WPREIA Newsletter - December 2013
Merry Christmas, WPREIA Members!!
There will be no December Meeting!!!
Take this time to enjoy your families
Get ready for an amazing 2014

Thank You
I want to thank each and every one of you for helping 2013 to be the most successful year in
WPREIA history. We are growing rapidly, members are making money, and we are expanding
into new areas of education. I am really excited about our future.

Thank You
I want to thank each and every one of you who help out this year. This is our club; we are all
part of it. There is virtually no way I can name everyone who helped out this year, but know
that your time and efforts were appreciated!

Thank You
I want to thank Andy Kosmach for running the Light of Life Mission Charity food drive. Andy
spearheaded this program all by himself.
Due to the generosity of the individual club members, we collected 50 food items, $52.00 cash,
and $104.00 in 50/50 cash for a total contribution of approximately $206.00 to the Light of Life
Ministries, Inc.
The food went to the food pantry and the money will be used for the purchase of specifics for
the Thanksgiving Baskets, to be given to those who receive a Thanksgiving Meal provided by
Light of Life Ministries, Inc.
Andy has said that he will do this again. I want to do a charity drive at least once per quarter
and if the idea takes off, we might even do it monthly.
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Are We Moving?
I am currently negotiating with a new venue for next year. The hotel we meet at is either
moving our room or tearing up the parking lot or something else to make a simple meeting
more of a challenge. If we move, it will be to a nicer building. It will be a location that is easy to
get to. It will either be an upgrade or we won’t do it.

Congratulations!!!
Congratulations to Nick Lloyd. Nick is not only the writer of our tech segment each month,
but he is also the winner of the REIA video conference. I would like to tell you that the
competition was fierce, but that would be a lie. Nick was the only person who got off his
ass and entered the contest. His video was good, so it’s likely that it would have won
anyway. For taking action, nick will receive $100 and a free year’s membership in WPREIA.
Actually Nick’s video is pretty darn good check it out: Nick's Video

Upcoming Events
We have already launched a very strong commercial real estate sub-group.
Big Thank You – Sean Burr
We have a wholesale group starting in January - look for the email
Big Thank You – Angela Smith
We also have a veterans group starting in January – look for that email
Big Thank You – Dave Resanovich
and a Lou Brown group – look for the email
Big Thank You – Colleen and Casey Martin
Let me know if you have an idea for another sub-group

Big Law Change in 2014 to Impact Real Estate Investors
The Dodd-Frank Act becomes law on Jan 10, 2014.
All real estate investors need to view this video, explaining the new law and how it affects us.
http://www.youtube.com/watch?v=-379fUOAvn4
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12 Steps to the Closing Table and the Big Check
By Kathy Kennebrook (The Marketing Magic Lady)

