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Our next meeting is scheduled for Tuesday, March 19
DoubleTree Hotel in Greentree

Agenda:
6:30 - 7:00 Early Bird Class on Rehabs for Big Profit with Brian Snyder.
7:00 - 9:00 Main Meeting
This month we have a special presentation from Strongbrook. They will talk
to us about retirement; more specifically how to use real estate to provide
you with the cash that you need to quit your stupid job. If you don’t know
how to get there, then you need to be at this meeting. This is the sort of
presentation that even your non-investor friends will appreciate. So bring as
many guests as you like, they will thank you.
During the break, we will have our parade of vendors – this is a chance for
our vendor partners to tell you who they are and what they can do to help
you make money
Also during the break we will have a chance for members to present
properties for sale to the group. You might just find your next house at the
meeting.

Coming Soon - We have a special event at the Home Depot on Camp Horne Rd on the 20th of
March. I hope to see you there. Scott from Home Depot has some special deals that he wants
to roll out for us. There will be a lot of free giveaways and you will also get the opportunity to
interact with the department managers all over the store.

Updates since last month - I am sorry that I couldn’t be with you last month, but I was in
Florida networking with other investors and learning new techniques for my business. It is very
important to keep learning. If you don’t keep up with changes in the market, you will get left
behind. I love competing with investors who stopped learning a decade ago. I have been to
two different learning boot camps since our last meeting, because I take my education very
seriously.
I want to thank all of the WPREIA members who stepped up to the plate and ran the meeting
smoothly while I was gone. Thank you very much!
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I also want to thank Jennifer Prentiss for educating everyone about bed bugs. I heard it was a
fantastic presentation.
I also need to thank Rob Xides, Arthur Smith, and Marty Schwartz for their contribution to our
professional education.
Whoever said, “It’s not whether you win or lose that counts” probably lost – Robyn Thompson

New Special Deals
Commercial Property Finder’s Fee --- 1%
We have a way to make some real cash. I was contacted by a commercial buyer, who has $50
Million to spend. They will pay a finder’s fee of 1% of the purchase price. Let me break down
that math for you, that is $10,000 per million they spend. They are willing to go as high as 10
times that number for a single property. For a portfolio of properties they will go even higher.
The criteria below is what they will buy. They are looking for multi-family properties over 50
units, with some sort of problem.
 Properties that have a problem
 Properties that are losing money
 Properties in receivership
 Defaulted Mortgages
 Properties with lots of deferred maintenance (fixer uppers)
 Properties with below market occupancy rates
 Properties with below market rent rates
All of these conditions are generally referred to as “value add” properties
The Properties must be in the South-East US. Specifically the properties need to be in
Tennessee, Georgia, Florida, South Carolina, North Carolina, Alabama, and Arkansas.
Here is what you need to do to get cash. Find the property, gather the numbers, email me the
details, and be ready to retrieve any additional data the buyer requests. I will pass along the
property for the buyer’s evaluation and will let you know if they want to buy the property.

Short Sale Deal – in the works
I am working on a deal for club members to make money on short sales. Here is the way this
will work. If you locate a good short sale candidate, my partner on this deal will do all of the
work (negotiate with the banks and supply the funds), and then will give you 25% of the profit.
I will let you know when this opportunity has been finalized.
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The Odor Solution
by Martin R Meyer
Odors arise in all sorts of places and for all sorts of reasons. In the home from pets. On your
hands from fishing. In your RV from your portable toilet holding tank. On your boat from the
coolers. In your car from spoiled milk. And the list goes on and on.
Many have tried to create products that eliminate these unpleasant odors. Few have
succeeded. Even fewer have created one line of products that eliminate or neutralize all the
organic odors mentioned above. Among those elite few, OdorXit products stand ahead of the
rest.
OdorXit products conquer odors produced by urine, feces, vomit, dead animals, rotting foods,
mold, mildew and other organic odors imbedded in carpeting, clothing, fabric, floors, concrete,
skin, walls, refrigerators, car interiors, portable toilets, animal trophy mounts and hides and
many other porous materials. Basically, OdorXit products are the most effective and safest
organic odor-eliminator and neutralizer products ever formulated.
