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THIS MONTH'S MEETING
This month’s meeting will be July 17th, at 7 PM with special guest speaker Dr. Albert Lowry.
Dr Lowry is the original real estate guru.
For over 30 years, Dr. Albert Lowry has been America's premiere authority on real estate investing,
training such real estate “Gurus” as: Carlton Sheets, Robert Kiyosaki, Robert Allen, Ron LeGrand, Wright
Thurston and Robert Shemin. Albert often headlines with such speakers as Donald Trump, Suze Orman,
Rudy Giuliani, Louis Rukeyser, Zig Ziglar, Sandy Goodkin, Dr. Robert Schuller and Tony Robbins.
In addition, Dr. Lowry has been featured in high-circulation publications such as the New York Times and
on the covers of such magazines as Money Magazine and People. He has also appeared on numerous
national TF and radio shows such as Wall Street Week, The Today Show, Regis Philbin Show, Merv Griffin
and Larry King Live.
And for one night only, he will be in Pittsburgh !!!

Inspiration
With the 4th of July being American Independence Day, I thought a quote from a great American about
financial independence would be good for this month’s inspiration section.
“Every person who invests in well-selected real estate in a growing section of a prosperous community
adopts the surest and safest method of becoming independent, for real estate is the basis of wealth.”
-Theodore Roosevelt
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Introduction
My name is Josh Caldwell, and I will be running the WPREIA along with my board of directors. It is still the
same club, the meetings are still at the same place and at the same time. The goal of the club is even the
same, to make you money. I am a big believer in education, and I am going to find new ways to get more
information into your hands, starting with the new electronic version of the newsletter. The old version of the
newsletter usually had between 4-6 pages of content. The new version will be packed with much more
content. As I am writing this, I am trying to cut the content so that I can keep it to less than 15 pages. For the
mathematically challenged among you, that is 3 times the monthly information coming to your home.
So people keep asking, what do I know, and what kind of investor am I? Let me start off by telling you that I
make my living as a full time real estate investor, this is not my hobby. I usually buy property with no money
and I create cash flow just by running my mouth. I can walk away today and never buy another property, and
I will live comfortably off of my rental income. I have made money doing nearly every type of real estate
transaction. For the most part I am a buy and hold investor/ landlord, and I pay for my properties by flipping
contracts that I negotiate with favorable terms for the buyer. I've done fix and flips, and subject financing,
but neither method is really my favorite. I am involved in several commercial deals at the moment, and my
partner is a guy named Ron Legrand (keep your fingers crossed, we keep failing these projects during the
inspection phase). If you ever watch his commercial training videos, you will hear my name. Ron will be a
semi-regular contributor to this newsletter.

Want to do your own credit checks?
I spent some time this week talking to PROA, and as a member of WPREIA, you can now do your own credit
checks. No more waiting around. You can also do a bunch of other reports. The costs are below. Don't worry
you will also be able to do credit checks the old way, by faxing in your application. I am working to set up
that service again. When Jean Passed away, all of her accounts were closed. I am working to reopen a credit
check account.
If you are interested in doing your own credit checks through PROA there is a one time set up fee of $70, and
an inspector comes to your place of business to make sure you have a lockable filing cabinet to secure the
records. It takes about 10 days to set up. Email me if you want to do this and I will get you a PROA
Identification number so that you can get registered.
PROA prices below:
CREDIT REPORT
Description: One Credit Bureau Report with Credit Score
Turnaround: Instant
Price: $10.95*

BAD CHECK REPORT
Description: Bad Check Writing History Search.
Turnaround: 1 business hour or less
Price: $6.95

EVICTION REPORT
Description: Landlord-Tenant Court Filing/Eviction Search for one State.
Turnaround: Instant
Price: $6.95