Okay, so your property is under contract, you’ve pre-qualified your prospect; they are working
with the lender and everything is moving right along, right? Not necessarily. There are several
steps to a successful closing and we are going to cover those one by one. Now remember, once
you have your dream team in place, you will have the people available who will handle all of
the details for you. In the meantime, you still need to know what all the steps are so you know
everything gets handled properly.
1. Make sure you get a big enough deposit from your buyer so they have some real dollars
invested in the deal. Even if they are going for one hundred percent financing I still get as much
as I can in order to secure the deal better. If your buyer puts down a larger deposit they are
usually more committed to going through with the closing, so this is a requirement for me. I
won’t even consider a deposit less than $1,000.00, but I always try for as much as I can get. The
higher dollar the property is, the more deposit I require.
2. Make sure that the lender or the mortgage broker orders credit and an appraisal on the
property immediately. Usually, I will not consider a buyer who has not already been prequalified, so usually the credit check has already been done. Many lenders will try to wait until
they get the contracts and other paperwork in before ordering the appraisal. This is a no-no. If
you wait on the appraisal, it can hold up your closing by two to three weeks. Plus, if this buyer
doesn’t end up buying the property, the appraisal can be used for the next buyer. Most
appraisals are good for six months and now you have an appraisal that has already been paid
for.
3. Follow up with the loan processor to make sure the appraisal has been ordered and that the
other parts of the closing are moving along. Many times your title agent or your Realtor or your
sales person will do this for you, after all they want to get paid too. Make sure they have
everything they need from the buyer regarding loan documentation.
4. Follow up and make sure that title work has also been started. You want to make sure that
everything is done in a timely matter so that there are no holdups when you go to close. Every
once in awhile you may discover some small glitch in the title work that needs to be addressed,
such as a deed that wasn’t done correctly. There would need to be an additional quit claim
deed done to correct the mistake. Make sure the title agent understands the contract
paperwork and what entity the funds are to be paid to. You also want to make sure they do the
1099 correctly so the right entity gets taxed. You will also want to provide the title company
with a copy of the existing title policy. This means that they will be able to come forward from
the date of your policy which takes less time and this may make the title search cheaper. Make
sure the title agent understands who is going to pay for what regarding closing costs.
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5. Call the loan processor to make sure the property appraised for at least the amount of the
contract. Make sure your buyer has ordered a termite inspection, a survey, a radon inspection
or whatever else is required by the lender in order to close. Is there anything you can do to
move things along? If you have a copy of a fairly recent survey, you can provide a copy. This will
also save time and move you closer to the closing. Has your buyer’s deposit been credited?
Have they gotten the paperwork they need to the lender including employment verification and
rental history? These are all things you need to stay on top of.
6. If your buyers are using city or county funds to supplement their loan, there will need to be
another inspection done by the city or county. This is a stipulation of their program. Make sure
this gets done quickly in order to address any issues that could come up with the inspection. If
your buyers are having a home inspection done, make sure it is done right away. Not getting it
done in a timely manner can hold up your closing.
7. Does the lender have your information in order to be able to order a payoff on any
underlying loans on the property? Have they received the payoff yet and have you reviewed it
to make sure it is correct? Don’t just assume that just because they have been given figures
that those figures are correct. Make sure they fax you a copy of the payoff for you to review.
Double check the per diem amounts and make sure you aren’t being charged a prepayment
penalty if there isn’t one due. Make sure the most recent payment has been credited against
the amount due. These are problems I have had to deal with. If the loan is with a private lender,
sometimes it takes even longer to get a payoff from them. Some of them don’t know how to
prepare one, so they need the help of the title company or their real estate attorney for this.
This is also the time you might be able to negotiate a discount with them. This works especially
well if it was a seller held mortgage. We have gotten private lenders and sellers to negotiate
discounts on loans on several occasions which just made our paycheck bigger.
8. Has the buyer’s loan been approved? If not find out what the problem is and how to fix it if it
can be fixed. If the loan has been approved find out what the proposed closing date is going to
be. Has your buyer ordered insurance yet? You need to check this out and it needs to be done
as soon as possible. This is another area where you could have a glitch. Sometimes the age of
the property or the location of the property becomes an issue. For example, here in Florida
where I live, if there is a hurricane brewing, we end up in a “box” which is a period of time
where you can’t buy insurance until a hurricane passes. This can hold up a closing for several
days unless the insurance is already in place. A buyer must purchase a homeowners policy for
one year and it must pre-paid at closing.
9. If you are selling a condo or a home with a home owners association, make sure the lender
and the buyers have a copy of the home owner association rules and documents and that the
buyers have set up their appointment for their meeting with the condo association or home
owners association. If they are not approved by the condo association or homeowners
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association, the rest of the closing is a mute point. You need to make sure your buyer’s get
through this process successfully.
10. So now we have a set closing date. Make sure you contact the closing agent to make sure
you get a copy of the HUD or closing statement before the closing takes place and before you
arrive at a closing. Very recently we had a closing that didn’t take place because once we got
the HUD all the figures including the asking price and seller assisted closing costs had all been
changed. The closing price listed on the HUD was several thousand lower than the contract had
called for. I have never seen anything like it and the deal never closed. Check the numbers! If
there is a Realtor fee involved make sure the percentages are correct. Check the pro rated
amounts you are being charged for property taxes or association fees. When you close on a
property during the year, say in June and property taxes are due in October; you have to
reimburse the buyer for the property taxes from January until the closing date in June since
they didn’t own the property during that time period. The same would go for any association
fees there might be. You will have to reimburse the buyer for the period during the month that
they did not own the property. Double check to make sure these figure are correct. In my
contract, if we are assisting the buyer in any way with closing costs, the buyer can’t walk away
from closing with more than five hundred dollars. So this is another figure we check. Any
amount over the five hundred dollars is credited back to our side on the closing statement.
11. Call your buyer and make sure they have gotten a cashiers check for any monies they have
to bring to closing and make sure they know where it is and what time the closing takes place.
Make sure they bring a photo ID with them. The lender will require this. Believe me when I tell
you that these are all lessons learned from experience.
12. Now, Show up at the closing and don’t forget to bring the keys or garage door openers.
Take several deep breaths and try to relax. Once you get through the closing take another deep
breath, call your spouse and go out to dinner to celebrate.
Here is another point for you to consider. In my business, it is rare that I go to closings anymore
since the whole closing process is outsourced. The funds from the closing are directly wired to
an account for us so we get paid right away.
If I do go to a closing, I don’t go at the same time as the buyers. I usually go right after they are
done with all their paperwork. The paperwork on a closing for a buyer is fairly time consuming
and needs to be explained to the buyer by the title agent. I don’t like sitting at closings for an
hour or more until I need to sign my documents. If you have done your due diligence and
followed all the steps in the closing process, there isn’t really anything that can go wrong at the
last minute, so breathe easy but expect the worst.
Then when you get through the closing, cash your check or make sure your wire has arrived and
go to dinner to celebrate!! To learn more about Kathy visit this page: http://americanreia.com/about-kathy-kennebrook/
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Five Ways to Market Your Property for a Higher Return
By Larry Goins

