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Dan Kennedy-

Dan Kennedy, marketing consultant extraordinaire and mentor to
many entrepreneurs had this to say about creating a money-making system:

"Entrepreneurs,probably bynaturetend notto beverygood at,or

happy about‘detailwork’;they are system soriented.They've discovered

that...successw ithoutsystem s is stressand chaos... Every one ofthen
utilizesa lotof‘autom ated’'m arketing toolsand technology.Everyone
ofthem ,in fact,hasasystem form akingm oney that
Wworksand isreplicable,innuchthesamewayl cDonaldshasa

system for profitable fastfood restaurantoperations. Thisiswhy you can

look to any ofthese people forcoaching and direction w ith confidence:

they provide a system ."
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D isclaim er:

ThisInform ation is designed asan inform ation source only.ltis distributed
With theunderstanding thatthe publisherisnotrendering or distributing
legal,accounting orany otherprofessionalservice oradvice.Iflegalorany
otherexpertassistance isrequired,the servicesofa com petent,licensed
professionalshould beobtained.

Reproduction ofthiswork,in wholeorin part,through anyand all
mechanism sknownorunknown,and atany timeorplacenow orin the
future isunlaw ful.

-Jason Loucks
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INTRODUCTION

“fow toM ake $50,000 Your FirstYear in
RealEstate W ithoutCash,Credit,or
Partners??

Thanksforjoining m e today,and thanks for letting m e join you on your path
to wealth in RealEstate. I'n glad to help you m ake the decision to get
educated and startto controlyou financialfuture instead ofletting others
nake thedecisions foryou like som anyotherpeopledo.

Now,today I'n going to tellyou how 1think you could useyourcurrent
situation-yourcurrentcircum stances,thatis,-howeverm uch capitalyou
have,howeverm uch or little itm ay be,whateveryour creditcircum stances
are,in fact,it’s fine and totally irrelevant,and whetherornotyou are
already in the RealEstate business w ith the resourcesand the connections
thatyou need,are also going to be totally irrelevanthy the tin e thatyou're
donew ith metoday. And I'n going to tellyou how to take w hateveryou've
gotand geta fiendish return.

First,letm e tellyou who Iam and why you mightwantto hearwhatlhave
to say. My name is Jason Loucks. | started outw ith nothing, actually less
than nothing,and over the years, I becam e a RealEstate n illionaire,buying
and selling single-fam ily houses and keeping a few along the way.A short
whileago,l founded a com pany called Hom e Financing 0 ptions,and we are
stillbuying and selling hon esrightup to thisvery day.

I'm often called an investor,butasan atteroffact,lam notaRealEstate
investor.
AN AS

M UCH REALESTATE INVESTOR ASAGROCERY
STOREISAL

ETTUCE INVESTOR.

Ibuy RealEstate atwholesale,and I'sellitatretail.lan aRealEstate
entrepreneur.A businessm an.Notan investor.
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['ve earned this distinction by system izing the businessand m aking ita lot
easier. I've boughtm illionsdollarsworth ofhom esand have becomeoneof
the leading authoritieson whatldo. AtHomeFinancing 0 ptions,weare
helping people across the country m akem orem oney w ith theirinvestnm ents,
and I'm proud tosay,we’ren aking RealEstaten illionaires.

Severalyearsago,lwasaretailclerk looking forawayoutofthe job track. |
becam e aretailclerk to putfood inmymouth and aroofoverm yhead,and
ifyou've evermetn e,you know thatworked outlike gang-busters.

Butafterstruggling fora few years justto keep my head above water,lknew
Ineeded aplan. Idecided thatbeing a RealE state investorwaswhatl
wanted to do. It’sbecause I read Napoleon H ill's“Think and G row R ich”
and lheard thatevery very wealthy person in the U .S.eithern ade or keeps
theirwealth in RealE state.

So Istarted with nothing,and over the years,Ibecanm eamn illionaire buying
and selling housessingle-fam ily houses. I'm going to show you how to do
exactly whatldorighthereandnow,to raise fastcash from RealE state.

Eventually I'gotso good atwhatlwasdoing,thatldecided to startteaching
otherpeoplethatwanted to learn how todo it. I founded a com pany called
HomeFinancing 0 ptions,and we're stillteaching and buying hom esright
up to thisvery day. Now,I’'m notan attorney oraccountant,so you should
know thatthe inform ation in thiscourse com es from yearsofdown-and-
dirty,in the trenches,realworld RealEstate experience,notfrom a text
book .

W hatl’'m going to show you how to do today iswhatl learned innyvery
firstyearsin RealEstate thatkeptm e in the businessand keptmen aking
noney —

-themoney thatlneeded to keep m e from going back to thatJ-0 -8 .
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Doyouknow whatJ-0-B stands for? Itstands forJust0 verBroke. And
that'show you'regoing to beyourentire life ifyou can'tgetoffthatwheel
and getoutofthatratrace.

I've discovered overtim e thatthe easiestpartofm y job wastogo find a
good dealon apropertyand buy itonawholesale,price ortern s,basis. It
didn'ttakemealotoftim e to learn thattherewerealotm oreofthese
propertiesaround than Tcould everhandle. lwasbuying then atdeeply
discounted pricesoron greattern s. lalso learned how todo agreatrehab
job ata fraction ofthe price ofwhatpeople really think itcosts.

Yousee,lonlybuydeeply discounted RealEstate to protectn y investn ent
and protectn yself. I getgreatreturnshecauseofthe price and the tern s,
and thesekindsofreturnsday-inand day-outthatlcan relyon,justn akes
the businessreally attractive tom e. Besides,it’sa w in-w in situation for
everyone.

W hile Ihave found thatlcan getahigherprice forproperties iflshop
around,m adea few monthlypayments,did som e repairs,itdoesn’thelp ny
in mediate cash needs.And ifl don’thave the cash tom akeallofthose
payments,and do allthose repairs,I'lIneverm ake itto the profits!

Besides,itm akes fora better,longer,ultin ately m uch m oreprofitable Real
Estate career ifl becam e an ethically m inded wholesaler. Il ygoalistohave
mybuyersm ake greatprofitsso they keep com ing back to thewellagain and
again. I'd rathern ake $5,000 ten tim es,than $10,000 one tin e.

Wy goalhere today is to show you how tom akeagoodenough living asa
professionalinvestor thatyou willbe able to say goodbye to thework-a-day
world for the restofyour life. N ow,can you im agine how m uch freedon
you'llhave? Ask yourself;

“Bow manydealscould you puttogether ifyou had allday,every
day to setup deals,and allthem oney you needed to close them ?~~

Cetting to thepointwhereyou canaccurately answerthatquestion isny
goalforthism anual.

-11 -




I ithoutCash,Credit,orPartners

Thanksforjoining m e and letting m e take this step w ith you.
Sincerely,

Jason Loucks

©2004 -2008,HomeFinancing 0 ptions
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W H Y

REAL ESTATE?
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Chapter1:W HY REALESTATE?

[don’tknow alotaboutyou,butldo know onething,you wantto know if
RealEstate isthe path foryou.lknow thatyou arecom ing from a different
place in your life than Iam ,butlhave been whereyou are today,with alot
ofquestions,and no answers.

So letmetellyou whatl'm going to teach you today.

I'n going to show you how tomakemoney. I'm going to show you how to
makeagood living asaprofessionalRealEstate Businesswom anornm an.
Buthonestly,I'n nothere to justshow you how to justm ake agood living.

Yousee,youn ighthave yourcash flow needs taken care of. You've gotto sit
down objectively and decide,*An Im oreconcerned aboutincreasing my
moneytoday,oram Imoreconcerned aboutnothaving to worryabout
moneytom orrow?’

Ifyou'vegotyourcash needstaken careof,you can afford to hold
properties,and the currentRealEstate W arketw illm ake you rich. Ifthat’s
the case,lenvyyou.ldidn’thave thatluxurywhen Istarted out.
Butlthoughtldid and itnearlyended m y career.

Butm aybe you need acheck inyourhands like you need to breathe oxygen.

Youhavethe billspiling up,you have the creditorsknocking on yourdoor,
and yourcash needshave to be taken careofnow ,in the shorttern .

Ifyou can’tm ake itto retirem entearning whatyou're earning,and you can'’t
getoutofthatratrace,you need cash and capital.And you need the
inmediate incom e for living expensesortopay offdebtorforanyother
reason.

[can tellwho’swho,justby theglean in theireye.
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Youknow whereyou'reat,so let’'sgetstarted!

W hyStartA RealEstate Business?

Firstand forem ost,if laccom plish nothing else w ith thiscourse,lwantto
nakesurewhatyou think RealEstate investing_iscom esaround towhatl
think RealE state investing is.

Like I'said,lam notaRealEstate investor. lam asmuchaRealEstate
investorasaGrocery Store is a lettuce investor. 1 buy RealEstate at
Wholesale,or justabove wholesale,and Isellitatretail (or justabove retail-
you'll see how later!). I'n aRealEstate entrepreneur,abusinessn an.

You see,an investor investscapitaland earnsprofits. Iactively run a
business,and educated investorsarem y life’sblood. City governm ents love
me.Owneroccupantswon’'tbuy thepropertiesthatlbuy forrehabs,
because theywouldn'tknow whatto do with thenm ifthey did.

Folks,lhave a letter from the W ayorofAventura thankingm e for investing
inhistown.Thepropertiesthatlboughtand turned around there started a
revolution.ltseem sthatjustabouteveryone in thatpartoftown goton the
bandwagon.ladded:288 ,that’sthenum berofproperties in that little area,
tin es $50,000,that’sthe average increase in property value,to histax rolls.
Now thatlthink aboutit,alllgotwasathank you letter.Ishould have gota
check.

lalso retailproperties.Som e Ihave rehabbed first,and som e lhavenot.
Somedon’tneed it.

I create affordability in housing by financing houses forpeople thatthe
bankswillnotfinance.lam aprincipalin the transaction,so I collectthe
down payment,and later I'llshow you how you can getyourshare.lalso
collectthe spread between whatmy financing costson the property and
Whatmybuyerpays.
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Youmay,ifyou'vebeen in therealestate field before,have heard the
statistic that60-70% ofpeoplecan qualify fora loan.

W hatthey don'ttellyou isthatm ostofthosepeoplehave alreadyboughta
houselIn fact,only 30% ofpeoplewhoneed tobuyahousecanqualify fora
loan.Now frankly, 'l letthe realtors fightoverthose 30% ,and I'll take the
other70% .

Yousee,ldonotbuyandhold RealEstate in the “traditional”way.Ladies
and gents,ifyou buy,m anage,and operate apieceofRealEstate forthe
long term ,be itlarge orsm all,single fam ily house or 1,000 unitapartn ent
building,and whetheryou do ityourselforhiresom eoneelse todo itand
manage them anagers,you donothave an investn ent.You havea job.Ifyou
operatearentalproperty you donothave an investn ent.You havea job.

[callitthe landlord trap.0 therpeoplecallitthe tenantsand toilets trap.
Eitherway,itkillsmore RealEstate Investors’careers,and profits,than any
single otherobstacle in this industry.

Now,letmetelyouhow Irecommendyou getstarted in your RealE state
career.Thisisthe firstleg ofthe financialtable thatlam going to setfor
you.lt'salso them ostconsistentm oney-m aker I haveeverseen,and ithas
created morem illion dollar RealE state careersthan any strategy for long
term profits from realestate thatlhave everseen.

Theprogran issafeand so profitable,you’llm akem oremoney m onth-in
and month-outon propertiesalloverthe county withoutever getting
midnightphonecallsand withoutfixing anything.

Now,whatlhavedone isturn the tableson the banks,and started m aking
money,guaranteed,every m onth withoutasinglepaintbrush orplunger.
And,Inakemnuch betterreturnsthan Icould getin any other investn ent,
like W utualFundsorStocksorBondsorAnnuities.

Now,letn e tellyou a little abouta friend ofm inenan ed Jam esE lay.
Jam eswrites:
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‘I'vepaid offm y homemortgagein 3 Y2years. Iven adea good chunkof
moneyevery year,and ldon'tcareaboutstock pricesorany ofthatstuff. |
makemnoney whetheritgoesup,downorsideways. Inakenoneywhen
the W allStreetboysare jum ping outofw indow s. I'think w atching stock
marketanalystsbrag about3% returnsisfunny. 3% doesn’teven beat
inflation.” And hegoeson tosay: Andperhaps,mostin portantly,
investing in RealEstate offerssom ething thatfew investn entsdo: true
diversification .

i henmoststock fund analyststalk aboutdiversification,they suggesta
selection ofstocks,oreven mutualfunds. Butwhatn anypeoplehave
learned overthe lastfew yearsisthatthese investn entsin the stock orbond
marketare farm ore interconnected than they had everguessed.

Entire sectorsofthe econom y,onesthathad seen no businessorrevenue
downturns,losta trem endousamountofvalue sinm ply because they were
stock-based investn ents.

The factthatyou owned BlueChipsorFortune500'sdid notprovide even
the sm allestam ountofdownside protection. W hetherthey've used itto
generate theirprofitor to hedge againststock-driven hysteria,people have
continued to earn top-dollarreturnsata tim ewhen otherpeople’s

retirem entand investn entfundswerenearly destroyed.

Now,ifthatdoesn’tgetyou excited aboutRealEstate,even ifyou’re
interested in other investn ents,you better check yourpulse.

I'n going to getstarted teaching you

“Bow toM ake $50,000 cash your firstyearin RealEstate w ithout
cash,creditorpartners??

Butfirst,you m ightbeaskingn e,Jason,whyRealEstate? W hy startaReal
Estate business?

Woell,the reality isbusinesshbeatsthatJ-0-B,that*JustOverBroke”, that

job thatyou have,hands-down. And RealEstate Businessspecifically is

greathbecause every businessinvolves RealE state. Nom atterwhereyou are,

you eitherhavea factory m aking aproduct,which isRealEstate,you have a
217 -
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store selling it,which isRealE state,oryou have an office,which isReal
Estate.

I'n notsuggesting thatyou should getinvolved in Com m ercialRealE state,
that'sa little bitm ore than I can coverin thiscourse,butjustknow that
every businessreally iscentered on RealEstate. And RealEstate has
created morem illionaires than any other industry.

M oreM illionairesThan Any O therIndustry

Ray Crock,theownerofll cDonald’s,wasgiving a sem inarto the graduates
ofTheHarvard BusinessSchool. K estood in frontofthen and did
som ething a little differentthan otherspeakers.

Rayasked them ,“W hatbusinessam lin?”

Theyallm urm ured back and forth and looked athim allconfused. They had
neverheard anyone ask them aquestion from the stage. Finally,oneof
them shouted out,“Ray,areyou kidding us? You m ake ham burgers!”

And Ray Crock sm irked his trademn ark crooked sm ile,and said,“N rong!
W cDonald’sisnotahanm burgerbusiness. M cDonald’sisaRealEstate
business.”

“WeDonald’sownsthe streetcorners,ownsthe lots,and ownsthebuildings,
insomeofthen ostm agnificentplaceson the planet. Downtown Tokyo,
downtown M anhattan,then ostexpensive RealEstate in theworld. And all
ofitispaid for by the franchiseeswho buy those little estab lishm ents.”

“@ cDonald Sisnotaham burgercom pany. ItSaRealEstate
com pany.””

Butdon’tgo thinking thatyou have to haveabusinessashbigasl cDonald’s
tomakeanymoney. Farfrom it. The thing I likem ostaboutRealE state is
thatthe start-up costsare virtually nothing.
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For$100,you can haveagreatbuyingm achineup and running. The low
startup costsand the hugeprofitm arginsm ake getting involved in Real
Estate theonly sensible thing for the vastm ajority ofpeople when theywant
to getstarted in theirown business. Tellm e anotherbusinessyou can start
forpeanuts,and startm aking thousandsofdollarsrightaway.

Seelt,Touch It

Anotherthing I likeaboutRealEstate isthatit’seasy tounderstand.
Everybody knowswhatahouseis. Thereareonly som anycomponents.

Youhavewalls,a foundation,aroof,carpets,windows. Therereally isn’t
thatm uch to it. And ifsom ething’snotright,it’seasy foranybody to see.
RealEstate isthe easiestpath to wealth for the vastm ajority ofpeople,
becauseweallhave an understanding ofwhatwe’re looking at. Especially
Whenwe'redealing with single-fam ily hon es.

You justknow whetherahouseisagood buy,based on itscondition. You
can see it,you can touch it,you can sm ellit,and you can feelit. You'lldrive
by propertiesyou sold yearsago and say,*Yup,seethatone,lused to own
thatone.” Thereis justsuch asenseofpride in ownership even on
propertiesyou own forseconds, like I'm going to teach you today.

And honestly,RealEstate issuch an easy business. It’s so easy to
understand.

Now,everybody knowsthatthe foundationalprincipalofthe businessishuy
low ,sellhigh. Everybody knowsthat,buthow m any people thatyou know
actually do it?

Doyouknow how peoplearehaving trouble in the stock m arketrightnow ?

W ell,the reason they’re having trouble isbhecause they boughtand then they
didn’tsell.
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Now,I'n nottelling you to do that. W hatlwantyou todois;buyyour
housesand sellthem asquickly aspossible to gettoyourcheck. And
that's so fastthatyou m ay seeyourcheck in as little as three days.

Fulfilling N eed

Youcannm ake these fastprofitsknow ing thatyou've done a service for the
people thatyou're involved with. Everyone needsshelter. Everyoneneeds
clean,safe,affordable housing. You aregoing to help n ake thatpossible.

Citiesareqgoing to loveyou. Citiesneed renovators. 0 wneroccupantswon't
buy the housesthatwe wholesale because theywouldn’tknow whattodo
Woith them ifthey did!

Yourcustom ersareprin arily renovatorswho willputthatproperty back on
the tax roll. Getthatproperty back into living conditions. Som e kid isgoinyg
to have the bestChristn asofhis life in thathouse because youputthedeal
together,and thatjustfeelsgood. Peopleneed yourhelp. Both sides,both
endsofthisdeal,need yourhelp in then iddle.

Both EndsHelp theM iddle

Thesellersofthese propertiesareso happy thatyou took theburden ofthat
mortgage offtheirback,orthatthey gotrid ofwhatwasason ewhat
troublesom e property and m aybe even gota little cash in theirpocket.
They'rehappy thatyou m ade yourm oney.

And yourbuyersarehappy,too. You see,ifaperson isaprofessional
renovator,they don’thave the tin e to find deals. And ifthey don’tfind the
deals,then they don’tm akeanymoney.

Soyouarestanding in them iddlecollecting a generous,handsom e paynent
foryourservice thatyou've earned every penny of. Because you helped a
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sellergetoutofabad situation,and you helped abuyergetinto son e
profits. Ifyou’re an ethically-n inded wholesaler,like I'm going to teach you
how to be,then you'regoing to see thatthesepeoplew illthank you,and are
Willing to pay you,for thevaluable service thatyou provide.

Leverage

Now,anotheroneofthe things |l love aboutRealEstate isthe amountof
leverage you can get. You can tieup aproperty for$10,850,8100,and fron
thatsameproperty youn akean inimum of$5,000. Notanm axin un ,a
moninm unm .

Andyoucando thisin avery shortam ountoftime. Youn ayhaveon any
given property,justa few hoursinvolved in the deal. N ow im agine,you pay
$10,and work threehoursoveraweek,ton akean inimun $5,000 profit.

Now,I'n notsure,butl’'n betting thatbheatsthehourly rate on whatever job
you'vegotnow.Butitalso allowsyou to leverage your efforts.

Yousee,onceyou'vegotabuyingm achineup and running,what'sm ost
importantisnotwhetherornotyou can fix the property,notwhetherornot
you can personally sellthe property,what'sm ostin portantisthatyou
maxin ize yourtim e and effortand haveotherpeople do thework foryou.

Custom er B ase

In RealEstate,this isso easy because yourcustom erbase isallthe bargain
huntersthatwantagood priceon arehabproperty. Therearehundredsof
them ,and they are easy to find.

I'n going to tellyou a little story aboutw here realmoney is. In the great
gold rush ofCalifornia in 1849, LeviStrausswasthere with apairofpants
thatthen inerscould buyonepairof,and wouldn’twearout.

-21 -




I ithoutCash,Credit,orPartners

LeviStrausscreated apairofcanvaspants,ratherthan using cotton,for
strongerdurability. N otm anypeopleknow thatthisishow LeviStrauss
started out. Leviknew thatthe realm oney in thegold rush wasnotin
digging forgold,butwas in selling the pantsto them iners. Itwasselling the
peoplewhattheyneeded to getthe job done.

You'llmake farm orem oney selling bargains to bargain huntersthan you
willdigging forgold by fixing them yourself.

In tim e,you m ightfind thatyou'llturn into oneofyourbestcuston ers.

Youwillsee thatifyou getreally good athuying and selling properties,
you're generating capitalon am onthly basis. 0 nceyou have the capitalyou
need,youdon’thave to selleverything you own. You can cherry pick.

[fyou've gotten greatdeals,you can pick the greatestdealforyourself,and

Wwholesale the othernine. In fact,a lotofinvesting coachesrecon m end that
you sellfourpropertiesand keep one. Now whatl’m going to advise you to

do is keep theonesthatyou acquire w ith debttake-over. There’sjustno

liab ility in nice housesin nice areas.

I'n notgoing to suggestthatyou getinto the rehab business. Irehab
houses,and Iprobably willrehab houses forthe restofm y career. I'm not
recom mending thatthe pathway to wealth forthen ajority ofpeople,
because it’s justdifficult,and takesa lotoftim eand effort.

Butonceyou geta little experience in the business,onceyou know what
you're looking for,once you know whateverything isgoing to costand how
long it’sgoing to take,and once you see allthe collateralcosts thatyou've
probably neverconsidered before,then and only then should you even
consider it!

Youarein an educated,decision m aking capacity to decide which properties

you wholesale,and which propertiesyou keep. Lwillgive you a form ula on
how tonm ake thisdecision .
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History

Thething aboutRealEstate which m akesitsuch agreatbusiness to get
started in,and n akes itso easy foryou,isthattherearea lotofpeoplewho
have already m aden illionsin RealE state.

In fact,m ore people havem aden illionsin RealEstate than any other
industry. Andn orerich peoplekeep theirm oney in RealEstate than in any
otherindustry. There'sagreatpathway already paved foryou. You don’t
have to reinventthe wheel. Youdon'thave tom ake allthe n istakes that
everyoneelse already did. Forjusta few hourstin eand a few dollars,you
can learn the tips, tricks,and strategies thatn ake the expertsexperts.

In fact,even the lawswork foryou. Citiesw illwork with you to m ake sure
the property is taken care of. Everything you do goesdown in writing and is
protected atthe courthouse. You neverhavetoworryaboutanyoneever
claim -jum ping you onceyou getthepaperwork and training you need to just
take care ofeverything. For just$§7.00 orso in recording fees,you can
guarantee thatyourcontractisrock-solid.

By theway,how manypeopledoyouknow thataregoing aboutthis
businessbackwards? How manypeopledoyou know thatneed moneynow,
and are looking for thatJunkerto buy,fix,and eithersellorhold rather
than m ake quick cash? Asam atteroffact,every sem inargraduate from one
ofthose otherguysbecomesyourcustom erin thewholesaling business.

Tax Advantages

RealEstate hassomegreattax advantages,too. Ifyou’renotbusiness
minded,youmaynotunderstand this atfirst.

Letmeask you,ifyounmake$50,000 cash ata job,how muchwouldyoupay

in taxes? Youwould takethat$50,000 and m ultiply ithy whatever taxes
you would pay,which isprobably about25% .
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Butin RealEstate,you getsom any greattax advantages. I'm noteven
talking aboutdepreciation or interestoffyourproperty. I'n talking about
straightbusiness tax advantages.

