WPREIA Newsletter – September 2017
Our next meeting is scheduled for Tuesday, September 19th
Greater Pittsburgh Masonic Center in Ross Twp
3579 Masonic Way, Pittsburgh, PA 15237

$10 at the Door
If your membership has expired and you aren’t ready to renew yet, or if you have visited the club
as a guest and are still deciding whether to join, you are welcome to join us for the monthly
meeting but you will be asked to pay $10 at the door. While an annual membership is cheaper
than paying $10 at each meeting, we understand that this pay-as-you-come option is a better fit
for some. Note that first-time guests are still free.

Main Meeting:
6:00 – 7:00 Pizza Networking – Informal networking opportunity before the meeting (let me
know by Noon on Tuesday if you are planning to attend, so enough pizza can be
ordered)
7:00 – 8:00 Club Announcements / Special Presentation - I’m always working on something
new, and if you miss the meeting you won’t know what that is.
Legal Minute with attorney Rob Xides
Accounting Minute with accountant Marty Schwartz
Landlord Minute with Chuck Pupich
8:00 – 9:00 Lead Testing - Rebecca Uchic
Introduction to Another Way to Fund Deals - Dan Spickard
Secrets to Making Big Money in Real Estate - Brian Snyder
Logistics:
Properties for Sale Table – I love this table idea. I wish I could remember who I stole this idea from so I
could give them credit. I think it was RICH Club from Houston. Even if it wasn’t, they do a lot of good
things and deserve credit for something.
Vendor Tables – Vendors are encouraged to set up trade show style in our vendor area.
Sub-Group Table – Don’t forget to look at the sub group table. We have a bunch of sub groups now and
you are bound to be interested in at least one of them. These groups are designed to supplement the
main meetings.
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Online Club Calendar – In case you missed it, we added a calendar to the PittsburghREIA.com website.
This way we can keep track of recurring sub-group meetings and club activities all in one place. Find it
under the Events tab.

Membership Renewals
If you need to renew your membership before the meeting then just follow this link
http://pittsburghreia.com/membership/membership_application_form.pdf then print out your application and
bring it in with your check. It is that simple.

…Below is newsletter content that was sent in advance, for those of you who
prefer to read smaller chunks of information more often. It’s being
included for those who missed it…

(Sept 16)

Exciting stuff coming our way this Tuesday
I hate spelling errors.. You mix up Two letters and your whole post is urined.
------------------------------------------------------------------------------------------------------ATTENTION ALL LANDLORDS
Lead testing our tenants if becoming a big deal quickly. Now guess who they are going to blame when
their paint chip eating little moron can’t perform in school. I will give you a hint, it won’t be the mother
who did drugs while pregnant, it will be the landlord.
We have Rebecca Uchic coming in to this months meeting on Tuesday to talk about this exact subject.
Rebecca was in OH when this same hysteria hit their area. You should come and hear what she has to
say. See the article below on the brilliance coming out of our Governor.
-------------------------------------------------------------------------------------------------------There is another way to raise private money.
Also exciting news, we have Dan Spickard coming into the REIA meeting. Dan is an expert in an odd area
of funding. He will be teaching us another way to fund your real estate deals. This really matters to those
of us who raise private money.
------------------------------------------------------------------------------
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Technique tips from a pro (how to make money out of nothing)
Our very own Brian Snyder will be sharing his secrets of making big money with real estate investing.
-----------------------------------------------------------------------------------------Wolf administration calling for universal blood-lead testing for young Pennsylvania children
By Jenny Wagner, staff writer
Sep 7, 2017
In an effort to gauge the scope of lead poisoning in Pennsylvania, Gov. Tom Wolf and other state officials
are calling for universal testing of all children under age 2.
The governor’s office said in an announcement last week that universal testing would allow the state to
learn more about who's at risk for lead poisoning, and ensure children with elevated blood-lead levels
have access to services and care. Wolf wants the Department of Health to work with the General
Assembly and others to draft the necessary legislation to put a program in place.
Even at low levels, the toxic element can affect growth and development in children. At high levels, it
can lead to anemia, muscle and stomach issues, as well as brain damage and possibly cancer, according
to the U.S. Centers for Disease Control and Prevention. The dangers are even greater for fetuses and
very young children.
Exposure to lead can occur through drinking water when it leaches from corroded pipes, and from leadbased paint found in old homes or on objects children may chew on. Children also are at risk if they
inhale or ingest lead-contaminated dirt or house dust.
The CDC recommends considering blood-lead testing if exposure is suspected. While no medical
treatment is needed for children with levels below 45 micrograms of lead per deciliter of blood, the CDC
considers 5 micrograms per deciliter an elevated blood-lead level, at which possible exposure sources
should be explored and eliminated.
The Pennsylvania Department of Human Services requires blood testing for children on Medical
Assistance at ages 1 and 2. In 2015, only 27.8 percent of children under 23 months old were tested for
lead, according to state Department of Health data. Of those, 2.6 percent had confirmed levels between
5 and 9.9 micrograms per deciliter, and 0.84 percent had confirmed levels at or above 10 micrograms
per deciliter. Another 1.83 percent had unconfirmed elevated levels.
Acting state Secretary of Health and Physician General Dr. Rachel Levine said universal testing would
also address gaps in the data and allow the state to develop a lead-poisoning prevention strategy.
“In the meantime, we encourage parents to talk to their pediatricians about the risk factors and ask that
their child be tested,” Levine said. “It is essential to learn the facts and your individual risks to prevent
lead poisoning because any level of lead detected in your child’s blood is too high.”
3

WPREIA Newsletter – September 2017

More information about lead and Department of Health services is available online at health.pa.gov or
by calling 1-800-440-LEAD (5323).
Enjoying our content? Become a Intelligencer subscriber to support stories like these. Get full access to
our signature journalism for just 44 cents a day.
Jenny Wagner: 215-949-5718; email jwagner@calkins.com; Twitter: @ATJWagner
(Sept 13)

