess capacity of skills and products. Imagine what could be 

used as a down payment: legal services, manufacturing capacity, excess inventory, 

recreational vehicles, or even gift certificates. There are an endless number of 

possibilities.  

The decision to accept the professional service credit as a down payment requires an 

analysis of the risk versus the reward of the transaction. In this analysis, you would look 
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at the possible risks of the transaction. For example, a buyer could simply walk away 

from the obligation to provide the professional services, or the buyer may be 

unavailable when the seller of the property needs those services the most, or the two 

might have a disagreement concerning the quality of the services being delivered.  

A potential seller would compare those risk factors to the projected rewards. For 

example, a quick sale may be more important than the total price or, the expected price 

discount required to sell the property conventionally may be too high, or the cash 

needed by the seller in the transaction may be necessary for an immediate financial 

requirement. 

Once the seller evaluates the risks and the rewards, the seller will be required to make 

a decision to do the transaction in that form or not. That judgment call by the seller 

depends on many factors, including the reputation of the individual providing the 

professional services, how the parties know each other in the first place, and even the 

nature of the local market. 

There are many ways to reduce the risk in the transaction. The buyer providing the 

professional services might provide additional collateral that would guarantee the 

performance of the services. A third party could guarantee the performance. Depending 

on the circumstances, the seller might place the deed to the property bring transferred 

into escrow until the professional services are provided. 

The transfer or the receipt of the service credits may also be taxable at closing. Check 

with your CPA concerning your particular treatment. 
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WHO IS CHUCK SUTHERLAND? 

Chuck Sutherland is a national real estate developer, consultant, and speaker. He has 

been engaged in the creative real estate field for more than forty years. During that 

time, Chuck has both worked with, and learned from, some of the most creative real 

estate professionals in North America to make transactions in almost any circumstance. 

Chuck Sutherland’s Creative Real Estate Seminars are in high demand among buyers, 

sellers, and real estate agents seeking new approaches to making real estate deals. 

When you work with Chuck, he brings creative ideas for potential deals and works with 

all players to close the real estate deal, develop properties, and turn around properties 

for added value. 

In 2010, Chuck shared the Society of Exchange Counselors award for the “Most 

Creative Transaction of the Year.” The transaction involved the exchange of fifteen 

different properties in five states among four different parties. In this transaction, he 

effectively demonstrated that a properly crafted deal with outstanding benefits for every 

party is almost impossible to be pulled apart by circumstances. 

In this series of books on creative real estate, Chuck intends to help you gain the 

knowledge and ideas that you can use to make more and better real estate transactions 

to benefit yourself and others. If you would like to increase your knowledge of creative 

real estate further, check out Chuck’s books and seminars at 

ChuckSutherlandOnAmazon.com and go to the CreativeRealEstateNetwork.com. You 

can also reach Chuck Sutherland by sending an email to 

Chuck@CreativeRealEstateNetwork.com . 

http://creativerealestatenetwork.com/creative-real-estate-seminars
http://www.creativerealestatenetwork.com/Society-of-Exchange-Counselors
http://chucksutherlandonamazon.com/
http://creativerealestatenetwork.com/
mailto:Chuck@CreativeRealEstateNetwork.com
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IF YOU WOULD LIKE MORE INFORMATION 

If you would like more information, we are offering you another free gift: a 

Free Creative Down Payment Checklist for you to use in applying Creative Down 

Payments to everyday real estate transactions. 

With this checklist, you will discover: 

• How to determine when you might use creative seller financing strategies.  

• How to enlist other parties in a transaction to consider creative financing. 

• How to pick which strategy to use for different types of transaction. 

 
Go to http://www.CreativeRealEstateNetwork.com/freegift2 to sign up for the Free 

Creative Down Payment Checklist.  

 

This Free Checklist is just one of the many benefits of the Creative Real Estate Book 

Series. 

I wish you great success in your real estate future! 

Chuck Sutherland 

http://creativerealestatenetwork.com/freegift2
http://creativerealestatenetwork.com/freegift2/
http://www.creativerealestatenetwork.com/freegift2
http://creativerealestatenetwork.com/Creative-Real-Estate-Book-Series
http://creativerealestatenetwork.com/Creative-Real-Estate-Book-Series
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