First,you getyourcheck. Youdon'thave to pay the taxesyet. You can
compound thatm oneyasm uch oras little asyou need to overthe courseof
ayear,and you can justpay your taxeson the capitalgain. Now ,that’sa
little confusing at first,so 'l juststick to the figure 0f$50,000.

[fyoun ake$50,000 cash atyourjob,you arepaying about25% in taxes,or
about$12,500.

Now,ifyoumakethatsame $50,000 in RealEstate,you can deductall
kindsofexpenses.

Firstand forem ost,you can deductallofyouradvertising,you can deductall
ofyouractualbusinesscosts,butonce I show you how little itcosts, that’s
notmuchofadeduction. So,whatwe’regoing to do iswe’regoing to call
that$2,000. You aregoing to spend $200 perm onth to stay in business.

Secondarily,you aregoing to deductallthe expenses from the properties.
D id you have to drive to the property? Then yourcarisan expense. D id you
have lunch with oneofyourbuyers? Then thatlunch isa businessexpense.

And thegreatpartisthatwhen you run abusiness,allthose expensescon e
outbeforeyou payyourtaxes. You can getascreative asyouraccountant
willletyou,and letm e tellyou,itwould benoproblem atallto find
$20,000 in expensesevery yearbetween ahon eoffice,yourcar,your
lunches,yourtimeand yourcapitalin thesepropertiesand advertising and
marketing costs.Ren em ber,these aren ostly (transportation,lunches,
telephone costs,etc.) coststhatyou’'d have to pay anyway,even atyour job.

Thisn eansyou’'reonly paying taxeson $30,000. $30,000 ofincom edrops
you to the 20% bracketand 20% of$30,000 isonly$6,000. You justm ade
another$6,500 cash money,inyourpocketthatyou didn’thave topay in
taxes,justbecause ofthe businessthatyou chose!
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It’'s justbecause you didn'thave to getup everymorningat7a.n .todrive to
thatJ-0 -B and do yourduty,because you didn’tgetthatpaycheck once
every two weeks,you gotit2,3,even 4 tim espermonth,and they were
triple whatyou'd seeatthatjob ofyours. The tax advantagesofRealE state
are justam azing.

Bynow Ihopevyou’'reonboard with the idea thatRealEstaten ightbe the

vehicle you wantto use to getdown theroad to wealth.So letn e take a little
Whiletoprepareyou forthe road ahead by elin inating allofyourdoubts.
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Chapter2:W hat3ItGonnaTake?

Bynow Lknow you'reasking,“Jason,what'sitgoing to takem e to get
started in RealE state?”

NOTalLotofM oney

Letmetellyou,it'snotgoing to takea lotofm oney. You can turn $100 into
$5,000 in about2 weeks,and you can getstarted advertising,n arketing,
and getting a presence in then arketplace,forwelllessthan §100 .

[fyou take som e ofthose profitsand you putthen back into the business,
you willbuild ahugebusinesswholesaling propertiesin averyshortperiod
oftime. I'veseen alotofpeoplen aking six-figure incom e w ithin six
months. W ould you like tom ake $100,000 cash every year,yearin,and
yearoutwith a $100 investn ent,and only a few hoursa week ofyour tin e?

NOTalLotofTim e

Thisbringsm eton ysecondpoint. Thisisnotgoing to take a lotoftin e.
Youcould getstarted asa full-tin e RealEstate W holesaler in less than 10
hoursperweek. W henyougetthe businessup and running and you getto
thepointwhereyou have a stack ofdealspiled up on yourdesk,you can run
thatbusinessin as little as 10 hoursperm onth. Allyou have to do is
understand thatgetting som eoneelse todo thegruntwork isin yourbest
interest. O nceyoudo this,yourRealEstate incom e willexplode.

NO Credit

Youwillbeable todoallofthiswithouteverborrowing m oney,w ithoutever
building thathouse ofcardsthatsom anyotherinvestorsgetcaughtup in.
Theygetcaughtup in 50r10 m ortgages,and assoon asoneoproblen
happenstooneproperty,theyallgo likeadon ino effect.
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Here'soneofthe bestparts. You willhaveno liability. You won’'the signing
forany m ortgages,you won’town anyproperties forany length oftin e,you
Wwon'thaveany tenants,and won’thave any liabilities. A llofyour wealth
willbem ade,willbe saved,and willbe protected because you won'thave
any personalliability on any property oranyn ortgages.

NO Partners

Anothergreatpartaboutitisthatyou don’tneed any partners. Il y favorite
partaboutnothavinganypartnersisthatldon’thave to splitm y profits
With anybody.

Second to that,noonew illtellyou whattodoonaday-to-day basis. You
could decide foryourselfevery m orning how m uch orhow little you wantto
Work thatday.

And third,one thing Idiscovered after yearsofworking with partners,
before | found a betterway,isthatthereisno way foranyone to change your
deal. You'llknow every step ofthe way,exactly whatyourprofitw illbe and
exactly whatyourrewardsare for follow ing the path thatyou've laid outfor
yourself.

NO GeniusLevellQ

Itdoesn’ttake a geniusto figure thisallout. It’snothard tounderstand.

Youaren’tgoing in blind. M anypeople have already been there,and have
already done that. Allyou have to do is follow in their footsteps. I have laid
outforyou asystem foreverything thatyou do. Every step ofthe business
hasasysten .

NO Screw ing PeopleOver

[wanttowarnyou againstone thing. Ifyoudon’tleave enoughmoneyon
the table foryourbuyer,ifyou try to take advantage ofpeople by over
charging forproperties,two thingsare going to happen.
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One,they’re nevergoing to com eback and do businessw ith you again. |
told you before; I'd rathermn ake $5,000 ten tim esthan $10,000 once.

Two,whenyoubeconean ethicallym inded wholesaler,when you becon e a
Wwholesalerwhose job itisto passthegreatestdealpossible to yourbuyer,
you willhavean unbelievable am ountofbusiness. You willbe topson the
lists and lipsofyourbuyers,and you willsee thatyourpropertiesnm ove so
fast,you’llhave a waiting list.

[fyou aren’tan ethically m inded person,and you're justgetting into this
business justto screw people over,pleasedomeone favor. Close thishook,
and walk awaybecausewe justdon’tneed you. Thereareenough problen s
in thisbusinessw ith unethicalpeople,and wedon’tneed you adding to the
pot. In fact,a lotofpeople in the businessalready havea bad taste in their
mouth becausepeoplewerenotethicallym inded and screwed them over.

W hatldowantyou to realize,ifyou arean ethically m inded wholesaler,
and ifyou areservice oriented,isthatthisishow you m akeyour profits.
Finding truly greatdealsand passing those greatdealsalong to yourhbuyers
iIsShow youbuild anmassive business.

NO Handym an Skills

Itdoesn’ttake any handyn an skills. In fact,this is som ething you m ustpay
attention to: labsolutely forbid you fixing the houses yourself!

Youwillm akealotmoremoney finding dealsand passing them on,than
you willtying up your tin e and effortfixing one house. In the tin e ittakes
you to fix thatonehouse,you could haveboughtand sold ten,ortwelve,or
twenty morehouses,and you're justleaving m oney on the table every tin e
you do it.

Thehousesthatyou wantto keep long term arethe onesthatrequireno
Wwork. W henyouhavethehousesthatneed nowork,therearenoneofthose
costly entanglem ents like Contractorproblen s,tenants,orCode

Enforcem entissues.
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W henyoudoanysubstantialwork on aproperty,even ifyou have the work
contracted out,you tend to find a lotof“surprises”along the way-bad
Wiring,bad plum bing,anyoneofanum berofthingsyou n issed when you
did yourrepairestin ates.

CodeEnforcementwantston akesurethatthework isdone right.Ifyou’re
in the business,and you're trying to scam CodeEnforcem entbynottelling
them thatwork isheing done,itis justgoing to cause problem s. Itisgoing
to tieup yourbusinessform onthsand months,and it’sgoing to costyou
Waymoremnoneythan you everwould have saved justby doing itrightthe
firsttin e.Ren en ber,ifyou getacode lien,itblocks the sale ofevery
property you own in theentirecounty.Oneproblen willhauntyou on every
singledealyou dountiltheproblem issolved.

Wi hat!’m recommending isdon’tdo rehabs. Ifyou own property thatneeds

work,sellit! There areplentyofbuyerswho wantto do thework.
Don Theoneofthen

NO Rich Relatives

A lotofpeoplethink thatin order to be rich in RealE state,you need a rich
relative. I had amortgage brokerone time,when lwasworking rehabs,who
said tome,“There’snowaytonakemoneyin RealEstateunlessyou have a
rich relative.” I'in n ediately stopped doing businessw ith hin . You donot
need rich relatives to getahead in RealEstate. You don’tneed the
entanglem ents,you don’'tneed broken prom isesdestroying your fan ily,and
you don’tneed any stress.

Youdon’tneed partners. Fam ily orotherw ise,you justdon’'tneed it. Ifyou
insiston paying bign oney forrealestate,generate thatm oney from Real
Estate first.In Vegas,they like to callthat“playing w ith housem oney.”And
in RealEstate,that’sthenameofthe gam e.
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NOT Yearsand Years

Itdoesn’ttake you yearsand yearstogetmoney from RealEstate. A lotof
people think you have to buy and hold for the long term . They think thatit
takestwoorthreeyearstobuild up enoughequity inaproperty ton ake it
worth selling. W earebeating them to thepunch.

W earebuying atpricestwo,three,oreven ten yearsago,rightnow .
Because ofthat,we canprofitrightnow . You can quickly build a

trem endousam ountofRealEstate in yourportfolio ifyou only keep the
onesin greatcondition and you boughtthem allforpennies.

W ostinm portantly,what!'m teaching you ishow togetcashnow so thatyou
can afford to keep yourhand in the business. Imaginehow manydealsyou
can getw ith low ornomoneydown,how manyyoucan getfor50,60,70
centson thedollar,ifyou had 24 hoursaday,ifyou wantto,to devote to the
business.

NO Sacrificing W ho You Are

Ifyou’'lljusttake 10 hoursa week to getstarted,and 10 hoursam onth when
you wantto keep itrunning,you willhave the moneynow thatyou need to
keep yourselfa full-tin e RealE state investor. Itkeepsyou in thebusiness
and keepsyou looking atdeals. And paying attention to dealsdoesnot,l
repeat,doesnotrequire thatyou changewho you areon any level.

YoucandothisRealEstate businessanywhere. I'n herein South Florida,
and wehaveagreatn arkethere,butlknow people alloverthe country,
California,Texas,W yom ing,A laska,peoplewho aredoing thiswholesaling
businessand doing itvery profitably.

W henyouworkaslittleorasm uch asyou want,you can keep orincrease
your lifestyle asyou see fit. You wanttodo a few moredealsnextn onth
becauseyou need an extra influx ofcash? W ellthen thism onth,just
knuckledown! Payalittlen ore tin e and effortto the business,and next
month,you’llsee the bottom line increase in your profits.
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Youdon'thave to sacrifice who you are. You can do thisanywhereand in
any amountoftime. Aslongasyou have as little as 10 hoursper week to
devote to the business,you w ill increase yourincom e astime goeson.

Timeisthemostvaluablecomm odity thatanyofushave. W eallhave the
same24 hoursinadayton akeourdream scometrue. W hen you have the
tin e you need to stay in the business,and tin e to pay attention to the real
moneymn aking profitcenters,the realopportunitiesthatare outthere. You
have the ability to m ake allofyourdrean s,whateverthey are,com e true.

TherearealotofpeoplewhouseRealEstate asasidebusinessand useReal
Estate tom ake theirm ain thrustin life com e true. I'm talking about
reverends,doctors, lawyers,professionalswho asaside businessdo Real
Estate because itis so easy and so profitable thatitallow sthen to take the
tin eand effortthey need and focuson whatever theirgoalin life is.

NOT GreatSalesm anship

Adlotofpeoplethink you need to be a salesm an in order to n ake these low -
ballofferswork. Thisis justnottrue. You see,thereare forn ulasfor
everything. Form ulasthatlam going to sharew ith you here today. Il hat
you'llfind isthatitdoesnottake greatsalesm anship. W hatl like to do is
justlayoutform ysellersallofthe costsoffixing,m arketing,and selling.
You'll find thatpeople understand thatyou have to getpaid to do your job.
[fthey don’t like it,m ove on.

i henyougetin the businessand you getestablished,you’llfind thatno
particulardealn attersenough foryou to getcaughtup init. No individual
dealisgoing tom akeorhbreak yourRealEstate career.

I hatthataddsup to,isthatyou don’tneed to go chasing deals. Ifyou have
to chase adeal,itsim ply isn'ta deal. Itis justthenature ofthe business.

[fyou arechasingmarginaldeals,you getcaughtin thattrap whereyour
tin eand effortare notheing valued the way theyshould be. W hen you get
the expertise thatyou're going to getfrom thism anual,you’llknow thatno
particulardealn attersenough foryou to go chasing it.
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Follow-up isthe key tom aking thisbusinesswork. W hatmaynotwork for
someone todaymaym akeperfectsense to them intwoorthreenmonths.

W hen those billskeep com ing in,when thatcash need is tighter,w hen that
property thatthey thoughtthey could turn around justdoesn’tcon e to
fruition, they w illrealize thatthey do need you. Ihave peoplecallingn e all
the tin e thatlhave spoken with monthsprior,and they w illask n e,“Jason,
are you still interested? W hatyou have to offerdidn’twork form ebefore,
butitworks formenow.”

Thereason I getthese specific dealsisbecause I follow up. I follow up w ith
asellerthatl've connected with. Itdoesn’ttake a greatsalesm an to m ake an
em otionalconnection w ith som eone. Il hen you'rean ethically n inded
person m aking justand fairoffersand you connectw ith them asan
individual,you'll find thatyou’llgetm ore dealsthan you know whatto do
Woith .

I'd preferyou to haveasoftapproach with alotofpeople in thisbusiness. A
lotofthese sellershave had their liveschanged in the lastm onth ortwo and
they are really in a delicate position. You don’twantto throw then away
justbecause they're in an em otionalplace.

W hatyou dowanttodo isconnectw ith people,and whatyou'llstartto see
Isthatyou are the knightin shining arm orwho isriding in to help then . If
you em pathize and connectw ith people on an em otionallevel,and you can
show them why itisthatthisisa legitin ate offer,even though it’s low ,or
even though you can'tpay offtheirunderlying financing,you w illfind that
they'llcom e back to you within amonth ortwo.

Em pathize,connect,and follow -up. W hen you do this,no particulardeal
matters. Itjustm akes salesm anship anon-issue.

NO Listening to theNaysayers

Therearealotofpeople outthere thatare going to try to sandbag you. They
are going to try toputup roadblocks.
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Thesepeopledon’thelieve in yourdream s. They justdon’thelieve thatyou
have whatittakesto be aRealEstate Investor,m uch lessa fulltin e Real
Estate Entrepreneur.

Here'swhatl'vedone. l yreconnendation isseek outsuccessfulpeople.
I aybe they aren’tsuccessfulin RealEstate. Il aybe they are successfulat
som ething else. Eitherway,surround yourselfw ith successfulpeople,and
you willbe successfulyourself,and these peoplew illsupportyou. They will
give you the referencesyou need to realize thatsuccessispossible.

Therehave been a lotofstudiesdone thathave said thatyourincom e w illbe
the average ofthe seven people you know ,notcounting children,thatyou
spend them osttim e w ith.

Now,think aboutthatforasecond. N akea listm aybe,ofthe seven people
you spend them osttin e w ith,the seven peoplewho havethem ostinfluence
on how you spend yourtime,and whatyou spend yourtinedoing.

You'llsee thatyourincom e isgoing to be justaboutin therange ofthose
seven people. Ifyou find thatthose seven peoplearenotm aking asm uch
moneyasyou’d like tom ake yourself,you justsin ply have to find another
fram e ofreference. Seek outsuccessfulpeopleand bearound successful
people in any field,especially RealEstate,and you’'llsee exactly whatl'm
talking about. Yourbottonm linew illrocketup as fastasor faster than your
expectationsdo.

I hatyou have to be carefulaboutispeoplewho think they're doing you a
favor,peoplewho think they're helping you outby telling you it’s justnot
going towork.

YES ItTakesTraining

I've found thatfree advice isoften them ostexpensive typeofadvice ofall.
Andgood advice israrely free. You'll find thatpeoplewho give you free
advice are aln ostalwaysgiving you bad advice. The reason thathappens is
because they justdon’thave the experience they need tom ake an educated
statem ent.
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[fyou're taking advice from peoplewho don’thave any RealE state
experience,oreven from peoplewho dohaveRealEstate experience,but
notmorethan you,orthey’renotm akingmorem oney than you,then that
free advice justisn’tworth whatyou paid for it.

Youaregoing toneed togettrained. You'llfind thatany frustrationsyou
have in thisbusiness,any doubtsor fearsyou n ay be feeling,are going to be
erased themomentyou getenough propereducation. Theproblem that
you'rehavingnow isthatyou don Tknow whatitisthatyou don T
know . You don’teven know whatquestions to ask to find outwhatitisthat
youdon'tknow .

Thatispartofwhatthism anvalisfor. Iwantyou to beable toask educated
questionsand be able to ask whatisbetter,whatisthe best. Ifyou think
thateducation isexpensive,or ifyou think thatgoing to bootcanm p fora
coupleofdaysistoo tough,orgoing to an out-of-state sem inaris too
expensive,try ignorance.

Letmeputittoyou thisway. Let'ssayyoumissonedealoutofevery four
because you don’tknow whatyou don’tknow . Thesedealsaren aking you a
monim um of$§5,000. Ifwe're talking aboutyou doingam inim um often
dealsayear,that's2 Y2dealsayearat$5,000 apiece thatyou didn’tn ake
becauseyou don’tknow whatyou don’tknow .

That's$12,500 a yearm inin un ,justbecauseyou don’tknow what
questions to ask. Justbecause you don'tknow what'sabetterway. Just
because you didn’ttake the tim e orspend the tiny am ountofm oney that it
takes to getpropertraining.

Butwhatifyou did getthe training you needed and closed those deals? And
whatifwhatyou learned helped you close justonem ore dealevery ninety
days? And whatifwhatyou learned ata sem inarled youn ake$8,000 per
dealinstead of$§5,000? That'sfourdealsof$8,000=9§32,000 rightoffthe
top,and another$3,000 perdeal,every deal,10 tin esa year,or$62,000
additionalincom eperyear forthe restofyour life. 1t's like adding the
equivalentofa Lawyerssalary to yourincom e with no additionalwork.|

235 -




I ithoutCash,Credit,orPartners

think the costand inconvenience ofRealEstate training isa ridiculously
smallprice to pay forthatkind ofincon e and freedon .

Thegoodnewsisthatyou'llneverknow thatyou didn’tm ake thatm oney

because you don’tknow whatyou don’tknow. Thebadnewsisthatl just
told you! Sonow you know .

YES ItTakesExperience

Onewayortheother,you have getexperience. W hen you startout,you’re
going to bescared,you’re going to benervous,and you m ayevenbea
nervouswreck. You willbe afraid thatyou aregoing ton akean ess. Il ell,
guesswhatexperience is? Experience isgettingoutthereand m aking that
mess. Youaregoing tom akeam ess. It'sjustanm atteroftime. You are
supposed tom akeamess. You'renew atthis,rem en ber?

Nobody issitting behind you;thereisn’tan invisible panelofjudges judging
you saying “Shecan’tbeaRealEstate investorbecauseshenmn adean ess.”

Itjustdoesn’thappen. Everybodyn akesam esswhen they'renew. And,
every single dealyou do getseasier.

Your firstdealisgoing to be white knucklesalltheway. You aregoing to be
second guessing yourselfevery step,butby the tim eyou getyourselfpast
thatfirstdeal, thewholeworld willopen up foryou. W henyou getthatfirst
check inyourhand,you willhave hard evidence thatyou can take to
everyone who said thatyou can’tdo it. N.ow you can say,“0 h yeah? W hat
aboutthis?” From then on,everysingle dealgetseasier.

[closedealsnow ,and Idon’teven go to theclosing. It's justnotworth my
tin e to getinmycaranddrive overthereworking on som ebody else’s tin e
fram e. Itjustdoesn’tn atter because I closeadealnow and itjustdoesn’t
registerin m ypulse. Igetasm ileon ny face because I'know acheck is
com ing,buttherearenonervesatall.
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YES ItTakes A Plan

Youhave to haveaplan. Thenun beroneaspectofaplan thatyouneed is
Woritten goals. H arvard did a study.They took agraduating classand asked
how manyofthen had written goals. Twenty years later,they wentback to
thatgraduating classand did a study on who wassuccessfuland how
successfulthey were. W hatthey found wasthe3% ofpeoplewhohad
Woritten goalswereworth m orein term sofnetworth than the other 974
com bined.

Dovyouwantto separate yourselffron thepack? Doyouwantto beoneof
the 10% whoowns90% ofthewealth in thiscountry? Getyourselfw ritten
goals. Prioritize those goals. Say,“Thism onth,I'm going to do m y first
deal.”Break down in detailwhatyou have to do to getyour firstdeal. First,
you have to getX num berofleads,second,you have to follow up,and third,
you have to close those deals.

W ake written goals. Break them down. Startten yeargoals,five yeargoals,
oneyeargoals,onem onth goals,one week goals,onedaygoals. Break it
down,everysingleday. Ask yourselfeach day,“W hatdo I'have to do today
tomakemygoalshappen in the nextfive years?”

Youcan'tgetwhereyou'regoing unlessyou know two things: first,where
you arenow ,and next,whereyou wanttobe. Allyouhavetodoisplotthat
map,mnorespecifically,plotthosegoals,and then acton them . Actin the
living present. Do itnow . That'sallyou have to do.

W rite down yourgoals,prioritize whatyou have to do first,second,and
third,whatyou have to do rightaway,and then acton it. That'show you
draw an ap from whereyou arenow towhereveritisyou wanttogo,and
that’'show you m ake yourdream sa reality.

YES ItTakesComm itm ent

Onceyou know whereyou'regoing,here’swhatldo. Ml akea listofallthe
reasonswhyyou absolutely m ustachieve yourgoal. You have to be
com m itted. You willgive up onceyou hitthe firstspeed bum p ifyou’reonly
in thisbusinessbecauseofmoney.
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I oney justdoesn’tm otivate people thewaywe think itdoes. Allthe things
you think aboutm oney arereally thingsyou wantin your life. Wl aybe you
think thatm oneyequals freedom . M oney doesn ake for freedom ,butwhat
you wantisthe freedom ,soputthatdown on your listofgoals. Il rite down
thatyou don’twanttoworkmorethan 10,20,30,40 hoursperweek,or
Whateveritm ay be. Il ritedown thatyou wantto be able to take vacation
for2 weeks,4 weeks,oreven 20 weeksayear. W hatever itis,w rite that
down.Beconmmn itted to achieving your dream sand goalsoryou won't
achieve then .

Letmetellyou how the RealEstate businessworks. Let'ssayyou have ten
envelopes in frontofyou. Oneofthoseenvelopeshasa $100 dollarbillin it.

How manyofthose envelopesdo you havetoopen togetthathundred
bucks? Itm ightbeone,right? Ifyou’re an optin ist,you’d say thatthe first
oneyou pick up willhave the $100 billin it. Ifyou’re right,great,because
you willberewarded foryoureffortsin away thatwillem poweryou toopen
those othernine justto see ifthere’sanotherone in there,right?

Butwhatifittakesten? W hatifyou openoneenvelope,andnothing? W hat
ifyou open thenextone,and again,nothing? Justanotherem pty envelope.

Ifyou'renotconm n itted to achieving yourgoals,you’'llstop waybeforeyou
open those ten envelopes. You'llstop atthe third orthe fourth.