Last Chance for 3 day note class in Pittsburgh !!
Hello Pittsburgh REIA,
I just spoke with Joe Varnadore from NoteSchool and he told me that because they had such a huge
response from Pittsburgh REIA members that NoteSchool has made a few more seats available to our
members only for the upcoming 3 Day Power of Power class being held in Pittsburgh. The 3 Day Live
Class will be held September 22 - 24, 2017 at the Pittsburgh Marriott City Center, 112 Washington Place,
Pittsburgh, PA.
You know that I will not endorse anyone that isn’t the real deal and I want to let you know that
NoteSchool is as real as they come. NoteSchool & Joe Varnadore have been in the note business for
more than 35 years and have been involved in more than 40,000 note transactions!
So we are offering you the same pricing that was offered at the full day class on Saturday August 15,
2017 but you must act now…….
If you reply to this email message PittsburghREIA@aol.com by Wednesday September 20, 2017 at 5:00
PM, you’ll receive:
• 3 Day Live Intensive “Power of Paper” Class (Valued at $1,997)
• FREE BONUS TICKET for spouse or business partner to the 3 Day Class ($500 value)
• Rich Rewards (Performing Notes) and Big Money from Bad Debt (Non-Performing Notes) Online On
Demand Home Study Course with Workbooks ($500 Value)
• And you get all of this for only $997!
You will spend time in the classroom training with NoteSchool’s trainers learning:
• How to price bad loans by using actual case studies
• Why the mortgage meltdown is in your favor
• How to find these notes for pennies on the dollar
• How build your own portfolio starting with only $100
• Technical and legal aspects of distressed debt (due diligence, documentation, etc.)
• Learn, hands-on, by dissecting actual deals in class
• What seller financing is
• Why seller financing is becoming the answer to the mortgage meltdown
• How to find, buy, and sell quality notes
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• How to invest in notes for your own portfolio
• The profit potential for the seller-finance professional
As Joe showed us, your first transaction can easily pay for the entire course. For example, imagine
owning the residual interest in a $100,000 note for only $100. The income for many years in the future
could incredible income in your pocket! Or tax free retirement account.

• Plus Special Bonuses:
Sample Documents You’ll receive access of 44 sample documents on downloadable word docs that are
invaluable for seller-financed transactions. They’ll help you conduct your business smoothly and
efficiently.
And
If you are really serious about super charging your business you can add the
Turn Key Flipping Academy for an additional $500. This is usually priced at $997!
This will enable you to create your very own Turn Key Rental Business just like the big guys.
Turn Key Flipping Academy Includes:
• Six Online On Demand Training Series with a Follow Along Workbook
• Weekly Question & Answer Calls
• Turn Key Forum
• Access to all Turn Key Vendors
You will receive The Power of Paper and
Turn Key Flipping Academy for only
$1,497
___________________________________________________________________
If you’re serious about building a successful business in the next few years, don’t let this pass you by.
The opportunity in this industry in the next few years will arguably be the best we’ll see in our lifetime.
Don’t get left behind!
This isn’t some “fly by night” investing gimmick; it’s a true strategy that has been proven by NoteSchool
over the past 35 plus years. I know I’ll be jumping on this opportunity!
But you must act now. Joe’s special offer expires on [Wednesday September 20, 2017 at 5:00 PM].
Click on this link [Add Link] to take advantage of this superb training opportunity. You’ll soon receive
access to the on-demand online courses. You can attend whichever live training is convenient for you. If
you have questions or want additional information, just let me know.
Wishing you success,
Josh
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P.S. NoteSchool is only offering this huge discount for Pittsburgh REIA and it’s only available until
Wednesday September 20, 2017. Call me right now to sign up at 412 592 2146 or email
PittsburghREIA@aol.com and take advantage of this offer now!
PPS. This will be your only chance in the next 12 months to attend NoteSchool’s 3 Day Class in
Pittsburgh. The 3 Day Live Class will be held September 22 -24, 2017 at the Pittsburgh Marriott City
Center, 112 Washington Place, Pittsburgh, PA.

(Sept 9)

Expert Advice for You and a Deal
Living Through Some Summer Haze
The summer is drawing to a close. There’s a chill in the air in the morning. The midday sun isn’t quite so
hot. And I’m seriously behind on my blog! Time to snap out of that summer haze.
My approach to the summer was to make the most of it. At least the non-working portion of the
summer. I succeeded in that regard.
But I’m here to muse on being productive (ironically).
Before I go on I need to return to my last blog for an interesting tale. I’m easily amused so I feel the need
to share such things. Last time I wrote I talked about opening a house to let the public pick through it
and lighten the clean-up load. I joked about finding treasures in the house. Curiously enough, shortly
after the clean-out I was showing it to a potential “work for equity” buyer and they spotted a bag of
money in a closet. Seriously.
It was a small bag of silver coins (yes, there was actual silver in our coins 50+ years ago). It wasn’t a bag
of hundred dollar bills, but hey, it’s the first bag of money I’ve ever found in a house! That alone is pretty
exciting. But to know it hid there through a hundred people specifically combing over the house looking
for things to take (my “free stuff” open house), that’s actually kind of amazing. So anyway, there’s proof
that there is (occasionally) a bag of money hidden in that old dump you’re looking at!
Now where was I? – summertime.
I recently returned from the beach where I truly tried to avoid all work. I did a mostly good job of that.
Certain things like a few phone calls and emails seem to follow you wherever you go. Dropping my
phone in the bay midway through the week did help a little bit though. Yeah, that really happened. And
no, a bag of rice couldn’t dry that sucker out! It’s okay, that phone was all scratched up anyway from the
time I dropped it off the motorcycle and a car ran over it.
Moving on.
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So you might think I’d wish every week was a vacation week. Not so. I wish every week was the week
before vacation. I got so, so much done the week before vacation. Have you ever experienced this
phenomena? You manage to pack all sorts of high-end productivity into the last few days before leaving
for vacation. It was fantastic. I was on fire – tying up loose ends, knocking out paperwork, making phone
calls I had put off, and wrapping up bookkeeping tasks.
If you’re one of those people who is that productive every week, then I want to be you when I grow up.
But for the rest of us, I think most people have experienced this pre-vaca bump.
The vacation departure deadline is unmistakably fixed. You aren’t going to push it back. Then there’s the
desire to put some things away so they won’t nag at you while you’re away. Finally there’s the push to
clear things up so that the tasks awaiting your return aren’t bigger than they have to be. It is the perfect
storm of productivity, and you are wise to use it to your advantage. You triage, and you focus, and you
accomplish.
The question now is, how do we create such urgency on all the other weeks? I don’t have a quick
answer. But I’m working on it. One thing I know is that our motivation – our acting and our failing to act
– is entirely driven from within. The deadlines only have the value we grant them.
If you have some thoughts on motivation, please share them!
Jay Belcher
You can comment and ask Q’s on Bigger Pockets where this blog lives:
https://www.biggerpockets.com/blogs/8882-boots-on-the-ground-success-and-mistakes
Taking action in Southwest PA. I’m a little experienced & a little green. Learn with me – a frank look at
day-to-day work, success, & mistakes.

