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THIS MONTH'S MEETING
WPREIA Meeting Aug 21St
DoubleTree Hotel – Greentree
7Pm-9PM (Early Bird Class at 6:30)

Agenda for the Aug 21st Meeting
This coming meeting is our vendor show. This is the time when our vendors
come forward and explain what they do and how it will help your business. You really
want to see what these guys have to offer.

Featured Guest Speaker - Rita Dellago, Executive Director of PROA

Announcing our First “Early Bird” Class, Starting at 6:30
If you can be at the meeting a bit early, then we have a special treat
for you. Bryan Snyder, best-selling author, and newest member of WPREIA
will be teaching a class on new techniques for investors. All should attend
this class if you can make it. It doesn’t matter if you are new or if you have
been buying and selling for 30 years, you will learn something new.
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Save the dates Oct 20-21
Ron LeGrand and Robyn Thompson are coming to Pittsburgh
Cut and paste link below
http://www.youtube.com/watch?v=gf950rncRBQ&feature=plcp
Seminar Tickets are on Sale Now
You should have received an application via email. If you haven’t or if
you deleted it, you can register through the web site at PittsburghREIA.com
starting Monday. There are only 150 seats available so hurry up. Feel free
to forward the registratation form to your friends. The Robyn Thompson
part is especially valuable to contractors. If you registered for the June
event with Ron Legrand that was cancelled, you already have a ticket for
this event !!

Next Social Networking Event
The first networking event was such a success that we decided to make this a
regular event. This time we are moving it to the East Hills. So Friday Sept 7th, we will
be at the Rivertown Poorhouse in Monroeville. Just incase networking with fellow
investors wasn’t enough, the Poorhouse offers us the following specials
BEER 'n BAIT SPECIAL
5pm - 7pm Mon. - Fri.
2pm - 4pm Sat.
$1 off Drafts, 1/2 off Bait Appetizers
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Home Depot
We are looking to expand on the relationship that we have with the Ohio Twp. Home Depot.
Scott from Home Depot will be adding some exclusive services for our club. Below is an intro from
Scott.