[fyou actthatway in therealworld,you’llm akeacoupleoflin p offers to
people,and they can tellthatby your lack ofcom m itm entand your lack of
driveand by your lack ofdetern ination thatyou can’tcon e through. They
can read iton your face like an open book. They’'llknow thatyou're notin it
forthe long haul. They'llknow thatyou'renotin ittohelp people,and
you're in itforyourown good. Theycan sense it.

[fyou'renotcon m itted to yourgoalsand willing to open allten envelopes,

then there’sno guarantee thatyou'llgetprofitsin RealEstate. But,ifyou
open those ten,it’sa guarantee.
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And itm ightbemn ore than ten.I'n nottalking aboutjusttaking ten drive
bys-1'm talking aboutten offerson ten propertiesthatyou spoke
intelligently to the sellersaboutbuying from then .

Ifyou gooutand look at100 properties,and m ake offerson the appropriate
ones,lguarantee you willbuy atleastoneofthen . Asyou geta little better
atit,itwillbe ten,ortwenty,orthirty! N aybe with follow up,itwillbe even
more! W hoknows? Idon'tknow .

[can’tdo itforyou,butwhatlcan doistellyou thatifyou’re com n itted to
success,thatcom m itn entisthe criteria thatyou need to achieve it. ¥ ith
com m itm ent,you w ill learn whateveritisyou need to know abouthow to
getbetteratwhatyou'redoing. You willlearn whateveritisyou need to
learn tonm ake thosedealshappen. W ithoutthatconm m itm ent,you have
nothing,regardlessofwhatyou know .

YES ItTakesSelfControl

Anotherthing you are going to need is self-control. You don’tneed lotsof
self-control,believeme. Thisone isthe hardestone form e.

Thenumberonething you have to do is stop wasting your tim edoing allthe
things thateverybody else wantsyou to do,and notdoing whatyou know
you need todo ton ake the life thatyou want.

You see,everybodyelse hasa differentagenda foryou. W yparentsthought
thatlwasgoing to be asuccessfulretailclerk for the restofm y life. W ell,
thatwasn’twhatlwanted!

W hatlwanted wasa lifeofproductive work,a lifeofhelping people and
getting rewarded fordoing so. lwanted to be a teacher,butldidn’twantto
bea teacherin thepublic schoolsystem . Everything Iknew led m e to
believe said thatwasn’tthe rightavenue form e,because I'trulydon’tbelieve
ittakes ten ortwenty yearsto learn a good skillsetortogetagood
education.

W hateverybody else wantsyou todo ishelp them . W hatyou need to do is
to help them by helping yourselffirst. Don'twasteyourtinedoingwhat
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everybody else wantsyou to do,don’twasteyourtinmedoingwhatyou can
getotherpeople to do,and don’twaste yourprecioustim eon the junk that
can fillyourday.

Don’twasteyourprecious tinm e,your life,doing anything that'snotlooking
atproperties,m aking offers,and closing deals. Thatisyour job. Look at
properties,n aking offersand closing deals. Everything else,you can get
somebodyelse todo.

[fyou're saying to yourselfthatyou justdon’thave the tin e to getinvolved
in RealEstate,you'rewrong. lalready told you thatitonly takesten hoursa
week. Ifyoucan’tfind ten hoursaweek,then you're justnotcon n itted.

W aybeyou think you’re com n itted and you honestly can’tfind ten hoursa
Wweek togrow yourRealEstatebusiness. Letm e tellyou whatthenun ber
one dream stealer is:

TELEVISION .

Turn offthe TV . It’s justnothelping. Allthe tin e you spentwatching TV in
your life is largely the reason why the walletyou’re sitting on is so sn all.
Onceyou turn offthatTV ,you’llrealize thatyou havesom uchmn ore tin e.
And,n aybemorein portantly,the thingsyou letyourm ind assin ilate are
somuchhigherquality.

[don’tlisten to Ra-Ra-Rock-N-RollRadio. lused to. W hen lwasakid that
wasalllcould think about. Now ,I listen to powerfultalk radio. luse the
CD playerin my carto listen to great,in-depth,personaldevelopn ent
training,and RealEstate Investor training. YES! I go to take the sem inars,
too.

W hy? It'sbecause Lknow thatiflcan find one little nuggetofinforn ation
thatldidn’talready know ,thatinform ation w illm ore than pay for the
course. I've learned justnuanceson techniquesthatm ade those techniques
noreeffective. Because I'took a$3,0000r$5,000 training sem inar,lwas
able to betterm y business.Theseamountsm ightbewayoutofyourrange
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rightnow ,buttheywon’tbe. Trustme. Inaveryshortperiod oftin e,those
amountsw illseen like peanuts.

YES You HaveTo Learn

Thenumberonewaytogrow yourbusinessistoreinvestyourprofitsin two
places. First,education,second,m arketing.

Ibetyou can guesswhich one | like best- Education! Nom atterhow m any
peopleyoun ay find thathave greatdeals to sellyou,ifyou can’tm ake a
deal,itdoesn’tn atter. Thenum beroneplace to reinvestyourgains is
education.

W hatlwantyou todo isgetstarted with thism anual. Actin the present.
Cetstarted setting yourgoals,deciding whatyou need to doon adaily basis,
and actually do it.

Then,astherealityofallthem oney in thisbhusinessstarts to con e in focus,
that'swhen you can startto think aboutsonm econtinuing education. Then

you can startthinking abouthbuilding youreducationalbase so thatyou can
closemoredeals.

Onceyougetallthatunderyourbelt,then you can getinto grow ing the
business. Ifyou don’tdo that,Iprom ise you,you w illwaste n ore tinm e and
effortchasing m arginaldeals,chasing deals thatreally aren’tdeals,w asting
yourtim e trying to find the greater foolto buy thatdealfrom you. Trying to
selladealthatwasn’tadealin the firstplace.

You'regoing to waste somuch timeand somucheffortthatl’m really
concerned thatyou won’tfollow up with yourRealEstate business.

Domethese favors. Don’twasteyourtimeonwhateverybody else wants.
Turnoffthe TV . W hen you startto see how m uch moneyyouarenot
making in RealEstate because ofwhatyou don’tknow ,investitin your
education,and you'llsee the profitsexplode.
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Ifyou get50% morepeoplecalling you,and you get50% betteratclosing
deals,you didn’tjustm ake50% m orem oney,youn ade 150% tim es150% ,
ormorethan double.

[ realize thatthism ay beconfusing and hard to understand rightnow ,but
whatlwantyou tounderstand is,you need to getstarted. E lin inate all
those things from your life thatare stopping you from m oving forward.

W oveyourRealEstate know ledge forward as fastand ascon fortably asyou
can.

You'llfind thatyou've saved som uch tin enotchasing deals,notdealing
with m arginaldeals,and notlooking for the greater foolto passthose deals
to,thatyou willexplode yourprofits. And itwon’'tcostyou a fraction of
whatit'llcostyou ifyou learn itin the outside world in lostdealsand lost
tin e.

Yes ItTakesan Open M ind

Oneofthebig thingsthatl find thatpeoplewho don'tfollow those stepsrun
into isthe idea thatthere m ustbe som ething wrong,orwhywould thisdeal
besogood. Therem usthesom ething wrong with thatproperty,orwhy
Would I'bebuying itso inexpensively?

That'soneofthe reasonswhy Irecomn end wholesaling. I recom m end
Wwholesaling for tw o reasons.

First,obviously there’ssom ething wrong with thisproperty. You're looking
rightatw hateverthe problem is. Eitherthe property wasdan aged or just
run down. Forsom ereason,thesepeopleareaccepting avery low cash
offer.

Believe me,ithappensto beautifulpropertiesin beauvtifulneighborhoods,
butit’svery rare. And in those cases,it’saln ostalvaysbased on the
situation ofthe seller,and wouldn’tbe obvious from theoutside.
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Adlotofpeoplehavean em otionalconnection to the property. That
emotionalconnection iswhy they wanttobeoverand done w ith it,and they
justdon’twantitanym ore.

Butm ostoften,itneedsanew roof,orthereisson ething wrong with the
foundation,orit’sbeen vacantforayearand allthe windowsarebroken.
It'sveryobviouswhynobody elsewanted thisproperty. W hatl'm doing is
positioning you to take advantage ofallthe propertiesallofthe otherReal
Estate investorsdon’tsee.

YES You HaveTo Learn ToBeCreative

Youhavegottodevelop yourcreativity. Creativity isthe ability to n ake
connections thatotherpeople don’tsee.

I'n handing you the tools in a toolkitrighthere,rightnow . W hatlwant
you to seeastim e goeson isthattherearedozensofway ton ake these
dealswork. I'n showing you the two basicones.
Therearedozensofreasonswhy,and thereare dozensofreasonston ake
these dealswork. Unlessyoum ake the com m itn entto alwayskeep
learning,you won’tbe furthering yourRealEstate know ledge. You won'tbe
gaining thosenew piecesofinform ation to m ake those connectionswhen
the opportunities arise.

I havem adesom egreatconnectionsinmyRealEstate business,and ldon’t
mean connectionsw ith people,Imean by realizing thatthe connections
between things,even seem ingly very differentthings,can be yourbiggest
pro fits.

Forinstance,the rehab businessand the construction businessgo hand-in-
hand. I've realized thatifl take a piece ofvacantland and I'getan architect
to draw plans,I haveson ething from nothing. lalso have som ething that
anotherinvestorcan com ealong and buy,becausenow Ihaveaproduct,not
justanopportunity.

Now,I'm notrecommending you getinto vacantland,because ithasalotof
liab ilities. W hatlam recom mending you do isalwayskeep learning.
-43 -




I ithoutCash,Credit,orPartners

Dedicate 10,20,0r30% ofyourprofits to continuing youreducation w ith all
kindsofRealE state investors. Som eofitisworth somuchmorethan you
could everhavepaid. W henyou find thatto be the case,stick w ith then .
Learn everything you can! Suck everynuance ofRealEstate know ledge
from thatperson thatyou can get. Thisinforn ation isgolden .
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BUSINESS

VS.

INVESTING
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Chapter3:BusinessVs.Investing

Contextvs.Content

Youm ightbewondering why I've been talking som uch aboutwhyReal
Estate isgreat,and how to getstarted,and blah,blah,blah. W hyam Inot
justtelling you how toputthe dealstogether?

Thereason iscontext.

Thecontentofjustabouteverything is easy,right? Everybody know s the
basicsofbusinessand investing. You maynotknow it,buta little bitlater
Wwhen 1gointo it,you’llsay,“lt’sso sim ple!H ow could Inothave seen that?”

Ifldon’tchange yourcontextand getyou to letin the possibilities,you w ill
notusetheknowledge thatlam giving you,you willnotsee the
opportunitiesthatare available,and you willnotm ake the connections
between whatyou seeand whatyou can do toprofitfrom itthatare so
valuable.

Now,dothisforme. Thisisgoing to beoneofthen ostpowerfulthingsyou
can do. Im agineaglass. Anen ptyglass.

Thecontextisthe sizeofthatglass,how much itholds. That's like how
muchmoneyyoucann ake.

Thecontent,how you aregoing tom akeyourmoney,goes into thatglass.
[fyoun akeyourmoneyon atiny little glass,ifyou have allthe contentin

theworld buthaven'texpanded yourm ind to see the opportunities,you’re
nevergoing to see the financialfreedon thatyou wanted.
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But,iflcan getthatglasstobehuge,takeyou from ashotglass to the
“BladderBuster”from the convenience store,then you’'llsee allthe
opportunitiesthatare available to you.

Even ifyou don’thave as firm a grasp on thecontent,you willn ake

trem endously bettergainsthan iflonly taughtyou contentalone. Ithink
that'stheproblem with m ostRealE state training. Itw illtellyou twenty or
thirty waystoputtogethera low orno-money transaction,and over tin e
you'llneverm ake anymoney becauseyou don’thavethenm indsetrequired
to find and cash inon any ofthen .

Instead, I'llgive you a few tools,and I'n only going to be teaching you two
orthreewaystododealstoday. Thosetwoorthreewaystododeals,if
properly applied,w illm ake you som uch m orem oney than hundredsof
differentwaysto dodealswithouttelling you how to find them ,without
telling you whatthey look like,and withouttelling you abouthow to keep
yourselfin the business so thatyou can be therewhen the dealarrives.

That'swhy I'm telling you som uch aboutcontext,and I'm aboutto getto
the content.

Bynow,you'reconvinced,lhope,thatbuilding yourRealEstate business is
thenm ostim portantthing you can do,right? W hatlneed to do isgearyou to
thinking abouta RealEstate businessand m akesurethatwhatyou think a

RealEstate businessiscom esaround towhatlthink a RealEstate business
is.

Tell Em Aboutthe Lettuce!

Oneofthe firsthurdlesyou have to jum p iswhatl like to call“You H aveTo
Learn AboutThe Lettuce”.

A good friend ofm ine,oneofthe firstpeople levertaughtaboutRealE state
said,“The firstthing you have to do istellthen aboutthe lettuce.”

Woell,I'm going to tellyou aboutthe lettuce.
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I'm often called an investor,butas a m atter of fact, I am nota realestate

investor.
| M UCH REALESTATE INVESTOR
ROCERY STORE ISA LETTUCE
INVESTOR .

AN AS
A 6

M
S A

[ buy realestate atwholesale,and I sell itatretail. | an a realestate
entrepreneur.A businessm an. NOT an Investor.

BuyLow SellH igh(er):Businessand Investing 101

W hatyou have to understand isthisisbusiness. Notinvesting. There are
certain ground rulesthatyou haveto follow tom ake sureyou neverhave
oneofthose disastrous turnarounds,which iswhy 90% ofthepeoplewho
getstarted in RealEstatenevercontinue.

Thereareacoupleofgreatwaystodo that. The firstone istounderstand
thatthisisa business. Asabusiness,ithastobeafor-profitventure. You're
notlooking to takem oney and park itsom ewhereand n ake som e little old
returns, like thewayalotofotherpeople think aboutinvesting.

W hatyou have to program into yourselfis the reality thatthisisbusiness.
Notinvesting. Therearecertain ground rulesthatyou have to follow to
makesureyouneverhaveoneofthose disastrousturnarounds,which iswhy
90% ofthepeoplewhogetstarted in RealEstate nevercontinue.

Thereareacoupleofgreatwaystodo that. The firstone istounderstand
thatthisisabusiness. Asabusiness,ithastobeaforprofitventure. You're
notlooking to takem oney and park itsom ewhereand n ake som e little old
returns, like thewayalotofotherpeople think aboutinvesting. Il hat
you're looking todo istogetaproductatadiscountprice and sellitto the
narket,to thehotm arketthat’sdying to getitshandson whatyou've got.

Asabusiness,thisisa pretty greatone,isn’tit? Low inventory costs,no
inventory costs form ost,for99% ,ofyourdeals. W ininm alm arketing costs.
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I'mean,there justaren’ta lotofcoststhere. Allyou really need isson e
specific inform ation .

Now,alotofpeople ask,before they getahold ofthese ideas, W hy can’tl
paymore? W hycan'tlpay $80,000 forahousethat'sworth $100,000 that
needs$20,000 inwork?”

It'sbecause the reality is,thatthisisa profitm aking venture. You'renot
looking to hold onto ahouse forayearand hope itgoesup invalue. That’s
how alotofpeoplechoose to getstarted,and aln ostuniversally,they get
sunk in thisbusiness.

And asabusiness,you have tounderstand thatthere area lotofcosts
involved on yourend,and onyourbuyer’send thathave to getn ade up
from theequityoftheproperty.

There'sclosing costs, taxes,insurance,n ortgage paym entsifthey getahard
money loan,fixup costs,In ean,the listcould bean ilelong ifyou letitget
thatw ay.

I hatyou need to know isa certain specific form ula forwhatyou can pay
and rem en ber,never,everpayn ore. In fact,when you arewholesaling,
yourprofitis from how m uch below thatprice you agree to pay.

Remen ber,thatam ount,them ostyou can pay foraproperty,isthen ost
anyonecanpay forthatproperty,so the rehabberorinvestorwho islooking
to buy yourdeals from you isonly going to pay thatam ountatthenm ost.You
have to secureapriceorasetofterm sasfarbeneath thatprice aspossible
inordertoadd yourprofits to the pot.

So thewayyounakeyourprofitin thisbusinessisrealsin ple. In fact,it’s
the sam e basicprincipalsasevery businessoutthere. And thatis,you buy
low and sellhigh.

That'sBusiness & Investing 101. Buy low and sellhigh,oratleasthigher.

I'n sureyou’resaying,“lknow thisalready. Everybody know s this.”
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Butletm eask you,how many peopleactually do it? Thewholereasonwe
haveaproblem in the stock m arketrightnow ishbecause people boughtlow,
and didn’tsellhigher. Ifthey had,they’d ben aking fatprofitsand laughing
theirway to the bank whileallthe stock m arkethoysare jum pingoutof
Windows.

Yourprofitcom esfrom getting a low price,a low cash price orincredibly
low term s,aln ostem barrassingly low in som e cases,and passing on a very
low priceto yourbuyer. W hatl like to callbuy low and selllow .

Then arketpsychology isgoing to try to getyou tohold on. Everybody you
meetisaln ostexclusively going to tellyou, ™V ell,thisproperty isw orth
$100,000 now ,butitwillbeworth $110,000 nextyear,so whycan’tyou pay
$100,000 foritnow?”

Thereason isthatthisisnotinvesting. Thisisabusiness. Asabusinesswe
can’ttake to the bank possible future profits.

W hatyou haveto do,whatyou absolutelym ustdo,to stay alive in this
businessism akeyourprofitswhen you buy. M akesure there’s a

trem endousprofitm argin there. A profitm argin so good thatpeople w ill
bestanding in linetobuy yourdeal.

There'salotofpsychologicalfactorsatwork here trying to getyou to pay too
much forproperties.That'swhy I'm showing you step by step whatyou can
and can’tagree to with yoursellers,to keep the profitsin the dealalive for
you and yourbuyer.

NoNegative Cashflow

Oneofthenice thingsaboutthishbusinessisthatthere’sno negative cash
flow . You don’t,sim ply don’t,have to worry aboutnm aking paym entson a
property with noone in itto pay the bills.

Youdon'thave toworryaboutitbecause thereareno inventory costsand
there’svery little overhead untilyou geta very substantialbusiness built.
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Theonly tin eyou haveto beworried aboutthisiswhen you buy and hold
properties fora long term investn ent. Sowhat!'m recommending you do
is,don’t. Don'tbuyand hold propertiesfora long-term investn ent. Just
simplydon’tgetinvolved in thatuntilyou havem oreexperience. And when
you havem oreexperience,you’llbeable to cherry pick only the choicest
dealsyou find because you have the skillsyou need honed w ith real
experience to find truly greatdealson propertiesbefore you everbuy then .
Thenyoucanmoveton aking the biggerchecksthatinvolve som e risk in
RealE state.

W hereSTheM oney?

Soyou're asking menow ,where'sthen oney,right? W here’sallthism oney
going to com e from ? Don’tlIneed the cashflow from ten or twenty rentals to
afford toquitmy job? Don’tlneed togooutand beatthe streetsand hustle
up am illion dofllarsworth ofRealE state so I can live offthe cashflow?

Woell,in anything,RealEstate orbusiness,the realn oney’sin the equity,
notthe cash flow . Ifyou buy am illion dolMarproperty thatnm akes$10,000 a
month,and you'repaying $8,000 ofitperm onth to the bank inan ortgage,
yourskinny little old $2,000 n argin on an illion dolarproperty isnot
Wherethemoneyis.

And by theway,how nuchofthatprofitdo you think isgoing to end up in
yourpocket? Onan illion dollarproperty,say an illion dolarmn ulti-fan ily
unit,don’tyou figure every m onth there’sgoing to be som e kind ofexpense?
Everymonth you'regoing to have topaintthe place,or fix the carpet,or
maybesomebodymovesinorsomn ebodym ovesout. And ifit’sten or twenty
differentproperties,you better believe there isgoing to be som e kind of
expense each and everymonth.Ifyou don’thaveenough ofa cushion there,
you're justnotgoing to m ake itto thathig check down the road.

Now,in RealEstateand business,theequity iswhereallthem oneyis. Now,
think aboutitlike this. Yourm inim um profit,now ,I'm talking m inim un ,
on average you should bem aking twice thism uch,butyourm inim um profit
is$5,000 adeal,right?
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Well,ifyou’renm akingahundred bucksamonth onarentalproperty,how
manyhundred bucksam onth goesinto that$5,000? W ell,you’re looking
atd plusyearsofcash flow from thatsam eproperty. Now,wouldn’tyou
ratherhave those 4 yearsofcash flow now ,with no headaches,w ith no
overhead,w ith no inventory,w ith no costly entanglenm ents,no busted

plum bing,nobad washingmn achine,no codeenforcen entproblen s from a
sloppy tenan t?

lknow Twould.

RentalsarealJ.0 .B.

Wl hatyou have tounderstand iswhatthoseofuswhohave been in the
businessalready know . A rental,which iswhatn ostpeople think ofwhen
they think ofRealEstate investing,isa J-0-B,a job.

Andwhetheryou m anage ityourself,which Iabsolutely forbid,oryou
nanage thenm anagers,it’sstilla job. Now,m anaging then anagersn ight
be better,and I'n notarguing w ith that. Itm ay be betterthan m anaging the
propertiesyourself. Nom atterhow you figure it,rentalsare a job.

Banksm akemoney from justaboutevery property in the county every
month like clockwork,withoutever fixing anything. Now ,letn e ask you,
have you everseen a banker fix a toilet?

W hich side ofthisbusinesswould you ratherbeon? Them oneysideorthe
fixing side? Because ifyou startfixing toilets,you’re earning what,7 or 8
bucksanhour?

Youcan alwaysfind someonetodohandym anwork cheap,and whatl’n
going to recom mend youdo,isdon’tpay yourselfso little. You're w orth so
muchmorethan that. Justwhatyou learn in thism anvaltoday putssuch a
higherdollar figure on yourtin e, thatlabsolutely forbid you to fix
anything.
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labsolutely forbid you from m anaging yourrentalproperties,and |
absolutely wanttoim pressupon you thatno n atterhow you slice it,rentals
area job. And theequity in thatproperty iswhere allthen oney is.

How to Escape the D ailyGrinder

Butyou probably need (notjustwant,ifyou followed whatlhad to say
aboutgoalsetting),to escape theJ.0 .B.trap and getinvolved as fulltin e as
you need tobein RealEstate tom ake the big profits.

Soyouhave to figureouthow to escape thedaily grinder. I like to callitthe
daily grinder because itgrindssom any peoples’drean sand RealE state
careersinto ham burger.

Here'show you do it.
W hatyou wantto do isreplace your fulltin e incom e,ifyou haveone.

[fyou havea fulltin e incom e,you wantto lay yourselfoffyour fulltin e job.
Lay yourselfofffrom your fulltin e job,and startm aking fulltin e incon e
from RealE state.

Thisiswhat! like tocallthe Two Tinm eslIncomeFormula;TwoX Incone.

Thatis,whateveryourrealincon e is,thatis,ifyoun ake$25,000 ayear in
yourjob,$50,000 ayearinyourjob,or$100,000 ayearin yourijoh,
Whateverthatinconm e is,you work atyourRealEstate businessuntilyou are
making twice thatm uch in realm oney. Actualdollars,m oney in yourhand.
Notequity,notcashflow-dollars.

And ifyou don’thaveagood fulltin e incom e,ifyou’re in that$§25,000 a
yearrange,you'vegotadecision tom ake.You have to decide ifdoing what
you're doing in your job isworth the tin e and effortittakes.