Josh's note - I have always found that motivation has an ebb and flow to it. Some days you are an
animal, some days your are an immovable object. The key to sustaining motivation is to keep the focus
on your "why". Your "why" is the core reason that you want to be an entrepreneur in the first place. In
my case it is my family.
-----------------------------------------------------------------------------------------------------Hi Josh
Here are the details - 3 unit building in zip code 15210 - city not Mt Oliver
each unit is 2 bedrooms - monthly rent includes water and sewage $868.00
Unit 1 - long time tenant
Unit 2 - vacant - but advertised for renters
Unit 3 - vacant - but advertised for renters
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Bus stops right at front door
2 car garage - detached
parking on street
asking $260,000.00
Can't do owner financing as i am looking to clear up debt - to be debt free
I do have other units in the area - depending on how this deal worked out - the owner of this investment
could possibly have first crack at future sales. and I might entertain future purchsaes for owner financing
No tire kickers - serious inquiries only -call for details
kmcampbell@zoominternet.net
412-559-0755
----------------------------------------------------------------------------------------------Cheap Fixer Upper in a Great School District
South Fayette Schools #1 SAT in the area
$9999 Buys this home - Handyman Special
18 Morgan St, Cuddy PA
This historic house was once a non denominational church. She has fallen on hard times. Vacant for the
past 2 years, there are a number of cosmetic and functional things wrong with her, but the old gal has
potential if you have the skills to fix her up. Furnace and water heater are in place and were working
when the last occupant was there. The electrical service is still the old screw in fuse type. The drop
ceiling needs to go. All of the flooring need to be replaced. The lot is large with a parking pad above the
house on an intersecting road. You might want to excavate a parking pad but that is your call. The steps
to the house are junk, they need to go. IF you are looking for a cheap fixer upper, then this one is for
you. The price reflects the back taxes that are owed on the property. The neighborhood is a big selling
point. South Fayette school dist is on of the best in Western PA. This house will be sold on a first come
first serve basis, so don't wait too long to come and see it.
Email PittsburghREIA@aol.com for more info
(Sept 6)

A pile of messages from Pittsburgh REIA
Below is deal backed by Maronda, basically they sell the house to an investor then rent it back from him
while they build the rest of the plan. So by the time the plan is complete, He has paid down the debt 1%
per month, in this case about 48% or so. Then he can refi out.

8

WPREIA Newsletter – September 2017

Josh,
I just got thrown another deal on a model Maronda home down in Canon Mac, a real estate agent that I
have worked with before found the deal for me before the home is even finished and marketed. I’m
looking for another investor that wants to be hands off and is looking for a guaranteed 10-15% annual
return on an investment from the 80-120k range over a 3-4 year term. Would you happen to know
anyone?
Very Respectfully,
Michael A. Kelly
President
MAK Property Development
(817) 320-7687
-------------------------------------------------------------------------------------------------This Saturday with Alex Deacon and Phil Scolieri
September Meetup with Atty Phil Scolieri
Alex Deacon Team Real Estate Networking Meetup
Saturday, September 9, 2017
10:00 AM
Keller Williams Brokerage
1500 Oxford Drive Suite 300
Bethel Park, PA
YOU NEED TO RSVP FOR THIS EVENT - email alex@alexsellspittsburgh.com,
--------------------------------------------------------------------------------------------

Freddie Mac: Mortgage rates hit second-consecutive 2017 low
Is this downward trend coming to an end?
August 31, 2017
Kelsey Ramírez
Mortgage rates hit an all-new 2017 low for the second-consecutive week, according to Freddie Mac’s
weekly Primary Mortgage Market Survey.
“The 10-year Treasury yield fell to a new 2017-low on Tuesday,” Freddie Mac Chief Economist Sean
Becketti said. “In response, the 30-year mortgage rate dropped four basis points to 3.82%, reaching a
new year-to-date low for the second consecutive week.”
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(Source: Freddie Mac)
The 30-year fixed-rate mortgage dropped to 3.82% for the week ending Aug. 31, 2017. This is down from
last week’s 3.86% but up from 3.46% last year.
The 15-year FRM also decreased, dropping from last week’s 3.16% to 3.12% this week. This is still up
from last year’s 2.77%.
The five-year Treasury-indexed hybrid adjustable-rate mortgage decreased to 3.14%, down from 3.17%
last week but up from 2.83% last year.
“However, recent releases of positive economic data could halt the downward trend of mortgage rates,”
Becketti said.
----------------------------------------------------------------------------------------------------Pending home sales decrease slightly in July
Marks fourth decrease in five months
August 31, 2017
Kelsey Ramírez

Pending home sales dropped slightly in July, marking the fourth decrease in the past five months,
according to the latest Pending Home Sales Index report from the National Association of Realtors.
The index, a forward-looking indicator based on contract signings, decreased 0.8% to 109.1 in July. This
is down from a downwardly revised 110 in June, and down 1.3% from last year. This marks the third
annual decrease in the past four months.
“With the exception of a minimal gain in the West, pending sales were weaker in most areas in July as
house hunters saw limited options for sale and highly competitive market conditions,” NAR Chief
Economist Lawrence Yun said.
“The housing market remains stuck in a holding pattern with little signs of breaking through,” Yun said.
“The pace of new listings is not catching up with what’s being sold at an astonishingly fast pace.”
Yun explained the national median home sales price rose 38% over the past five years, however hourly
wages increased just 12%. This trend continues to place pressure on affordability in some markets. But
NAR’s report showed the slowdown in existing sales since spring is the result of a supply problem and
not one of diminished demand.
“Buyer traffic continues to be higher than a year ago, the typical listing has gone under contract within a
month since April, and inventory at the end of July was 9% lower than last July,” Yun said.
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“The reality, therefore, is that sales in coming months will not break out unless supply miraculously
improves,” he said. “This seems unlikely given the inadequate pace of housing starts in recent months
and the lack of interest from real estate investors looking to sell.”
Yun predicted existing home sales will close out the year with 5.49 million, an increase of just 0.7% from
2016.
“The combination of weaker contract signings and the expected pause in activity in the Houston region
because of Hurricane Harvey will likely slow overall sales growth in coming months,” Yun said.

