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Pittsburgh REIA Newsletter - September 2012
Our Next Meeting is Scheduled for Tuesday, Sept 18th
The doors will open at 6:30PM for an “Earlybird class” (come early
and learn)
The main Meeting starts at 7:00PM
The highlights of this meeting will include briefs from two esteemed
lawyers, Arthur Smith and Rob Xides. followed by a class from accountant
Marty Schwartz. The main event will be Credit Repair Specialist Paul
Ritter talking about how to repair your credit or get your tenant-buyer
qualified for a loan.
Also included in the meeting, I will brief everyone on what the club has
been up to over the past month and what we have to look forward to in
coming months. As a bit of a preview of coming events, City Councilman
O’Conner will be a featured speaker at an upcoming meeting, you won’t
want to miss that. As long as I am thinking of events that you don’t want
to miss; the Ron LeGrand / Robyn Thompson event on Oct 20-12st will
also include my friend Jay Conner - Jay is America’s leading authority on
how to raise private money both legally and ethically. When the banks
stopped lending, Jay raised over $2 million in just 90 days.

What I now know about spam

As you know, I have been trying to use the internet as the main means of
communication for all WPREIA functions. What most of you don’t know is
that it has been an enormous pain in the back side. I have been blocked
by a variety of email services. What I now know about what internet
service providers consider to be SPAM Indicators basically falls into
three catagories:
1) TOO MANY - if you send an email out to more than 30 people at a time,
you may get flagged as spam.
2) PICTURES - if your content is more than 20% pictures (vendor adds) you
might get flagged as SPAM
3) TOO EXCITED - if you have to many exclamation marks in your
document, you may get flagged as SPAM.
To counteract this tyranny, we are working on sending you messages and
emails directly from our web site http://pittsburghreia.com/ . Which
leads me to point 4, some internet services wont let me send anything
with a hyperlink. That includes video links. On a good note, in a month
or two, the WPREIA newsletter is going to be much better, so please bear
with us.

Ron LeGrand Event Oct 20-21 FREE Gift
I was talking to Ron this week and I shared with him that a large number
of the WPREIA members want to attend this event, but for some reason

many have not gotten off their butts to register. So he offered a bribe to
call you to action. If you register for the event at the next meeting, you
will get a gift from Ron. I’m not sure what it is yet, but I have a really good
feeling about this, his giveaways are usually pretty darn valuable.
Those of you who are already registered can claim your free gift at the
meeting.

“Three Good Ways To Find Pretty House Deals” by Ron
LeGrand

We should start with defining what a pretty house really is. It’s not the
price that makes the definition. The house could be high-priced, but most
people in the pretty house business work in a range from $70-$200,000. If
you’re in a high-priced market such as San Francisco where a $200,000
house is rare, your range will be higher.
The point is, pretty houses start at the bottom end and go up. It’s not just
expensive houses. My definition of a pretty house is any house requiring
less than $5,000 in work to get it in a good, saleable condition. An ugly
house is one that needs a rehab or a lot of repairs.
I’d want you to work both sides of the business and become a transaction
engineer who can recognize a deal when you see it, whether it’s pretty or
ugly. Don’t fall into the trap of trying to get so specialized that you turn
your back on lots of other profits. There’s gold in both the ugly and the
pretty house business. Besides……
You Can’t Find Pretties Without Finding Uglies And Vice Versa!
Most people start with ugly houses because they’re easy to find and
understand. They either wholesale or rehab and retail. That’s OK, but it’s
only a start. Pretty houses are easy in, easy out. Usually it’s get the deed
and lease option to a tenant buyer. That takes a few days, eliminates
contractors and reduces holding costs. Plus, it produces a few thousand
dollars in front-end profit. A person could get used to this part of the
business and easily make the decision to ignore the uglies.
In my opinion, that’s not a smart move. I like a little of both. I’m about
50/50. Last month my IRA received $82,000 from two ugly house deals,
and that was only my half! I’d hate to lose all that money because I had
blinders on. So how do you find pretty houses? Well, there are a number
of ways as discussed in my Million-Maker Boot Camp. We’ll focus on
three good ones here.
Method Number One: Signs
Signs never fail to get calls-usually before you get home. I’m referring to
stick signs you place on the side of the road. They can be put up with a 1
x 2 stake with a point. You can buy them at Home Depot in bundles, or with
a wire rack.
The good news is you’ll get calls. The bad news is, some might be from
the city asking you to remove one or two because someone has
complained about them. If a call from the city will give you a heart attack,
this business isn’t for you! Most cities have ordinances against signs, but
some don’t. You’ll have to check into that, but the bottom line is, all cities

