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Our next meeting is scheduled for Tuesday, February 18
DoubleTree Hotel in Greentree

Agenda:
6:30

Registration / Early Bird Class with Brian Snyder

7:00 – 7:20 Abbreviated Announcements
Properties For Sale – If you have a property for sale, email
pittsburghreia@aol.com
Vendor Parade – get to see and meet all of the people who help us make
money as they introduce themselves before the break
7:35 – 9:00 Scott Meyers – Keynote Speaker
About Scott Meyers
Many of you know that Scott Meyers is the best known self-storage investor in America.
That is why I brought him into town. What you don’t know is that Scott will be sharing
his new program with us. Scott will be teaching us about how he invests in self-storage,
and he will also be unveiling his bird dog program, where he pays other investors up to
$10,000 to find property for his funders. If that doesn’t get you to the meeting then
you are out of your mind.

Discount Program
As many of you know, we launched an exciting new discount program at the last meeting. With
this new program we now get more than 20 national discounts to include Lowes, Sherwin
Williams, Sears Commercial, and many more. This is a very valuable program and it would cost
you hundreds of dollars to arrange this on your own. Don’t worry, I already did it for you and I
even paid for your annual membership. If you missed last month’s meeting, email me at
PittsburghREIA@aol.com and I will send you a link and password to take advantage of this
program. If you own your own house you will save money, you don’t need a massive real
estate portfolio.

Inspirational Video
I can’t send the video, but I can send the link to you. This video is an inspiration for everyone (it
has nothing to do with real estate) - http://www.youtube.com/watch?v=tZ46Ot4_lLo
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Updates from Last Month
The sub-groups are in full swing. The ACTS, Commercial, Wholesale, and Lou Brown groups are
running great and starting to pick up momentum. This month we will re-launch the “CashFlow
Game” group, thanks to Kathryn Schimmel. This is also the month that we will start the
Wholesalers and Rehabbers sub group, led by Angela Smith.
Several PittsburghREIA members are in the running for the new Flipping Pittsburgh TV show. I
will keep you posted as I learn more.

Self-Storage Syndication - Using retirement plans to buy Real Estate
By Scott Meyers

Honestly - how often does America "go on sale?"
We're living in a very exciting time and savvy investors are wasting no time in putting their
retirement plans to work to capture attractive double digit returns with Commercial Real
Estate. Investors everywhere realize that the real estate opportunities available right now will
most likely never be repeated again during our lifetime.
In this country, most people hold their retirement savings in traditional and widely known
vehicles such as; company-sponsored 401k plans, and online IRA brokerage accounts. But these
are the same options that are causing people severe indigestion due to the gut wrenching
decline in the stock market. That’s because most traditional retirement plans only offer limited
options that are based solely in the equities markets.
The problem is that all of these investments are driven by and subject to whatever impacts Wall
Street, and lately, these investments are bouncing around like a pinball machine. This has
caused millions of investors who are sick and tired of the roller coaster ride on Wall Street to
explore alternative options for their retirement dollars.
As a result, these investors have pulled approximately $135 Billion from their traditional Wall
Street accounts, and they are now looking for a safe, predictable investment vehicle to grow
their retirement portfolio. This has provided an incredible opportunity for The Self Storage
Investor wanting to take advantage of the thousands of Distressed Self Storage Facilities that
can be purchased for pennies on the dollar by partnering with investors to acquire these red
hot deals. These are the facilities that are “underwater” when it comes time to refinance, or
the assets that never reached their break-even point or a stabilized occupancy before the
developer/investor ran out of funds. And they can now be bought at steep discounts from the
bank or the developer by the savvy Self Storage investor who can pay all cash and close quickly
by syndicating their money partners using self-directed plans.
Self-directed retirement plans
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Still somewhat unknown yet extremely powerful tools for your retirement, self-directed
retirement plans can help investors break free of the restrictions that traditional custodians or
employer plans place on us. By implementing a self-directed plan, a whole world of alternative
investments opens up.
While some of these plans do require a custodian, it's simple to roll over your assets from your
existing plan into a self-directed plan. Your custodian of choice will walk you through the
process of transferring assets into your self-directed plan and will also provide you with
guidance on what you can and cannot invest in with your new retirement account.
So Just what types of real estate investments can one invest in with a self-directed retirement
plan?
Here is a just a partial list for starters•

Self – Storage Facilities

•

Raw land (for Self Storage Development)

•

Commercial property (for Conversions)