(Sept 3)

A few notes on leadership and why it is important to your wallet
I seem to be a bit philosophical today. I was just in a room listening to best-selling author John C
Maxwell. For those of you who don’t know who John C Maxwell is, here is a bit of his bio.
Maxwell is a leadership expert, speaker, and author. He has written more than 100 books and sold more
than 30 million copies. He is the founder of INJOY, Maximum Impact, The John Maxwell Team, ISS and
EQUIP. EQUIP is an international leadership development organization working to help leaders, involved
with leaders from more than 80 nations. Its mission is "to see effective Christian leaders fulfill the Great
Commission in every nation".
Maxwell speaks annually to Fortune 500 companies, international government leaders, and
organizations as diverse as the United States Military Academy at West Point and the National Football
League. A New York Times, Wall Street Journal, and Business Week best-selling author, he was one of 25
authors named to Amazon.com's 10th Anniversary Hall of Fame. Three of his books, The 21 Irrefutable
Laws of Leadership, Developing the Leader Within You, and The 21 Indispensable Qualities of a Leader,
have each sold over a million copies.
That man is brilliant and funny at the same time. If you ever get a chance to list to him, go for it.
Maxwell is partnering with Ambit to offer a training program on leadership and personal growth. That
partnership got me thinking about how leadership applies to what we as real estate investors do to
become successful. Unlike jobs, where we build a business for someone else As a real estate investor
you are building something for yourself and for your family. You are the leader even if your entire team
is you. So I wanted to share some of my notes from John Maxwell’s 4 hour talk.
This is a random collection of thoughts, so don’t email me and tell me that my paragraphs don’t connect
to each other, that is what random means.
Growth is the only guarantee that tomorrow will be better than today.
Become a life long learner, learn something new every day.
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Hope is a nice idea but it is not a strategy.
You do not need to work on getting older, you need to work on getting better.
Ask questions, be inquisitive. People start to become old when they lose the ability to be curious.
Be people centric.
Focus on today.
Yesterday ended last night at midnight, today matters, it creates tomorrow.
Speed up, create a sense of urgency in everything you do, you only have so many days left in you.
How many of us want things in our lives to change, and how many of us are willing to change ourselves?
What is in the past is irrelevant, let it go.
You have to get rid of yesterday to get better today.
Growth requires giving up the security of today. Make yourself uncomfortable, get out of your comfort
zone often.
If yesterday still excites you then you are not growing today.
Growth is the great separator (this is very true in our world, the top performers are the ones to spend
more time and effort educating themselves, if that isn’t you, then you need to change)
Everything worthwhile is uphill from where you are standing.
You can’t go uphill with downhill habits
NOBODY IS BORN SUCCESSFUL
Growth proceeds greatness
If I partner with you, I will make you better
Making money is never the goal, the goal is the process. The process is the real goal, it leads to making
money.
What are the character traits of people that you want to be in business with? (for me, I want people who
take action, I want people who want to learn everything)
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The 40/40/40 rule – most people spend 40 years working 40 hours per week, so that they can retire on
40% of their income, this plan SUCKS
Plan your day, and keep a record of how you executed your plan Planning without action is just a day
dream.
20% of what you do will make you money, but you can’t tell which 20% that is.
Focus on the steps that you need to take, not the end goal, then take those steps as often as possible.
READ A LOT, STUDY YOUR CRAFT
As you can see, a lot of this fits into what we do as real estate investors. Success is just a matter of doing
the things that are required to be successful and learning and growth are as important as action. When I
look around the room, I see the action takes and the people who have committed themselves to
education and they are the success stories in the room. If this isn’t you, then you are in luck because
tomorrow is built today.

(Sept 2)

Let’s help the people of Houston TX in their time of need.
I just got back from an Ambit Seminar in Dallas TX. Lots of good things going on at that convention. The
best thing in the Dallas area was happening in another part of the Dallas convention center. That
massive building was the largest evacuee center for people displaced by hurricane Harvey. I got to chat
with a few of them and the first responders. Those people pretty much lost everything. They had the
clothes on their back and a few meager possessions, and their lives. I was part of the group that took
control of New Orleans when Katrina hit, and this looks worse to me.
So Pittsburgh REIA is going to partner with the National Real Estate Investors Club and 39 other REIA
clubs, to do something about it.
Please Help Us At The National REIC Raise Money For The Victims Of Hurricane Harvey. Let’s Show
People That Investors Really Care & Have Hearts Of Gold.
HERE IS THE FUNDING LINK: https://www.gofundme.com/nationalreic
SHARE THIS LINK EVERYWHERE, DONATE & SHARE
GET FREE ADVERTISING FOR DONATING TOO, & BE RECOGNIZED FOR YOUR DONATION (Person,
Business, RE Investment Club)
READ THE GO FUND ME STORY AND SEE HOW YOU HOW WE WILL ADD YOUR NAME IN OUR MAGZINE
ISSUE FOR FREE (OUR GIFT TO ALL OF YOU FOR DONATING)
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THEN SEE HOW YOU DONATION HELPED THE FOLLOWING ISSUE IN JANUARY 2017.
Get Your Name, Business Name, REIA Name Out There For Doing Good & Giving Back - It Feels Good
Too….
HERE IS THE FUNDING LINK: https://www.gofundme.com/nationalreic
SHARE THIS LINK EVERYWHERE, DONATE & SHARE
Real Estate Investor Magazine (Distributed to 50,000 Investors Starting October 2017) Published By:
National REIC
HERE IS THE FUNDING LINK: https://www.gofundme.com/nationalreic
HELP OTHER AMERCIANS IN NEED TODAY, WE WILL MAKE SURE YOUR DONATION GOES TO GOOD USE
& YOU WILL BE RECOGNIZED FOR YOUR DONATION
SEND THIS TO ALL YOUR MEMBERS & EMAIL LIST AS WELL PLEASE TO HELP RAISE MONEY…… WE ARE
LISTING ALL DONATIONS & AMOUNTS IN OUR OCTOBER ISSUE
THEN IN OUR JANUARY ISSUE YOU WILL SEE HOW THOSE FUNDS YOU DONATED HELPED PEOPLE IN
NEED.
HERE IS THE FUNDING LINK: https://www.gofundme.com/nationalreic
SHARE THIS LINK EVERYWHERE, DONATE & SHARE
John J. Zwirzina III
National REIC – President Founder
Mobile: (484) 574 – 5321
Office: (484) 574 - 5321
Info@NationalREIC.com
www.NationalREIC.com

(Sept 1)