All three OdorXit products are made exclusively from plant extracts, derivatives, alcohol, salt
and oils instead of enzymes, bacteria, solvents and perfumes. They actually eliminate organic
odors using one or more of three chemical actions without creating dangerous, harmful and
smelly gases and byproducts.
First, OdorXit Concentrate uses a contact chemistry process to permanently eliminate organic
odors at their source. When used on clothing, bedding, furniture, and hard flooring, application
is simple and effective. It can, however, sometimes be difficult to apply properly on carpeting.
The next, newer product is OdorXit Magic. This uses a gas absorption process to trap and
neutralize a wide variety of organic and inorganic gaseous odors in the air and as they are
generated. Because OdorXit Magic absorbs the gases perceived as odors, it does not have to be
applied directly to the source of the odor. It simply needs to be in the area where the gases are
being generating. It is, therefore, easy-to-use, fast-acting and long-lasting. It is not, however a
permanent solution to eliminating odors. Occasional reapplication will extend the absorption
and neutralization of odors indefinitely.
Finally, OdorXit Blue, also a new product, uses a gas absorption process to trap and destroy the
relative limited group of odors produced by portable holding tanks found on boats, RV’s,
airplanes, trains, etc. A small amount of OdorXit Blue added to the holding tank neutralizes the
gases (odors) produced by the tank for up to three months or until the tank is emptied.
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All the OdorXit products are extremely safe for adults, children and pets. They are also very
effective on a wide range of surfaces and odors because they actually neutralize or absorb the
substances that are causing the odors. They do so without enzymes, bacteria, perfumes or
harsh chemicals. They are also non-staining, non-toxic and biodegradable.
Consequently, OdorXit is the ultimate odor solution.

My Key to Success
by Sam Wagner – WPREIA Member
The most important activity for me at the present is to write my goals twice a day. I write them
down in the morning and at night. I also make it a point to feed my brain each day. I read real
estate books and listen to real estate CD’s in my car when I drive.
Discipline is essential for this most important activity. I need discipline in my life to make my
educational goal a good habit and a reality.
Next, write down all of your ideas; keep track of all of the opportunities that come your way.
This will allow you to think and to plan your daily activities. It will also allow you to see more
opportunities and to expand on the opportunities that you do see.
Stop for a moment, stop reading this article, and write down a minimum of three “game
changing” activities that you can accomplish this year. Next, I want you to write down the five
most important things that you accomplish daily in your investing lives. Do you call sellers, do
you find tenants for your properties, do you manage contractors, and what do you do to
improve your process?

15 Direct Mail Campaigns for Generating All the Leads You Need
by Richard Roop
There are six elements to any marketing campaign. The market niche or list is the most
important element and carries the most weight in determining your successful results.
Buying and selling houses creatively is such a great business. You can literally stumble upon a
“5-figure paycheck” sending crappy marketing just once IF it hits the right person at the right
time. On the other hand, you can make a fortune delivering well-written, well-designed
marketing messages multiple times to the ideal markets or lists. In this report, you’ll learn
exactly who you should be mailing to and how often.
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6 Key Elements of any Marketing Campaign
Also known as the “6 Ms of marketing,” these key elements include:
1. Market: Who is your target market and where are they located?
2. Message: What will you say to your audience in your marketing? I’ve created long copy
yellow letters and personalized postcards that are proven and work incredibly well. The basic
tone of these messages is, “I’m interested in buying your house at ____________. We buy
houses in your neighborhood and we’re looking to buy more. You can sell your house as is at a
fair price on the date of your choice…” This approach works for all 15 of the marketing
campaigns I’m about to give you.
3. Media: What media and mix of media will you use to communicate your message to this
market? Direct mail is the silver bullet of cost effective media. Small, cheap postcards and
personal looking letters handle this task.
4. Money: How much money will you spend on marketing to attract a great deal? Can you
invest $1,000 mailing 2,500 postcards to do one deal that nets you $25,000? Say yes. If you got
$10 back on every postcard you mailed, how many would you mail? As many as possible!
5. Multiple Hits: How many times will you hit your market with your message? Always plan on
sending 5 or more hits using direct mail.