•

Real estate notes

•

Real estate purchase options

•

Tax liens certificates

•

Tax deeds

All of these investments and more become available when you have a self-directed retirement
plan. Not only will these non Wall Street alternatives help you personalize and reach your
financial goals, a self-directed plan provides you unheard of privileges that the traditional plans
will not.
Depending upon the type of self-directed retirement plan here are some examples of the
flexibility and freedom you will enjoy:
100% Check Book Control – every penny of your retirement money is available with a stroke of
your pen. Easily invest into virtually any type of opportunity you feel good about by, simply
writing a check.
Consolidation – you can consolidate multiple retirement plans together (except Roth IRA) into
your new self-directed plan. This increases your investment horsepower enabling you to
properly diversify for an even better return on your money.
Combine with Spouse – One type of self-directed plan allows your spouse to combine their
retirement money with yours. Together you have check book control every penny in the
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account for convenient investing. This also saves you the cost of a separate retirement plan for
your spouse.
Quick, Easy Loans – One self-directed plan will allow you to personally borrow up to $50,000
and use the money for anything you want. You have up to five (5) years to pay off the loan. This
is NOT a taxable event, but a benefit of the plan. And if your spouse has money in the plan they
can also borrow up to $50,000!
Retirement Protection – every year frivolous lawsuits erase the hard earned retirement dollars
of thousands of people simply because they did not know what type of plan would have kept
their retirement accounts out of harm’s way. The correct type of plan can protect your financial
security from our greedy legal system.
I have no doubt this has opened your eyes to the world of opportunity that exists for the Self
Storage Investor looking to take advantage of the biggest “land grab” in our lifetime. I
encourage you to educate yourself on how to work with these eager equity investors to grow
your investment and retirement wealth together by syndicating and partnering to buy the real
estate asset class that has outperformed virtually all others during the recession – Self Storage.
To your success,
Scott Meyers
_________________________________________________________
During the last 7 years Scott Meyers has gained recognition throughout the country as one of the
foremost real estate experts for hands on Self Storage Investors. He specializes in syndicating investors
who use self-controlled retirement accounts to invest in Self Storage Partnerships.
For more information please visit his web site: www.SelfStorageInvesting.com