The difference between good and elite
I am in Dallas at an Ambit conference with a number of other REIA members, and it is a good time. That
is not what I want to talk to you about today. I want to talk to you about the one speaker I really
resonated with yesterday. He was a Naval Academy Graduate, who played professional football, and
then went and became a Navy SEAL. I have never met the man, but I suspect we have some common
friends. His name was Clint Bruce of Trident Response Group. The topic of his talk was "becoming elite"
14
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A lot of what he said clicked with me. I used to work with some of the most elite warriors on the planet
and some of the traits that made those people elite, translate directly into being a real estate investor.
The core of Clint's was that there is a continuum of performance from bad, to good, to excellent, to elite.
Nobody wants to be bad. Many people will settle for good. Professionals will strive for excellent. The
rarest of individuals will look at excellent and say that is just not good enough. I can do better.
The key difference between the good and the excellent, is drive. The excellent will push themselves, to
reach their goals. They educated themselves, they work at their craft. The elite are those same people,
but they have one more ingredient, they refuse to stop at excellent. That is it pure stubbornness coupled
with something more. That something more is an individual thing, and it has to be external. You need to
have a "why" that is bigger than yourself. For many of us in the real estate world, that why is our family.
We strive, I strive to build a better life for them. Selfish desire will only take you so far, you need a why
that is bigger than you are. If you don't have that "why" yet, then I encourage you to find it. One of the
most powerful why's is the desire to do good for others.
So now I have some homework for all of you reading this message. Don't worry, it wont be collected or
graded. Your homework is to figure out your "why" find that external source that drives you, because
the elite are not the most talented, the elite are the people who get knocked down and then get up
more times than everyone else. I can surely tell you that I was about the least talented member of an
elite group at one point in my life. I was surrounded by legends, and people who had accomplished
much more than I had. I just knew that the mission was more important that I was, and I was never
going to give up.
Once you have your "why" solidly in your head, I want you to bring it to life in the real world. I want you
to write it down on your fridge, so that you see it every time you open that door. I also want to install a
question in your head. I want you to ask this question every time you see your "why". The question is,
"what am I doing to perfect my craft, and how am I moving towards my goal today?" This is a simple
question, but it puts you on the spot and it makes you accountable to your "why".
To your success, and to your "why"
Josh

(Aug 26)

Houses for sale, private funding, and prop management
This should start your weekend off in the right direction
Let’s start off with an update.
Two people asked me this question, so it is worth addressing.
The 3 day note school event in Pittsburgh is set up so that people who were not at the 1 day seminar are
15
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welcome and will not have any trouble with the info. First there is a home study course that will catch
you up and 2 online modules. Also they will recap much of the info that we saw on the Saturday course.
Feel free to contact me with any other questions about this event I promise I will find a way to squeeze
Pittsburgh people into this event.
Josh
-----------------------------------------------------------------------------------------Now some deals !!!!!!
RAISING BUSINESS CAPITAL
LOCAL INVESTOR SEEKING $25,000 FOR BUSINESS.
WILL REPAY AT 15% WITHIN 30 DAYS.
CALL JIM – 412-758-7792
----------------------------------------------------------------------------------------LOCAL REAL ESTATE INVESTOR
SEEKING 3 PRIVATE MONEY LENDERS
AND/OR PARTNERS
FOR 3 UPCOMING
REAL ESTATE PURCHASES
* Monthly payments
* Cash out – 18 to 30 months
* Interest rates
a. 8%, paying $1,218.05 per month x 18 months = $21,924.90 total interest
b. 12%, paying $668.60 per month x 30 months = $20,058.00 total interest
c. 16%, paying $914.43 per month x 24 months = $21,946.32 total interest
These are income producing properties as 2 will be
converted into Shared Living properties.
FOR MORE INFORMATION
CALL JIM – 412-758-7792
---------------------------------------------------------------------------------------PROPERTY FOR SALE - “ALL CASH DEAL”
2207 Hawthorne, Swissvale, 15218 - $37,500 CASH including fee
3 bed 1.5 ba. Brick, good furnace, hot water tank and updated electric. On busline, near restaurants and
shopping, close to Parkway. Need approx. 3500 - 5K cosmetic. Swissvale is a strong rental area, 3bed
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WPREIA Newsletter – September 2017