6. Months: Over how many months will you spread out a direct mail campaign? This varies
depending on the type and quality of the list you select. I’ll share effective frequency rates to
sue as a result of mailing millions of postcards and letters for myself and my clients.
15 Proven Direct Mail Campaigns for Buying Houses
Bankruptcy
Targeting homeowners who have filed Chapter 13 bankruptcy in the previous 3 to 9 months has
proven to be a very profitable niche. They may or may not be keeping their repayment
agreements and might need to sell their house. Target these aged filings plus recent dismissals
and motions.
These homeowners are many times desperately trying to protect equity and have been in and
out of foreclosure. You’ll find very little competition as most investors never target this niche.
Mail a yellow letter to capture their attention followed by a series of personalized postcards.
Hit them 8 times:
1. Aged filings each month
2. Recent dismissals every 2 weeks and
3. Motion filings weekly
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Public Access to Court Electronic Records (PACER) is an electronic public access service that
allows users to obtain case and docket information via internet at
http://www.pacer.psc.uscourts.gov. PACER is a service of the United States Judiciary.
Rapid Drip Campaigns
The hardest mailing lists to locate or acquire tend to be some of the best niches. There are
several small lists that work great, but you’ll have to research how to get them from your city or
county.
A normal direct mail drip campaign is usually hitting a market every 90 days. A repaid drip
campaign is every 30 days. Just keep mailing every month rotating a yellow letter and
personalized postcard.
Mailing to any of the following 4 lists is cheap and very effective.
4. Probate: Recently deceased homeowners may not be motivated sellers but the heirs or the
person handling the estate may need your help to liquidate the house. Mail to the executor,
trustee, all the heirs and the homeowner of record. Why mail to the homeowner? Whoever is
handling the estate is probably handling their mail.
5. Divorce: You might have discovered that one of the top reasons homeowners who call from
your signs, ads and direct mail need to sell is because of a divorce. The effort invested into
learning how to get this list locally will be well worth it.
6. Property Tax Delinquent: Homeowners who’ve been delinquent on their property taxes for 13 years are good prospects. They are potentially distressed homeowners, may be motivated to
sell and many times they have no mortgage.
7. Code Violations: Target owners of condemned houses and properties with code violations.
Check with your city government offices for a list. It may be very difficult to get but sometimes
it’s very easy.
Targeting for Equity
Unlike using ads, flyers and signs, direct mail allows you to target houses with equity to
generate better leads. It’s always easier to buy houses with equity. There’s equity if you’d
consider paying more than what’s currently owed against the property. The seller can discount
their equity for cash now, or collect it over time in a note, or wait for all of it until you sell or
refinance many years later.
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First American Core Logic at http://www.facorelogic.com offers a wealth of data services for
real estate professionals including agents, mortgage brokers and investors. They’re a good
resource for date acquired through public records if you can’t otherwise get it easily. Use them
to find properties with equity.
Buy from more sellers with equity by targeting these 5 niches:
8. Wholesale Properties: My definition of this niche is property owners who have “junker”
houses or properties built prior to 1990 with a maximum loan to value of 69% and are in a price
range below median. When you can get this specific selecting a list, mail a personalized
postcard each month for 6 months. Then switch to a 90 day drip campaign.
9. Adjustable Rate Mortgages with Equity: This niche is defined as property owners who had
adjustable rate mortgages on the property for 3 to 5 years and a maximum loan value of 69%.
Many times they are looking for relief from increased payments. Hit them monthly, mailing a
yellow letter, 3 postcards and then repeating.
10. Multi-Family with Equity: If you’re interested in buying, holding or flipping income property,
target owners of properties with 2 or more units who have a maximum loan value of 69%. They
may be tired of dealing with tenant management and deferred maintenance. They may also
like the idea of owner financing your purchase, deferring taxes on capital gains and collecting
note income instead of net rental income. Hit them every 90 days mailing a yellow letter, 3
postcards, and then repeating.
11. Free and Clear: This is my favorite niche defined as homeowners with 40% to 100% equity.
According to the most recent U.S. census data, 33% of all single family homes are debt free with
even more having high amounts of equity.