They also offer a bunch of other reports, if you want the ability to pull these reports yourself, then just email
me. I set up this up for two members today.
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LEGAL UPDATE !!!!
Berwick Case
Special thanks to Linda Woshner for bringing this to our attention.
In short the judge ruled against the Landlords, but it wasn't a total loss. Berwick is still moving forward, but
the landlords are no longer responsible for the conduct of their tenants. Seriously, if we were liable in any
way for the conduct of our tenants, it might be time to sell everything.
The court struck down 2 of the provisions in the Berwick Borough Ordinance.
E. Stricken Provisions
The trial court struck two portions of the Ordinance. Trial Ct. Op. at 19.
First, from the Owner’s Duties section, the trial court struck the following subsection:
9. Common Areas. Where an owner of a residential rental unit does not regulate the use of common areas
and the behavior of occupants and guests in the common areas, the owner shall be directly responsible for
the behavior of occupants and guests in the common areas as if the owner were an occupant. The failure of
the owner to regulate behavior of occupants and guests in the common areas that results in the following
shall be a violation of this Ordinance:
A. Engaging in fighting, threatening or other violent or tumultuous behavior;
B. Making unreasonable noise; or,
C. Creating a hazardous or physically offensive condition by any act which serves no legitimate purpose of
the actor.
Ordinance § 141.4.9 (stricken by trial court) (emphasis added).
The trial court also struck the following subsection from the Enforcement provision:
H. The owner of all residential rental units in the Borough of Berwick shall have the responsibility of making
sure that all occupants within their rental units comply with and abide by this ordinance of the Borough of
Berwick.
Ordinance § 141.9(H) (stricken by trial court).
Regarding the two stricken provisions, the trial court concluded that:
“Unfortunately, this language has understandably unnerved Landlords. The Ordinance states that they stand
in the shoes of their tenants. They do not. Landlords are responsible for maintaining their properties and
assuring that their tenants are not repeatedly disruptive.” Trial Ct. Op. at 19.
The entire court document is 27 pages long, if you wish to read the entire document it is online at
http://www.pacourts.us/OpPosting/Cwealth/out/766CD11_6-27-12.pdf
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Do You Want To Get a Video on the Internet?
Do you have a real estate business? Do you want to advertise on the Internet? All I need is a 30 second – 3
minute video. I will put you on You Tube so that anyone searching for your business in Pittsburgh can find
you easier !!! WPREIA is launching the Pittsburgh-REIA channel on YouTube.com. For those of you unfamiliar
with You Tube, it is the second most searched site on the Internet. I think we should all have a presence on
You Tube. The cost is $25/yr for a video to be posted on the Pittsburgh-REIA channel, but the first 15 people
to respond will get their first year free, so email pittsburghreia@aol.com if you are interested.

MARKETING TIP
“Creating a Flyer to Attract Motivated Sellers” by Ron LeGrand
I was at my Fast Track Seminar recently in Baltimore and a 1995 copy of Mark Haroldsen’s Financial Freedom
Report was given to me by Gary Soghomonian. As I looked through it and read my article, I was shocked to
learn how relevant it is to us right now, so we reprinted it here, and I didn't change a single word.
I did; however, add some hot new info at the end that'll make you more money than 20 years of Gold Club
dues cost.
“Creating a Flyer to Attract Motivated Sellers”
In a past issue of FFR Quarterly (winter, 1995), I discussed the best way to find killer deals on ugly houses. If
you'll remember, I called it my ant farm.
In this issue, I'm going to talk about another very productive method I've used many times – flyers. I'll
discuss the advantages and disadvantages and what I think you should put in a flyer, as well as what to do
with them for best results.
First, what kind of flyer do I mean? There are many variations, which all work to some degree, but the one
I've had the best results with is a simple 8.5 X 11. I've tried door hangers and different size variations, but
the simple page size products word as well or better than any.It’s large enough that it can't be ignored. It’s
cheap to print and can be produced quickly.
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(“Creating a Flyer to Attract Motivated Sellers” by Ron LeGrand - Continued)

How About the Color?
Boy, you got me on that one. I've used all kinds of colors, from the florescent orange and green to white with
black ink. I've never noticed any measurable difference, but on the other hand, it wasn't a true test.When you
change areas of distribution or copy or anything else other than the color, you just never know what it was
that worked.
Therefore, I can't give you a tested answer to the question of color. However, I‘Ave always favored brightly
colored paper simply because I know it stands out and attracts attention, which is the first step of any
marketing campaign. If you decide to do a good color test, let me know the results.
What Should the Flyer Say?
Anytime you expect someone to act because of something you wrote down on a piece of paper, you'd better
make it very clear what you can do for them, not how great you are. When they read your flyer there should
be no doubt what you do and what you can do for them. If a sixth grader can understand your message,
you're on the right track. Here are some key ingredients I've found to be productive.
I Buy Houses – in big, bold, dark letters. In fact, they should be the biggest words on the page. You've made
it clear what you do.I've seen some folks use fancy words like Real Estate Investor, Property Solutions, Real
Estate Consultant, etc. They mean absolutely nothing to your reader. In fact, if anything, they portray
negative assumptions.
CASH – this four letter word is the second most powerful word in the English language, right behind . . . . .
free. If you leave out the word cash, I can promise you a reduction in the number of calls.
Any Condition – I want the reader to know I take ‘em good, bad or ugly. One mistake I see over and over is
ads that only advertise for houses needing work. Now, it could be that’s the only kind you want.If that’s true,
you're missing out on a whole big world of seller financed deals or lease options on houses in excellent areas
in great condition, needing no work at all. Ugly houses are only one small part of the big picture.
Regardless of your method of operation, make sure “any condition” stays on your flyer so you don't lose
good prospects because they misinterpreted your intentions.
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(“Creating a Flyer to Attract Motivated Sellers” by Ron LeGrand - Continued)