should bring in $750 - 800 per month
Call for OPEN House dates and times.
Call 412-758-7792 Today
---------------------------------------------------------------------------------PROPERTY FOR SALE - “ALL CASH DEAL”
301 1/2 Howard Dr., Upper St. Clair - $256,500.00 CASH!!!
including fee
4 bed, 2 full baths, 2 half baths, 2007 sq. ft. 2 - 1 car integral garages, deck off family room, fireplace,
hardwood, ceramic and carpet. Stainless steel appliances, washer/dryer, AC MOVE-N-READY. Upper St.
Clair has the lowest crime rate in Allegheny Co. and one of the best school districts in the state and
nation. 4 bed, 2.5 bath houses in that area listing from $240k - $495k, a very diverse area. This property
rented for over $1,900 and $2,200 with pet.
Call for OPEN House dates and times.
Call 412-758-7792 Today
----------------------------------------------------------------------------PROPERTY FOR SALE - “ALL CASH DEAL”
713 Taft, Beltzhoover 15210
“Landlord Handyman Special” - CHEAP!!!!!
3 bed 1 ba. solid brick 2-story house. Needs complete renovation top to bottom. Solid structure and
foundation sitting in nice quiet area. Area is strong rental area, near busline and park. Approx. cost for
rehab $ 25-30k. Property will command $750 -800 minimal . THIS IS A RENTAL!!!!! not fix and flip.
Property has back taxes of $15k which can be paid by a payment plan with
taxing service. We are selling our contract to purchase this property for $15,500 CASH!!!!
Call for OPEN House dates and times.
Call 412-758-7792 Today
-----------------------------------------------------------------------------------------PROPERTY FOR SALE - “ALL CASH DEAL”
301 E. Agnew Carrick 15210 - $160,000 Cash!!!! including fee
4 bed, 4 ba., apartment building. Property is partially rehabbed with 1 unit complete and rented for
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$650+ per month. 2nd unit can be ready in 1-2 weeks max. 3rd and 4th units need more work but both
could be ready in 4-6 weeks. Property has new roof, new plumbing including stacks, new furnaces, new
electric services and some new windows as well as appliances. It sits two blocks off busline. While
viewing property may not justify purchasing at the asking price, projected rental income ($2750-$3,000)
and cash flow as well as projected ARV of $260-$280k tells you this property is well worth it.
Call for OPEN House dates and times.
Call 412-758-7792 Today
--------------------------------------------------------------------------------PROPERTY FOR SALE - “ALL CASH DEAL”
427 Kenmawr Rankin 15104 - $57,500.00 Cash!!! including fee
15 rooms, 3-story frame house in Rankin just before Rankin bridge, on bus route and 5 minutes from
Swissvale busway. 8 bedrooms, 2 full baths, small patio in back, covered front porch. Could use some
cosmetic updates including electrical, although things are working great. This is NOT A FIX-N- FLIP
property. Best use would be SHARED LIVING!!! Rent rooms for $400 each is $3,200 per month. Could
also get involved with Veterans housing programs. Property comes with some furnishings. Structure is
solid, cosmetic improvements can be done over time. This is not a property that the average investor
would purchase at this price, however; it is for a landlord or someone who likes shared living properties
to maximize their income. This property is also minutes away from Kennywood and Waterfront.
Call for OPEN House dates and times.
Call 412-758-7792 Today
------------------------------------------------------------------------------------------PROPERTY FOR SALE - “ALL CASH DEAL”
1112 South Ave., Wilkinburg, 15221 - $57,500.00 Cash!!!
including fee
5-6 bedroom, 3-story house in Wilkinsburg between Swissvale Ave. and Ardmore Blvd. Property has 5-6
bedrooms if you want to use room on 1st floor for bedroom. 2 baths, kitchen and living room. Fenced in
back yard and covered front porch. Needs some cosmetic work both in and out, but is very livable as is.
This property is NOT A FIX-FLIP. Best use would be SHARED LIVING!!! Rent rooms for $400-$450 each is
$2,000-2400-$2700 per month. Could also get involved with Veterans housing programs. Structure is
solid, cosmetic updates can be done over time. Property is not occupied full time and is ready to go.
Owner financing may be available. This is not a property that the average investor would purchase at
this price, however, it is for a landlord or someone who likes shared living properties to maximize their
income.
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Call for OPEN House dates and times.
Call 412-758-7792 Today
-------------------------------------------------------------------------------------7 Habits Of Highly Successful Property Managers
Submitted by John Triplett on Mon, 08/21/2017 - 12:51pm
What are 7 habits of highly successful property managers? Buildium.com recently did a webinar to
explore 7 ways that property managers can better organize their daily routines while the chaos of
property management problems rage around them. Here are the 7 habits.
No. 1 - Make Communication A Core Competency
“Create templates for everything, from emails to new tenants, notifications you send when people are
late on rent, or common alerts. These can all be made into templates and used over and over. If you are
sending the same information more than three times in a month, you need a template. Software can
help you do this,” Lauren Mason, Field Marketing Manager for Buildium.com, said on the webinar.
• Deliver information in a consistent way each time.
• Send rent reminders that look the same each month.
• Send owner statements that look the same and are consistent.
• Are you reminding inspectors at regular intervals to do inspections with the same consistent message?
“Figure out ways to communicate with less effort,” she said. “For instance, instead of you compiling
owner statements each month, use software that allows owners to login when they choose to see
whatever reports they want. For tenants, allow them to submit a maintenance request online from their
phone. And give tenants access to updates from the maintenance worker.”
No. 2 – Always be learning. Always be teaching
“When you are managing a property for someone, you are managing something that person considers
as a key investment. Property owners want to feel a sense of security and assurance they are trusting
their property to someone who knows property management and the local market inside and out. It’s
on you to inspire that confidence,” she said.
“Get up to speed and stay current on all things related to property management – local rent rates, your
state’s laws and regulations and general trends in the market place.”
Survey of property owners: What value do you expect from property managers?
• Gives me peace of mind knowing things are handled – 79%
• Fills vacancies faster with better tenants – 75%
• Collects rents, fees and handles accounting – 71%
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• Lifts the burden of planned and unplanned maintenance – 65%
• A professional partner with industry expertise and knowledge – 58%
• Helps me increase my revenue and profitability – 57%
No. 3 – Create a playbook for growth
On the webinar, 78 percent said they expect to be managing more properties in the future than today,
but how to they plan to connect with new property owners? Where are you going to get your owner
leads from?
So you need to know where property owners go to look for property managers. Top places
• Searching the web – Two things to help yourself show up, with a great website and content, for longterm growth. Or short-term paid marketing search strategy.
• All property management – (a Buildium.com company) connects owners and property managers.
• Other property managers
• My local real estate group
• Ask for referrals from a friend
“Responding to a lead within the first five minutes is important, because owners typically look for three
potential property manager candidates.
“Know what sets you apartment from your competition. Can your owners login to your portal, for
instance?”
No. 4 – Create processes for repetitive tasks
“Document your routines to train new employees you may add to your property management team.
Create checklists for each of the things you do repeatedly,” Mason said. Automate what you can also
such as:
• Rental listings and syndication
• Applications
• Payment reminders and late fee notifications
• Reporting for owners
• Maintenance updates and recurring task reminders
Tips for success
• Do an audit once a month
• Put together a checklist for anything you did more than three times a month
• Centralize – keep all your documents in one place, preferably in the cloud
“Over time you are essentially building a guide on how to run your business,” she said.
No. 5 – Use technology to stay organized
“Everyone has differing levels of comfort with technology. Having a single platform everyone can access
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is an advantage.
“Technology is the edge property managers can use to keep up with maintenance issues, finding good
tenants and staying organized,” she said on the webinar.
According to a Buildium.com survey, 81% of owners think property managers should be using the latest
technology.
No. 6 – Be proactive
Two results of live polls during the webinar.
“Inspect, insure and inquire before trouble hits. When you get ahead of things, it reduces problems,” she
said.
Get proactive by:
• Having a recurring inspection cadence
• Require renters insurance
• Send out reminders to every tenant five days before rent is due.
• Enable recurring payments
• Send out surveys
“Catching a leak early saves time and money. Humans need reminders so send out reminders to tenants
five days before rent is due. Software can allow you to set up automatic payments. Send out an annual
survey to all tenants and owners once a year. Find out why tenants are staying or choosing to leave,” she
said.
No. 7 – Keep calm and carry on
“Property management is totally chaotic. Owners pay you to deal with their headaches. Chaos and stress
can come from not having the right information at the right time,” Mason said.
Tips:
• Put information in the cloud
• Optimize mobile communication
• Have a life

(Aug 23)

A renter needs a home asap, words to avoid when you sell, and an idea
Let’s start with the renter. I was contacted by a guy looking to pay between 600-800 per month. Needs
to move asap, getting divorced. Needs a two bed, prefers North hills but he will take what he can get, so
that he can escape his soon to be ex. If you have a vacancy call Dan 412 586 8228
-------------------------------------------------------------------------------------------------
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IDEA
As you know I am a marketing phenom. I occasionally consult on this subject with small and start up
business owners. You would be amazed at how many doctors, lawyers, bakers, and contractors have no
idea how to market and grow their business. Everything that I have done to this point has been with
people who I happen to have a relationship with. I have been toying with the idea of opening this
business to the public. So what I am asking you all, is what sorts of marketing help does everyone need?
There are a plethora of ways that I can go with this, so any suggestions will really help me focus.
thank you
Josh
------------------------------------------------------------------------------------------------