By buying with attractive seller financing and getting creative with a seller’s equity you can
always give them their price. The only question is when. You can structure terms that can
make any property cash flow. You can also pull out cash the day you buy using hard money
loans or private investors. Hold as a straight rental, occupy with a tenant-buyer or sell with
wraparound owner financing.
Targeting free and clear houses, creating 0% owner financing and then rapidly paying off the
debt to the seller from the income on the property is what I call “the ultimate strategy” for
buying and selling houses. It works on any property…in any price range…in any area…during
any market climate.
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Mailing list brokers and tapping into your local county tax assessor records can help you identify
homeowners who have: a low loan balance, no loan balance or have owned property for 10
years or more. Mail cheap postcards every 90 days.
12. Out of Area: Also known as an Absentee Owner or Non-Owner Occupants, this is the list of
homeowners whose mailing address on public record differs from the property address. It
includes burned-out landlords who own single-family homes and multi-unit properties. These
prospects many times own (and will be interested in selling) multiple properties.
Get this list from county records, mail postcards every 90 days, update the file after each
mailing and then re-pull the list after 15 months.
Specialty Lists
13. Expired Listings: This is a great list of homeowners whose property was recently listed on
the MLS, but expired without being sold. You know they recently were interested in selling, but
they may or may not have sold their house. A lot of times they have been beat up by the
market, are panicking and are now very motivated.
You can expect a high response rate, but many of these sellers have little or no equity.
Therefore, you’ll be sifting through and sorting for deals that can work. A recommended
campaign is hitting them once every 2 weeks alternating 5 yellow letters and 5 postcards.
You get the list from the MLS through your own access or through a real estate agent. The
main problem you might face is matching the property address with the seller’s name and
mailing address. Real Estate Data Exchange, Inc. at http://www.TheRedX.com is an “expired
listing research company” who can help you import, cross reference and manage leads from
expired MLS listings.
14. Pre-Foreclosure: These are homeowners who are behind on their mortgage and facing
foreclosure. They have a Notice of Default or List Pending filed publically. Sometimes they’re
motivated to sell…but many times looking to stay.
Consider first targeting other niches because mailing to the pre-foreclosure market is typically
oversaturated and highly competitive. Almost every real estate investor, market broker,
bankruptcy attorney and real estate agent thinks this is a good list to mail to. You’re actually
better off calling them on the phone or sending someone to knock on the door. That would
give you a competitive upper hand. However, if this list must be compiled manually from court
records, or otherwise hard to get for your area, then it’s an awesome mailing list.
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Hit them monthly mailing a yellow letter, 3 postcards and then repeating. There’s real gold in
skip tracing an owner when a mail piece comes back marked “vacant” by the post office.
15. In-House Follow-Up: This is your number one best list yet few investors ever setup a system
to mail to it. This is your follow-up list of warm leads. You made an offer; they did not accept
it; and you still want to buy their house. These sellers usually think they have time or other
options. When they run out of time or options, you want them calling you back.
Simply working this list efficiently can double your closure rate and triple your income. Mail
anything to them every month until the house is sold. You can start with a yellow “follow-up”
letter, 3 postcards and then repeat.

How To Weather a Negative Cash Flow Storm
by Ron LeGrand
I just spent two days talking to my master’s members. We discussed numerous subjects, but
one topic that always comes to the surface when several people are in a room or on a call is:
Cash Flow Problems!
To address this issue, I’ll use the example of the client who seemed most concerned. I won’t
give you his name, but it doesn’t matter anyway. His situation is quite normal and easy to get
into. This client has attended several boot camps (some twice), and has taken initiative to get
the proper education. For that reason, I know he’ll work it out and do well. I also know a simple
marginal shift in his business will fix the problem within 60 days.
Here’s his situation and then we’ll discuss the solution… at least the one I proposed to him.
(1) He has 21 properties: 14 have lease option tenants; 7 are vacant and awaiting buyers.
(2) His negative cash flow is $10,000 per month and it’s only that low because he’s not paying
himself.
(3) He needs $5,000 a month for is family plus $10,000 to cover his current negatives, which are
largely payments on vacant houses!