http://www.youtube.com/watch?v=yy9L1-RwhFc

Book of the Month

This is one of Ron LeGrands more recent books featuring some of his best
students to include 3 WPREIA members (sadly I’m not one of them). Let
the new masters of real estate teach you how they make money.
You can buy it at the link below
http://pittsburghreia.com/?page_id=101
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“Deadly Mistakes You Can Avoid” by Ron LeGrand
Over the last 23 years, I’ve known many investors and entrepreneurs. I’ve
seen every possible scenario, from overnight success to plodding, sit-onyour-butt-and-do-nothing failure. I’ve known people who would get off to a
great start, and then fade away, and some who would piddle around and
never seem to get anywhere. I’ve known those who made a very successful
living and even a few who became super wealthy.
Is there a magic formula for success? I wish I could tell you there was. It
could have saved me a whole lot of headaches over the years. And having
the copyright on that formula would have made me an awful lot of money.
Unfortunately, there’s no more magic in being successful than there is in
anything else worthwhile in life.
However, from years of experiencing my own successes and failures, as well
as witnessing those of others, I have identified a few mistakes that can
short-circuit an entrepreneur’s rise to fortune. I’ve compiled a list of the
most common roadblocks you’ll face on the road to becoming a successful
real estate entrepreneur.
Now, you may be one of the fortunate few, and never find yourself faced
with any of these problems, and that’s great. More likely, you’ll recognize
parallels in your own situation in what I’m about to discuss.My goal here is
to put you in a position where you can identify these pitfalls. Then, when
you encounter them (and you will), you’ll be armed with the ability to direct
yourself around them and get back on track . . . immediately. You won’t
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have to worry about these things hindering you from achieving your goals.
So, let’s dive in and go down the list.
1. Lack of focus. I define focus as concentrating only on the work you must
do to succeed in your business, avoiding all distractions and not getting
side-tracked by every “great idea” that pops up. It’s not easy. The world we
live in today is filled with things that beg for our attention. We live in what’s
being called the “Information Age”, and that’s great except all this
bombardment of information makes it hard for most of us to sift through
the junk and come up with the good stuff. That’s why most of us have a
problem staying focused – even when we’re trying to concentrate on
something we know will make us wealthy. There are a million ways to make
a million bucks and every day a new avenue for riches is presented to us.
But I’ve learned through trial and error (lots of error) that the only way to
make something work is to filter out everything else and stick with what I
know works.
I get frustrated when I see people with tremendous potential for this
business get off track with a so-called “get-rich quick” scheme (and there
are a lot of them – just watch a little late-night television). If you dabble in
one business, jump to another then try something else completely different,
you’re not likely to be successful at any of it. Focus takes work,
determination and discipline. Sometimes it hurts. Like when you have to say
no to your family so you can go out and make them five or ten thousand
dollars when you could be watching Seinfeld re-runs at home. Believe me,
when your increased income starts showing up in trips to Disney World,
new clothes, cars, etc., your spouse and kids won’t have a problem with it.
2. Getting into the rental business before your cash-flow needs are met.
Boy, did I ever get tangled up in this one. When I first got started with real
estate, I decided to buy all the rental property I could. I figured with a lot of
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tenants in a lot of houses, the cash would just fall into my lap every month,
right?
Wrong. It was the biggest single mistake I made for a very simple reason – I
just wasn’t ready. Like yours truly, many beginning real estate investors get
into the rental business because they think it’s some kind of quick path to
wealth. But it’s not. It’s slow and long-term. Soon after I built my “rental
empire” back in 1982, I discovered that my daily cash flow needs were not
being met. I had a huge amount of capital tied up in equity and a thin
stream of income. And I had a family to feed!
Don’t get me wrong, I’ve got nothing against rental property as an
investment. I’ll probably have them until the day I die. However, if you don’t
have a cash cushion built up, you’d better get really good at buying
properties dirt cheap. But even when you do, you’ll discover a million ways
to spend down your cash flow.
Busted toilets, leaky roofs, paint, carpet, yada-yada-yada, it all eats great big
holes in your income stream. Even if you do have enough ready cash to get
into the rental game, you need to know what you’re doing. For instance, do
you know about “professional tenants” who make a living “getting over” on
landlords? These creeps know the landlord tenant code and eviction laws
inside out and they can make your life a living hell before you finally get
them out of your house. If you want to become a professional landlord,
you’d better understand how the game is played and get the education
necessary to deal with all the potential problems.
Bottom line, my advice is this: Make some fast cash by quick-turning a few
houses before you get yourself mired down with rentals. Get into some low
risk, high-return deals before you start piling up equity and dealing with
tenants. Then, when you do become a “Super Landlord,” your chances of
retiring on your rental income will be much better.
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3. Listening to poor advice. This is something you probably already know. As
you go through life, there will never be a shortage of people who want to
give you advice. Your parents, your spouse, friends, in-laws, kids, they all
have opinions about what you’re doing and what they think you should be
doing. Very often, the value of their advice is worth exactly what you paid
for it . . . nothing!
I’m not saying these do-gooders aren’t honest, intelligent and wellintentioned. However, you must ask yourself, are these folks qualified to
give you advice? Have they had any experience in what you’re doing? It
seems to be human nature for people to offer advice on subjects they know
nothing about. What baffles me is how often the recipients of this so-called
wisdom will listen to it and even act upon it without ever questioning the
credentials of those giving it.
Through many painful experiences, I’ve learned that when you take advice
from people who don’t know any more about the subject matter than you
do, the quality of that advice is, at best, suspect. Plus, very often, listening
to unqualified advice can have a negative impact on your focus (see
roadblock #1)
So, who should you be listening to? I believe in taking advice only from
people who are:
1. Qualified experts in their field and
2. Making a whole lot more money than I am.
And those people are out there. Don’t be afraid to seek help – just be
careful where you go to get it – even if you have to pay for it. I think you’ll
find that if you pay for the opinion of a bona fide expert, the advice you
receive will be more than worth the price.
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4. Listening to negative thinkers and “Dead Heads.” Nothing kills the
entrepreneurial spirit like negativity. With all the challenges you face in
business, you need to keep a positive, upbeat, enthusiastic attitude about
what you’re doing. It’s the only way you’ll be able to perform at your best.
Negative thinkers and “Dead Heads” will only suck the energy out of you
and bring you down to their own miserable level (usually, these are people
who have failed in their own lives and get off trying to make failures out of
those around them). They’ll make you question yourself, doubt what you’re
doing and, if you listen to them, eventually give up entirely.