Talk Ain't Cheap: 9 Listing Keywords That Could Cost You
By Catherine Sherman on 6 Mar 2015 #ZillowTalk
When it comes to real estate listings, the picture you're painting with certain words can be worth
thousands of dollars.
First impressions matter. When it comes to for-sale listings, the first thing most buyers see is a home’s
description. But not all listing descriptions are created equal.
LowTierNegRes_Scaled_Big
Based on an analysis of 24,000 home sales in “Zillow Talk: The New Rules of Real Estate,” co-authors
Spencer Rascoff and Stan Humphries reveal listings with certain keywords send negative signals about a
home’s quality and features. These listings tend to sell for less than expected.
“If you’re not careful, picking the wrong adjective could cost you time, money, and in some cases, lots of
both,” they explain.
Check out the nine most dangerous listing descriptors below.
1. Fixer
The word “fixer” implies “fixer-upper.” While a fixer-upper may not seem out of place among lowerpriced homes, most buyers expect mid- and high-priced homes to be move-in ready. The numbers back
this up. Among the 24,000 home sales analyzed, listings in the mid-price range with the word “fixer” sold
for 11.1 percent less on average than expected.
2. TLC
“TLC” falls in the same camp as “fixer.” However in this case, both low- and high-priced homes took a hit
when they were described as needing tender loving care. Listings in the bottom tier that mentioned
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“TLC” sold for 4.2 percent less, and homes in the top tier mentioning “TLC” sold for 8.7 percent less on
average than expected.
3. Cosmetic
While you may think you’re putting a positive spin on “needs work” by saying a home needs “a few
cosmetic updates,” a buyer likely doesn’t want to hear this. On average, high-priced listings with the
word “cosmetic” sold for 7.5 percent less than expected.
4. Investment
While someone looking to buy an investment property might like to see the word “investment,” for the
majority of home buyers it signals a home has seen better days. Low-priced listings described as an
“investment” sold for 6.6 percent less on average than expected.
5. Investor
Like “investment,” “investor” is a great word for attracting someone who is looking to flip or rent out a
property. But for home buyers, it can imply a home is rundown and cheap. For high-priced homes, this
might make buyers think there is room to negotiate. And data shows top-tier listings with the word
“investor” sold for 6.6 percent less on average than expected.
6. Potential
You might see a home described as “having potential,” but this signals it isn’t a finished product. You
don’t want to communicate this to buyers looking for a move-in ready home. In fact, lower-priced
homes with “potential” in the listing description sold for 4.3 percent less on average than expected.
7. Bargain
As soon as we hear “bargain,” we’re unfortunately wired to think the opposite. If you think your home is
a great deal, a good rule of thumb is to let the price speak for itself. Mid-priced homes described as a
bargain sold for 3.5 percent less on average than expected.
8. Opportunity
While high-priced homes may be described as an “opportunity to live on the water” or an “opportunity
to live like royalty,” the context isn’t typically so positive in listing descriptions for low-priced homes. In
this case, you might expect to see “house-flipping opportunity” or “investment opportunity,” which can
have negative connotations for buyers. Listings in this price tier with the word “opportunity” sold for 2
percent less on average than expected.
9. Nice
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Like “opportunity,” the word “nice” typically has a positive meaning in listings for high-priced homes —
“nice view” or “nice wine cellar,” for example. But for low- and mid-priced homes, “nice” is highly
subjective, especially if it’s used generally to say “a nice home.” The buyer is left to interpret what “nice”
means. Likely because of this ambiguity, low- and mid-priced listings with the word “nice” sold for about
1 percent less on average than expected.

(Aug 21)

The market is changing and a warning for us all.
Updates from the Saturday note seminar.
Those of you who were in attendance at the Saturday note seminar got a real education. That was an
amazing day. Joe Varnadore was fantastic. Just to give you a taste of some of things that I learned; I now
know how I can create a note on one of my owner finance deals, sell off part of that note to get all of my
money back, and then have a passive income stream for years to come. How sexy is that. Joe covered a
lot of note related topics to include things like how to get the biggest discounts, how to cure notes, and
how to get the owner of the property to deed it over to you so that you own a property free and clear
for a lot less than market price. We will be hearing more from Joe later, to include their boot camp in
Pittsburgh in late September.
-----------------------------------------------------------------------------------------------

WARNING – A cautionary tale sent to us from a fellow REIA member who got screwed.
"Hey Josh,
Here is the story of my latest wholesale deal gone bad due to the buyer cutting me out of it. The buyer's
name is DAVID PAUL and his plumbing company is called DAP SEWER AND DRAIN. I first meet DAVID
PAUL at my open house for my wholesale deal that I had under Option with the seller. DAVID PAUL saw
the house and said he was my buyer for it. He asked if I could open up the house again for him the
following day so that he could turn the water on for a pressure test on the boiler. I meet him to do so
the next day and he said he definitely wanted to move forward on buying the house. He wanted me to
have the seller sign the Sales Agreement first and then he would sign the buyer's half along with mailing
in the $1,000 hand money to the closing company. I received a text from DAVID PAUL the following
morning after I got the seller to sign the Sales Agreement at $17,000 (my fee was $3,000 on top of that)
saying he couldn't do the original price now. He could only do $15,000 now (my fee included in this 15K).
I told him I would go back to the owner to see if he would take less but with no guarantees.
I received a call from the owner two days later saying that a DAVID PAUL had hand delivered a letter to
him. The letter stated that DAVID PAUL had been working with me but that I, as the wholesaler, was
unprofessional and that he wanted to work directly with the owner. The owner told me that since I
brought the deal together that he didn't want to cut me out. The owner dropped his price to $15,000
and told DAVID PAUL and myself via text that we would work out my wholesale fee on top of his price. I
told DAVID PAUL that I would now take $1,000 to handle the closing and he agreed. DAVID PAUL said
that he could meet me (again) in two days to sign the agreement along with mailing in the $1,000 hand
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money. He texted me into two days the following. " I've actually got everything I need to handle the
closing myself thanks for showing me the place. Best of luck to you". The owner then called me to tell
me to drop the keys of to him so he could give them to DAVID PAUL (I mailed the keys two days later).
At this point in the morning I immediately went downtown to the County Building and registered my
"Notice of Option" that I had the owner notarize with me before my open house. The "Notice of Option"
I registered did not have any agreed upon price or length of time on it. The way I understand is that his
company will need me to sign off my recorded lien on the title. At which point it will be time for the
owner and the buyer to pay up for my fee. As a final effort to change DAVID PAUL'S decision to cut me
out I texted him the following. "Alrighty Dave, I would like a response if you are either cutting me in on
this deal (that I brought you) for the agreed upon fee or are you cutting me out? If you'd like to cut me
out I will inform my network of local Pittsburgh Real Estate investors and rehabbers (1,400 of them)
about me getting cut out of this deal by yourself and the leader of the network will put your name and
company name out to them via an email blast and Facebook as well. Let's keep this professional going
forward. $1,000 is my fee. 17K total". DAVID PAUL'S response was the following. "Look kid don't
threaten me. Give the key back to the owner you have no legal standing here. I'm changing the locks
tomorrow and if you slander my company you will have a lawsuit on your hands. It's America I went over
your head and made a deal on the house so what. Move on. I'm closing in 2 weeks". This is what has
happen as of a little over a week ago. I am eagerly waiting to see if my "Notice of Option" that I
registered on the property's title will halt a closing.
The deed has not changed hands on the Recorder of Deeds website as of today. I wanted this
information to meet sent out the REIA members not to "slander" DAVID PAUL'S name his company (DAP
SEWER AND DRAIN) but to only inform of my story for other wholesalers in the group. I will keep you
updated Josh if and when I get a call from the closing company lol."
-Michael Krom
412-918-6813
----------------------------------------------------------------------------------------------------