Because you w illm ake tw ice thatm uch in yourparttin e in RealEstate, just
from whatyou learn in thism anuval.lfyou don’'talready have a great
incom e,you bettergetone,and thism anualisstep one.ltwillhelp you get
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started quickly,and when you wantto getserious,giveusacall,and we will
help you every step ofthe way.

FinancialFreedom Revealed

Now,remenberwhatlsaid aboutthe tax benefits from RealEstate? W hat
moightbe two tin esyouractualspendable cash,in yourpocketincon e,
moightonly be 130% or170% ofwhatyou’ren aking in your job now ,once
you takeoutallofthose deductions.

Here'sthe key to financialfreedom ;0nceyou startm akingm oney from Real
Estate,whatyou have to decide is,should you pay offsom e ofyour
expenses,orbuild theBusinessand the incomeyou mn ake from it?

Todecide ifyou should pay offdebt,in agine ifyou didn’thavean ortgage
payment,thatyou’d paid yourhouse offand owned itfreeand clear.Say you
didn’thave acarpaym ent,and none ofthose piled-up creditcard debts,how
much incomewould you have tom ake? How much cashflow would you
really need?

Whatlwould like you to doism akesureyou’ren aking twiceasm uch in
yourRealEstate businesshbeforeyou quityourday job. Then,ifyou need
the cashflow ,pay offyourdebts.

Adlotofpeopleask me,“ ell,I'm getting close to the two tin esmyincon e
from RealEstate”. H onestly,thisiseasy to do in sixmonthsor less.Then
they ask,“Should Ibuild the business,orshould I'pay offdebt?”

That'sa tough question,and everyone’sbestchoice isdifferent,because you
have to ask yourselfa couple ofthings. The firstthing to ask yourselfis,
"How muchdoesthatdebthotherm e?”Areyou happy with yourdebt? Are
you atleastcom fortable w ith it?

Ifitkeepsyou up atnight,pay itoff.
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Woouldn’tyou feelm uch betterw ithoutunpaid obligationseating you alive?
Woould you feellike you could getm oredone,and m aken ore offers (and
better,less inhibited offers), ifyou knew yourhousepaymentswasnotan
issue? How aboutyourcarand yourcreditcards?

Ifthatdebthanging down on you isan in pedin entto your freedon to do
whatyou love,pay itoff!

[fyou haveamountain ofcreditcard debt,ahuge carpaym ent,and a
monsterm ortgage paym ent,pay offyourhighestintereststufffirst,so that
yourpaym entscomewaydown.

Then,applywhatyou had been paying towards thathigh interestdebtto the
monim um paymentsyou've been m aking allalongon yourlowerinterest
debt,and within acoupleofyears (you'llbesurprised how fast),you’llbe
free ofdebtcon pletely.

That'spractically m oney in the bank. In fact,in term sofpeace ofnm ind,it’s
better.You wantcash flow? Pay offyourcreditcards. You wantcash flow?
Payoffyourcar. You wantcash flow? Payoffyourm ortgage.

It'ssomuchmoreeffective ofa cash flow generator than rentalproperties
are. Iprom ise you,in the long run,you’llbe happierifyou live in your
house,drive yourcar,useyourcreditcardsand you don’thave those
giganticpaym entsand you don’thavearentalproperty than ifyou n aybe
getyour$200,0r$300 amonth squeaky little check from thatrental
property butyou stillhave thatm ountain ofdebt.

[think you'll find thatpaying offyourdebtshappens fast. W hatalotof
people recom m end isputting yourdebtson a threeyearpay-offplan. U se
them to drive yourselfto m ake som uch moneyin yourbusinessthatin
three yearsyou pay offallyourcreditcards,allyourcars,pay offyourhon e
nortgage.

Now,lknow you'resaying,“H om en ortgage? Ican’tpay offmyhon e
mortgage in three years! That's$5,000 amonth orthat's$10,000 a
month.”
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Well,I don'tcarewhatitis. W hatever itis,putyourselfon thatplan and
dedicate yourselftonm aking thatkind ofm oney.

You'llnotice asyou startto do that,whatevernum beryourtargetis,you’re
going tom ake thatm oney. You'regoing ton ake thosepaym ents. Allyou
have to do iscom m ityourselfto taking the actionsyou need to getitdone.

Onceyouhavepaid offallthose bills,you willhave such peaceofn ind.
Such peaceofm ind thatyou willneverworry aboutanything. You can
confidently do dealsknowing thatyourhouse paymentdoesn’thaveto be
made. Youcanbeconfidlentin notchasing n arginaldeals,which I'm going
towarn you isoneofthenailsin yourRealEstate career’s coffin.

It’sa sim plething to do when you know nextm onth thatyou've gotthe bills
covered already,because they areso low ,because overthe lastthree years
you'vepaid offeverything.

Building the BusinessVs.Cutting Costs

Youhavetodoabitofabalancingactwhen itcomestopayingyourdebts
and managing yourbusiness.

Thisisoptionnum bertwo. How muchmoneydoyouwantton ake inyour
business? Ifyou’'renotn aking ityet,build thatbusiness.

Anyadditionalfundsyou have,thatyou created,say you havea$200,8300,
$400 amonth creditcard paym entand you paid itoff.That's$200-5400 a
month to spend on yourbusiness.

Onceyouhavesomeofyourdebtpaid off,oreven sooner ifyou’re

com fortable with thatdebt,you can dooneoftwo things. You could either
pay $300 or$400 moreon whateverotherdebtsyou have,oryou could use
that$300 or$400 to stair-step yourbusiness to greaterand greater wealth.

Youmaygo50/50,0ryoumayjustgo foritand putitalltoward the
business,especially once you startto see how consistentyourprofitsw illbe.
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[fyou payevenanother$200 offofyournexthighestinterestdebtevery
month,and you take another$200 and add itto yourm arketing budgetor
to youradvertising,or to youreducation,that’s triple your $100/n onth
initialstartup.

Pretty soon you'llseeyourincon e farexceedsanything you would have
expected. Justbecause you've stair-stepped yourselfto wealth

I'n going to tellyou a little bitofm y viewson profitvs.costcutting because
[ think they’re a little differentthan whatotherpeople think.

Hopefully you've already gotabudget,you already have a listofwhatyour
monthly expensesare,and I'm justgoing to pick anum beroutofthe airthat
mightrepresentthe average fan ily,o0k?

Now,lhavetowarnyouthatl'm a little outoftouch with whatthe average
fam ily spends,so I'n justgoing to guess$3,000. Let’ssayyou have$3,000
amonth inactualcosts. That'snotclothes,goingoutto dinner,m oviesand
partying,that’'sactualcosts such asyourcarpayn ent,creditcards,your
electric bill,allofthatgood stuff. $3,000.

Now,ifyou cutyourcostsasm uch asyou humanly can,you pay offyour
mortgage,you pay offyourcar,you pay offyourcreditcards,them ostyou
can lowerthatby isabout$2,000,right? I'm ean,everym onth you're going
to getan electric bill,there’s justno two waysaboutit,unlessyou wantto
live in a dirtshack som ewhere,and that’s justnotgoing to happen. Noton
mywatch.And food,insurance and fun aregoing to keep you from ever
reaching thats 1,000 mark,but’lluse ithere to help illustratem y pointin
case you'reextren ely frugal.

In any case,them ostyou can cutyourcostshy isabout$2,000,right? But
how m uch could you increase yourprofitsby? $5,000,$10,000,$20,000,
getseriousand make $25,000,850,000?7 You telln e.

[fthese deals can really go togetherthe way I say theycan,and theway
you'll see they can assoon asyou getoutthereand getstarted,what’sgoing
tomakeyoumoremoneyinthelongrun? Cutting yourcostsorbuilding
yourbusiness?
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Because ifyou can build an illion dollar RealE state business,and I'n going
to hityou with som e pretty heavynum bershere,you’ren aking $85,000 a
month ifyou makean illion dollarsa year.

A moillion dollarsa yearisapretty lofty goal,butletn e tellyou,once you
understand whatitiswe'redoing here,$80,000 amonth isabsolutely

achievable. Isitgoing to take someplanning? Absolutely. Isitgoing to
take greatcom m itn ent? H ugecom m itn ent. Can you do it? Absolutely!

labsolutely prom ise thatyou have allthe toolsnecessary to create for
yourselfam illion dollarsa yearincome. Now ,it'sgoing to take education,
training and allthose otherthings,butthe reality isthatyou can only cut
yourcostsavery smallamount. Atsomepointpeople justdon’twantto
scrim p and saveanym ore. Soyouronly otheralternative isto increase your
profits. Yourincrease in profitisunlin ited. Butyourcostcutting canonly
becutdown so far. Ihope I haven ade thatclear.

FinancialFreedom Form ula

Thenextthingonmnyagendaistoexplain to youwhatlthink financial
freedom is. W hatlthink financialfreedom isthe very definition ofw ealthy,
ISwhenyourpassive incom egenerously exceedsyourexpenses.

Imagine this;ifnextm onth you had noworriesbecause you knew ,withouta
doubt,thatpassively,whetheryou did anotherthing today ornot,whether
you did another thing thisweek ornot,whetheryou did anotherthing this
month ornot,yourpassive incon e,the incom eyou don’thave towork for,is
going to begreater than yourexpenses.

Atthatpoint,you don’tcarewhatyourexpensesarebecauseyou know
they're taken careof,and you have the peace ofm ind to strive boldly
forward follow ing whateverdream syou have.

Theeasiestway toachieve thatis to reinvestyourprofits. You can reinvest
yourprofitsin one oftwo places. You can eitherreinvestyourprofitsin the
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businessto build the business larger,oratsom e point,reinvestyour profits
In passive investn ents. Truly passive investn ents.

Now,lhaveawholewritten listofwhatlbelieven akes fora truly passive
investn ent. Letm e tellyou,ithasnothing to do w ith the stock m arket,and
everything to do with RealEstate. Butldon’twantto confuseyou right
now,so ifyou’re interested in learning m ore aboutthat,ifyou already have
enough capitalto investforpassive incom e,ask foroneofourinvestor’s
manuals,oneofourEquity investor’sm anuals,and 'l tellyou allabout it.

[fyou reinvestin yourRealEstate business,and you starttom aken ore
money,theonlyotherway foryou to achieve financial freedon ispaying off
yourdebts. And itis lin ited in itsupside.0nceyou getyourdebtspaid off,
and you havemorenm oney thanyouneed com ing in,you have achieved
financial freedon .

In fact,ifyou know withoutdoing anything,yourm oneycon ing in is still
going to generously exceed yourexpenses,whetheryou'vepaid those debts
offornot,you’re going to be financially free. I say generousbhecause you
Wwantto include having som e fun,m aybe taking your fam ilyoutto dinneror
to an am usem entpark,m aybe takinga coupleofweeksoff.

I oney IsAnEnployee

Youwillbeable to choose foryourselfwhatyou do with your free tin e,and
allofitw illbe free tin e.

Onceyouunderstand thatm oney isyouren ployee,itw illdo whateveryou
tellitto. Itwillpay offyourdebts,itw illhelp build yourbusiness,and it
W illestab lish passive incon e.

Onceyouunderstand thatm oney isan en ployee thatworks foryou,and
you can getallthose little soldiersworking foryou to build your passive

incom e greater than yourexpenses,you've learned the secretsofthe truly
rich. And becauseofit,you willhave allofyour free tin e to gooutthere
and getrich.
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Theseare the tactics thattruly rich, fantastically rich ,wonderfully rich,
people use to createand m aintain wealth.And now thatyou know ,you are
on the inside track to wealth thatnotone person inahundred evereven
knowsexists.

lenvyyou the path you havechosen,and lwelconm eyou with open arn s to
theworld offreedom and empowern entthatyou arenow apartof.
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HOW DO I
GET STARTED?
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CHAPTER 4:How Do lGetStarted?

So,how doyou getstarted?

Pick YourVehicle

Thenumberonething you've gotto do ispick yourvehicle. Now,you have
to pick yourvehicle based on whatworksbestforyou. I'nm going to give you
aboutfouroptionshereofhow tom akenm oneyin RealEstate.

BuyandH old

Numberone,and you'veheard me talk on this,isbuyandhold. Now,I'n a
landlord,and I'llprobably bea landlord fora long,long tin e. But,letn e
tellyou thatit’sa hard,hard way ton ake a living.

[twill,overtin e,m ake you trem endously wealthy from theequity. I'n not
going togo into itin thism anval,butldo have further training thatyou can
geton the bestway,innmyopinion,tobuyandhold propertiesw ithoutever
managing them . W ithoutever fixing anything,w ithouttenants,w ithout
everborrowingm oney from abank,and withouteverrehabbing anything
and Ihighly recom m end you getyourhandson thatinform ation. It'smy
Lease O ption N astery K it,and you can geta FREE synopsisofitby calling
561-536-0550 and requesting it.

BuyLow SellH igh
Yoursecond choice isbuy low ,and sellhigh. Now ,that’sfundan entally

sound,and any tim eyou can getahold ofapropertyata low enough value,
that's in retailcondition, I highly recom m end you do so.
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Butwhatldon’'twantyou todo,atleastforayear,atleastone fullyear,is
rehab anything. Because you’re costing yourselfm oney based on the fact
thatyou'renotexperienced in rehabs.

G ive yourselfsom e tim e in the businessso you can cherry pick those truly
greatdeals foryourselfbefore you everrehab anything.

Wl henyoudorehab things,never,everunderany circum stances,do the
work yourself. Now,lalso havearehabmanualavailable,a rehab n anual
thatw illw alk you step-by-step through the entire process,especially selling.
Because whenyouownapropertyonarehab,thatclock is ticking. Those
bills,thatinterestpaym ent,pile up every single day. You wantto know that
you have allyourducksin arow before you getinto the rehab m arket.

BuyLow SellLow

Theotherpeoplewhoarein therehabm arketare the perfectclientsformy
recom m endation,which isnum berthree,buy low ,and selllow .

You see,selling bargainsto bargain huntersis like selling jeans to the gold
moners. It’s justnotdifficu It. It's like,doesababywantcandy? Yes. Doesa
rehabberwantagreatpriceon aproperty? Absolutely!

And they're w illing to pay you to find then for them . Oneofthen ain
reasons they’re w illing to pay you isbecause they don’thave the tin e,w hich
isexactlywhat!'n teaching you to avoid;avoid allthose thingsrehabbers
love thatdonothing butuseup yourvaluable tim e.

This strategy ism y absolute favorite,and itw illgive you allofthe tools to
rapidly learn and profitfrom thisbusinessw ithoutthe trem endous capital
outlaysand headachesofthe firsttwo choices.

BuyH igh SellH igher

Now,the lastofthe four,thisisa greatone,and you're going to m akem ost
ofyourmoneyon these,isto buy high,and sellhigher.
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Now,I'm notsaying yougodown tothebank and you geta loan,you slap
down abigdownpayment,and you hold on and hope someonewillpayyou
top dollar fora property. Notin any way. In fact,ifthat’syourplan,you’re
notgoing to bein thisbusinessforlong.

Butwhatlam recom mending isthatyou find beautifulhouses in great
neighborhoods. You can find houses in gated com m unities. You can find
housesinwonderfulcondition and wonderfullocationsthatsin plyneed
yourexpertise tom ake the dealhappen. And the bestway todo thatis
taking overdebt.

See,whenpeoplebuyahousewith a95,97,99,1've even seen asm uch asa
103% loan,ifsom ething happensto them in the firstyearortwo,they

sim ply can’tafford to sellthathouse. Butunlesstheycan afford tom ake
thatpaymentand hopethatproperty goesup invalue,and hopeson ebody
comesalong and offersthem fullprice,they sin ply can’tsellthathouse.

And hope,hopeisnotpartofourproblen ,hopeisnotpartofourinvesting
strategy,hopeisnotsom ethingwegetinvolved in because it'snotpartof
ourbusiness.

In fact,m any ofthepeoplewhowillbegiving you these properties are the 1st
tier levelone investorswho gotstarted in RealEstate from one ofthose
“otherguys™training,and didn’tgettheir cash needs taken care ofbefore
they boughtrentalproperties.

You'llbe helping sellersoutofa difficultsituation for little ornom oney and
buying properties fully financed and in greatcondition.These are the
properties I recom mend you keep foryourlong term wealth building.

I'n going to share with you today a strategy form aking greatm oney fronm
thosepropertieshy sim ply taking over thatdebt. And I'don’tm ean signing
on the dotted line fora loan,In ean literally you're going to juststart
making paymentstothebank and ifyou everdon’tn ake thatpayn ent,
nothing bad happenstoyou. Thisisthemn ostpowerfulthingyou can learn
in yourRealEstate investing career.
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FillUp The Tank

Next,youhave to fillup the tank. You've gotto getthe training. You've got
to gettheeducation so thatyou can takeadvantage ofthese dealswhen they

popup.

Now remenm ber,whatlneanby “deals”,asI’'n explaining them toyou here,
ishow tobuy low and selllow ,orhow tobuyhigh and sellhigher.

[don’twantyou getting caughtup in thoseothertwo. Atleast,notyet. You
justdon’thave the training and education. W hen you getthe training and

education, ’llshow you som e greatand m agnificentwaystom ake tonsof

moneyin thoseothertwo,butfornow we'retalking aboutbuy low and sell
low ,selling bargains to the bargain hunters,and buy high and sellhigher,

debttakeover.

You'vegotto getthe training. You'vegotto gettheeducation you need,and
this isa great firststep. You'vegoteverything you need in thism anualto
make an action plan to getstarted to getthat first,thatsecond,thattenth,
that fiftieth check,and getthatm oney you need.So get,and use,that
training,getthem oney you need to getstarted quickly and stair-step your
Wwaytonmagnificentwealth.

Remen berthe seven people incom e strategy I'told you aboutbefore? That
isabsolutely true here. IcallitThe N agnificentSeven.

lwantyou tom akea liston areqularbasisofthe seven peopleyou have the
mostinputfrom ,and you'llfind thatyourincom e roughly equates to those
seven people’sincon e.

So ifyou’re surrounding yourselfw ith work-a-day people,it’sgoing to be

extrem ely difficultforyou tom otivate yourselfton ake thatextram oney
and achieve the freedom thatyou know ispossible.

TheSuccessM indset-GetOn aM ission
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It’s called the successm indset. You'vegotto beon am ission. You've gotto
be 100% com m itted and devoted to yourRealEstate businessoryou sim ply
Won'the able to overcom e thehurdlesand theobstacles. You've gotto
revisitthat listofyour W agnificentSeven on atleastam onthly basis,and try
to getm ore influences from m ore wealthy people than you havenouw .

Thisissom ething lcontinue todoon aregularbasis,and 1go toalldifferent
fields to getit. Idealwith realtors,ofcourse,n ortgage brokers,ofcourse,
butlalso dealw ith people who arem arketing geniuses. I'surround n yself
With inputfrom peoplewho arecomputerexperts,sim ply because lwantto
have influence from som e really,really successfulpeople.

Here'satip. Startreading,and n aybe even subscribing,to som e ofthose
m illionaire m agazines.

I agazines like the Rob Report. Ever figure you wanted to spend an illion
buckson avacation? W ell,the Rob Reporthasitforyou.

Andwhenyouseethattherearepeoplewhospendn illionsofdollarsthe
Wwaysomepeoplebuybreakfastata diner,itw illstartto change the wayyou
think .

Sowhatlwantyou todoisdevelop yoursuccessn indset. Revisityour list
ofyourM agnificentSeven,the seven peoplewho influence yourincon e the
most,that’s the seven people you spend the m osttim e with,and getthe
education and training you need.

Putltlin Gear

Now,onceyou pick yourvehicle,onceyou fillup the tank,you have to putit
in gear. Inordertoputitin gear,you have ton ake a written plan.

Youshould writedown you fiveyeargoal,yourthreeyeargoal,yourone
yeargoal,yoursixmonth goal,youronem onth goal,yourone weekgoal,
and yourdaily goal. And you'regoing to revisitthatliston every single one
ofthose intervals.
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Thatmeansthatevery single day,lwantyou to look atyour listand say to
yourself,“W hatdid 1do today to furtherm y career? W hatdid I do today to
nakemnyweeklygoalhappen? W hatdid 1do thisweek ton aken yweekly
goalhappen?”

Now take thatw ritten plan and follow the stepsin order. D on’ttry skipping
steps. You can’tjum p ahead to that20 m illion dolarapartnm entbuilding
untilyou can com fortably m ake offerson a $100,000 house thatneedsson e
Work.

Follow the stepsand m ake yourwritten plan,and startnow . Actnow in the
living present. Actnow ton akeyour future.

Drivel

Onceyoupick yourvehicle,fillup the tank,and putitin gear,allyou have to
do isdrive. Justexecute the plan.

Now,here’stheplan,how Iseeit,forwholesaling RealEstate dealby deal,
butalso using the strategy you need,the tacticsyou need to take to run this
business.

Step One:Generate Leads
Step Two:Follow Up

Step Three:Generate Buyers
Step Four:GetThe Check!

Numberoneis,you have to generate leads. You've gotto find properties
thatneed yourhelp,people thatneed yourhelp,orboth.

Second,you’ve gotto follow up,thatm eansyou actually have to talk to

them . You actually have toputin an offer,and you've gotto putitin
Woriting.
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Third,you have to generate yourbuyersforthe dealsthatyou lock up,
Step Four,ny favorite,proceed to closing and getyourcheck.

That'sl)Generate Leads,2)Follow Up,3)Generate Buyers,and 4)Getthe
Check.

It’s really thateasy,and I'n going to break them down foryou in detail.
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THEPERFECTION
PROBLENM
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CHAPTER 5:The Perfection Problenm

The firstproblem n ostpeoplerun into ishefore they everm ake their first
offer. Theygeta stack ofdeals,they geta stack ofprospects,a stack ofleads,
and theynever follow up.

Thereason forthatis the perfection problen .

ParalysisofAnalysis
Theygetparalysisofanalysis. Theonly way to getoutoflooking atdeals
and m aking offerson dealsisto know whatyou need to know . W hich iswhy
I'n giving you thism anualtoday?

Know W hatYou NeedToKnow

Youneed to know whatitisyou need to know and whatitisthatissin ply
irrelevantinforn ation. Then,onceyou know whatitisthatyou need to
know ,find it.

Actin ThePresent

Soyou find outwhatyou need to know abouttheproperty. You find out
Wwhatyou need to know aboutthatseller. And onceyou find it,act. Acton
thatinforn ation.

Learned H elplessness

And ifyou don’tdo that,you'llend up with whatispsychologically called

Learned H elplessness. 0 nceyou learn thattherearenom ajorran ifications
fornotfollowing up,onceyou learn deep down in yoursubconsciousn ind,
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thatallthose peoplewho said you couldn’tdo it,they’re allgoing to say, it’s
OK.Itsnotabig deal. “Yeah,wetold you itwashard.It's0K ifyou fail.”

And you’regoing to learn,subconsciously m aybe,consciously ifyou’re very
lucky,thatifyou justacthelpless,ifyou nevern ake thatoffer,they’'re just
going to letyou join their little cligue ofeverybody else who didn’tfollow
theirdrean s.

It's Learned Helplessness. O nceyougetinthatpattern ofbehavior,once
you startto find helplessnessasan option,it’s so difficultto reverse.

30% to SuccessRule

Successfulpeople,especially successful CEQ ’sofm ajorcorporationsn ake
decisionshefore they even read allthe inform ation.In fact,studieshave
shown thatthey see lessthan 30% ofthe inform ation before they act. 30% .

Thatm eansthattheyonly know loutofevery3 piecesofinforn ation that
they should know before they m ake adecision onwhetherornottheyare to
go ahead on som ething. And they have to do thathecause they look atso
manyotheropportunitieson any given day thatto find allthe inform ation
on everythingwould sim ply stop them in their tracks. And that’'swhatlI'n
trying to save you from .