have signs and a lot of students elect to take their chances knowing the
most they can do is call and ask you to remove them.
I’ve heard news of some who were subjected to a fine as repeat
offenders, and every once in a while I’ll hear of a city that gets nasty. I
received a letter from a city office in Oregon asking me to advise my
students they have ordinances against these signs. So there, you’ve been
advised! I’ll bet this same city has ordinances against spitting on the
sidewalk, sex before marriage and jaywalking.
Many students put signs out on Friday afternoon and pick them up on
Sunday night to avoid the aggravation from the city. This may sound
foolish until you look at the numbers. The sign cost about $3 each so if
you put out 50, you’ve got $150 invested. Pick up the remaining 40 on
Sunday night and the cost was $30 for the ten signs that come up missing
…and I promise, they will.
If you get 10-15 calls over the weekend and buy 1 house (as you should),
with a $20,000 profit, it’s a no-brainer. All of the sudden, it’s worth the
risk of city heat. In some areas, they city could care less and your signs
have a long life. Don’t be scared off by my warning here. Do your own
due diligence and make the best decision for you.
Most signs are on fiberboard, around 18×24 inches. I like black letters
on yellow, but have used other colors successfully. Be careful when you
make up the sign, you don’t want to put too much detail on it. Remember,
people are moving when they see it. Make the phone number large and
don’t forget your website address if you have one set up.
Method Number Two: Direct Mail Campaigns
This can be a full marketing machine all in one if you do nothing else. Not
only does it work well for many people, but also the list of targets is so
big you can target your chosen prospects and never run out of mailing
campaigns. Even though signs work well, the best target you can hope for
is an area you like. With direct mail, you can use a rifle approach.
(1) Pre-Foreclosures are a goldmine if worked correctly. This is a
whole business within the business that’s worth the time and
expense to learn.
(2) Out-of-town owners almost always work. The list is easy to get
from a Realtor or your local record office. This is one Kathy
specializes in (with a 12% response rate if I remember correctly). Be
sure to mention the property address in the letter and include a
response card to make it easy for them to reach you without calling.
Some people simply WON’T call. You must call them!
(3) New Homeowners who’ve been in the house less than two years.
I’ve heard over 70% of the foreclosures occurs within the first two
years of ownership and a large percentage of those occur in the first
year. Any broker can get you the list. You’re looking for pretty houses
so you can get the deed!
(4) Vacant Ugly Houses.

(5) Target Zip codes you want to buy in. Just pick an area, rent the list
of homeowners from a list broker and mail a postcard.
(6) Divorces. Usually a sale is imminent so get the list from public
records and contact them.
(7) Estate sales. Mail to the trustee. They almost always need to sell.
(8) FSBO Signs. You can download them off the online classifieds
from your local paper or get them from a FSBO magazine.
(9) VA Homeowners. You can get a list from a broker and select by zip
code and other factors such as property value, length of ownership
and age of veteran.
(10) Bankruptcies are a matter of public record and many of them are
looking to sell a home. You can pay cash for junkers or get the deed
on pretty houses and petition the bankruptcy trustee to release the
house from the bankruptcy.
If the seller is getting little or no money, it’s usually not a problem unless
the house has a lot of equity and the trustee blocks the sale. That’s the
exception, not the rule. Your mail should be directed to the owner not the
trustee, and your letter should mention you specialize in bankruptcy
purchases.
OK, I know you don’t feel comfortable with this, but you will after you’ve
done a few! You’ll learn the rules and they won’t scare you anymore. You
will become an expert in bankruptcy buys, especially when you learn the
art of the short sale from Jeff Kaller’s boot camp or my new course on
CD’s.
Method Number Three: Call Ads
I know this doesn’t sound appealing but if you’ll do it my way, you’ll
probably grow to love it. You see, I don’t want you to call ads, I want you
to get someone else to do it for you. Someone who will do it every night
because it’s their job and you’re paying them. Here’s how it works. It’s so
simple.
Get the Property Information Sheet out of my course or one of my Boot
Camp manuals and have someone call all of the Sunday FSBO ads every
Monday night between 6-9 p.m. Have them fill out the basic information
you need to determine if you want to call the seller back.
Frankly all I need is the asking price, the estimated value, and the loan
balance, condition of the property, name, and phone number, address and
whether or not it’s listed with a Realtor. With this information, I can
prescreen the prospect sheet in 5 seconds and make my decision to follow
up or not. I can’t get into prescreening here so if you don’t know how to do
this, I’d suggest you fix that before getting real serious about generating
leads on houses when you can’t spot a deal when it appears.
If you pay this person $2 per script, they’ll make $10-$20 per hour and
you can eliminate talking to a bunch of dead-end leads that don’t want or
need to sell.

