
 
 

Need to Know:  
Preparing for a Loan Proposal 

 
By Gary Kenner, an instructor of the 

“Finding That Funding!” class and moderator 

of the Strategies Harford Meeting 
 
 

 

We’ve all heard the old saying, it's not what you 

know but who you know, and that applies to real 

estate investing as well.  Having the right contacts 

can make all the difference in closing a particular 

deal, especially a difficult one. 

 

But sometimes it is what you know that matters.  

There is no substitute for knowing what you are doing and striving to 

constantly sharpen your knowledge and skills.   

 

Let's go over some of the things we need for a proper knowledge 

base—that is, the knowledge a lender wants to see from you.   

 

 

1) Know your property 

 

Do you know the neighborhood?  Is it a homeowner neighborhood or a 

rental neighborhood?  The last thing you want to do is invest in a flip 

property in a rental neighborhood.  Your property will not sell.  

      

Do you know your market?  For example, if you are looking to flip, 

what is happening in that market right now?  Are sales slowing or 

heating up?  Are prices rising or falling?  Where do you see the market 

in 3 to 6 months when you are ready to list the property?  
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What is happening in the financial markets that may affect your sale?  

Will rising interest rates reduce how many people may qualify for a 

home in your price range?  Are new housing starts slower than 

demand, which could force prices to rise? 

 

Do you know your physical property?  How old are the roof and 

mechanical systems (electric, plumbing, heating and cooling)?  What 

must be replaced to make your property the most desirable on the 

market?  What can you get by without replacing?  Can a roof 

certification pass for a 12–year-old roof and save you from doing a 

roof replacement?  

 

Are there drainage issues?  Is waterproofing needed?  Is the 

foundation solid? 

 

Are there zoning, historical, or building limitations?  

 

Is this house on public water and sewer?  

 

Knowing what’s needed, and knowing it before you start on your rehab 

adventure, is key. 

 

 

2) Know your numbers 

     

As a lender I would say 4 out of 5 requests I get for loans are turned 

down on the initial call because the numbers just don't work.  You 

need to include: 

 

 Upfront costs, which include the purchase and initial closing 

costs 

 

 Financing costs, which includes the loan document fees, the 

monthly interest payments, and any up-front points  

 

 Rehab and holding costs, including all construction costs, not 

just a quote from the general contractor who doesn't do tile 

work or yard work.  For holding remember to include the time 

before construction starts, construction, marketing, closing, and 
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a couple of months in case something goes wrong along the 

way.  

 

Remember, any missed expenses in the planning stage will come 

directly out of your profit.   

 

 

3) Know yourself 

     

Last but not least, you must know yourself.  Consider all the parts 

involved in the process and know which ones you are strong at and 

which ones need to be delegated to someone else—a partner, 

contractor, realtor, etc.    

 

In order to get a project successfully completed from beginning to end, 

you need to consider each of the following: 

 

 Negotiating and buying at the right price 

 

 Developing the proper scope of work from both a construction 

perspective and well as a designer marketing perspective.  

 

 Interviewing and picking the right contractor 

 

 Keeping track of the budget and paying bills promptly  

 

 Communicating with everyone involved 

 

 Staging the property for marketing 

 

 Marketing the property and staying in control of all the steps 

through closing. 

 

There are many parts to any real estate project and you need to make 

sure you execute on all fronts.  Most importantly you need to know 

what parts you are weak at and get the right help in advance.   
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In summary 

 

What you know or don’t know matters when you are asking for a loan 

to fund your project, and continues to matter throughout the project. 

 

You need a lot of knowledge to make this business work.  While we all 

learn as we go, be sure to consider the total scope of what you are 

taking on, and have the proper support system to help you through 

the difficult times.   

 

There is no substitute for knowing what you’re doing.  

 

 

About Gary Kenner 

 

Gary has spent his entire career in real estate, including a business 

degree in real estate development and a 30-year corporate career 

managing over $1 billion in assets.  He has completed more than 500 

deals, mostly commercial, and since 2008 has focused on his own 

investments, with a diverse portfolio in four states. 

 

Gary continues to complete 60 to 100 deals a year.  He is a hard 

money lender, commercial loan broker, and licensed realtor.  Today he 

is primarily a syndicator of large deals for Mobile Home Communities 

and Assisted Living Facilities.  His mission is to provide affordable 

housing and financial services. 

 

Gary is a moderator of Baltimore REIA’s monthly Strategies Harford 

Meeting. 

 

He’s also an instructor of the “Find That Funding!” class coming 

up on October 21.  Sign up by October 15 and you'll save $100.  Get 

the details—and the savings!—now.  
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