The Three Faces of Foreclosures
By Andy Heller and Scott Frank

So you want to invest in residential foreclosures? Not sure quite where to start? It is helpful to
understand first that there are three faces to “foreclosures”, each with very different
characteristics.
The first face of foreclosure investing is the “pre-foreclosure”. The pre-foreclosure period
begins when a homeowner gets behind on his or her loan, and ends with the foreclosure sale.
The pre-foreclosure phase itself is divided into two stages.
The first stage covers the period of time beginning when the homeowner misses their first
mortgage payment, and ends in the final month preceding the impending foreclosure sale.
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During this time if a homeowner is not already marketing their home, it will be up to the
investor to reach out to and find these distressed homeowners through ads (“We buy homes
fast” and “We have CASH for homes”) and networking.
The second stage occurs during the final month leading up to foreclosure. The precise laws
differ from state to state, but most states require some form of public notification of a pending
foreclosure. Investors can seek out these notifications, and many have ample contact
information for the investors to approach the distressed homeowner. Many larger communities
have a number of online and subscription services which compile the pending foreclosures in a
specific geographic range. You can also network within your local real estate investors
association and/or do an internet search (e.g. “foreclosure listings in order to find these
publications and services).
The pre-foreclosure face offers wonderful wealth generating potential to investors. They can
approach distressed homeowners, and give them some quick cash when there is ample equity
in the homes. There are also opportunities to work with some of the foreclosing lenders
directly (with the distressed homeowner’s approval of course), as it is in the lenders interest to
avoid costly foreclosures.
Pre-foreclosures may be arguably the most written about method of finding discount property.
It is amazing how many distressed homeowners wait to the last minute with their properties,
always thinking they would be able to bail themselves out. It is then, with little time left on the
clock, that some of these distressed homeowners realize that the only viable remaining option
is an investor in a position to move quickly.
On the plus side pre-foreclosures can be very, very lucrative. A typical pre-foreclosure might
have an investor paying off a distressed homeowners $220,000 loan, giving the distressed
homeowner $25,000 in cash to restart their lives, and taking over the $350,000 property. The
primary negative associated with pre-foreclosures is the taxing emotional element associated
with constantly dealing with homeowners involved in a downward spiral. Simply put, this will
not be feasible for every investor.
Almost twenty years ago we were one of those investors fresh out of one of those “get rich
quick” seminars. Our model was to focus on pre-foreclosures, and we went to one and only
one home. The family we visited was the most likeable family. The husband was a veteran, and
both he and his wife lost their jobs within a short time of each other. When visiting the home
their little girl took my hand and showed me the “doggie window”, the hole in the kitchen door
for their family dog to go in and out of the house. I left this visit emotionally drained and with a
sour feeling in my stomach. This was the last pre-foreclosure we ever visited.
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The second face of foreclosures is the “foreclosure sale”. This occurs when the loan on the
home is not brought current by the distressed seller or the home is not sold.
Again, the procedures and process have slight differences from state to state, and prospective
investors will need to educate themselves as to the foreclosure sale process in their respective
state. For many states, the sale of the property takes the form of an old fashioned auction on
the courthouse steps (in many states this occurs on the first Tuesday of every month).
Like pre-foreclosures, this also can be quite lucrative. However, unlike pre-foreclosures, there
is no emotion element other than controlling your adrenalin at the foreclosure sale. The main
drawbacks are that often investors are bidding on property they have not been able to access
(this makes assessing repairs and improvements quite challenging), an investor may need to
quickly assess the title and any liens quickly (this can lead to mistakes and can be costly), and
many states require certified funds at sale or within a very short time frame (such as 24 hours).
While investors can make a lot of money with foreclosure sales, having access to large sums of
cash or fast financing limits these to a subset of experienced and well-financed investors. If
you’re interested in this face, we suggest you go to a foreclosure sale le and see how one works
firsthand.
The third face of the foreclosure process is the “post-foreclosure”. If the property is not sold in
pre-foreclosure and not purchased by an investor at the foreclosure sale, then it goes back to
the bank or other lien holder who secured the loan.
With interest only, 100% financing, and other loans offered today requiring little down
payment, record numbers of properties are going through the foreclosure process without
attracting investor interest in the pre-foreclosure or foreclosure stage. These properties
eventually land on the desk of someone within a financial institution (bank, mortgage company,
etc) that has the responsibility of disposing of these properties. Many institutional lenders
carry dispose of so many properties that they have entire departments dedicated to this task.
Oftentimes, these departments are referred to as REO (real estate owned) or Post-Foreclosure
Departments.
When contacted by investors, institutional sellers will generally fall into one of three categories
There are many ways to find these institutional sellers. We teach how to find and approach
institutional sellers as well as the agents that many institutional sellers utilize to sell their
inventory of properties. (For more information please go to www.regularriches.com).
The first category is those institutional sellers that will be happy to work with an investor
directly, bypassing listing the property with a real estate agent. The second category is
institutional sellers that will at first indicate plans to list their REO property, but can be
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persuaded by the skillful investor to delay the listing until the investor has a chance to see
property and make an offer. The third category is those institutional sellers that will not
consider working with an investor directly, but will instead list their properties with selected
real estate agents.
One of the key benefits of purchasing post-foreclosures is that the sellers have no emotional tie
to the property. For financial institutions, this is a simple business transaction.
Further, investors seeking post-foreclosures should remind themselves that institutional sellers
are in the business of lending money, not managing real estate. At some point, if a bank or
lender has too many properties on their books, the number of REO properties will need to be
reduced, sometimes quickly, and oftentimes at a discount to investors. It is not as common to
acquire post-foreclosures at 30%+ investor discounts as is possible with some pre-foreclosures
(and even some foreclosures), but the available pool of properties at investor discounts of 1020% is plentiful.
If the investor’s sale or rental model minimizes the marketing time and holding costs associated
with each purchase, the investor will find post-foreclosures to be a good source of discount real
estate. Many predict this source will increase significantly in the coming years due to record
numbers of new loans today offered with little or no down payment required. Our model
allows us to minimize holding costs and marketing time, so we have elected to focus on postforeclosures as our primary source of finding discount real estate.
“Foreclosures” is a buzz word that attracts the interest of many new real estate investors. It is
helpful to understand from the start that there are actually three very different and unique
“faces” to the foreclosure process. Most established investors that buy foreclosures are
actually focusing primarily on one of these three “faces”. Therefore, for new investors who are
just getting started, take a look at the characteristics (time, money, risk, emotion element,
potential profits) of each of these “faces” of the foreclosure process and select the one that is
the best fit for you.
Whichever one you select, implemented properly, the three faces of the foreclosure process all
have the potential of putting a smile on the face of the investor. That is the one common
denominator of the three very different faces of the foreclosure process.
Andy Heller and Scott Frank are co-authors of the Fortune Magazine recommended book “Buy Low, Rent
Smart, Sell High”. Combined, they have been investing in residential real estate for over forty years and
have purchased and sold approximately 100 residential properties on a part –time basis.
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Foreclosures on Commercial Property
Becomes the Hottest Next Real Estate Opportunity?
by Scott Meyers, CSSM
The Washington Post recently reported that there's mounting evidence showing that the looming
foreclosure wave will dramatically affect the commercial real estate market.
The Web site of the Congressional Oversight Panel, a group that Congress created to oversee the
financial markets in the U.S., recently published this message message:
"Commercial real estate loans made over the last decade -- including retail properties, office space,
industrial facilities, hotels and apartments -- totaling $1.4 trillion will require refinancing in 2011
through 2014. Nearly half are at present 'underwater,' meaning the borrower owes more on the
loan than the underlying property is worth. While these problems have no single cause, the loans
most likely to fail are those made at the height of the real estate bubble.
"The Panel found that 'a significant wave of commercial mortgage defaults would trigger economic
damage that could touch the lives of nearly every American.' When commercial properties fail, it
creates a downward spiral of economic contraction: job losses; deteriorating store fronts, office
buildings and apartments; and the failure of the banks serving those communities. Because
community banks play a critical role in financing the small businesses that could help the American
economy create new jobs, their widespread failure could disrupt local communities, undermine the
economic recovery and extend an already painful recession."
"The new round of financial pain, which some had anticipated but hoped to avoid, now seems all
but certain. 'There's been an enormous bubble in commercial real estate, and it has to come down,'
said Elizabeth Warren, chairman of the Congressional Oversight Panel, the watchdog created by
Congress to monitor the financial bailout. 'There will be significant bankruptcies among developers
and significant failures among some community banks.'
"Unlike the largest banks, such as Citigroup and Wachovia, that got into so much trouble early on,
the community banks in general fared better in the residential mortgage crisis. But their turn is
coming: Not only did community banks issue a higher proportion of commercial loans, but they also
have held on to them rather than sell them to other investors.
"Nearly 3,000 community banks -- 40 percent of the banking system -- have a high proportion of
commercial real estate loans relative to their capital, said Warren, whose committee issued a report
on commercial real estate last week. 'Every dollar they lose in commercial real estate is a dollar they
can't use for small businesses,' she said. Individuals -- who saw their home values drop in the
residential mortgage crisis -- would not feel that kind of loss, but, Warren said, a large-scale failure
would 'throw sand into the gears of economic recovery.' "
So what does this mean for the Commercial Real estate Investor! Well, you guessed it: Opportunity.
Although the landscape looks grim on the surface, the silver lining is that there will be a bevy of bargain
basement priced commercial properties being sold by these banks. And although the community banks
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will experience a fair amount of this pain, I have to disagree with the magnitude that the post has
declared. The community bankers I talk to are in pretty good shape. Some will be offering some
properties for sale on a short sale basis, others may be taken back by the bank as they are unable to
refinance with the new value placed on the property.
The savvy, educated investors are lining up funding – with both bank funding and private funds to take
advantage of the greatest “land grab” opportunity in commercial real estate this country has seen since
the Great Depression. This author/investor included!
Scott Meyers, CSSM© is the President and Owner of Indianapolis Based Alcatraz Storage™ and is
considered America’s leading authority on Self Storage Investing through his company
SelfStorageInvesting.com. To reach him, or to invite him to speak, call 866-693-5999; e-mail
Scott@SelfStorageInvesting.com; or find him online by visiting www.SelfStorageInvesting.com.