Onceyou look ataproperty and you think it’sagood deal,follow up. Geta
contract. Atthepointwhen you getacontract,and thingsaren'twhatyou
thoughtthey were,then fine. Yourcontractisbased on thingsbeing the w ay
you thoughtthey were. Ifitturnsoutto be differentand the payoffon that
property ishigherorthevalue’snotthere,you sim ply say,sorry,the dealwe
had was forthisproperty value,the dealwehadwasforthisamountof
money. lcan’tgo through with the deal.

Yourworstcase scenario isthatyou lose ten bucksand you geta little
em barrassed. lcan'tm ake itany easier foryou.

Know The Fundam entalsand the D etailsFalllnto Place
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Onceyou know the fundam entals,once itisyou know whatyou need to
know ,onceyou acton thatinform ation,allofthe details fallinto place. All
the little tiny stuffaboutthe property doesn’teven m atteruntilthatcontract
iIson it,and m osttin esyou’ll find,itdoesn’tn atter even then.

Remenm ber,you’reselling bargainsto bargain hunters. They know the
houseneedswork. They know theplaceisa fixer-upper. Ifitneeds a little
morework than you thought,noproblem ,they do theirown duediligence.
Youdon’thave todo it.

Know whatyou need to know ,the fundam entals.Find outthe
fundam entals,acton the inform ation,and the details all fallin to
place.

TimetoM akeaM ess!

0 K,now thatyou know whatitisthatyou have to do to getyourselfto act,
now thatyou know whatitisthatyou have to do to getyourselfcom n itted,
motivated,on track,to pick yourvehicle,give itsom e gas,putitin gearand
drive,letm e tellyou whatyou’re going to find out first.

You'regoing to screw up.
Sogetitoverw ith!
You'regoing tom akeam ess. You'regoing to havepeoplewho aregoing to

make demandson you thatyou justknow are going to beabad idea foryou
to fu Ifill.

ProtectYourself—N o Big Checks

So,here’sawaythatyou canprotectyourself,nom atterwhat,in any deal.
Step num berone:Don’tputalotofmoneyintoadeal. Justdon’tdo it. If
you have asellerthatsaystheywanta $5,000 deposit,justsayno. No deal
ISworth you chasing itthatn uch.
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Now honestly,w ith whatyou'regoing to learn in the nextfew pages,you’re
going to realize thatyou're going to have plenty ofdealsbeating down your
door. You justdon’'tneed to go chasing deals.

And thenumberoneway foryou to losem oney in RealEstate is to start
Woriting big checks. That's step num berone. Don’twrite big checks.

Don’thW akePromisesYou Can’tK eep-Liquidated Dam agesC lause

Step num bertwo,toprotectyourselffron losses,isdon’tm akeprom ises
you can’tkeep.

Allyourdealsshould becontingenton closing,right? Now ,thereisaclause
thatiscalled the Liquid D am ages Clause.And whatthatsaysisthatthe
seller gets to keep yourdepositifyou don'tclose in 30 or60 days,or
Whateveryouragreen entis.

I like aslong asatinepossible to close,butlknow som e sellers,ifyou tell
them 60 days,they justdon’tlike it. So,I'llgo asshortas30 dayson a
closing.

And Lknow ,thatifldon’tgetthatplace sold,ifl don’tgetthe check to give
tomysellerin 30 days,then I'm going to lose n y deposit.

Iy ten bucks.
[don’twrite thousand dollar deposits. N otfivehundred.luse $10 to bind
the deal,and I'lleven be so graciousastoallow them to talk m e up to ten

tim esthatam ount-$100.

Inevergiveaprivate sellernm ore than a $100 deposit,and luse $10
nineteen tin esoutoftwenty.

Theneed forahugedepositisreally only going to beaproblem when you
startdealing w ith realtors.
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Realtorsaregoing to wantyou toputupbigearnestmoney deposits. The
easiestway foryou to losem oney in thewholesaling businessistoputup a
big,earnestm oney deposit. Justdon’tdo it.

Allofyouroffersshould be cash offersw ith as few contingenciesaspossible.
You justhave to know going into the deal, thatifyou can’tperforn and
comeup with the cash in 30 days likeyou’re supposed to,you’re going to
lose thatdeposit.

[ lin itmy depositam ountto $100. lofferthen $10,and I letthen talk m e
allthewayup to$100,and I'know thatiflcan’tgetthatdealsold,that
$5,000 minimum profit,lcould losemy $100. That'stheworstthing that
could happen.That'syourworstcase scenario. Isthatreally so bad?

So lwantyou to getoutthere,startfinding properties,and do yourdue
diligence as fastasyou can.

Thesepropertiesdon’twaitaround foryou.Ifit'sagreatdeal,you can bet
therew illbeotherpeopleoutlooking forit. G etthatcontract. Putup your
$10,820,350,0r 8100 depositand gettoyour$5,000 m inim um check as
soon aspossible.

Theeasiestway foryou to protectyourselfisto justnotleave big,earnest
moneydeposits.

Form ulas

Cash for Trash-W hatToPayForJunk

Now,here’sthe key to success. The key to successisusing yourforn ula for
whatyou can pay forpropertieseach and every single tin e. K ere’sthat
form ula fora Junkerproperty:

M axim um Price = (RetailValueX 70%)-CostsofRepairs
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Thisform ulawillwork foryou every tim e,itnever fails.You justhave to
understand thatyou'renotgoing to sellthatJunkerproperty to another
investor form uch m ore than about70¢on the dollar,m inuswhatever it’s
going to costto fix.

Let'susetheexampleofa$100,000 property thatneeds $20,000 in work to
getitshow roonm floorready,0K?

Now,ldon'tknow ifyou know what$20,000 worth ofwork looks like on a
property,butletn e tellyou,it’sadum p.$20,000 inworkmeansawhole
new roof,allnew carpets,new paint,new floors,new bathroon ,new
kitchen,new everything. $20,000 to a skilled rehabberisa lotofwork.

Totheuntrained eye,thatis,nearly every oneofyoursellers,thatn uch
Work looks like $40,000 oreven $50,0000 bring the houseback into good
condition.Butonceyou’'rein the business,you’llrealize thatwhatn ost
people pay forarehab job isnotwhatwe asinvestorspay.In fact,partofthe
reason lrecommend you startoutwholesaling isbecause ifyou don’'tget
your feetwetand learn the insand outsofthe rehab business first,you w ill
absolutely overpay forrepairs!

So,you takeyour$100,000 property and you m ultiply itby 70% . 70%
leavesplenty ofroom fortheclosing costs,carrying costs,and allthe other
feesand costsyourbuyerisgoing to have to pay while fixestheproperty,
Wwhathehastopay inordertosellituhenhe’sdone,and whathe’sgoing to
have to pay atclosing to buy it from you.

It'sabout70% on thedollar. And you’regoing to subtractfron that70¢on
thedollar,about$20,000 forrepairs. So,you’vegota$100,000 house,
tin es70¢on thedolar,which is$70,000,m inusyour$§20,000 in repairs,:
$50,000.

Soyoucanpay $50,000 forthatproperty,right? W rong. Becauseyour
profitscom e from whatever lessthan that$§50,000 you can negotiate for
woith thatseller. N everpay fullprice forhouses,because itdestroysyour
ability to sellthen !
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Now,you'reprobably saying,“d ow can Igetsom eone tosellmeahouse
that’sworth $100,000 in good shape,forlessthan $50,000? You've gotto
becrazy!Thisisnotgoing to happen.”

Letnmetellyou,itabsolutely will. Itabsolutely willbecause $20,000 in
Workmeansnoonecan go tothebank and geta loan on thatproperty.No
bank isevergoing to loan m oney againstaproperty thathasthatm uch work
required.

$20,000 inwork,thatlooks like $40,000 to the restoftheworld,isadeal
killer for every otherbuyerthatwantsto finance the property through the
bank.The factthatyou’'reeven m aking an offeron theproperty putsyou in a
class by yourself.

And ifaproperty isworth $100,000 in good condition and itneeds$40,000
Work,is$50,000 an unreasonableoffer? No.Neitheris$40,000.

And,ifitneedsthatm uch work,you have to believe thatC ity Code
Enforcem entknowsaboutit. And CityCode isgoing to com e in and tag
them with a violation sooneror later,and every single day they’re going to
getabig bill from Code Enforcem entfornotbringing theirproperty back
into good condition.

Therearealotofdifferentreasonswhyapersonwouldwanttogetrid of
thatproperty. Butallofthem m ean thatyou can find these properties left
and rightfor70¢on thedollar,m inuswhatit’sgoing to costto fix,and build
yourprofit,whateveryou'regoing to pay yourself,into the deal.

Now,imagine this. Let’ssay you could buy thesepropertiesfor$45,000 all
day long. You gotthatgood atbuying them . W ell,ifyou getjusta little
betteratbuying them ,you should beabletobuy itfor$43,000,even
$42,000,right?

[fyou justgeta little bitbetter buying them from there,you could probably

buy them for$40,000. Now,ifyou buy thatproperty for$40,000,and sell
itfor$50,000,yourprofitis$10,000.
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So,justhy getting a little bitbetter,you didn’tgo from $50,000 to $40,000,
did you? Youwentfrom $45,000 to $42,000. Allthatwasprofitforyou.
W hen yougeta little better atit,you can go from $45,000 to $40,000.
That'snotabigmn ove.Butitdoublesyourprofit.

So with very little negotiating,you can startto getson egreatdeals,truly
greatdeals,on properties.And yourprofitsdouble. Im agine ifyou could
nake $10,000 forevery dealinstead of$5,000. You’d have to do halfas
muchbusinesstogettothe$50,000 m ark,and halfasm uch businesstoget
towhateveryou havesetforyourlong term goal.

So,the form ula forwhatyou can pay foraJunkertype property is:
(RetailValue X 70% ) —CostsofRepairs-Your Profit

70Con thedollar,m inuswhatit’'sgoing to costto fix,m inusyour profits.

TakeOverDebtForm ula

Now,fordebttake over,the form ula is a little m ore com plicated,because on
thoseproperties,you’'llbe payingnearm arketvalue.

Sohere’swhatyou’regoing todoon yourdebttake over. You havea
property,and I'llkeep the sam e price so lcan keep thenum berssin ple. In
practice, I highly recom m end you do debt-takeoverpurchasesin higher
dolarnm arkets.Notonly arethe profitsbigger,butthenum berofpeople
Whowantthathouseand can giveyou adecentdown paym entskyrockets.
Butin thisexan ple,so you can seehow the two technigueswork,we’llkeep
the price the sam e.

Let’sassumeyouhavea$100,000 property,and thatthe sellerowes
$95,000 againstthatproperty.

W ell,you're probably thinking thatyou could sell'itatm ostfor$97,000 or
$98,000 and m ake $2,000 0r$3,000. W rong.
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Foraproperty whereyourbuyerdoesn’thave to pay any loan costs,doesn’t
have to go down to thebank and filloutan application,doesn’thave to do
anyofthatjunk,you can getasmuchas1l0% ofwhatthatproperty isworth.

Now,younmnaynotgetitallin cash,you m ay have to takepayn entsforson e
ofit,butyou willgetit.

So,im agine you take thatproperty,againstwhich isowed,$95,000,and you
can getitfrom yourseller for$10. That'sright. Ten bucks. Plusyou have to
pay the bank theirm oney everymonth,butyou can letyourbuyerdo that
With theirm onthly paynm ent.

Now,that$95,000 isstillowed to the bank,so you take $10 to m ake your
agreem entlegally binding,and you quickly m arketthatproperty to yourend
buyers,who in thiscasen ighteven be retailowner-occupants.Peoplewho
Wantto live in the house them selves. Theycould be investors looking for an
easy rental,orthey could be hom eownerslooking tom ove in.

Because thishouse doesn’tneed any work,and rem em ber,yourbuyer
doesn’tneed to doany qualifying,you canm arketthatproperty up to
$110,000.1 like $109,900 because that’sthenicewayofsaying $§110,000.

W hen it'sallsaid and done,that's§15,000 profitfrom ahouse thatthe
seller,because they don’tknow whatyou know ,couldn’tsell.

Now,itdoesn'talwaysworkoutthatyourbuyerw illgive you thatm uch in
cash,butalotoftimesitdoes. How manypeopledoyou know thatwantto
buya$100,000 houseand have $15,000 toputdown? N ostofthem ,right?

Well,you're looking for the oneswho,forwhateverreason,don’twantto go
to the bank and gettheirown financing. Theyn ighthave dan aged credit,
they m ighthave recently gotten divorced,or they m ighthave declared
bankruptcy within the lastcouple ofyears. So ifthey go gettheirown loan,
they'llbe paying through the nose on interest.

Butknow ing that,whatyou can do isofferthatproperty OwnerFinanced
With $15,000 down. Ifyou need to give yoursellersom em oney,you can
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afford to give them up to whateveryourprofitis. You stillwantto build
yourchosen profitm argin (that$§5-$15,000 you wrote down and won’tdo a
dealw ithoutatleastthatm uch profit)in,son akesurethatyoudon't
bargain toom uch away.

In truth,the seller really isn’texpecting tom akeanymoneyon the sale,and
you should oblige them 10 n this typeofdeal,lwouldn’tgive the sellerm ore
than $1,000-$1,500.That'senough moneytopay foranm oving truck,and
maybe the firstm onth atanew apartn ent.

So,how manypropertiescould you buy,ifyou wentto the sellers,

rem em ber,they can’tafford to sellit,and you said,“I"llgive you cash for
yourequity. I'llstartm aking thepaym entson yourloan,and we'lljustm ake
thisdealcontingenton me finding aperson to take overthose payn ents.”

Thesedealsareeverywhere. You're looking at$10-15,000,straightup
profitw ith no liability and w ith no repairwork on yourpart. And ifyou get
towork inahigherdollarpartofyourn arket,the m arginsare even better.
Ifthatwerea$200,000 house thatyou boughtfor$190,000 your profit
could be $30,000.That’sthirty thousand dollars instead of$§15,000 just
because you took myadvice and decided towork yourdebttakeovern agic
inahigherdollarm arket.

W hen youunderstand how to take over beautifulpropertiesin beau tiful
neighborhoods,it’s tin e to graduate up toourLeaseOption Training K it,
and lcan show you to how tom ake thousandsand thousandsofdollars
from these beautifulhousesin beautifulneighborhoods-above and beyond
the down paymentm oney.

Lease O ptions,buying and selling,are my favorite toolfor long term w ealth
through RealEstate.You'll learn to how to legally,m orally,and ethically

nake $120-130,000 from a $§100,000 house thatyou didn’tputanything
down onand youdon’thaveany liability for.Isthatenough to pique your
interest?

Butfornow ,justknow thatyou can afford to pay top dollar forhom es as

long asyou can getin for little ornothing down.You can do that,because

you canm ake them available for sale ata setoftern s-ownerfinancing-that

nakesthepropertymorevaluable!Even appraisersw illtellyou thatowner
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financing w ill increase the appraisable value ofa property.You can increase
the value,and yourprofits,from agreatpiece ofRealEstate,justby taking
careofaseller’sproblen s.

SYSTEM SN

Now thatyou know whatyou can afford to pay forproperties,for junk
propertiesand for take overdebtproperties,you’ve gotto build a system to
getyou toand through those dealsas fastaspossible.

Thewholepointofthe system isto getyou to escapewhatlcallthe3 D’s.
D irty,D ulland Dangerous.

Thed3 D’'sinRealEstate areallofthose every day thingsthattake up your
tin eand keep you from concentrating on the two thingsthatn ake you
money-talking to sellersand m aking offers.Allthatnit-picky paperwork,
and allthatboring,tin e consum ing running around thata lotofpeople get
caughtup with causes them to stop actually m eeting sellersand n aking
offers like they’re supposed to.

They feellike they're doing som ething,so they feelgood,butthey’renot
really getting anything im portantdone.lt’sthe difference betw een business
and busy-ness.Onew illm akeyou financially free,the otherw illn ake you
stressed outand poor.So assoon asyou can,getsonm eoneelse to dothose3
D’sforyou.

Should youbegoingoutto find theseproperties? No. Thesepeopleshould
becom ing to you.

Should youbegoingand looking atJunkerpropertiesyourself? No. You
should have som eone thatdoes thatforyou.

Allthese thingscan be done by som ebodywho’swilling towork fora lotless

than you should be. Ifyou'rem aking $5,000,810,000,0r$15,000 a
property,especially in beautifulhouses in beautifulneighborhoods,how
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manyhourscan you afford to pay som ebody at$7.00 anhourtogo find
these properties?

You can afford to pay them forquite a bitoftheir tin e,right? Ifthisperson
only gotyou onedealamonth,and you ended up paying them $1,000 a
month todo it,you’d stillbem aking 5,10 ,15 tin esyourm oney,and you
Wouldn'tbedoing any ofthatcrappy legwork thathasto getdone.

W ith the rightsystem sin place,you can escape the dirty,dull,and
dangerous tasksthatneed to be done. You can escape thecraw ling through
Junkers-getsom ebodyelsetodo thatforyou. H eck,youdon’tneed togo
craw ling through those things;allyou need issom eone to tellyou,yup,it
needsanew roof. Itdoesn’thave tobeyou. In fact,ifyou justlook ata
photograph ofthathouse,you’llhave 90% ofallyouneed to know right
there in frontofyou. That'show system sallow you tom axin ize yourReal
Estate profitpotential.

Now,therearealotofwaystoputthissysten in place.l’llgo inton ore
detailin the m arketing chapter,butletm e tellyou,it’sallaboutgetting
those 3 D’sdone foryou. OQurcontinuing education willshow you how to get
those 3 D ’staken care of for little ornothing,and even show you step by step
how toautom ate 98% ofthe process.

Theotherthing you have to rem em berwhen you're setting up your system s
to find and close deals,isyou have gotto stick to yourrules. Setyourrules
forwhatyou'llpay foraproperty. Setyourrulesknowing whatyour

moninm um profitisgoing tobeon anygiven deal. Tellyourself,I have to

nake $5,000,0r I haveton ake$10,000 or,lhavetom ake $15,000 on any
ofthese debttake overorJunkerpropertiesbefore I'n going to bother
investing my tineorefforton then .

Woell,you'llfind them ore ruthlessly you stick to yourrules,and then ore
com m itted you are tom aking those rulesthe wayyourbusinessisrun,the
moremomentunm you'regoing to build. Putthose rulesin writing,and you
have yourcom panypolicy.Now you can honestly say,“0urcomn pany policy
iIstoonlypay “X”forproperties.

Thebetteryoursystenm forfinding,analyzing,n aking offers,and follow ing
up ondeals,them oreofthose 15,10,5 thousand dollar dealsare going to
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fallinto yourlap. So with a system ,you have theopportunity to say whether
it'saround peginaroundholeornot. It'seithera fitforyou orit’snot,and
you'renotgoing to chasem arginaldeals.And agood follow up system is
better than m oney in the bank.

SomeW ill,Som eW on T,So W hat,Som eone W aiting!
Next,itcomesdown to the SW ,SW ,SW ,SW .

[fthisperson doesn’twantto acceptyouroffer,sowhat? Thenextonewill
And theyprobably willin awhile,too.

That'sgottobeyourattitude,and that'show you'vegottoapproach these
things.Ifnot,you’llchasem arginaldeals,oreven worse,dealsthataren’t
even really dealsatall,and you'llwaste allofyourprecious tim e.Pretty soon
you'llgive up in frustration!

Butifyou haveenough leadscom ing in,and you follow up consistently on
the likely prospects,you’llhaveno trouble finding m ore than enough
motivated sellers to keep you productive and profitable!

Believe me;with follow up,you’llgetfarm oredealsthan you w illon just
onepass. You'llland farm ore dealsbecause thatsellerhasn’tcom e around
toourwayofthinking yet.Theyn ightnotunderstand thatthat$5,000 is
every single penny oftheirequity,and there'sjustno way they'regoing to
make thatm oney any otherway.In fact,ifthey go any otherway,they’re
going to have to writeacheck atclosing,and they m ightnotunderstand that
yet.Butthey will

OrthesellerwhoownsthatJunkerm ighthave to getrid ofitforany

num berofreasons,and whatdoesn’twork for them thism onth,after
anothermonth ofstaring ata vacanthouse,anotherm onth ofm ortgage
paym ents,or liability,anotherm onth ofkids craw ling through the broken
Windows,onemoremonthnightbeenough n otivation thatthey go,“0 k,
thatdidn’twork form e before,butitworksformenow.”
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And youwantto be therewhen thathappens.

Tim ew illchange son any sellers’n inds;allyou have to do is follow up.
Contactthem inacoupleofweeks,contactthenm inamonth,contactthen a
coupleofweeksafterthat. Justkeep yournan e,and the factthatyou are
the one they talked to before,in frontofthen and in theirm inds.

Follow up untilthey eithersellthe house to you,orsellitto som ebody else,
or take care ofitthem selves. I've had people thataccepted my offersa year
after the fact,because I keptatthen with phonecalls,postcards,and
letters.W hen the tin ecamewhen they wereready tosell, Twastheonly
gam e in town.

You'llfind that50,60,70% ofyourdealsdon’tcom e from your firstoffer.
Theycome from the second,through the seventh (yes,7®")contactyou had
woith thatseller. In fact, ifyou failto follow up on yourprospects,you w ill
missouton 80% ofyourprofits,and you willhave a very difficulttin e in
this business.

PerfectPractice M akesPerfect(0 rAtLeastBetter)

Now,you'regoing to need som e practice. Now ,lhave togiveyouawordof
caution aboutpractice. Thatis,bad practice justleadsyou to perfecthad
habits.

Ifyou try,and really strive in every one ofyourdeals,to justgeta little
bettereach tim e,you can double,triple,oreven quadruple theamountof
moneyyounm ake.

Here’show tonm akesureyou do that. Toguarantee thatallofyourpractice
Isgood practice;nm akesurethatevery timeyougo toadeal,you learn

som ething from thatdeal,even ifyou don'thuy it.

Startan investing journal. Justtakeacouple ofm inutesafterevery tin ¢
you meetw ith these m otivated sellers to w rite down acouple ofthings.
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First,you wanttonotethe date and the tim e,and you wanttowritedown
anynotesthatyou m ay haveaboutthatseller. Noteany conversationsyou
had.You'llwanttom akesure to keep allthatinform ation in one place,so
thenexttin e asellersaysthattoyou,you know whatto say.

Ifyou didn’thave aresponsewhen the sellersaid,”l hat’sgoing to happen
With thatloan,ifitstaysin mynanm e?”

[fyou don'thave the answer,nm ake sureyou tellthen ,“I'n notsure,butl’ll
find outforyou.”Don’ttellthem som ething thatyou don'tknow is true.

Simply say,“ldon’tknow ,but !’ find outforyou.” Sowhatyouwantto do
then isnote that,and find the answer. So thenexttin e aseller asks that,
bang,you'vegotyouranswerrightin frontofyou.

Remem ber,bad practice leads to bad habits,and perfectpractice n akes
perfect. 0 ratleastbetter. So ifyou can justgeta little better from every
dealyou do,eventually you'llbe so good atnegotiating and closing deals,
thatyou'llbe an expertRealE state investor in justam atterofa few weeks
orafew months.

[fyou don'thave thatjournal,you won’the able to identify and elin inate the
bad habitsthatyou're building.

Imagine ifoneofyourbad habitswasthatyou blurtoutwhatyou're willing
topay forahouse before the seller tells you whattheyneed.

Woell,ifyou tellthem whatyou're w illing to pay,a lotoftin es it’sshocking
to them . Butifyou letthen talk them selvesinto whata greatdealitis,well,
you're going to close 50,60,70,0r100% moredealseasily.

Allyou have to do is letthem talk,and listen with em pathy.You wantto
make an em otionalconnection w ith these sellers,so they see you as a
conm fortand ahelper,and the easiestavenue ofsale.