So, you’ve located your property and now you have it under contract. Now it’s time to start
marketing that property to find a potential buyer. I’m going to walk you through some of the
ways that I’ve found to market my properties.
Before you do anything else, have some signs made up to put in the windows of your homes.
Most of your sales are likely to come from people driving around to see what’s available in that
neighborhood, so signs are a critical step.
Have the signs made and printed in bulk (because, of course, this won’t be the only property
you invest in, right?) so you have them on hand. Don’t forget, the process of buying and selling
these properties can happen very quickly, much faster than you might be able to have a sign
company print them, so it makes sense to have them ready to have. There’s nothing worse than
having a property you want to turn around, only to have to wait for the correct marketing
material to move it.
You can still have these signs made up, even if you never see the actual property itself. As long
as the property isn’t in the heart of a war zone (which you’ll already know by doing your initial
research), the signs can be generic enough to be placed anywhere.
Here are some key words and phrases that you can use for your signs: “Low Down Payment and
Closing Cost Assistance”, “Fixer Upper”, Owner Financing” “Move In or Rent Out”, “We Finance
It, You Fix It”, “Low Payments” and “Special Programs.”
Always make sure to check your spelling and have your contact information on each sign. Don’t
expect someone else to proofread these for you. Also, you’re going to want to chose colors that
really grab people’s attention, like black and gold and bold print. Think of construction signs.
They catch the eye and keep your attention while you read and comprehend them. That’s the
same thing you want with your house sign.
If the property is in a neighborhood where a yard banner might get ripped down or falls victim
to bad weather (think snow banks that could bury them), a sign in the window is probably the
best idea. Make sure it’s put on the inside of the window so it can’t be removed unless
someone is inside the house.
If your property is in a decent area, a banner is definitely the better option. Banners get more
attention from passers by, which results in more calls coming to you.
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Before heading to the property, make sure you have all the supplies you need. Or, if you’re
working with a realtor, make sure he or she has all the necessary supplies to put a sign in the
window. You’ll want to have rope, nails, tape, a hammer and a lock box. You want to make sure
you can put the sign up in one trip so you’re not wasting your time and money by having to run
to your local mart to pick up a forgotten supply.
Another way to market your property is to put it on eBay. This is actually one of the easiest
ways to list your property and I’ve had a lot of success selling my own properties on eBay. Keep
in mind that this isn’t going to be your typical listing for a cash sale. When you list your
property, choose a starting bid of around $500. In your listing is where you put your terms and
conditions and this is where you state that the bid is for the actual down payment, not the
property itself. Also within the listing, you can state how much the property is listed for, say
$30,000. Make sure you clearly state that the bid is only for the down payment, and that you
are financing the remaining balance for ten years, at 11% interest.
If you are planning to list your property on eBay, it’s a really good idea to go there first and look
at some other listings. Go to realestate.ebay.com and do a search for the keywords “down
payment”. This will give you a good idea of how other property deals are structured, as well as
some clauses and disclaimers that you may want to use for your own ad.
Consider listing your property on craigslist.com or backpage.com to capture the attention of
local buyers. People who use these sites are either looking to rent or buy, and are often hoping
for a rent to own or a lease option. With craiglist, you can add up to ten pictures per listing.
Remember, pictures can be a great tool to get someone’s attention, and the realtor you worked
with to buy your house provided you with pictures. You can use these without having to ever go
to the property to take your own.
You can also keep your ad short or go into detail. However, remember the key is to get
potential buyers’ attention by focusing on the financing and not the property itself. The key is
to get people to call and find out more information. From there, you can weed out the people
who just don’t fit what you are looking for.
Keep in mind the keywords that are listed above. Some sample ads include:
Why rent when you can own! Owner financing with $1,000 down on this 2 br 1 ba house! Call
800-555-1212
Payments less than rent! Yes you can become a home owner for as little as $1,000 down and
$400 a month. Call 800-555-1212
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Attention Investors! Get your first fixer upper with as little as $1,000 down and $400 a month.
Fix it up and rent it out! Call 800-555-1212
You may want to consider running an ad in the local newspaper. You can even use the same
format as the ads above, and these can generate a lot of interest.
Many times, though, it makes the most sense to sell to other investors who are looking for
these same properties. A lot of people are looking to invest in real estate and may not have the
cash or credit. If the person is handy enough, you can sell the property to them and they can fix
it up and rent it out. This is a great idea, because that investor isn’t actually living in the
property, but has the income from the rental. You get a good buyer, they get a piece of
property that they can hold onto for a long time and they might just come back to you for other
deals in the future!
To hear a Free webinar from Larry Goins just click the link below
http://larrygoins.com/network.php?p=American&w=FRFW