(4) He quit his job and received a severance package that runs out in a few months, so he must
fix this problem quickly to survive.
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(5) He lives in an area where it’s tough to find tenant buyers with more than two or three
thousand bucks, so he’s not able to live on the deposits alone as I taught him to do.
(6) He has $450,000 in equity in his properties. He is stuck waiting for buyers to close and cash
him out!
That’s my best recollection of our conversation. I’m sure some of the details are incorrect, but
not by much.
OK! The first step to solving a problem is identifying it! The second step is to layout the options.
The third step is to pick the best option and the fourth step is to take action on the option you
choose.
Step One : Identify The Problem
The outgo exceeds the income so the upkeep is becoming the downfall. More cash is going out
instead of coming in. Part of his $10,000 negative cash flow is on mortgage payments. My guess
is $5,000 is tied up in those payments.
The rest is expenses of running his business. Since he is full-time, that isn’t a bad number when
you consider advertising, labor, auto, insurance, supplies, etc. Therefore half his outgo is to
feed vacant houses and the other half is to find more houses he can’t afford to feed!
To summarize his problem…
He Needs To Generate $5K A Month For Operating Expenses, Plus $5K for Payments, Plus $5K
To Live On!
He Needs A $15,000 Monthly Cash Flow Coming Into His Bank Account
… And He Needs To Do It Within 60 Days!
Step Two : Consider The Options
Now that we’ve clearly identified the problem, let’s look at all the possible solutions:
(1) Commit suicide
(2) Quit and let all the properties go into foreclosure
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(3) Get a job to cover the deficit
(4) Cut off all possible operating costs
(5) Cash out of the 7 vacant properties quickly
(6) Get the lease/option tenants to refinance quickly
(7) Borrow some money to cover the negative
(8) Buy more lottery tickets
Step Three : Pick The Best Solution
All of these are choices he could make, but I’ll have to assume 1 through 3 are out of the
question, and we can narrow 4 through 7 as possible choices since 8 is a long shot.
In this problem, a combination of solutions seems to be the best answer because each can
make a combination. My advice to him was to do just that. Take several proactive approaches
and one or more will work well.
Step Four : Take Action
I know one thing for certain …
A Little Bit Of Motion Is Better Than A Boatload Of Meditation
Solution (4) – Cut down on operation costs. That doesn’t mean go crazy and cease operations
by sticking your head in the sand. It simply means to take a hard look at his outgo and see what
can be eliminated, at least for now.
I suggested he quit spending a lot of money on advertising to buy houses for a couple of
months, and only leave in effect those things that produce good results with minimum cost
such as calling FSBO’s and driving traffic to his site.
Yes, I know you’re thinking this goes against my usual advice, which is….never shut down the
buying machine. However he won’t shut it down, he’ll just slow it down! Once you’ve been in
business a few months, deals will come to you from previous groundwork you’ve laid. It won’t
kill you to cancel your ad in the paper or not to buy signs for a month or two.
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The truth is none of that will matter if we don’t get this problem solved, because if he keeps
going the way he is going, he won’t be in business much longer.
You Can’t Make Up a Negative Cash Flow By Doing The Same Stupid Stuff That Created It!
Does that mean advertising was stupid? No it doesn’t. It’s smart, but he must cut expenses so
he can focus on fixing the problem. The biggest part of his problem is in solution #5.
Solution (5) – Seven houses with no tenants can only lead to cash flow problems if they all have
a mortgage-which is his case. Some of his houses have payments over $800 a month! I
suggested to him to create a guerrilla attack to drive in a flood of buyers to these houses
quickly. Here’s my list of guerilla tactics…
A. Get the houses flooded with signs and the streets around them littered with pointer signs
directing them to the property. Check on the signs twice a week. The pointer signs get you five
times the calls as a yard sign.
B. Prescreen all calls for good or fair credit and get their information sheets to loan brokers
immediately.
C. Mail flyers into the areas of the houses to tenants showing the “no money down.” Make sure
you give a description of the house and its features.