I’m sure when you first told friends and family you were going to be a real
estate entrepreneur, you heard things like, “You really believe that stuff
they sell on TV?” or “You can’t make money in real estate, the market’s too
slow.” Or maybe “There’s not enough appreciation to make a profit and
didn’t they change the tax laws or something?”
Yes, the “Larry Losers” of this world have all the answers, don’t they?
Meanwhile, they’re working three jobs and won’t answer the phone at
night for fear it will be a bill collector. I don’t think your true friends or your
family would intentionally hurt you or bring you down. Usually they think
they have your best interests at heart. However, in the process of “trying to
make you see all sides” or “just giving you a few facts about the real world”,
they’re pouring buckets of ice water on the fire you need to keep burning in
order to keep on succeeding.
It may be nearly impossible to completely cut yourself off from these
people. I suggest you simply tell them in firm, no-nonsense terms that you
appreciate their interest, but have no use for their negative, sarcastic or
skeptical comments. Sure, it can be a rough thing to do and some of them
may be offended, but if they really care about you, they’ll get the message.
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One of the best ways to avoid negativity is to seek out positive and
supportive people. Find successful people or a group with common interests
where you can share ideas and discuss successes and failures with people
who are genuinely in tune with what you’re doing. This is where clubs and
associations can play a big role. If you’re not a member of a real estate
association, I strongly suggest you consider joining one. Having said that, let
me caution you, not all club members are doers. There are people in every
group who are going nowhere and are never going to achieve anything in
their lives. Pick out the winners and connect with them. When you become
a successful real estate entrepreneur (and you will), one of your greatest
rewards will be to share your blueprint for success with others, “What goes
around, comes around.” Before you know it, that sharing will attract people
to you like a magnet. I can’t tell you the many profitable deals that have
come my way through people who wanted to hang around me because I
was willing to share my knowledge.
5. Lack of action. There’s an old saying that goes “Even a turtle won’t get
anywhere until he sticks his neck out.” Another old saying (that I made up)
is “You’re never going to get rich sitting on your behind and waiting for it to
come to you.” You have to make it happen. You have to get things started.
You have to put the wheels in motion. And if they get stopped, guess who
has to get them started again. You guessed right.
Movement, action, activity, progress . . . they’re essential in any successful
business. Without activity on your part, nothing positive will happen for
you. It starts with that first call, that first conversation with a seller, even
the first visit to a Realtor. But your ship can’t come in if it never gets
launched.
By action, I don’t mean running in place. Sure, you can go to the seminars
and listen to the tapes so often you memorize everything I’ve ever said. You
can acquire all the tools you need to do this business. But then the time
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comes to fish or cut bait and you find yourself standing by creek bank
watching the water flow by. My friend, all the education in world is
worthless until you put it into practice.
The best time to start is now. And I mean right now. I want you to get up
after you’ve finished reading this newsletter and do something that will get
you going on your first deal. Call a Realtor for leads. Call a couple of sellers
in the classifieds. Drive around looking for FSBO signs, or place your own “I
Buy Houses” ad in the paper. Just Do It. You’ll be surprised how taking a tiny
step will propel you forward towards your goals. You see, any one action on
your part can produce a result. Of course the more actions you take, the
more results you’ll get.
6. Wasting time with un-motivated sellers. They may be interesting. They
may be wonderful people. They may have heartbreaking stories to tell. But
if they’re not motivated to accept your offers, they’re wasting your precious
time and sucking dollars out of your pocket. If you waste enough of your
time waltzing around with people who aren’t serious about doing business,
then you’re not going to be in business for very long. It’s just that simple.
Trying to deal with unmotivated sellers is like trying to pick fleas off a dog.
Neither you nor the dog is going to benefit.
Unmotivated sellers will think up so many reasons “why not” and give you
so much crap, you’ll soon become convinced this business doesn’t work for
you, only for other people. I can’t stress enough that these are people that
you must avoid like the plague. But to avoid them, you have to learn to
recognize them, figure out their game and move on. If you have listened
carefully to my courses, it shouldn’t take you more than five minutes to prequalify a seller.
7. Chasing dead-end leads.Chasing dead end leads is very similar to dealing
with unmotivated sellers and can be a tremendous waste of time and
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energy. Unfortunately, many people never really learn how to avoid it. Well
I can solve this problem very simply. Pre-qualify every prospect that comes
your way.
I’ve found if you spend as little as five minutes getting pre-qualifying
information out of a prospect, you may avoid spending hours and hours
gathering details about a property you never have a chance of buying. And
any time you can spend minutes to save hours, it’s like putting money in the
bank. Some students of mine have a tendency to take a phone call from a
prospect and rush right out to look a house hoping something will develop.
Especially if business has been slow. They’ll be out there measuring for
carpet and gathering useless facts before they even know if they have a
chance to put the house under contract. What a crazy waste of time,
especially when you know you should never leave your desk without a solid
reason to do so.
Properly pre-qualifying a prospect will help you to determine if further
action is warranted. When making the initial contact with a prospect, you
should ask yourself three questions to determine whether you can make a
deal:
1. Can I buy the house wholesale?
2. Can I create a subject- to deal or seller financing or both?
3. Can I option the house?
If the situation doesn’t fit one of these three models, you don’t have a deal.
It’s that simple. There is no reason for you to waste any further time on the
conversation, much less traveling across town to look at a house you’ll
never own.
Five minutes is all it should take to determine if you can create a deal with
the prospective seller. Of course, you’ll have to take the seller’s word on
11
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things like the condition of the house, mortgage balances, liens,
judgements, etc. However, if the information seems reliable, and you feel
the seller is motivated to pursue one of the three money-producing models
we discussed above, then you should arrange a meeting and verify your
assumptions about the viability of a deal.
When I leave my desk, my chances of putting a house under contact are
about 80%. By the time I ease the old Mercedes out of the driveway, I’ve
fully qualified my prospect and I know I won’t be just collecting a lot of
useless facts.
So instead of being professional fact finders, we should get into the business
of being professional offer makers. If you follow this pre-qualifying
procedure on every lead, you’ll save yourself a lot of wasted, un-productive
hours and you’ll start to find this business really coming together for you.
Well, I see I’ve ran out of space, so I’ll continue this list of roadblocks in your
next issue. Don’t miss it. I’m just gettin’ warmed up.
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This Looks Bad
I know the National Assoc. of Realtors is fighting to get this eliminated but
it’s still in the health care bill