Sostartyour journal. And afterevery tin e you m eetw ith a seller,justn ake
a few notessitting two orthreenm inutesin yourcarrightafter,while it’s still
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fresh in yourm ind,and write whatworked outgreatin thatdeal,what
didn’twork so good thatyou could work on for future reference,and what
questionsyou have thatyou need to find the answersto.

“Scrapers®>Zero CostThinking

Asyougetthatjournalbuilt,you’ll find thatvery quickly,you’llbecon e an
expertatbuying RealEstate with wholesale price orterm s. And lwantyou
toinclude inyourjournalallofyourn arketing efforts,allofyourtelephone
calls,allaspectsofyourRealEstate investing businesshecause lwantyou to
understand a conceptthat! like to call “Zero CostThinking™.

In California,thereisahugem arketin buying these little old wood franm e
houseson these lotsoutin California wheretheproperty valuesare just
skyrocketing. W hen you buyoneofthese lotsand the house that'son it, it’s
less expensive to bulldoze thathouse,and startfrom scratch with a big,
brand new,beautifulhouse than itis to even try to m essw ith renovating
thatolder little house that’'son it. And those are called scrapers. It’'swhatl
call“Zero CostThinking™.

[fyou find som ething in yourRealEstate investing repertoire,a technigue
thatyou use,oram arketing avenue thatjustisn’tworking,scrap it. U se
your “Zero CostThinking”and go back to squareone and startover. That
sounds likeapain in the butt,butwhen youn ake therules,when you own
and run the business,when you arethe business,“Zero CostThinking”is
theonly way toprotectyourself.

Ifyou'vegotanewspaperad thatjustdoesn’tpull,scrap it. Startover. If
you'vegotanm ailing listthatjustisn’tresponding to your lettersor
postcards,scrap it. Startover. W hatyou have todo ischeck your results
againstyourRealEstate investing journalon aregularbasisand take the
thingsyou'redoing thataren’tworking consistently and scrap then .
Replace them with som ething thatm ightwork. Every business uses this
conceptin testing m arkets,testing products,testing everything,butso few
RealEstate investors,RealEstate businessowners,everdo this. Instead
they run tired,stale postcardsor techniquesand wonderwhy theirnot
makinganyn oney.
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Somakesureyouhaveyourjournal,m akesureyou logwhatisand isn’t
Working,and scrap whateverisn'tworking and replace itw ith eitherm oreof
Wwhatisworking orw ith som e entirely new strategy thatm ightwork. W hen
youuncoverwhatdoeswork,pouryourselfinto itwhole-heartedly. The
biggestim pedim entinvestorsrun into when they getstarted w ith
wholesaling propertiesisthatold dogs refuse to learn new tricks.

0OldDogsand New Tricks

There’'sa learning curve in thisbusiness thatstartsaboutthree to six
monthsout,and atthepointwhen you believe you're an expert,your
property buying tendsto drop off. Ifyou’renotcareful,itw illdrop off
dram atically. Ithappenson aconsistenthasis. Ithappenstonearlyevery
oneofmystudents. So ifl can explain to you how to getaround that,Ican
makesureyourpath towealth issm ooth.

Theeasiestway to keep from slowing down yourbuyingm achineis-don T
getsetin yourways.

Don’tsay,“W ell, 1 did thisonceand itworked,I’'m going to do thisevery
tin e.”

[tmaynotwork every time. Itm ay haveonly worked with thatparticular
seller. Il aybethewayyou're trying to find ornegotiate dealsonly works in
oneparticularsituation. And ifyou getstuck in arut,scrap it. D on’tgetset
inyourways.

Constantly expand yourskillset. Ifyou need to learn a little about

salesm anship,sobeit. Learn it. Ifyou need to takea courseon m arketing
skills,so be it. Take thatcourse. Useyourprofits. N axin ize your profits
through education. Asoften aspossible,getanew perspective. That'swhy |
love to read whatotherRealEstate investorsare taught. I love adding a
coupleoftipshere,oranew strategy there,anotherwholenew perspective
on RealEstate. Rightnow ,I'n learning moreand moreaboutthe lending
sideofthe business,and how the profitsare anm azing. The reason Ian
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doing thisisbecause lwantanew perspectiveon how to find and buy
propertiesthatotherpeople don’teven know are forsale,and how to profit
from propertiesw ithouteverhaving to buyordo anything.

Butm ostly,because Idon'twantto getstuck in arut,doing the sam e thing
overand overagain and notgetanew perspective everynow and again.

FearofFailure K ills
ThebiggestkillerofyourRealEstate dream is fear.
F-E-A-R.

I like to callitFEAR: False Evidence Appearing R eal.

W hateveryou're afraid ofisnow herenearashad asyou think itis.In fact,
the easiestway to cause whateveryou'reafraid willhappen to com e trueis
to actoutoffear.

That'sbhecause certainty and conm nm itn entcreate results,and ifyou letfear
dom inateyourthoughts,itw illabsolutely becom e yourreality.You w ill
makeyourworstfearscom e true!

[ffearstopsyou from n aking an offeron onedeal,it’sgoing to be som uch
easier to give into itnexttin e. So,here’show you can beatthe fearnm onster.
W hateveryou're afraid of,go do thatin m ediately!W heneveryou're afraid
ofsom ething,take chargeand dowhatneedstobedone!

Themnoreoften you face down your fear,then ore fearlessyou’'llbecon e.
Notbecause you don’texperience it,notbecauseyou'renotafraid,
everyone’safraid the firstfew m onths in thisbusiness,butbecause you
know the fundam entals,you m ove directly toward it.

Fearisthe drean killer. Itstealsm orem oney,m ore tin e,and m ore lives

than anything. W hatare you afraid of, thatyou’'re going to lose ten bucks?

Thatyou'regoing to look silly in frontofa sellerwho doesn’tagree w ith the

Wayyoudobusiness? Sowhat? I'n sorry;lcan’tm akeyou do it! 1w ish |

could. You simply have to face down thatfeardem on,look itstraightin the
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eyesand say,“Thisisit. Thisiswhatlhave to offer,and ifyou don’tlike it,
thenwewon’tdo business.”

Remen ber,fearis false evidence thatappearsreal. W hateverexcusesor
problem syou’'reusing to keep from getting started, they’re justnottrue.
There’snothing to beafraid of,so getyourselfin gearand getstarted
inmediately. Anything thatdoesn’twork,scrap itand startover. Theonly
wayyou'llknow ifitworksconsistently ornot,isby getting your journaland
getitstarted today. Noteeverything you did in yourRealE state business,
specifically,whatworksand whatdoesn’t. Pretty soon,you’llbe an expert.
Andyou’'llbe a fearless,com n itted,m oneym aking m achine.Butuntilthen,
you justhave to face your fearsand do itanyway!
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CHAPTER 5:CASH NOW !
W holesaling D efined

W hatisawholesaledeal? A wholesaledealisa low cash offeron aproperty,
probably one thatneedswork,oradebttake overdealwhereyou’resin ply
going to give aperson little ornom oney fortheirequity and take thatdebt
offtheirhands.

A wholesale cash dealisusually a low-ballcash offer thatgets the property
outoftheir lifeand outoftheirhair forever,within 30 to 60 days. A debt
take overdealgetsthatproperty outoftheir life,getsthatpayn entn ade
every month,and itgetsthem outofa tightsituation. Yourprofitson a
Wwholesale deal,cash orterm s,com e from the spread betw een whatyou pay
fortheproperty and whatyourbuyerpaysforthe property.

Onawholesale cash deal,it’s the difference in price between whatyou're
paying fortheproperty and whatyourbuyerispaying forthe property.

Onadebttakeoverdeal,it’sprin arily the down paym ent“spread”, or
difference. The difference between whatyou give yoursellerfora down
paymentand whatyourbuyergivesyou asadown paym entisyour profit.

W hatyou have to do ishecom easolutionsbroker,putting together a seller
Whoneedsasolution with abuyerwhoneedsasolution. And you can do
thatbecauseyou have the solution. You have the listofpeoplewhowant
these Junkerproperties. You have the listofpeoplewho are looking fora
beautifulhom e in a beautifulneighborhood who simply can’tqualify fora
loan. And becauseofthat,you profitin them iddle. Thisis the ultin ate w ay
tomakecashnow in RealEstate.

W hyW holesaling

Now,whywholesaling?
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Firstand forem ost,because it'seasy to learn. Itonly takesa few hoursora
few weekstogetallthe training you need to getstarted on yourway to
making those checks. It’sthe bestway to getyourprofitsas fastaspossible,
and getyou quick results to keep yourenthusiasn high.

It’s also easy to start. It'snothard to spotaJunker,and it'snothard to find
apersonwho’'sin som eserious financialtrouble. And bestofall,it’s cheap.
Forpenniesyou can generate leads. In fact,you can do itabsolutely for free
ifyou're w illing to devote a little tin e and effortinto hunting them down.

Thenextadvantage in wholesaling isyou gettom axin izeyourRealEstate
experience with m inim um tim e. See,certain peoplehaveasetideaofwhat
adealishefore they evergetinvolved in the RealEstate business. They have
som e idea thatthey’re going to be looking forsom e particularproperty in
som e particularneighborhood thatpaysjustsom uch.

Butthatproperty maynoteven exist. Ifyou only n ake two orthreeoffersa
month onproperties,and only onein ten ortwenty ofthose offers is
accepted,how m uch experience are you getting? Aln ostnone.

W henyoudealwith Junkers,you canm ake offerson propertiesevery single
day ifyou like. You'llm axin ize yourexperience,m axin ize yourn arket
know ledge,m axin ize yourexposure to otherRealEstate investors,and do it
allinaverym inim un amountoftin e.

Ifyou pick onecity,you’llbe an experton thevaluesin thatcity within a
month,and you can do itallwith no risk. N o risk butten bucks. W hat’s ten
bucks? You can hardly go to them ovies forten bucksanym ore. And I'n
showing you how to take thatten bucksand n ake $5,000,810,000,
$15000 inamonthorless. That'ssim plynotrisky. There’snootherway to
do it.

And yourbusinessisveryeasy togrow . You can stair-step your way to
wealth by reinvesting yourprofitsin 1) education and 2) m arketing, in that
order.

Youmay,onceyougetgoodawholesaling,have agreatsurplusofcash flow .
Now,thatextra cash com ing in every m onth w illgo to one ofa few places.
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Theycangotopayoffyourdebts,theycan go toexpand yourhbusiness,and
they can go to increase youreducation. Allthree ofwhich willincrease your
cash flow . Allthreeofwhich willincrease yourbotton line profits.

W ostin portantly,you stay in the RealEstate game. You'renotone ofthose
peoplewhobuyone,oratthem osttworentalproperties,and then don’t
have the capitalto keep going so they getoutofthe game. Theydon’tknow
the currentm arketconditions;they don'tknow whatisorisnothoton a
tin ely basis.

I hen they getback into the RealEstatem arket,ittakes them five or six
monthsjusttogettheirhand back in because they don'tknow whatisor
isn'tgreat.

Youcandoallthisw ith nomoney. W ell,ittakes ten bucks,as I said before,
butifyou can’tafford ten bucks,then you should probably putthism anual
down and do som ethingm ore productive w ith yourtim e. Itdoesn’ttake any
credit. D id you everhearm esaygodown tothebank and geta loan? No.
You justsim plydon’tdo itin thishusiness. And itdoesn’ttake any partners.
Youdon’tneed anybodyelse telling you who,what,where,orwhen. You
don’tneed anyone else taking yourprofits from you. It’'s justnotnecessary.
And,oneofthem ostimportantthingsin wholesalingRealEstate,you avoid
allthose costly entanglem ents. You'llneverhave to dealw ith itin any way.
You'llneverhave to dealw ith judgm ents. No liability. Noonew illslip and
falland break theirleg on yourproperty and try to sueyou. Noonewill
even beable to know thatyou own the property,because youdon’t. There’s
no liability and no costly entanglen entsin wholesaling.

How DoesItW ork?

Here’show youprofit. I'n going to walk you through adoubleclosing step
by step. You have found yoursellerand you have found yourproperty. I'n
going to use the property we discussed earlier,asan exan pleofaJunker.

Afteryou getthepropertyundercontract,you send allofyour inforn ation
to a title com pany.They’llgive you a title search to prove to you thatthe
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person thatyou have the contractw ith can actually sellyou thatproperty
and thatthey're actually the signeesand the owners.

Now you take thatcontract,you find yournew buyer,yournew buyerwho
hasproven to you thatthey can close thisproperty in avery shortperiod of
tin e for cash,and you go to theclosing on the day thatthe Closing Agentat
the title com pany sayseverything isready.

Hereiswhatthe title com pany isgoing to do.

First,you'regoing to close w ith yourbuyer. Yourbuyerisgoing to bring in
$50,000. Rememberourexam ple? You arebuying thehouse for$45,000
because itneeded $20,000 in work,which probably looksn ore like
$30,000 to $50,000 to therestoftheworld becauseweknow about
rehabbing,right? W ell,ifyou don’t,you w ill'in justa shortwhile.

Soanyway,yougo toyour title com pany,you sign thepapersw ith your
buyerand yourbuyerhandsoveracheck to the title com pany for $50,000
plusallthe closing costs.

The title com pany willtake from yourcheck,$45,000 thatyou have to pay
yourseller,and they willsubtractthatfron the $50,000. Now ,you’'regoing
to have to pay som eadn inistrative fees,butyou won’thave to pay any large
closing costshecause you don’tneed title insurance.Yoursellerand buyer
probably both had it,and you're only going to own thisproperty fora few
minutes!Butthereareprobablyabout$100 or$§200 in feesthey are going
to take rightoutofyour$5,000 profit.

Theyaregoing to give the difference,the $45,000,to yourseller,and pay off
allofwhateveryoursellerhastopay in hism ortgage,and the balancew illbe
hisprofit. They willdo thatin an entirely separate closing from the closing
you had with yourbuyer. In fact,neitherofthen needsto know thatyou
sold orboughttheproperty with som eone else thatsam eday. That'sa
doubleclosing.

Now,there’sanotherwaytodoyourdeals,and it’s faster,it’s sim pler,butit
doeshavea few moreentanglen ents. It’scalled an Assignm entofContract.
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W hatyou'llwantto do foran Assignm entofContractdealissign an
agreem entw ith yourbuyerto buy the contract.Thatgivesthen the rightto
step into the dealin yourplaceand close on thatproperty.They'llpay you
yourm inin um profitof$5,000 forthatright.

Theysin plyhand you a check for$5,000,and you sign the contractover to
them with adocum entcalled an Assignm entofContract. It’sreally that
sim ple. And they take overallyourrightsto buy thatproperty for $45,000,
and you getacheck thatday for$5,000. It’sthatquick,it’s thatsin ple,and
itdoesn’trequire thatyou go to closing. You sellyourrightto buy that
property for $45,000,and you don’thave to waituntilitclosesto getpaid.

Ipreferdoubleclosings forone reason: I like to m ake suren yselleris
protected. Remem ber,these peoplehaveaproblem . There issom e reason
Why they have togetrid ofthatpropertynow,and Idon’tlike to see then
leftholding the bag.

Now,here'sthe caveatforthat. W hatl like to do issetup thatdouble
closing in the next10 to 15 days.Thatleavesm e extra tin e to close ifIneed
it.1given ybuyerten to fifteen days to close like they said they would-all
cash,and ifthey don’tstep up and close like they said they weregoing to,
theiragreenm entw ith m e expires.

Atthatpoint,theirdepositbelongston e,and Ian already ahead ofthe

gam e!You see,lrequirem ybuyertoputup atleasta$500-$1,000 deposit.
Ifthey don’tclose asagreed,thatm oneybelongstome. The reason whyl
do thatisnothecause I'n greedy;remen berI'm an ethically m inded
Wwholesaler. The reason ishecause I require thatthey do whatthey said they
would formyseller. And form y seller,lwantthatproperty to close. So ifit
doesn’tclose,lwillcomeback in,close the deal,and m ake sure they getpaid
like ['pron ised.

Thenumberoneway lclose thatdeal,isto sim ply find a differentbuyerand

doubleclose with them instead. It’sthatsin ple. It’salso a waythatyou can
profittw ice from the sam e contract.
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Now,ifyou do thecontractassignm ent,you can’'taseasily protectyour
seller.lpreferthe double closing because there areno loose ends. W ith an
assignm entofcontract,you alwaysrun the risk ofyourbuyernotclosing,
leaving yoursellerin the lurch. That'snothow ldo business.

Now,whenldoadebttake-overdeal,it’sjusta little bitdifferent. You n ay
noteven have a title com pany do the closing,although you'llwantto before
youputup acheck.

WARNING!Dontputanymoney intoapropertyuntilyou have a title
reportfrom a title com pany thatshowsaclearand conveyable title free of
unforeseen problem stIfyou’re going to begiving yourselleranym oney,
makesureyou pay a titlecom pany to issue you title insurance. You're
probably going to wantto haveadoubleclosing,anyway,butalvaysgettitle
insurance beforeyou give yoursellerany significantanm ountofm oney!

Title searchescan be costly,around $200 orso,ifyou don’thave a good
relationship w ith a title com pany.lgetn ine for free because I bring them so
much business.Ifyou getto know yourcounty recorder’s office,you can do
yourown title search.Thisw illallow you to see any glaring problem sthat
moightstop the seller from cleanly passing title to you.Butalvayshave a title
company do a title search and write a title insurance policy foryou before
you give a sellerany sign ificantm oney.

I akesureyourbuyerunderstandsthatifthey don’twantto pay for title
insurance,you can m ake itoptionalfor them . You can tellthen iftheywant
to buy title insurance,go ahead. Youdon’tm ind. You know thatit'sa clear,
conveyable title. Atclosing they can pay for a title insurance policy,and if
they do,you don’thave to.

[ preferto letthe title com pany do allthe paperwork and details,and atthis
pointldon’tm ind paying a few hundred dollars for them to do so.

Som etim esit’sm ore expensive than ifl did som eofthe paperwork n yself,
butit’salwaysworth itin term sofelin inating headaches. Besides,itputs

yourbuyerand selleratease to haveam ore traditionalclosing.

You'regoing to close with yourbuyer,and you're going to getthen oney that
they're giving you to take over thatloan and buy thatproperty,and fron
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thatm oney,yoursellerisgoing to gettheirprofits. The difference betw een
Wwhatyourbuyerpaysand whatyou pay isyour profit.

It’sexactly the sam e thing asallcash deal,the difference being the
underlying financing,thatunderlying m ortgage,isbeing taken what'scalled
“SubjectTo”. Youarebuying thatproperty Subject-to them ortgage.That
meansyoursellerunderstands thatyou're notpaying offthatloan,and you
arenotassum ing it.Yourbuyerunderstandsthatthe loan isin yourseller’s
name,and ifthe bank wantsto,itcan accelerate thatloan and n ake then
pay itin fullor foreclose.

Now you're asking,“Isn’tthata little risky? W hatifthe bank callsthe loan
due?”W hilethe bank cancallthe loan due,in allm yexperience,and forall
ofthepeople I've trained,thathasneveronce happened.

Bankssimply donotwantto foreclose on properties,especially properties
Woith a very high loan to value. It’s justnotfinancially sm artforthem .W hy
Would theywantto take overand forecloseon aproperty thathasahigh
loan to value? Theoddsofthem getting whattheyareowed afterpaying all
ofthe costsofforeclosureand allofthe attorneysand legalfees are
incredibly sm all.Itjustdoesn’tm akem oney for them . So,what'sm ost
likely to happen 99.9% ofthe tin e isyournew buyerw illstartm aking
paym entsto the bank and everything w illgo along sm oothly.

Now,justin case there isan issue,you getwhat'scalled aCYA Letter. That's
CoverYourAssets. You wantyourseller to sign thisdocum ent,sin ply
stating thatyou'renottaking overthe loan,and thatthe loan willrem ain in
theirnam e.Italso states thatifthe bank doescallthe loan due,you’renot
going to refinance,and younm aynotgetanew loanontheproperty.

0 fcourse,a lotofsellersdon’twantto do this,and there are other
techniques,m ostoften a Lease w ith the O ption to Purchase,thatyou can
use when thatbhecom esan issue fora seller.

Butyou'll find thatifa sellerisin a bad position,they know thatthey are
going to go in defaultofthis loan already and thatyou are saving them fron
financialruin. Ifthere’sa smallchance thatyou don’tn ake the paynm ents,
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there'salready a greaterchance thatthey won’tm ake the payn ents. So,
nine tim esoutoften,you don’thave any issues w ith yoursellersdeeding the
property over,aslong asthey getsom ething for theirequity,oreven ifyou
justpron ise to startm aking the paym entsin good faith when thereisno
equity com ing to them . O nceyou show them thatthey have to write a check
atclosing,they becom e verym otivated to getrid ofthatproperty,and
notivated sellersarem oreworried aboutgetting theirdebtpaid offthan
they areabouttheircreditbeing atrisk.

Ifyou sellaproperty to aretailbuyer,you have them sign a sin ilar form ,
and you tellthen straightup thatthe loan isnotin yournam e.W hen selling
properties to owneroccupants,lprefertouseawrap-roundn ortgage oran
agreem entfordeed,twodocumentsthatclearly spelloutthatthe loan isstill
in som eoneelse’snanm e,an allofthe detailsofthe transaction.Contactyour
title agentora localRealEstate attorney to decide whatthe bestchoice is for
you in yourarea.In South Florida,lusean AgreementforDeed.Local
custom sand lawsvary,so ask a localRealE state attorney in your area.
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CHAPTER 5:W hereAre ANTheseDeals?

Sonow Ishowedyouhow toclosethedeals,and Ishowedyouwhatyou can
pay for the deals.Now you'reprobably asking,™0 k,whereare thesedeals?”

M otivated Sellers 0 nly!

Firstand forem ost,you’vegotto be dealing with,and only w ith,n otivated
sellers. Nothing w illkillyourm otivation and convince you thatthese
techniquesdon’twork faster than letting unm otivated sellersbeatyou up.
Besides,rem en berwhatlsaid aboutsetting up system s? W hy waste tin e
and efforttrying to convertsellersto yourway ofthinking when you can get
them to com e looking foryou!

Letnmetellyouwhatanm otivated seller looks like. A m otivated seller is
nervous. A motivated sellerhasaproperty,thatforwhateverreason,
divorce,probate,foreclosure,job transfer,they’vegotto getrid ofit. M aybe
itneedstonsofwork they can’tafford to do and they know thatany day the
city’sgoing to comeand slap them with awork order,then a lien,and
they're going to startracking up daily code violations they justcan'tafford to
payon top ofrepairstheycan’tafford tom ake. Il aybe thisseller’sbeen
getting som e sleeplessnightsbecause they can'tgettheirpayn entsn ade,
and they can'tgetthe property taken careof,and they justwantto getrid of
it.Then like aray ofsunshine,you show up and say,“lcann akeyour
problem go away.”

Now,how doyou find thesen otivated sellers? W ell,step one;you’ve gotto
getpeoplecalling you who wantto talk intelligently w ith you aboutselling

you theirhouse.Then,once they callyou,you've gotto prescreen them to

determ ine iftheirproperty isa fit,and their levelofn otivation.

Toseeifthehouseisa fityou need to know a few basicthings.You need to
know the financialson thehouse. How muchdo theyowe? W hat'sthe
monthly payment? W ould they bewilling to sellitforwhatthey owe? H ouw
much would theybew illing to sell for ifyou pay allcash and close quickly?
Theseare justbasicquestionsyou need to know the answersto.
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Butin addition to that,you wantto prescreen them form otivation. A sk

them ,“W hyareyou selling? W hy areyou selling? W hyareyou selling?”