Testimonials – I have never seen a flyer with actual names of people who were helped out of their homes by
an investor, but if there’s one thing I know for certain, it’s that there is nothing you can put in your flyer that’s
more powerful than a real testimonial.
If you are new and don't have any yet then obviously you can't use them. But, if you've got a few under your
belt and have satisfied sellers, then by all means, contact them and get their permission to use their
names.While you're at it, see if you can print their phone number too.Do whatever you need to do to get them
to agree to take calls from other prospective sellers. My friend, you can write up a thousand word flyer and
spill your guts until you're empty in an effort to make your prospects believe you're real, and none will come
close to creating the credibility of two or three real people who'll actually testify to that fact.
Don't think they won't get called either because they most certainly will. So make sure your testimonial
people are told to expect calls and it might be a good idea to have someone call them for you just to check
their response.While you're at it, ask your previous sellers to get the name and phone numbers of any
inquiries and forward them to you so you can follow-up.I'm sure you can figure out a way to compensate them
if it’s necessary. The truth is, if you've treated your sellers as you should, they'll probably be glad to do it for
free.
Graphics – I've never really noticed much difference in pulling power whether I use graphics or not. One
word of caution; however, don't get so fancy with the graphics that they overshadow the message. The words
are what will get the sellers to call you, not the pictures. Graphics are only meant to attract attention. Once
that’s accomplished, the fewer the better. All I really ever used was a sketch of a house at the top of the
flyer, but like I said, I don't think it had any real effect.
Distribution – I've used three kinds of distribution methods, of which two worked best.The method that will
produce the most calls per hundred is physical door to door distribution, actually sticking the flyer in the
door.The upside is that it cannot be overlooked. The occupant must remove it and will read it before
discarding. There is no doubt it got received. In addition, you can target only the exact areas you want to hit.
Another plus is it has no competition for reading time and it has a personal touch that can't be achieved any
other way. This method generates calls almost every time you distribute a few hundred flyers.
The downside is it’s very time consuming, slow, and it can be costly to hire physical distribution. However,
that can be outweighed by the fact that you can personally get out in the field, talk to people, collect info on
vacant houses and sometimes do business on the spot. If that’s not in your nature or you simply don't have
the time to get personally involved, let’s go to plan two.
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(“Creating a Flyer to Attract Motivated Sellers” by Ron LeGrand - Continued)

Plan Two
Every city has a weekly newspaper like the “Shopper” or “Penny Saver” or “Thrifty Nickel.” These papers get
distributed once a week.If you'll check with them you'll find they will print your flyer and distribute it inside
the paper for a lot less than you think.Usually the cost is about $250 - $300 for 5,000 flyers.You can pick the
areas of distribution by going into their office and looking at a map that outlines the city in sections.
The upside is it’s very inexpensive and fast. You can get a lot of flyers out in a hurry to a fairly targeted
market. The downside is the flyer is in a newspaper that many people just don't read. A large percentage
gets discarded without being opened. It also loses the personal touch.
This method is most widely used because of its simplicity and it usually works pretty well. The only way to
know for sure is to try a few thousand and test it. Don't get tempted to substitute the flyer for an ad in one
of these weeklies. Your flyer will out-pull even a full page ad at least five to one. This I have personally tested
more than once.
The flyer has longevity that no ad can match. People tend to keep it and share it with relatives and friends. I
remember a house I bought one time from a flyer that was 1-1/2 years old. I had never put out flyers
anywhere near that area so it had traveled clear across town.By the way, that one flyer made me $12,000 net
profit on one house.
The third method of distribution is value packs where several ads come in one package usually wrapped in a
see-through wrapper. While this method works to a degree, it just never came close to the other two. Of
course I guess it only takes one good call to make it worthwhile. Before you decide not to do it, perhaps it
might be wise to give it at least one try. The truth is there’s only one way you'll ever know for sure which way
works the best for you….test, test, test!
Your Response
What kind of response should you expect? Obviously, that depends on several factors: the contents of your
flyer, how many you distributed and where you distributed them.
The contents I've discussed, but I haven't talked about where. I can answer that in one sentence – put them
in the lowest priced neighborhoods where you want to buy houses.
Placing flyers in the fancy areas will lead to disappointing results. This I know from many tests. If you expect
good results, get in the cheap seats where the majority of the people live that need help the most. The low
priced areas contain the unsophisticated sellers who produce the best deals and more from which to pick.
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(“Creating a Flyer to Attract Motivated Sellers” by Ron LeGrand - Continued)