Beginning January 1, 2013, ObamaCare imposes a 3.8% Medicare tax
on unearned income of “high-income” taxpayers which could apply to
proceeds from the sale of single family homes, townhouses, co-ops,
condominiums, and even rental income, depending on your individual
circumstances and any capital gains tax exclusions. Importantly, the “high
income” thresholds are not indexed for inflation so will reach increasing
numbers of middle-class taxpayers over time.

NATIONAL HOUSING MARKET

WSJ - Fannie cuts forecast

Fannie Mae has cut its US gross domestic product growth projection for the year, citing an uncertain
job market and weak consumer spending. The mortgage-finance company said GDP growth would be 2%,
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down from its earlier estimate of 2.2%. “The data from the past month collectively point to decelerating
economic growth, but growth nonetheless,” Chief Economist Doug Duncan said. He noted, however, that
housing continues to be a bright spot, presenting a “rare upside boost” to the economy. Compared with the
same period last year, home sales increased by 9% and single-family housing starts were 20% higher, though
the company said levels are still considered below healthy norms. Residential investment is expected to
increase this year but from a very low base, and is expected to contribute to economic growth for the first time
since 2005. According to Fannie Mae’s June 2012 National Housing Survey, homeowners are showing greater
confidence in one-year-ahead home price expectations, and their broad attitudes regarding the housing
market continue to improve. The share of polled consumers who say they would buy a home if they were
going to move increased to the highest level seen in the survey’s two-year history, partly due to low interest
rates and the assumption that home prices have hit bottom.