W henyou find thatthatm otivation m eetsyour criteria form otivated sellers,
you'llstartto realize thatthere area lotnm orepeople outthere like this than
you'd everim agine.

In fact,foreclosure alone isa greatnm otivator foryoursellers.3% ofhon es
go into foreclosure these days. Now ,how manyhom esdid you drive by
today on yourwayhomefrom work? From thatJ-0-B? A thousand? Ten
thousand?

Well,ifit’s ten thousand and 3% ofthem are going to go into foreclosure,
that's300 houses. And that's justforeclosures! Thatdoesn’thave anything
to dowith Junkers. Thatdoesn'thaveanything to do with probate. That
doesn’thaveanything to do w ith divorce. Can you seewhere I'n going
here? There’smorebusinesstobedone than you could everdo,even ifthey
came toyou and said,please take it! There’sjustsom uchoutthere and all
you have to do isspread theword a little bitand people w illbe calling you to
give you theirhouse.

W henyoudealwith m otivated sellers,itisabsolutely vitalthatyou dealw ith
them w ith em pathy and com passion. Thesepeoplearein atightspotand
you are theirbestsolution. Don’'tgo barreling into them like you know
everything,orbeating them up aboutthe situation they'vegotten into.The
peoplewhostartoutthatway in RealEstate have short,profitless careers. It
justdoesn’twork verywell,and it'sm ean.

W hatlwantyou todo istake 15 m inutes,take 10 m inutes ifyou're

in patient,and getto know them asahumanbeing. Understand theirwants
and needs. Understand why they areselling,from an emn otionallevel. And
Whenyou see thesepeoplenotasaprofit,notasapaycheck,you’llstartto
see them asactualpeople thatneed yourhelp.

Thenicesideeffectofdealing with people w ith em pathy and com passion is
thatyourclosing rate goeswayup. You'llsee theprofitsyou m ake from
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these dealsare bigger,and the satisfaction you feelforhelpingpeopleoutof
bad situationsm akesthe dayssom uchmoreenjoyable.

Inorderton akethisem otionalconnection w ith them ,and help them outof
their situation,you’ve gotto getthen tocallyou. W hatyou have to focuson
themostisgetting m otivated sellersto callyou. I'llcoverthatin the next
chapter.

Therearewaystoback intoproperties;to find properties firstand back into
the sellers.Thisisthe bestway to dealw ith Junkers.

W ith Junkers,it’s easier to find the property than itis to find the sellers.You
can find Junkersjustby driving through aneighborhood. You see,Junkers
are easy to spot. In fact,they’re so easy to spotthatthis isthe easiest, least
expensive type ofleadsyou can find.

Driving ForDollars

Allyou have to decide iswhatneighborhoodsyou are interested in working
in,and drive through them . They arereally easy to spot. Thenexttin eyou
comehomefrom work,orthenexttim eyou comeback from then ovies,

take a differentwayhome. Drive through aneighborhood and try to geta
feelforwhatkindsofhousesare available.

'llgive you somehintsforwhich neighborhoodsyou should look in.You
wantto look in neighborhoodson the lowerpriced sideoftown,butnotin
the high crim e areas. You won'tfind Junkersin n illion dollar
neighborhoods. W ell,that’snottrue. You willfind Junkers,butyou won't
know them when you seethem . W hatyou wantto look forare “bread and
butter”neighborhoods. W hich,wherelan herein South Florida,are
housesatabout$§150,000 or less.

Youwantto find yourbasic threebedroon houseinaneighborhood where
peoplewhocanqualify and afford to buy ahousewantto live and a
neighborhood they'renotafraid to live. You don’twantpropertieswhere
there are high crim e ratesorany serious issuesthatwould keep people from
Wanting to live there.
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Youwantnicehousesin niceneighborhoods,in the lowerton iddle incon e
areas,thatneed work. 0 lderneighborhoodsare greatsources forexactly
thatkind ofhouse. And folks,thisisSouth Florida. Ifyou can’tfind
Junkershere,lcan’thelp you! Justgetoutside and look around. They’re
everywhere.

Onceyou find ahousethat'saJunker,ifyou also find thatthathouse is
vacant,you’'ve gota greatprospecton yourhands. Theperfectcasesforyou
to dobusinessarevacanthousesthatneed work.
Onceyou find thathouse,sim ply check theproperty addressagainstthe
county tax recordsand find outwhoownsit. 0 nceyou find outwho owns it,
you've gotthem locked in. They’re ready foryou to callthem ,send letters
and follow up untilthatproperty isorisnota deal.

Yournum beroneareaofleverage when itcomestoJunkers,the way to
maxin ize your inconm e,isto getsom eone else to find those Junkers foryou.
Eithergetsom eoneelse to find them foryou on areferralbasis,oryou m ay
preferto pay them perhourorper lead.

A referralbasisiswhere foreveryproperty they find foryou thatyou buy,
you give them $500 or$1,000.Rem em ber,ifyournm inin um profitis
$5,000,youshould behappytopay$1,000 foreveryoneyou get. This isa
greatm ethod forencouraging people whoareoutand aboutin the
neighborhood you like to keep an eyeout.Talk to m ailcarriers,garbage
men,newspaperdelivery guys,and anyoneelsewho isactively driving the
neighborhoodsyou targetand setup a referralsysten topay them for telling
you aboutpropertiesin thatarea.

Thatsystem workswellforgetting peoplewho arein theneighborhood
anyway tospotproperties foryou,butitjustdoesn’twork when you try to
getsom eone to devote their tin e and effortsolely to bringing you deals. It
doesn’tsatisfy peoples’need for in m ediate gratification.Let’s face it,we’re
inasociety thatwantseverything,and wewantitnow .H aveyou everstood
in frontofthen icrowave going,“Com e on,comeon!”

Butyou have to getsom eone else to do itforyou so here’sabetter strategy.
Let’ssay you had som eoneyou werepaying $7.00 an hourtodrive
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neighborhoodsand take picturesofvacanthousesand write a little
description .Attheendofthe day,apart-tin e day,they can find asm any as
20 Junkersormore.

Attheend ofaweek,that’'s100 vacant,beat-up houses. And you'llowe
them acheck forabout$300 ifthey’re fulltin e,less ifthey’re parttin e.

Outofl00,ifyou can'tputtogetherone deal,it'snotthehouses,it’'snotthe
leads,and it’'snotthe sellers. You justneed to getm ore education,orre-
com m ityourselfto thisheing yourvocation. Ifyou can’tputtogetheradeal
on 100 houses,you need a jum p-start. Butifthey bring you even halfthat
many,ten housesaday,and you paid them $7.00 an hour,attheend ofthat
Week,you owethen $280,and you've had handed to you 50 hotleads. If
you getevenone dealoutof50,0onein 50,and you n ake $5,000,you
should behappy tohand overthat$280.1In reality,you should be getting
ten tin esthatm any deals from fifty leads. | justw antto show you thepower
ofthis technique,and how sm allim proven entsin your technique, like
closing two outoffifty instead ofjustone,can doubleortripleyour profits.

That'scalled driving for dollars,and that'sthenun berone way |
recom m end you getpeopleoutthere looking forproperties foryou.

0Other Typesofleads

Fordebttake-overproperties,and even som e Junkers,therearea lotof
othertypesofleads. Il y favoritesare:

Probhate

D ivorce
Foreclosure

Fire
CodeEnforcem ent
Evictions
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Probate

Probate ism adeup ofpeoplewhohave inherited hom es,orhom esthatare
going through the state judicial system thatdon’'tnecessarily have an heir.
Thosehousesarealn ostalvaysm otivated sellersbecause they'renotReal
Estate investors.Theym ightnoteven live in the state the property is in.
Theyn ightlive thousandsofn ilesaway,and the idea ofhavingahouse
sitting there vacantw ith theirnam e on it,m ightkeep them up atnight. You
can help then .

Divorce

D ivorce isone ofthe biggestm otivations for sellersbecause they justhave
toom anynegative em otions attached to thathouse. They justwantout.

Foreclosure

Foreclosurepeopleareaboutto loseeverything. Theycould beweeksaway
from losing everything they've invested in thathouse,from losing their
whole life,and you could turn thataround for them w ith a little bitof
applied know ledge.

Fire

Ifyou could geta listofallthepeoplewhohavehad fire dam age to their
houses,you've gotyourhandson a listofgold. H ousesthathave had a fire
allneed work,and ifthepeople justgotabigcheck from theirinsurance
company,they’'ve already gone quite a ways toward n aking their profits
from thatproperty.

Ifthey'vegota check for$20,000 to do thework,it’'snothard to agree to
have them sellyou the house for §50,000 instead oftaking the tin e and
trouble to fix it,and m aybeeven rentingorliving inan otelwhile the work
isheing done,isit? H ow about$45,000? How about$40,000?

Remem bher,they’re still getting $60,000 or$70,000 because they already
nade$20,000 from the insurance com pany.
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Remenmberwhen I'said there werem oreofthese than you thought? Guess
What? That'sahbig source.

CodeEnforcem ent

Codeenforcem entwantspeople to keep up theirhousesand notletthe
neighborhood go down the tubes.They willwritea Violation orderrequiring
people gettheirhouse in shape. Ifyou are thatperson,they w illwork w ith
you to apoint,butbyhook orbycrook you've gotto getthework done.And
ifcodeenforcem enthasgotten ahold ofahousethatneedswork,then the
clock is ticking,because ifthose repairsarenotdone,a lien isplaced against
the house,and a fine is levied every single day thatthe house isnotup to
Code.Thebillsstarttopileup,and ifthe ownerscouldn’tdo the work
before,there’snottoo m uch chance they’regoing to beable todo itnow .

Evictions

Landlordswho have recently evicted bad tenantsare som e ofthen ost
motivated people you could im agine. Ratherthan justignore those people
Wwhohavedecided “buyand hold”wasthewaytogetrich,you can profit
from thenm .

Getyourselfa list,orgetsonm eone down atthe courthouse to getyou a list
(rem en berthat§7/hrworker?)ofallthe landlordswho have recently
evicted people,and you've gotyourhandson tensofthousandsofdollars in
easy money.

GetThem ToCallYou!

Yourbestway to find thesedealsistogeta flood ofm otivated people calling
you.You have togetyourinform ation into theirhands,and you only need a
few differentn ethodsofdoing justthatto startagood stream ofincon e.
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Classified Ads

Onewayalotofpeoplesuggestyou startgetting sellersto callyou,to get
your lead generating system up and running,ishy placing a classified ad.

Now,lhavetotellyou thedownside ofclassified adsbefore we getstarted
here. Classified adsare expensive. Ifyou wantto run a classified ad inny
localnewspaper,it’sgoing to costyou $400 -$500 amonth,and that’s if
you getacontractrate,which m eansyou have topay thatevery single
month foratleasta year.

W ithoutthatcontractrate,itcould costyou $700 or$800 am onth. If
you're going to bepaying $700 or$800 amonth,and youdon’tknow what
todowith 90% ofthepeoplewhocallyou,itjustdoesn’tn ake financial
sense foryou to startrunning a classified ad.So when you're starting outin
thewholesaling business,you n ightwantto hold offon running an ad.l ait
untilyourprofitsstartto com e in,and use those profitsto run the ad.It’s
the firstavenue lwantyou to use to stair-step your wealth.

Wl henyoudogeta little m ore experience, ’'ve gotsom e greatideason what
you could say in your classified ad rightin yourm anual. Thingsyou can say
to drivem ore cash sellersto you,to drive m ore peoplewho arewilling to
deed theirhouse to you,for little ornothing. W hatyou need to do isn ake
yourad your firstlevelofpre-screening yourpeople,becauseyou don’twant
to waste yourtin e getting beatup overthephonebyunn otivated people
calling on yourad. Especially ifyou’'re paying top dollar for it.

That'swhy ldon'trecom m end calling otherpeoples’classified ads looking
fordeals.It’sa tough waytomakealiving.You'llgetten ortwenty angry
cranks forevery onepossible deal,and everyone ofthose sellersw illhave a
lotofotherpeople looking attheirhouse,too.You're betterofffocusing your
tin eand efforton the sellersno oneelseistalking to.
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Signs-SilentSalesm en

Now,here’soneofmy favorite ways for finding sellers. W hataboutsigns?
Youseethenm everywhere. “Ibuyhouses! W ebuyhouses! Cash forhom es!”

Doyouknow whyyou seethem everywhere? Because theywork. Before
you gooutand spendhundredsofdollarsgetting signsprinted,letn e tell
you how tonm ake asign forabouttwo bucksthatw illdraw m otivated sellers
to you like flies.

Here'swhatyou wanttodo. You'vegotto startwith a greatheadline. U se
an attention grabbing headline like “W ANTED "oraheadline like

“REW ARD ™. Something eyecatching thatw illgetpeople to read your
nessage. Yoursign should say “REW ARD ! Cash Paid ForH om es”,or

som ething sim ilar. Ifitworked for B illy the Kid and W yattEarp,itw illwork
foryou.

Here'show youdo itw ithoutbreaking thebank. Godown toKinko’s,ask
for their 11X 17 copier,and printyourselfup abunch ofthese signson 11X 17
paper. That'sthe sizeoftwonorn alpiecesofpaperstuck side by side. You
Wwanttoprintyournm essageon oneside ofeach sheet.

Abold headline like “W ANTED "or “REW ARD ™, followed up with som ething
like “Cash Paid ForH om es”and yourphonenum ber. Now printyourselfoff
20 0r30 0r200 or300 ofthose. Theyareonlyabout20¢or30¢apiece.

Tomnakethen stiffenough to stand up on theirown,lam inate then .

Lam inate thenm rightthere atK inko’s. Itcostsabout$1.50. So,for less than
twobucks,you'vegotyourselfwhatl like to calla silentassassin,orsilent
salesm an. A silentsalesm anwhowillspread yourm essage 24 hoursaday
Withoutyou having to do anything.

Now,keep inmind,beforeyou getstarted w ith signs,thatthere areprobably
alotoflawsregarding how and whereyou canputthose signs. The bestway
foryou to haveyoursign seen by them ostpeople before kidsordogs tear
yoursignsdown,isgetyourselfabox ofroofing nails,orbetteryet,get
someoneelse to getabox ofroofing nails,and place allyoursigns tenor
twelve feetoffthe ground on a telephonepole.
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Believe me;yoursignsaregoing to gettorn down eventually anyway,so get
used to it. It'snotam atterof ifitw illhappen,it’sjustan atterofwhen.So
ifyou can getyoursignshigh enough offthe ground thatthey arenoteasy
pickings,they’lllasta lotlonger.

Now,ifyoucould in aginean otivated sellerwho hasgotthisproperty tying
them up in knots,aproperty thatthey havegotto getrid of,and they seea
sign thatsays,

W ANTED :
Ugly Houses
GetCash ForYourH ouse!
(XXX) XXX-XXXX

With yourphonenum ber,you know they'regoing to give you aphone call,
even ifitis justto seewhatthisisallabout.

[fyou're in aposition whereyou can take those phone callsyourself,great,
butwhen you're ready to getserious aboutthisbusiness,getan answering
service to take those calls foryou and spend yourtim e closing deals.
BusinessCards

[fyou don'trem em beranything else,ren en berwhen you printyour

businesscards,yoursellersdon’tcare aboutyou. Theydon’'tcare aboutyou
and your face.Theydon’tcare aboutyou atall.
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Theyonlywantto know ,“0 hat'sin itform e?” Som ake sureyourbusiness
card hasallthe inform ation on the benefitsyou offer them . “FastCash
Closing”. H ow about,“NocEquity,NoProblen ™.

W hatyou wanttodo isuseyourbusinesscardasanm inibillboard to

dem onstrate to yoursellers the benefitsofworking with you.Usethebulkof
the space to tellthem what'sin itfor them ,and justputyourphonenun ber
atthe botton .

Don'tuse itasagiantego stroke. They don’'tcareaboutyou,and you
shouldn’tcare aboutyou on yourhbusinesscardseither. Allyou wantto do is
give them the benefitsthatyou can offerthem ,include asm any aspossible,
and n ake them asbold and easy to understand aspossible.

Dovyouwanttoputon there,“IBuy Houses™ No. Youwantto say,“Cash
Paid ForH ouses” Because “IBuy Houses”isnota benefitforyour seller,
and itm akesyou justlike everybody else.Cater to your sellers’needs,and
they willreward you.

Here'sagoodexam ple:

W anted:
HousesThatN eed Repair
AnyPrice RangeorCondition
REW ARD :
FastCash Paid ForYourH ouse!
NoEquity? NoProblem !
CallN ow 2 (XXX)XXX-XXXX

And don'tforgetthe back ofyourcard,either:
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Doyouhaveahouseyoudon’twant?Doyou
have bad tenants,Areyou gettingadivorceor
behind on yourpaym ents? H ave you heen
transferred orslapped w ith code violations?

[buyhousesin allprice rangesand in any
condition.You can sellyourhouse forcash by
calling m e today atxxx-xxxx.In justfiven inutes
'l tellyou whatlcan do foryou,rightoverthe
phone.

CallNow @ (XXX)XXX-XXXX

Theydon’'tcarewhatyou do,orwhatyou look like.Thisis true in allofyour
advertising.They justcare about,“W hat'sin itform e?” Theywantto know
thatyou can pay cash forRealE state.

Soyouoputonyourcards, " ANTED :HOMNES”. Sound fan iliar? “CA SH
PAID FOR HOUSES”™ Anything like that. Atthe bottom ,justputyour
nameand phonenun ber.

Don’tm ake ittoo com plicated,and don’tgettoo professionaluntilyou’ve
gotsom eexperienceunderyourbelt. Thenum beronewayyou can killa
dealistonm akeyourbusinesscard look slick and professionaland be
running yourbusinessoutofthe passenger’sseatofyourcar. Peopleare
justgoing to sense thatyou are justheing facetious. They don’tlike it.
Believen e,theydon’tn ind ifyou’re justaguyorgalthatbuyshouses.

W hattheywantisthatyou're honest,ethical,and capable. Soputthe
benefits to them ofdealing with you righton yourbusinesscard and don’t
use itasa place to tootyourown horn.

RealEstate agents

A lotofRealEstate investorsneveruse RealE state agentshecause they
think they're com petition. Butthat’scrazy! RealEstate agentscan be the
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sourceofsomeofyourbestdeals. Now ,it's difficultto find a greatReal
Estate agent,so letm e tellyou how Ido it.

First,whenyou'redriving through aneighborhood and you're taking
picturesand writing down addressesofJunkers,everyonceinawhileyou
stum bleacrossone thatis listed by a realtor. That'sgreat,w rite that

num berdown.Now you know onerealtorwhowon’ttellyou,“0h,thereare
noJunkersin thiscity.Thebanks fixup allthe houses,so thereareno
Junkersavailable.”Thatagent’sgotone rightthere forsale,soyou know
theywon’tgive thatB .S.

Soyou'vegotyourselfone greatprospectproperty,andonerealtorwho
Won'tgive you therun around when itcomestobuyingJunkers. You'vegot
an agentrighttherewho dealswith Junkersand you know thatfora fact.

W henyou'reusing RealEstate agents,the firsttim e you close a dealw ith an
agent,you willhave a bestfriend,som eonewhow illpullcom psforyou and
tellyou whatpropertiesare going for. You'llhave som eonewho can list
properties foryou. You’'llhave som eonewho can sellproperties foryou,
because therearea lotofinvestorswho don’thave the tin e and effort,and
they go through realtorsto buy alltheir Junkers. Thatrealtorcan beyour
bestfriend. Thatrealtorcan allow you to m ake m axim um m oney in

moninm um tin e.
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CHAPTER 7:Selling For Cash

Build Your List

I'd like to talk a little bitnow abouthow to sellyourproperties forcash.
Herearethe3 biggestsecrets;1)Build your list,2) build your list,and 3)
build your list.

Threesecrets;build your list,build your list,build your list. The power to
sellyourhousesquickly isallaboutbuilding your list.

You'vegotto getthenam esand contactinforn ation from asm any qualified,
cash buyersaspossible. That'sthe fastest,easiest,and bestway to build a
selling system to turn yourdeals into cash.

Thepeopleyouwanton your listare players,notsayers. Theyarepeople
thatwhen theyputacontracton ahouse,you can consideritdone. In
addition to that,they arenotpeoplewhobegrudgeyoum aking a profit. If
someoneism ad atyou becauseyoumadeyour$5,000,0r$10,000 or
$15,000 profit,on a truly greatdealin RealE state,cross them offthe list.
Feelfree to lose theirname. W honeedsthat? You provide a service that
keepsthem in themoney,and you expectto getpaid for it.

W hatyouneed to know from yourbuyersisl)theirname,2)theirphone
num ber,and 3) their fax oren ailaddress,preferably theiren ail, ifthey've
gotone.The last2 piecesofinform ation you need ared)whatkindsof
propertiesdo they like,and 5)can they close quickly.

Onceyou get*“yeses™acrossthe board,once you havevalid contact

inform ation,and once you know thatyes,they can close quickly,putthen in
your list,putthen in yourdatabase,and every tin e you getaproperty,
Whetherit'swhatthey said they were looking forornot,m akesureyou
shootthem anem ail,give them aphonecall,orsend them a fax telling then
allabouttheproperty.
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You'llwantto tellthem how much it’sgoing to beworth,how mn uch it’s
going to costto fix,and how much you’'reselling itfor. It’sreally that
simple. Assoon asyou getadozen good nam es,50 good nam es,500 great
names,you willhave people waiting in line foryourproperties,and the buzz
you willcreate w illbe trem endous.

Now,theeasiestway to contacthundredsofpeople in seconds,for
absolutely free,isem ail. Justgetused to using en ail,and ifyou don’thave
onealready,you can getyourselfanen ailaccountfor free.W hen you geta
truly greatdealyou can justenm ailyourproperty inform ation to allofthe
people on your listfor free. Itdoesn’tnm atterhow big your listgets,italv ays
takes the sam eamountoftin eand it’salways free.Em ailisthenunm berone
Waytocontactpeoplewhen you'reonabudget.

Dovyouwanttogetl00 greatnam eson your listin your firstm onth? H ere’s
how you do it. Asoften aspossible,run aclassified ad in yourlocalpaper.
Sunday isthe bestday,butren em ber,thepeopleyou wantarepros,so
Sunday isonly a little better,butitcan bealotm oreexpensive.Ifitgets
expensive,you can run the ad anytim eduring the week.Betteryet,callyour
newspaperand ask ifthey have aspecialwhereyou canrunahouse forsale
ad foralong tin eatadiscountprice.Theyaln ostalwaysdo.

Butwhatareyou going to say in yourad? You'regoing to run an ad fora
house thatyou don’town yet. Ifyou’re in aneighborhood that’'saround
$100,000 have itsay som ething like,

3bed,2 bath,Needswork,
$50,000-Cash Only
(XXX) XXX-XXXX
Ormaybe:

3/2 FixerUpper!
CHEAPII CASH ONLY
(XXX) XXX-XXXX

Run thisad in whatevercity itisthatyou wantto dothem ostbusiness.
That'swhereyouwantyourbuyerto be interested in buying.
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W hen someonecallsyou,you simply tellthen thatproperty isnotavailable.
Now,don’tlie to them . Ifthey ask you ifyou everhad theproperty,say,
“No,butlhaveproperties like thatcom eup allthe tin e,and I wanted to
build a list”.

Believe me,ifthey’re genuinely into the rehab business,they don’tn ind
being on your list. Theywanttobeon your list,because they wantasn any
peopleoutthere finding properties for them aspossible.

Allyou need to know istheirname,num ber,fax and/oren ail,and what
kind ofpropertiesdo they prefer.Then ask them ,“Iflfind atruly greatdeal,
how fastcan you close?”

Letthem know thatthey willbe firston the listwhen you find another
property in thatneighborhood. You willbe able to get10,20,50 callsaday
Whenyourun thatad,and everyoneofthe legitin ate playerson thatlistcan
nakeyouafortune.