KUDOS
I had to share this email from a WPREIA Member
I don't know in which forum to just make a comment.
Jim Uhler is quite visible at all of the meetings. He has handled appraisals for me on at least
sixteen properties. The assessment was lowered on all but two. It was worth every penny. I
can’t imagine the time, energy, aggravation, and cost had I done this myself. I don't think any
one realizes the amount of work he puts into his appraisal project. He deserves an applause.

Upcoming Events at Camp Horne Home Depot
Feb 20th: 6:30pm-8:30pm DO IT HERSELF CLINIC - Making a Modern Mirror
Feb 22nd: 10:00am-11:30am DO IT YOURSELF – Store Choice
Feb 23rd: 1:00pm-2:30pm DO IT YOURSELF – Store Choice
Mar 1st: 9:00am-12:00pm KIDS WORKSHOP – Trojan Horse Bank
Mar 8th: 10:00am-11:30am DO IT YOURSELF – Decorative Molding
Mar 9th: 1:00pm-2:30pm DO IT YOURSELF – Install Tile Wall and Floor
Mar 11th: 6:00pm-8:00pm WPREIA EVENT – Interior Paint, Drywall Patching
Mar 15th: 10:00am-11:30am DO IT YOURSELF – Interior Paint, Drywall Patching
Mar 20th: 6:30pm-8:00pm DO IT HERSELF – Installing Glass Mosaic Backsplash
Mar 22nd: 10:00am-11:30am DO IT YOURSELF – Store Choice
Mar 23rd: 1:00pm-2:30pm DO IT YOURSELF – Store Choice
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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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