Zillow - housing turns the corner

Zillow’s second quarter Real Estate Market Reports, released today, show home
values increased 2.1% from the first to the second quarter of 2012 to $149,300. On an
annual basis, home values rose 0.2% from June 2011 levels, marking the first annual
increase in US home values since 2007. In addition to showing both quarterly and
annual appreciation, national home values also rose for the fourth consecutive month,
increasing 0.7%. Notably, home value appreciation in the second quarter was the
highest since the fourth quarter of 2005. Nationally, home values reached their bottom
in February of 2012 and have since appreciated at very robust monthly growth rates.
Despite encouraging monthly growth, we do not believe that this monthly rate is
sustainable and expect it to taper off towards the end of the year. According to the
Zillow Home Value Forecast, we expect national home values to appreciate by 1.1%
over the next year (June 2012 to June 2 013). The housing market’s recovery continues
to show tremendous variation market by market. Sixty-nine of the 157 markets
covered by the Zillow Home Value Forecast are expected to see increases in home
values over the next year, with the largest increases expected in the Phoenix metro
(9.9%) and the Miami metro (6.1%). We believe that ninety-six out of the 157 markets
have already hit a bottom in home values, including Boston, Miami, and Phoenix. In
some of the hardest hit markets, the bottoming process has been quite different than
we had initially expected. Due to very low inventory levels paired with greater
consumer and investor appetite and low mortgage rates, home values have
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appreciated faster than anticipated in markets like Phoenix and Miami, creating a Vshaped recovery in home values.

Home Values

The Zillow Real Estate Market Reports cover 167 metropolitan areas (metros) of
which 98 showed quarterly home value appreciation. Five metros remained flat, while
64 metros show home value losses. Nearly one-third of metros covered by the Real
Estate Market Reports posted annual increases in home values. The largest annual
increase was in Phoenix, where home values rose 12.1% from the second quarter of
2011 to the second quarter of 2012. Phoenix is benefiting from high demand for
homes from investors looking to convert them into rentals, high demand from
mainstream buyers pulled back into the market by historical affordability (almost 43%
below the historical average) and constrained supply due to high negative equity
(55.5% of Phoenix homeowners with a mortgage were in negative equity in 2012 Q1)
and natural resistance of sellers to sell at market bottom. Overall, national home
values are back to January 2004 levels, having fallen 22.9% since their peak in May of
2007.

Rents

The June Zillow Rent Index (ZRI) is up 5.2% from year-ago levels, and 68% of the
293 metropolitan areas covered by ZRI in this report experienced year-over-year gains.
The rental market remains strong even as home values start to once again appreciate
in many markets. Markets that saw extremely strong year-over-year rent increases
include Philadelphia (11.9%), Chicago (11%), Baltimore (11%), and San Francisco
(9.5%). Continually rising rents will increase consumer demand for home purchases,
especially in this low mortgage rate environment.
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Foreclosures

The rate of homes foreclosed continues to decline in June with 5.8 out of every
10,000 homes in the country being liquidated. This is the lowest foreclosure pace
we’ve seen since December 2007 when 5.5 out of every 10,000 homes were being
liquidated. Nationally, foreclosure re-sales also continued to slow, making up 15.6% of
all sales in June, down from 16.4% in May. The decreasing prevalence of foreclosures
in the monthly transactional mix is due to both seasonality (more non-foreclosure sales
in the spring and summer) combined with the much slower pace of foreclosure
liquidations over the past year. This lower level of foreclosure re-sales is contributing
to home value appreciation, as these are usually sold at a discount and influence
surrounding non-distressed sales. With foreclosure starts again increasing now that the
National Foreclosure Settlement has been approved by the courts, we do expect some
increase in foreclosure liquidat ions in the back half of this year, although lenders are
being more aggressive in pursuing foreclosures alternatives for homes in the pipeline.

