Door - Single-Family Deal Check broperty:

Worksheet: pick the column for your plan. Cautious defaults in [brackets]. Date:
A Home to live in B Rental C Fix & flip

1. Price $ 1. Rent x 12 $ 1. ARV (sold comps) $
2. Down payment = 1 x [_%] $ 2.-Vacancy [7%] $ 2. Purchase $
3.Loan=1-2 $ 3.Collected =1- 2 (+ other) $ 3. Rehab x [1.15] (15% contingency) $
4. P&l (mortgage calculator) $/mo 4. Taxes + insurance + HOAx12 $ 4. Loan = 2x[90%] + 3x[100%] $
5. Taxes = 12 (higher of bill or pricexrate) $/mo 5. Mgmt = 3 x [9%] $ 5. Points = 4 x [2%] $
6. Insurance + 12 $/mo 6. Repairs = 1x [6%] $ 6. Monthly hold (4xrate=12 + tax + ins + util) $/mo
7.PMI = 3 x [0.6%] + (only if under 20% 7.NOI=3-4-5-6 $ 7. Holding = 6 x months $
12 down) _ $/mo

8. Capex = 1x [6%] (kept separate) $  8.Buy closing = 2 x [2%] $
8. HOA $/mo

9. Yearly mortgage $ 9. Sell costs = 1x [8%] $
9. Lender payment = 4+5+6+7+8 $/mo

10.Cashflow=7-8-9 $ 10.Profit=1-2-3-5-7-8-9 $
10. Maintenance = 1x [1%] + 12 $/mo

11. Cash to close (down + [3%] + repairs) $ 11. Your cash = 2+3+5+7+8 - 4 $
11. True monthly cost =9 + 10 $/mo

Cap rate = 7 + price % ROI=10+M %
12. Gross income $/mo

DSCR = (7 - 8) + 9 [21.25] x  Annualized = (1+ROI)*(12/mo) -1 %
13. Other debt payments $/mo

Cash-on-cash =10 + 11 [28%] % 70%rule =1x0.70 - 3 $
Front DTI =9 + 12 [528%] %

Stress: rate +1/ vac +5 [ tax reset v v v Max offer for target profit $
Back DTl = (9+13) + 12 [=36%, max
43%] — % Max offer (DSCR 1.25 & CoC target) $  Stress: ARV —10% / rehab +20% / +3 mo vy
Cash to close = 2 + 1x[3%] $

Rent vs buy: 11 - yr-1 principal/12 +
cashx[4%]/12 vs rent $/mo

Not a lender. Not financial or mortgage advice. Talk to a
licensed loan officer.

Verdict (circle): PASS — meets targets and survives all 3 stress tests - CAUTION — misses a target or fails 1test - FAIL — loses money, DSCR < 1.00 / DTI > 43%, or
fails 2+ tests

IMPORTANT DISCLAIMER: Doorcount underwriting is intentionally conservative and is provided for informational purposes only. It is not investment, legal, tax, or financial advice, and it is not a
recommendation to buy, sell, bid on, or finance any property. Before making any decision, you must perform your own underwriting using multiple independent sources (including your own lender,
inspector, appraiser, title company, attorney, and local market experts). Doorcount accepts no responsibility or liability for any action taken or decision made based on its underwriting or content.
Doorcount is not responsible for the accuracy of this document as applied to your individual market. All figures are estimates. Educational use only. Doorcount is not a lender, mortgage broker or
loan originator; home-buyer figures are not financial or mortgage advice or a loan offer. Talk to a licensed loan officer.