It’s Called Business
You can expect several calls the day your flyers hit and for a few days thereafter.Sometimes you'll get deluged
and others only a few.Remember it only takes one good call to pay for an entire campaign and reap a
handsome profit.
Sometimes you get the bear, and sometimes he'll get you. That’s called business. No matter how good you
get or how well your flyer looks, you aren't going to win them all. So, now that you know that you won't be
disappointed if you don't buy any houses because you put out a few flyers.
This much I can guarantee. If you don't tell anyone you're in the house business, you won't be in the
business long.
Hot New Info I Added
Our post office needs money, so they've devised an income booster. They will distribute flyers for you to
carrier routes you select and put one in each mailbox for only .14 ½ each!
That’s half the price of a postcard and ten times more powerful. You'll be the only flyer in the mailbox, and
it'll get read 100% of the time.
Go to your post office, discuss and pick your routes. It doesn't get more targeted. You can be sure I'll be
using this heavily for my restaurant. I can deliver it to only boxes in a 3 to 5 mile radius and send 5,000 flyers
at a cost of $725 plus printing.This is a game changer for any local business!
FYI, you may want to buy houses on one side and sell them on the other. That’s what we do. These things
drive in the calls. Try it, and let us know the results!
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SPECIAL OFFER TO WPREIA MEMBERS
Because Ron is a friend of mine, he is extending a fantastic offer to members of this group. He is giving his
wholesaling course, plus a few extra goodies for a single $1.
$1 offer From RON LEGRAND:
 6 CDs – Ron’s Brand New Wholesaling Course
 3 Bonus CDs You'll Like
 30 Minute Consultation – Build your plan
 Trial of Ron’s New Gold Club Membership (Wait 'til you see what's in this)
 Ron’s Weekly Online Millionaire Maker Reports
All together, that's $821 in real value for $1.00
To claim you $1 offer simply copy and paste the link below NOW !!!
www.RonsDollarOffer.com/DD1207JC1
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FHA foreclosures spike
The share of government-guaranteed loans, a majority of which are backed by FHA, that were 90 days or more
delinquent soared nearly 27% during the year ending March 31. Foreclosures jumped nearly 17%, according to
a report published recently by federal regulators. Increasingly, FHA-insured loans are falling into foreclosure or
serious delinquency, moving in the opposite direction of loans guaranteed by Fannie Mae and Freddie Mac or
those held by banks, which are all showing signs of improvement.
And taxpayers could ultimately be on the hook for FHA's growing number of troubled mortgages. The agency's
finances are already on shaky ground, and additional losses from loans going sour could prompt the need for a
federal bailout, experts said. "We can't escape this one," said Joseph Gyourko, a real estate professor at the
University of Pennsylvania's Wharton School.
"This is an arm of the US government." More than 48% of government-guaranteed mortgages re-defaulted 12
months after modification, compared to 36.2% of loans overall, the report said.
Over the past several years, soaring defaults have been eating away at FHA's emergency reserves, which cover
losses on the mortgages it insures. In fiscal 2009, the reserve fund dropped to 0.53% of FHA's insurance
guarantees, well below the 2% ratio mandated by Congress. By late last year, it had fallen to 0.24%.
FHA pledged to shore up its standards and its finances in 2009.
The agency has since increased its insurance premiums, established minimum credit scores for borrowers,
required larger down payments from those with credit scores below 580 and banned sellers from assisting
borrowers with the downpayment. It also created an office of risk management and cracked down on lenders
with questionable underwriting processes. Despite the emergency fund's diminishing reserves, FHA maintains
that its efforts are working. The loans insured starting in 2009 are much higher quality and should lower
delinquency levels over time, an FHA official said. "We expect the new books will continue with their better
performance, primarily because of the steps that were put in place," he said. "And we are benefiting from
having more high-credit borrowers."