D. Create a free traffic plan to flood his site with prospects.
“Life would be dull & colorless but for the obstacles we have to overcome & the fights we have
to win”
Jawaharlal Nehru
You see, prior to our talk, he was looking for tenant buyers with several thousand dollars down
and that’s the only way he intended to sell. The problem is the deposits he was getting were
not large, and he accumulated too many vacancies waiting on large deposits. I can’t hold that
against him, because I’m always preaching that a good business is one where you never have to
cash out but when you do it’s a bonus, not a requirement to survive.
Of course, that’s based on the assumption you’re doing a few deals a month that produce
$5,000-$15,000 in deposits or down payments. He wasn’t. Therefore, negative cash flow crept
in.
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After he implements the solution above, I suspect his problem(s) will evaporate within 60 days.
He’ll need 30 days to get buyers into the system and 30 days to get them closed. Based on his
numbers, that should put over $100,000 in his bank account and create stress relief…at least for
awhile. Knowing what I know about his business, I told him in the future he needs to come up
with a new sales plan. It’s pretty simple:
Cash Out The Houses You Can And Lease Option The Others
That may sound simple to you, but truthfully most solutions are when you’re not the one with
the problem. If he cashes out of half his houses, he’ll have more than enough cash flow while
still building a portfolio of lease options.
You attract cash buyers and lease option tenants the same way with the same ads. The only
difference is the screening process. If they have good credit and no money, your exit is to get
them a new loan. You will need to find a mortgage broker in your area who is familiar with all
programs available. They are constantly changing.
If the buyers have money, they fit into the lease option program. If they have no money and
bad credit, they’re outta here!
Sell Half For Cash, Lease Option The Other Half. Let Your Buyers Decide Which Half Is Which!
Solution (6) – Get current tenants financed. He has 14 tenant buyers sitting there waiting to
buy, all he needs to do is push them. He should contact every one quickly and get their loan
application to a lender. I’d call them up and make an appointment to go see them. If they say
they want to buy, I’d get all the apps I could get and they’d be at the lender’s office the next
day! If he gets 10 apps and five closes, problem solved! Cash flow fixed! All this can be done in
thirty days.
Solution (7) – Borrow Money. This isn’t my favorite solution, but it’s certainly a viable one.
There’s no sin in him borrowing money if he can on whatever assets he’s got for a temporary
cushion. That’s what credit lines are for in any business. They are there to get you through low
cash flow periods.
By implementing all or some of these solutions aggressively, his problem is relatively easy to fix
and it won’t take long. By the time he gets this newsletter and recognized it’s him I’m writing
about, he probably won’t even have the problem Some people don’t survive this kind of
situation. They run and hide, throw up their hands and quit and blame the problem on
everyone else but themselves.
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When You Stick Your Head In The Sand, It Only Means Your Butt Is In The Air!
Frankly, some people are too weak to be in this business. No guts. No persistence. They believe
everything they hear from anyone with a voice. Easily influenced. Easily upset. WEAK!
There are no businesses without problems, and you must understand part of running a business
is solving a never-ending stream of them! As soon as you get one fixed, there’ll be another one
to take its place. Some big, some small, and some will require a lot of time.
That’s what creates guts! The ability to solve problems and not cry about them! The more
problems you solve, the more you’ll get! You’ll find that problems don’t bother you as much
and they become easier to solve!
Tough-minded business leaders thrive on problems, probably because they know they’re strong
enough to fix anything thrown at them. I solve more problems in a week than most do in a
year!
To Your Quantum Leap And Extremely Positive Cash Flow…

Our Business Partner Members
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www.USAREMentoring.com
USA Real Estate Mentoring Group
“Your Highway to Success”

Mentoring is the key to your success in Real Estate Investing!
We are:
-Successful Investors Currently Investing in Today’s Real Estate Market
- Best Selling Authors
-Our Group of Mentors Have Personally Trained Over One Hundred Real Estate Investors
-We KNOW Pennsylvania, and How to Invest Legally in Pennsylvania!
-Access to Our Team Members and Systems
-We Meet Once Per Month in the Pittsburgh Area (Wexford)
-1st Meeting is Free
-Different Levels of Training and Pricing Available
Visit www.usarementoring.com for more info
Brian Snyder: 412-992-8884
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