Remen bher,thead says,“3/2,50K ,cash only”,ina $100,000 neighborhood.

Youknow the secret. You know how to find a truly greatdealon these types
ofproperties.And so do they-they callyou.

You'llgetalotofcrankson thephonewho think they can go to the bank and
getaloan for $50,000 ormoreand buy thatpropertywithnomoneydown.
That'shecause they took som eone else’straining,andnoonetold them that
nobank isgoing tom akea loanon thistypeofhouse.

So thosepeople;lose theirnam eand phonenunm ber. They'renotgoing to
beanybenefitto you anyway. 0 r,you could keep them on your listto keep
them in the loop because som eday they m ightfollow up on theireducation,
and becausen aybe they don’tunderstand justwhatitisthatyou do.
Besides,ifyou’re contacting them through em ail,it’s free.

Borrow Som eone Else T
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Thenexthestway to getaccesstoagreatlistofpeopleisto borrow som eone
else’s. Now,in thatcase,theyprobablywon’tgiveyou thenam esand
contactinform ation,butthisisthe bestway to gethundredsofpeople toget
to know aboutyourwholesale properties in seconds.

Here’swhatyoudo. You contactsom eone likem eorany ofthe otherpeople
Whowholesale properties,and ask them tom arketyourproperty to their
list. In fact, ifyou know som eoneelsewho istaking my training,you can
both help each otherbuild a huge list.

Now,you'regoing to have to splitthe profitsw ith them ,oradd a little b it to
the price on theirend to getthen paid,too. Butso be it. Ifyourbuyeris
paying the differencewho cares ifthey added $1,000 0r$2,000,0r$5,000
to theirend forhaving builtthe listin the firstplace? They havedone allthe
Work foryou. Tap intoit. Thisisa jointventure in the purestsense.

They'vebuiltthe list;you'vegotthe property,gettogetherand do adeal!l
Thisishow Igotstarted in wholesaling,and thisisthem ostpowerfulway
you canmove forward quickly,and getyourproperty and yournanm e in front
ofhundredsofqualified buyers. That's the key.

Signs

Signsareoneofthe cheapestand bestwaystogetthewordoutabouta
property,even ifyou don’tactually haveaproperty yet.W hen youputout
signsto build your listand getaproperty sold,you wantto switch gearsa
little bit.W hateveryou thoughtaboutadvertising RealEstate letitgo.
Effective RealEstate advertising isa lotdifferentfrom whatyou think,and if
you've learned from som e ofthose “otherquys,”thism ighthurta little.

See,good m arketing ism agical.lthasa lifeofitsown,and ithasnothing to
do with hugebudgetsand boring,m eaninglessads.Ifyou everthoughtyou
knew whatwentinto a greatad,I'llexplode thata little for you ifyou ever

take my “Selling H ouses Fast”workshop.
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Forstarters,here’swhatlwantyou todo. Icallitthe “N agich arkerGuide
to Selling H ouses Fast”. W hatyouwanttodo isgo down toyourlocal
Walgreen’s, W al-W art,Target,orwhateveryour localequivalentis,and buy
yourselfabout20 piecesofwhiteposterboard.

Cutthem in half,and you haveabout40 sign blanks. Geta big, fat,black
perm anentm arker,and write:

3/2 FOR SALE-NEEDSW ORK
CHEAPIT CASH ONLY
M USTCLOSE IN 1I5DAYS
(XXX) XXX-XXXX

Include theactualbedroon sand bathroom softhe property ifit'sa real
property,oruse3/2 ifit’'snot.

Youwantthem to know it'sacash deal,you wantthen to know it'sa great
price,and you wantthen to know thatyou wantto do itquickly.

W hen you'rem arketing to investors,you’'re switching gearsa little bit.Put
outasmanyofthose signsasyou can.Flood theneighborhood you're
Working in with those signs.W hateverhouseyou'reworking with,flood the
entire neighborhood w ith signs.

Youwillgetsom any calls from your little hand n ade signs thatyou would
nevergetfrom amoreprofessionalone,because when investors see that,
they think, “Ifthey can'teven afford a realsign,they m ustbe really stuck!
Thism ightben y lucky day!”

Youwillgetahugenum berofinvestorscalling you,and you willgetregular
homebuyers,too. Youm ayneed to tellretailbuyersthatyou don’tthink
thisisa good dealfor them ,butkeep theirnam eand num ber for future
reference. You neverknow when a take-overdebtdealn ightpop up,and a
ready supplyofbuyersisgood to haveon hand.

[fyou have a sign thatsays “CASH ONLY. W USTCLOSE IN 15DAYS”,

investorsw illbe calling you likem ad. In fact,you’llgettwo orthree callsoff

yoursigns foreveryoneyou getin anewspaperad,even ifthey say the san e
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thing. You wantyoursign to say,“NEEDSW ORK,CASH ONLY. M UST
CLOSEQUICKLY”. Orhow aboutthis,“fOR SALE! CASH .CHEAP™,and
yourphonenun ber. Som ething so sim ple can really geta house sold fast.

Classified Ads

Thereareson e really powerfulclassified adsthatyou can run to getyour
property sold oryour listbuiltquickly. Som ething sin ilar to whatyou are
putting on yoursigns. Som ething like:

3/2F0R SALE-CHEAP!
NEEDSW ORK,CASH ONLY
SERIOUSBUYERSCALL
(XXX) XXX-XXXX

Orhow about:

[2ELDUNPO!
RK.CASH ONLY
ELLQUICKLY

(XXX) XXX-XXXX

3
DS
Us

2 E
NEE W0
U T3S
X

Youonlyneed torunthead fora few days,so thecostwon’tbe astum bling
block.Besides,you only need to do thisa few tim es,and you’'llhave your list
ofbuyers.

Areyou getting the hang ofthis? Allyou need to getacrossisthatthisisa
fixerupperthatneedswork,it’scash only,and they have to close quickly.
Include those elem ents,and you willhave the perfectpeople calling you.

Now,youhave to prescreen yourcallswhen you'rebuilding your list,but
you only have to do thatthe firstfew tin es.A fter that,you’llhave your list,
and haveyourpropertiessold before you evergetthe signsout. You really
don’tneed alotoftimeoralotofm oney tobuild areally quality list.
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How to GetTen GreatNamesOn YourListfor50 Cents

In fact,do you wantto geta lotofgreatnam eson your listfor50¢? H ow
aboutdoing itfor free?

Well,take your50¢,pop itin thenewspapervending n achine,and get
yourselfanewspaper. Takea look atallthe ads thatsay “I'buy houses”in
the RealEstate Il anted section.

Guesswhat? Everyoneofthose adsissom ebodywho payscash forhouses
and does iatquickly. You justhave to be carefulthatthey don’ttry to
wholesale yourwholesale deal. Itisn'tthatbigofadeal,aslongasyou keep
theircontracts short,and geta reasonable deposit.Ifthey close when they
say they're going to close,great,and ifthey don’tyou can profitm ore than
once from thesameproperty. W ealready wentoverthatin contractsand
assignnm ents.

That'sten ortwelvegreatnanm esforthe costofanewspaper.cetaSunday
edition from asm any localpapersasyou can find,itcould beaPennysaver,
your localcity paper,and n aybe acouplem ore ifyou can find then ,and
Write down allthose phonenum bersand give then a call.

Ifyou wanttodo itfor free,go to the library,orbetteryet,go to Starbucks
and read two orthreedifferentdaily papersand getthe ads from allofthen
Whileyou sip your latte.

Tellthen ,“l find houses thatare truly greatdeals. W ould you liken e to call
you when Ifind atruly greatdeal?” 0 fcourse they’'regoing to say yes! Il ho
doesn’twantyou to callthem with a truly greatdeal? Ifthey’rerudeor if
you getthe feeling they would try to rip you off, lose theirnunm ber.It’stheir
loss,you have the deals.

Playersvs.Sayers
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Thenumberonemostin portantthing you wantto look for in yourbuyersis
thatthey have to beplayers. They have to bepeoplewho understand that
they'regoing toneed money tom akemoneyon theseproperties.You need a
cash buyer,and you don'tneed thenm tying up yourdealand trying to
Wholesale itto som eone else.

Youneed someonewho isgoing to step in with them oney,close the deal
and m ake itallhappen. There’sno scarcityofthese people. Thereare
plenty ofthem whohave been in the RealEstate businesslongenough and
have the capitalto buy these Junkers,fix them up,and sellthem . You just
have to getasm anyofthesepeople on your listaspossible. Itjustisn’tthat
hard.Allittakesare the righttechniquesand a little legw ork.

W hatyou have to rem enm beristhe SU rule,right? Som e W ill;SomeW on't,
Soll hat,Som eone’sW aiting. Ifyou find outyou havesom eoneon your list
and they don’tlike you m aking a profit,or they think thatthey can
Wholesale yourwholesale deal,orthink thatthey can go geta bank loan, just
lose theirnameand phonenum ber. W honeedsthat?

W hatyou're looking forare ten,m aybe fifteen core buyersthatw illbuy
everyoneofyourproperties,ifthey’re truly greatdeals,as soon asthey
comeup. Ihaveonebuyerthatlknow ofwhohasbought63 wholesale
properties in five yearsand counting.That'saboutone every month.
Imagine ifyou could wholesale oneproperty everym onth to som eone,houw
manyofthatperson would youneed on your list? Two,three,ten? W hat’s
yourgoal? W ypointisthatyou don’tneed a ton ofnameson your listto get
these propertiessold quickly for cash.
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CHAPTER 7:FineTuning Your Strategy
So,I've laid outyourpath on how to:

L. Find sellers,

2. Follow up with yoursellersuntilyou getthe propertiesundercontract
fornice low pricesorgreattern s,

3. Find yourbuyers

4. Close quickly so you can getto yourcheck.

Andnow I'm going to talk to you a little bitaboutfine-tuning your strategy.
Therearesome in portantconcepts Ineed to getacrosstoyou.

First,(and thisistrue in any business,notjusta RealEstate business) is
thatthere are three factors, three areas,thatdeterm inewhatyour profits
are. Those factorsare thenum berofbuyersyou have,how often theybuy
from you,and how m uch youm akeon each sale.Increasing anyoneofthose
areas can greatly increaseyourprofits,butincreasing two orallthree w ill
causeyourbottom line profits to explode.

Yourvolum e ishow many buyers,yourcon n itted players,you haveon your
list.H ow m any have actually boughta property from you? Howeverm any it
is,that’sthenum berofcustom ersyou have.

You also have frequency. How often do yourbuyersbuy from you? How
manyopropertiesperm onth orperyeardoeseach onebuy from you on
average? You should understand thatcertain people w illbuy ten properties
ayearfrom you.Othersmaybuyonlyoneeverytwoyears. Theoverall
average iswhatwe’re after.H ow frequently do they purchase from you?

And the third factor ishow m uch profityou n ake each tim e they purchase
from you.ldon’tmean the$5,000 orwhateveryou’ve setasyourn inin un ;
I'mean theaverage profitfrom allofyourdeals.I'lluse the $§5,000 figure
because that’swhatlcan getyou to believe,butin practice youraverage w ill
behigher.
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[fyoun ake$50,000 in 10 deals,youraverage profitis$50,000/10 =
$5,000.You'llm akem oreon someand lesson others,butyouroverall
average isthenum berwewantto use.

So,ifyou’vegotasetnumberofpeople on yourlist,and yourbuyers
purchase from you ata certain frequency,and each tim eyou n akea
particularam ountofm oney,those three factorsdetern ine yourprofit. The
only waytoexpand yourprofitsin this,orany otherbusiness,is to increase
one,twoorallthree ofthose factors.

Theonly way to increase those three areasofpotentialgrow th are to either
getmorebuyers,to getthe buyersyou havetobuymoreoften,ortoget
moreprofitfron each ofyoursales. That'stheonly wayto increaseyour
profits; increase your three areasofgrow th.

W ith the sam enum berofbuyers,you could m akem orem oney ifyou could
getmoreproperties to sellthen ,orifyou n adem oremoney from each
property you sellthem ,orboth.Ifyou find m ore properties,you can expand
yoursalestomorepeople.You could getm orepeopletobuy from you,and
nake thesameamountofmoneyon each deal,and you'llstillm aken ore
moneyoverall

W hatthisallowsyou todoism ake small,increm entalgains in any ofthose
threeareas,and m ultiply yourprofitsm axin ally.

Forinstance,ifyou selltwelve properties instead often,and stillonly n ake
$5,000 each,you’d make $60,000 instead of$50,000.

Butifyou sold the sam e twelve propertiesand m ade $6,000 each,you’d
nake$§72,000.

I hatthatm eansisthatw ith a20% increase in your ability to close deals
Woith yourbuyers (12 sales instead of10),and a 20% increase in profitper
deal,youroverallincom e jum psddb .

[fyou got20% betteratfinding and negotiating deals,you would have 15
propertiesperyear.Ifyoun ade $6,000 each,thatwould be $90,000!
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That'san 80% increase in yourprofits,justby getting 20% betterateach
factorofthe business.

And ifyou have $20,000 peryearin expenses,yournetprofitshave gone
from

$30,000 ($50,000 -%20,000 in expenses
$70,0001($90,000-820,000 in expenses

= $30,000 netprofits) to

= $§70,000 netprofits).
That'sa 233% increase in your profits justfrom getting 20% better.That’s
thepoweroffine tuning your strategy.

Education

Therearetwopathsyou can take to fine tune yourstrategy. They are 1)
Education and
2) M arketing.

Youreducation willwork on getting you m ore custom ers,and gettingm ore
profits from each sale,and on getting m ore sales. Youreducation w illwork
inallthree ofthose areas.

You'llbeable to find better deals,you’llbe able to find dealsfora lower
price,and you'llbe able to closem ore dealsw ith yourm otivated buyersand
sellers.

Yourmarketing can affecttwoofthose areas-thenun berofsalesand the
num berofcustom ers.Yourm arketing ishow you getin touch w ith sellers
and buyers. Yourm arketing w ill increase yourbottom linebydrivingm ore
and morem otivated buyersand sellers to you.

So,with agood thrustin education,you can m ake $10,000 perdealinstead
0f$5,000, yourbuyersw illbuy from you onceevery twom onths instead of
once in every six months,and you'llnegotiate m ore effectively and get tw ice
asmanyopropertiesin yourinventory. That's2x the profitperdeal,3x the
num berofsales,and 2x asm any propertiestosell.That's2 x3 x2 = 12
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tin esthemoney from thesameamountoftimeand effort.You can
definitely m ake ten tim esthat$50,000 profitin RealEstate.

M arketing

And with narketing,you can getthe samebuyers,the samecoregroupof
people,to buy from you m ore often. Because they know m ore aboutyou,
and they know moreaboutthe process. Ifyou'ren arketing properly,they
willlove you above and beyond any othersource forproperties.Asyou can
inagine,there’svery little com petition in thisbusiness. Butthose sam e core
buyersw illbuy from you m ore often and you’llm ake m ore profitseach tin e.
And,on top ofthat,you'llknow how togetm orebuyers.

I arketing and innovation are theonly twowaysabusinessn akesmoney.
Everything else isan expense. Even yourproductisanexpense. The less
you pay forthatproduct,them oreyou’regoing tom ake. And education is
innovation .l arketing and education are theonly two waysto increase your
pro fits.

W ith m arketing,you can m ake ten tim es the profitsyou aren akingnow
with halfthe tin e and effort. Iknow that'sdifficultto believe. Ml y biggest
hurdle to overcom e isthatpeopledon’tthink thatlcan teach whatlcan do.
Thatis,untilIshow them ,step by step,how sin ple effective n arketing is.
Then they're allsn iles.

W arketing ismymain area ofexpertise. N arketing isthen ain thrustofany
business,and especially in RealEstate. Ifyou can fine-tuneyourn arketing,
you can gettwiceasm anypeoplethrough yourdoor. Twiceasn any
motivated sellersm eans twiceasm any deals,even ifyou’renotany better
educated on negotiating.

Ifyou can gettwiceasmanypeoplethrough yourdoorand you close tw ice
asmany,that’sfour tin esasm uch business. And ifyou can m ake double
themoney from each,that’seighttin esthe business. So with justa little
fine-tuning,you can quickly ben aking ten tim esyourbase profits in Real
Estate w ith the rightm arketing.
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[havean arketing course called “N illennium W arketing ForRealE state
Investors”thatw ill take youreducation and yourn arketing into the
stratosphere. It’s justnotthatdifficultto generatea ton ofleads.

Allyou need are the specific tips, tricks,and strategies to double each oneof
those things,and you aren aking eighttim esyourm oney. And doubling
thatisnothing. Someofm y studentshavehad 5,10,and 20 tin es the
businessaftergoing through the “b illennium M arketing”course.

Follow U p

Partofwhatwe teach atthe M illennium N arketing W orkshop is follow up.
Remen ber,ifatfirstyou don’tsucceed,try,try again.

And again,and again,and again.

80% ofthemoneyyoun akein RealEstatewillben ade after the fifth tin e
you contactyoursellers. Ifyou don’thave a system to follow up,you’ll
becom e so bogged own and confused,so overwheln ed,thatyouwon’tknow
Wwhattodonext.

You'llbe constantly trying to rem enm berwho you called and who you didn’t,
and whatwasthataddressagain? You won’tfollow up. Youwon’tm ake that
noney.

So,you should geta system w ith everything you need to stay in contactw ith
yoursellerssetup and ready to go. Ifyou send the sellers,the onesyou've
pre-screened and n ade an offeron,apostcard ora letterevery 15-30 days
thatrenm indsthem whoyou areand whatyou do,that$50,000 ayearwillbe
ajoke.

Follow up,asIsaid,iskey. Follow up isyournum beronewayofn aking
moneyin RealE state.

W any peoplew illbe shocked by yourofferwhen they firsthearit. They’ll
need som e time forittosink in. Theyalsoneed tineto find outfor
them selvesthatyou are theirbestoption. You reallyare. For90% ofthe
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peoplewhoaregoing tobecalling you,you aretheironly option,because
you areoneofan elite few people thathave thisknow ledge.

W ostpeople,even in the RealEstate field,sim ply don’tknow whatto do
With aproperty thathasvery little equity. They sim ply don’tknow whatto
do with aproperty thatneedsa lotofwork. W hatarethosepeoplegoing to
do? Theycan'tselltheirhouse. They can’tselltheirhouse to anyonewho
doesn’thave the training thatyou now have.
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CHAPTER 9:Taking Itto the NextLevel

System ize and Autom ate!!

Yoursystem isyourtruepath to wealth,and withouta system ,you’ve still
gota job.

W hatyouneed to do in yourbusinessissysten izeand autom ate asm any of
yourtasksaspossible.Forlessthan $100,you can getup and running
buying and selling houseswhileyou sleep.

Keep Learning!

W henyou'reready to take itto the nextlevel,the bestthing you can do is
startlearning. Remem ber,thisis justthe tip ofthe iceberg in w holesaling.
Thisisonly the things lcould teach you in a few chaptersofan anuval.
Imaginehow muchmoreyou willlearn ifyou com e to oneofourworkshops.

Ourworkshopsare allday affairsw ith handson training and extensive
questionsand answers.lonly allow asm all,selectgroup ofpeople intoany
given class so thateach and every person can geta quality education.

It’'s like nightand day. Asm uch asyou knew aboutwholesaling beforenow,
and whatyou have learned in thism anual,you would m ultiply thatten
tin esifyou justtook thenextstep in yourRealEstate education.

Remen berwhatlsaid before;you don’tknow whatyou don’tknow . It’s
very hard to im pressupon you how unlin ited yoursuccessw illbe in the
RealEstate business. Butonly ifyou letit.

['ve given you the figure of$5,000 perdeal,and I've told you $50,000 as
yourannualinconm e because that'seasily achievable. Even ifyou just®n ess
around”w ith RealEstate and you're notparticularly seriousyou’llm ake that
kind ofm oney. But,when you dowantto getserious,whenyou actually
wanttobea fulltin e RealEstate entrepreneur,and n ake them oney that’s
associated w ith thatcareerchoice,education isyouronly avenue.
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[fyou think education isexpensive,try ignorance. H ow n any dealsw illyou
lose? W ell,in thatsam e exam ple,ifyou’reonly m aking Lx L x Lrightnow ,
and you could easily change thatto 2 x 2 x 2 and n ake eighttin es the
money,you’d be losing seven deals for every one you get,w ith the san e
amountoftineandeffort. That'seighttin esthean ountofwork that
you're doing for the sam e amountofm oney.

Or,itwould beeighttin estheamountofmoney forthe sameamountof
Wwork. Freemoney. Allbecause you took the stepsand gotthe education
you need to startm aking realm oney in RealE state.

Like I'said,this is justthe tip ofthe iceberg in w holesaling. W e stillhaven'’t
gotten into any ofthe other fields, like how to effectively Buy and K old,
Lease O ptions,0wnerfinancing,oreven Foreclosuresand Pre-Foreclosures.

There'sjusttonsofmoney lyingon the table. Owner financing,that'show |1
boughtm yhouse. W hataboutthe specificsin foreclosures? How m uch
moneycould youmakecatching propertiesbefore they go to auction?

W oneyyou’'llm akewhile saving the creditand the lifestylesofthe fan ilies
thatyou'rehelping.

Theprofitsare am azing,yes,butthe capacity to help people,help peaple
Whoareaboutto lose everything and have theirentire life turned upside
down is justam azing. And you won'theabletodoanyofthatwithout
propereducation.

Keep Usin il ind

Wehaveal holesaling W orkshop,which isone daywhich willlead you to a
lifetin e ofprofitable RealE state investing. The costisvery reasonable.
Under$300. AtourW holesaling W orkshop you'llgetallofour forn s,and
allofthe accessoriesyou need,including m arketing pieces,exan ple
businesscards, letters to yoursellers,allofwhatyou need to getup and
running rightaway.
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Plus,you’llgetthe advanced version ofeverything you've read here. Il ith all
ofthe latesttips, tricks,and strategiesthatwe’re using on aday to day basis
atHomeFinancing 0 ptions tonm ake exactly these kindsofdeals.

Keepusinmind. W ehavea listofvery m otivated buyers. i evedone all
thework foryou. W evegotdozensofnm otivated RealEstate investors that
buy properties from uson aconsistenthasis.

Webuyhouses,too. Everyday. W ebuy those take-overdeals. I ebuy
those cash deals. Thatisourbusiness. Rem em berwhatlsaid,investorsare
our life’sblood? You guys keepusup and running.

Continuing Education

So,keepusinm ind,and ifyou’re interested in continuing youreducation,
justgive Christineacalland tellherwhatyou're looking for. The telephone
num beris561-536-0550.Ask for Christine,and tellheryou’re interested in
the continuing education program forW holesalers. Then,eitherrequest
yourW holesaler’'sW orkshop HomeStudyCourse,orcometoour

I holesaler’sW orkshop.

Atthatworkshop,we'regoing to walk you through eightsolid hoursofall
the tips,tricks,and strategiesyou have heard today and take itto the next
level. You'llhave a lightyear’'shead starton anyoneelse who getsstarted in
the RealEstate business. You'llknow allofthe up-to-date tips, tricks,and
strategies thatyou need to getstarted instantly m aking cash profitsin R eal
Estate. Instantly building yourwealth and blowing away the con petition by
finding dealsthatthey don’teven know exist. W e’llshow you how ,step by
step and face to face.

I've had a greattin e with you here. I'n really excited to be able to share this
inform ation with you for the firsttim e. I'n soproud to help you getstarted
inyourRealEstate investing career,and I'look forward toworking w ith you
in the future. So,lhopeyou havegreatfun in yournew RealEstate
business,and m ay allyourchildren be blessed w ith rich parents.
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