Nationstar no more: Nonbank is now officially Mr. Cooper
Company takes on most unique name in the mortgage business
August 21, Ben Lane
A process that began nearly two years ago is now complete.
Nationstar Mortgage is now officially Mr. Cooper.
Nationstar’s massive rebranding, which HousingWire first reported back in December 2015, became
official on Monday morning, with the nonbank dropping the Nationstar name and becoming Mr. Cooper.
The Mr. Cooper brand will cover both the company’s mortgage servicing and originations operations.
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Nationstar initially said that the Mr. Cooper transition would take place in the first half of 2016, but as
Nationstar CEO Jay Bray told HousingWire late last year that the process is about more than simply
changing a name.
According to Bray, the company is doing more than rebranding, it’s actually reimagining how it operates,
which meant the transition would take longer than first thought.
Back in December, Bray told HousingWire that the company planned to officially transition to Mr.
Cooper in the first half of 2017, but earlier this year, the company set the official date of August 2017.
As it turns out, Aug. 21, 2017 is D-Day, or Mr. Cooper-Day, as it were.
While Nationstar officially became Mr. Cooper on Monday, the company began the transition internally
back in January 2016, when the company’s employees got “swag bags,” filled with Mr. Cooper-branded
materials, including coffee mugs, stainless steel water bottles, pens, notebooks, and plastic toy
eyeglasses.
Before that, the company began to lay the groundwork for the change, registering the name “Mr.
Cooper” with the Nationwide Mortgage Licensing System & Registry and several Secretary of State’s
offices across the country.
And when HousingWire visited Nationstar’s headquarters in December 2016, Mr. Cooper signage and
materials were everywhere.
Now, after a nearly two-year process, Mr. Cooper is finally here.
“We’re excited to officially become Mr. Cooper and will continue our efforts to transform the way we do
business,” Bray said Monday in a statement.
“We took a look in the mirror and realized that in order to build trust with homeowners and those who
wish to own a home one day, our organization and our industry needed a change,” Bray continued. “Mr.
Cooper is a symbol of the transformation we’re undergoing to create an incredible customer
experience.”
As Bray noted, the switch to Mr. Cooper was about more than just a name change. The company
enacted a number of changes to what it calls its “customer experience,” including moving its customer
service operations back to the U.S., as well as eliminating all online transaction fees for on-time
payments.
Additionally, the company noted Monday that its team members took part in in more than 50,000 hours
of “incremental customer experience training to ensure everyone is equipped with the tools and
resources needed to deliver the Mr. Cooper promise.”
The company is also preparing to roll out a series of features designed to make the company’s loan
experience stand out – even more than the name Mr. Cooper already does.
The company also said Monday that it is planning to launch new technology that will “further help
current customers and prospective homeowners optimize their household finances.”
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Mr. Cooper will also be offering a “unique service” to homebuyers and sellers that connects them to a
panel of qualified local real estate agents in their area and may also allow them to earn cash rebates on
the sale or purchase of a home.
Mr. Cooper also revealed that it is getting into the credit card business and unveiled a mortgage-linked
credit card, which provides rewards that go towards a borrower's principal balance.
As for why the company chose Mr. Cooper as its new name, a release from the company said the name
was chosen to “personify the next generation of home loan servicing and lending,” and “represents a
more personal relationship customers can have with their home loan company by recognizing the critical
role of a customer advocate in delivering a positive home loan experience.”
Here’s how Bray described it back in December:
“It’s so simple, in some ways. If you have happy customers, you’re going to have happy employees. If
you have happy customers, more than likely, you’re going to have happy shareholders,” Bray said.
“And so we started reflecting on how do we keep these 2.7 million customers,” Bray said. “How do we
actually put service back into servicing and deliver a better experience?”
And the name “Mr. Cooper” embodies that spirit, Bray said.
“Driven by our purpose to keep the dream of homeownership alive, each of our 7,000 team members
strives every day to emulate the core values of Mr. Cooper as we continue on our journey to put the
service back in servicing,” Bray said Monday.
To celebrate the official changeover to Mr. Cooper, Bray will ring the opening bell on Monday at the
New York Stock Exchange, alongside several company employees who were chosen for “their role in the
successful launch of Mr. Cooper and their embodiment of Mr. Cooper core values.”

(Aug 18)

Great News We Still Have a Few Seats Open for the Saturday Seminar on Buying
Discounted Notes
Here is the big news. We still have a few seats left for tomorrows note seminar.
This is exciting stuff. We have 8 seats left but I talked to the hotel and we can squeeze a few extra
people into the room, nobody will be turned away.
Why is this so exciting?
With notes, you can buy a property for less than half of its current value, you can cure the note, and
resell it for 90% of its value. That is just one of techniques that will be taught tomorrow. I am personally
looking to learn how I can create notes, then sell them to passive income investors, and how I can but
non performing notes to control houses where a defaulting owner doesn't want to accept my creative
finance offer. There is a lot more beyond this. This note stuff will be huge in Pittsburgh.
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You can register in the morning, or you can register via this link
http://pittsburghreia.com/2017-varnadore/
$40 for Pittsburgh REIA Members / $60 for Non Members
Lunch is included, and the Sheraton does a pretty good lunch.
Registration starts at 8 am, speaker starts at 9 am, so come early if you haven't completed your
registration yet.
The Sheraton Hotel Pittsburgh Airport is located at
1160 Thorn Run Rd, Coraopolis, PA 15108

Is this the day that you change your future?
See you tomorrow
Josh

(Aug 16)

Last Night Was Amazing Only 15 Seats Left for Saturday's Note Seminar
Last night was truly an amazing knight. I sort of feel bed for the people who were not in attendance. I
learned a ton. Quick examples, I learned that I can wholesale a note, who knew? I also learned that the
biggest discounts on non performing notes is on houses below $150,000 market value. While that is the
cheap houses in lots of cities, that is almost every house we have. I also learned that I can get the gov to
pay me for the full value of the note, even though I bought it at a discount in some areas. How cool is all
of that?
I am really excited about the all day seminar this coming Saturday, and you should be too. We only have
15 seats left, so you need to contact me asap to reserve your seat.
The best way is to email me directly at PittsburghREIA@aol.com
To your success
Josh
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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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