Book Review
Trump Strategies for Real Estate: Billionaire Lessons for the Small Investor
by George H. Ross (Author) Donald J. Trump (Foreword)
Received the following review from M. Epstein on June 11, 2006
Format: Paperback
Phenomenal investment insight from one of the worlds leading Real Estate gurus. I have been in the
business for 10+ years and I could have saved myself a lot of time and aggravation of “cutting my teeth”
in the business if I had this book as a resource early on in my career. This is with out a doubt the real
world MBA of Real Estate Investment. Mr. Ross does an unbelievable job of relating he and Trumps
world class Real Estate Investment empire in a way that is understandable and applicable to any size
investor. I can assure yo the tricks and methods he describes in this book are the way it “really” works
out there. No classroom can prepare you in the way that this book lays it all on the line. The subtleties
existing in the business world and Real Estate dealings in particular make the difference to your success.
Mr. Ross almost divulges too much information by un-locking the Billion dollar secrets that only hard
core experience and proven success over many years and Real Estate cycles could foster. If you want to
know how to do Real Estate Investment RIGHT…read this book!
View this book on Amazon
Average Customer Review: 4.4 out of 5 stars
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How Real Estate Investors Find Commercial Real Estate
Commercial real estate investing is a lot like residential real estate investing, in that the
information about properties is asymmetric. Not everyone has access to all of the information
at any given time. This is in contrast to the stock market where anyone with an internet
connection can find out all public information on any publically traded stock. Having access to
information about commercial real estate is where the money is made.