Your job is to take the big pile they create and reduce it to a little pile of
prospects that appear motivated and willing to give you equity. That’s it!
You can make a few calls a week to good prospects that have been sifted
and sorted before you talk to them. This method alone could easily make
you half million a year! It’s really that simple if you can recognize a deal
and follow up to get it done.
If you’ve paid someone $50 for 25 scripts, and you’ve bought one house
that made you $20,000, wouldn’t it be worth the $50? Yes, you say! Then
get to work buckwheat! By the way, don’t even think of doing all that
prescreening yourself. You’ll last about an hour. Let someone else do it.
No exceptions!
Well there you have it! There’s enough info to make you rich! The question
is – are you going to do anything with it?
Get out there and do it … TODAY!

Asset Protection
Will vs. Trusts– Which to Choose?

by Lee R. Phillips, Counselor United States Supreme Court
Will vs. trusts is hotly debated in lots of estate planning circles. It is
actually a legitimate debate. There are lots of will vs. trusts issues that
are big among the lawyers, but the public is really confused.
Too many of the public think that a trust and a will – are both the same.
The public’s opinion on the will vs trust debate is based on the one side
they listen to first. They never get both sides of the debate, so the will vs.
trusts debate never gets a fair hearing.
What’s in The Will vs. Trusts for Financial Advisors?
The insurance dudes, estate planning gurus, and other “promoter types”
all push the living trust. In order to make a living trust really work, it has
to “own” all of your assets. That means you have to transfer all of your
existing assets into the living trust.
If you are going to make the transfer, you’ve got to inventory all of your
assets. You have to figure out how they are currently owned, and then
make the transfer. During this process the “professional” gets a chance to
see your portfolio in its full naked view.
Of course your “professional” will have a lot of suggestions as to what
you should do to invest your assets better and how much life insurance
you need to protect all of your wealth, should you die.
To these “professionals” the will vs. trusts debate is just a way to get you
to open your Kimono and let them look at your naked portfolio. If they
were to ask to see your naked portfolio otherwise, you would tell them to
drop dead.
Unfortunately, if seeing your portfolio is the motivation behind
recommending a living trust, you’ll get a slapped together, one-size-fitsall trust. The lawyers just scored their points in the living trusts vs wills

debate.
The slapped together trust isn’t going to do you any good. First, the trust
probably isn’t written well. Second, the trust is just a worthless piece of
paper, unless you know how to use it. Nobody ever teaches you how to
use the trust.
If you get a bad trust document and/or you never “use it,” you have wasted
your money. The lawyers are right. You probably would have been better
off just getting a cheap will.
The Attorney’s Side of Will vs. Trusts
On the flip side of the coin, there are attorneys, the insurance industry,
and financial planners (the “professionals”) who argue that the legal
system wants to “set you up” with a will so they can drain the estate in the
probate process.
There is some, if not a lot, of truth to that argument. Probate has been
“streamlined” in many states, but somehow lots of attorneys never got the
memo. They take advantage of the family when Dad or Mom dies. (I’m
sure you find that hard to believe.)
Every time a family gets soaked in the probate process, the will vs. trusts
debate rages on. There is no question attorneys will unnecessarily run
their clock and soak the family for a lot of money in the probate process.
They will let the probate process drag out for years, when it could be
ended in weeks or months.
Please understand when it comes to will vs. trusts, not all “professionals”
and attorneys take advantage of you. However, wills, living trusts and
probate are emotional issues. Death of a family member is a time when
the family is particularly exposed.
Independent of the will vs. trust issues, there are a lot of “sharks” that
swim around and prey on families that have suffered the loss of a loved
one.
You Must Understand the Will vs. Trusts Battle
In my book, Guaranteed Millionaire, I review the wills and living trusts
and other legal tools to help you choose the legal tools you need. Trusts
are neat legal devices. Wills are required in every estate plan. Probate is
a legal tool that can be used to your advantage in many cases. You need to
understand both sides of the living trusts vs. wills debate. You need to
make sure you know what needs to be done and control your advisors –
don’t let them control you.
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