PROPERTY MANAGEMENT TIP
HOME REMEDIES FOR REAL ESTATE INVESTORS
by Nick Sidoti, R.A.M.
Q: Dear Nick.
I recently rented an apartment to a tenant that was supposed to be moving in on 1st of the month. They gave
me $100 deposit on the 15th. On the 29th they called me and me that they no longer wanted the apartment,
and they asked me for their deposit back. I explained to them that they would lose their deposit because they
decided not to move in. This doesn't help me much, because I have an empty apartment which should have
rented for $550 month, and all I have is their $100 in my pocket. Any suggestions?
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A: Dear Any suggestions,
You would have been much better off if you had done a couple of things differently. Here's how to handle
applicants in the future if you want to be sure they rent:
First, collect more "hold deposit" next time. If at all possible, try to get at least a full security deposit before
you take a unit off the market. In your case this should have been a minimum of $100 over the rent, or $650. If
a tenant can't come up with the full deposit, or balks at giving it to you, inform them that the apartment is still
on the market until you receive a full deposit.
Secondly, make sure that you are entitled to keep the deposit if the tenant changes their mind. The easiest
way to do this is to have an agreement signed by the tenant that states all the terms. I have a statement (see
below) on the back of my rental application directly above the spot where the tenant signs. The same
statement is repeated on the receipt that I give the tenant when I accept their deposit. This comes in handy if
an applicant decides not to rent and then takes me to small claims court to try to recover their deposit. When
they show the judge the receipt, the terms that they agreed to when they applied are clearly printed right on
it.
The statement below is from the rental application that is available in my Highly Effective Property
Management course:
I declare the above application information to be true, and that the owner/manager may immediately
terminate any tenancy entered into in reliance upon misinformation given on this application. By signing this
application I agree to sign a rental agreement and rent this unit (if application is approved). I also agree that if I
am accepted by the landlord and I change my mind do not move into the premises, the sum of one month's
rent will be due as liquidated ages since other prospective tenants will have been turned away, and it will be
necessary for the landlord to readvertise, and reevaluate other tenants. I agree that if I am not accepted by
the landlord, all hold deposit money except for $ (which is a non refundable screening fee) will returned.
I authorize the owner or his agent to investigate information regarding my character, general reputation,
personal character references, mode of living and credit standing, and a full disclosure of pertinent facts may
be made to the owner. The owner may also request a credit report from a credit reporting agency and by
signing this application, I authorize the release of all information. I also authorize the owner to release any
information that I have provided regarding my future and present rental history."
Nick Sidoti, R.A.M. is a registered apartment manager, C.P.M. Certified property manager, licensed real estate
agent, investor, lecturer, author of several real estate courses, an award winning columnist, and President of
the Western New York Real Estate Investors. If you would like more information about Nick's courses, or you
have property management questions you would like Nick to address contact him by mail at NICK SIDOTI PO
BOX 653 GRAND ISLAND NY 14072
PHONE (716-773-2980)
drcashflow.net
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Book of the Month
RICH DAD, POOR DAD by Robert Kiyosaki
Book Review
'RICH DAD, POOR DAD is a starting point for anyone looking to gain control of their financial future' USA
TODAY 'Robert Kiyosaki's work in education is powerful, profound, and life changing. I salute his efforts and
recommend him highly' Anthony Robbins
To get your copy, simply cut and paste the link below
http://astore.amazon.com/pittrealestai-20/detail/1612680011

AUGUST MEETING
The Date will be Tuesday, August 21st. Starting promptly at 7PM
This is our vendor show, a great chance to interact with our vendors, and learn about what they can
do for you. Special guest Rita Dellago from PROA. You don’t want to miss this one.