Outlook

Nationally, we believe that housing has finally turned a corner, and our forecast
calls for US home values to increase by 1.1% over the next year. In general, we
continue to believe that high levels of negative equity paired with higher than normal
unemployment will keep foreclosure rates higher than normal for at least the next 2-3
years. In some markets, we believe this combination will temper near-term price
appreciation and lead to a U-shaped recovery in home values. In other markets,
however, we believe the trajectory of home values will look more like a step-function
characterized by cycles of price spikes and plateaus. In these markets, negative equityinduced supply constraints in combination with mainstream buyer demand and robust
investor demand will lead to short-term price spikes (as we’re seeing now in Phoenix
and Miami). These price spikes will free some homeowners from negative equity,
allowing them to sell, thereby easing supply constraints and dampening prices until the
cycle is repeated. Downside risks to our outlook are that the pace of foreclosures
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increases more than expected, job growth becomes even more sluggish, or we have a
political train wreck on the budgetary and tax issues we face at the end of this year.
We, however, remain optimistic that low mortgage rates, high levels of affordability,
rising rental prices, and slowly improving conditions in the overall economy will
combine to keep the housing recovery on track, and we expect that both existing and
new homes sales will continue to increase for the remainder of the year, being
tempered only by low inventory levels (versus anemic demand). Chris McLaughlin

Advice for Landlords!!

DR. CA$H FLOW
HOME REMEDIES FOR REAL ESTATE INVESTORS
by Nick Sidoti, R.A.M.
Q: Dear Nick.
When someone moves in during the middle of the month, am I better off having
them pay partial rent to get to the first of the month, and then charging rent from the
first to the first?
For example, if someone moves in on the 21st of the month, should I charge
them for 9 days rent so that they will be paid up until the first of the next month? A
friend of mine heard you speak and said that you don't recommend doing this. Could
you explain what you would do differently. Joe B. Aurora, IL
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A: Dear Joe.
There are a number of reasons why I would not prorate the rent in this way.
When the tenant moves in I want to get as much money as I possibly can from them. If
a person moves into a $500 apartment, 9 days before the end of the month let's look
at some options.

Using your plan, I'd get: $500/30 X 9 = $150, plus a $600 security deposit. This
would total $750. If I didn't prorate the rent I'd get: $500 for a whole months rent plus
a $600 security deposit. This would total $1100.
So, by taking a whole months rent, I would have an extra $350 from the tenant.
This is that much extra that I have if they turn out to be a problem.
The next reason that I don't prorate rents is that I like having the rent due on the
21st of the month. Even if the tenant is habitually a few days late, I still get paid before
the first of the month.
When the tenant decides to move, their term ends on the 21 st of the month. If
they move on time, this gives me nine days to get the unit freshened up and ready for
a tenant who wants it for the first. It saves me from losing a months rent because I
needed to do a little work.
Tenants often find it very difficult to find a new place for the 21st of the month,
so some of them do end up staying until the first and paying you for an extra months
rent. In this case you have 21 days for which rent has been paid, during which you can
spruce up the apartment and get it rented. If you do this quickly enough you may even
get another nonstandard due date the next time around.
One of the disadvantages of using nonstandard due dates is that you need to
keep track of who owes what, when, and you need to take action accordingly. If you
are organized this shouldn't be much of a problem.
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If you decide that this method isn't for you, there is another choice that is better
than only collecting the 9 days rent.
Charge the tenant the $150 for the 9 days of the current month, plus the $500
for the next month, plus the $600 for their security deposit. You will then have
collected $1250 from them before they even have the keys.
In both of these alternatives the goal is to GET THE MONEY. The more of it you
have in your hands when they move in the better.
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
EMAIL drcashflow.net

Social networking sites
In our quest to breath new life into this club, we have added a few new ways to follow
us. Below are a few of the new ways that members and future members can stay in
touch with what’s going on at WPREIA. All of these sites are now linked to our web
site PittsburghREIA.com. Feel free to follow us on any and all of them.
Tumblr Facebook ,Google + ,Squidoo ,Twitter,Youtube
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OUR VENDOR PARTNERS
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