There are some large companies out there, acting as either commercial real estate brokers
(such as CB Richard Ellis, or Marcus and Millichap) or an MLS system for commercial real estate
properties (such as loopnet.com or some of the niche websites come to mind). There are also a
ton of smaller local and regional commercial real estate brokers who hold listings on all manner
of commercial real estate. The most important thing that you need to understand is that the
best deals are almost never advertised to the public. These deals are kept back for the brokers
or the agents’ preferred client list. The preferred client is a bit of a misnomer. The brokers
don’t really care who buys the property. The special list is more of a list of people who have
proven that they could buy the property. Commercial real estate brokers are plagued by
people who are interested in commercial property but who couldn’t put a deal together if their
life depended upon it. They are also besieged by other agents who want to market the
property that the first agent has under contract. It is a sort of lazy way for the second agent to
make money. So when an agent gets a hot property, they blast it out to their select list of
commercial real estate buyers. The idea is to get the property sold before the unwashed
masses hear about it. The unadvertised commercial real estate deal is often referred to as a
“pocket deal”. When talking to a commercial agent, you may wish to use this term. Ask the
agent if they have any “pocket listings” that fit your buying criteria. That tiny bit of jargon will
go a long way in establishing your credibility as a buyer.
You will need to learn the basic jargon of the commercial real estate investor’s world. You are
not a buyer, you are a principal. It’s the same thing, but a principal is different than an agent.
You will need to “proof up”, or provide proof that you have access to the funds needed to close
the deal. You will always need to sign and email back some sort of non-disclosure agreement.
I have always been baffled by these agreements, it’s not like the broker restricts the
information; they just want you to restrict the information. Lastly, you will need to send a
Letter of Intent to Purchase (LOI) if you want to buy the property.
So if you are new to commercial real estate investing, you need to find a way to get on to some
buyers lists. The way to do this is simply to email brokers about properties that are listed in
public, and describe to that broker what it is that you are actually looking for. After a dozen or
so of these sorts of email conversations, you will be on some mailing lists. With a bit of
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persistence, you will have a flow of commercial deals coming at you every day. That is your
goal, to have a deal flow to choose from.

If all of this seems a bit overwhelming, you can find courses on buying commercial real estate at
American Real Estate Investors Academy.

Correction to a November Newsletter Article
Board Member Brian Bartels caught an error in the DSCR article by Michael Anders that was
published in the November Newsletter. Below is his correction.
Thanks, Brian, for catching this!!
Hi, Josh:
I find a subtle inaccuracy in the presentation of DSCR by Michael Anders in the November
Newsletter.
Excerpt #1: It is stated that the DSCR = Debt Service / Cash Flow. It is then suggested the
DSCR will usually be around 1.2
This presentation is incorrect. Properly stated, the DSCR = Cash Flow / Debt Service. In other
words, the cash flow should be great than the debt service, and it should be at least 1.2 or
higher. One would not want the debt service to be greater that cash flow.
It is further stated that a second approach for determining the total allowable debt service is:
Excerpt #2: Debt Service = Cash Flow * DSCR, or that the debt service be 1.2 * Cash Flow.
Again, incorrect.
Regards,
Faithful reader and observer.
Brian

RealSTATs Reports
Below are links to the October 2013 residential figures provided to us by RealSTATs:
http://pittsburghreia.com/RealSTATs/2013/2013-10NewVsExistingSTATs.pdf
http://pittsburghreia.com/RealSTATs/2013/2013-10NewVsExistingSTATsReport.pdf
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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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