New Contact Information
New Phone Number:
New Fax Number:

412-761-REIA (412 761 7342)
1-888-693-4129

New Membership Incentive Plan
If you are one of those outgoing people who likes to talk, then I have a program for you. If you bring in a new
member, I will give you $20 REIA bucks. REIA bucks are good for discounts on memberships, speaker products,
and anything else that we have. You can drop your annual membership fee down to $9 just by bringing in 4
new members. You can have a free membership and credit towards merchandise if you bring 5. All you need
to do, is to place your name and membership expiration date on the top of your new members application
form, and you will get credit. Now how does that sound?
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New Networking Meet Ups
At the first board meeting, it was decided that we need to offer people the chance to network with each other
in some venue outside of the meetings. Maybe it will be a happy hour one month or a Pirate game. Just some
little social outing where members can interact and make connections. The great think about real estate is
that there are so many ways to make money, and you can learn new ways from each other. At the very least,
you can get out of the house and have some fun!

Looking to get Involved?
We are looking for members who want to be more active in the club. We will be forming several new
committees. If you want to help shape the future of the club, then email me at PittsburghREIA@aol.com and
let me know what you like to do. We would love to see more members actively joining the planning process.

Properties for sale by WPREIA members
Maryanne Barnes
Take a look at these properties which may just fit into your focus of fix up and flip or rent. These are available
only thru my office, the owner is a friend selling off his portfolio.
*******1********
1) 200 RENOVA ST, PGH 15207. Hazelwood has just received a sizeable grant for Main St fix up plus a contract
to refurbish or build new a major manufacturing operation. This is good news. Vacant, rented for $500 when it
was last occupied. All brick, which investors love, also.
2) 7130 LEMINGTON AVE, PGH 15206. Lemington has had its safety problems in the past, now it is not risky for
families' rentals. Sec 8 pays $1007 as a 5-bedroom voucher. This is always occupied and professionally
managed by CA Properties.
3) 7754 TIOGA ST, PGH 15208. Homewood is risky in some areas, very attractive in other sections. This would
be a nice investment , I believe it is rented right now, but I cannot connect with the property manager today to
determine rents being paid. Drive by and like this brick end unit.
The package price is $55,000 for all three. Just let me know of your interest. MaryanneBarnes 412-781-3171 or
realtybud@aol.com or aCatIsBetter@comcast.net
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1) 413 CENTER ST, VERONA 15147 Occupied at $600+all utils. Three houses up from main shopping strip and
transit, yard, $35,000
2) DUPLEX - 431-433 SCHOOL ST, VERONA 15147,. Flawless condition, tenants pay all utils $1200 total rent
$55,000
3) DUPLEX -1144-1146 OAKMONT AVE OAKMONT 15139 $835 + utils total income, looks tired, but NEVER
VACANT, $59 w/5th St prop.
4) 1146 FIFTH ST, OAKMONT 15139, , Needs much work but is rented for $475+all utils, could be $900 easily.
5) VACANT LOT, OAKMONT LANE 75x75 lvl, all utils, was a torndown duplex, great opportunity $20,000
One owner, reducing his portfolio, package avail thru my office. WILL FINANCE AT 10% DOWN + 6%, OPEN
PMT, 3 OR 5 YRS.
M Barnes 412-781-3171 realtybud@aol.com or aCatisBetter@cocast.net.
**********3********
TRENDY LAWRENCEVILLE. Dream of running your own convenience store, a storefront w/ 3BRm apt upstairs?
Has been vacant 5 yrs, needs
everything.$87,000. Corner 52nd & Holmes, sign says "Bloomfied Mkt". MBarnes 412-781-3171
realtybud@aol.com, aCatisBetter@comcast.net.

NEW COMERS CLASS
We are looking to put together a newcomer’s class to teach new investors the basics of real estate investing. I
am working with Brian Snyder (Bestselling author – Ron LeGrand’s New Masters of Real Estate) to create a
learning plan that will help get new investors making money quickly. If you are interested in the newcomer’s
class, let me know via email. I suspect that the class will be part of the regular meeting, just an hour early.
Start the meeting at 6pm for newcomers or anyone else who wants to brush up on the basics. It never hurt to
review what you think you know. I will be there !!! The meetings for newcomers will probably start in August.
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FUTURE EDUCATIONAL SEMINARS
We are looking to add several educational mini-seminars an a variety of subjects. If you have an idea, or if you
want to teach a class then let me know. Also, I am looking to reschedule the Katchina Lead Paint seminar as
well as the LeGrand Seminar. I don’t know what dates we can get, but I would like to hear from people who
are interested in attending either seminar.

OUR VENDOR PARTNERS
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